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T 
HIS ISSUE OF DOORS & HARDWARE  
addresses a challenge which is at the heart of 
our industry—integrating a balance between 

aesthetics, life safety and security—all in one 
opening. But really, our industry is asked to do this 
on a daily basis—we are the experts. 

The owner of most museums and libraries is 
typically the general public—but the project is 
typically managed by a segment of the govern-
ment. And although these are public projects, the 
architect is often looking to build a facility that is 
unique in design and inviting to the public. We 
all are familiar with museums that not only house 
works of art and artifacts, but the building itself 
often incorporates an artistic flare—an attempt to 
make a statement or impression which is consis-
tent with the contents. 

Of course, one of the most important compo-
nents of that artistic statement is the entrance(s) 
and opening throughout the building. This is an 
excellent opportunity for the design professional 
to make an immediate impact as every visitor 
passes through. It is also a chance to show off as 
an industry—there are so many interesting appli-
cations to support the architect’s design bent.

However, what is often underestimated is that 
the architectural opening has several additional 
purposes beyond making a statement. Security 
and life safety cannot be compromised and the 
challenge lies in finding a seamless balance 
between the two. In my opinion, our industry 
shines brightest when we are able to maintain the 
design professional’s vision while still meeting 
the codes which govern the various openings. 

Within the interior of the building, not only 
must the designer’s vision carry through but 
compartmentation must be maintained. It is in 
this application that we find ourselves facing 

the greatest challenge. In the normal course of 
business, the opening allows egress and makes 
a design statement. However, at one point it may 
need to provide security at a very high level, in 
particular with museums that house priceless 
works of art. In addition, in the case of a fire it 
must become a barrier as part of the compartmen-
tation component. All of these functions must be 
met and yet remain largely invisible (accept to our 
industry). This issue of the magazine does a great 
job of addressing several unique applications.

What is unfortunate is when our work is not 
fully appreciated by the owner and the designer. 
This is one issue we hope will change in the 
future as we embark on annual inspections 
whereby the owner will have the opportunity to 
understand the larger function of these openings 
apart from their obvious aesthetic value. It is then 
that our knowledge will shine and our impor-
tance as an industry will be advanced.

This week several DHI leaders and several of 
us on staff attended the National Fire Protection 
Association Annual Conference and the 
Construction Specification Institute’s conference 
in Las Vegas. How fitting to be in a town dedi-
cated to gambling and to be discussing codes and 
standards (I will leave that to your imagination). 
Although Vegas is not my cup of tea, I did find 
myself appreciating the interesting architectural 
openings which could be severely tested due to 
the huge volume of people. Of course, as it is a city 
that doesn’t sleep, the challenge to move people 
(many of whom have been indulging throughout 
the night) becomes particularly keen. Keith Pardoe, 
DAHC/CDC, delivered a program on the new 
NFPA 80 requirements to a packed room and it was 
well received. We are continuing to see the impor-
tance of this new standard—even in Vegas!  

Probing the Heart
  Finding Balance

i n  T O U C H

By Jerry S. Heppes, Sr., CAE 
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T 
HE FOUNDATION HAS BEEN 
WORKING  to create awareness and provide 
information to members of the U.S. Congress 

towards legislation that is crucial to fire and life 
safety issues.

After the rash of school violence in the past year, 
one area Congress is focused on is improving 
school safety. The Foundation has been part of 
these discussions through recent meetings and 
will continue to be involved in those planned in 
the upcoming weeks and months. 

The greatest congressional movement on school 
safety legislation has been through the School 
Safety & Law Enforcement Improvement Act 
of 2007 (S 2084). The measure, which has been 
approved by the Senate Judiciary Committee, is 
a comprehensive school safety measure, which 
includes several pieces of existing legislation. It 
includes a proposal that Senator Barbara Boxer  
(D-California) introduced. The Foundation met with 
the Senator’s office early on in this process to provide 
information on areas related to school security. 

As part of the School Safety & Law Enforcement 
Improvement Act of 2007, this legislation would 
establish a National Center for Campus Public 
Safety. This center would foster collaboration 
among campus safety stakeholders by serving as 
a focal point for research, model policies and best 
practices. It would also provide education and 
public policy formulation to enhance the safety and 
security of U.S. college and university campuses. 

Another provision within this legislation would 
establish a $50 million grant program for institu-
tions of higher education to use for their campus 
public safety offices.

Judiciary Committee Chairman Patrick Leahy 
(D-Vermont) and other senators, including Health, 
Education, Labor & Pensions (HELP) Chairman 
Edward Kennedy (D-Massachusetts), are push-
ing for the full Senate to approve the measure, 

and then work with the House on passage of its 
measure. As HELP Committee chairman, Senator 
Kennedy has the most influence on education 
matters in the chamber.

The Foundation has already met with Kennedy’s 
counterpart in the House, Education & Labor 
Chairman George Miller (D-California). This 
meeting was helpful in providing the Foundation 
with contacts on the Hill to ensure the Foundation 
is part of school safety efforts once the discussion 
moves to the House, as well as establishing poten-
tial college and university partners who will aid 
overall Foundation efforts. 

The Foundation is also in the process of arranging 
meetings with Senators Leahy and Kennedy. These 
meetings will enable the Foundation to be a partici-
pant in the congressional school safety discussions.
Other federal endeavors include:
n Meeting with Representative Susan Davis 
(D-CA) to inform her about the Foundation’s work 
with the Head Start centers in the San Diego area. 
The San Diego endeavor should be a good discus-
sion point with Kennedy, as well, because he is 
one of the program’s biggest supporters.
n DHI, with support from the Foundation, is a 
part of a coalition behind the Community Building 
Code Administration Grant Act of 2007 (S 2458, 
HR 4461), which was introduced in the Senate by 
Senator Mary Landrieu (D-Louisiana) and in the 
House by Representative Dennis Moore (D-Kansas). 
The legislation would provide federal grants to 
building departments to enhance public safety. It 
would provide $100 million over five years to help 
local governments hire, train and equip code offi-
cials, including building and fire inspectors. 
n The Foundation met with the officials at 
the Office of Safe & Drug-Free Schools at the 
Department of Education. After this meeting 
and discussions with Department of Homeland 

Foundation’s Efforts  
 at the Federal Level

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

l i fe  safet y  & securit y   FOUNDATION

cont inues on page 76
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c a s e   S T U D Y

h i le  ma ny 
of  to day ’s 
 stile and rail 
wood doors 

project a rich, highly-crafted 
image and provide many 
years of reliable service, they 
can spell trouble if individual 
components are incompat-
ible with one another. This 
may require a heightened 
sense of vigilance on the part 
of specifiers unfamiliar with 
the details of door construc-
tion and design. With stile 
and rail door manufacturers 
now capable of matching a 
variety of custom architec-
tural designs, it is quite likely 
that new, historical or even 90 
minute fire-rated, stile and rail 
doors will end up being the focal point of a building’s 
permanent collection of fine furniture.

Yet, if stile and rail doors 
are to be fully functional, the 
selection of appropriate door 
components cannot take a back 
seat to design considerations. 
For example, doors with overlay moldings may require a 
lock rail or wider stiles to ensure compatibility with the 

hardware. Some hardware 
mounts, such as slim line push 
bar exit devices, close to the 
face of the door, require a flat 
surface to operate properly. 
All hardware that complies 
with the requirements of the 
Americans With Disabilities 
Act (ADA) utilizes a lever for 
the retraction of the latch. 
If overlay moulding is posi-
tioned too close to the lever, 
it will not have the clearance 
required to operate smoothly. 
We sometimes see situations 
where the body and cover of 
the door closer hang down 
below the top rail and partially 
cover the raised or flat panel. 
This can be a mounting issue 
for doors with a narrow top 

rail, and is aesthetically unpleasant. How can you avoid 
these potential dilemmas? Simply make the top rail about 

6" wide, thereby allowing the 
entire closer mechanism to 
be installed on the flat part of 
the top rail instead of hanging 
down over the panel. 

What if an opening calls for a two-lite door? This 
requires the lock rail to be adjusted upward, or the exit 

B Y  D AV I D  S A N  P A O L O

STILE & RAIL  wood doors
Avoid detailing conflictS

W

1
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device to be relocated downward, 
so that the device is centered on 
the lock rail. Also, with this type of 
door, there is always the potential 
for someone’s hand to slip off the 
top of the exit device and penetrate 
the glass, resulting in an injury. It 
is important to note that traditional 
wire glass does not meet the ANSI 
Z97.1 or the CPSC 16 CFR 1201 stan-
dard for safety glass. The risk of 
serious injury can be significantly 
reduced if the glass type complies 
with the safety glass standards.

There are other pitfalls to avoid 
when designing door layouts. For 
example, is the stile width adequate 
to house the latching hardware? 
Most hardware for architectural 
doors require at least a 5-inch 
wide stile. To be on the safe side, 
it’s prudent to go with a 6-inch 
stile along with a 6-inch top rail. 
To avoid still other potential 
conflicts, it is also advisable to: 
n  Design for mortise pockets 

that are generally 4½-inches 
deep. 

n  Use lock backsets that are 
2¾-inch on center.

n  Retain some dowels at the  
lock rail.

n  Specify bottom rails that are 
wide enough to meet ADA 
requirements and accept a 
kick plate. 

n  Install viewers (if used) at a 
point where the door is at least 
1⅜-inches thick.

n  Verify that the door’s core mate-
rial has enough structural integ-
rity to not require thru-bolts.

Moreover, fully mortised door 
bottoms cannot be used in conjunc-
tion with a concealed vertical rod 

fire exit device or a mortised flush 
bolt. Nor should concealed closer 
bodies be used in stile and rail doors. 
Also, it is advisable to limit the use 
of concealed closer or overhead stop 
arms in fire-rated doors. 

Due, in part, to cost factors, stile and 
rail doors are seldom manufactured 
using a single, exotic type of wood. 
These exotics are typically sliced as 
thin as is practical to optimize yield. 
Unlike wood veneer flush doors, stile 
and rail doors require several thick-
nesses of veneer and lumber. Possible 
choices include PS White Maple 
for the stiles and rails, and Quarter 
Figured Anigre or Birdseye Maple for 

the panel faces. Panel face veneer is 
usually very thin—1/36" to 1/42", and 
can readily be obtained in a majority 
of the exotic species.

Another important consider-
ation in specifying a stile and rail, 
or even a wood flush door, is the 

core material’s “memory”. In this 
instance, the term is used to describe 
a core material’s ability to return to 
its original shape when a fastener, 
namely a “threaded-to-the-head” 
wood screw, is removed. Wood-
based stile and rail cores have the 
best memory, while non-combustible 
(blocking) cores have no memory at 
all. Initially, both combustible and 
non-combustible cores (excluding 
mineral-type cores) have more than 
adequate screw-holding power. But 
if a fastener is withdrawn, it must 
be replaced with a longer and larger 
diameter fastener—one in the non-
combustible blocking-type core—to 

maintain an acceptable level of 
screw-holding power. Consider 
including a statement in the spec-
ification as follows:

“If non-through bolted fasteners 
are to be used in fire door cores, 
and they are removed for any 
reason, the replacement must be ½" 
(13mm) longer along with the next 
size larger root diameter fastener.”

Conflicts also should be avoided 
when specifying fire doors. There 
are considerations in fire-rated 
doors in the overall width and 
height of doors as well as the 
different components within the 
door. As you can imagine, espe-
cially in fire doors, thicknesses 
and methods of joinery are of 
particular importance and conse-
quence. Manufacturers operate 

within very strict guidelines as to 
how a fire rated door is built, and 
how it is intended to function.

Removing material from a fire-rated 
door is strictly regulated by both the 
follow-up inspection service and by 
NFPA 80. The amount of glass that 

1.  Note how the collaboration between the design team and the manufacturer early in the process, allowed these doors to be fabricated without any hardware conflicts.  
The lever is centered on the lock rail, preventing a conflict with the overlay moulding. And, the bottom rail is of a sufficient size to avoid interference with the kickplate.

2. Special inserts were fabricated on this pair of 2 lite stile & rail doors, to allow for the specialty “guitar” pulls to be installed.

2
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is designed into a door is limited 
by both the door, glass and lite kit 
manufacturer’s authority. As this is a 
very dynamic and fluid market with 
frequent changes, a call to the factory 
for the most recent information, is 
prudent. Temperature-rise require-
ments are also a critical factor involved 
with the higher fire-rated doors with 
fire-protection rated glazing. You will 

need to know these 
requirements.

Cutouts for hard-
ware are limited by 
their proximity to 
panels or glass within 
the door. Depending 
on the manufacturer, 
this may or may not 
be a problem. The 
above listed factors 
differ from manu-
facturer to manufac-
turer, and within the 
applicable building 
code for your project.

With the advent 
of positive pressure 
testing procedures, 
in addition to the 
neut ra l  pressu re 
met hod t hat  has 
not been completely 

phased out, fire rated doors have 
become t wice as compl icated. 
Manufacturers will publish two 
sets of specifications to address both 
scenarios. A brief explanation of the 
difference between the two proce-
dures has to do with the ambient 
pressure in the test furnace. Positive 
pressure testing more closely recre-
ates true fire characterist ics by 

allowing the heat in the furnace to 
build as it would in a fire. Neutral 
pressure testing allows the pressure 
to be vented, and is not as demand-
ing a test.

True stile and rail fire doors are 
available in all ratings through 90 
minutes from several manufacturers. 
A conflict can occur if the specifier 
doesn’t realize that most 90-minute 
stile and rail doors are 2¼" thick. It is 
important that the frame, hardware, 
and vision panels can accommodate 
a 2¼" thick door. Typical hardware 
changes that 2¼" doors require, are 
larger butt hinges (5" x 5" x .146") and 
longer spindles for the mortise locks.

A new document, that can assist you 
through the process of Architectural 
Stile and Rail door detailing, will be 
available later this year. This docu-
ment is known as WDMA I.S. 6A—
Industry Standard for Architectural 
Stile and Rail Doors. WDMA is the 
Window and Door Manufacturers 
Association, located in Chicago, IL. 
This release is a complete rewrite of 
the ANSI-approved 2001 edition of 
the document. Some noted changes 
are as follows:
n  Performance-based construction 

tests for durability
n  Enhanced prescriptive aesthetic 

standards
n  Specif ier checklist including 

panel raise and sticking types
n  WDMA model numbers for the 

most standard layouts
n  Expanded glossary with all stile 

and rail terminology defined 
A review of some of the afore-

mentioned common conflicts should 
ensure smooth sailing the next time 
you have a project requiring the use 
of architectural stile and rail doors. 
Let your imagination drive your 
plans, but keep an eye out for those 
potential pitfalls.  

3.  Through bolts were used on each leaf of this pair, to attach the closers. Some 
door core materials require the use of through bolts, in lieu of threaded-to-the-
head wood screws. Consult your manufacturer early in the process to determine 
if through bolts are required, or if the core has sufficient screw-holding power 
for wood screws to be used.

4.  Pivot hinges were specified to carry the weight of these special 36 lite doors.

3

4
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Cocoanut Grove
o those unfamiliar with the Cocoanut Grove, the 

name itself brings to mind palm trees, laughing 
crowds, coconuts, dancing and just a good place to 
go and enjoy oneself with friends. The Grove had 
all of this. But, this is not how it’s remembered. In 
Boston, the Cocoanut Grove is etched forever in 
history as a city’s worst nightmare, with piercing 
screams, wild-eyed panic, and terrible heartbreak. 

On the chilly New England Saturday evening of 
November 28, 1942, the Cocoanut Grove was packed 
beyond capacity with upwards of 1,000 people. 
Just after 10 p.m. in the Melody Lounge located in 
the basement, a small fire broke out in a fake palm 
tree, and then quickly spread across the ceiling 
decorations.

In the official Boston Fire Department report 
released after the fire, Fire Commissioner William 
Arthur Reilly estimated that the fire took only two 
to four minutes to develop momentum and cross 
approximately 40 feet of the Melody Lounge to the 
only public stairway out of the room. In seconds it 
had flashed passed the first floor foyer and the main 
entrance, and into the main dining room. From the 
first appearance of flame until it had explosively 
traversed the main dining room and passed, almost 
225 feet away, to the entrance of the Broadway 
Lounge, the commissioner estimated at total time 
of an incredible five minutes at most. At this point 
in time, all exits normally open to the public, of 
which each had something functionally wrong, were 
useless for a safe escape.

In minutes, the Cocoanut Grove was an inferno 
from one end to the other. Some escaped untouched 

Cocoanut Grove
Last Dance at 

TThe Cocoanut Grove was  

one of the most popular  

nightspots in Boston,  

Massachusetts before  

and during World War II. Today,  

the Grove still exists, though only as a  

piece of history—a poignant niche  

carved into the edifice of time.

by Casey C. Grant, P.E.
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but most did not. Rescuers pulled 
out trapped survivors and victims 
as quickly as possible, so that 
by midnight, the once bustling 
Cocoanut Grove was a blackened, 
soaking, but now empty hulk of a 
building. Just like the fire itself, the 
entire incident was but an instan-
taneous flash in its history, but the 
ramifications of this inferno are felt 
to this day.

This story is an update of my 
original story that appeared in 
the NFPA Journal in 1991. I have 
included additional information 
that relates to our codes and stan-
dards that was not available when 
the story first ran.

In addition, of the five individu-
als who were interviewed for this 
article in 1991, I am aware that 
Messrs. Graney, Collins, and Moore 
have passed away. On this basis I’ve 
revised the conclusion of each of 
their personal accounts to be inde-
pendent of time.

While interviewing the people 
included in this article, they at times 
referred back to earlier testimony 
and interviews. Any similarity to 
other published material on this 
subject is based on the interviewee’s 
own reflections on such material.

Sixty-five years have passed since 
that fateful evening. Many who 
were in the Grove and escaped, or 

were involved in some other way, 
are now gone. But some remain, 
and nobody knows the Cocoanut 
Grove’s final moments better. Here 
are their stories.

The Patron

“We went to watch Boston College 
beat Holy Cross, and instead it was 
one of the greatest upsets in college 
football history,” says Hewson Gray 
of Waltham, Massachusetts. That 
afternoon’s big football game was 
the first in a series of events that 
would lead Gray, along with his 
wife and their companions, face to 
face with destiny.
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Hewson Gray and his wife, Hilda, 
went to the game at Fenway Park 
that afternoon with Hilda’s sister 
Josephine Driscoll, and her husband, 
Francis. Later that evening, they 
would meet two other couples at the 
Cocoanut Grove for dinner.

The Boston College Eagles were 
better than six to one favorites over 
Holy Cross. They were undefeated 
with a very tough schedule, and 
they looked forward to pounding 
Holy Cross in the traditional end-
of-the-season football rivalry. In 
contrast to the BC strength, Holy 
Cross had a balance of wins and 
losses in accordance with a rather 
mediocre schedule. Sugar Bowl 
representatives were in attendance 
on behalf of Boston College, and the 
only question before game time was 
by what margin BC would win.

“I was, and still am, a Boston 
College fan, but what a sad after-
noon it was for the Eagles. We were 
stunned,” says Gray.

The final score was an incredible 
55-12 upset, which remarkably were 
the same numbers of the two BC 
co-captains shown on the cover of 
the game program. Yet, even more 
remarkable is how delicate the 
balance of fate really is, since BC 
planned to hold the team’s victory 
party that evening at the Cocoanut 
Grove. Major Tobin himself would 
have led the revelry. Of course, all 
thoughts of a formal party were 
cancelled because of the magnitude 
of the defeat, but that loss kept them 
from an event in which the odds 
were a mere one to one between life 
and death.

But some of the BC contingent 
would carry on with the evening’s 
plans despite that afternoon’s 
debacle. Among these were the 
Grays and the Driscolls, who were 

obligated to meet up with the other 
two couples.

Their reservation at the Grove was 
for late evening, and in the mean-
time, they journeyed to several other 
clubs in the South End and Back Bay 
districts of Boston. About 8:30 p.m., 
Gray parked his car on Berkeley 
Street so that the group could cap the 
evening off with dinner and a show 
at the Cocoanut Grove.

The other two couples met them 
at the Cocoanut Grove. They were 
friends of Josephine Driscoll, one 
couple being from Dorchester 
and the other from Newton. The 
Grays had never met those other 
two couples, but they fondly noted 
that the wife from Dorchester was 
eight months pregnant. Hewson 
and Hilda Gray had been married 
almost ten years, and despite 
trying to have children, it would be 
another two years before their first 
child was born.

