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Security Lock Distributors didn’t get to be the largest distributor
of life safety and security products just selling locks.

S U P P L Y I N G  I N T E G R A T E D  S O L U T I O N S

The truth is, we don’t really sell locks – we help you determine which security solution is right for you.

With so many choices and so many different products available, we know how

complicated purchasing decisions can be. Our goal is to help 

you make the right decision by offering our expertise and knowledge.

The right decision means recommending the right product at the right price.

It all comes down to this – to us, a customer doesn’t just represent a sale. Every time 

a customer calls or walks into one of our locations, it represents an opportunity for us 

to provide solutions by offering a lifetime of security knowledge.

Which is why we’re not just about selling locks – you can count on us for 

objective advice and honest answers to your technical questions.

How do we do it? Well, for starters, we have the best people 

in the industry. Not just the best salespeople, but 

the best people. People who are genuinely

interested in your business – good listeners who know how to solve your technical problems,

not order-takers in a hurry to move on to the next call. We don’t do business that way at 

Security Lock Distributors. We wouldn’t be around for more than 20 years if we did.

Our friendly staff and extensive inventory can provide you with

security solutions for your most demanding needs – that’s what makes us different. Give us a

call or visit any of our three locations to see what we mean when we say “we don’t really sell locks”.

securitylockdistributors.com Boston, MA   • Pompano Beach, FL   •   Las Vegas, NV              1-800-847-5625

glynn-johnson.com              iveshardware.com             lcnclosers.com             locknetics.com monarchhardware.com                schlagelock.com                vonduprin.com

A Proud CSD Partner & Leading Distributor of Ingersoll Rand Life Safety & Security Products
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T 
he opportunities for our industry� 
continue to mount. the latest is in the legisla-
tive arena with the advancement of campus 

security… a sweet spot for our industry! 
Congressman Bobby Scott, representing the 

Commonwealth of Virginia, has authored a 
bill, H.R. 748 Campus Safety Act of 2009, which 
will establish and operate a national Center for 
Campus public safety. the bill has passed the 
united states house of representatives and is 
before the Senate Judiciary Committee at this time. 
it is not a controversial bill and has the potential to 

“hotline” which is a process enabling bills to pass 
which have no concrete opposition. Unfortunately, 
the Senate Judiciary Committee is focused on the 
supreme Court nomination of sonia sotomayor 
and this legislation is a low priority. 

As noted above, the legislation will authorize the 
establishment and operation of a national Center 
for Campus Public Safety. The office is authorized 
to award grants to institutions of higher education 
and other nonprofit organizations to assist in carry-
ing out the functions of the Center which are to:
1.  provide quality education and training 

for campus public safety agencies and 
institutions of higher education and the 
agencies’ collaborative partners, including 
campus mental health agencies;

2.  foster quality research to strengthen the safety 
and security of institutions of higher education;

3.  serve as a clearinghouse for the identification and 
dissemination of information, policies, proce-
dures, and best practices relevant to campus 
public safety, including off-campus housing 
safety, the prevention of violence against persons 
and property, and emergency response and 
evacuation procedures;

4.  develop protocols, in conjunction with the 
Attorney General, the Secretary of Homeland 
Security, the Secretary of Education, State, local, 
and tribal governments and law enforcement 
agencies, private and nonprofit organizations and 

associations, and other stakeholders, to prevent, 
protect against, respond to, and recover from, 
natural and man-made emergencies or dangerous 
situations involving an immediate threat to the 
health or safety of the campus community;

5.  promote the development and dissemination 
of effective behavioral threat assessment and 
management models to prevent campus violence;

6.  coordinate campus safety information 
(including ways to increase off-campus 
housing safety) and resources available from 
the Department of Justice, the Department 
of Homeland Security, the Department of 
Education, State, local, and tribal governments 
and law enforcement agencies, and private and 
nonprofit organizations and associations;

7.  report annually to Congress and the Attorney 
General on activities performed by the Center 
during the previous 12 months.

there is a great opportunity for our industry if 
the Center is established. The key will be to create 
awareness of the key role our products can and do 
play in life safety and security on campuses. our 
strategy will first be for DHI to lobby for the success-
ful adoption of this bill. We are currently implement-
ing specific strategies to advance the bill. We will be 
identifying a republican to solicit their sponsorship 
of the bill and attempting to get the Senate Judiciary 
Committee to move the bill forward. We have met 
with staffers from the Committee as well as other 
legislators to garner support.

the next strategy will be to position the door 
security and safety foundation (formerly the 
Foundation for the Advancement of Life Safety 
and Security) as a non-profit that can offer educa-
tion and specific research through grants from the 
Center. If we succeed, then we can advance the 
awareness of the role our life safety and security 
solutions can play daily on campuses and move 
forward with the necessary support at the campus 
decision stage for our products and solutions. the 
opportunities just continue!  

Opportunities for Our Industry  
 Continue to Abound

i n  t o u c h

By Jerry S. Heppes, Sr., CAE 
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C 
ompanies have a variety of reasons
 for a name change—Merger, better reflec-
tion of current operation, quick u-turn, 

desire to be user-friendly, fashion trends (think 
green), and building on the existing brand.

here are some famous company name changes. 
see if you know what they changed their name to: 
(answers at the end):

1. Quantum Computer Services
2. BackRub
3. Diet Deluxe
4. Computing Tabulating Recording Corporation
5. Marafuku Company
6. Brad’s Drink
7. Jerry’s Guide to the World Wide Web
the foundation received feedback from a survey 

that was taken last year where a large percentage 
of the respondents indicated that the name was 
too long or that the name did not do a good job of 
conveying the message of what we actually did. a 
foundation for the advancement of life safety and 
security. how do we advance life safety and secu-
rity? hence the question became—from that name, 
with no further information, could a potential 
outside supporter of the foundation give me some 
idea that they understood what we do?

Based on the results of this survey, we took some 
calculated steps to determine if the information 
we received was valid. so, the foundation worked 
with a small PR firm, providing the firm with 
the information from our survey. the report that 
resulted from the study laid out some clear and 
concise reasons to change the name so that it was 
more descriptive of what we do and who we are. 

The name needed to be a better reflection of our 
current operation as well as build on our existing 
brand. it needed to give the end-user some sense of 
what we do, even if it did not paint the entire picture.

Door Security and Safety Foundation accomplishes 
this. this name gives the end-user a good idea 
of what this foundation does. a person outside 

of this industry should now have a good idea of 
what we are about. also, implementing the use of 
different taglines depending on the venue, along 
with the name change, will only help to make the 
name and message clearer. 

for this organization, going so far as to actu-
ally change our name is sending a signal that 
the foundation board likes the direction we are 
headed. We are sending a signal out to all those 
with an interest in this foundation that our name 
has changed, but our identity remains consistent 
with our mission, ‘…to promote secure and safe 
openings that enhance life safety.’ 

this is a positive change as we continue to build 
on our efforts over these past several years. We 
have made very positive in-roads with our ahJ 
training program and our college campus security 
training curriculum in virginia. these types of 
successes have enhanced the foundation’s posi-
tion as an authority in these areas. our name 
change will only help to solidify our efforts.

Famous Name Changes Answers

Quantum Computer Services—founded in 1985, 
and renamed america online in october 1991. 
america online soon became synonymous with 
“online service” and grew to become one of the 
world’s largest internet service providers.
BackRub—the world’s #1 search engine was 
created in 1996 under the name “Backrub.” Larry 
Brin and serge page’s technology went on to revo-
lutionize the search industry, renaming their busi-
ness and technology “Google” in 1998.
Diet Deluxe—an inspired re-branding decision if 
ever there was one—healthy Choice foods.
Computing Tabulating Recording Corporation—
renamed to international Business machines 
(iBm) in 1924.
Marafuku Company—Created in 1889, the marafuku 
Company changed its name to nintendo playing 

Foundation to Change Its Name By Bill Johnson, Managing Director, 

Door Security and Safety Foundation

l i fe  safet y  &  secur it y  FOUNDATION

Change to take effect in early September; will be the ‘Door 
Security and Safety Foundation’

continues on page 79
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any of you may remember the last 
DHI Industry Issues Research Project 
conducted by Frank Lynn and Associates 
in the spring and summer of 2000 with the 
results presented that September at the 
DHI 25th Conference and Exposition in 
San Francisco. At that time, the economy 
and non-residential construction were 
in the very early stages of a significant 
decline, the third of three major non-
residential construction recessions since 
1980. That one lasted until early 2004 with 
construction activity falling 25% in that 
period. Let’s hope this current recession 
and decline doesn’t last that long or go 
that deep! There are mixed signs on the 
horizon but only time will tell how long 
it will be before our industry transitions 
from “surviving to thriving.”

Back in 2000 the primary distribution 
channel issue of concern was “disintermedi-
ation,” the removal of intermediaries in the 
supply chain, i.e. “cutting out the middle-
man.” Instead of going through traditional 
distribution channels, which had some 
type of intermediate such as a distributor, 
manufacturers would deal with customers 
or end users directly, for example via the 
Internet. This was happening in some other 
industries and still is, but fortunately has 
not been the case in ours, then or now. But 
what about the future?

There were three critical findings in that 
2000 research project:

 ■ Change in the industry was at 
an unprecedented level, and was 
accelerating.

 ■ A framework was needed to allow 
companies to define change for their 
business in the face of the industry 
transition taking place.

 ■ All industry participants had the 
opportunity to benefit from the market 
change if they were willing to take on 
the hard decisions in their business.

so what is different today? Is that 
overarching issue from 2000 still in play 
today or is there a new, more significant 
one? Or maybe many smaller ones that 
could combine to become a momentous 
one? Do the three critical findings in the 
2000 research still exist? DHI wants to find 
out, so we have contracted Indian River 
Consulting Group and their nationally 
recognized team of supply chain experts to 
conduct an independent industry research 
project and present their findings at the 
2009 Forum for the Future in Orlando, FL 
this September. We want you to come and 
hear the results, along with strategies to 
mitigate negative impacts from the issues 
and trends and maximize the commercial 
benefits to you and your company.

The strong economic headwind we 
face each day can cause serious levels of 
confusion, frustration, and disappoint-
ment and can sometimes blind you to 
the business issues at hand. The Forum 
for the Future presentation of these new 
research results will give you insight 
and guidance, and will focus on the 
more important “direction of the wave” 
and not just the “size of the tide.”

This informative presentation will also 
include moderated round table discussions 
over lunch on the best and worst practices 
of manufacturers and distributors. You 
can take part in this meaningful exchange 
between trading partners, which will 
result in the publication of an industry 
best practices guide to help our industry 
going forward.

2009  Industry Issues 
Research Project

M
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2009 Forum for the Future
We will look at today’s industry conditions, and discuss 
possible scenarios of how they might evolve in the 
future. Some of these important industry issues include:

 ■ succession planning and ownership transfer
 ■ employee hiring and retention
 ■ business technology and capital investment
 ■ geographical market expansion, organic growth 

and acquisitions
 ■ productivity improvements
 ■ e-commerce
 ■ sustainable construction

We will also look at snapshots of key industry bench-
marks and trends from 2005 until today, and provide 
projections for the future up to 2012. Some of these key 
industry benchmarks include:

 ■ sales by various product groups
 ■ sales to various customer types, i.e., contractors/

new construction versus end users/aftermarket
 ■ service revenues, i.e., installation, specifica-

tion writing, engineered drawings, openings 
inspections

And finally, we will also discuss supply chain issues and 
relationships between the various segments of the 
distribution channel. Some of these significant supply 
chain issues include:

 ■ consolidation of both manufacturer and  
distributor companies

 ■ communication and relationships between part-
ners within the channel 

 ■ selling products versus integrated solutions

If your company wants to “play to win,” not just “play 
not to lose,” then you need to attend the 2009 Forum for 
the Future. You’ll come away with a greater understand-
ing of our industry issues along with insight to help 
channel future change into business opportunities.  

Sponsored by DHI and the 
Foundation for the Advancement 
of Life Safety and Security
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value engineered and 
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T 
o upgrade, or not to 
upgrade? that is the question  
most facility professionals ask when 

they have outgrown their offline security 
system and want the advantages that only 
an online solution can provide. But what 
holds them back? Oftentimes it is the lack 
of wired infrastructure and the cost and 
disruption of getting those wires to the 
openings they want to secure. 

Lehigh Career & technical Institute 
(LCtI) in Schnecksville, pennsylvania 
recently faced this dilemma and solved it 
by leveraging their existing WiFi computer 
network. All they needed were Profile 
Series v.S2 locksets from Sargent®.

“our goal was to enhance security 
and convenience,” said dan Kotran, the 
facility manager at LCtI, the country’s 
third largest vocational school spread 
over 500,000 square feet. “each day, 
roughly 3,000 students pass through our 
doors. With that much space to cover and 
such a large student population, it can 
be difficult to ensure properly secured 
doorways. Ideally, we wanted to estab-
lish online access control on doorways 

throughout the facility and not just the 
main entrances. But we don’t have the 
wiring infrastructure in place to support 
such an initiative and installing wiring to 
each door was too cost prohibitive.”

After consulting with Rick Rollins, 
electromechanical Specialist with aSSa 
aBLoY door Security Solutions, Kotran 
learned the Sargent v.S2 lockset would 
allow him to upgrade to access control 
without the need for wires.

The Profile Series v.S2 line is available in 
grade 1 mortise lock, cylindrical lock and 
exit device configurations, and integrates 
WiFi technology, security controller, HId 
proximity reader, and door position and 
request-to-exit sensors to provide monitor-
ing capabilities. they even have optional 
keypads for higher security applications, 
like co-ed residence halls and computer 
rooms. By incorporating open-standard 
802.11 b/g WiFi technology into the v.S2 
product design, facilities can leverage 
their existing wireless network or simply 
build a network with standard off-the-
shelf products. 

the v.S2 works with any open-architec-

c a s e   S T U D Y

It’s easier than you think with WiFi
Online SecurityOnline Security

B y  L e s t e r  L a P i e r r e

Lehigh Valley Career and  
Technical Institute in 
Pennsylvania completed a 
simple upgrade of its access 
control system using SARGENT 
WiFi-enabled locksets.
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ture access control system, provid-
ing centrally managed control 
without many of the costs, labor 
and infrastructure upgrades associ-
ated with a traditional hardwired 
system. 

“We wanted a smart, online lock-
set that would tie into our existing 
wireless network without having 
to run wiring to each doorway,” 
Kotran explained. “The locks that 
were previously in place were 
offline and required us to visit 
each doorway anytime a change 
was made to user profiles. Since 
the existing locks were offline, no 
wiring infrastructure was in place 
to upgrade to an online, hardwired 
lockset. However, the facility does 
have a WiFi network in place. 
When we learned ASSA ABLOY 
offered an online lockset that could 
tap into our WiFi infrastructure 
was available, we jumped at the 
opportunity.” 

Each v.S2 lockset is capable of 
storing up to 2,000 unique credential 
IDs and 10,000 events. This allows 
“access granted” decisions to be 
made right at the door. The benefits 
of this design are instantaneous 
alarms, minimal reliance on network 
bandwidth, and system redundancy. 
Unlike other wireless lock solutions, 
the locks continue to provide access 
and record transactions, even if the 
wireless network is temporarily 
unavailable. In addition, the devices 
are “linked” to a central location 
where LCTI facility personnel estab-
lish and manage all student, faculty 
and staff access privileges and moni-
tor event transactions. This improves 
security and lessens the burden on 
facility personnel. 

In addition to the ANSI/BHMA 
Grade 1 hardware, v.S2 products 
incorporate an HID-compatible 125 

kHz proximity reader as well as 
sensors that monitor door position 
and request-to-exit activity. All 
communications to and from the 
locksets are conducted via open 
standard 802.11 b/g WiFi infrastruc-
ture eliminating the need to run 
cables from the door to the access 
control system.

LCTI has installed 22 SARGENT 
v.S2 locksets throughout the facil-
ity. Power to the v.S2 locksets are 
supplied by six AA batteries. 

“Installing the locks couldn’t 
have been any easier,” Kotran 
mentioned. “There were no wires 
to run and, since the locks do not 
require any proprietary wireless 
infrastructure, they instantly 
worked with our WiFi network.”

“This new locking system has 
given us greater control of our 
facility security,” he continued. 
“We are now able to interrogate 
the locks from a central location 
and monitor who accessed the 
opening and at what time. We 
know when a problem occurs at the 
door and no longer have to make 
routine inspections. Our facility 
personnel spend less time tending 
to doorway-related problems.”

Kotran says students and staff 
frequently lose FOB keys. In the 
past, this would require facility 
personnel to visit each door and 
issue new commands to the lock in 
response to a lost FOB. Now it is all 
done from a central location. “We 
also like having the ability to moni-
tor the lock and knowing we will 
receive a signal if a door has been 
propped opened, creating a poten-
tial security liability,” he added. 

Probably the most arduous task 
associated with standalone locksets 
is the need to replace batteries. 
Facilities with standalone locks often 

establish a time schedule to replace 
all the batteries at the same time 
without knowing exactly how much 
longer the batteries will remain 
functional. The v.S2 lockset can 
transmit actual battery voltage levels 
and a warning when batteries are 
running low. This saves not only the 
time associated with battery change 
outs, but also the cost of prematurely 
throwing away batteries that still 
have plenty of shelf life remaining.

Kotran said he is so pleased with 
the level of security and conve-
nience offered by the SARGENT 
Profile Series v.S2 lockset that he 
hopes to install more of the devices 
throughout the facility and extend 
access control to other areas of the 
school.  

About the Author: Lester LaPierre is the 
Director of Business Development—Electronic 
Access Control for ASSA ABLOY Door Security 
Solutions.

SARGENT v.S2 locksets are used on various 
doorways throughout the school
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•	 What will be the end result of the government 
bailouts and should we expect more?

•	 When will the recovery begin?

•	 What impact might the Administration have on 
the economy?

•	 What are the short-term and long-term economic 
forecasts?

•	 How will those forecasts directly impact my 
company?

•	 What leading economic indicators should I be 
watching?

•	 What about inflation and interest rates? 

•	 Should I be concerned about significant to severe 
inflationary pressures?

•	 Does the stock market give us a true reading of 
the economy?

FORUM KICK-OFF LUNChEON - WEDNESDAY, SEPT. 16,  12:30 pm - 2:00 pm
Join your industry peers as Alan Beaulieu of the Institute for Trend Research (ITR®) presents 
“Making it through the Great Recession…The Future is your Decision”.  With the clarity that 
business leaders have come to expect from the ITR®, Mr. Beaulieu will discuss the economic 
outlook for the global economy and specifically our industry. He will address some of the 
questions everyone is asking:

Participating in this event will give you confidence in navigating the economic waters that await us, as 
well as provide a list of indicators to watch and those to safely ignore.  This is a critical meeting for leaders 
preparing for the changes to come over the next few years.

Alan Beaulieu, as Economist, Principal and Executive Vice President, has been with ITR® since 1990. He has been consulting 
and advising companies throughout the U.S., Europe, and Japan on how to plan for and prosper through the business cycles. His 
pronouncements have appeared in/on the Wall Street Journal, New York Times, Washington Times, Business Week, CNN Radio and 
numerous other media outlets.

“AVOIDING MISTAKES OF 
ThE PAST”  
ThURSDAY, SEPT. 17 ,
9:00 am - 12:30 pm 
The 2009 Forum for the Future will 
continue with a presentation by Dr.