After leaving their hats and coats 
at the coat room, the party of eight 
waited momentarily in the lobby 
while their table was located.

“It was so crowded that you had 
to turn sideways to get through 
the tables in the dining room,” 
explains Gray. “They were having 
trouble getting us a table despite 
our reservation. We had to go all the 
way across to the far corner of the 
dining room, over to the other side 
of the stage. O’Brien was the name 
reservation on the table that they 
finally gave us.”

Even though this excursion to 
the far corner was not a big deal, it 
was somewhat annoying. Yet here 
fate was kind, since there were four 
O’Briens killed in the fire. 

“We always wondered where the 
O’Brien’s sat; that is, where we should 
have been. We were lucky,” he said.

With their table in the corner, 
Hilda Gray had her back to one 
wall and remarked at one point 
that “the wall felt hot.” To satisfy 
their own curiosity, they each took 
a turn touching the wall and found 
it warm to the touch. This novelty 
provided an item of discussion, and 
since the outside temperature was 
near freezing, the men joked that if 
the women felt cold they should just 
lean against the walls.

“We can’t imagine why the walls 
were noticeably warm like they 
were” adds Gray, “But after the fire 
we had to wonder if this somehow 
contributed to its violent spread. It 
was so fast.”

The nightclub’s show was sched-
uled to begin about 10 p.m. Gray 
went to the men’s room located at 
the opposite corner of the dining 
room, just off the lobby at the top of 
the stairway that led down to the 
Melody Lounge. Because he had to 
push through the crowd, this jour-
ney was more arduous than usual.

Just as Gray had returned to his 
table and had sat down, they heard 
a commotion from over by the 
lobby where Gray had just come 
back from. Initially it sounded like 
people were shouting, “fight,” with 
some of the people bumping each 
other in an attempt to clear out of 
the lobby area. Then they saw a blue 
and yellow sliver of flame flash up 
to the ceiling.

With the realization that a fire 
was the cause of the activity over 
on the far side of the dining hall, 
the instantaneous reaction of those 
on the other side of the room was—
nothing. They weren’t sure the fire 
was bad and it was far across the 
other side of a very crowded room. 
One of the waiters immediately 
rushed across the dance floor 
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and began fumbling through the 
drapery on the Shawmut Street 
wall of the dining room, and it 
became evident that there was a 
door behind these drapes and he 
was trying to open it. Then almost 
as quickly as the commotion had 
started, the small flame became a 
fireball, racing toward the center 
of the dining room, igniting table-
cloths and anything else it could 
touch, and a solid wave of humanity 
jumped and started running away 
from it, toward Hewson Gray and 
his party of eight.

The Grays, the Driscolls and the 
other two couples in their group 
jumped to their feet and were 
pushed toward a service door behind 
them leading to rooms behind the 
stage. A mass of people was coming 
toward them and there was nowhere 
to go but through the service door 
and beyond. As they were being 
swept towards this service door, the 
waiter and the others with him got 
the Shawmut Street door open, and 
people in the dining room started 
to flood out this open door with fire 
over their heads. Although Gray and 
his party were relatively close to this 
now-opened door, they were being 
swept away from it and toward 
the service door in the corner by 
the crowd of terrified dining room 
patrons. And then, just as Gray 
entered the service room off of the 
dining room, the lights went out.

In the darkness, they followed the 
person in front of them, not sure 
where they were going.

“We took a couple of corners 
and went up some stairs. There 
were some more stairs that went 
down, but we didn’t take them. 
We followed a wall, and took some 
more turns—it was very confusing 
in the darkness,” says Gray.

Hewson and Hilda Gray and the 
others were still all together, but a 
minute or two had passed and the 
smoke was starting to build in the 
little back rooms now jammed solid 
with people. Being at the corner 
table allowed them to be at the front 
of the tide of humanity, and they 
could feel in the darkness that they 
had come to still another door. But 
it was locked. Several men near the 
front teamed up to try and break 
it down. Just when this seemed 
hopeless, with a loud crash, the door 
flung open and there were firemen 
with axes. Outside the club became 
just as chaotic as the people in the 
small service rooms poured out into 
the street into the strikingly cold 
air. This was one of the first doors 
opened by the fire department, 
which by tremendous good fortune 
happened upon the scene after 
responding to a nearby car fire.

“Once out of the building, we all 
stumbled in the night air across 
Shawmut Street,” says Gray. “Then 
we realized the lady from Newton 
wasn’t with us.”

The four men started to fight their 
way back through the outpouring 
crowd when all of a sudden the 
missing woman was swept into 
their midst. She quickly explained 
that she somehow got separated and 
found herself going “down a stair-
case.” Without hesitation, she had 
turned around and now, was out. 
All eight in their group were safe 
and reunited on Shawmut Street , 
allowing the four men to return to 
the service door entrance as people 
stumbled out of the burning club.

“Now, people were collapsing 
as they came out, having had been 
exposed to the smoke and flames. 
They were dropping all around, even 
some that looked okay, but some had 

soot around their faces. They were 
lying everywhere.” Gray says.

In almost no time at all Shawmut 
Street had become a seething mass 
of humanity. In addition to the 
people coming out of the Grove, 
firefighters and police officers were 
arriving on the scene in growing 
numbers as well as volunteers from 
many other facets of the community. 
People were also coming from the 
other nearby clubs and hotels. In all 
the commotion, the four men did 
what they could to help the people 
get out of the club. It was now read-
ily apparent to Gray and the other 
three with him that many people 
had not escaped and the smoke and 
flames within the building were 
now unbearable.

After helping all they could, the 
four men returned to find that 
the four women were gone from 
the other side of Shawmut Street. 
The men knew they were out but 
they still worried. They searched 
the outside crowds for almost 
three-quarters of an hour, then 
finally came across them sitting in a 
restaurant at the corner of Shawmut 
and Broadway having coffee. It 
turns out that a lady had come by 
and taken them to her home to give 
them warm clothes as their coats 
had been left inside the Grove. 
The temperature had dropped and 
was now below freezing, causing 
numerous ice patches to appear 
from the water being put on the fire. 
To control the crowds, the police 
started blocking off the streets. 
The four women went to the lady’s 
house, got the warm overcoats 
they now wore, and then snuck 
back through the police lines. They 
finally ended up in the restaurant in 
a further attempt to stay warm. The 
party of eight, now reunited, was 
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directed to a nearby hotel that was 
set up as a base for the Red Cross.

“As we walked up to the hotel 
a cop in the front was talking to a 
civilian and said to him ‘They were 
all drunk—that’s why they died.’ We 
were furious, all of us, and we gave 
him hell!” says Gray.

Their hats and coats weren’t the 
only possessions lost in the fire. 
They also lost their car keys. The 
Red Cross arranged for rides, and 
Hewson and Hilda Gray were driven 
home about an hour after they 
had left the scene at the Cocoanut 
Grove. The next day Gray got a 
ride down to pick his car up on 
Berkeley Street using a spare set of 
keys. A number of cars were still 
there, and he paused for a moment 
and thought about their owners if 
they had survived. About one week 
after the fire, while at home, Gray 
received a call from the Boston Police 
Department. His keys, which had an 
ID tag on them, had been found.

The Employee

On the evening of November 28, 
1942, Daniel Weiss was working the 
cash register on one side of the bar 
in the Melody Lounge.

“The evening started, at least, just 
like any other Saturday at work in 
the Grove, “ says Weiss.

The Melody Lounge was directly 
below the main lobby of the 
Cocoanut Grove. A single stairway 
descended into the lounge, which 
was comprised entirely of a bar 
in the center with seating around 
the bar and throughout the room. 
With a tropical motif of palm trees, 
greenery and cocoanut husks, 
the dimly lit lounge could accom-
modate up to about one hundred 
customers without discomfort, but 

this evening, people were four deep 
around the bar bringing the total 
in the basement lounge to probably 
twice that number.

Daniel Weiss was 24 years old 
at the time. In his fourth year 
as a medical student at Boston 
University he had worked weekends 
at the Grove for the past three years 
for his uncle Barney Welansky, 
owner of the Cocoanut Grove. He 
was just a few months away from 
beginning his career in medicine.

About 10:15 p.m., some of the 
crowd started to sing along with 
the lounge piano player as she 
hammered out a popular wartime 
tune. Despite the overcrowding 
and the difficulty keeping track 
of patrons, there was a stir in the 
corner to the right of the stairs 
that caught Weiss’s attention. He 
had noticed moments earlier that 
one of the white-jacketed bar boys 
had been conferring with the head 
bartender, John Bradley, about turn-
ing a light back on in the corner. 
Apparently, a patron had unscrewed 
the light to place himself and his 
girlfriend in a veil of solitude in the 
already dimly lit lounge.

After the bar boy had turned the 
corner light back on and returned to 
the bar, a sudden flurry of movement 
occurred in the corner. While some 
who were only a few seats away 
concentrated on the singing and 
were oblivious to the commotion, 
several in the immediate vicinity 
had jumped to their feet, some back-
ing off and peering up. And there 
it was—a small flicker of blue light 
dancing about the top of the palm 
tree where it met the lowered ceiling.

In the next instant, the blue spurt 
of energy became a ring of orange 
outlining an ever-widening black 
hole in the fabric, with little jets of 

flame jumping up and down on the 
imitation bamboo.

“Get water quick. There’s a fire!” 
someone shouted.

The anxious pause that followed 
was as if the hearts of those who 
could see what was happening 
skipped a beat.

Weiss guarded his register as was 
expected of him during any type 
of commotion while John Bradley 
and several other employees made 
a frantic but feeble attack on the 
flames. Water from a pitcher and a 
siphon bottle of seltzer were inef-
fective. A bar boy swiped at the 
flames with a towel, but the orange 
and blue flames continued their 
ever-widening circle across the ceil-
ing decorations. Another employee 
returned from the kitchen with an 
extinguisher, but the flames had 
advanced to a point beyond any 
appreciable service that the device 
could offer. The music had stopped, 
but even so, the noise of the crowd 
continued and many seemed to be 
unaware of the growing concern.

Few people made any effort to 
leave, as if hypnotized with fascina-
tion and disbelief. John Bradley, 
and a busboy struggled to yank the 
palm tree, now ablaze like a torch, 
down off of its wall mooring. With 
a mighty yank and a shower of 
sparks, the tree finally came down, 
glancing off the howling Bradley 
and dragging a piece of flaming 
satin ceiling decorations onto the 
arms of the busboy. Unfortunately, 
their efforts were to no avail. The 
fire was now well involved in the 
ceiling fabric, and as if signaled by 
the falling tree, it suddenly flashed 
across the satin ceiling decorations 
with terrifying speed.

At that moment the spellbound 
crowd panicked. Screaming and 
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shouting, the mob rushed madly 
to the stairs, the only obvious exit. 
Fortunately for some, John Bradley 
had flung open the camouflaged 
service door and a small group was 
shepherded into the kitchen. But 
most were unaware and scrambled 
towards the stairway, which had 
now become a chimney. A few lucky 
ones made it out before the flames, 
but without hesitation a wall of 
bodies appeared as quickly as the 
panic, blocking the only exit and 
trapping the mob in the now-searing 
inferno.

During the panic, “I hesitated, 
staying at my post despite being 
terrified,” Weiss says.

By instinct, the cashiers were 
entrusted with safeguarding the 
bank during a disturbance, which 
normally would include such 
comparatively mundane occur-
rences like a fight. But this situa-
tion was very different. The other 
cashier had already scrambled into 
the kitchen, and as Daniel Weiss 
watched in horror as people were 
being burned alive on the stairs 
and were falling victim to the ever-
thickening smoke and fumes fed by 
the blowtorch over their heads, he 
knew he had to get out. Just as he 
sprang for the gate underneath the 
bar, the lights went out.

Dropping to his hands and knees, 
he scrambled in the darkness to 
the bar gate and pushed, but it was 
blocked. Remembering the sight of 
those being asphyxiated, he stayed 
low. It was becoming difficult to 
breath, so he maintained his crouch, 
reaching into one of the sinks and 
soaked a bar towel in the dishwater. 
With a seething maelstrom all 
around him, he placed the cloth 
over his mouth and nose and lay 
face down on the floor.

“The closer I was to the floor, the 
easier it was to breathe,” Weiss says.

The smoke was thick and chok-
ing, but for the moment this quick-
thinking tactic was working. Weiss 
then realized that the screaming 
and crying that filled the lounge 
had subsided into only moaning 
and scratching, and this in turn was 
followed by an eerie foreboding 
silence. What was happening? Even 
the fire seemed to be gone.

In the darkness and in the silence, 
Weiss did the only thing he could 
do —he waited. As the seconds slowly 
ticked away, he desperately wanted to 
get out, and crawled to the bar gate, 
but again it wouldn’t budge. Terrified 
at the thought of dying with the rest, 
Weiss took a deep breath, rose, and 
lunged over the counter. But instead 
of the floor, he landed on bodies.

Scrambling in horror and 
somehow still holding his breath, 
he fumbled through the service 
door into the welcomed chill of 
the smokeless passageway to the 
kitchen. Weiss believes he was 
probably the last person to leave the 
Melody Lounge alive.

Feeling his way through the dark 
passageway, Weiss found his way 
into the spacious basement kitchen. 
Under the light of a single bulb 
he was astonished to find several 
dozen people, most of them patrons, 
huddled around in an anxious daze. 
Some of the kitchen help were there, 
including the club’s food cashier, an 
older lady named Katherine Swett.

“I always thought of her as ‘the 
Irish lady,’” Weiss says. Dutifully, 
she had no intention of leaving her 
register and later would become a 
victim to the intensifying fumes in 
the basement.

In a flurry of anxious talk, it was 
unclear as to why these people 

remained huddled and were not 
making an effort to leave. Weiss took 
the initiative and headed for the 
kitchen stairs that served the main 
dining room, wondering if the people 
up in the club had any idea what had 
happened in the Melody Lounge.

“I got halfway up the stairs, and 
then it hit me like an inferno—the 
heat upstairs was unbearable,” 
Weiss says.

It had never occurred to him that 
the rest of the Cocoanut Grove was 
now experiencing on a much greater 
scale the same disaster suffered in 
the Melody Lounge. Before retreat-
ing, he recalled once again hearing 
screaming, crashing of furniture, 
and the crescendo of the fire itself.

Remembering the service stairs 
beyond the furnace room on the 
other side of the kitchen, Weiss 
convinced the fearful and hesitating 
group to follow him through the 
darkened passageways. These stairs 
led to the service rooms behind the 
main dining room stage, and then 
directly out to Shawmut Street. But 
as the group apprehensively came 
through the storage room, they 
opened the door to the furnace 
room and were hit by the warm air 
and soft light from the club’s boiler 
plant. As one woman screamed, 
another yelled, “He’s leading us into 
the fire!” and the group broke ranks 
in a panic, retreating to the kitchen.

Once again they were all in the 
kitchen and he pleaded with the 
group. Smoke was now curling 
around the light bulb. This time, 
clinging to the security of the 
kitchen, none would follow him and 
Weiss could only promise that he 
would send help.

As he came to the top of the service 
stairs, he found himself exiting 
among gasping survivors who were 
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somehow still stumbling out of the 
upstairs part of the club. The scene 
on Shawmut Street was chaotic. 
People were running everywhere: 
firemen, policemen, servicemen 
and civilians. There was shouting, 
screaming and sirens. Singed survi-
vors stumbled around in a daze, 
and everywhere there were bodies, 
tossed about like rag dolls.

Once outside, Weiss cried out that 
others were trapped in the base-
ment. Firefighters were now enter-
ing the building in numbers and for 
him try and re-enter the club was 
clearly impossible. He drifted about 
on Shawmut Street in a stunned 
daze, becoming oblivious to the 
maddening scene. Not sure what to 
do, he realized his family would be 
worried so he wandered over to the 
nearby Rio Casino, owned by his 
Uncle Jimmy. He was happy to find 
that some of the Grove’s help and 
entertainers had also ventured over 
to the Rio Casino.

As expected, Weiss’s frantic parents 
were greatly relieved to receive his 
phone call. Immediately, they rushed 
to meet him. Daniel’s father was 
himself a doctor, and upon seeing 
blood on Daniel’s neck insisted on 
going to Boston City Hospital.

The scene at City Hospital, which 
had received the majority of the 
victims, was like a war zone. People 
were everywhere. Over 300 casual-
ties were received over a period of 
a little more than one hour. It was 
calculated that one Grove victim 
arrived at Boston City Hospital every 
11 seconds over a 75 minute period, 
ranking this as one of the highest 
hospital admittance rates ever.

On Sunday, the day after the fire, 
the police secured the area around 
the Cocoanut Grove. None of the 
people who were in the Grove 

during the disaster would see the 
inside of the building again, except 
for the few public officials who were 
in the Grove when the fire broke 
out, like Civil Defense Director John 
Walsh who escaped out the Shawmut 
Street exit—and Daniel Weiss.

On Sunday afternoon, Weiss was 
allowed to pass through police lines 
with an escort to assist in securing 
the money located in Cocoanut 
Grove’s cash registers. The build-
ing was gutted, with everything 
black and broken and sad, Weiss 
says. Furniture was upended and 
scattered everywhere. Below, the 
Melody Lounge was eerie and water 
logged.

“I was only doing my duty, it was 
not necessarily strange. The magni-
tude of the event was not fully 
known, I’m not sure I fully realized 
the extent of what had happened at 
the time,” Weiss says, who recalls 
the moment with a multitude of 
emotions.

While the building was heavily 
damaged and first assaulted his 
senses as a blackened hulk, he 
noticed how the fire damage in 
many places was strangely limited 
to the upper portions of the facil-
ity. In the Melody Lounge much of 
the bar appeared to be untouched. 
Even in the main dining room the 
fire damage seemed to be confined 
to the upper reaches. A hole was 
in the dining room ceiling and the 
wall and plate glass windows on 
both sides of the room had been 
smashed through, letting in the 
day’s sunlight.

Dr. Daniel Weiss became a 
well-known psychiatrist. Highly 
respected in his field, he often 
served as an expert witness in major 
court cases. Occasionally, he still 
gets calls from people asking if he 

knows what happened to a certain 
individual.

“I could hardly keep track of 
myself!” says Weiss. “The only person 
I ever kept in touch with through the 
years was a fellow nicknamed ‘tar 
baby’. He was the other bartender 
working in the Melody Lounge.”

A report by Dr. John W. Powell, 
a Maryland psychiatrist, studied 
many aspects of the Grove fire 
and classed it as one of the rare 
instances of true panic in this 
century.

“I’m not directly familiar with 
Powell’s report on the Grove fire, 
but it indeed was one of the rare 
instances of true panic in the twen-
tieth century,” says Weiss.

“Certainly, at the time I had no 
idea that it would be such a promi-
nent historical event,” he says.

The Firefighter

George “Red” Graney reported 
to work on Saturday evening, 
November 28, 1942. Graney had 
been on the Boston Fire Department 
for five years and at the time was 
assigned to Engine Company 35. 
This company was located in the 
old firehouse on Broadway by 
Warrenton Street, near the Don 
Bosco High School along with 
Engine 26, Rescue 1, Water Tower 2 
and District Chief 5.

In many ways, Saturday night 
began like any other, but the mood 
was still somber in the firehouses 
throughout Boston. Just two weeks 
prior, six firefighters were killed 
at a major fire in Maverick Square 
in East Boston. Graney had also 
worked on that Saturday evening 
and Engine 35 had responded to 
the fire on the fourth alarm. Just 
after they had arrived at the scene 
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the building came down. Ladder 
8 was in front of the building and 
was crushed by the debris. Ladder 
8 was known as the white elephant, 
so named because it was too big to 
maneuver in Boston ‘s small streets 
and was painted white instead of 
the traditional fire engine red. As 
bad as this tragedy was, it would 
soon become overshadowed by a 
calamity of greater proportions.

At 10:15 p.m. an alarm box had 
begun to sound: one. .. five. .. one. .. 
four. Fifteen-fourteen; Stewart and 
Carver Streets, South End. This was 
a border line call on two districts. 
The firehouse was only a short 
distance away and the apparatus 
arrived in very short time to find 
an automobile fire. The rear seats of 
the car were aflame and someone 
had pulled the street box. Graney 
and the others on Engine 35 imme-
diately went to work by pulling the 
seats out of the rear of the car and 
throwing them onto the sidewalk. 

The booster hose from 
Engine 35 was then 
used to quickly extin-
guish the small fire.

Once the fire was 
extinguished, Graney 
and fellow firefighter 
Arnie Snell were 
loading the booster 
hose back on the reel. 
Hearing a commotion 
the firefighters turned 
around at which point 
one of them exclaimed, 
“Hey look, there’s 
another one around 
the corner.” With the 
hose now back on the 
pumper, they imme-
diately backed around 
and drove over to the 
Broadway Street side 

of the Cocoanut Grove parking, right 
in front of the door to the new lounge.

People were running every-
where. Smoke was pouring out the 
Broadway Street door of the new 
lounge as screams pierced the air. 
District Fire Chief Daniel Crowley 
who had also responded to the car 
fire had seen enough upon arrival. 
He immediately ordered one of 
the firefighters to get to nearby box 
fifteen-twenty-one and skip the 
second alarm and sound a third. 
This was received at Boston Fire 
Alarm Headquarters at 10:23 p.m. 
One minute later at 10:24 p.m, Chief 
Crowley ordered a fourth alarm be 
sounded for what would eventually 
be a five-alarm fire.

Engine Company 35 was a two-
piece engine company with a hose 
wagon and a pumper. The pumper 
was driven and operated alone by 
Paul Rodd. On the wagon along 
with Graney were Arnie Snell, 
Webby Mansour and Captain Jerry 

 “Haddock-Ears” Cronin. The 
apparatus was able to pull up on 
Broadway Street right in front of 
the building. Rescue 1 followed 
them, but had trouble maneuvering 
between parked cars.

Graney went to grab the hose 
from the pumper as Paul Rodd 
yelled to bring a hose-line to the 
nearby high-pressure fire hydrant. 
This section of Boston has high-
pressure fire hydrants that can be 
used directly and don’t require a 
pumper. Then Graney noticed the 
firefighters running away from the 
fire apparatus. As he lugged the 
hose the entire side of the building 
suddenly lit up, he saw what the 
other firefighters had run to. Inside 
the door at the corner of Broadway 
and Shawmut was a man stumbling 
out in a sheet of flames.

By tremendous good fortune, 
the fire department had gained a 
significant time advantage by virtue 
of coming upon the scene with their 
equipment. Yet because of the swift-
ness of the Grove fire, much of this 
advantage was lost. By the time the 
men had been able to even approach 
the club, it was ablaze from the 
Melody Lounge all the way out to 
the Broadway exit.

The Broadway Street wall of the 
new lounge had a wall made of glass 
bricks. This wall and a small nearby 
window started to fail from the heat 
of the fire. Firefighters worked franti-
cally around the Broadway Lounge 
door. Inside, they could see people 
collapsing and bodies piling up, as 
they desperately tried to gain access 
and rescue them.

Graney now dragged the charged 
high-pressure hose-line toward 
the corner of Shawmut Street and 
Broadway to the Broadway Lounge 
door. As he pressed in with the 
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water from the hose deflecting off 
the ceiling, firefighters worked to 
reach unburned limp bodies lying 
just inside the doorway. As these 
people were dragged out, he noticed 
smudges around their noses and lips.

The firefighters now moved 
forward into the entrance-way. 
Graney looked down and saw a 
young woman who, while unburned, 
was on her back pinned down to 
the floor by bodies. When she saw 
Graney she yelled to him, “Please get 
me out, my father will be worried!” 
Just then the fire flashed over 
Graney ‘s head and as he backed 
out he yelled to the girl to “hang 
on!” Yelling for another hose line, 
he didn’t wait, but instead pressed 
inward again, allowing the girl to be 
pulled by others out to safety.

Never before had Graney 
confronted such a mountain of 
human beings. “It was incredible,” 
he says. “I couldn’t go forward or 
to the right because of the bodies, I 
couldn’t even get in with the hose.”

In testimony to the desperation 
of the rescue effort, the firefighters 
made the noblest of attempts to 
rescue as many as they could as 
quickly as they could, but they were 
overwhelmed by the shear number 
of people trapped by the fast-burn-
ing fire. Though no firefighters were 
included in the list of those who died, 
several of those first on the scene 
succumbed to the smoke and flames 
during their rescue efforts. One of 
those men was Charley Kenney, Sr. 
of Rescue 1 who, after pulling over a 
dozen people out the Shawmut Street 
Dining Room door, finally went 
down. Later in the hospital it was 
noticed that among his injuries he 
had claw marks on his legs, offering 
a mute testimonial of the desperate 
final moments of so many.

The fire was knocked down 
quickly. In a short period of time, 
the firefighters made an effective 
entry into the main dining room. If 
this fire had occurred in an unoc-
cupied building, it would have been 
knocked down even more quickly; 
however, rescue was obviously the 
paramount concern.

With the flames now subdued, 
Graney now found himself with a 
policeman in the main dining room 
carrying out bodies.

“The tables weren’t all burnt and 
in some places people, though dead, 
were only singed, still at their chairs 
and drooped over their tables. Yet 
elsewhere other bodies were so 
badly burned you couldn’t tell the 
men from the women,” Graney says.

The false walls on the Shawmut 
Street wall had been breached and 
soon lights were brought in so that 
the extent of fire damage could 
be seen. Out on the street first aid 
was given to those who could still 
receive it.

“I remember seeing a priest stand-
ing, quiet and solemn, watching as 
we carried out the bodies,” he says.

Graney eventually worked his 
way through the building and found 
himself downstairs in the Melody 
Lounge. “There were small piles of 
belongings everywhere,” he says.

Most of the bodies were now 
removed, and the firefighters contin-
ued with their overhaul duties. 
Venturing into the Melody Lounge 
was Mayor Tobin and the Boston 
Fire Department doctor Martin 
Spellman.

“All of a sudden a small portion of 
the ceiling came down and Spellman 
yelled ‘get out!’” says Graney. “He 
said this remembering Maverick 
Square, but it turned out to be only a 
piece of the false ceiling material.”

Despite the magnitude of the 
event, the fire was extinguished 
and the bodies removed in a rela-
tively short period of time. Red 
Graney and Engine Company 35 
were not released from the scene 
until around 4:30 to 5:00 a.m. in the 
morning. The entire event seemed 
so unreal and taxed reality by play-
ing on everyone’s fatigue.

“At the time we had no idea how 
many were killed, and we guessed 
that maybe 200 people had been 
lost,” Graney says.

In the days following the fire, 
the firefighters who were involved 
in the event were asked to submit 
any reasons or thoughts on why 
the flames had spread so fast. This 
information would eventually assist 
the official fire department inves-
tigation. Graney was not among 
those who were asked for official 
testimony; however, there was much 
speculation in the firehouse.

“There were all kinds of thoughts,” 
Graney says. “There was talk that 
vapors from alcoholic drinking along 
with a lot of smoking contributed to 
the fire. Some also were saying that 
it was German sabotage since there 
were a large number of suspicious 
fires during the war years.”

There was much conjecture, but it 
would be over a year before the offi-
cial Boston Fire Department report 
became available and provided 
some answers to why the fire had 
spread with such incredible ferocity.

Red Graney retired from the 
Boston Fire Department after a 
prestigious career. While president 
of Local 718 of the International 
Association of Fire Fighters during 
1952 and 1953, he was one of those 
responsible for introducing the 
muscular dystrophy campaign to 
the fire service. He is more widely 
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known for the “Graney Plan,” the 
widely adopted fire department 
work schedule system still used 
today throughout North America.

The Serviceman

John Collins had been on the 
Boston Fire Department for about 
one year when the attack occurred 
at Pearl Harbor. Like many, he 
enlisted before the draft, immedi-
ately after Pearl Harbor. The year 
1942 that followed was arguably the 
most hectic for the gearing up of the 
U.S. military during World War II.

Because of his firefighting back-
ground, Collins found himself as 
the first man in the U.S. Navy’s fire-
fighting program based in Boston. 
This was one of five U.S. Navy 
firefighting schools located around 
the country. The others were located 
in Norfolk, VA; Pearl Harbor, HI; 
San Diego, CA and Bremerton, WA. 
The school in Boston had at any 
given time ten firefighters, half of 
whom were from the New York City 
Fire Department and half from the 
Boston Fire Department. This group 
was lead by Navy Lt. Commander 
Peter Hogstrom, originally from the 
New York City Fire Department.

The school in Boston was referred 
to as a A school, complete with a 
simulated ship structure made of 
concrete. Located at East First and 
I Streets in South Boston, the intent 
was to prepare the navy fire service 
for shipboard firefighting tactics. 
John Collins and the other instruc-
tors lived in barracks located at 500 
East First Street. An emphasis was 
given to several innovative tech-
niques, including the use of foam, 
and also the use of fog streams.

It was a Saturday night like any 
other and John Collins, who was on 

standby, was passing the idle 
time. As the evening came to a 
close he had just laid down on his 
double-decker bunk when the Lt. 
Commander came in and shouted 
for everyone to get their turnout 

gear. They were being called to 
a bad fire in the “film district” of 
Boston. The men grabbed their 
equipment, jammed into a single 
navy wagon and sped off to the 
scene.
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Upon their arrival, the fire itself 
was quickly becoming subdued. 
However, a massive rescue effort 
was under way and the services of 
the Navy Fire fighters were clearly 
needed. As the group approached 
the Cocoanut Grove building, 
they came upon the main entrance 
revolving door on Piedmont Street. 
A row bodies had been laid out on 
the street and the rescue efforts 
had only cleared out the revolving 
door itself. Inside, a gruesome pile 
of bodies could be seen piled seven 
and eight high.

People were running and holler-
ing everywhere, Collins says. 
Standing near the revolving door 
exit directing operations was Boston 
Fire Commissioner William Riley. 
Being a member of the Boston Fire 
Department on military leave, John 
Collins introduced Lt. Commander 
Hogstrom to Commissioner Riley. 
At least with regard to the Navy, Lt. 
Commander Hogstrom appeared to 
be the ranking Navy officer on the 

scene. Riley said that he thought 
there were about 200 dead.

“I couldn’t believe it,” says Collins. 
“Two hundred dead—it seemed so 
high for such a small place.”

The navy men split up and imme-
diately started to work. The fire 
was being brought under control 
and the task at hand was to get the 
people out. Collins began helping 
to remove bodies at the entrance on 
Piedmont Street through the now 
tomb-like main entrance where the 
revolving doors had been. Just a few 
feet away other firefighters finally 
broke down an adjacent door with 
much effort, only to reveal a shock-
ing sight. Bodies were piled chest-
high against the door.

This door was located at the top of 
the stairs from the Melody Lounge 
in the lobby and was equipped with 
panic hardware, but it was double-
bolted shut, with lifeless forms piled 
against it from the inside. After 
it was broken open, bodies were 
brought out through this opening 

originally intended to provide safe 
escape.

“Some bodies were very badly 
burned, but some were not. It was 
very, very strange,” says Collins. 
“But more than anything else, the 
stench of burned flesh was terrible. 
It was overwhelming.”

The stairway to the Melody 
Lounge was now being cleared, and 
the firefighters had finally gained 
access down into the basement 
Lounge from the lobby. Surprisingly, 
the fire damage downstairs was 
minimal. Except for the overhead 
area, there seemed to be very little 
damage from the fire itself.

“Of all the vivid impressions 
made upon me that evening, 
perhaps the most unforgettable 
was when we first went down into 
the Melody Lounge,” says Collins. 
“There, sitting at a table was a very 
pretty girl. She was sitting with 
her eyes open and her hand on 
a cocktail glass, as if waiting for 
someone. As I first looked at her I 
wondered why she was just sitting 
there, thinking she was okay. But, 
of course, she was dead. It seemed 
very strange.”

The large number of fire service 
personnel supplemented with the 
many other rescuers at the scene 
allowed the fire to be controlled 
and overhauled quickly. The bodies 
themselves were removed from the 
building at a rapid pace, so that by 
midnight that urgent task at hand 
was nearly complete. Bodies were 
removed from the Grove and laid out 
upon the street so rapidly that the 
transportation to the nearby hospi-
tals and morgues could not begin 
to keep up with the high number of 
dead. Fire department officials forced 
entry into a garage across the street, 
making it a temporary morgue, 



30 DOORS & HARDWARE £ JULY 2008

laying out row upon row of bodies 
on the cold concrete floor.

John Collins and the other Navy 
firefighters stayed until all the bodies 
were removed. In the early morning 
hours, they gathered together with 
their Lt. Commander and went to 
the nearby Mayfair Hotel to have 
coffee. The night was cold and the 
nearby hotels and other facilities had 
opened up, offering coffee, blankets, 
and anything else to help those 
working at this disaster.

“Afterwards as we talked, it 
seemed so unreal, almost as if it was 
a bad dream,” Collins says.

With fatigue blending into reality, 
they gathered their equipment and 
went back to the Navy firefighting 
school in South Boston. In the early 
morning hours, they had showers 
and attempted to get back into their 
normal routine.

Like most of the people in Boston 
at that time, John Collins followed 

very closely the 
inquiries and 
activities that 
transpired after the 
fire. Convened the 
following day was 
a public hearing 
by the Boston Fire 
Department. This 
was chaired by 
Fire Commissioner 
Riley and was 
intended mainly 
to clarify fire 
department 
involvement. The 
final report from 
these provocative 
hearings would 
appear over a 
year later.

Another inves-
tigation began 

in the legal forum. Requiring more 
time to collect sufficient evidence to 
present to the grand jury, the state 
attorney general and the county 
district attorney’s office were work-
ing on criminal indictments that 
would eventually be handed down 
to ten individuals. Nearly a month 
would pass before they would hand 
down these indictments.

The investigation by the Boston 
Fire Department began less than 
24 hours after the disaster. Among 
the questioners with the Fire 
Commissioner were representa-
tives of various municipal and 
state agencies, Army and Navy 
brass, and Federal Government 
representatives, including the FBI. 
Among the first witnesses called by 
Commissioner Riley was one of his 
own inspectors, Lt. Frank Linney.

Linney had inspected the 
Cocoanut Grove approximately a 
week before the fire and turned 

in the routine report, terming the 
Grove’s safety conditions as “good.” 
This entire single-page report was 
printed on the front pages of area 
newspapers. Now, despite having 
several commendations for hero-
ism, Frank Linney found himself 
in every fire inspector’s worst 
nightmare.

Linney was pressed to elaborate 
on his written report during the 
hearing. Another part of the report 
had stated glaringly that there were 
“no inflammable decorations.” 
Linney indicated during the hear-
ings that he had taken some of the 
fabric and tried to light it with a 
match after it had been removed. He 
found the material was very diffi-
cult to ignite. This was the normal 
procedure. The fallacy of these test 
methods would later be shown, but 
this unfortunately would not assist 
Linney during his testimony. John 
Collins followed the testimony of 
his comrade very closely.

Riley’s hearings were meant to do 
nothing more than to bring forth 
public information as quickly as 
feasible, and would not result in any 
criminal actions. The fingers of blame 
pointed in many directions and even 
included Mayor Tobin himself. In 
other parts of Boston at the end of 
1942, the grand jury handed over the 
criminal indictments. Among these 
indictments, charged with accessory 
after the fact of manslaughter and 
willful neglect of duty, was Lt. Frank 
Linney, inspector for the Boston Fire 
Department.

Linney went to trial in October, 
1943. Defending Linney was an 
African-American lawyer by the 
name of Lewis, one of the top crimi-
nal lawyers in Boston at that time. 
Linney was a man of modest means 
and it was not clear to Collins how 
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he had attained such prestigious 
legal defense.

John Collins went to one of 
the court sessions relating to the 
Cocoanut Grove fire, and this was 
when Frank Linney was being 
cross-examined by his own lawyer.

“I remember when Linney was 
on the witness stand and was being 
examined by Lewis. Lewis kept asking 
questions and rebuking him, making 
Linney look bad,” says Collins.

Collins could not understand why 
Lewis was doing this, chastising 
his own client instead of defending 
him. Linney, though despondent, 
managed to keep pace with the 
relentless questioning.

“All of a sudden, Linney just fell 
apart and broke into tears. It was 
heart rendering,” says Collins.

Lewis, the shrewd lawyer that 
he was, was able to demonstrate 
that Linney had never intentionally 
meant to do anyone harm and had 
only followed standard, albeit terri-
bly inept, inspection procedures. 
Following the testimony, the jury 
deliberated three and a half hours. 
The verdict: not guilty.

The painful legacey of Frank 
Linney in the Cocoanut Grove disas-
ter serves as a classic lesson for all 
who may find themselves involved 
in fire inspections. Years later John 
Collins would recall this lesson as 
he was walking to work one evening 
to Ladder 26 in Boston’s Back Bay. 
In uniform, he was passing by 
Symphony Hall and noticed that a 
big show was about to go on for that 
evening. As he sometimes did, he 
would pass through Symphony hall, 
more for curiosity than anything 
else, gaining access as a fire depart-
ment representative.

“It was a big show, and I was 
shocked to see that they had put 
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chairs in the aisles blocking some 
of the exit paths,” says Collins. “In 
my mind I wasn’t sure what to do, I 
could’ve walked out and pretended 
that I had never seen any of it.”

He didn’t. Instead, he contacted 
the management and told them 
that they could not start the show 
until they corrected the problem. 
As expected, the management was 
furious, but they had no choice. The 
show was delayed momentarily 
while the chairs were cleared, and 
as a result, some of the patrons were 
removed from the audience.

“I thought of the Cocoanut Grove 
and I thought of Frank Linney, and 
I couldn’t bring that upon myself. 
What he went through should never 
happen again,” Collins says.

After his naval service, John 
Collins returned to the Boston Fire 
Department where he stayed until 
retirement. He ended his career as 
a Captain, serving as the depart-
ment’s public relation officer. In this 
capacity he appeared numerous 
times as the fire department repre-
sentative on radio and television.

The Doctor

On November 28, 1942, Dr. 
Francis D. Moore was working as an 
assistant resident at Massachusetts 
General Hospital in Boston. This was 
the third of his five years required 
for post medical work. That evening, 
he was one of the staff doctors on 
duty and would find himself thrust 
into the mist of an event that would 
become a milestone in the field of 
medical treatment.

“Charlie Burbank and I were in 
charge of the emergency room,” 
says Moore. The evening was 
cold and the hospital had been 
very quiet. The first Grove patient 

arrived at Massachusetts General 
Hospital at approximately 10:35 p.m.

“I was upstairs and came down 
after hearing the sirens,” says Moore.

This would be the beginning 
of an unprecedented onslaught 
of patients. But as bad as it would 
become, it would be worse at nearby 
Boston City Hospital. For every four 
victims sent to Boston City Hospital, 
only one went to Massachusetts 
General. Later, when City became 
badly overloaded, this ratio shifted 
so that about half of the victims 
went to Massachusetts General.

The victims that were brought in 
were wet from the fire hoses, dirty 
from the soot and grime and suffer-
ing from the rough handling neces-
sary to get them out of the Grove. 
They presented with an assortment 
of afflictions, including burns, 
partial asphyxia, exposure to the 
cold, shock and fright. Some stared 
blankly and said nothing. Others 
screamed and raved, flinging their 
arms and legs so violently that they 
had to be restrained.

The magnitude of the disaster 
became quickly evident as victims 
arrived in quick succession. 
Massachusetts General staff who 
could not immediately be assigned 
to medical work were asked to tele-
phone doctors and nurses associated 
with the hospital.

Not long after the arrival of 
the first patients, Dr. Oliver Cope 
arrived. Cope headed an important 
National Research Council Project 
regarding the treatment of burns 
and walked straight into a crisis that 
would put the new burn treatment 
techniques that they had developed 
to an unparalleled test.

Also arriving in the early stages of 
the staff response was Dr. Nathaniel 
Faxon, the hospital administrator. He 

immediately ordered the full use of 
all phases of the war disaster plan, 
leading to activity in every wing 
of the giant hospital. Emergency 
equipment and extra supplies 
were assembled and rushed to the 
Cocoanut Grove Ward.

As staff was being mobilized, 
the accident floor was cleared of all 
non-Grove patients. Despite this 
action, victims continued to pour in 
and the hospital was running out 
of space quickly. Thus, patients on 
the sixth floor of the White Building 
were rolled, in their beds, to other 
wards. The entire floor was quickly 
converted into a Cocoanut Grove 
Ward.

“The first few hours were spent 
stabilizing the victims and clearing 
the dead,” says Moore.