Albert Bates. The current recession has been 
especially difficult for most firms. As a result, 
most have worked hard to rethink their cost 
structure and build a leaner organization. All 
recessions eventually end, and when they do 
there is a natural tendency to let euphoria over-
rule logic. Many of the painful lessons of the 
recession are forgotten almost immediately.

Bates presentation will focus on two issues; the 
problems to avoid as the recession ends and ways 
to recession-proof your business in the future. 
Both of these topics need to be well understood.

Dr. Albert Bates, Chairman and President, is the founder of the 
Profit Planning Group, a research and executive education firm. 
After working with DHI for well over 20 years with our profit 
studies and having delivered dozens of presentations on profit-
ability issues to our members, Bates is intimately familiar with 
our industry. He has also written extensively in the professional 
and trade press, including the Harvard Business Review, as well 
as numerous trade association publications.

INDUSTRY RESEARCh 
PRESENTATION
The third piece of this year’s 
Forum for the Future features a

current industry-wide research project under-
taken by DHI with the guidance of J. Michael 
Marks of Indian River Consulting Group (IRCG). 
This research focuses on the topical issues of 
the recent report, Facing the Forces of Change® 
Lead the Way in the Supply Chain, as well as 
other distribution channel trends identified by 
industry leaders. Marks will present the findings 
of this research along with strategies to mitigate 
negative impacts from these trends and maxi-
mize their commercial benefit. 

J. Michael Marks co-founded IRCG in 1987 after more than 20 
years in distribution management. He is nationally recognized 
for his expertise in distribution channel management and 
supply chain strategies. In 2001 and 2005 he was named 
Research Fellow of the Distribution Research and Education 
Foundation (DREF) of the National Association of Wholesaler-
Distributors (NAW). He has co-authored several noted books 
and research papers, including “Working at Cross-Purposes: 
How Distributors and Manufacturers can Manage Conflict Suc-
cessfully.” His presentation will draw heavily on this topic.

FORUM WRAP-UP LUNChEON 
ThURSDAY, SEPT. 17 ,
12:30 pm - 2:00 pm
Over lunch, following his presentation, Marks 
will conduct open and roundtable discussions 
on the best practices of manufacturers and 
distributors. Take advantage of this opportunity 
to participate in a meaningful exchange 
between trading partners.  After the Conference, 
additional research will be conducted on the 
core actions and implications that are identified 
during this session. The results will then be 
published and distributed to attendees along 
with a list of best practices to help guide our 
industry going forward.

and

don’t Miss the 
release of 
cutting-edge 
Industry research!
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andalism, theft, and the poten-
tial� for sabotage or acts of terrorism have 
motivated the el�ectric generation and 
transmission industry to seek viabl�e 
security sol�utions. In doing so, they 

face unique chal�l�enges because of the way the industry 
is structured. Companies must secure their facil�ities 
and protect their physical� and el�ectronic assets whil�e 
managing access to their properties state-to-state over 
geographical�l�y widespread regions.

ITC Hol�dings, Inc. has taken extraordinary steps 
to protect their physical� and cyber assets in order to 
maintain the integrity of their bul�k el�ectric system. 
Headquartered in Novi, Michigan, ITC buil�ds, main-
tains, and operates 15,000 circuit mil�es of overhead 
and underground transmission l�ines that carry el�ectric 
power to more than 13 mil�l�ion peopl�e, serving an area 
of nearl�y 80,000 square mil�es. 

Recognizing the serious impact to the l�ocal� and 
national� economy and to peopl�e’s l�ives when the power 

ITC Holdings  
Secures Their Electric  
Transmission Facilities

V
B y  A n d y  H i lv e r d A

Photo #1A or B_

ITC Headquarters
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goes off, ITC makes it a priority to 
protect the transmission grid and 
provide efficient, reliable energy 
to its customers. ITC’s vision is to 
have highly effective processes and 
procedures in place that meet and 
exceed the new government secu-
rity standards. 

Robert Blickensdorf, ITC Security 
Manager, is responsible for project 
management as it relates to the 
installation, maintenance, and 
operation of physical security at ITC 
facilities. He serves as the liaison 
between ITC and local law enforce-
ment and other security organiza-
tions within the industry.

Blickensdorf says, “ITC corporate 
leaders realize the importance 
of protecting our physical and 
electronic assets and have been 
very supportive of our security 
initiatives.” Facing an overwhelm-
ing array of choices and costs, 
ITC developed a risk-based meth-
odology for pursuing a balanced 
approach to accomplishing their 
security goals. ITC had to determine 
the type of physical security that 
would best serve each particular 
location, install and integrate the 
necessary security devices, and then 
maintain and monitor the effective-
ness of the system.

Facing threats of vandalism and 
theft due to the high price of copper 
and other metals on the open 
market, ITC adopted measures to 
prevent someone from accessing 
one of their sites with the intent of 
stealing metal and, in the process, 
causing damage that affects the 
reliability of the system or the 
safety of employees and contractors. 
Vulnerability is heightened at ITC’s 
remote sites because of their isola-
tion. In an effort to address these 
concerns, they installed security 

equipment to prevent vandalism or 
theft at these sites.

Blickensdorf says, “We do not 
want to give any individual or 
organization the opportunity to 
sabotage the system because the 
impact is too far reaching.”

Blickensdorf oversees the opera-
tions of ITC’s Security Command 
Center which is staffed with 
personnel, 24 hours per day, 7 days 
per week. The Security Command 
Center monitors live cameras 
and alarm systems throughout 
their sites. Video verified intru-
sion alarms have become more 
practical as the costs of CCTV 
(closed circuit television cameras) 
have been declining, making it 
a capable solution for enhancing 
their security (See photo 1).

To date, ITC has installed at least 
300 live cameras along with an 
integrated alarm system at 30 of 
their sites. With their sophisticated 
security system in place, Security 
Command Center personnel can 
quickly determine whether an intru-
sion is non-threatening or something 
more serious (See photo 2).

1. Security Command Center

2. Live Camera Mounted on a Pole by Perimeter Fence
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ITC’s physical security projects 
encompass ITC headquarters, 
substations, and warehouses. In 
addition to the live cameras and 
alarm system, they have installed 
perimeter fence intrusion moni-
tors, photo-beam towers, infrared 
illumination devices, motion 
detection towers, and other physi-
cal security equipment at strategic 
locations. They also have an inte-
grated online access card system 
installed throughout their facilities. 
If there is any unauthorized access 
or other alarm, this information is 
quickly transmitted to the Security 
Command Center for action.

The Federal Energy Regulatory 
Commission (FERC) and 
the North American Electric 
Reliability Corporation (NERC) 
have established enforceable 
security standards to prevent 
electronic and physical attacks 
that could cripple the energy 
industry which is a critical part 
of our nation’s infrastructure. 

In January, 2008, Critical 
Infrastructure Protection (CIP) 
Reliability Standards were 
approved for the purpose of protect-
ing the physical security of critical 
cyber assets. CIP Standard 006-1 
“requires a responsible entity to create 
and maintain a physical security plan 
that ensures that all cyber assets within 
an electronic security perimeter also 
reside within an identified physical 
security perimeter. The physical secu-
rity plan must contain processes for 
identifying, controlling, and monitoring 
all access points and authorization 
requests. The Reliability Standard also 
requires that the logging of physical 
access must occur at all times, and the 
information logged must be sufficient 
to uniquely identify individuals.”1

 

There were logistic challenges 
that confronted ITC in develop-
ing a strategy for meeting the CIP 
Reliability Standards. As they began 
to tackle these issues, they looked 
for a secure access control system 
that would provide the flexibility 
they needed. Most importantly, they 
needed a system that could bring 
key control and an audit trail to 
their remote sites without requiring 
power at the lock. 

Blickensdorf comments, “We 
required a system that could elimi-
nate the risks associated with the 
duplication of keys, and assist us 
with CIP compliance by tracking 
contractors and employees that go 
into locations that contain critical 
cyber assets.” They were looking for 
a product that could be integrated 
with the sophisticated security 
equipment and systems they 
already had in place.

After thorough research, the 
organization chose to implement 
CyberLock and proceeded to inte-
grate the electronic lock system into 
their existing systems. ITC solicited 
the help of Janna Access LLC, an 
access control integration company 
located in Columbia Station, Ohio. 
“Janna Access came on site and 
worked very closely with our IT 
people. Janna gave us the IT support 
we required to integrate the system 
and provided the training our staff 
needed to operate the system,” says 
Blickensdorf. (See photo 3)

ITC replaced the cylinders in their 
mechanical locks with electronic 
cylinders. They have installed 
electronic locks on their RTU and 
NetShelter cabinets and control-
house doors. Electronic padlocks are 
protecting their TMedic boxes and 
perimeter fence gates. “The physical 
cyber assets we are protecting with 5. CyberLock Padlock on an ITU Cabinet

3. CyberLock Cylinder in an ITC Padlock

4. CyberLock Installed in a Net Shelter Box
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the electronic locks are critical under 
the CIP Reliability Standards,” says 
Blickensdorf. (See photo 4, page 18)

ITC has issued electronic keys to 
their contractors and employees in 
the field that need access to substa-
tions and other sensitive areas. ITC 
primarily utilizes a contract work 
force for their field work. These 
alliance partner contractors typi-
cally work full-time on ITC projects 
and are tasked with maintaining 
the electric power grid. They 
require access to the substations 
in order complete their tasks. ITC 
programs each authorized person’s 
electronic key with the access 
privileges they need to do their 
particular job. (See photo 5, page 18)

The use of the electronic key 
has eliminated issues that ITC 
experienced in the past with their 
mechanical keys. Keys were being 
copied and shared, former employ-
ees had keys, and keys were missing 

and unaccounted for. “With the new 
restrictive electronic key in the field, 
we have accountability and an elec-
tronic record of where the key has 
been used, how it has been used, 
and by whom,” says Blickensdorf. 
Each electronic key is set with an 
automatic expiration to reduce the 
risks associated with lost keys. If 
a key is missing, ITC can quickly 
deactivate the key or let the key 
automatically expire.

“Everyone in the industry is 
working towards CIP compliance,” 
states Blickensdorf. He adds, “The 
electronic lock system assists us 
with compliance to CIP standards 
by tracking individuals that go into 
locations that contain critical cyber 
assets.” Through the placement 
of an electronic lock, they can at 
any point download information 
from that lock and determine who 
recently accessed that particular 
location. Each authorized user’s key 

is programmed to access selected 
locks at specific locations and 
only during certain times of the 
day. The electronic locks and keys 
audit openings and unauthorized 
attempts to enter areas that protect 
electronic data and the equipment 
it’s housed in.

“The electronic lock system 
provides a two-pronged approach 
to controlling physical access to 
our electronic assets. First, we can 
control who we issue a key to and 
how the key is to be used by that 
person. Second, we can track that 
person’s activity at the different 
sites,” summarizes Blickensdorf.

ITC’s vision to have the best secu-
rity measures in place to protect the 
reliability of their grid continues to 
grow. By partnering with a capable 
access control system integrator and 
taking advantage of today’s advances 
in security technology, they have 
implemented integrated security 
systems that will continue to provide 
the physical security and account-
ability they require. As government 
standards evolve and new security 
threats emerge, ITC is in a strong 
position to respond quickly and 
decisively.  

FooTnoTeS:
1.  www.neRC.com

About the Author: Andy Hilverda is Vice 
President of Videx, Inc., a company that designs 
and manufactures security products and 
CyberLock electronic lock systems. Hilverda can 
be reached at 541-758-0521, and sales@videx.com. 
For more information go to www.videx.com. 

Andy Hilverda, V.P. of Videx
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ontinuing expansion at the Banner good samaritan hospital 
led to consolidation of its key systems into a Schlage Everest 
system that provides higher security and greater expansion 
capability to handle the facility’s growth. 

In 2000, the former Good Samaritan Hospital became part of 
Banner Health, which operates 20 hospitals in seven western 
states. With 17,000 employees in Arizona, the company is that 
state’s second largest employer. Now known as Banner Good 
Samaritan, the downtown Phoenix hospital is the main health 
care facility in Arizona and has been named one of the Top 100 
Cardiovascular Hospitals in the country.

The growing 750-bed facility also encompasses various clin-
ics and office buildings in addition to the main structure, with 
further expansion scheduled to include a cancer center and a 
second tower that will feature all private rooms. In addition, 
funds were allocated to remodel the entire hospital on a floor-
by-floor basis. No key standard existed, so over the past 25 to 
30 years, as the complex grew and more buildings were added, 

By Jana Lasch

c a s e   S T U D Y

Banner Good 
Samaritan

Keys Up 
for More 
Expansion

C
  Banner Good Samaritan Hospital in downtown Phoenix is 

implementing a new Schlage Everest and Everest Primus key system 
that accommodates its ongoing expansion and renovation.

By Matthew Conrad
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several different key systems were 
used in various applications. In 
some cases, one brand was used on 
the exterior doors and another on 
the interiors.

Several Schlage keyways were 
among those used on interior doors, 
but the key system had reached 
its maximum expansion. With 
the start of the major remodeling 
project, Head Locksmith Larry 
Mizen thought it was an appro-
priate time to re-key the entire 
facility. To develop a key system 
that would accommodate the 
remodeling and planned growth 
at the main Phoenix site as well as 
other locations in the state, Mizen 
worked with Schlage Key System 
Consultant Dawn Graves to develop 
an Owner Standard Specification 
for keys as well as other major door 
hardware components.

Moving to a New Standard

The standard, which will be used 
by Banner facilities throughout 
the state, includes Schlage D end-
user restricted medium-security 
keyways on all interior doors, with 
Schlage Everest Primus on any areas 
that require greater security. The 
Everest Primus is a patent-protected 
high-security keyway that provides 
a legally backed guarantee of 
geographic key exclusivity, which 
means that keys cannot be made 
without Banner’s authorization. The 
two key systems are designed to be 
mixed in a single system and are 
upgradeable, allowing security and 
cost to be tailored to each applica-
tion. Together, they give Banner 10 
compatible keyways with sufficient 
capacity to handle future expansion.

The new key system provides better 
control as well. Mizen says he now 

is able to maintain separate master 
keys for each building yet provide 
a grand master that security can 
use anywhere. The planned Cancer 
Center, while a part of Banner, will 
actually be a partnership and will 
have its own master key and keyway.

To control access from the parking 
structure adjacent to the main build-
ing, Banner uses Schlage electric 
strikes and card readers on entries 
from the three levels of the structure.

With all the various buildings at the 
downtown location, Mizen estimates 
that the number of doors runs into 
the thousands. “The tower itself is 12 

Schlage electric strike is used with card reader to 
permit employee access on three levels from parking 
structure. Key lock on door is for emergency override.

Staff rest room is equipped with a Schlage 
Everest lock for emergency access and 
includes a thumb lock inside for privacy. 
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floors high and each has 48 pods. Each of those also includes 
closets and offices. With the six-story west tower, the outpa-
tient surgery center and other ancillary buildings, there are 
probably at least a couple of thousand doors,” he estimates. 
Interchangeable cores are used to simplify re-keying.

In addition to the key system, the new standards cover 
such products as Von Duprin exit devices, LCN door closers, 
Steelcraft doors and frames, and related Glynn-Johnson door 
hardware. Standardizing on hardware specifications not only 
simplifies planning for retrofitting and new construction but 
also reduces spare parts stocks and maintenance training.

The key system and hardware upgrades are being imple-
mented as remodeling or expansion projects are undertaken. 
For example, the main site’s corporate building has been 
completely renovated from top to bottom, according to Mizen. 
Other Banner facilities in Arizona are moving to adopt 
the new standards as well, including the Banner Gateway 
Medical Center, a new hospital being built in Mesa.  

Matthew Conrad is the Director of Healthcare Markets for Ingersoll Rand 
Security Technologies. In this role, Conrad is responsible for the company’s 
healthcare vertical market strategy and activities. Conrad works to understand 
and influence the security needs and behaviors of healthcare facilities. Educating 
and partnering with security distributors, wholesalers, integrators, consul-
tants and end users, Conrad collaborates to improve the security and safety 
of healthcare facilities across the country. Conrad holds a BS in Healthcare 
Administration and Informatics from the University of Wisconsin-Milwaukee.

Elevator lobbies combine Von Duprin vertical rod exit devices and LCN door 
closers with electromagnetic hold-opens that release when the fire alarm 
is activated, allowing the doors to close and contain the elevator area.

Stairwell doors include Von Duprin exit device and LCN door closer on the exit 
side, with Schlage mortise lock with Everest cylinder on the stairwell side.
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here are certain� circumstan�ces 
where a stan�dard fasten�er—prop-
erly man�ufactured, an�d rated for 
the design� load—can� be predicted 
to have a high probability of failure. 
It’s n�ot that the fasten�er is defec-
tive, but that it is n�ot design�ed to 
han�dle certain� situation�s. There 
are issues beyon�d just workin�g 
loads an�d fasten�er stren�gth that 
n�eed to be con�sidered, issues that 
may be outside the kn�owledge of 
a con�tractor who is purchasin�g 
screws. In� these in�stan�ces, a 
specialty fastener must be specified, 
or else the security of the in�stalla-
tion is being left to chance.

Case-harden�ed self-drillin�g 
fasten�ers have gain�ed broad usage 
in� con�struction� over the past 20 
years because they are fast an�d 
easy to in�stall an�d, un�der n�ormal 
circumstan�ces, are reliable. If, 
however, the fastener is attach-
in�g a door, win�dow, curtain�-wall 
pan�el, roof system, or piece of 
heavy equipmen�t, failure is n�ot 
an� option�. This article deals with 
two con�dition�s that en�dan�ger the 
in�tegrity of con�ven�tion�al case-
harden�ed self-drillin�g fasten�ers. 
Metal-to-metal con�n�ection�s—such 
as attaching aluminum door fram-
in�g to structural steel, alumin�um 
framin�g to galvan�ized steel studs, 
or attaching steel hardware to 

alumin�um framin�g—can� create 
a vuln�erability. Extreme loadin�g 
caused by blast attacks, seismic 
even�ts or high win�ds make 
structural deman�ds that do n�ot 
behave like con�ven�tion�al loads. 
Iden�tifyin�g a high-risk situation� 
an�d selectin�g appropriate fasten�ers 
can� mitigate risk an�d protect both 
public safety an�d the project. 

When Metals Attack

Makin�g the right choice of fasten�-
ers depen�ds partly on� kn�owin�g the 
specific materials to be fastened. 
There are little-noted electro-
chemical phenomena at work, often 
in�visibly, that can� compromise the 
in�tegrity of structural con�n�ection�s. 
Attaching aluminum to aluminum, 
alumin�um to steel, even� steel to 
steel can� set the stage for failure of 
what are otherwise perfectly good 
fasten�ers. Loss of on�e fasten�er can� 
tran�sfer workin�g loads to adjacen�t 
fasten�ers. Progressive failures can� 
lead to failure of critical compo-
n�en�ts an�d presen�t a threat to build-
in�g in�tegrity an�d life safety. 