Within two hours after the fire, 
114 Cocoanut Grove victims were 
delivered to Massachusetts General 
Hospital. Seventy-five were dead 
on arrival or before treatment could 
be given. This left 39 patients to 
be treated. Unlike the situation at 
Boston City Hospital , this was a 
number that could be effectively 
accommodated at Mass General. 
None of these patients showed any 
sign of drunkenness. Also, in spite 
of the wild panic, only a few were 
bruised and none had suffered 
broken bones.

Ten of the 39 patients admitted 
to Mass General had significant 
burn injuries, yet the other 29 had 
slight or no external burns. Some of 
them suffered gravely from severe 
lung damage and anoxia (restricted 
oxygen supply to body tissues). As 
the casualties continued to arrive, 
one facet of the crisis that increas-
ingly confounded the medical 
staff was the seemingly inordinate 
number of fatalities from causes 
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other than extensive burn damage. 
Some of the victims appeared to 
have died instantly without burns 
at the scene of the fire, while others 
succumbed after they had reached 
safety or en route to the hospital. 
The most baffling were those who 
came into the hospital apparently 
with only minor injuries or none 
at all, and then with little warning, 
collapsed and died.

Typifying this phenomenon was 
a 23-year-old Navy Ensign, who 
was one of the first to arrive at 
Massachusetts General Hospital. 
He walked into the accident room 
under his own power with hands 
that were badly burned and some 
burns on his face and neck. Aside 
from a flushed appearance and 
his agitation, he seemed to be fit 

enough to be held aside as the flood 
of more desperate victims arrived. 
Despite being told to lie down and 
stay calm, he was soon pacing back 
and forth waving his hands in 
pain. Suddenly, he fell to the floor 
hardly breathing. Further examina-
tion revealed that his nostrils were 
deeply burned. He soon devel-
oped a swelling of the throat and 
then rapidly began to experience 
obstruction of the upper respiratory 
passages. Hours later, he died.

As the crisis continued, one young 
doctor was assigned directly to each 
patient. Moore’s responsibility was 
to monitor the emergency room, 
taking an overview of the area. By 
3 a.m. on Sunday morning, all 39 
patients at Massachusetts General 
were bedded down.

”This flood of 
patients domi-
nated everything 
for the next 
several days, there 
was little rest for 
anyone,” says 
Moore.

The research 
project headed 
up by Cope 
was intended 
to develop a 
superior and 
simple method 
of treating burns. 
Throughout the 
year every patient 
suffering burns 
was treated in 
accordance with 
these studies. 
The new plan of 
therapy was care-
fully tested and 
developed, and 
involved the use 

of ointments containing boric acid. 
After Pearl Harbor, Massachusetts 
General Hospital administrative 
staff had developed a plan by which 
the institution’s full facilities could 
respond to a disaster of war by 
virtue of their mobilization plan 
and this ongoing burn research. 
The hospital was ready for the crisis 
that impacted them following the 
Cocoanut Grove fire.

The awful toll in human life of 
the Cocoanut Grove fire produced 
taught medical professionals a 
lesson of enormous value. Those 
who lost their lives and those who 
suffered agonizing pain and misery 
in the days that followed were 
to make available through their 
sacrifice knowledge that was to save 
thousands of victims in the future.
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Summarizing the diverse hospi-
tal experiences of the Cocoanut 
Grove victims is difficult. Each 
was excruciating in its own way, 
but each contributed something to 
the knowledge of medicine. The 
Cocoanut Grove fire, with its terrible 
number of victims, became one of 
the most informative single trage-
dies ever approached by physicians.

After the Grove fire Moorespent 
many years practicing in the field of 
medicine. As one of those directly 
involved in this tragedy, he was 
intimately familiar with the medical 
advances that followed. Among his 
noteworthy professional achieve-
ments, he became Mosely Professor 
of Surgery-Emeritus at the Harvard 
Medical School and Surgeon-
in-Chief-Emeritus at Peter Bent 
Brigham Hospital.

Decades Later

With the march of time the fire 
at Boston ‘s Cocoanut Grove has 
become an event from far away and 
long ago. And yet to some, it seems 
like only yesterday—a bad dream 
they are still waiting to forget.

The Cocoanut Grove fire was a 
tragedy of immense proportions. 
Perhaps most demonstrative of its 
magnitude is that a few lingering 
questions regarding the final death 
toll still continue to remain unan-
swered. News reports finally settled 
on the figure of 492 dead based on 
their information gathering efforts. 
But depending on the particular 
count, questions persisted about 
certain individuals who had been 
counted twice or not counted at all, 
or who died later in the hospitals 
either from direct physical injuries 
or from serious and deteriorating 
psychological scars.

In this regard Fire Commissioner 
Reilly’s report carried a “Master 
List” of the dead and injured that 
indicated 490 dead and 166 injured. 
This list had an effective date of 
December 10, 1942 and adjusted 
to October 16, 1943. Yet despite its 
claim to cancel and supersede all 
other tallies, it did not include the 
name Eleanor B. Powerell, who had 
succumbed at Boston City Hospital. 
Also, regarding the injured, the list 
did not include patients treated and 
immediately released, or service-
men and women admitted to mili-
tary hospitals. And then their were 
victims like Francis Gatturna, who 
several weeks after recovering from 
his own injuries returned to the 
hospital despondent over the loss of 
his wife, only to end his suffering by 
throwing himself through a closed 
sixth floor hospital window.

As testimony to the healing 
power of time and how much has 
changed through the years, finding 
the precise location of the Cocoanut 
Grove today is challenging, even for 
those considering themselves native 
Bostonians. When standing at the 
former Grove site, one can see that 
even the streets have been altered 
to accommodate a high-rise hotel 
complex over most of the Grove’s 
main dining room and Broadway 
Street Lounge. Shawmut Street now 
curves into Piedmont Street right at 
the site that was the Grove’s main 
lobby area.

Today’s quiet residential streets at 
Shawmut and Piedmont in Boston’s 
Bay Village allow a person to stand 
at the exact location of the revolving 
door and at the top of the stairway 
to the Melody Lounge—a place 
were bodies piled seven and eight 
high. Ironically, though as it should 
be, a long string of exit doors from 

a movie theater in the new hotel 
complex discharge out onto this site.

The shock of Cocoanut Grove Fire 
death toll drove society to make 
significant changes in fire regula-
tions and emergency procedures 
that would have taken years to 
change otherwise. This leads to the 
debatable thought of how many 
more would have cumulatively died 
in smaller, less impacting tragedies 
through the years that followed.

With regards to advances in medi-
cine, the sheer enormity of the work 
done in Boston ’s hospitals along 
with the timeliness of war-related 
research allowed significant strides 
forward in medical knowledge. The 
Cocoanut Grove fire, with its terrible 
aggregate of victims, became one of 
the most informative single trage-
dies ever approached by physicians.

Perhaps the greatest irony of 
this tragic event is that, at least in 
Boston, there will never be another 
Cocoanut Grove nightclub fire. 
There is only truth in this statement 
because immediately following the 
fire, the Boston Licensing Board 
ruled that no place of entertainment 
could ever again use the name 
Cocoanut Grove. Of course, this was 
only a measure to prevent future 
exploitation of this tragedy and not 
to prevent fires.

Unfortunately, we all know that 
fires of this magnitude continue to be 
possible. We can only take comfort 
by hoping that we’ve learned from 
our mistakes, mistakes like the fire at 
the Cocoanut Grove.  

About the Author: Casey C. Grant, P.E. is 
Research Director for the Fire Protection Research 
Foundation. He can be reached at cgrant@nfpa.org. 
 
This article originally appeared in the November/
December 2007 issue of NFPA Journal®. For 
more information, visit www.nfpa.org. Reprinted 
with permission. All rights reserved.
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ow often do we think  of a door as a danger to personal 

safety and a potential source of serious injury or how 

being unaware of this hazard could even be a threat to the 

very survival of a small business?

by Geoff Moseley
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All too often the view of door 
safety has the very narrow focus of 
preventing unwanted ingress and 
allowing maximum speed of egress. 
The spotlight is on the latest access 
controls and electrified hardware 
concerning the upgrading of exist-
ing structures and the specialist 
drilling of raceways. All this 
involves a high level of sophistica-
tion, expertise and, of course, cost. 
Well door safety doesn’t stop there; 
in fact it doesn’t even start there. 
There is a huge door safety problem 
and it has a low tech, low cost retro-
fit solution. 

STATISTICS1 REVEAL:

n  There are more than 300,000 
door-related injuries requiring 
hospital emergency room treat-
ment each year.

n  Around 45,000 of those will 
involve children under the age 
of 14.

n  Door injuries result in an esti-
mated 15,000 amputations.

n  In just two cases, where the 
finger was actually reattached, 
the settlements had price tags of 
$725,000 and $600,000.

This is a door horror story that 
happens all over the nation a 
thousand times each day and yet 
goes unreported, unnoticed and, 
bizarrely, not properly addressed.

Emergency room reports detail 
injuries of minor bruising, a black-
ened fingernail or similar when a 
hand is caught in the handle side of 
the door as someone or something, 
like a gust of wind, carelessly closes 
it. However, injuries can be much 
more severe. The more serious inju-
ries often involve the hinge side of 
the door, leading to broken bones or 
even amputation of fingers.

It’s a Myth

Don’t do it; the American 
Academy of Pediatrics says—if you 
are unfortunate enough to have 
to deal with a finger amputation 
incident don’t put the finger on ice, 
you will burn the amputated part 
and make matters worse. Deal with 
the patient first and stop the bleed-
ing. After recovering the severed 
finger gently rinse the digit in water 
(saline solution would be better) to 
clean it; no scrubbing or physical 
contact with the wounded end. 
Wrap the digit in clean dampened 
gauze from the first aid kit and 
place that on a plastic bag filled 
with ice do not let the finger get into 
direct contact with the ice. Then 
get over to the emergency room as 
quick as you can.

Accident or Injury?

The National Safety Council refers 
to these events as “unintentional 
injuries” they are not accidents. 
Accidents are, by definition, 
unavoidable or unexpected but 
door related “accidents” are indeed 
both avoidable and to be expected. 
Historically most people have 
viewed such incidents as an “acci-
dent” and admonished themselves 
with a big portion of self-blame. 

Public perception is changing 
and there is an ever growing aware-
ness that this type of unintentional 
injury is preventable and with this 
comes an expectation that facili-
ties management should be doing 
something about it. Just put ‘finger 
amputation lawyers’ as the search 
string in Google hit ‘go’ and you get 
111,000 responses; this type of litiga-
tion now ranks very high in terms 
of public consciousness.

Building owners, tenants and facil-
ity operators are increasingly being 
held responsible for injuries that 
occur as a result of a door not being 
fitted with adequate safety measures 
to prevent a finger pinch injury. 

Assessing the risk and taking 
such preventive measures as 
required can help protect businesses 
from potentially high claims for 
medical expenses and lawsuits. 
More importantly they will elimi-
nate the pain and distress suffered 
by the “victims” and the psycho-
logical trauma of those having to 
deal with these tragic incidents.

Informing the insurance company 
of any risk analysis performed and 
safety measures installed may result 
in premium discounts related to 
these improvements.

What Happens?

The pressure 
exerted at the 
hinge area of a 
closing door can 
reach as much as 
40 tons per square 
inch. Enough 

to crack a walnut (an old trick of 
Grandpa’s when he couldn’t find 
the nut crackers), so flesh and bones 
don’t stand much of a chance.

Anyone, including you, could be 
playing, loitering, or just simply 
standing near the hinge area of 
a door. Fingers innocently curl 
around the corner of the door or 
door frame. The door closes—
fingers are trapped—and you’re just 
another statistic.

What Safety Measures are There?

Automatic door closers are the 
most well known but they do not 
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provide the complete answer. They 
stop a door from slamming shut 
and help to prevent injuries at the 
latch-side but however slowly the 
door shuts there are still dangerous 
traps at the hinge side. The added 
pressure to shut the door at the end 
of the closing cycle may inadver-
tently cause some finger-trapping 
accidents. Automatic door closers 
can also make it more difficult for 
another child or vulnerable adult to 
open a door to release fingers that 
have been caught in the hinge area as 
they may not have sufficient strength 
to push the door open again. 

Another often used safety measure 
are latch-side, high density, foam 
guards which clip over the edge of a 
door to prevent the door from clos-
ing completely. Unfortunately they 
require the intervention of a fallible 
human being. They frequently 
become lost when detached from 
the door and even when safely put 
to one side they are often forgotten 
about and not reinstalled each and 
every time they are required.

However when installed they do 
have one additional safety feature. 
They stop little ones from locking 
themselves in rooms and closets.

Then there are continuous hinges 
(aka. piano hinges). As a retrofit 
solution they require the removal 
of the door and despite the cost and 
effort involved still only protect one 
side of the door.

Door hinge guards cover the gaps 
created between the door and the 
door frame as the door is opened 
and so eliminate the risk entirely.

Often made of plastic, none require 
the removal of the door and some 
are very easy to install. They fit most 
types of doors and gates including 
wood, metal and uPVC and most 
door styles including swing pivot 

doors and doors with 
panic bars. Some door 
hinge guards can be 
used on doors that 

open a full 180 degrees. The more 
commercially orientated products 
on the market are extremely durable, 
offer a lengthy warranty and have 
UL approval for installation on fire 
doors and door-frames.

Risk Analysis

Door safety should be considered 
an issue wherever children, vulner-
able adults or the unsupervised 
general public pass through or by 
a door. The obvious ones are access 
doors, restroom doors and class-
room doors. What about the janitor’s 
door; nobody goes in there except 
the janitor so that’s a low risk, right? 
Wrong! If on the other side of the 
Janitor’s door there is a busy corri-
dor and if the janitor abruptly closes 
the door from the inside because 
of the noisy people outside….well, 
suddenly there could be a lot more 
noise outside.

Where Are The Regulations?

Amazingly there are very few 
“regulations” (def: a requirement 
for legal operation). As far as we 
are aware none of the States’ Child 
Care Licensure Regulations require 
the installation of finger pinch 
protection devices for compliance. 
However, there are a number of 
auspicious establishments such 
as the US Air Force, the General 
Services Administration (GSA) the 
Department of Defense and the 
National Resource Center for Health 
and Safety in Child Care (funded 
by US Dept. of Health and Human 
Services) that issue guideline docu-

ments with “standards” (def: A goal 
of practice—it differs from a regula-
tion in that compliance is not neces-
sarily required for legal operation. 
It is usually legitimized or validated 
based on scientific data, or when this 
evidence is lacking, it represents the 
widely agreed upon, state-of-the-art, 
high-quality level of practice).

Listed below are some door safety 
references from these guideline 
documents. As you would expect 
for an article of this nature the 
quotations are succinct, for those 
with a greater interest there is a web 
link to the full document at the end 
of each set of quotations.

The “Caring for our Children-
National Health and Safety 
Performance Standards: Guidelines for 
Out-of-Home Child Care Programs” a 
document produced by the National 
Resource Center for Health and 
Safety in Child Care identifies 
“standards that have the greatest 
impact on disease, disability and 
death (morbidity and mortality) in 
out-of-home child care.”
“STANDARD 5.017—Finger-pinch 
Protection Devices” states: 
“Finger-pinch protection devices 
shall be installed wherever doors 
are accessible to children…” A

The USA General Services 
Administration “Child Care Center 
Design Guide” (Public Buildings 
Service July 2003) has the following 
references:
6.7.1 “…Children’s fingers must 
be protected from pinching or 
crushing on gate hinge spaces…”
7.4 “…Dutch doors are not recom-
mended as they pose a hazard for 
finger pinching…”
7.6.4 “…Toilet areas are to have 
gates or half doors at entrances and 
may have child height partitioning 
between toilets. As with full height 
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doors, these elements must have 
hinge protection so that children’s 
hands and fingers are not accidently 
pinched or crushed…”
10.1.17 “…It is essential that children’s 
fingers be protected from being 
crushed or otherwise injured in 
the hinge space of a swinging door 
or gate. There are simple devices 
available to attach to the hinge side, 
ensuring that this type of injury does 
not occur. As the door closes, the 
hand is pushed out of the opening, 
away from harm. In addition, young 
children are vulnerable to injury 
when they fall against the other 
(hinged) side of doors and gates, 
striking projected hinges. Piano 
hinges are not recommended to alle-
viate this problem as they tend to sag 
over time with heavy use. Instead, an 
inexpensive device fitting over hinges 
is available on the market and should 
be used to ensure safety….”
“…New construction must include 
offset hinges to protect fingers…”
10.2.1 “… Gates shall be self closing 
and latching. Children’s fingers 
must be protected from pinching or 
crushing on gate hinge spaces…”
10.7.3 “…To prevent injury, all doors 
will have closers that restrict the 
rate of closure” B

The Department of Defense, 
Unified Facilities Criteria for Child 
Development Centers Document: 
ufc_4_740_14 1st August 2002 has 
the following references:
7-1.2.8 Install finger-pinch protec-
tion devices wherever doors are 
accessible to children. 
7-1.4.1 Provide finger guards on 
the hinge edge of both the interior 
and exterior sides of all activity 
room doors up to 1520 mm (60 in.) 
minimum above finished floor. Finger 
guards protect children’s fingers from 
being crushed or injured in the hinge 

space of a door or gate. 
7-1.4.7 Install closer on all exterior 
child activity room doors to restrict 
the rate of closure. C

The US Air Force, Air Force 
Instruction 34-248 1 October 1999 
Chapter 10 Safety 10.7 Other 
Dangers standard (10.7.6) states:
“…Have finger guards on activity 
room doors…” D

Where Should Door  
Hinge Guards Be Installed?

Schools, Child Care Centers, Senior 
Living and Assisted Living facilities, 
Libraries, the rest rooms of all the 
Retail chains and Shopping malls, 
Churches, Hospitals, and more.

No More Dangerous Doors!

Doors need not be a danger to 
staff and visitors or a risk to busi-
ness survival. Door safety starts 
with Risk Assessment and ends 
with installing the full range of 
appropriate safety measures.  

About the Author: Geoff Moseley is a member 
of the DHI and one of the founders and CEO 
of Fingershield Safety (USA), Inc. He can be 
contacted at (904) 285 8980 or g.moseley@fing-
ershieldsafety.com

Web Links 

A. http://nrc.uchsc.edu/CFOC/index.html

B.  http://www.gsa.gov/gsa/cm_attachments/GSA_DOCUMENT/
Design%20Guide_R2FD38_0Z5RDZ-i34K-pR.pdf

C.  http://www.wbdg.org/ccb/DOD/UFC/ufc_4_740_14.pdf

D.  http://www.e-publishing.af.mil/shared/
media/epubs/AFI34-248.pdf

Footnotes

1.  Data source: The Redwoods Group, Commercial 
Specialty Insurance, Risk Management Alert

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

rey-Krause 
eeps You in Code  

ccesso
 esigne
DA Co

A
D
A

rey-Kr
eeeps Y

B
K

july-08-ad-dhi.indd   1 5/22/2008   10:53:27 AM

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



42 DOORS & HARDWARE £ JULY 2008

ith architects, contractors, facility managers and building 
owners becoming more and more invested in green 
building practices, the construction products industry as 
a whole is being increasingly asked to demonstrate the 
sustainable attributes of its offerings.

While entrances have not received the same scrutiny 
to date as have roofs, furnishings, windows, carpet 
and other building products, it is only a matter of time 
before doors must also respond to the sustainable 
design requirements now being adopted throughout the 
architecture and construction communities. And as this 
happens, the industry is going to have to take a hard look 
at what makes a door sustainable.

For the most part, architects, builders and build-
ing owners have taken their cues from the U.S. Green 
Building Council (USGBC) and its Leadership in Energy 
and Environmental Design (LEED) standards. The credit-
based system has no explicit specifications for entrances, 
but its larger, general recommendations for building 
materials do provide some guidance for specifying 
“green” doors. In the most general terms, LEED prefers 
architectural products that are salvaged or reused, made 
from recycled or rapidly renewable materials, are locally 
sourced and made from materials that will not emit 
harmful volatile organic compounds or other environ-
mental pollutants. 

These attributes represent current theoretical ideals for 
environmentally conscious purchasing and can sometimes 
fall short of the fundamental intent of green building. The 
latest version of LEED for New Construction, the most 
commonly used certification standard, does not address 
whether a building product should be recyclable, how it is to 
be eventually disposed of, or even how long it should last. 

The Sustainable Entrance
  The only “green” exterior door is the one that lasts.

W

In addition to rust, dents are a common problem with hollow metal doors.

c a s e   S T U D Y
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As a rule, green buildings are 
designed to last longer and require 
less maintenance than standard 
construction. (That is one reason 
schools have so enthusiastically 
embraced green building—there 
is no money for long-term mainte-
nance in bond construction.) Yet by 
concentrating on what a product is 
made of or where it is made, and 
not how it performs and how long it 
lasts, the current LEED standard can 
inadvertently influence the specifi-

cation of architectural products not 
appropriate to the institutional and 
high-traffic commercial environ-
ments that have to date made up the 
largest market for green buildings. 

At the end of day, the most 
important characteristic of a 
sustainable component is a factor 
only assumed in the language of the 
LEED standards, that the product 
is engineered and employed in a 
manner that prevents premature 
failure and unplanned maintenance 

and replacement. Above all else, a 
“green” door has to be built to last.

Exterior Doors a Particular  
Concern for Sustainability

The Window and Door 
Manufacturers Association 
(WDMA) recently launched its 
Environmental Stewardship 
Committee and became a member 
of the USGBC. Among other efforts, 
the WDMA is actively educating its 

Moisture has infiltrated this hollow metal 
door with a honeycomb core construction, 
causing it to rust from the inside-out. 
Corrosion like this is unstoppable even with 
regular painting. Because FRP flush doors are low maintenance, corrosion resistant and durable, they can provide a sustainable alternative.

The Sustainable Entrance
  The only “green” exterior door is the one that lasts. By Dan Depta
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members on how wood doors can 
contribute toward certain LEED 
credits. This is an admirable effort, 
but wood doors are seldom speci-
fied for some of the more demand-
ing requirements of high-traffic 
entrances in schools, hospitals and 
other institutional and commercial 
environments. A wood door is prac-
tically never specified for exterior 
entrances in institutional environ-
ments, where doors are challenged 
by both heavy use and the elements. 

What is typically specified for 
exterior entrances are hollow metal 
or fiberglass reinforced polyester 
(FRP) flush doors or glass stile and 
rail doors. The glass doors tend to 
be an aesthetic choice, with daylight 
and appearance a tradeoff for ther-
mal performance and durability. But 
even the flush doors, if not properly 
engineered, may not satisfy the 
long-lasting performance require-
ments necessary for sustainable 
building components.

A school installation, for instance, 
will subject its main entry door to 
constant and sometimes creative 
abuse—several thousand openings 
per day and regular impacts from 
kicking or shoving the door open. Put 
the door next to the football locker 
room and that damage increases 
substantially. Doors have been known 
to fail in as little as six months under 
these conditions. Add in environmen-
tal factors such as humidity, harsh 
winters, extreme heat, and direct 
exposure to sunlight and the life 
expectancy of the door will decrease 
even further. Not to mention threats 
of graffiti and vandalism.

This creates a cycle of door repair 
and replacement that is the polar 
opposite of sustainability. But 
exterior doors need not be the ink 
cartridge of architectural products. 
With some proper foresight and 
product knowledge, it is possible to 
identify an exterior door that is as 
sustainable as the building itself. 

Choosing a Green Door 

In choosing an exterior door for 
an institutional environment, some 
concerns are universal. Only in rare 
situations will a heavyweight door 
be preferable to a sturdy lightweight 
door, usually when the door is 
required to fulfill an extraordinary 
requirement such as soundproofing 
or blast protection. A tightly sealed 
door is always preferable to an 
unsealed one. 

The extent to which most of the 
following considerations will apply 
depends on a project’s specific inten-
sity of use, ADA and municipal codes, 
security requirements, regional ecol-
ogy, day-lighting and vision require-
ments, aesthetics and configuration.

As with any performance product, 
but especially those with “green” 
features or attributes, demand data 
and documentation to support perfor-
mance claims. There are third-party 
tests available for every one of the 
sustainable performance attributes. 
Be skeptical of any manufacturer that 
can not produce a standardized test 
or other appropriate research detail-
ing why its product is sustainable.
Structural Strength

This requirement is obvious on 
the surface level. A door must be 
durable enough to withstand kicks, 
shoves and occasional blunt force 
collisions from human (a run-away 
cart, a homerun baseball) and 
natural (high-velocity winds, hail) 
sources. It must be able to withstand 
malicious attempts to damage or 
breach the door. 

Not as obvious is that the door 
must be strong enough to withstand 
literally thousands of small impacts 
a day. The inertia created by opening 
and closing a door subjects it to physi-
cal forces that stress the door itself 

Acrylic modified polyester (AMP) flush doors can provide the look of real wood for more traditional buildings 
without the drawbacks of an exterior wood door.”
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and the hardware that moves it. The 
door is being stressed and twisted 
with each use, while the hardware is 
being strained and struck.

Understanding this requires the 
recognition that an entrance is actually 
a system consisting of door, hardware 
and framing—a deficiency in any 
one component will affect the entire 
system—as well as a passing familiar-
ity with the laws of physics. According 
to Sir Isaac Newton, the energy 
required to move an object is directly 
related to the mass of an object. So 
the heavier the door, the more force 
required to move it, meaning more 
stress on the hardware to control it 
and a more powerful impact on the 
hardware and framing elements. 

What this means is that the ideal 
door is one that properly distributes 
the stressful forces of motion. It should 
not be heavy and rigid but lightweight 
and flexible. A door only needs to be 

rigid enough to keep out the elements 
and secure the building. Any more 
than that is counterproductive and 
will increase the wear and tear on its 
associated hardware. As the hardware 
and framing components wear out, 
the door may go out of adjustment and 
fail to latch properly; creating leaks 
that will affect weather resistance and 
thermal integrity.
Chemical, Corrosion and  
Weather Resistance

Look for non-corroding materials, 
lifetime factory finishes and easy-
cleaning surfaces. This will provide 
protection against graffiti and abrasive 
cleaning agents that could stain or 
corrode the surface of the door. Be 
especially wary if the door is installed 
in a humid environment or near the 
ocean, at industrial facilities and water 
or wastewater plants, pools or in loca-
tions likely to face wind-driven rain 
or snow. Even sidewalk salt can take a 

heavy toll on a door. 
A door with components that are 

glued together might not hold up to 
the weather on a good day either. 
Door skin temperatures can reach 200 
degrees Fahrenheit in direct sun. In 
a temperature controlled building, 
that can mean a difference of over 100 
degrees between the two sides of the 
door. In another application of basic 
physics, this temperature variance 
will cause the opposite faces of the 
door to expand or contract at different 
rates, introducing unseen forces that 
pull the sides of the door in opposite 
directions, stressing the glued bonds 
of the door and conceivably tearing it 
apart. Glue is also a source for harmful 
gasses that will negatively impact the 
indoor air quality of the structure, as is 
discussed later in this article.
Moisture Resistance

With all the aforementioned 
precipitation that a door will come 

When exposed to the elements, wood doors tend to warp, split, peel and rot, requiring a high level of maintenance to keep functional, secure and 
attractive. Because these damaged wood doors do not properly seal the building envelope, the building energy efficiency is reduced.
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in contact with, it is critical that 
the door be properly sealed and 
protected against condensation. An 
unsealed door can collect rainwater, 
condensation and dirt. Not only is 
this known to cause rust, there is 
also a potential for mold growth 
within an unsealed door, as the only 
requirements to grow mold are water 
and the mold spores and nutrients 
found in dirt.
Thermal Performance

Although only a small portion of 
a structure’s surface area, exterior 
doors can play an important role in the 
overall energy efficiency of a building. 
As with windows or walls, care should 
be taken to specify components that 
limit thermal exchange. The best way to 
keep the heat in during winter and out 
during summer is to use the minimum 
amount of glass necessary to ensure 
safety and security. Glass provides 
a direct thermal transfer point, so 
specify full-face doors and insulated 
side panels whenever possible. Use 
insulated glass of at least one-inch 
thickness.

Also, look for insulated door 
panels and thermally improved 
framing, and when examining a 
product, be sure that any claims are 
for tests on the door itself and not the 
base material of the door.
Indoor Air Quality

This is not an attribute commonly 
considered when specifying exterior 
doors, but it is a major component 
of the LEED standard and one 
commonly sought in other building 
products. Some building products 
are manufactured with materials that 
will over time emit noxious fumes, 
pollutants or harmful volatile organic 
compounds. This can come from 
paint, adhesives and certain plastics, 
and can also be introduced during 
maintenance and cleaning. 

Faded, graffiti-covered and corroding from the edges, these doors are both unattractive and 
unable to provide a proper thermal barrier.

These hollow metal doors are suffering from rust, dents, scratched and peeling paint, stains, 
and graffiti. The only remedies are refinishing or replacement. Both are costly.
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Half of an exterior door is on the 
inside, so it only goes to reason that 
the product will eventually answer to 
these considerations. It’s also another 
chance to contribute to LEED credits.

Specify a door that will require 
very little regular maintenance and 
seek out products that have earned 
indoor air quality accreditations 
from a third-party verifier such 
as GREENGUARD or Scientific 
Certification Systems. 

Function Over Form

Perhaps the most ubiquitous 
“green” product on the market today 
are compact fluorescent light bulbs, 
designed to last years longer and 
require substantially less wattage than 
standard incandescent bulbs while 
providing the same amount of light. 
The average CFL is not made from 
recycled or rapidly renewable materi-
als. It can not be recycled. It is most 
likely not locally produced and even 
contains a small amount of mercury. 
Yet, because of its ability to conserve 
electricity and the energy expended 
in making replacement light bulbs, 
the CFL is universally recognized as a 
sustainable alternative.

Entrances should be examined 
in the same way. When identifying 
sustainable products, it is neces-
sary to look past form and instead 
concentrate on function. It is not 
as simple as specifying bamboo, 
reclaimed wood or CFL light bulbs. 
There needs to be careful consider-
ation of how the product will work 
in the application. 

The next update of the LEED-NC 
standard is expected to include Life 
Cycle Assessment, a measure of 
sustainability that considers unseen 
factors such as manufacturing supply 
chains and the durability of a product.

But for the time being, profession-
als specifying entrance components 
will have to ask themselves if their 
goal is to satisfy the language of the 
LEED standard or the intent behind 
it. If entry doors are chosen only 
for their ability to help earn LEED 
credits, it is likely that “brown”  
doors will end up in those green 

buildings. Only if a door is chosen 
for the longest possible service life 
and the lowest chosen maintenance 
requirements have you chosen a 
truly sustainable door.  

About the Author: Dan Depta is the Manager 
of Marketing for Special-Lite, Inc.

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi
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I 
N THE PAST FIVE YEARS,  DOOR 
AND  door hardware trade associations 
such as the Steel Door Institute (SDI) and the 

Builders Hardware Manufacturers Association 
(BHMA) have worked to increase the level of 
performance required by ANSI standards for 
doors, locks, hinges and other door hardware 
to encourage the development and creation of 
a new generation of products that have greater 
durability and strength while improving life 
safety and security of doorways. 

The spring hinge product UL certification 
program has been affected by the increased 
levels of performance in various ANSI/BHMA 
standards. According to the 2007 edition of 
NFPA 80, Standard for Fire Doors and Other 
Opening Protectives, a spring hinge is defined 
as “a closing device in the form of a hinge with a 
built-in spring used to hang and close the door.” 
Spring hinges, as defined in NFPA 80, are usually 
used on smaller swinging fire doors that have 
a self-closing requirement instead of arm-type 
closers or floor springs. It is typical to find spring 
hinges used as part of fire-rated door openings in 
hotels, apartment buildings, condominiums and 
private homes where the doors are no more than 
3 feet wide by 7 feet tall.

b y  M a t t h e w  S c h u m a n n

the Evolving 
Requirements for 
UL Certification

Spring Hinges:

Bommer 4 1/2” BHMA 
Certified Grade 1 Single 
Acting Spring Hinge
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Because they are considered a 
closing device for swinging doors, 
spring hinges have traditionally been 
Listed by UL under the Swinging 
Fire Door Closers Category in the 
UL Fire Resistance Directory. Prior 
to 2001, spring hinges were treated 
like arm-type door closers or floor 
springs found in this category and 
were tested in accordance with UL 
228, the Standard for Safety of Door 
Closers-Holders, With or Without 
Integral Smoke Detectors. The test-
ing required by UL 228 included 
100,000 cycles of operation, closing 
force and closing time tests with 
accompanying conditions of accep-
tance for minimum closing force 
(based upon door size), maximum 
closing time and completion of the 
cycling test without breakdown or 
excess wear.

With significant input from indus-
try members and the BHMA, UL 
revised its testing method for spring 
hinges in December 2001. For spring 

hinges, UL adopted the ANSI/BHMA 
A156.17, Standard for Self Closing 
Hinges & Pivots, in lieu of UL 228 as 
the minimum requirements for UL 
certification. The ANSI/BHMA stan-
dard increased the number of testing 
cycles required for a spring hinge 
and included other requirements 
concerning wear, closing force, latch-
ing and static loading of hinges. As 
part of this change, the number of 
successful cycles a hinge had to meet 
increased from 100,000 cycles to 
250,000 cycles. 

In 2004, a new edition of ANSI/
BHMA A156.17 was published. This 
edition requires that spring hinges 
used in fire door assemblies comply 
with the Standard’s Grade 1 speci-
fications. The 2007 edition of NFPA 
80 also adopted the ANSI/BHMA 
A156.17 Grade 1 specifications as 
the minimum requirements for 
spring hinges when they are used 
on swinging fire doors. The result 
of the change in requirements in the 

NFPA and ANSI/BHMA standards 
was that any spring hinge tested by 
UL had to meet the ANSI/BHMA 
A156.17 Grade 1 requirements to 
receive or maintain its UL Listing. 
As of June 1, 2007, all products 
Listed by UL as spring hinges in the 
UL Fire Resistance Directory meet 
the Grade 1 requirements of ANSI/
BHMA A156.17.

Through the UL Online 
Certifications Directory, regulators 
(specifiers and consumers) can 
easily confirm that any hinges being 
installed meet current require-
ments. Hinges complying with the 
Grade 1 requirement can be viewed 
on line by searching for a company 
name in addition to the search term 
“door closers.”  

About the Author: For more information, please 
contact Matthew Schumann in Northbrook, Ill., 
at 847.664.1289 or at Matthew.Schumann@
us.ul.com.

SUMMARY OF SPRING HINGE LISTING REQUIREMENTS

Timeframe Prior to Dec. 2001 Dec. 2001–June 2007 June 2007–Present

Standard UL 228
ANSI/BHMA 
A156.17-1999

ANSI/BHMA
A156.17-2004

Requirements 100,000 cycles Grade 3 (250,000 cycles) Grade 1 (1,000,000 cycles)
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aying a fee to lock in a price is a  short version 
of the Marketing 101 definition of hedging. The 

principle of hedging can be viewed in many ways. It 
exists at all organizational levels. It applies to individual 
initiative, dealer action and manufacturing strategy.

Hedging is a maneuver that may be in place without 
that specific label. It is often taken for granted in operat-
ing and negotiating. It has a unique and meaningful 
position in the door openings industry. If any industry 
supports the theory and practice of paying and/or 
investing upfront to get a wished for result, it is door 
openings. 

The door openings practitioner, dealer and manufac-
turer each play the hedging game. Professionals in each 
category hedge under a number of different labels. It is 
promoted as “playing the game.” It is pronounced as a 
“means to an end.” It points to the “right thing to do.” Any 
way you slice it, it comes down to business investing up 
front so as to hopefully put expected results in the bank. 

A look at the two elements of hedging, paying a price 
and locking in a result, is useful. When an individual 
practitioner seeks certification, higher wages, benefit 
improvements or any other perk, he or she has to pay 
the fee of increased effort, study, experience, and tenure. 
When a dealership wants a better position with a 
contractor, architect or building owner, it must come up 
with a meaningful upfront investment in performance, 
service and price. Manufacturers are the classic example 
of putting price, delivery, service and brand recognition 

up front so as to get a foot in the door or an increased 
business share.

If one views this as an oversimplification, consider 
this. For years there was a very successful television, 
radio and print commercial sponsored by a major Wall 
Street investment firm that proclaimed “We make 
money the old-fashioned way—we work for it.” That 
sent a full blown hedging message to its customers, 
suppliers, employees and potential contacts. It broadcast 
the firm’s willingness to pay an upfront fee, “work” so 
as to lock in a positive result, “making money.”

Often, the fee factor is put in play by the other party. 
One is often told what has to be brought to the table 
to get a result. The bridges of employee—employer, 
dealer—buying influence, and supplier—dealer 
are filled with examples that dictate what has to be 
invested. Whether it is generated upward or downward 
by the employee, dealer or manufacturer does not alter 
the fact of investing into a process so as to get a result. 

What it comes down to is this. There is hedging in 
the door openings industry. It is a factor in industry 
interpersonal relationships as well as business structure 
and policy. The principle of hedging is alive and in 
place regardless of being ignored or underappreci-
ated. The reality and practice of door opening types 
putting significant contribution up front to get results is 
unshakeable. 

To reinforce the point of hedging, two acronyms are 
offered. The hedge acronym details the up front factor 

�
B Y  R U S S E L L  J .  PA S S A M A N O  &  L E I G H  AY N A  PA S S A M A N O

A HEDGE FUND 
DOOR OPENINGS�for 
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fees that pay the price. The fund 
acronym details the desired benefits 
that emerge from the hedge invest-
ment. They drill down to opportu-
nity and fulfillment. 

HELP: Begin with self help. That 
leads to helping your employer, 
customers, suppliers and individual 
persona.
EDUCATE: School yourself. Make the 
most of every type of formal educa-
tion and career experience.
DEVELOP: Create a positive imprint 
of yourself and all that you do. 
Establish in others a perception 
of yourself that is positive and 
proactive.
GROW: Within yourself, your 
company, industry and society. Seek 
to do more than the assignment. 
Strive to expand your image and 
reputation. 
EVALUATE: Take nothing for 
granted. Consistently review and 
assess past performance, current 
conditions and factors relating to 
future possibilities.

The hedge factors establish a cohe-
sive guide to action. The factors of 
fund achievement emerge as a result 
of the motivation and performance 
in the hedge. The hedge is the plat-
form. The fund is the accrual.

FITNESS: The result of being 
well-prepared. It underscores the 
ability to serve, to lead and to 
succeed.
UNITY: Bring oneself into sync 
with self, employer, customer and 
industry.
NEGATION: The elimination of coun-
terproductive practices, through 
positive action. Good planning 
avoids confusion. Good effort elim-
inates waste. Good track records 

remove doubts and fears.
DOMAIN: The attainment of status. 
It elevates one to the highest level of 
acceptance. He becomes the “go to” 
person.

A couple of truisms serve as a 
conclusion. One is, “Success is a 
function of hard work.” Two is the 
adage “There is no such thing as a 

free lunch.” Both of these reinforce 
the fact of paying up front in order 
to get a desired result.  

About the Authors: Russell J. Passamano is the 
Metropolitan New York Sales Representative for 
Stanley Commercial Hardware. 
 