On�e culprit in� this kin�d of fail-
ure is Hydrogen� Assisted Stress 
Corrosion� Crackin�g (HASCC). The 
phen�omen�on� can� occur without 
warn�in�g an�d for n�o apparen�t 
reason� in� stan�dard self-drillin�g an�d 

By  Gregg Melvin and  
Michael Chusid, RA, FCSI

TChoosing the  
Wrong Fastener  

Can Have Catastrophic 
Consequences

Connections
Secure
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Connections

-tapping screws, causing the fastener to 
“spontaneously” fail. These failures can 
occur shortly after installation, months, 
or even years after installation. Screw 
heads pop off and the materials that 
they were connecting become sepa-
rated, leaving the contractor, building 
owner and other responsible parties 
puzzling over what caused the failures 
and what the remedy will cost. 

The risk can be minimized if a 
designer is aware of the conditions that 
cause HASCC and specifies fasteners 
that are immune to HASCC attack. 
These fasteners are manufactured by 
new metallurgical techniques includ-
ing selective heat-treatment and fusing 
together two types of metals. 

Catastrophic Failure

Recently, in a government facility 
in the US, screws installed over 20 

years ago were found to be snapping 
apart for no apparent reason. Forensic 
investigators noted that the fasteners 
were standard, hardened steel self-
drilling screws that complied with 
applicable building code requirements 
and accepted industry manufactur-
ing standards.1 Further, the fasteners 
were not visibly corroded, and simply 
appeared to have broken in half. It 
was determined that the fasteners had 
recently been exposed to the weather 
for a short period of time due to roof 
wind damage. This exposure may have 
been the factor that initiated some 
damaging process, but the direct cause 
of failure was not obvious. 

According to independent metallur-
gical analysis, the fasteners were weak-
ened by HASCC. Scanning electron 
micrographs (SEM) revealed distinctive 
patterns of hydrogen attack in addition 
to complete ductile failure across the 

1.  Made of case-hardened 410 
stainless steel, these self-drilling 
screws were used to attach 
aluminum to steel. They failed at 
the place where the screw shank 
was aligned with the interface 
between the two metals. 
Hydrogen generated by galvanic 
reaction at that interface caused 
embrittlement of the hardened 
casing of the screws.

2.  A cross-section of a case-
hardened screw thread. The 
wavy line is the hardened steel 
outer layer of the screw, HRC 52 
or greater. The grainy area to the 
right is the softer, more ductile 
core, HRC 32-40. Hardened steel 
has been shown to be vulnerable 
to embrittlement by hydrogen 
generated in the service 
application.

3.  Gaping grain boundary. A 
scanning electron microscope 
photo of a failed 410 stainless 
steel fastener shows the gaping 
grain boundaries associated 
with hydrogen-assisted stress-
corrosion cracking. These 
dislocations of the metal’s 
crystalline structure cause loss 
of ductility and tensile strength 
necessary to carry its design 
load.

4.  Steel in its normal, ductile state 
displays a much more consistent 
texture, with no obvious gaps in 
its structure.

Photo Courtesy of Elco Construction Products, an Acument Global Technologies company
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inner 20% of the fastener that had 
not yet suffered HASCC. 

HASCC attacks hardened steel 
parts such as self-drilling screws. 
The screws’ drill-point and lead 
threads act as cutting tools, and 
therefore must be harder than 
the metal they are cutting into. 
Typically, this has been achieved 
by case-hardening the fastener, 
a process in which a low-carbon 
steel part is heated in a high-
carbon environment to infuse 
extra carbon into the outer layers 
of the part. The result is a fastener 
with a hard “shell” over a core 
of softer, more ductile steel. The 
hardened shell that cuts the hole 
is brittle. The softer steel core 
provides strength to bear a load 
once the fastener is fully driven.

Millions of self-drilling and self-
tapping screws are used every year 
in North America alone. They have 
become the fastener of choice for 
erecting curtainwall, and attaching 
architectural elements such as door 
or fenestration units that have metal 
attachment frames. The problem of 
HASCC in relationship to self-drill-
ing, self-tapping screws has been 
identified only recently. Two decades 
of experience with this type of screw 
have finally provided enough inci-
dents and enough data for the cause 
of the problem to be identified. 

The Hydrogen Threat

HASCC typically occurs in metal-
to-metal connections where two 
dissimilar metals are in contact, and 
some form of moisture is present. It 
is actually two different processes—
stress corrosion cracking and 
hydrogen embrittlement—which 
occur together as a result of an elec-
trochemical process called galvanic 
reaction. (See sidebar: GALVANIC 
REACTION & CORROSION) 

Stress corrosion cracking (SCC) 
refers to the tendency of corrosion 
to be more aggressive at stress 
points in metal. Some aspects 
of the phenomenon are still not 
completely understood, due to 
the wide variety of environments 
and applications involved, but it 
has been definitively observed. 

Hydrogen embrittlement is a 
complete loss of ductility and tensile 
strength resulting from hydrogen 
atoms penetrating into steel and 
disrupting its crystal structure. 
The hydrogen atom is so small it 
can diffuse through “solid” metals 
such as hardened steel. As they 
move, hydrogen atoms lodge in 
microscopic voids in the crystal 
structure of metal. It is believed 
that lone hydrogen atoms try to join 
into pairs to form more stable H2 
molecules. The larger H2 molecules 

put pressure on the steel, splitting 
it open. This is particularly true at 
stress points in the steel, where the 
voids are more prominent. Stress 
both enhances and localizes the 
natural hydrogen diffusion process. 
The deformed metal loses tensile 
strength, becoming brittle and no 
longer capable of bearing its normal 
tensile load.

The problem is largely confined 
to hardened steel; softer steel 
(maximum Rockwell C34 hardness) 
is virtually immune. However, the 
harder the steel, the more vulner-
able it is. Self-drilling, self-tapping 
screws and thread-cutting concrete 
screws are typically in the range of 
HRC 52 on the case (surface), and 
HRC 32-40 in the core, making them 
prime targets. 

Understanding the source of 
the hydrogen is key to predicting 
vulnerability. It can sometimes 

5.  Hydrogen embrittlement concentrates 
at stress points in metal. This test setup 
for susceptibility to embrittlement 
failure induces stress in the test fastener 
in a way that mimics the type of loading 
often applied in real-world installations: 
screws are seldom inserted at perfect 
right angles, placing uneven stress on the 
screw head. The test screw is engaged 
through an aluminum plate, into a steel 
plate. When the screw is tightened, the 
steel shim puts the fastener in tension 
slightly off-axis. The test setup is then 
exposed to saltwater for a given period.

6. Screws in the actual test setup.

Illustration courtesy of Elco Construction Products, an Acument Global Technologies company Photo Courtesy of Elco Construction Products, an Acument Global Technologies company
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enter metal parts during manu-
facturing processes, but this 
hydrogen is usually removed 
and dissipated by a post-baking 
process. Hydrogen can also 
be generated in the service 
environment, after installation, 
by galvanic reaction. It is this 
source that can be foreseen and 
designed for. 

Predicting Vulnerability

The most common combina-
tion of metals causing galvanic 
reaction is aluminum and steel. 
Such a condition occurs, for 
example, where a door unit has 
aluminum flanges to attach to 
the steel structure, or where 

a steel fastener is used to join 
two pieces of aluminum. An 
electrolyte must be present: it 
is usually water that has leaked 
into a structure or moisture 
that forms due to condensa-
tion. If moisture contacts the 
two metals, galvanic current 
can flow and cause the water 
to separate into hydrogen and 
oxygen molecules. Oxygen 
collects at the anode—in this 
case the aluminum. Hydrogen 
collects at the cathode, the steel, 
including the hardened steel 
fastener. (The galvanic corro-
sive effect can also weaken the 
aluminum over time, which can 
cause different problems with 
the strength of the connection.)

Galvanic Reaction & Corrosion
When two dissimilar metals come into 

contact in the presence of an electrolyte 
(a liquid that can conduct electricity), an 
electrical current flows from one metal 
to the other. Metals all have a propensity 
to give up electrons, and this propensity 
varies from one metal to another. The 
metal with a greater tendency to give up 
electrons creates a flow of electrical current 
towards the other metal. The phenomenon 
is called galvanic current, named after the 
18th century physician and physicist Luigi 
Galvani, whose pioneering investigations 
helped unravel the mysteries of electricity. 
The galvanic relationship of specific metals 
is well documented in a table known as a 
galvanic series. This galvanic principle is the 
basis on which batteries are made. 

In construction situations, however, 
the result is not always benign. When the 
metal lower in the galvanic series sacrifices 
electrons (the anode), it is corroded at a 
rate significantly greater than its natural 
tendency to corrode. The metal higher in 
the series, the cathode, is “protected” by 
the flow, and corrodes significantly slower 
than normal, or not at all. This process is 
known as galvanic corrosion.

At the same time, the elements of the 
electrolyte can be separated, collecting at 
the anode or the cathode depending on 
their charge.

Galvanic corrosion weakens the sacrificial 
metal. In a steel-aluminum connection, 
aluminum is weakened. Aluminum and 
zinc are close to each other in the galvanic 
series, but there is suff icient electro-
potential difference between them to 
initiate corrosion. Because 18-8 stainless 
steel is high on the series, it is often 
used for fasteners exposed to corrosive 
environments.

Ironically, hydrogen that is often a 
by-product of galvanic reaction attacks 
hardened steel, the metal that is considered 
“protected” by the electrical flow in the 
aforementioned situations.

7.  After 96 hours of exposure to salt spray, the case-hardened fasteners, in  
the bottom row, failed. The selectively heat-treated fasteners, in the top row,  
did not fail.

8.  The junction of the screw head and shank is a concentration point for both 
residual stress from the manufacturing process and application induced stress. 
Hydrogen atoms invade stress points easily, causing HASCC failures.

Photo Courtesy of Elco Construction Products, an Acument Global Technologies company

Photo Courtesy of Elco Construction Products, an Acument Global Technologies company
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Galvanic reaction can occur even in 
steel-to-steel connections if one of the 
parts is zinc-coated. One of the steel 
members may be galvanized steel, 
(steel coated with zinc to prevent 
rust), or two similar pieces of steel 
may be connected by a zinc-coated 
fastener. All that is required is for the 
two dissimilar metals to be in contact 
in the presence of an electrolyte. 

Under these conditions, hardened 
steel fasteners are vulnerable to 
infiltration by hydrogen and subse-
quent embrittlement at stress points.

Stress and Steel

One of the most common stress-
points in a self-drilling screw is 
its head. This is due to both the 
manufacturing process and the 

way in which the screw is typi-
cally used. The shape of the screw 
is made by deforming the metal 
comprising the head to a diameter 
as much as 500% wider, causing 
it to retain residual stress. 

Application-induced stress also 
concentrates at the junction between 
the screw shank and head. When 
the screw is driven all the way into 
the hole, the head is the part that 
resists further progress, putting it in 
a constant state of tension.

A third source of stress results 
from the practical fact that self-drill-
ing screws are rarely installed at a 
perfect perpendicular to the surface 
that they bear on. When the screw is 
driven at a slight diagonal, one edge 
engages first, placing uneven stress 
on the head.

Hydrogen generated through 
galvanic reaction can invade these 
stress points, embrittling the 
metal. Micro-cracking appears, 
creating an attractive site for 
stress-corrosion. In an element 
under load, stress corrosion is 
progressive: the more the cracked 
site corrodes, the less metal there is 
to bear the tensile load, the greater 
the stress build-up at that point. 

Failure Mechanisms

HASCC attacks the hard shell of 
the screw, but a crack need not go 
all the way through the fastener to 
cause failure. Corrosion through 
the hardened outer layer effectively 
reduces the diameter of steel avail-
able to bear the load. When the 
tensile load exceeds the tensile 
strength of the diminished cross-
section, the fastener fails. In the case 
noted above, the complete ductile 
failure of the central 20% of the 
cross-section indicated that what 
was left of the fastener core, after 
the hardened case cracked, simply 
could not accommodate the working 
load of the original design. In some 
instances, fasteners broke at the 
connection point; at other locations, 
the screw head simply popped off 
due to stress concentration.

Preventing Failure

Theoretically, eliminating the 
electrolyte could prevent problems. 
If the fastener is completely sealed 
from any possible moisture contact, 
corrosion ought to be avoided. 
However, this is often not a practi-
cal possibility. Joint sealants, for 
example, can fail without notice. In 
the case of the facility mentioned 
earlier, the building was stable for 

9.  Self-drilling fasteners that are resistant 
to hydrogen assisted stress corrosion 
cracking have three zones. Section A 
has to be hard enough to drill into steel 
and tap threads while Section B has to 
be strong and ductile enough to carry 
the intended load. The third section, the 
head, is marked with an embossment to 
allow visual identification of an installed 
fastener’s type.

10.  For applications where high corrosion-
resistance is required, such as 
installations regularly exposed to 
moisture, a bi-metal fastener is used so 
that 300 series stainless steel is exposed 
to the elements.

Photo Courtesy of Elco Construction Products,  
an Acument Global Technologies company
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almost 20 years. Then, investigators 
surmise, wind damage allowed 
moisture entry. A year later, the 
fasteners failed. In other situa-
tions, exposure to moisture during 
construction before a building is 
enclosed, and even common humid-
ity levels and condensation within 
a building assembly, have been 
identified as the source of moisture.

A more reliable solution is to use 
fasteners that are invulnerable to 
HASCC. Two methods of fastener 
manufacture have been developed 
specifically to resist HASCC.

A fastener can be selectively 
heat-treated, not case-hardened, so 
that only the drilling tip and lead 
threads are hardened. The majority 
of the shank is softer steel that is 

not prone to HASCC. This process 
uses Grade 5 steel, an alloy that has 
enough carbon already present to 
be hardened simply by heating. The 
tip of the part is passed through 
an induction coil that heats it and 
hardens it locally without affecting 
the rest of the shank.

When a selectively heat-treated 
fastener is installed, the hardened tip 
penetrates the anchoring metal and 
cuts threads in it, but then moves 
past the connection area as the screw 
is driven to full depth. The relatively 
softer steel portion of the shank, 
which is not vulnerable to HASCC, 
bears the load. The fastener performs 
as would a ductile Grade 5 bolt, the 
same type of bolt used for structural 
steel connections, assuring a high 
degree of reliability.

Another type of HASCC-resistant 
fastener is a bi-metal screw, a 
high-performance part suitable for 
applications where greater corrosion-
resistance is desirable. In this case, 
a high-carbon steel is used, but only 
for the drill point and lead threads. 
The headed shank is made of 
300-series stainless steel (also known 
as 18-8 stainless steel). The two 
pieces are friction-welded together. 
Then, the point and lead threads are 
selectively hardened by induction 
heating, similarly to the process of 
heat-treating a selectively hardened 
carbon steel fastener.

An additional treatment is applied 
to some fasteners to enhance their 
resistance to galvanic reaction. By 
coating the fastener with a multi-
layer, aluminum-filled, cross-linked 
baked-on polymer, the outer surface 
of the fastener acquires high alumi-
num content. This corrosion-resistant 
finish makes the fastener more 
compatible with aluminum parts 
and is less prone to galvanic reaction. 

Photo ©2005 Sherman Sham, used courtesy of Elco Construction Products, an Acument Global Technologies company
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Expecting the Unexpected
Extreme loading is a condition where loads far in 

excess of the normal design load are temporarily 
applied to a structure, sometimes only for a few milli-
seconds. The source of the extreme load might be a blast 
shockwave, an earthquake, or a hurricane-driven gust 
of wind.

In places where the occurrence of an extreme load 
can be predicted, it must be designed for. Seismically 
active regions and locales subject to frequent hurricanes 
or tornadoes are well identified. In recent years, build-
ings that can be considered likely targets for attack, or 
are adjacent to likely targets, are also receiving special 
design consideration.

11.  Cladding, including glazing units and stone facades, often contain 
aluminum in the framework that attaches the unit to the building’s 
steel superstructure. This contact of aluminum and steel sets up the 
risk of galvanic reactions that generate hydrogen and precipitate 
hydrogen assisted stress corrosion cracking. To preserve the 
integrity of the cladding’s attachment to the building, fasteners 
that resist hydrogen embrittlement are recommended.

12.  Screws resistant to HASCC are available in a wide variety of 
configurations for applications that include self-drilling and self-
tapping in structural steel or in concrete.

13.  The 88-story Petronas Towers in Kuala Lumpur, Malaysia in 1998. 
The façade contains literally millions of 300 series self-drilling 
fasteners with multi-layer zinc rich and aluminum-filled coating, 
chosen to prevent embrittlement from galvanic reaction between 
steel and aluminum and to mitigate the potential for sacrificial 
loss of aluminum in the cladding frame system.

Photo ©1998 Wes Thompson, used courtesy of Elco Construction Products,  
an Acument Global Technologies company

Photo ©1998 Wes Thompson, used courtesy of Elco Construction Products,  
an Acument Global Technologies company

Photo ©1998 Wes Thompson, used courtesy of Elco Construction Products,  
an Acument Global Technologies company

11

12

13



 AUGUST 2009 £ DOORS & HARDWARE 39

Current design strategy for extreme loading is to 
make the building absorb the load by deforming but 
remaining stable long enough to allow evacuation 
and the preservation of life safety. For threats such 
as blast shockwave or wind impact, the designer 
typically seeks to transfer load from the vertical 
elements of the building shell to the building frame-
work, often using the horizontal floor diaphragms 
to spread the load over more of the structure. This 
means it is vital for the elements of the building 
envelope to stay in place and the fasteners that attach 
them to transfer load to the frame without failing. 

Extreme loads are often impulsive in nature, 
that is, they hit like a hammer, applying the full 
force virtually instantly rather than gradually. This 
impulsive load can make materials perform in an 
atypical fashion. It can fracture a brittle material, 
such as the outer shell of a hardened steel fastener.

As noted above, when the hardened outer 
case of a fastener cracks, the load on the fastener 
must be born by the narrower ductile inner 
core. If a significant percentage of the fastener’s 
cross-section is disabled, there is effectively 
a smaller fastener left to bear the load.

A fastener that is not case-hardened, such as 
bi-metallic or selectively-hardened fasteners, has 
full ductility through the entire cross-section of 
the shank where the fastener bears its load. Under 
extreme loading, it is far more likely to deform but 
remain in service, as compared to a more brittle part. 

When designing for extreme loading, it is important 
to have a realistic design-threat as the baseline for 
determining loads. Expert consultants may be useful. 
Consideration of connections that must transfer load in 
this situation should include ductile specialty fasteners 
that can handle impulsive loading more effectively.   

FOOtnOtES
1.  Society of Automotive Engineers SAE J78—Steel  

Self-Drilling Tapping Screws.
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FORUM FOR ThE FUTURE
NOW INcluded WIth yOur regIstratION  
package — a $100 savINgs
We urge all attendees – manufacturers, distribu-
tors, and sales agents – to participate in this 
crucial and informative session that is spon-
sored by the Foundation for the Advancement 
of Life Safety and Security and the Door and 
Hardware Institute. As the hallmark event of this 
year’s Conference, you won’t want to miss it.

The 2009 Forum for the Future will begin with 
a Kick-Off Luncheon on Wednesday featuring 
noted economist Alan Beaulieu presenting his 
short and long-term economic forecast and 
how it impacts the non-residential construction 
industry specifically.

The Forum program continues on Thursday with 
the well-known corporate financial planner, Dr. 
Albert Bates, whose work with DHI for many 
years makes him very familiar with our industry. 
His presentation focuses on two issues: the 
problems to avoid as the recession ends and 
ways to recession-proof your business in the 
future.

Additionally, distribution channel management 
expert, J. Michael Marks, presents the results of 
a DHI-sponsored industry-wide research project 
focusing on the topical issues and their impact 
on our industry from the most recent report 
Facing the Forces of Change® Lead the Way in 
the Supply Chain.

Finally, Forum for the Future will conclude with 
a Wrap-Up Luncheon combined with open and 
roundtable discussions on the best practices 
of manufacturers and distributors. Don’t miss 
this opportunity to network and develop a list of 
best practices that will help guide our industry 
moving forward.

ThE EXPOSITION
A total of ten hours over two days will provide 
you the opportunity to build and strengthen rela-
tionships with your current suppliers and inves-
tigate prospective new ones. Understand the 
future direction of your strategic trading partners 
and how it impacts you and your business.

DHI’s Annual Conference and Exposition is the 
one and only time each year where a myriad of 
industry suppliers showcase the latest technolo-
gies, products, and services, all in one location. 
Make sure you are up-to-date with these 
advances and discover solutions you can use in 
your business.

INDUSTRY MARKETPLACE
Visit with targeted suppliers in a less busy set-
ting away from the expo floor as they provide 
insight into their marketing strategies, share 
product specific information and industry expe-
rience and learn how it affects your company. 
With the ever-increasing need to stay competi-
tive, DHI’s Industry Marketplace helps to keep 
you on the cutting edge through the informative 
educational sessions delivered by this year’s 
Exhibitors.  

CONFERENCE EDUCATIONS SESSIONS
We’re “going green” this year! With three edu-
cational sessions on green building construction 
and how they impact our industry, DHI’s Confer-
ence Education Sessions deliver a wealth of 
information about sustainable features, chain 
of custody, and other important issues as our 
industry goes green.

NATIONAL EDUCATION
Spanning a total of eight days, this National 
Education session provides the most extensive 
course offerings available in one location.  
Advance your career and company with the 
most comprehensive and un-paralleled educa-
tion for the openings industry. 
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8:00 am - 5:30 pm National Education
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Check appropriate company category:  q Distributor   q Manufacturer  q Sales Agent   q Specifier  q Other: _____________________________

DHI ConferenCe anD  
exposItIon attenDee regIstratIon

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 _______________________________________________________________________________

  ______________________________________________________________________________________________________

Important Dates:
June 30, 2009
Last day to receive Stimulus 
Special registration fees.  All 
stimulus registration fees are 
non-refundable.

July 31, 2009
Final day to receive Advance 
Special registration fees.

August 14, 2009
Deadline for Registrant’s Name to 
appear in the Conference Attendee 
Book.

Final day to preregister; no refunds 
after this date.

September 15, 2009
On-site registration opens at the 
Gaylord Palms Resort and Conven-
tion 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 
14150 Newbrook Drive 
Suite 200 
Chantilly, VA 21051

Do not mail this registration form 
if previously faxed or you’ve regis-
tered online or by phone.

Buy One Day Of 
eDucatiOn, attenD  

the Dhi cOnference  
& expOsitiOn  

fOr free!

stimulus special*
through 6/30/09

advance special
through 7/31/09

standard
after 7/31/09

Full ConFerenCe PaCkage

Member/Non-Member Fee $105/$205 $195/$295 $225/$325 = $ _________

Spouse $125 $125 $125 = $ _________

Team PriCing (DisTribuTors anD sales agenTs only)

Member/Non-Member Fee $750/$1,100 $875/$1,250 = $ _________

one-Day Pass                      (noT subjeCT To sTimulus sPeCial or aDvanCe sPeCial)

Wednesday- Member/Non-Member                                                              $125/$150                                                                       = $ _________

Thursday- Member/Non-Member                                                                 $225/$325                                                                       = $__________
(Thursday pass includes Friday Conference Education)

naTional eDuCaTion regisTraTion

register for any paid national education and receive a full Conference package complimentary.

Please insert Registration Total from National Education Registraton Form = $ _________

ConFerenCe evenTs

Please indicate the number of persons attending each event.

Forum for the Future Kick-Off Luncheon (Wednesday 9/16) ___ person (s) (included in full package) NA

Opening Reception (Wednesday 9/16) ___ person (s) (included in full package) NA

Spouse Opening Reception Only (Wednesday 9/16) ___ person (s) at $50 = $ __________

Forum for the Future (Thursday 9/17) ___ person (s) (included in full package) NA

Forum for the Future Wrap-Up Luncheon (Thursday 9/17) ___ person (s) (included in full package) NA

Closing Reception (Thursday 9/17) ___ person (s) (included in full package) NA

TOTAL = $ __________

* Stimulus Special valid for Registrations received until June 30, 2009; Non-refundable.

CONFERENCE: Sept.16–25 • EXPO: Sept.16–17

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center
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FO
RE
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VENT FOR LIFE SAFETY AND SECURITY 

•

ORLANDO ‘09
34TH ANNUAL CONFERENCE & EXPOSITION

CONFERENCE: Sept. 16–25 • EXPO Sept. 16–17
Gaylord Palms Resort & Convention Center

sIgnIfICantly

reDUCeD

regIstratIon

fees

PrOceSS SecureLy OnLine AT www.dhi.Org
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SIGNIFICANTLYREDUCED REGISTRATIONFEES

FORUM FOR ThE FUTURE
NOW INcluded WIth yOur regIstratION  
package — a $100 savINgs
We urge all attendees – manufacturers, distribu-
tors, and sales agents – to participate in this 
crucial and informative session that is spon-
sored by the Foundation for the Advancement 
of Life Safety and Security and the Door and 
Hardware Institute. As the hallmark event of this 
year’s Conference, you won’t want to miss it.

The 2009 Forum for the Future will begin with 
a Kick-Off Luncheon on Wednesday featuring 
noted economist Alan Beaulieu presenting his 
short and long-term economic forecast and 
how it impacts the non-residential construction 
industry specifically.

The Forum program continues on Thursday with 
the well-known corporate financial planner, Dr. 
Albert Bates, whose work with DHI for many 
years makes him very familiar with our industry. 
His presentation focuses on two issues: the 
problems to avoid as the recession ends and 
ways to recession-proof your business in the 
future.

Additionally, distribution channel management 
expert, J. Michael Marks, presents the results of 
a DHI-sponsored industry-wide research project 
focusing on the topical issues and their impact 
on our industry from the most recent report 
Facing the Forces of Change® Lead the Way in 
the Supply Chain.

Finally, Forum for the Future will conclude with 
a Wrap-Up Luncheon combined with open and 
roundtable discussions on the best practices 
of manufacturers and distributors. Don’t miss 
this opportunity to network and develop a list of 
best practices that will help guide our industry 
moving forward.

ThE EXPOSITION
A total of ten hours over two days will provide 
you the opportunity to build and strengthen rela-
tionships with your current suppliers and inves-
tigate prospective new ones. Understand the 
future direction of your strategic trading partners 
and how it impacts you and your business.

DHI’s Annual Conference and Exposition is the 
one and only time each year where a myriad of 
industry suppliers showcase the latest technolo-
gies, products, and services, all in one location. 
Make sure you are up-to-date with these 
advances and discover solutions you can use in 
your business.

INDUSTRY MARKETPLACE
Visit with targeted suppliers in a less busy set-
ting away from the expo floor as they provide 
insight into their marketing strategies, share 
product specific information and industry expe-
rience and learn how it affects your company. 
With the ever-increasing need to stay competi-
tive, DHI’s Industry Marketplace helps to keep 
you on the cutting edge through the informative 
educational sessions delivered by this year’s 
Exhibitors.  

CONFERENCE EDUCATIONS SESSIONS
We’re “going green” this year! With three edu-
cational sessions on green building construction 
and how they impact our industry, DHI’s Confer-
ence Education Sessions deliver a wealth of 
information about sustainable features, chain 
of custody, and other important issues as our 
industry goes green.

NATIONAL EDUCATION
Spanning a total of eight days, this National 
Education session provides the most extensive 
course offerings available in one location.  
Advance your career and company with the 
most comprehensive and un-paralleled educa-
tion for the openings industry. 

schedule at-a-glaNce

tuesday, september 15

12:00 pm - 5:00 pm Conference Registration

Wednesday, september 16

8:00 am - 8:00 pm Conference Registration

8:30 am - 12:15 pm Industry Marketplace

12:30 pm - 2:00 pm Forum for the Future Kick-Off Luncheon  

3:00 pm - 8:00 pm   Exclusive Exhibit Hours

5:00 pm - 8:00 pm  Opening Reception on the Trade Show Floor 

thursday, september 17

8:30 am - 7:00 pm Conference Registration

9:00 am - 12:30 pm Forum for the Future

12:30 pm - 2:00 pm Forum for the Future Wrap-Up Luncheon  

2:00 pm - 7:00 pm Exclusive Exhibit Hours 

5:00 pm - 7:00 pm Closing Reception on the Trade Show Floor

friday, september 18

7:15 am - 8:00 am National Education Registration

8:00 am - 5:30 pm National Education

9:00 am - 12:30 pm Conference Education Sessions

saturday, september 19 to friday, september 25

7:15 am - 8:00 am National Education Registration

8:00 am - 5:30 pm National Education

*Times subject to change.

cONfereNce hIghlIghts
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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   weB site 

Check appropriate company category:  q Distributor   q Manufacturer  q Sales Agent   q Specifier  q Other: _____________________________

DHI ConferenCe anD  
exposItIon attenDee regIstratIon

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 _______________________________________________________________________________

  ______________________________________________________________________________________________________

Important Dates:
June 30, 2009
Last day to receive Stimulus 
Special registration fees.  All 
stimulus registration fees are 
non-refundable.

July 31, 2009
Final day to receive Advance 
Special registration fees.

August 14, 2009
Deadline for Registrant’s Name to 
appear in the Conference Attendee 
Book.

Final day to preregister; no refunds 
after this date.

September 15, 2009
On-site registration opens at the 
Gaylord Palms Resort and Conven-
tion 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 
14150 Newbrook Drive 
Suite 200 
Chantilly, VA 21051

Do not mail this registration form 
if previously faxed or you’ve regis-
tered online or by phone.

Buy One Day Of 
eDucatiOn, attenD  

the Dhi cOnference  
& expOsitiOn  

fOr free!

stimulus special*
through 6/30/09

advance special
through 7/31/09

standard
after 7/31/09

Full ConFerenCe PaCkage

Member/Non-Member Fee $105/$205 $195/$295 $225/$325 = $ _________

Spouse $125 $125 $125 = $ _________

Team PriCing (DisTribuTors anD sales agenTs only)

Member/Non-Member Fee $750/$1,100 $875/$1,250 = $ _________

one-Day Pass                      (noT subjeCT To sTimulus sPeCial or aDvanCe sPeCial)

Wednesday- Member/Non-Member                                                              $125/$150                                                                       = $ _________

Thursday- Member/Non-Member                                                                 $225/$325                                                                       = $__________
(Thursday pass includes Friday Conference Education)

naTional eDuCaTion regisTraTion

register for any paid national education and receive a full Conference package complimentary.

Please insert Registration Total from National Education Registraton Form = $ _________

ConFerenCe evenTs

Please indicate the number of persons attending each event.

Forum for the Future Kick-Off Luncheon (Wednesday 9/16) ___ person (s) (included in full package) NA

Opening Reception (Wednesday 9/16) ___ person (s) (included in full package) NA

Spouse Opening Reception Only (Wednesday 9/16) ___ person (s) at $50 = $ __________

Forum for the Future (Thursday 9/17) ___ person (s) (included in full package) NA

Forum for the Future Wrap-Up Luncheon (Thursday 9/17) ___ person (s) (included in full package) NA

Closing Reception (Thursday 9/17) ___ person (s) (included in full package) NA

TOTAL = $ __________

* Stimulus Special valid for Registrations received until June 30, 2009; Non-refundable.

CONFERENCE: Sept.16–25 • EXPO: Sept.16–17

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center
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•

ORLANDO ‘09
34TH ANNUAL CONFERENCE & EXPOSITION

CONFERENCE: Sept. 16–25 • EXPO Sept. 16–17
Gaylord Palms Resort & Convention Center
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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   weB site 

Check appropriate company category:  q Distributor   q Manufacturer  q Sales Agent   q Specifier  q Other: _____________________________

DHI ConferenCe anD  
exposItIon attenDee regIstratIon

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 _______________________________________________________________________________

  ______________________________________________________________________________________________________

Important Dates:
June 30, 2009
Last day to receive Stimulus 
Special registration fees.  All 
stimulus registration fees are 
non-refundable.

July 31, 2009
Final day to receive Advance 
Special registration fees.

August 14, 2009
Deadline for Registrant’s Name to 
appear in the Conference Attendee 
Book.

Final day to preregister; no refunds 
after this date.

September 15, 2009
On-site registration opens at the 
Gaylord Palms Resort and Conven-
tion 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 
14150 Newbrook Drive 
Suite 200 
Chantilly, VA 21051

Do not mail this registration form 
if previously faxed or you’ve regis-
tered online or by phone.

Buy One Day Of 
eDucatiOn, attenD  

the Dhi cOnference  
& expOsitiOn  

fOr free!

stimulus special*
through 6/30/09

advance special
through 7/31/09

standard
after 7/31/09

Full ConFerenCe PaCkage

Member/Non-Member Fee $105/$205 $195/$295 $225/$325 = $ _________

Spouse $125 $125 $125 = $ _________

Team PriCing (DisTribuTors anD sales agenTs only)

Member/Non-Member Fee $750/$1,100 $875/$1,250 = $ _________

one-Day Pass                      (noT subjeCT To sTimulus sPeCial or aDvanCe sPeCial)

Wednesday- Member/Non-Member                                                              $125/$150                                                                       = $ _________

Thursday- Member/Non-Member                                                                 $225/$325                                                                       = $__________
(Thursday pass includes Friday Conference Education)

naTional eDuCaTion regisTraTion

register for any paid national education and receive a full Conference package complimentary.

Please insert Registration Total from National Education Registraton Form = $ _________

ConFerenCe evenTs

Please indicate the number of persons attending each event.

Forum for the Future Kick-Off Luncheon (Wednesday 9/16) ___ person (s) (included in full package) NA

Opening Reception (Wednesday 9/16) ___ person (s) (included in full package) NA

Spouse Opening Reception Only (Wednesday 9/16) ___ person (s) at $50 = $ __________

Forum for the Future (Thursday 9/17) ___ person (s) (included in full package) NA

Forum for the Future Wrap-Up Luncheon (Thursday 9/17) ___ person (s) (included in full package) NA

Closing Reception (Thursday 9/17) ___ person (s) (included in full package) NA

TOTAL = $ __________

* Stimulus Special valid for Registrations received until June 30, 2009; Non-refundable.

CONFERENCE: Sept.16–25 • EXPO: Sept.16–17

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center
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S 
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•

ORLANDO ‘09
34TH ANNUAL CONFERENCE & EXPOSITION

CONFERENCE: Sept. 16–25 • EXPO Sept. 16–17
Gaylord Palms Resort & Convention Center

sIgnIfICantly

reDUCeD

regIstratIon

fees

PrOceSS SecureLy OnLine AT www.dhi.Org

hOtel descrIptIONs

GAYlorD pAlMs resort & 
ConVention Center (headquarters 
hotel)

6000 West Osceola parkway, kissimmee, florida   
$189 single/double $209 triple $229 quad

Designed to bring the sights and sounds of Florida’s favorite areas to guests all 
underneath 4.5 acres of glass, the Gaylord Palms Resort and Convention Center 
is a destination in itself and will host all 2009 DHI Conference and Exposition 
activities.

Experience the Everglades while crossing a wooden bridge over mist covered 
bogs as you listen to the frogs singing, watch the lightening bugs and view the 
colorful aquatic fish.  Step into the carefree, funky feel of Key West with a huge 
indoor lagoon - home to stingrays and native Florida game fish - all under the sail 
of the 60-ft. S.S. Gaylord sailboat.  Enjoy the old-world charm of St. Augustine with 
its Spanish-infused style and discover Castillo de San Marco, a replica of the old-
est Spanish fort in America.  Featuring beautiful Spanish Renaissance architecture, 
the Emerald Bay section is a resort in itself.

The Gaylord Palms oversized guestrooms are superbly decorated and furnished 
with elevated beds, ceiling fans, refrigerators, irons and ironing boards, coffee 
makers, hair dryers, doorbells, high speed internet access, an in-room safe, and 
bottled water. Bathrooms feature Saltillo tile floors, granite topped sinks, and full 
length and magnifying mirrors.

When not relaxing in the comfort of your guestroom, enjoy the many dining 
options at the Gaylord Palms, ranging from the fine dining of the Old Hickory 
Steakhouse to casual dining at Sunset Sam’s Fish Camp and H

2O Sports Bar & 
Grille, to the European-style market of Villa de Flora.  You may prefer just a quick 
bite from Java Coast or an ice cream cone from Haagen-Dazs Ice Cream Shoppe 
in the Emerald Bay.  Join your friends for a drink at Sora or Auggie’s Jammin’ 
Piano Bar.

While in Orlando, you won’t have to put your exercise routine on hold.  The Gaylord 
Palms state-of-the-art fitness center features cardiovascular equipment, a Smith 
Press System for body building and a customized Pilates program for starters.  
Enjoy the enormous adults-only South Beach Pool or visit the Clearwater Cove 
pool featuring an Octopus Waterslide, Wacky Waterspouts, Kiddie Cay, Terrapin 
Reef and the Dunes for some family fun.  For land-based recreation, visit Coquina 
Dunes Recreation Park between the hotel and the convention center.  With an 
executive putting course, bocce court, croquet lawn and sandy volleyball court, 
you can engage in some friendly competition while reconnecting with your col-
leagues.  After your workout, or a day on the trade show floor, take some time for 
yourself at the Canyon Ranch SpaClub.

From the comfort of the guestrooms to the convenience of staying at the confer-
ence headquarters hotel, you will be glad you stayed at the world-class Gaylord 
Palms Resort and Convention Center.         

rADisson resort 
orlAnDo-CeleBrAtion

2900 parkway Boulevard, kissimmee, florida  
$125  single/double

Located close to the Gaylord Palms and only 1.5 miles from Walt Disney World, the 
Radisson Resort Orlando-Celebration is reflective of the town in which it resides 
-Celebration.  Guests will “Celebrate the Spirit” of true southern hospitality all 
within this lovely property situated on 20 acres of lush landscaped grounds.   With 
a complimentary shuttle to and from the Gaylord Palms, guests can be in the heart 
of the conference action and amidst Gaylord Palms restaurants and activities 
within minutes.  Each of the 718 guestrooms feature vibrant colors and stylish fur-
nishings as well as modern conveniences, including high speed internet access.  
Onsite services and activities include a newly remodeled full service fitness center 
and a giant free-form pool with waterfall and water slide.  The Radisson also 
features two casual dining experiences: Mandolins, a full service family restaurant 
known for its extensive buffet breakfast bar; and the Parkway Diner and Deli, for a 
classic, 1950’s American dining experience.

Surviving to thriving, Preparing to Prosper!

CONFERENCE: Sept.16–25 • EXPO: Sept.16–17

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center
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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  _______________________________________________________________________________________________________________________________________

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 appli-
cable tax and hotel fees. Suite information may be obtained by calling 
DHI Housing at 866/578-8809 or  
e-mailing: 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.