Leigh Ayna Passamano is a design consultant 
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WS407CVX3 IVES WS407-CVX 3 WROUGHT WALL DOOR STOP 39 4.63

WS407CVX32D IVES WS407-CVX 32D WROUGHT WALL DOOR STOP 25 3.99

WS407CVX4 IVES WS407-CVX 4 WROUGHT WALL DOOR STOP 27 4.63

4111ALLH LCN 4111 ALUMINUM LH TB 50 261.00

4111ALRH LCN 4111 ALUMINUM RH TB 65 261.00

F10AVA619 SCHLAGE F10 AVANTI 619 91 46.00

F10AVA620 SCHLAGE F10 AVANTI 620 74 46.00

F10FLA605 SCHLAGE F10 FLAIR 605 NON-HANDED 600 37.50

F10FLA609 SCHLAGE F10 FLAIR 609 NON-HANDED 100 38.90

FA10STA505 SCHLAGE FA10 ST. ANNE’S 505 PASSAGE 88 51.20

FA10STA605 SCHLAGE FA10 ST. ANNE’S 605 PASSAGE 73 46.00

FA40DNB613 SCHLAGE FA40 DANBURY 613 PRIVACY 43 48.80

FA40DNB619 SCHLAGE FA40 DANBURY 619 PRIVACY 52 48.80

FA51CHP620 SCHLAGE FA51 CHAMPAGNE 620 ENTRANCE 38 107.10

FA51CHP626 SCHLAGE FA51 CHAMPAGNE 626 ENTRANCE 48 107.10

S10DFLA605LH SCHLAGE S10D FLAIR 605 LH 10-001 30 126.00

S10DFLA605RH SCHLAGE S10D FLAIR 605 RH X 10-001 32 126.00

S10DFLA609LH SCHLAGE S10D FLAIR 609 LH 10-001 11 126.00

S10DFLA609RH SCHLAGE S10D FLAIR 609 RH 10-001 12 126.00

22EO283 VON DUPRIN 22EO-SP28-3' RIM DEVICE X 299 STRIKE 31 314.00

22EO284 VON DUPRIN 22EO-SP28-4' RIM DEVICE X 299 STRIKE 10 326.00

22EO3133 VON DUPRIN 22EO-SP313-3' RIM DEVICE X 299 STRIKE 20 314.00

22EO3134 VON DUPRIN 22EO-SP313-4' RIM DEVICE X 299 STRIKE 6 326.00

22EOF283 VON DUPRIN 22EO-F-SP28-3' RIM FIRE DEVICE X 299F STRIKE 16 401.00

22EOF284 VON DUPRIN 22EO-F-SP28-4' RIM FIRE DEVICE X 299F STRIKE 8 413.00

22EOF3133 VON DUPRIN 22EO-F-SP313-3' RIM FIRE DEVICE X 299F STRIKE 3 401.00

99EOF26D3 VON DUPRIN 99EO-F-26D-3 RIM FIRE DEVICE X 299F STRIKE 27 896.00

99EO26D3 VON DUPRIN 99EO-26D-3' RIM DEVICE X 299 STRIKE 27 790.00

99L26D3LHR VON DUPRIN 99L-26D-3'-LHR RIM DEVICE X 06 LEVER X 299 35 1126.00

99L26D3RHR VON DUPRIN 99L-26D-3'-RHR RIM DEVICE X 06 LEVER X 299 32 1126.00
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questions.
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We can tailor
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application.
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to prepare quotes, estimates
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customer discounts.

A C C U R A C Y
Rigid systems
of checks for

accurate
processing of

your order.
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Drop ship

product with
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invoice as soon as
an item is shipped.
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On ListProduct No. Description Hand Price

5455003FD BALDWIN 5455.003.FD FULL DUMMY LIFETIME FINISH 52 83.60

5455003PASS BALDWIN 5455.003.PASS PASSAGE SET LIFETIME FINISH 108 96.80

5455003PRIV BALDWIN 5455.003.PRIV PRIVACY SET LIFETIME FINISH 78 110.00

WS407CCV26D IVES WS407-CCV 26D WROUGHT WALL DOOR STOP 79 4.63

WS407CCV3 IVES WS407-CCV 3 WROUGHT WALL DOOR STOP 102 4.63

WS407CCV5 IVES WS407-CCV 5 WROUGHT WALL DOOR STOP 140 4.63

WS407CVX10B IVES WS407-CVX 10B WROUGHT WALL DOOR STOP 69 4.63

WS407CVX26 IVES WS407-CVX 26 WROUGHT WALL DOOR STOP 76 4.63

WS407CVX26D IVES WS407-CVX 26D WROUGHT WALL DOOR STOP 65 4.63

WS407CVX28 IVES WS407-CVX 28 WROUGHT WALL DOOR STOP 22 4.36

WS407CVX3 IVES WS407-CVX 3 WROUGHT WALL DOOR STOP 39 4.63

WS407CVX32D IVES WS407-CVX 32D WROUGHT WALL DOOR STOP 25 3.99

WS407CVX4 IVES WS407-CVX 4 WROUGHT WALL DOOR STOP 27 4.63

4111ALLH LCN 4111 ALUMINUM LH TB 50 261.00

4111ALRH LCN 4111 ALUMINUM RH TB 65 261.00

F10AVA619 SCHLAGE F10 AVANTI 619 91 46.00

F10AVA620 SCHLAGE F10 AVANTI 620 74 46.00

F10FLA605 SCHLAGE F10 FLAIR 605 NON-HANDED 600 37.50

F10FLA609 SCHLAGE F10 FLAIR 609 NON-HANDED 100 38.90

FA10STA505 SCHLAGE FA10 ST. ANNE’S 505 PASSAGE 88 51.20

FA10STA605 SCHLAGE FA10 ST. ANNE’S 605 PASSAGE 73 46.00

FA40DNB613 SCHLAGE FA40 DANBURY 613 PRIVACY 43 48.80

FA40DNB619 SCHLAGE FA40 DANBURY 619 PRIVACY 52 48.80

FA51CHP620 SCHLAGE FA51 CHAMPAGNE 620 ENTRANCE 38 107.10

FA51CHP626 SCHLAGE FA51 CHAMPAGNE 626 ENTRANCE 48 107.10

S10DFLA605LH SCHLAGE S10D FLAIR 605 LH 10-001 30 126.00

S10DFLA605RH SCHLAGE S10D FLAIR 605 RH X 10-001 32 126.00

S10DFLA609LH SCHLAGE S10D FLAIR 609 LH 10-001 11 126.00

S10DFLA609RH SCHLAGE S10D FLAIR 609 RH 10-001 12 126.00

22EO283 VON DUPRIN 22EO-SP28-3' RIM DEVICE X 299 STRIKE 31 314.00

22EO284 VON DUPRIN 22EO-SP28-4' RIM DEVICE X 299 STRIKE 10 326.00

22EO3133 VON DUPRIN 22EO-SP313-3' RIM DEVICE X 299 STRIKE 20 314.00

22EO3134 VON DUPRIN 22EO-SP313-4' RIM DEVICE X 299 STRIKE 6 326.00

22EOF283 VON DUPRIN 22EO-F-SP28-3' RIM FIRE DEVICE X 299F STRIKE 16 401.00

22EOF284 VON DUPRIN 22EO-F-SP28-4' RIM FIRE DEVICE X 299F STRIKE 8 413.00

22EOF3133 VON DUPRIN 22EO-F-SP313-3' RIM FIRE DEVICE X 299F STRIKE 3 401.00

99EOF26D3 VON DUPRIN 99EO-F-26D-3 RIM FIRE DEVICE X 299F STRIKE 27 896.00

99EO26D3 VON DUPRIN 99EO-26D-3' RIM DEVICE X 299 STRIKE 27 790.00

99L26D3LHR VON DUPRIN 99L-26D-3'-LHR RIM DEVICE X 06 LEVER X 299 35 1126.00

99L26D3RHR VON DUPRIN 99L-26D-3'-RHR RIM DEVICE X 06 LEVER X 299 32 1126.00
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Y  

ou’ve watched racing on 
television, perhaps you have 
attended a live race. Now it’s 

your turn to get behind the wheel and 
show your driving skills.

Put on your helmet and racing suit. 
Start your engines to participate in this 
year’s unique Foundation Fundraising 
Event! We are excited to present DHI’s 
Race for Life Safety and Security at F1 
Racing Boston in lieu of our traditional 
Foundation Golf Tournament in Boston 
this year.

Introduced in Europe in the 1980’s, 
indoor kart racing is just the thing to 
bring out the competitor in all of us. 
Founded in 2000 by well-known race 
car driver Richard “RJ” Valentine, F1 
Racing Boston is the largest indoor 
kart track in the country. This state-
of-the-art facility has two challenging 
race tracks. Track 1 is the multi-level 
City Course with tight turns and a 
tunnel. Track 2 is the Country Course 
with a hill followed by a banked turn 
where you will struggle to keep control 
of your steering wheel and a long 
straight-away allowing you to reach 
your fastest speeds.

RJ has been a prominent figure in the 
racing world for over 30 years and has 
raced cars from the Porsche 911 GT3Rs 
to the Pontiac GTO.R.

F1 RACINGB O S T O N
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“I believe there are remarkable parallels for success  
in both the racing and the corporate world.” Valentine 
states. “To achieve something special in both areas 
you need the support of a great team, the drive and 
desire to make the most out of every opportunity and 
the vision, passion and drive to see it through to the 
finish.”                          —National Kart New, July 2006

Join the likes of some of the most famous racers to visit F1 
Racing Boston, including Dale Earnhardt, Jr., and Jeff Gordon.

Competing in two Le Mans format Endurance Races, teams of 6 
will compete for bragging rights as champions of the Race for the 
Life Safety and Security. To be the best of the best, you will have 
to depend on your teammates for speed, consistency and timing. 
It will take strategy and focus to execute pit stops for refueling 
and to make driver changes as you choose to ensure all team 
members have the opportunity to drive. The ultimate goal is to 
complete the most laps in the allotted time.

Buckle yourself in and put your pedal to the metal as this is an 
event you won’t want to miss!

SCHEDULE
12:00 noon–1:00pm .Lunch
1:00pm–2:00pm .......Safety Briefing
2:00pm–3:00pm .......First Race
3:34pm–4:45pm .......Second Race
4:45pm–6:00pm .......Awards Reception

With all proceeds benefiting the 
Foundation for the Advancement of Life 
Safety and Security, this year’s racing 
event is an opportunity to take advantage 
of this adrenaline-filled competition while 
reconnecting with long-time industry 
friends and colleagues and making new 
acquaintances.

REGISTRATION
All registrations must be made in advance 
with your conference registration online, 
by phone or fax and openings will be 
assigned on a first-come, first-served basis. 
Registration fees include two (2) Endurance 
Races, all necessary racing gear, shuttle 
transportation from downtown Boston, 
lunch and awards reception. 

$195 per person, $1,170 per six person team

For more information, please contact the  
DHI Meetings Department at 703-222-2010.
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 c o r p o r a t e  a c c e s s

Need a Memory Boost?  
  How to Upgrade Your Brainpower

By Dr. Nancy D. O’Reilly

m a n a g e m e n t
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R 
EMEMBER WHEN 
YOU  were a child and you 
remembered everything your 

parents promised, like that new 
bike or a trip to zoo? Remember 
when your parents said they could 
not remember their promise and 
you must have been mistaken? It 
happens that parents do forget 
and their memories are not as 
crystal clear as a child’s. At some 
point in life, everyone will have a 
problem with his or her memory.

As each day unfolds, we are chal-
lenged to remember a multitude 
of things, such as phone numbers, 
driving directions, names, tasks, 
and moment-to-moment requests. 
So, why do we forget and what 
can we do about it, especially if 
our once perfect memory has now 
become faulty and unpredictable? 

Let’s start off by understand-
ing what a memory actually is. 
There are two types we use daily: 
short-term memory and long-term 

memory. Both of these are impor-
tant for our everyday functioning. 
We learn new material (a name, a 
date, directions, all things) with 
the use of short-term memory. 
That’s why it’s hard to remember a 
person’s name when we’ve just been 
introduced. If we want to remember 
his or her name, we must mentally 
practice it. Saying it out loud or 
spelling it out, writing it down 
and repeating it. People who have 
remarkable memories for names, 
dates, events and so on are no more 
talented than you or me. The differ-
ence with these people’s memories 
is they have spent time practic-
ing and taking steps to encode 
and move this information from 
short-term to long- term memory. 

Long-term memory is what we 
need to survive and function. It 
allows us to go through our day 
almost effortlessly when we brush 
our teeth, comb our hair and eat 
our breakfast. What happens when 
we forget how to do something? 
Unless we can find something to 
associate with new information, 
like my mother’s name is Jane, 
and then encode it into our long-
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term memory banks, we forget. 
Forgetting is called “decay.” In other 
words, the memory literally starts 
to fall apart. A name may start as 
Jane, but without practice or encod-
ing it starts to decay and becomes 
maybe “Ja” or is gone completely. 
To recall this information takes 
the action of making memory a 
task and a function to execute. 

We also learn information in what 
are called “chunks” of memory. 
If we take learning a new action 
in pieces and learn one piece at a 
time, we can put them all together 
and repeat the action. For example, 
when we learn a song word by 
word and sentence by sentence 
and put meaning into the words 
and sentences to make chunks of 
information that flow together, 
then we form a complete memory. 

All forms of memory are affected 
by several factors. Stress is a big 
destroyer of memory chunks and 
affects every aspect of our perfor-
mance. Have you ever noticed 
when you are overwhelmed and 
someone asks for your telephone 
number and you cannot remem-
ber it? Stress and illness can affect 
brain functioning and can cause 
constriction of blood flow. Good 
memory occurs when the flow of 
healthy oxygen nourishes the brain 
and creates overall health and 
well-being. When we feel rushed 
and pushed by time constraints, 
it can affect a person’s perfor-
mance and ability to remember. 

Retention is the ability to main-
tain information and to retrieve 
it. Retrieval is the brain’s ability to 
absorb information and to store it 

for later use. To understand this 
process, visualize a mountain of 
words and information. Each day 
we are confronted with new infor-
mation and asked to sort through 
it and remember it. We pile new 
information on top of old infor-
mation and we keep piling it on 
until we want to access some older 
memories, which are solidified in 
our long-term memory. Practice 
is also involved with retriev-
ing information that is layered 
down in our conscious memory. 

Memory is also affected by trauma 
and any tragedy we may have expe-
rienced. We know that a person 
who has been in a serious accident 
or crime may experience memory 
difficulties. Time and healing often 
must take place for memories to be 
accessed and for the impaired person 

How can a hinge be 
GREEN?
How can a hinge be 
GREEN?

800-423-1174 
select-hinges.com

The GREEN Hinge—Lasts 50+ Years!

Most hinges wear out quickly on high-traffi c doors and 
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hinges add up to a lot of waste. Wasted time. Wasted 
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• 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 
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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

Scholarships

Fo
un

da
tio

n 
Sc

ho
la

rs
hi

psS 
   

  

 DHI 
E

P 
 .

Deadline for submissions 
October 31, 2008

Foundation AD_scholarship.indd   1 1/8/08   3:32:30 PM



JULY 2008 £ DOORS & HARDWARE 61

to remember information more accu-
rately. Person(s) who have hidden 
dangerous or invasive memories 
may need assistance to deal with 
these. A victim of a serious crime 
or attack may experience what is 
called a post-traumatic episode, 
where memories may appear to be 
so real that the person is re-living 
the horrendous event over and over 
again. Treatments are available to 
help these people understand and 
heal from their life-changing events 
and return to normal functioning.

Fortunately, with good health and 
exercise, reduced stress levels and 
mental challenges, you can retain your 
memory and even boost your brain-
power! Here are some helpful hints:
1.  Memories begin as short-term 

memories and when they are 
encoded and practiced, they are 
placed in the long-term memory 
banks. The memory process 
occurs as chunks of memory are 
placed in storage for retrieval at a 
later time, so practice storing and 
retrieving information you want 
for later use. Memory chunks 
need to time to solidify and this 
is accomplished with practice, 
repetition and making memory a 
conscience action.

2.  Memory can be impaired by 
illness, accidents, trauma, stress 
and time limits. Obviously, it is 
important to do what you can 
to protect yourself from serious 
injury, such as wearing the 
right gear when involved with 
sports or recreational activities, 
and reducing stress when you 
can by cutting out unhealthy 
habits, situations and even 
relationships. 

3.  You can help improve your 
memory with practice and prepara-
tion to learn new material. It is also 

important, when retrieving mate-
rials that were learned previ-
ously, to store them in chunks. 
For example, when children learn 
to play the piano, they are asked 
to learn the piano keys by memo-
rizing sentences, which explain 
the names of each key. This is 
also called “situational memory.” 
An example of “situational” 
memory is memory chunks that 
are formed in the same place, in 
the same situation and the same 
environment. By recreating the 
same learning conditions and 
having the same frame of mind, 
health, attention and focus, he or 
she is more likely to remember 
the information and have better 
retention. 

4.  Use your brain and keep it 
pumped up. Having good blood 
flow to the brain occurs with 
regular exercise, a healthy diet 
and reduced stress levels, which 
all help to ensure we have good 
memory. See your doctor regularly 
for check-ups. Look for foods that 
are rich in vitamins, low in sugar 
and caffeine, which can be very 
helpful. Your brain is a muscle, 
therefore it needs good food, 
exercise and new information 
daily to keep it fresh and ready to 
learn. Involvement with art and 
music have been shown to help 
brain function and improve blood 
flow. Fish oils and foods high in 
Vitamin B will help reduce stress 
and improve memory.

5.  Practice makes perfect! We’ve 
all been told this, especially 
when we’re learning a new skill. 
Go out and practice whatever 
it is you want to remember; a 
language, a task, or information 
you want to use on the job. We 
can practice any action in our 

minds and later execute it with 
amazing results. Also look for 
new hobbies and experiences 
that will help your brain get 
“exercise.” These can be as 
simple as crossword puzzles 
and memory games, or more 
physical such as learning how to 
cook gourmet food or trying to 
snowboard.

6.  Memory is important for all of 
us, especially as we grow older. 
To retain the memory functions 
that we have, we must try to stay 
active, social and look for the 
plethora of books, games and 
websites that can improve or help 
retain memory function. Keep 
learning new things on a daily 
basis, and challenge your memory. 
Just like any other muscle, you 
must exercise your brain to keep it 
functioning and healthy!

More people are experiencing 
memory problems due to poor 
health conditions. Make sure to 
get regular check-ups, eat right 
and reduce your stress levels. We 
all fear not being able to care for 
ourselves and can stay healthy with 
simple steps—the most important 
one being vigilant about our own 
healthcare. Make today the day you 
put together your plan for a brain 
workout, which will create for you 
a memory that others will envy.  

About the Author: Nancy D. O’Reilly, PsyD, is 
a clinical psychologist, researcher and founder of 
the online resource WomenSpeak.com, based on 
a decade of research. A member of the American 
Psychological Association with more than 25 years 
of experience, Dr. O’Reilly counsels clients on 
topics ranging from mental health and stress to 
relationships and careers. She is author of the forth-
coming, “Timeless WomenSpeak About Feeling 
Youthful At Any Age,” and hosts a radio program 
on Voice America, called “Timeless WomenSpeak.” 
For more information, visit her website: www.
womenspeak.com or call: 417-886-7061.



 c o r p o r a t e  a c c e s s

By James S. Wilson

The Basics of Independent Contractor Agreements

l e g a l
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I 
N THE LAST ISSUE, I   
discussed the legal principles 
that apply in determining 

whether those engaged to perform 
services for a company are classi-
fied as employees or independent 
contractors and the legal effects of 
that classification. This article will 
explore the basic provisions found 
in agreements between a company 
and independent contractors who 
provide services to the company. 
Obviously, the terms of any 
particular independent contractor 
agreement will depend upon the 
specific facts and circumstances, 
as well as the relative bargaining 
positions of the parties. Therefore, 
each party should consult its own 
legal counsel in connection with 
the negotiation of its contracts.

Description of Services

While it may sound obvious, 
many agreements fail to provide an 
accurate description of the services 
to be performed by the contrac-
tor. In the event of a contractual 
dispute, the rights of the parties 
will be governed by the terms of 

the executed, written contract. 
Accordingly, each party should be 
familiar with the agreement and 
make sure that it completely and 
accurately reflects the business deal 
and the services to be provided. 
Deal points that are not reflected in 
the agreement may later be difficult 
to enforce. 

The description of services 
could be found in the body of the 
independent contractor agreement. 
Alternatively, in many cases, the 
services are set forth in a work 
order or statement of work that is 
attached to and made a part of the 
agreement. Contracts vary as to the 
specificity with which performance 
timelines and deliverables are set 
forth. Contracts also vary as to 
whether the contractor will make 
any representations or warranties 
as to the quality of the services or 
deliverables to be provided to the 
company.

Payments

As you would imagine, payment 
provisions vary widely depending 
on the business deal negotiated 

between the parties. Whatever 
arrangement is reached, it should 
be memorialized in the contract. 
How are payments calculated—is 
the contractor paid by the hour, 
according to the project or other-
wise? When are payments under 
the contract due? Are the payments 
inclusive of the contractor’s 
expenses incurred in connec-
tion with the project or are the 
expenses additional? Answers to 
these questions, if agreed by the 
parties, should be explained in the 
agreement.

Term and Termination

The term of the agreement, or the 
period of time that it is in effect and 
governing the relationship between 
the parties, is a key provision. While 
some agreements expire upon 
completion of the applicable project, 
others continue for a fixed period 
of time. On occasion, the parties 
desire that agreements automati-
cally renew or continue indefinitely, 
unless either party delivers a termi-
nation notice to the other party.