______ Gaylord Palms Resort and Convention Center (HQ)

 ❐ $189 Single/Double ❐ $209 Triple  ❐ $229 Quad

______  Radisson Resort Orlando – Celebration

 ❐ $125 Single/Double

Type of Room*:

 ❐ Single  ❐ Double

 ❐ Triple   ❐ Quad

Room preference(s): 

 ❐ Non-smoking**  ❐ Smoking (Radisson 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 Palms 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 Monday, August 10, 2009. 
After this date, the offi cial DHI block will be released and the hotels may 
charge signifi cantly higher rates. Room rates are valid three (3) days before 
and after the Conference based upon availability. Rates are subject to 
applicable taxes and hotel fees. 

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 Sunday, September 6, 2009, after which, 
all inquiries should go directly to the hotels or be taken care of on site. 
Cancellations 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/departure dates are included. If specifi c dates are not requested, 
the offi cial conference 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 Monday, 
August 10, 2009. Checks received after August 10th will be returned.

❐ VISA ❐ MasterCard ❐ American Express  

❐  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 Monday, August 10, 2009. 
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.  

CONFERENCE: Sept.16–25 • EXPO: Sept.16–17

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

PLEASE Print or Type. Complete ALL information requested. 
Retain a copy of this form for your records. 

Housing Information
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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   weB site 

Check appropriate company category:  q Distributor   q Manufacturer  q Sales Agent   q Specifier  q Other: _____________________________

DHI ConferenCe anD  
exposItIon attenDee regIstratIon

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 _______________________________________________________________________________

  ______________________________________________________________________________________________________

Important Dates:
June 30, 2009
Last day to receive Stimulus 
Special registration fees.  All 
stimulus registration fees are 
non-refundable.

July 31, 2009
Final day to receive Advance 
Special registration fees.

August 14, 2009
Deadline for Registrant’s Name to 
appear in the Conference Attendee 
Book.

Final day to preregister; no refunds 
after this date.

September 15, 2009
On-site registration opens at the 
Gaylord Palms Resort and Conven-
tion 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 
14150 Newbrook Drive 
Suite 200 
Chantilly, VA 21051

Do not mail this registration form 
if previously faxed or you’ve regis-
tered online or by phone.

Buy One Day Of 
eDucatiOn, attenD  

the Dhi cOnference  
& expOsitiOn  

fOr free!

stimulus special*
through 6/30/09

advance special
through 7/31/09

standard
after 7/31/09

Full ConFerenCe PaCkage

Member/Non-Member Fee $105/$205 $195/$295 $225/$325 = $ _________

Spouse $125 $125 $125 = $ _________

Team PriCing (DisTribuTors anD sales agenTs only)

Member/Non-Member Fee $750/$1,100 $875/$1,250 = $ _________

one-Day Pass                      (noT subjeCT To sTimulus sPeCial or aDvanCe sPeCial)

Wednesday- Member/Non-Member                                                              $125/$150                                                                       = $ _________

Thursday- Member/Non-Member                                                                 $225/$325                                                                       = $__________
(Thursday pass includes Friday Conference Education)

naTional eDuCaTion regisTraTion

register for any paid national education and receive a full Conference package complimentary.

Please insert Registration Total from National Education Registraton Form = $ _________

ConFerenCe evenTs

Please indicate the number of persons attending each event.

Forum for the Future Kick-Off Luncheon (Wednesday 9/16) ___ person (s) (included in full package) NA

Opening Reception (Wednesday 9/16) ___ person (s) (included in full package) NA

Spouse Opening Reception Only (Wednesday 9/16) ___ person (s) at $50 = $ __________

Forum for the Future (Thursday 9/17) ___ person (s) (included in full package) NA

Forum for the Future Wrap-Up Luncheon (Thursday 9/17) ___ person (s) (included in full package) NA

Closing Reception (Thursday 9/17) ___ person (s) (included in full package) NA

TOTAL = $ __________

* Stimulus Special valid for Registrations received until June 30, 2009; Non-refundable.
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sIgnIfICantly
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fees

PrOceSS SecureLy OnLine AT www.dhi.Org

hOtel descrIptIONs

GAYlorD pAlMs resort & 
ConVention Center (headquarters 
hotel)

6000 West Osceola parkway, kissimmee, florida   
$189 single/double $209 triple $229 quad

Designed to bring the sights and sounds of Florida’s favorite areas to guests all 
underneath 4.5 acres of glass, the Gaylord Palms Resort and Convention Center 
is a destination in itself and will host all 2009 DHI Conference and Exposition 
activities.

Experience the Everglades while crossing a wooden bridge over mist covered 
bogs as you listen to the frogs singing, watch the lightening bugs and view the 
colorful aquatic fish.  Step into the carefree, funky feel of Key West with a huge 
indoor lagoon - home to stingrays and native Florida game fish - all under the sail 
of the 60-ft. S.S. Gaylord sailboat.  Enjoy the old-world charm of St. Augustine with 
its Spanish-infused style and discover Castillo de San Marco, a replica of the old-
est Spanish fort in America.  Featuring beautiful Spanish Renaissance architecture, 
the Emerald Bay section is a resort in itself.

The Gaylord Palms oversized guestrooms are superbly decorated and furnished 
with elevated beds, ceiling fans, refrigerators, irons and ironing boards, coffee 
makers, hair dryers, doorbells, high speed internet access, an in-room safe, and 
bottled water. Bathrooms feature Saltillo tile floors, granite topped sinks, and full 
length and magnifying mirrors.

When not relaxing in the comfort of your guestroom, enjoy the many dining 
options at the Gaylord Palms, ranging from the fine dining of the Old Hickory 
Steakhouse to casual dining at Sunset Sam’s Fish Camp and H

2O Sports Bar & 
Grille, to the European-style market of Villa de Flora.  You may prefer just a quick 
bite from Java Coast or an ice cream cone from Haagen-Dazs Ice Cream Shoppe 
in the Emerald Bay.  Join your friends for a drink at Sora or Auggie’s Jammin’ 
Piano Bar.

While in Orlando, you won’t have to put your exercise routine on hold.  The Gaylord 
Palms state-of-the-art fitness center features cardiovascular equipment, a Smith 
Press System for body building and a customized Pilates program for starters.  
Enjoy the enormous adults-only South Beach Pool or visit the Clearwater Cove 
pool featuring an Octopus Waterslide, Wacky Waterspouts, Kiddie Cay, Terrapin 
Reef and the Dunes for some family fun.  For land-based recreation, visit Coquina 
Dunes Recreation Park between the hotel and the convention center.  With an 
executive putting course, bocce court, croquet lawn and sandy volleyball court, 
you can engage in some friendly competition while reconnecting with your col-
leagues.  After your workout, or a day on the trade show floor, take some time for 
yourself at the Canyon Ranch SpaClub.

From the comfort of the guestrooms to the convenience of staying at the confer-
ence headquarters hotel, you will be glad you stayed at the world-class Gaylord 
Palms Resort and Convention Center.         

rADisson resort 
orlAnDo-CeleBrAtion

2900 parkway Boulevard, kissimmee, florida  
$125  single/double

Located close to the Gaylord Palms and only 1.5 miles from Walt Disney World, the 
Radisson Resort Orlando-Celebration is reflective of the town in which it resides 
-Celebration.  Guests will “Celebrate the Spirit” of true southern hospitality all 
within this lovely property situated on 20 acres of lush landscaped grounds.   With 
a complimentary shuttle to and from the Gaylord Palms, guests can be in the heart 
of the conference action and amidst Gaylord Palms restaurants and activities 
within minutes.  Each of the 718 guestrooms feature vibrant colors and stylish fur-
nishings as well as modern conveniences, including high speed internet access.  
Onsite services and activities include a newly remodeled full service fitness center 
and a giant free-form pool with waterfall and water slide.  The Radisson also 
features two casual dining experiences: Mandolins, a full service family restaurant 
known for its extensive buffet breakfast bar; and the Parkway Diner and Deli, for a 
classic, 1950’s American dining experience.

Surviving to thriving, Preparing to Prosper!
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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  _______________________________________________________________________________________________________________________________________

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 appli-
cable tax and hotel fees. Suite information may be obtained by calling 
DHI Housing at 866/578-8809 or  
e-mailing: 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.

______ Gaylord Palms Resort and Convention Center (HQ)

 ❐ $189 Single/Double ❐ $209 Triple  ❐ $229 Quad

______  Radisson Resort Orlando – Celebration

 ❐ $125 Single/Double

Type of Room*:

 ❐ Single  ❐ Double

 ❐ Triple   ❐ Quad

Room preference(s): 

 ❐ Non-smoking**  ❐ Smoking (Radisson 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 Palms 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 Monday, August 10, 2009. 
After this date, the offi cial DHI block will be released and the hotels may 
charge signifi cantly higher rates. Room rates are valid three (3) days before 
and after the Conference based upon availability. Rates are subject to 
applicable taxes and hotel fees. 

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 Sunday, September 6, 2009, after which, 
all inquiries should go directly to the hotels or be taken care of on site. 
Cancellations 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/departure dates are included. If specifi c dates are not requested, 
the offi cial conference 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 Monday, 
August 10, 2009. Checks received after August 10th will be returned.

❐ VISA ❐ MasterCard ❐ American Express  

❐  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 Monday, August 10, 2009. 
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.  

CONFERENCE: Sept.16–25 • EXPO: Sept.16–17

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

PLEASE Print or Type. Complete ALL information requested. 
Retain a copy of this form for your records. 

Housing Information
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uch has changed in the last 125 years. Presidents have  
been elected, wars have been fought, and the face of America 
has changed. And yet, in the small town of Two Rivers, 
Wisconsin, one thing has not changed: Eggers Industries.

Eggers Industries is an anomaly in today’s world of corpora-
tions and big business buy-outs. Eggers has been privately held 
since its inception in 1884 and there are no signs of that chang-
ing. The primary focus isn’t on the short term, but rather on the 
long term: sustainability, reinvestment, and providing for the 
customer’s needs through a set of core principles. It is that set of 
core principles that has guided Eggers Industries over the last 
125 years. These values have led to innovative products, indus-
try changing discoveries, and a company that remains true to 
its reputation for quality products. 

Eggers’ history is one that covers three centuries and numer-
ous economic and business conditions, including both World 
Wars, the Great Depression, and the credit crisis of the 1980’s. 
Through it all, Eggers has managed to not only get by, but, in 
many cases, come out a stronger company. These facts beckon 
the question: What makes Eggers Industries so resilient?

The answer is one that is as intangible as it is uncommon: a 
set of core values so ingrained in the company that they are 
not simply words on a page, but a set of guiding principles 
and criteria on which decisions are made. These principles 
were first put in writing in 1994 by then Company President 
and current Chairman of the Board, James Lester. The 
publication is titled “The Eggers Way” and, while not written 
until 1994, is a comprehensive overview of the ideals, prac-
tices, and core values which have allowed Eggers to endure 
over the last 125 years when so many companies have failed. 

By  Br idg e t  d i eder ic h s

b u s i n e s s  c a s e  S T U D Y

EggErs industriEs

h i sto r y
of

t h e

M

Celebrating 125 Years of  
Wood Prodcts
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Balanced Responsibilities 
That Consider Our Customers, 
Employees, Shareholders and  
the Community

Since the first economic downturn 
the company faced in 1897, Eggers 
Industries has earned a reputation 
for being an employer dedicated 
to keeping their employees on, 
even in the face of an economic 
downturn. Rather than seeking to 
reduce employee headcount, Eggers 
Industries has always sought out 
cost savings through renegotia-
tions with vendors, more efficient 
processes, and other measures that 
did not affect employment. 

In today’s economic challenges, 
Eggers is again showing dedication 
to their employees. According to 
President Jay Streu, “It doesn’t make 
sense to jettison employees for short 
term financial gain when it’s those 
employees who make us success-
ful in the long run.” Rather than 
laying off or furloughing employees, 
Eggers Industries has devised 
employee committees dedicated to 
finding better processes, reevaluat-
ing material costs, and improving 
efficiency. Additionally, slow times 
are being utilized as opportuni-
ties for employee training and 
development.

This policy is one that is not only 
beneficial to Eggers’ employees 
and the small communities of Two 
Rivers and Neenah, but one that is 
done with the customer in mind. 
Eggers is committed to lowering 
costs, improving productivity, and 
increasing employee knowledge in 
order to provide their customers 
with the best value in the industry. 
Additionally, a considerable portion 
of profits and savings are reinvested 
in improved technology and tools 
used to meet customer needs. 
When the economy recovers, Eggers 
employees will be better trained, 
more efficient, and ready to ship 
customer orders.

Continuous Improvements  
from All Employees

Improving processes and reducing 
costs cannot be done by one person 
alone and Eggers believes that many 
of the best innovations come from 
those who work within the processes 
on a daily basis. Additionally, Eggers 
Industries is never satisfied with its 
processes or skills—they continu-
ously look for ways to improve 
its value to the customer. It is this 
philosophy that has made Eggers 
Industries a leader in research and 
development since its foundation.

At the turn of the century, the 
adhesive used in veneered product 
manufacture was an animal-derived 
glue that, while inexpensive, was 
easily affected by moisture and 
would often decompose or cause 
fungal growth. The industry sought 
a better product, but with little 
success. Eggers Industries was at the 
forefront of the research and devel-
opment of replacement glue, a proj-
ect led by the Eggers workforce and 
strongly supported by management. 
After years of industry research, 
and thanks to the proximity of 
Wisconsin’s dairy farms, Eggers 
Industries produced and patented a 
glue adhesive made from casein, a 
milk protein. The Eggers-developed 
casein glues had a significant impact 
on plywood manufacture. 

This commitment to innovation 
and improvement hasn’t wavered. 
Today, Eggers employees are as dedi-
cated as ever to improving processes 
and products. Every employee is 
encouraged to continuously evalu-
ate their processes and behaviors 
in order to increase efficiency while 
lowering costs. Innovation is the 
expectation rather than the excep-
tion. Most recently, Eggers Industries 
is making strides to become a leaner 
organization while developing new 
products. Among these are the 
eiDoor, an ultra durable vinyl-clad 
door that withstands even the most 
abusive environments, a beadless 
lite flush door, and an acoustical 
veneered wood frame. 

Sharing Successes Through  
Rewards and Celebrations

As employees work to continu-
ously improve the processes and 
products of Eggers Industries, the 
company is dedicated to celebrating 

Jay Streu Mary Lester StreuJames Lester
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1848—14 year-old Fredrick Eggers emigrates with his 
family from Germany to Two Rivers.

1884—Fredrick Eggers, along with two of his sons, 
establishes Eggers Industries. The company starts by 
producing farm baskets, but turns to veneer seating 
when the basket market falls through nine months 
into the company’s life.

1893—The “Panic of 1893,” begins a four year period of 
business freefall and the lumber industry is hit hard. 
Eggers is able to escape intact, a result of its commit-
ment to running a primarily cash-based business 
without significant debt.

1901—The lumber industry returns to a growth 
industry. Eggers Industries is so successful it must 
expand, doubling its workforce.

1913—Eggers creates a new form of adhesive that 
is waterproof and eliminates fungal growth on 
plywood products.

1914-1917—World War I breaks out. Eggers Industries 
receives a large government contract to produce fuse-
lage parts for military aircraft. 

1920-1929—Eggers is a top veneer manufacturer and 
business is booming. This results in continued expan-
sion, new technology and a larger workforce.

1929-1941—The Great Depression. Virtually all families 
and industries are affected, and Eggers is no excep-
tion. By the time the Depression is over, Eggers is a 
shell of its former self.

1941-1944—World War II breaks out, effectively ending 
the Depression. Eggers sees a modest boost from a 
military contract, but continues to struggle. 

1944—Struggling for survival, President Russell Eggers, 
grandson of founder Fredrick Eggers, meets George 
Lester, whose experience in the wood products 
industry and winning personality make him an ideal 
fit. Lester is offered the position of General Manager. 
Company stock and part ownership are paid as 
compensation.

1944-1954—George Lester quickly builds up a customer 
base and doubles the company’s gross profits and 
triples net profit. Profits are funneled into moderniza-
tion and increased product offerings. Eggers regains 
its reputation as the leader for high-end, high-quality 
products.

1954—Russell Eggers leaves the company and George 
Lester is named company President. 

ith three divisions in Northeast Wisconsin, Eggers Industries manufactures architectural flush 

doors, true stile and rail doors, door frames, veneered plywood panels, and custom components 

for commercial projects including veneer wrapped metal and wood components. Special appli-

cations include bullet-resistant, fire-rated, lead-lined, and acoustical doors, eiDoors, as well as 

FSC certified products that contribute points to the Leadership in Environmental and Energy 

Design (LEED) program. Eggers meets AWI, WI, and WDMA wood product standards. 

EggErs industriEs
W

About
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1960-1964—By this point George Lester has earned 
a controlling portion in stock ownership. Eggers 
continues to expand its facilities and product offerings. 
George Lester’s son James joins the company, first in 
engineering, then in sales. 

1965—Eggers acquires Hardwood Products Corporation, 
a struggling high-quality door manufacturer in 
Neenah, Wisconsin. With this acquisition, Eggers 
enters the world of door manufacturing. 

1971—George Lester, after successfully turning around 
two companies, retires. His son James Lester is named 
his successor. As President, James Lester develops a 
comprehensive employee profit sharing program that 
receives national praise.

1984-Eggers celebrates 100 years, earning high profile 
jobs such as the large conference table in the Cabinet 
Room of the White House. 

1985—With the help of government loans, Eggers 
purchases a second facility in Two Rivers.

1994—The core beliefs of Eggers Industries are compiled 
and published as “The Eggers Way,” ensuring future  
generations would understand the values and atti-
tudes that made Eggers Industries so successful for 
so long. Jay Streu, James Lester’s son-in-law, joins the 
company as Vice President of Sales and Marketing

1999—Company profits are reinvested into a significant 
expansion at the Neenah facility. The expansion focuses 
on sustainability and work flow. James Lester announces 
his retirement and names Jay Streu his successor.

2000—Jay Streu takes over as company President. The 
Neenah expansion earns Eggers the “2000 Innovator 
of the Year” award from the Woodworking Machinery 
Industry Association.

2004—Eggers builds a new state-of-the-art facility to 
replace the East Twin River facility in Two Rivers. The 
new facility utilizes the newest technology available.

2009—Eggers Industries celebrates 125 years of quality 
wood products

and rewarding those efforts. From small celebrations 
to a profit sharing program, Eggers works to give their 
employees a sense of ownership in the company.

Celebrations range from annual employee apprecia-
tion dinners to special pizza parties when a goal is 
reached. Employees are recognized for their extra 
efforts when they are able to improve a ship date to 
meet a customer’s request or when process improve-
ments result in higher efficiency. Additionally, at the 
company’s annual employee appreciation dinner, 
Eggers’ senior management takes a moment to thank all 
employees for their dedication and hard work. Rewards, 
whether big or small, motivate employees to continu-
ously work to improve the company, an attitude that 
directly affects their customers’ products. 

Eggers also offers its employees the opportunity to 
share in the company’s profits. In recognition of the 
tremendous impact that the highly skilled and expe-
rienced workers at Eggers had upon the company’s 
fortunes, in 1955 President George Lester worked to 
establish the company’s first ever profit-sharing benefit. 
The program was expanded in 1980 as President James 
Lester extended the benefit out to all Eggers employees. 
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Identify And Understand The New Leed 
V3 (2009)
Presented by Bruce Larson, National Architectural Account 
Manager, Mohawk Flush Doors. 

Beginning in May of 2009, USGBC introduced 
revisions to the four existing LEED rating sys-
tems; NC, CI, CS, and Schools. This class will 
compare and contrast the changes from the 
five LEED Versions 2.0, 2.1, and 2.2 for wood 
doors to help simplify the bidding process, 
and help sort out what will be a total of (9) 
LEED programs.

Understanding the Green Product 
Marketplace, Eliminating Greenwash 
and the Importance of Third Party 
Validation
Presented by Joshua Sanders, Global Service Line 
Manager for UL Environment Inc.

Sustainability is en vogue and many who are 
engineering new products are under pressure 
to make them more “green.” Energy efficien-
cy and recycled content are certainly sustain-
able features, but in a market saturated with 
“eco-friendly” technologies, consumers are 
growing increasingly skeptical of those that 
label themselves “sustainable.” Does there 
come a point when purchasers no longer 
believe the self-declarations? Does third party 
certification offer value to the buyer? How do 
you navigate the various “eco-labels?”

Understanding Fsc Chain of Custody 
Certification
Presented by Terry Campbell of Forest Products Solutions.

The interest and demand for Forest Steward-
ship Council (FSC) Chain-of-Custody (COC) 
certified doors continues to rise with the 
growth of the green building industry.  Earn-
ing a COC certificate through one of the FSC 
accredited certification bodies can appear 
to be a daunting task.  This presentation will 
clarify terms related to FSC certification; 
explain the certification process; and provide 
some preparation tips.

CONFERENCE EDUCATION
Friday, September 18, 2009    •    9:00 a.m. to 12:30 p.m.    •    Gaylord Palms Resort and Convention Center

CONFERENCE: Sept.16–25 • EXPO: Sept.16–17

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

As our industry “goes green” so go our Conference Education sessions this year. 
This year’s Conference Education will feature three different sessions with a focus on “green” 

developments within our industry. To help keep you abreast of this increasingly important topic in our 
industry, each session will be offered at three different times on Friday morning.
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Employees were encouraged to 
submit and incorporate strategies 
that would increase productivity 
and decrease cost. Gains would 
be calculated into actual savings 
and split between the company 
and employees. Employees were 
rewarded for their ideas and the 
company was able to reinvest savings 
in order to facilitate ever increasing 
productivity. Since its inception, 
Eggers’ employees have received 
over $11 million dollars in profit 
sharing and Eggers’ customers have 
reaped the many benefits of increased 
efficiency, technology, and quality.

Honesty, Integrity and Reliability 
in All Actions by All Employees

The Eggers Way states, “Honesty 
and integrity are more important 
than making a profit or satisfy-
ing a customer. We present facts 
accurately at the risk of losing 
orders and customers rather than 
compromise our integrity.” Eggers 
Industries realizes that breeches of 
integrity, even in small things or 
single instances, can form an ever 
widening gap of trust. 

Rather than earning a customer’s 
work on a project in the short term 
by promising what they cannot 

deliver, Eggers hopes to earn custom-
ers’ trust through their honesty. It is 
through the honest communication 
of their capabilities that Eggers 
proves to their customers that they 
are more interested in earning their 
trust than earning their money. 
While this is not always popular 
and can lead to the loss of a project, 
Eggers Industries sees this loss as 
small in comparison to lost trust as a 
result of failing to deliver.

Avoiding a Hit Below the 
Water Line, to Ensure Stable 
Finances and Company

A hit below the water line is 
one that will sink the ship. Eggers 
Industries is committed to avoiding 
decisions that could lead to a large 
reduction in employment, a change 
in ownership, or have a negative 
affect on its shareholders. 

Amid the credit crisis of the 
1980’s, Eggers Industries faced 
a difficult decision due to recent 
improvements in production and 
increasing sales: Eggers could easily 
expand its operations through 
building an addition or acquir-
ing another facility. However, 
to do so would have required a 
significant loan and even the most 

creditworthy customers received 
astronomical rates. Though growth 
and expansion were important, 
Eggers felt it was better to avoid 
the risk of a high interest rate. 
Fortunately, Eggers was soon 
after assisted by the Small Cities 
Community Block Grant initiative 
and was able to acquire a new facil-
ity with low cost financing through 
the government. It was only 
through a stable means of growth, 
one that significantly limited the 
risk to the company, that Eggers 
was willing to move forward.

It’s a sentiment still held by Eggers 
management today. Mary Lester 
Streu, Vice President of Operations, 
states, “The ability to stay true to the 
company values makes us special. 
Some people view us as conservative; 
we view ourselves as focused. We 
stay close to a key principle: under 
commit and over perform. We do not 
try to do everything. We stay true 
to our custom manufacturing busi-
ness. We want a healthy company, 
not a big company. Those are the 
true roots of Eggers Industries.” 

Even against the backdrop of 
uncertainty our country is facing, 
Eggers has a lot to celebrate. The 
company continues to focus on what 
has made it sustainable for the last 
125 years: strong core values and 
principles. And yet, the focus at 
Eggers does not seem to be on the 
past, but on the future: a future built 
on the same vision that has brought 
Eggers so much success over the 
last 125 years. The history of Eggers 
Industries has been a remarkable 
one. Let the next chapter begin.  

About the Author: Bridget Diederichs is the 
Marketing Communication Specialist for Eggers 
Industries. For more information visit www. 
eggersindustries.com, call 920.793.1351, or 
email bdiederichs@eggersindustries.com.
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Sustainability is en vogue and many who are 
engineering new products are under pressure 
to make them more “green.” Energy efficien-
cy and recycled content are certainly sustain-
able features, but in a market saturated with 
“eco-friendly” technologies, consumers are 
growing increasingly skeptical of those that 
label themselves “sustainable.” Does there 
come a point when purchasers no longer 
believe the self-declarations? Does third party 
certification offer value to the buyer? How do 
you navigate the various “eco-labels?”

Understanding Fsc Chain of Custody 
Certification
Presented by Terry Campbell of Forest Products Solutions.

The interest and demand for Forest Steward-
ship Council (FSC) Chain-of-Custody (COC) 
certified doors continues to rise with the 
growth of the green building industry.  Earn-
ing a COC certificate through one of the FSC 
accredited certification bodies can appear 
to be a daunting task.  This presentation will 
clarify terms related to FSC certification; 
explain the certification process; and provide 
some preparation tips.

CONFERENCE EDUCATION
Friday, September 18, 2009    •    9:00 a.m. to 12:30 p.m.    •    Gaylord Palms Resort and Convention Center

CONFERENCE: Sept.16–25 • EXPO: Sept.16–17

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

As our industry “goes green” so go our Conference Education sessions this year. 
This year’s Conference Education will feature three different sessions with a focus on “green” 

developments within our industry. To help keep you abreast of this increasingly important topic in our 
industry, each session will be offered at three different times on Friday morning.
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he past year, 2008, was a challenging one 
for our nation. The economic turmoil 
touched almost every American and 
virtually all industries, including door 
& hardware distributors, and insurance. 

It is times like these that the staff at TISC, the Door & 
Hardware Institute’s Endorsed Insurance Program 
Provider, is proud to have a positive impact on the oper-
ations of so many DHI member companies. We embrace 
the fact that our job is to protect you by minimizing 
the potential for loss from the foreseen and the fore-
casted. However, even the best insurance loss preven-
tion specialist cannot completely eliminate accidents 
or predict the future, and that means our work is not 
done until our valued customers have been assisted in 
their time of need. We are happy to have served those 
members who sought us out for our expertise in expo-
sure recognition, loss minimization, coverage solutions, 
and claims assistance. This is a true testament to the 
way we conduct ourselves in our business, which is 
professionally, but with a personal touch driven by a 
sincere concern for those we protect.

How did you make your insurance buying decision 
in 2008? Was it on expertise of the agent? How well 

informed do you think your insurance provider is about 
the evolving trends, which include regulation and 
economic conditions that impact you as a distributor? 
Maybe knowledge isn’t that important. Possibly, choos-
ing an insurer should strictly be based on the premium 
with the lowest cost being most important. All insur-
ance is basically the same, right? Beyond your choice 
being made on cost and expertise, I am sure that the 
relationship that you have with your provider offers 
you a feeling of security and trust and it plays into your 
decision to some degree. Hopefully, you have used 
some combination of these techniques to determine 
what is the best insurance option for your company. 

Honestly, all insurance is not the same and it is easy 
to be fooled by a variety of things. For instance, with the 
challenges of 2008, were you and your agent prepared 
for the economic turbulence, the weather catastrophes, 
and the intellectual property or data liability risks that 
developed during the year? 

With regard to the economy, the typical insurance 
provider might state that a poor economy is simply a 
business risk which is uninsurable. Nice answer, but 
not true. For businesses that extend large amounts 
of credit, there is protection against a default with 
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receivable insurance – and not the 
standard kind found in the normal 
wholesale distributor insurance 
products. The economic challenges 
that the country has faced did not 
creep in silently overnight. Did your 
agent or provider ask you anything 
about your concerns and analyze the 
risk you faced? Maybe it wasn’t that 
important. 

After Hurricanes Katrina and Rita 
in 2005, everyone had their eye out 
for exposure to weather catastro-
phes. However 2006 and 2007 were 
relatively incident free and it lulled 
many back into a sense of false secu-
rity. Well, 2008 snapped us back to 
reality as flooding hit the Midwest 
States hard, and Hurricanes like 
Gustav and Ike tore through the 
Gulf Coast and proved that insur-
able losses of $11 billion were still 
possible. Were you and your agent or 
provider prepared for these events? 
Did your policy cover you for the 
peril of flood? Maybe coverage just 
wasn’t that important. 

By now you should have heard 
about Red Flags Rule that was 
established by the Federal Trade 
Commission and becomes active in 
2009, but has your agent or provider 
ever heard of this? The issues and 
exposure that this regulation will 
bring to your attention is network 
security and data liability. The 
insurance industry has had policies 
that address these challenges since 
2007. Were you aware of this in 2007 
or even last year? Maybe it just isn’t 
that important.

Trust is critical if you are going 
to rely on your insurance provider 
to analyze exposures with you, 
and even if you do not agree that 
the items I have listed as problems 
in 2008 posed a threat to your busi-

ness, you still hopefully see how 
important it is that your agent has at 
least discussed them with you and 
allowed you to dismiss by choice 
and not chance. Ignorance may be 
bliss, but that all changes when an 
uninsured loss happens. At TISC we 
have insurance products, coverage, 
and risk management tools avail-
able to address all of the major chal-
lenges that I have stated for 2008 and 
they have been in place since 2007.

I believe that you buy insurance 
from people you trust and who 
understand your business - not just 
on the surface, but in depth. This 
statement, a person you trust with 
in-depth knowledge of your indus-
try, creates a formula for the best 
buying decision. Our staff is always 
looking for ways to demonstrate how 
TISC differs from other insurance 
programs for commercial openings 
professionals. In most cases, relation-
ship development is our primary 
focus, which establishes trust. This 
often leads to a friendship with our 
customers. Our product develop-
ment, which I have shared informa-
tion about above, points to TISC as 
an insurer with in-depth knowledge 
of the industry we serve. The TISC 
staff and I are extremely grateful for 
the opportunities we have to care for 
the members of DHI who have placed 
their trust in us. We enjoy the posi-
tive and negative feedback that we 
are offered because it helps us grow. 
It is very clear to all of us that where 
you insure your business has always 
been a matter of trust, and we seek to 
earn it each year.

In 2009, my staff and I hope to meet 
many of you at DHI events to tell 
you more about the DHI Insurance 
Program. Thank you for your support 
and for making this possible.  
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HI’s Education Council (EC) has two unofficial battle cries. 
The first is “Improve Quality and Consistency!” and the second is 
“We Need Your Help!” Both declarations go hand in hand since 
quality and consistency cannot improve without a team effort. 
Fortunately, the EC, Instructors, students, and DHI Staff have all 
been working together to advance the degree of consistency and the 
level of quality of our course curriculum, assessments, and materials. 

There are many events that have already transpired in 2009 that 
have added tremendously to the effort of improving quality and 
consistency… and there are many more that are on the horizon. 
Please allow me to introduce you to the main players in this 
endeavor as well as share their contributions.

Education Council: The Dream Team

This hardworking group of individuals met in early April 
this year. Setting aside their own busy schedules, each of them 
participated in nearly 30 hours of meeting/working during a 2.5 
day meeting. In addition to our roundtable discussions as a whole 
group, the individual curriculum review teams also broke out into 
smaller work groups to tackle improvements that need to be made 
to a number of our classes. 

One of the main goals of the EC is to delve very deeply into the 
technical aspects of DHI’s curriculum. In an ever-evolving industry, 
it is very easy for educational content to become outdated. The EC 
members have been very diligent in their task of steadily chipping 
away at this immense undertaking and are very fortunate to be 
able to utilize the help of a number of dedicated and selfless Subject 
Matter Experts (SMEs) as they continue to update the courses. 

In an effort to summarize just a fraction of the improvements 
that have come to life as a result of the EC’s as well as the SMEs’ 

     d h i  E D U C A T I O N

( P a r t  2 )The Tale of the  
MEGA TEAM
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ongoing work, I would like to share 
a few of the recent and upcoming 
changes that have been made to 
DHI’s Education.

Based on overwhelmingly 
consistent feedback from both 
the students and the Instructors, 
COR130—Electrifi ed Architectural 
Hardware (Level 1) and COR135—
Electrifi ed Architectural Hardware 
(Level 2) were merged in May 
2009 to create COR133—Electrifi ed 
Architectural Hardware. 

The decision to merge COR130 and 
COR135 was based on what will be 
best for the students’ educational 
experience. The COR135 students 
who had a gap between taking 
COR130 and COR135 oft en found 
themselves having diffi  culty keeping 
up with the COR135 students who 
had just fi nished taking COR130 
the day before. The situation was 
detrimental to both the students who 
were falling behind and the students 
who were being handicapped by 
their struggling partners. 

Reading the course evaluations 
provided by the May 2009 COR133 
students confi rmed that the merg-
ing of the classes proved to be 
benefi cial and was appreciated. 

Similarly, COR110—Basic 
Architectural Hardware and 

COR115—Hardware Applications 
were merged in May 2009 to 
create COR113—Architectural 
Hardware and Applications. The 
decision to merge these courses 
was based on the amount of over-
lapping/repetitive curriculum 
that would be stripped upon 
their union as well as the need 
for students to take the classes 
in succession to ensure the best 
educational experience. 

We understand that there are 
students who have already taken 
COR130 and still need to earn credit 

for COR135 and/or who have already 
taken one half of COR113 (COR110 or 
COR115) and still need to earn credit for 
the other half. 

Students in this situation have two 
time sensitive options. 

The fi rst is to take and pass the 
Challenge Exam(s) for the missing 
course(s). These classes will still be avail-
able as online Challenge Exams through 
December 31, 2009. 

The second option is to successfully 
participate in a Chapter/In-house session 
of the needed class(es). Approved Chapters 
and companies will be able to deliver the 
separated classes through 2009. 

Beginning January 1, 2010, 
only the combined COR133 and 
COR113 Challenge Exams and 
classes will be available. 

In addition to the aforemen-
tioned classes, there are two more 
courses that are about to merge. 
COR150—Professional Project 
Management and COR155—Product 
Installation are to be combined in 
September 2009 to create COR153—
Installation Coordination and 
Project Management. Again, the 
classes complimented each other to 
the point that it would certainly be 
best for the students for a merger 
to take place. Also keeping the 

success of the student in mind, 
COR103—Understanding and Using 
Construction Documents has been 
added as a prerequisite for any 
student who plans to take COR153. 

Should a student be in need of either 
COR150 or COR155, please note that 
the Challenge Exam and Local Education 
options will still be available for COR150 
and COR155 until December 31, 2010.

Beginning January 1, 2011, only the 
combined COR153 Challenge Exam and 
class will be available. 

In addition to taking on the chal-
lenge of merging these classes, 
the Education Council put forth 
a commendable eff ort to add a 
substantial amount of content to two 
of our classes, COR140 and DAI 600. 

Due to the new International 
Building Code course material and 
the expansion of the NFPA 80 and 
NFPA 101 exercises, COR140—Using 
Codes and Standards has been 
extended by one day so that it is 
now three days in length. This 
revised schedule took eff ect in May 
2009. We were, again, very pleased 
with the results of the student 
surveys, which demonstrated the 
students’ approval of the newly 
restructured class. 

Students who took COR140 in its 
2-day form will retain the credit they 
earned without needing to participate 
in additional course work. That being 
said, the Education Council is in the 
developmental stages of creating a 
“codes update” course that will be an 
optional class for students who wish 
to stay current on the changes that 
have been made to the COR140 subject 
matt er. It is important to note that the 
COR140 class is updated every year 
due to the ever evolving topic of codes 
and standards. Therefore, the codes 
update class will be very benefi cial 
to students who have a gap of more 
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than one year between the time they 
take COR140 and the time they plan 
to take an Exam Prep class (AHC, 
CDC, or EHC). The launch date for 
the codes update class is uncertain at 
this time, but we are aiming for 2010.

DAI 600—Fire Door Assembly 
Inspection has also been extended 
by one day (it ran as a 4-day class 
for the first time in May 2009). This 
extension will allow instructors 
more time to cover both the current 
content and the newly added mate-
rial, which details modifications 
made to NFPA 101 (2009 edition). 
Please be aware that “and Egress” 
has been added to the course title 
so that it is more reflective of the 
NFPA 101 additions. Thus, the title 
is now DAI 600—Fire and Egress 
Door Assembly Inspection.

For those students who passed DAI 600 
in its 3-day form, a continuing education 
class that covers the new NFPA 101 
material is to be developed by the end of 
2009. More information will be provided 
to the affected students as it becomes 
available. At this time, we anticipate that 
the continuing education material will be 
made available online through our new 
Learning Management System (LMS).

One last item of note is the addi-
tion of two prerequisite courses for 
COR125—Takeoff and Estimating. 
COR125 is one of the classes that 
the EC is focusing on during the 
2009 revision cycle. Upon a detailed 
review, the EC determined that 
students will be better prepared for 
a successful learning experience 
in COR125 if they have already 
completed COR103—Understanding 
and Using Construction Documents 
and COR120—Door and Frame 
Applications. The new prerequisites 
have been in place since registra-
tion opened in June for the Fall 2009 
MEGA School.

 Education Council members working to build the new COR153 class.

 Jon Laing, the Education Council Chairman, leading members through one of many prioritization activities.
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Instructors: The Quality Assurers 

The level of importance that a 
curriculum plays in a student’s learn-
ing process can only be matched 
by the importance of having a 
qualified and prepared Instructor 
delivering the course content. 

Since Instructors play such a 
vital role in conveying informa-
tion effectively to the student, 
both the National and Local 
Instructor Applications have 
been completely revamped. There 
are now very specific require-
ments that must be fulfilled in 
order to be a DHI Instructor. 

One of the new Application 
requirements that will be most 
beneficial is confirming that 
Instructors are very familiar with 
the current version of the class 
exam that they will be deliver-
ing. The method for ensuring 
this is by asking the Instructor 
applicant to take the Challenge 
Exam for each class that he/
she is interested in teaching. 