Many agreements give one or 
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both parties the ability to terminate 
the agreement if certain events 
come to pass. Examples include the 
material breach of the agreement by 
the other party and the other party’s 
bankruptcy or insolvency. The 
agreement may require that advance 
written notice of termination be 
given and that the party receiving 
notice be given some opportunity to 
cure its breach or insolvency. 

Some agreements allow one or 
both parties to terminate the agree-
ment for convenience, also known 
as termination “without cause.” Like 
the provisions discussed above, 
termination rights vary from agree-
ment to agreement and depend 
on the facts and circumstances 
surrounding the relationship 
between the particular company 
and contractor. 

Ownership of Intellectual Property

Depending on the circumstances, 
another important contractual 
provision may regard the ownership 
of intellectual property. If intellec-
tual property is developed under or 
used in connection with the project, 
the agreement should clarify who 
owns the intellectual property and 
whether any licenses to use such 
property are granted by the owner 
to the other party. The terms of any 
license often are heavily negotiated. 
Common examples of intellectual 
property used or produced under 
intellectual property arrangements 
include computer software, written 
materials and presentations, draw-
ings, graphics, logos, etc. 

Confidentiality

Many agreements obligate each 
party to maintain the confidentiality 

of information exchanged under or 
in connection with the agreement 
or relationship. The contractor may 
require access to sensitive company 
information in order to perform its 
duties under the contract and the 
company may have access to the 
contractor’s proprietary informa-
tion as services are provided. Some 
agreements require that any confi-
dential information be destroyed or 
returned to its owner upon termina-
tion of the contractual relationship.

Indemnification

Frequently, the contract attempts 
to allocate responsibility in the 
event of a claim or litigation result-
ing from the acts or omissions of a 
party. Indemnification clauses, for 
instance, can obligate one party to 
defend and hold harmless the other 
if the indemnifying party’s actions 
give rise to potential legal liability. 
Independent contractor agreements 
also may require each party to 
maintain certain insurance cover-
age to cover liabilities under the 
indemnification clause and other 
provisions of the contract.

Miscellaneous Provisions

Agreements with independent 
contractors may contain additional 
provisions that govern the rights 
between the parties. For example, 
the agreement may contain a 
prohibition on assignment, such 
that neither party could transfer 
its rights and obligations under the 
agreement without the other party’s 
consent. The agreement may clarify 
that the parties’ intention is that 
their relationship is that of indepen-
dent contractors. The parties may 
also wish to describe under what 

conditions, if any, either party can 
act as an agent for the other and 
bind the other party contractually. 
Agreements frequently contain a 
provision declaring the parties’ 
intention that the law of a particular 
state would govern interpretation 
of the contract in the event of any 
dispute between the parties. The 
agreement may also contain a 
dispute resolution provision, which 
could provide for mediation, arbitra-
tion, or litigation before the courts 
of a particular jurisdiction in the 
event of a contractual dispute.   

About the Author: James S. Wilson, Webster, 
Chamberlain and Bean; Washington , D.C.

The foregoing is a general discussion of common 
contractual issues, but each circumstance and 
contract negotiation is unique. Accordingly, each 
party to an independent contractor agreement 
should consult its own legal counsel. 
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Why Change Is So Hard—and  
  What Leaders Can Do About it

By Gary Bradt
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I 
MAGINE THAT RIGHT 
BEFORE  you drove home from 
work, someone told you that all 

the old traffic laws had changed 
forever:  red no longer meant stop 
and green no longer meant go. In 
fact, all of the signs that used to 
guide you were no longer valid. 
The old laws were gone but the new 
laws were yet to be written. How 
would you feel and what would 
you think as you set out for home?

Often, change happens just 
like that. It’s sudden, it’s quick 
and it disrupts our equilibrium. 

Whether it’s the unforeseen sale of a 
company, the sudden loss of a job, or 
the unexpected loss of a loved one, 
the world you once knew is gone, 
and it’s difficult to know what to do 
next. It’s frightening, because one 
way we survive is by being able to 
predict our environment and acting 
accordingly. When predictability 
disappears, so to our sense of safety. 

In this way change can trigger our 
most basic survival instincts, and 
even when physical survival is not 
an issue, it can feel as if it is when-
ever things change. This is why 
change is so difficult: Our known 
existence, whether we liked it or not, 
is replaced by an unknown one, and 
we become fearful and disoriented, 
not knowing where to turn next to 
find the comfort and safety we seek.

Leaders respond quickly and 
boldly to this circumstance by 
taking steps to reestablish a sense 
of balance for themselves, and their 
followers. Below are four tips to 
help you lead yourself and others 
through difficult and perhaps 
sudden or unforeseen change.

1. Whatever you feel, it’s okay. 
Change may stir up a host of 
emotions, including sadness, fear, 
and anger. There are no rules 

on what anyone should feel, but 
everyone should feel something. If 
not, then emotions may be lurking 
beneath the surface of one’s 
awareness, and make their pres-
ence known at the worst possible 
moment, perhaps emerging as 
an unintended sharp word or fit 
of impatience. Remember this: 
Emotions in and of themselves are 
neither good nor bad; it’s what we 
do as a result of what we feel that 
determines the outcomes we get. 
Acknowledging feelings makes 
them easier to control. Therefore 
leaders acknowledge their own 
feelings when things change, and 
validate the feelings of others. You 
shouldn’t feel that way is not part 
of an effective leader’s lexicon.  

2.  Mourn first, then move on. In 
a similar vein, it’s important 
to mourn and move on when 
unwanted change hits, and 
in that order. Almost every 
unwanted change brings with 
it a sense of loss and a wistful 
desire to return to the way things 
were. In an attempt to move 
on, it’s tempting to make the 
mistake of encouraging people to 
embrace the new without giving 
them time to let go of the old. 
Sometimes we have to go slow at Gary Bradt
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first to go fast later on. Change 
leaders create environments 
where people can process their 
thoughts and feelings about what 
they are giving up and what 
they will miss, before they have 
followers focus exclusively on 
what they will gain. For example, 
I have known business groups to 
hold mock funerals when an old 
division or department is being 
shut down. Everyone on the team 
writes his or her good bys to the 
past on a large sheet of paper that 
is then buried, burned or other-
wise disposed of. A bit hokey, 
perhaps, but it gets at an impor-
tant point: Leaders do whatever 
they can to help people let go of 
the old before they ask them to 
latch on to the new. 

3. Demand perfect effort, not 
perfect results. Often, change 
comes in bursts, as one change 
begets another. This can feel 
overwhelming, especially to those 
who weren’t involved in planning 
the change or otherwise didn’t see 
it coming. To them, change can 
feel particularly risky or threat-
ening. To help reduce anxiety, 
leaders should demand maximum 
effort in response to the change, 
but not perfect results. Not all of 
your change initiatives will turn 
out exactly as planned. Leaders 
acknowledge this, and encourage 
followers to learn and adjust as 
they go. This recalls the story of 
a young man who worked for his 
father. After making a mistake 
that cost the company nearly fifty 
thousand dollars, the young man 
was called into his father’s office, 
believing he was about to be fired. 
“Why would I fire you?” his father 
said. “I just invested fifty thou-
sand dollars in your education!” 

4. Break long-term change down 
into doable chunks. One orga-
nization I encountered had this 
operational philosophy toward 
change: “We’re born on Monday, 
we die on Friday, and we’re 
reborn on Monday.” It worked 
like this: Every Monday each 
work group would get together 
and decide on the 2-3 big ideas 
they would concentrate on that 
week, whether it was customer 
service, operations improve-
ments, or whatever else tied into 
their longer term strategic change 
plan. On Friday they debriefed 
what they learned during the 
week from their focused efforts, 
and on Monday they started the 
process all over again. In this way 
they took longer-term change and 
broke it down into short-term, 

doable increments. Keep you 
daily operational focus on imme-
diate steps, lest followers become 
immobile in the face of seemingly 
unattainable longer-term change 
goals and objectives.

A Final Word

Sudden and overwhelming 
change can trigger fundamental 
survival instincts. Effective leaders 
recognize this and move quickly 
to help followers regain a sense of 
balance and equilibrium.  

About the Author: Dr. Gary Bradt is a keynote 
speaker, leadership consultant and the author 
of The Ring in the Rubble: Dig Through 
Change and Find Your Next Golden 
Opportunity (McGraw-Hill, 2007). Go to 
www.GaryBradt.com for more information.
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Liquidating Dead Inventory—Online Resources
By Jason Bader
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W 
HEN I  CONDUCT AN  
inventory management 
seminar, or give a talk at 

an association meeting, I generally 
like to pose the question, “Does 
anyone have any dead stock?” I 
generally get a polite chuckle and 
most of the hands go up. I suppose 
that we can all agree that dead 
stock just happens. It generally 
builds up to an alarming 4 alarm 

fire; then everyone dons a helmet 
and becomes a volunteer firefighter. 
Once we have beat it back to a dull 
roar, the helmets come off and 
we go about our normal business. 
Unfortunately, a spark will turn 
into a brushfire over a relatively 
short period of time. 

This series of articles has been 
dedicated to the liquidation of 
those items we deem deader than 

a doornail. I like to recognize it as 
captive cash just waiting to return 
to its natural greenback state. In 
this edition, I will explore the use 
of online resources as a means to 
turn garbage into gold—or at least a 
couple of nickels. 

When we start to talk about 
online liquidation, the big E always 
enters the discussion. Let’s face it, 
EBay is the most successful online 
liquidation site ever created. It has 
truly exploited the garbage to gold 
concept. Millions of people unload 
their unwanted items on this site 
each and every day. Buyers consider 
themselves lucky to find such trea-
sures at bargain basement prices. It 
is a paradise for the estate sale set.

Unfortunately, most of our inven-
tory is not sexy enough for EBay. 
The main draw to this site is that the 
merchandise generally sparks an 
emotional impulse—followed by the 
excitement of a bid. Most of us do 
not get giddy at the site of a 2" pipe 
clamp. Many of the clients I work 
with have been disappointed with 
their efforts to use EBay as a liquida-
tion solution. 

If you want to try to sell on EBay, 
understand the mass market appeal 
of items in your vertical market. 



JULY 2008 £ DOORS & HARDWARE 67

My friends in the law enforcement 
distribution community can do 
really well on EBay. Knives, flash-
lights and certain combat ready 
apparel have emotional appeal. 
Construction related distribution 
has power tools. These items can 
tap into the emotional buyer. What 
soccer mom can resist the lure of an 
18 volt drill?

Moving beyond the big E, the road 
narrows a bit. Many associations have 
tried to put together online inventory 
exchange sites. Most have found the 
utilization to be lacking. Most of the 
members do not want to go through 
the upkeep of posting items and 
quantities as their items die and get 
sold off. There are generally more 
postings than buyers. We all want to 
sell our dead stock, but we don’t seem 
to want to shop for bargains. 

There are a few different sites that 
cater to the distribution community. 
I am sure that there are more out 
there, so please do not get your feel-
ings hurt if I fail to mention your 
site. I will be creating a resource list 
on my website in the future. Feel 
free to send me a note and I will add 
you to the list. One caveat, I will 
only post sites that charge a reason-
able transaction fee. Reasonable is 
always a relative term. 

The first site, Pricingnet.com, 
caters primarily to the heating and 
cooling distribution community. It 
has been restricted to distributors in 
the past, but may be opened up to 
the end user community. It gener-
ally works on a transaction fee basis. 
Members of the community post 
their items online and buyers have 
the ability to browse items currently 

posted. Some items have suggested 
prices, but they are subject to nego-
tiation. Many items have “make 
offer” posted in the price. Once a 
price has been negotiated, sellers 
pay a 6% transaction fee to the site. 
Buyers are not subject to a charge. 
This model may be adapted to fit 
other vertical markets.

The next site, Deadstockbroker.
com, caters to the industrial distri-
bution market. Buyers generally 
look through Excel spreadsheets 
based on manufacturer listings. 
Again, many items on this site allow 
the buyer to make an offer. Final 
sales are subject to inspection by 
the buyer. If you misrepresent the 
condition of the merchandise, you 
might not get paid. One of the more 
interesting features is the “wanted” 
section. Industrial suppliers should 
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take a look at this page. I suspect 
that there are several opportunities 
for liquidation. 

The medical distribution commu-
nity has access to The Palm Tree 
Group, www.thepalmtreegroup.
com. This company has partnered 
with HIDA (Health Industry 
Distribution Association) to bring 
inventory trading solutions to the 
membership. I believe that their 
model could be modified to partner 
with any vertical market. 

The final site is called ware-
housetwo.com. I found this to be the 
most unique concept of the online 
offerings. Although it is touted as an 
inventory sharing resource, it is just 
as suitable for dead stock liquida-
tion. This organization creates trad-
ing communities. It restricts view-
ing access to only those members 

who are current dealers of a vendor 
line. The site administrator actually 
verifies this prior to your acceptance 
into a community. This prevents 
distributors from cherry picking 
lines that they do not currently 
represent. Rather than charging a 
transaction fee, the site charges a 
nominal monthly membership. This 
tends to encourage greater partici-
pation in the inventory exchange. 
It currently caters to the industrial 
market, but the administrator could 
adapt the model to work on any 
vertical market. This could be an 
excellent solution to the fledgling 
association overstock lists.

Online solutions may not provide 
the bulk of your inventory liquida-
tion efforts, but they are a viable 
tool in your arsenal. I encourage you 
to review the options available and 

see which products in your dead 
stock list have online market appeal. 
As distributors, we will constantly 
generate dead inventory. It is just 
part of what we do. Use this tool, 
and the others I have highlighted 
to turn those captive dollars into 
spendable cash. Dead stock liquida-
tion is not a one time occurrence. It 
is a constant process of identifica-
tion, consolidation and cash recov-
ery. 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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CHALKBOARD AND DRY ERASE DOORS

Have you encouraged kids to scribble on doors? 
The Millennium Collection has added a 
magnetic chalkboard and dry erase option to 
their Ovation® and Encore® lines. Like our mirrors, 
it can be split design with chalk board/dry erase 
one side and the other match your project. 

Contact:  888-454-2888  
www.millenniumDoors.com 

PANNEX™ ALARMED RIM EXIT DEVICE

Door Controls International’s newly designed 
alarm, features: red flashing LED, audible signal 
when armed, penetrating 400 Hz sound, and 
a recessed cylinder for improved installation. 
The devices are now available and shipping 
within our standard lead-time of 3 days or 
less. DCI offers another perfect solution for loss 
prevention and access controlled applications.

Contact:  800.742.3634  
www.doorcontrols.com

PERFORMANCE RATED DECORATIVE DOORS

Stainless steel color mirror finish doors 
manufactured by AMBICO combine beauty 
with performance. A shining example is the 
entrance to an insurance company in Kansas 
City. Because of the owner’s security concerns, 
Level II bullet resistance was required. AMBICO 
manufactured products that integrated 
beautifully with the original façade of this 
heritage building. Read about this project at 
http://www.ambico.com/news/newsletter.asp

Contact:  888-428-2224 
specialized@ambico.com;  
www.ambico.com

NEWLY EXPANDED 2008 PRODUCT CATALOG

TOP NOTCH has released the newly expanded 2008 Product 
Catalog. Experience smooth, fast and efficient order processing 
using this useful business tool. TOP NOTCH has an inventory of 
knowledge and product … just ask the questions, we’ll supply 
the answers!

Contact:  East-PA ........... 800-233-4210  •  Fax: 800-854-4146 
Midwest-MO ... 800-211-4607  •  Fax: 800-211-4608 
West-NV ......... 800-722-4210  •  Fax: 800-248-3620 
sales@topnotch.bz  •  www.topnotch.bz

ALUMINUM GEARED CONTINUOUS HINGES

How can a hinge be green? SELECT aluminum geared continuous 
hinges’ 50-plus-year product life cycle saves the resources needed 
to produce many years’ worth of replacement hinges on high-traffic 
entrances in schools, offices, airports and public buildings. More 
than 25,000,000 cycles in independent testing—10 times beyond 
Grade 1 cycle count—prove their longevity. And we back them with 
our Continuous Warranty™, which covers any hinge failure with no 
expiration date.

Contact:   800-423-1174 
www.select-hinges.com

FIRE & SAFETY RATED GLAZING

Anemostat’s SAFE-Wire™ glass is a fire and 
impact/safety rated glazing material, composed 
of polished wire glass and a special clear surface 
applied safety film. It carries a UL and WHI 
listing for use in doors, sidelites, transoms and 
borrowed lites with fire ratings from 20 minutes 
to 90 minutes, and a Category II safety rating.

Contact:  800-982-9000 
www.anemostat.com 
door@anemostat.com
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S P E C I A L  A D V E R T I S I N G  S E C T I O N

SECLOCK.COM

Security Lock Distributors’ password protected 
website features technology designed to improve 
your business. Full e-commerce functionality 
allows registered users access to more than 
150,000 items. Customers can check stock and 
prices, generate orders, track shipments, view 
past, and current invoices, download technical 
manuals or templates—even while on location. 

Security Lock Distributors—conveniently 
located in; Boston, Las Vegas, Pompano Beach, 
and now, Chicago.

Contact: www.seclock.com

HOTEL ENTRY DOOR SEALING SYSTEMS

Gaps around hotel room doors expose guests to 
hallway noise and life-threatening smoke during 
fire emergencies. They also expose owners to 
the risk of fire code violations during yearly 
inspections under NFPA 80 2007 requirements. 
ZERO’s sealing systems eliminate these problems 
while giving designers a variety of options to 
meet STC and air flow requirements. 

Contact:  800-635-5335 
www.zerointernational.com 

THUMB RELEASE EMULLION™

Post Latch’s eMullion™ with standard electrical 
access and optional luminous strip that may 
assist in building evacuations has re-established 
the removable mullion with customers as the 
strongest and most cost-effective method to 
secure double doors. Our Fire-Rated products 
are Warnock Hersey certified. We provide 
environmentally green products that: function 
consistently without tools/keys; are maintenance 
free; have no visible fasteners.

Contact:  877-576-5309  •  www.postlatch.com

CUTTING EDGE ELECTRIC STRIKES

The eff eff World Strike installs with absolutely 
no cutting or drilling of the frame, and is 
available with both vertical and horizontal 
adjustments, and in a standard and a heavy 
duty model. The Adams Rite Ultra Line 7400 
Series has over 2000 lbs. of holding force and 
amazingly releases under 30 lbs. of preload. It 
can operate at 12, 16, or 24 volts AC/Dc right 
out of the box. And the HES RF5010-IA Series 
are the first electric strikes that include an 
integrated prox car reader built right into the 
strike.

Contact:  800-221-2052 
www.mfsales.com 

Product
Catalog

Ask for your

  and
Access
Control 
Reference 
Guide

Call us today 
at 1-800-321-9602 

CLOSER. FASTER. BETTER.

Akron Hardware is your best option when you need 
product in a hurry. With four distribution centers 
nationwide, same day shipping, knowledgeable Sales 
Professionals, and free freight on all UPS Ground 
orders, Akron Hardware is your Closer, Faster, Better 
and non competitive source! Get your copy of our 
latest Product Catalog and Access Control Guide by 
calling us today.

Contact:  800-321-9602  
www.akronhardware.com

ELECTRICFIED HARDWARE

Are you still unsure about electrified hardware? Midwest 
Wholesale Hardware can help, use our electrified hardware 
manual at midwestwholesale.com. It is complete with the elevation 
diagram, system operation, schedule and hardware list.

Contact:  Kansas City, MO . . . . . 800-821-8527 
 Orlando, FL . . . . . . . . . 800-659-8527 
 Visalia, CA . . . . . . . . . . 888-707-8527 
Elizabethtown, PA . . . 800-821-8527 
www.midwestwholesale.com
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PEOPLE

Cornell Iron Works  
Announces 
Management Hires 

Cornell Iron Works 
i s  p l e a s e d  t o 
announce the hiring 
of two executives 
to join their team of 
associates. 

J o s e p h  H e l l e r 
has joined Cornell 
as Vice President of 
Manufacturing. He 
continues the work 
of Richard Knupp, 
who retired after 20 

years of service with Cornell. Joe worked 
as Director of Operations for a large Rolling 
Door manufacturer for fourteen years and 
most recently was Director of Operations 
for a large commercial HVAC equipment 
producer in the Midwest. He brings a high 
level of product knowledge, energy and 
professionalism to the job. 