Knowing that the incoming 
Instructors are qualified to teach 
their respective classes is only one 
reason that this requisite assess-
ment is proving to be so useful. A 
second reason is that the revised 
Instructor Application process 
emphasizes the need for provid-
ing Staff with feedback regarding 
the quality of the exam and how it 
relates to the curriculum it is assess-
ing. In support of this quest, we also 
ask that the Instructor applicant 
put themselves in the position of 
the student while taking the exam. 
Adding this step to the prepara-
tory process will highlight missing 
content, vaguely written questions 
and/or answer options that may 
have been otherwise overlooked.

The Instructors have always 
played a fundamental role in the 
quality of DHI’s education and 
we are very appreciative that 
they are now dedicating even 
more of their time to making 
these additional improvements. 

Students: The Unsung Heroes 

While the EC, SMEs, and 
Instructors are doing a tremendous 
amount of work to improve the 
courses and their exams, there is 
another piece of the improvement 
puzzle that is growing exponen-
tially. This increasingly valuable 
segment is the feedback provided in 
the students’ course evaluations. 

On more than one occasion it 
has been requested of the students 
that they provide very thorough 
and constructive critiques on their 
course evaluations. Having read 
the evaluations from one National 
school to the next, there has been 
a noticeable evolution in the level 
of detail and helpful information 
being submitted by each student.

At the most recent MEGA School, 
several students suggested addi-
tions they believe should be incor-
porated into the curriculum. Many 
students also provided ideas for 
interesting hands-on exercises, help-
ful visual aids, and engaging activi-
ties. I was tremendously impressed 
by the level of detail that some 
students went to when addressing 
their concerns about specific ques-
tions on an exam as well as exact 
sections/topics within the Student 
Manuals that they found to be in 
need of fine tuning. 

The students are due an escalating 
amount of credit and should pat 
themselves on the back for providing 
such helpful and essential advice.

Their advice and feedback is crucial 
to the growth of the education 
program. 

And, on a lighthearted note, some 
feedback has the power to make our 
day. One such example came from 
a student who took a class offered 
through his Chapter in March. A 
budding poet, it seems, he wrote 
just one sentence: “Either they are 
DHI… or on their knowledge you 
cannot rely.”

DHI Staff: The Informers 

Our goal of creating an educa-
tional program that is superlative in 
every aspect of its quality includes 
maintaining and polishing the 
content of our online Education 
Resource Guide (ERG). The ERG 
is the quickest, most user-friendly 
source for all of our essential 
education information. This help-
ful guide contains a variety of 
educational “road maps,” including 
the “Chart of Required Courses 
for Certification,” all of our course 
offerings, a Frequently Asked 
Questions section, and much more. 

Due to the evolving nature of the 
course information, Staff makes 
it a priority to update the ERG on 
a regular basis. We are also very 
cognizant of making the current 
version immediately accessible 
to all, which is why we are now 
publishing it online. 

To view DHI’s recently updated 
Education Resource Guide as well as 
the registration form for the upcom-
ing September school, please go to 
www.dhi.org. Upon reviewing the 
registration form, you will notice 
that there is an Early Bird price 
break on the class tuition. Please 
note that the reduced pricing offer 
concludes on August 31, 2009.  
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Go to www.dhi.org for COMPLETE COURSE LISTINGS AND COURSE DESCRIPTIONS

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 ben-
eficial learning experience to the student.

PREREQUISITES–There are prerequisites for 
some courses, as detailed in the course descrip-
tions provided. Reference the DHI Education 
Resource Guide (ERG) for complete information 
regarding course prerequisites. The current ERG is 
posted at www.dhi.org.  DHI recommends to stu-
dents who are new to the industry, and those with 
minimum field experience, that they follow the sug-
gested 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 individual member or any 
employee of a corporate member. Tuition in 
Orlando, FL includes course material, breakfast, 
lunch, and refreshments.

CHALLENGE EXAM – 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.

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 pay-
ment. 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.

HOTEL ACCOMMODATIONS – 
Students are responsible for making their own hotel 
reservations. Complete Education Housing Informa-
tion will be made available online at www.dhi.org.

TUITION POLICIES – “Early Bird” tuition rates 
apply to registrations received on or before August 
31, 2009. A $200.00 administration fee will be 
applied to cancellations received from August 18, 
2009 to August 31, 2009. After August 31, 2009 no 
refunds will be allowed. Students who register for 
a class prior to fulfilling the course’s prerequisite(s) 
will have until August 30, 2009 to complete the 
course prerequisite(s).  Students who do not satisfy 
this condition will receive an automatic cancella-
tion of registration on August 31, 2009, and will 
also incur the $200 “late cancellation” administra-
tive fee. Prior to August 31, 2009, a student may 
transfer his/her tuition from the current school 
to the next school or to another member of his/
her company so that they may attend the cur-
rent school.  Either type of transfer will incur a 
$100 administrative fee.  Transfers may be done 
only once.  Students who are unable to meet the 
terms of the transfer (i.e. attending the next school 
themselves or their colleague attending the current 
school) and notify DHI after August 31, 2009 will 
forfeit the class tuition.  Notifications occurring from 
August 18-31, 2009, will incur the additional $200 
“late cancellation” administrative fee.

DHI National Education
September 18-25, 2009   •  Orlando, Florida  

Complete Conference  
Registration Package Includes:
•	Forum for the Future Program with Kick-Off and Wrap-Up Luncheons

•	Conference Education Sessions

•	 Industry Marketplace

•	Exposition Hall including Opening and Closing  
Receptions on the Trade Show Floor 

•	And so much more!

For more information and to register go to www.dhi.org or 

contact our Member Services department at 703-222-2010. 

MORE AFFORDABLE
THAN YOu THiNk!

$225 member/ $325 non-member

CONFERENCE: Sept.16–25 • EXPO: Sept.16–17

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

Don’t Miss the Release of Cutting-Edge Industry Research at 
This Year’s Forum for the Future!

Go to www.dhi.org for COMPLETE COURSE LISTINGS AND COURSE DESCRIPTIONS

*Please See dHI’s Education Resource Guide as well as this Registration Form for Complete Information Regarding Course Prerequisites.
**all courses begin at 8:00 am and end at 5:30 pm.

DHI National Education
September 18-25, 2009   •  Orlando, Florida  

      

track/course 
Options

friday, 
september 18

saturday, 
september 19

sunday, 
september 20

Monday, 
september 21

tuesday, 
september 22

Wednesday, 
september 23

thursday, 
september 24

friday, 
september 25

COR
(6-day)

Architectural 
Hardware & 
Applications 

(COR113)

Architectural 
Hardware & 
Applications 

(COR113) 

Architectural 
Hardware & 
Applications 

(COR113) 

Using Codes 
and Standards+ 

(COR140)

Using Codes 
and Standards+ 

(COR140)

Using Codes 
and Standards+ 

(COR140)

COR 
(8-day)

Understanding and 
Using Construction 

Documents 
(COR103)*+

Architectural 
Hardware & 
Applications 

(COR113)

Architectural 
Hardware & 
Applications 

(COR113) 

Architectural 
Hardware & 
Applications 

(COR113) 

Door and Frame 
Applications 

(COR120)

Door and Frame 
Applications 

(COR120)

Takeoff and 
Estimating 
(COR125)*

Takeoff and 
Estimating 
(COR125)*

COR
(5-day)

Electrified  
Architectural  

Hardware (COR133)

Electrified 
Architectural 

Hardware (COR133)

Electrified 
Architectural 

Hardware (COR133)

Electrified 
Architectural 

Hardware (COR133)

Electrified 
Architectural 

Hardware (COR133)

AHC 
(7-day)

Masterkeying 
(AHC200)

Detailing Hardware 
(AHC205)*

Detailing Hardware 
(AHC205)*

Detailing Hardware 
(AHC205)*

Advanced Detailing 
Hardware (AHC207)*

Advanced Detailing 
Hardware (AHC207)*

Advanced Detailing 
Hardware (AHC207)*

AHC
 (5-day)

Principles of 
Specification Writing 

(COR145)

Writing Hardware 
Specifications 

(AHC215)*

Writing Hardware 
Specifications 

(AHC215)*

Writing Hardware 
Specifications 

(AHC215)*

Writing Electrified 
Hardware System 

Specifications 
(EHC415)*

CDC
(5-day)

Writing Door and 
Frame Specifications 

(CDC310)*

Writing Door and 
Frame Specifications 

(CDC310)*

Writing Door and 
Frame Specifications 

(CDC310)*

CDC Exam Prep 
(CDC315)*

CDC Exam Prep 
(CDC315)*

ELT 
(3-day)

Effective 
Management of 

Employees 
 (ELT505)

Aftermarket Sales 
and Building 
Renovations 

(ELT500)

How to Develop and 
Retain Customers 

(ELT510)

Additional
 COR Courses

Professional Sales 
(COR165)

Material Purchasing 
Concepts
 (COR160)

Additional
COR/CDC 
Courses

Installation 
Coordination and 

Project Management 
(COR153)*

Installation 
Coordination and 

Project Management 
(COR153)*

Using Door and 
Frame Standards  

(CDC300)

Detailing Doors and 
Frames  

(CDC305)

Detailing Doors and 
Frames  

(CDC305)

Additional 
AHC Courses

AHC Exam Prep 
(AHC220)*

AHC Exam Prep 
(AHC220)*

AHC Exam Prep 
(AHC220)*

Additional 
EHC Courses

Drawings for 
Electrified Hardware 
Systems (EHC400) 

Drawings for 
Electrified Hardware 
Systems (EHC400)

Drawings for 
Electrified Hardware 
Systems (EHC400) 

Additional
 EHC Courses

EHC Exam Prep 
(EHC420)* 

EHC Exam Prep 
(EHC420)* 

DAI Course 
(4-day)

Fire and Egress Door 
Assembly Inspection 

(DAI600)*

Fire and Egress Door 
Assembly Inspection 

(DAI600)*

Fire and Egress Door 
Assembly Inspection 

(DAI600)*

Fire and Egress Door 
Assembly Inspection 

(DAI600)*

COURSE CURRICULUM
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*Please See dHI’s Education Resource Guide as well as this Registration Form for Complete Information Regarding Course Prerequisites.
**all courses begin at 8:00 am and end at 5:30 pm.
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Course Title (Course Number) Date(s)** “Early Bird”
Member Price 
thru 8/31/09

Member Price 
On and After 

9/1/09

Non-Member 
Price

$TOTAL

Fire and Egress Door Assembly Inspection (DAI600)*+ Sept. 18, 19, 20, 21 $2245 $2245 $2745 $______________

Understanding & Using Construction Documents (COR103)*+ Sept. 18 $335 $350 $435 $______________

Architectural Hardware & Applications (COR113) Sept. 19, 20, 21 $1005 $1050 $1305 $______________

Door and Frame Applications (COR120) Sept. 22, 23 $670 $700 $870 $______________

Takeoff and Estimating (COR125)* Sept. 24, 25 $670 $700 $870 $______________

Electrified Architectural Hardware (COR133) Sept. 18, 19, 20, 21, 22 $1775++ $1850++ $2275++ $______________

Using Codes and Standards (COR140)+ Sept. 22, 23, 24 $1005 $1050 $1305 $______________

Principles of Specification Writing (COR145)+ Sept. 19 $335 $350 $435 $______________

Installation Coordination and Project Management (COR153)* Sept. 18, 19 $670 $700 $870 $______________

Material Purchasing Concepts (COR160) Sept. 19 $335 $350 $435 $______________

Professional Sales (COR165) Sept. 18 $335 $350 $435 $______________

Masterkeying (AHC200) Sept. 18 $335 $350 $435 $______________

Detailing Hardware (AHC205)*+ Sept. 19, 20, 21 $1005 $1050 $1305 $______________

Advanced Detailing Hardware (AHC207)*+ Sept. 22, 23, 24 $1005 $1050 $1305 $______________

Writing Hardware Specifications (AHC215)*+ Sept. 20, 21, 22 $1005 $1050 $1305 $______________

AHC Exam Prep (AHC220)*+ Sept. 23, 24, 25 $1005 $1050 $1305 $______________

Using Door and Frame Standards (CDC300)+ Sept. 21 $335 $350 $435 $______________

Detailing Doors and Frames (CDC305)* Sept. 22, 23 $670 $700 $870 $______________

Writing Door and Frame Specifications (CDC310)*+ Sept. 20, 21, 22 $1005 $1050 $1305 $______________

CDC Exam Prep (CDC315)*+ Sept. 23, 24 $670 $700 $870 $______________

Drawings for Electrified Hardware Systems (EHC400) Sept. 23, 24, 25 $1005 $1050 $1305 $______________

Writing Electrified Hardware Systems Specs (EHC415)* Sept. 23 $335 $350 $435 $______________

EHC Exam Prep (EHC420)* Sept. 24, 25 $670 $700 $870 $______________

Aftermarket Sales and Building Renovations (ELT500) Sept. 19 $335 $350 $435 $______________

Effective Management of Employees (ELT505) Sept. 18 $335 $350 $435 $______________

How to Develop and Retain Customers (ELT510) Sept. 20 $335 $350 $435 $______________

ENROLLMENT INFORMATION

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 $870

Example:

PART 1 of 2

September  18-25, 2009     Orlando, FL
DHI NATIONAL EDUCATION REGISTRATION FORM

*    Please See DHI’s Education Resource Guide as well as this Registration Form for Complete Information Regarding Course Prerequisites
** All courses begin at 8:00 am and end at 5:30 pm.

+  Students attending these classes are required to bring reference materials which will pertain to the class exercises.
   Please see DHI’s online  Education Resource Guide found at www.dhi.org for the complete list of required materials.

++ An additional $100 has been added to the cost of the COR133 tuition to support the cost of the consumable class
 materials as well as the cost of an ohm meter that the student will get to use in class as well as take home for future use.   

Special “Early Bird” Pricing Offer Ends August 31, 2009
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Special “Early Bird” Pricing Offer Ends August 31, 2009

PART 2 of 2

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

 q  Please charge my:      q Visa q Master Card q AMEX  

Card Number_____________________________________________________________________   Expiration Date  _______________ / ___________________

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

Signature _______________________________________________________________________________________________________________________

CREDIT CARD BILLING ADDRESS: 

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

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City __________________________________ Province/ST ____________________________  Zip/Postal Code_____________________________________ 

PAYMENT INFORMATION

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

Door and Hardware Institute

14150 Newbrook Drive, Suite 200, Chantilly, VA 20151

Phone: 703/222-2010  Fax: 703/222-2410   
or  

Register online at www.dhi.org

Accounting use only.

TOTAL AMOUNT DUE $___________

q  DHI Member  I.D. Number  ___________________________       q  Non-Member

Name ______________________________________________________________      Name for Badge _______________________________________________

Title _______________________________________________________________       Company ___________________________________________________

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City _____________________________________ Province/ST _____________________________   Zip/Postal Code _____________________________________

Telephone   (                        ) ________________________________________________ Fax (                          ) ____________________________________________

E-mail (REQUIRED**) _________________________________________________

**Provide current e-mail address. All registration confirmations and exam 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. 
Registrations MUST be received by Sept. 11, 2009.

Receive FREE 2009 Conference Registration as part of your            
DHI National Education Registration. 

q  Yes! Register me for the Annual DHI Conference!
  DhI CONFERENCE: sept.16–25
  DhI EXPO: sept.16–17
  DhI NATIONAL EDUCATION: sept.18–25

1 Great Price = 2 Great Events!

DHI NATIONAL EDUCATION REGISTRATION FORM
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Tightening the Belt: An Alternative  
 To See You Through Your Darkest Hours

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

By Heidi K. Abegg

l e g a l

62 DOORS & HARDWARE £ AUGUST 2009

I 
n his 2009 inaugural� 
address, President Barack 
Obama said, “it is the kindness 

to take in a stranger when the levees 
break, the selflessness of workers 
who would rather cut their hours 
than see a friend lose their job which 
sees us through our darkest hours.” 
Regardless of whether you believe 
the economy is on the way back up 
or hasn’t yet reached the bottom, 
companies are continuing to struggle 
to stay afloat.1 Budget gaps, mounting 
expenses, and a decline in some 
industries have led to layoffs. Are 
layoffs the only answer, or are there 
other alternatives?

Layoffs—Advantages and 
Disadvantages

Layoffs do have some advantages. 
They are like ripping off a band-

aid—painful, yet quick. They are 
straightforward, sometimes single-
events, and sometimes the only way 
to reduce costs.

On the other hand, a layoff 
also has disadvantages and costs. 
Do you have low performers or 
employees you could get by without 
or would laying off any employee 
lead to a Catch-22 situation? Will 
employees who are let go be hired 
by your competitors, making it diffi-
cult to get them back when things 
turn around? Whether required 
by contract, employee handbook, 
or motivated by goodwill, some 
employers offer severance payments 
when layoffs occur. Severance 
payments, costs of drafting sever-
ance agreements and releases, and 
the premium increases resulting 
from unemployment claims are 
known costs. however, what about 

the goodwill that evaporates when 
longtime employees are laid off? 
Will the loss of certain employees 
cause customers and vendors to do 
business elsewhere? What about the 
costs and time involved in rehiring 
and training employees once you 
are able to move full steam ahead 
again? Would you even be able to 
hire an experienced staff quickly 
enough or at a reasonable rate when 
things do pick up? how steep is the 
learning curve for these positions? 
Finally, what about the effects of the 
layoffs on the employees that stay—
will the “survivors” be motivated to 
jump ship to a more stable employer 
the first chance they get?

Oftentimes, layoffs are inevitable, 
such as when a plant closes or a 
business is deteriorating. however, 
sometimes a company only needs a 
little more money to keep the doors 
open until the next project or big 
order comes through or you are able 
to collect on a large outstanding 
receivable. Before you go down the 
difficult path of layoffs, have you 
considered the fact that you might 
have other options?

What are the alternatives to 
layoffs? There is a range of alterna-
tives, any of which alone, or in 
combination, might help cut costs 
and provide a larger revenue 
stream yet spare your employees 
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their jobs. The alternatives include 
eliminating cost-of-living adjust-
ments (COLAs); instituting pay 
freezes; cutting wages; reducing the 
number of hours employees work; 
cutting mandatory overtime; using 
performance-based, rather than 
automatic, rewards and bonuses; 
and mandatory unpaid days off.

Eliminating COLAs and manda-
tory overtime and implementing 
pay freezes are fairly self-explana-
tory. However, a creative solution 
to the economic downturn involv-
ing furloughs or “work-sharing 
programs” is worth exploring in 
more detail. 

We are all familiar with tempo-
rary shutdowns, which occur 
in some industries around the 
holidays. Under the work-sharing 
program, also known as “short-time 

compensation,” employers reduce 
the weekly hours of work for all 
of their employees, and the states 
make up some of the lost wages 
through the unemployment funds. 
Work-sharing, which is popular 
in Europe, has not gained much 
steam here in the United States. Part 
of that may be because the work-
sharing program is not well-known 
because few states publicize it.

If you are considering a furlough 
or “work-sharing program,” you 
should look into whether your 
state is one of the 18 states, which 
include California, Connecticut, 
Florida, Massachusetts and New 
York, which offer benefits to 
furloughed employees. A written 
agreement with the state is required 
in most cases, and some states 
place restrictions on the amount 

of hours that may be cut, require 
part-time employees to be eligible, 
and mandate full-time benefits like 
health insurance and retirement be 
maintained. The states’ programs 
vary, but generally, an employee 
receives about half of the lost wages 
from the state. Employees that 
secure temporary part-time employ-
ment and/or save money due to 
reduced income taxes and commut-
ing expenses may come close to 
receiving their original wages.