Cornell has also hired an outstanding 
leader to take over as the new Director 
of Quality and Safety. David Moon joins 
Cornell from the aluminum extrusion 
industry and brings a fantastic education 
and manufacturing background. Through 
Dave, Cornell looks forward to creating 
the new standard in industry quality. 

For more information about Cornell 
or their products, visit www.cornelliron.
com, email cornell@cornelliron.com or 
call 800-233-8366.

Reliant Glass & Door Systems  
Announces New Milwaukee Account Manager 

Reliant Glass & Door Systems, LLC is 
pleased to announce the hiring of Kristine 
Nourse as the new After-Market Account 
Manager servicing the greater Milwaukee 

area. Kristine will be responsible for 
servicing Facility Managers, Buildings & 
Grounds Directors and building owners 
with all their commercial door, hardware 
and glass & glazing needs. Most recently, 
Kristine was involved with Project 
Management and Sales for Wisconsin 
Automatic Door, Inc.

For more information, visit www.
r e l i a n t g l a s s a n d d o o r. c o m  o r  c a l l 
800-234-7432

Overly Door Company Announces New Vice 
President and Chief Operating Officer of the 
Overly Companies

Overly Door Company and Tiger Door, 
LLC, manufacturers of Specialty Door 
Products, are proud to announce that 
Charles Baugh has been named Vice 
President and Chief Operating Officer 
of the Overly Companies.  He will have 
authority over, and responsibility for, day 
to day operations of Overly Door, Overly 
Manufacturing, and their subsidiaries.  
Also, Tim Blackburn has been promoted 
to Director of Engineering for Overly 
Door and Tiger Door, LLC. 

Overly Door Companies: phone 1-800-
0979-7300; email: overly@overly.com; 
web: www.overly.com

K2 Commercial Hardware  
Announces Sales Agency Representatives

K2 Commercial Hardware, a division of 
Black and Decker Hardware and Home 
Improvement, has appointed D. L. Collins 
Associates as their sales agency to rep-
resent the product line in Arkansas, 
Louisiana, Oklahoma and Texas.

Moran Sales Associates has been 
appointed as their sales agency to 
represent the product line in Western 
Tennessee, Mississippi and Alabama. 
Headquartered in Memphis, Tennessee, 
Moran Sales is represented by Jack Moran 

and Lee Haag.
The Spencer Group will represent 

the product line in Eastern Tennessee, 
North Carolina and South Carolina. The 
Spencer Group has two locations in both 
Greensboro, NC and Mathews, NC.

Fo r  m o r e  i n f o r m a t i o n ,  co nt a c t 
w w w. k 2co m m e rcia lh a r d w a r e . co m  
866-590-2094.

PRODUCTS

Hager’s New 4500 Series Grade 1 Exit 
Devices Offer Greater Quality and Value for 
Commercial Door Hardware Applications

Hager Companies’ new 4500 Series Grade 
1 Exit Devices give architects, commercial 
builders and anyone who specifies com-
mercial door hardware a combination 
of quality and value that‘s unique in the 
marketplace—along with industry-exclu-
sive lifetime warranties

Like many of Hager’s Grade 1 door 
hardware products, these new ANSI/
BHMA certified 4500 Series Exit Devices 
are constructed of superior materials like 
die cast caps and head covers. 

For example, thru-bolts are included 
with every model, as well as both wood 
and metal screws. These new exit devices 
also feature slotted strikes, allowing an 
installer to make easy adjustments to align 
the latch with the strike. A non-handed 
design offers added versatility. And 
escutcheon trim, with the locking mecha-
nism built inside, reduces door prepara-
tion by requiring fewer holes in the door.

For additional information, visit www.
hagerco.com 

1 Amp Class 2 Access Control   
Power Supply Module

The economically priced 621B Value 
Series 1 Amp Access Control power sup-
ply module incorporates two field select-
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able 12/24VDC power 
l i m i t e d  o u t p u t s , 
including, 1 switched 
output and 1 auxil-
iary output. Control 
inputs include 1 (NO) 
trigger input and 1 
supervised emergen-
cy release input with 

selectable non-latching or latching with reset capability for use 
where required by code. Other features include a battery char-
ger and AC input, DC output and battery status LED indicator. 
An SDC TP2440, 24VAC, 40VA plug-in transformer is recom-
mended for AC input. The SDC 621B Value series power supply 
module is ideal for power and battery backup of electric locking 
devices and access controls, including application requiring fire 
emergency release. 

Contact SDC at 800-413-8783 Email: Service@sdcsecurity.
com, Web: www.SDCsecurity.com

Kaba Access Control Introduces Peaks®  
Preferred Patented  Key Control System

Kaba Access Control is pleased to introduce the Peaks Preferred 
patented key control system. No other patented key control system 
offers the quality, flexibility, and extensive retrofit ability, with the 
convenience of a one key system—thus making replacements or 
upgrades much simpler and more economical. Peaks Preferred pro-
vides the security of a long patent life—through 2024. With security 
features that protect both the keys and the cylinders, Peaks Preferred 
gives you complete control over key duplication—including legal 
protection against unauthorized manufacture or sale of key blanks, 
cut keys, and pinned cylinders. 

To find out more about Kaba Peaks Preferred patented key 
control, please consult with a Kaba Peaks Dealer, visit our 
website at www.kabaaccess.com or call us at 800-849-8324 or 
336-725-1331.

Dialock Locking Systems From Häfele

Hafele’s commitment to finding better ways extends into the 
Dialock locking systems program which incorporates flexible, 
integrated access control components to ensure security. 

Dialock delivers radio frequency identification (RFID) technol-
ogy and electronic locking in stand-alone, programmed or fully 
networked solutions. Custom features and modular compo-
nents allow system designers to specify access control solutions 
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precisely tai-
lored to each 
installation. 

Dialock solu-
tions feature 
small transpon-

der keys (an RFID read/write credential) 
that offer optimum security, a long service 
life without batteries or mechanical wear, 
and flexible programming based on wire-
less data transfer. With more than a trillion 
possible code combinations, it’s an intelli-
gent key system and a secure identification 
system that’s copy and tamper proof. 

For more information on Häfele’s 
Dialock locking systems, please visit us at 
www.hafele.com/us info_us@hafeleam-
ericas.com, phone 800-423-3531.

Secure Our Schools & Campuses with 

Continental’s CardAccess 3000 
Continental Access has evolved into the 
developer of tomorrow’s school and 
university security solutions today. From 
components to complete turnkey sys-
tems, Continental utilizes its CardAccess 
3000 software management system. This 
complete facilities management and 
security system has worldwide recogni-
tion for its reliability and flexibility with 
a proven track record of over 40 years 
of service. Our software provides the 
integration necessary to bring all of your 
security technologies together into one 
easy to use graphical interface.

To protect students and facility, 
CardAccess 3000 gives you peace of mind 
in the event you are required to lockdown 
a part of your campus or school. Instant 
lockdown at the first sign of trouble 

makes CardAccess 3000 an indispensable 
tool in protecting both our population 
and property. Robust CCTV capabilities 
give you the ability to see what’s going 
on, and with badging you know instantly 
who is where. 

To learn more about CardAccess 
3000’s one system fits all security solu-
tion, visit www.cicaccess.com or call 
1-800-645-9330. 

SECURITY SYSTEMS ANALYST CALLS 
MAYFLOWER’S NEW TAG PROGRAM 
INDISPENSABLE

Aaron Kutz, a 
security sys-
tems specialist 
in Manalapan, 
N J  h a s 

recently started using the free services of 
Mayflower’s Technical Advisory Group TAG®. 
He finds that they greatly assist him when 
it comes to making important decisions 
regarding a range of issues, including prod-
uct selection, installation and maintenance. 
He adds that, “It used to be when I’d get a 
request for an unusual product or installa-
tion that I did not know how to handle, I’d 
be in trouble.” He calls Mayflower’s Tag Plan, 
“An important backup that really comes in 
handy, particularly for the types of access 
control and similar installations I do not see 
every day.”

TAG® as well as other innovative new 
systems and procedures are some of 
Mayflowers’ expanding dealer support 
services. For additional information on 
Mayflower as well as for your free copy of 
Mayflower’s new catalog, call 1-800-221-
2052, www.mfsales.com

Cornell Iron Works, Inc. to  Acquire the 
Cookson Company

Cornell Iron Works has reached an 
agreement to purchase The Cookson 

   i n d u s t r y  a c c e s s
p r e s s  r e l e a s e
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       MISSING 
     FIRE DOOR LABELS? 

 
 

 

 

      We Can Re-label Them 

 By Inspection & Examination 

 
• Steel Door Frames—90 min. 
• Steel Doors—90 min. 
• Wood Frames—20 minutes 
•
 Wood Core Doors—20 min.

 

• Mineral Core Doors—45  

or 90 min. 

• We Label the Door & Frame & 

Comment On the Hardware 

 
Guardian Fire Test Labs, Buffalo, NY 

Area Office:  15 Wenonah Terr.,  

                   Tonawanda, NY 14150-7027 

Office Phone:  716 835 6880  

               Fax:   716 835 5682  

Email:  gftli@earthlink.net 

Web Site:  www.firetesting.com 

     GUARDIAN IS AN ISO 17025-2005 

             ACCREDITED TEST LAB 

 

 

GUARDIAN 
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Company, in its entirety, effective May 28. The Cookson 
Company is a premier rolling door manufacturer with facilities 
in Phoenix, AZ and Gastonia, NC. 

With the continued leadership of the Cookson broth-
ers, Cornell plans to aggressively grow both the Cornell and 
Cookson brands independently, while leveraging the opportu-
nities and efficiencies that being the largest U.S. rolling door 
manufacturer provides. While separate manufacturing, sales 
and distribution channels will be maintained, aligning the lead-
ership of these two brands will create a driving force within the 
marketplace. 

For more information about Cornell or their products, visit 
www.cornelliron.com, email cornell@cornelliron.com or call 
800.233.8366.

ABH Manufacturing Offers Custom Colors for 
Aluminum Continuous Gear Hinges

ABH Manufacturing now offers hundreds of 
custom colors for our aluminum continuous 
gear hinges. View color samples by visiting 
our newly updated Web site www.abhmfg.
com. Any questions on custom colors or any 
other ABH products feel free to call us (630) 
875-9900; or Email abhinfo@abhmfg.com.

Negwer Offers Customers New Taping Tool Rental Service 

Material supplier chosen as an authorized rental location by 
Goldblatt Tool Co.

Negwer Materials Inc. has announced a strategic partnership 
with Goldblatt Tool Co. to offer drywall contractors a new tap-
ing tool rental service effective March 10, 2008. 

As an authorized rental facility, Negwer offers professional 
dry wall contractors the option to rent or buy a broad line of 
automatic drywall taping tools from Goldblatt Tool Co., a man-
ufacturer of concrete, drywall and masonry tradesmen tools. 
The new service is offered at select Negwer locations covering 
central Missouri (Columbia), metropolitan St. Louis (St. Louis 
and Belleville, Ill.) and Central Illinois (Peoria and Springfield). 

Founded in 1924, Negwer Materials, Inc. supplies building 
materials to general contractors, architects and specialty con-
tractors. Products include acoustical systems; doors, frames and 
hardware; exterior wall systems; fasteners and tools; interior 
wall systems; CSI Division 10 specialty items; and light gauge 
steel trusses. Divisions include NMI Associates, Negwer Door 
Systems and Negwer Specialties. For more information, visit 
www.negwer.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.
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Security (DHS) staff, the Foundation has  
determined that a large portion of the federal funding 
from both departments goes to the state and local 
level. The Foundation has adapted its strategy and is 
pursuing the funding at those levels (which we will 
highlight in next month’s issue).
n Martin Walsh, Foundation President met with 
Congressman Thomas Latham (R-IA) at the congress-
man’s Washington, D.C. office last month. Rep. 
Latham, who represents Iowa’s 4th Congressional 
District, listened as President Walsh discussed the 
Foundation’s role in creating awareness for the fire 
door inspection program and our role in providing 
security guidelines for K-12 and college campuses. 
n The Foundation is uncovering other potential 
federal funding opportunities as well. This includes 
funding through the Directorate Science & Technology 
(S&T Directorate) at DHS and Emergency Management 
& Response (EMR) at Centers for Disease Control & 
Prevention. The S&T Directorate, in partnership with 
the private sector, national laboratories, universities, 
and other government agencies (domestic and foreign), 
helps push the innovation envelope and drive devel-
opment and the use of high technology in support of 
homeland security. EMR focuses on increasing the 
nation’s ability to prepare for and respond to public 
health emergencies, including protection of facilities.

As the Foundation continues to provide education 
and awareness, the results of these efforts are taking 
hold. The process is long, but necessary. Your contin-
ued support of the Foundation enables us to continue 
this important work. 

Next month’s article will highlight the Foundation’s 
efforts at the state and local level.  

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

Foundation  from page 8
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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. 



DHI Edu_RegForm_Conf2008_5-2-08

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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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:
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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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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.

Discover the Southwest’s most exciting and fastest growing city. Outdoor 
activities abound, with three national parks a day trip away, along with Red 
Rock and Lake Mead National Recreation Areas at our door. Enjoy year round 
golf, boating, biking, hiking, rock climbing and, of course…Las Vegas is the 
entertainment capital of the world!
Submit your resume to:

DORWIN SYSTEMS 
6585 Escondido St., Suite D 

Las Vegas, NV  89119 
Fax: (702) 616-3737 

Email: jclancy@dorwinsystems.com 

SALESPERSON/ESTIMATOR
Our business continues to grow and 
we want you to join our team. We are 
seeking a self motivated Salesperson/
Estimator with a minimum of two years 
experience in the architectural door, 
frame and hardware industry. AHC/
CDC a plus but not required. Strong 
computer, math, communication and 
inter-personal skills are essential. Ce-
command/Comsense software experi-

ence a plus.

JOB RESPONSIBILITIES
Effectively interface with contractors 
and co-workers.
Produce takeoffs and proposals from 
blueprints.
Demonstrated ability to develop a loy-
al customer base.

QUALIFIED CANDIDATES WILL BE
• Self Motivated  •Enthusiastic

VIVA LAS VEGAS!
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DOOR AND HARDWARE SALES

We are looking for an experienced Sales Consultant for our Ottawa operation. 
This position may lead to a possible branch management role for the right 
candidate. 
With more than 50 years in the commercial architectural door and hardware 
industry, Allmar International has built a reputation on integrity and superior 
customer service in 15 Canadian cities.
Interested applicants should contact:

ALLMAR INTERNATIONAL 
Attn: Elise Mayberry, Dir. of Human Resources 

287 Riverton Ave. 
Winnipeg, Manitoba 

Ph: (204) 654-6409; Fax: (204) 668-2837 
E-mail: recruiting@allmar.com

>>> CONTINUED at www.dhi.org

Help Wanted

 

  
 

  

 

 

  

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

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

Architectural Products of Virginia 
is seeking project managers for our 
Ashland office. For more informa-
tion, please visit our website at  

www.apva.com.

Classifieds Corner

SALESPERSON

Akron, OH  

E-mail: jimb@fredjcrisp.com

Location,  Location,  Location!
 Help Wanted

 Positions Wanted

  Businesses  
for Sale

DHI CLASSIFIEDS 
Online or In Print!
The only industry-specific resource for 
finding who—or what—you need!

contact: Cathy DeCenzo • 703-766-7026  

classifieds@dhi.org • Visit www.dhi.org

1/4 Location Ad 4/c—Jan 08



DHI 2008 VIRTUAL CONFERENCE
PROGRAM SCHEDULE

September 17    Overview of changes 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

JULY

Join us Wednesday, July 16 at 11:00 am EST as Keith 
Pardoe, DAHC, CDC, Director of Education and 
Certification, presents a comprehensive overview of 
DHI’s Fire Door Assembly Inspection Class (FDAIC). 
This program made its debut at the 2007 Conference 
& Exposition in Nashville and was one of the most 
anticipated programs of the year. If you didn’t get a 
chance to find out what all the buzz was about then, 
now is your chance. This overview session will provide 
a great opportunity to learn more about this incredible 
program from the convenience of your own office. It 
also provides you all the tools you need to get on path to 
becoming a Fire Door Inspector today.

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 PROGRAMS

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 JULAUG_ver2_052108.indd   1 5/21/08   12:26:33 PM

FREE ADVERTISER INFORMATION AT: www.thru.to/dhi
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H 
ow does a hinge, lockset or door closer become 
a particular color and texture? Hardware items 

are available in many different finishes intended to 
enhance the appearance, durability and even the 
cleanliness of each product. Methods of finishing 
architectural metals depend on the base material 
and the desired appearance result. 

ANSI/BHMA A156.18—2006 American National Standard for Materials 
and Finishes establishes code numbers and finish test 
methods for finishes on various base materials. It 
includes criteria for viewing comparative finishes to 
the BHMA match plates and establishes five catego-
ries of finishes. 

The code numbers found in this standard are 
commonly referred to as “three digit” finish designa-
tions as opposed to the former “US equivalent”. The 
main advantage to using the three digit designation 
is that the base material is automatically described. 
For example, US3 describes the color and texture of 
a bright brass finish, but does not include any infor-
mation about the base metal. On the other hand, 605 
is the designation used for a bright brass finish on 
brass base and 632 is bright brass plated over steel.

Why is this important? Two common situations 
where the base material is critical are fire-rated 
openings and exterior openings. Fire-rated doors are 
required to be self-closing, self-latching and hung on 
ferrous hinges or pivots. The melting point of steel is 
much higher than that of brass or bronze allowing 
a steel hinge to withstand the high temperatures of 
a fire without causing the door to sag and possibly 
become unlatched. 

Exterior doors, or doors in corrosive areas such 
as swimming pools, should avoid the use of steel 

hardware. There are many steel alloys, but one in 
particular bears notice when it comes to hinges: 
stainless steel. This steel is composed of some chro-
mium, which reacts with oxygen in the air to form 
a very thin film of chromium oxide on the surface 
of the steel. This oxide becomes a protective layer, 
preventing the steel inside from reacting to any 
other elements.

The main benefit of stainless steel in hinges is 
that the metal won’t rust, even when exposed to salt 
water and salt air, where a steel hinge alone would 
begin to rust within a year. Specifying US26D (satin 
chrome) finish for these examples omits the base 
metal description. Instead, using 652 for the fire-
rated door and 626 for the exterior door describes 
steel and brass or bronze base metals respectively. 
What if the door is both fire-rated and in a corrosive 
environment? Stainless steel qualifies as a ferrous 
material and 630 (satin stainless steel) is usually 
acceptable as a matching finish.

BHMA provides sample finishes called match plates 
that are used for comparison to actual finishes and 
are the basis of determining the appearance of each 
finish description. Among the most common finishes 
are the textures defined as bright and satin. By defi-
nition, bright is reflective to almost a mirror-like 
characteristic and satin is a smooth dull finish with 
a directional pattern. Another popular finish defi-
nition is oxidized which is described as “converted 
to oxide by combining with oxygen or removing 
hydrogen” This is the method used to create 613 (oil 
rubbed bronze) finish also called US10B.

In order to compare finishes, article 3.3.2 states that 
“Comparative finishes shall appear the same as 
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the BHMA match plate when viewed two feet apart 
and three feet away. The two samples shall be under 
the same lighting conditions and on the same rela-
tive plane.” This allows for slight variations in finish 
appearance that may be more obvious if the two 
samples are placed directly next to each other. The 
other practical explanation to this logic is that two 

different hardware items are usually not placed exactly 
next to each other when applied to a door.

Test requirements for finishes include: salt spray test; 
perspiration test; humidity test; abrasion resistance test; 
and ultraviolet light and condensation test. ANSI/BHMA 
Standards for each product type will describe the 
required finish tests for that particular hardware item. 

1.  What is the ANSI/BHMA Standard for Materials 
and Finishes 

  _____________________________________________

2.  For each of the following openings, select a finish 
using the three digit finish designation

a. Exterior door, satin brass _____________________

b. Fire-rated door, satin brass ___________________

c. Fire-rated door in a sewage treatment plant _____

d. Public washroom door, bright chrome _________

3.  According to ANSI/BHMA A156.18, how far apart 
should two finish samples be placed for comparison?

  _____________________________________________

To acquire CEP points, answer the following questions:
You will need to look in a manufacturer’s catalog or ANSI/BHMA A156.18 for assistance with the questions.
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