If your state does not offer a 
work-sharing program, a furlough 
might still be a creative answer. 
A furlough can take the form of a 
temporary shutdown, or a reduction 
in hours. For example, an employer 
could restructure a 40-hour work-
week into a three-day workweek 
that would be in place for a 10-week 

*All brand names and trademarks are the property of their respective owners.*All brand names and trademarks are the property of their respective owners.*All brand names and trademarks are the property of their respective owners.
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furlough. This has the benefit of 
cutting overhead, while still provid-
ing health and retirement benefits 
and retaining your experienced, key 
employees. Moreover, an employer 
can always reevaluate as the 
furlough progresses and add a day 
back every two weeks, return to the 
original schedule, or make further 
cutbacks.

If done correctly, a work-sharing 
program or furlough tells employees 
that they are valuable, worth keep-
ing and part of a team. Open and 
honest communication before and 
during the work-sharing program 
or furlough is crucial. When asking 
your employees to make sacrifices 
for the company, you should 
communicate how management 
is also making sacrifices to reach 
the goal. You should not keep your 

employees in the dark, but be clear 
about the reasons for the program 
or furlough, the planned timeframe 
(some employees might want to 
secure temporary employment on 
their days off), the goal (e.g., the 
budget), and the progress towards 
the goal.

Before going forward with a work-
sharing program or furlough, you 
should balance the benefits against 
the risks. As with any employment 
decision that adversely affects 
employees, there are legal issues. 
For example, the application of the 
Fair Labor Standards Act (“FLSA”), 
particularly as to exempt employees, 
can get thorny under a work-shar-
ing program or furlough. Just one 
valid lawsuit filed by an employee 
under the FLSA can eliminate any 
cost-savings from the program or 

furlough. Employers also run the 
risk of valuable employees finding 
a better position elsewhere with 
a more stable employer or even a 
competitor.

Hopefully, the economy will 
not require your company to take 
harsh action, but if it does, you 
will know that there are creative 
and novel solutions that can spare 
your employees’ jobs and help you 
weather the storm.  

Footnotes:
1.  The information provided herein is for general informational 

purposes only and is not intended to constitute legal advice. 

About the Author: Heidi Abegg is an asso-
ciate at Webster, Chamberlain & Bean—a 
Washington, DC-based law firm. She can be 
reached at habegg@wc-b.com.
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DHI, INTERTEK, TISC, AND YOUR FOUNDATION
ARE COMMITTED TO THE INSPECTION OPPORTUNITY!

Re: Fire Door Assembly Inspection Program UpdateDear Openings Professional,
As you are aware, both NFPA 80 (2007) and NFPA 101 (2009) require the inspections and testing of fi re and 

egress door assemblies to be performed by individuals who are knowledgeable of their construction and operating 

components. This requirement is starting to take hold through adoption or pending adoption in major jurisdictions 

such as California, New York, Denver, Maine, and Pennsylvania. Furthermore, as fi re marshals are becoming aware 

of this requirement through our educational efforts, they are demanding the codes be enforced even in advance 

of jurisdictional adoption.  As an industry, we are COMMITTED to improving life safety and security through 

inspections and the Institute received COMMITMENTS of additional partners to advance the role of our industry.

Regardless of economics, doors will need to be inspected and maintained to these required codes and standards, by 

law. We’re talking tens of thousands of fi re and egress doors in commercial buildings across the United States. DHI 

and our partners (Intertek, TISC, and the Door Security and Safety Foundation) are COMMITTED to supporting the 

openings industry to capitalize on this opportunity by offering all of the necessary business tools.

We provide established, turnkey programs for your company—from attaining the necessary knowledge through 

education by securing company and individual certifi cations, limiting your liability through risk management, 

offering the necessary program documentation, and by benefi tting from advocacy efforts that help build and grow 

awareness of this effort. With our COMMITMENT, you will succeed!  
Knowledge and Documentation. DHI COMMITMENT: complete training and education to attain the necessary 

inspection knowledge and help you become certifi ed. Furthermore, DHI provides the necessary tools such as 

inspection forms and sample agreements for you, as a certifi ed inspector and company, to hit the ground running.  

Check out our web site, www.dhi.org for more information.Certifi cation. Intertek (through its Warnock Hersey Mark) COMMITMENT: an exclusive partnership with DHI to 

offer a certifi cation to advance this program.  Upon passing the FDAI class exam, individuals and their company 

will be invited to enroll in Intertek’s “Certifi ed Fire and Egress Door Inspector” certifi cation program. Intertek 

certifi cation offers you and your company the brand leverage to give you credibility and offer your customers 

assurance of your knowledge and expertise.  For more details, go to: www.intertek-etlsemko.com

Risk Management. Telcom Insurance Services Corporation (TISC) COMMITMENT: to offer a risk management 

program that manages the general and professional liability exposure associated with the NFPA Regulations through 

a full range of risk transfer mechanisms including insurance placement. As a certifi ed fi re-door inspector and parent 

company, TISC can offer you and your company an insurance product that covers you for errors and omissions 

insurance that was developed specifi cally to support DHI member companies conducting inspections.  Call DHI 

member services at 703/222.2010 and we will put you in touch with Telcom, today!  
Awareness. The Door Security & Safety Foundation (formerly the Foundation for the Advancement of Life 

Safety and Security) is investing substantial resources by creating awareness through educational programs and by 

publishing guidelines for the fi re service community, school systems, building owners and code offi cials.

“The Fire Door Assembly Inspection program is a great opportunity for LaForce, enabling us to provide a 

much needed service to the communities we serve, and offers a chance for us to build long-term relationships 

with our customers.  DHI and their partners have been an invaluable resource to help make this happen.”   Ken Metzler, AHC  CEO, LaForce, Inc.

Contact DHI today at 703/222.2010 and learn how you, too, can be actively involved in and benefi t from DHI’s Fire 

Door Assembly Inspection program.
Respectfully,
Gerald S. Heppes, Sr., CAE Jeff Turcotte  Peter Elliott      Bill Johnson

DHI CEO   Intertek Vice President  TISC President      Door Security & Safety Foundation  

                       Executive Vice President
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By Theresa Rose

Rid Yourself of Analysis Paralysis

l e a d e r s h i p
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H 
ave you ever found� 
yourself endlessly obsessing 
over an issue, unable to move 

beyond it? When dealing with a 
problem or potential opportunity, do 
you ever have dozens of seemingly 
unanswerable questions swirling 
around your brain? If so, you may 
be suffering from one of the most 
common afflictions known to the 
modern worker: analysis paralysis.

at some point, we have all found 
ourselves in the crushing grip of 
this dreaded condition where we 
simply can’t make a decision no 
matter how much we want to get to 
the end zone. We convince ourselves 
that we don’t have all the facts, the 
timing isn’t quite right, something 
bad will happen if we take action, 
or we just haven’t conjured up the 
right solution yet. These feelings of 
unreadiness and unsteadiness cause 
us to squander precious time and 

lose our peace of mind. What is the 
root cause of this all-too-prevalent 
mental malaise? It is our own egos.

The ego convinces us that we 
haven’t done enough legwork 
because of one reason: it doesn’t like 

the unknown. Imagine your ego 
as a person who is deathly afraid 
of heights. It would rather remain 
firmly, safely planted on the ground 
instead of jumping out of an airplane 
to experience a thrilling skydive. 
When you are about to embark on 
something new, your ego senses that 
change is imminent; in its panic, your 
ego will betray you if you allow it. 
It will plant all sorts of ridiculous 
scenarios in your head in order to 
keep you from acting. In your quiet 
moments, it will whisper in your ear 
that you will lose your job, home, 
family, and livelihood if you make 
the “wrong” decision. Its most fervent 
desire is to have you frozen in fear 
until the wonderful opportunity—
whether it is that completed project, 
the fantastic promotion, your big 
move, or the new job—passes you by. 

even though the ego is a formi-
dable foe, it is not infallible. Here 

are a few steps to help you move off 
dead center and back into action. 
1.  Set the timer. Give yourself a 

defined period of time to finish 
the process of data gathering. 
Chances are you probably 

already know everything you 
need to know. If you like, you 
can bop around in your cerebral 
spin cycle for a few more days 
and pick up those last bits of 
information. However, it is 
important to accept the fact that 
there will always be unknown 
factors; you will never have all 
of the data about a particular 
subject. When you come to terms 
with the inevitable unknown, 
you can then make a decision 
based on what you know today.

2.  Listen to your gut. What does 
your instinct tell you to do? 
What option brings you the 
most satisfaction and joy? What 
feels right? When your fear is 
no longer driving the decision-
making process, you can trust 
the guidance you receive from 
your intuition. It is the most 
talented business analyst you’ll 
ever have at your disposal. 

3.  Ask for a second opinion. Now 
that you have an idea about 
what you want to do, run your 
arguments past an impartial 
judge such as a trusted friend or 
colleague. Make sure you don’t 
choose someone who is vested 
in a particular outcome or who 
will tell you only what you want 
to hear. Present your cases as if 

When you come to terms with the inevitable unknown, you 

can then make a decision based on what you know today.
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you are in front of the Supreme 
Court; make them clear, succinct 
and convincing. Encourage 
your friend to ask you questions 
in order to solidify his or her 
understanding. When you are 
finished, ask for feedback on your 
arguments, both on content and 
delivery. Where in your presen-
tation did you have the most 
energy? Confidence and enthu-
siasm are always good indicators 
of the most appropriate solution.

4.  Do a mental dry run. Once 
you’ve decided on which path 
to take, begin the journey in 
your mind first. Mentally play 
out your decision exactly as you 
wish it to be. Fill in all of the 
details of the outcome, including 
your feelings, the environment, 
the reactions of others, the 
financial benefit, and any other 
positive result stemming from 
your decision. Mentally replay 
this imaginary outcome over and 
over again until you feel utterly 
confident in moving forward. 

5.  Take the leap. Make a commit-
ment to act by a certain date 
and follow through on your 
commitment without hesitation. 
Rest assured that you will hear 
the nagging voice of your own 
second-guessing ringing in your 
ears. Expect it. It is nothing more 
than your ego’s final ‘Hail Mary’ 
attempt to keep you locked in a 
state of inertia. All great leaders 
hear that same nagging voice, yet 
they choose to act anyway. You 
can do it, too.

The most important step to 
bust through analysis paralysis 
is to adopt a trusting, Zen-like 
attitude. Remind yourself that 
whatever happens is supposed to 
happen. There are no mistakes, 

wrong turns or missed opportuni-
ties. If you remember that, in the 
larger context, everything occurs 
exactly as it should, you can cut 
yourself some slack. Any outcome 
is far preferable to the physical, 
mental, and emotional price you 
pay when perpetually brewing in 
fear, doubt, and uncertainty. Isn’t 

it time to take off those cement 
boots and take the leap?  

ABOUT THE AUTHOR: Theresa Rose is an inspi-
rational speaker and award-winning author of the 
new book, “Opening the Kimono.” As founder 
of Serious Mojo Publications, Theresa special-
izes in fresh approaches to energy management, 
productivity and creative development. Her expe-
rience includes owning a healing center, senior 
manager of a Fortune 100 firm, and vice president 
of a consulting firm. Visit www.TheresaRose.net
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The Power of Asking “Why?” How This One 
 Little Question Makes Employees Think and Grow

By Lee Froschheiser

m a n a g e m e n t
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A 
boss sits down to have� 
a meeting with his employ-
ees. they’ve fallen short of a 

goal, and so the boss asks: “what 
happened? what approach did you 
use? How did you attempt to meet 
your goal?” one by one, the employ-
ees give him a litany of reasons, 
all of them centered on situations, 
experiences and the steps they took 
in attempting to reach the goal. 

they’ve failed to make the mark, 
no doubt, but even after this discus-
sion, the reason for their shortfall is 
still unclear. that’s because despite 
all the questioning, the boss hasn’t 
gotten to the real issue. He’s failed 

to ask the most important question: 
“why didn’t you achieve the goal?”

this scenario that plays out all 
the time in companies, fostering a 
never-ending cycle where people 
are stuck in a place of great misun-
derstanding. asking situation-type 
questions prevents the boss from 
understanding the real issue. it also 
keeps employees from doing the 
necessary brainwork required to 
uncover it. the result are answers 
that amount to fluff. Problems aren’t 
identified and the proper corrective 
actions are not developed. 

Leaders should focus on “why” 
people do what they do versus 

“what” they do. asking the power-
ful question “why” forces people 
to think deep. they can then peel 
back the layers of excuses and get 
to the root cause of the problem. For 
example, if employees have failed 
to meet a goal and are asked “why” 
questions rather than “what” or 
“how” questions, they might give 
responses like, “i didn’t prioritize 
my time.” so the boss must then go 
farther and ask, “why didn’t you 
prioritize your time?” when the 
employees say they have too much 
on their plate, the boss, once again, 
must ask “Why?” The final answer: 
these employees are given many 
tasks from their boss and cannot 
distinguish between what is and 
what isn’t a priority. with the real 
problem revealed, the boss can now 
take appropriate action, perhaps 
setting up time to help them priori-
tize their many tasks. 

The Challenge  
Behind Asking “Why?”

asking “why” seems easy 
enough. It’s just a little word, after 
all. so “why” don’t company leaders 

 ■ Deal with “elephants in the room.”
 ■ Limit situation-based questions 

(i.e., what, when, how, …?).
 ■ Ask more “why” questions.
 ■ Ask open-ended questions 

and keep yes/no questions to a 
minimum.

 ■ Wait for the answer once you ask 
the question.

 ■ Don’t give the answer to the 
question in your question.

 ■ Realize that “pregnant” pauses  
are part of the process.

 ■ Drill down on broad, general 
statements or “modifier” statements.

 ■ Listen for “modifier” words 
(i.e., working on, in process, 
considering and thinking about) 
because you might not be getting 
the real answer.

 ■ Don’t assume the first answer 
given is the right answer.

T i p S  T O  A S k i n g  T O u g H  Q u E S T i O n S
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ask this powerful question more 
often? Probing deep can be scary 
for a boss. It smells of confrontation 
and hints of accusation. Yet asking 
“why” doesn’t have to be confronta-
tional or insinuate blame, depend-
ing on how the “why” question is 
asked, the tone of voice used, the 
way it’s introduced, etc. 

Many bosses are also accustomed 
to being the go-to person for 
answers. They’re used to giving 
direction and opinion. It makes 
them feel valued, important and 
reinforces their position of author-
ity. Also, some bosses prefer 
to deliver the answers because 
they think it will save precious 
time. Unfortunately, when bosses 
routinely dish out the answers, 
they become enablers of that 
dysfunctional cycle, which is actu-
ally a huge time-waster. Employees 
regularly seek out the boss for the 
solution rather than being problem-
solvers. This prevents the ability 
to develop real solutions, stifles 
employee growth and ultimately 
limits company productivity. 

The best bosses and company lead-
ers are those who understand that 
asking “why” is a highly productive 
teaching method. And teaching—
rather than preaching—and challeng-
ing people to think is what stimulates 
discovery, solutions and growth. So 
the goal of any leader is to become a 
great teacher and develop the neces-
sary skills. This includes not only 
asking “why” but then also giving 
employees an appropriate amount of 
time to determine the real answer. 
That could be as simple as waiting a 
few minutes for a response in a meet-
ing, or perhaps sending everyone off 
to think about the issue, research the 
reason for the problem, and return at 
a later time with an answer. 

Great bosses also teach by holding 
their employees accountable for not 
just the problem’s answer but also 
its solution. When the employees 
are used to going to the boss for 
answers and direction, they actu-
ally transfer the ownership of the 
problem from themselves to the 

boss. Consequently, they can then 
blame the boss for the goal’s short-
comings and failure. It’s no longer 
their fault because they didn’t 
provide the solution—the boss did. 
Assigning employees with the task 
of uncovering the reason for their 
missed goal or creating a viable 



Fire and Egress Door Assembly Inspection Class

Based on NFPA 80, Standard for Fire Doors and 
Other Opening Protectives (2007 edition), 
documented inspections for fi re-rated door 

assemblies are now required on an annual basis. 
Chapter 5, “Care and Maintenance,” addresses the 
care and maintenance of fi re doors and fi re win-
dows, both new and existing.

As 5.21 states “Fire door assemblies shall be in-
spected and tested not less than annually, and a 
written record of the inspection shall be signed 
and kept for inspection by the AHJ.”

Swinging doors with builders hardware are the 
most common type of fi re door assembly, and 
are among the most complex due to the myriad 
of materials and products that are used to create 
them. These assemblies often provide accessibil-
ity, security and life-safety functions in addition 
to their fi re-safety protection, also increasing their 
complexity. Inspectors must thoroughly under-
stand the dynamics of these assemblies in order to 
correctly evaluate them in the fi eld.

What role does our industry play?
As 5.2.3.1 indicates, “Functional testing of fi re door 
and window assemblies shall be performed by 
individuals with knowledge and understanding 
of the operating components of the type of door 
being subject to testing.” Due to the education and 
training provided by DHI (see additional informa-
tion on www.dhi.org), members of our industry will 
have the opportunity to actively participate in the 
inspection process.

 Why Participate in the 
Fire Door Assembly 
Inspection Program?

• Create a new business model for  
 distribution 
• Increase opportunities to meet   

 with end-users 
• Create a new revenue stream by  
 simultaneously handling the   

 inspections, upgrades and 
 residual maintenance for fi re-  

 rated doors
• Establish credibility as a leader in  

 life safety and security  
• Be directly responsible for   

 increasing life safety 
• Advance your career and increase  

 your value as an employee 
• Increase your competitive edge 

®

Fire and Egress Door Assembly Inspection Class (DAI600) 
Conducted  during DHI Education Sessions: September 18-25, 2009

DHI CONFERENCE: Sept.16–25
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Fire and Egress Door Assembly Inspection Class

Based on NFPA 80, Standard for Fire Doors and 
Other Opening Protectives (2007 edition), 
documented inspections for fi re-rated door 

assemblies are now required on an annual basis. 
Chapter 5, “Care and Maintenance,” addresses the 
care and maintenance of fi re doors and fi re win-
dows, both new and existing.

As 5.21 states “Fire door assemblies shall be in-
spected and tested not less than annually, and a 
written record of the inspection shall be signed 
and kept for inspection by the AHJ.”

Swinging doors with builders hardware are the 
most common type of fi re door assembly, and 
are among the most complex due to the myriad 
of materials and products that are used to create 
them. These assemblies often provide accessibil-
ity, security and life-safety functions in addition 
to their fi re-safety protection, also increasing their 
complexity. Inspectors must thoroughly under-
stand the dynamics of these assemblies in order to 
correctly evaluate them in the fi eld.

What role does our industry play?
As 5.2.3.1 indicates, “Functional testing of fi re door 
and window assemblies shall be performed by 
individuals with knowledge and understanding 
of the operating components of the type of door 
being subject to testing.” Due to the education and 
training provided by DHI (see additional informa-
tion on www.dhi.org), members of our industry will 
have the opportunity to actively participate in the 
inspection process.
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solution to a problem or challenge 
puts the responsibility back where it 
ultimately belongs. 

Think back to your favorite 
teacher, someone who really made 
a difference in your life. Did he or 
she give you all the answers? (No!) 
Did he or she make you look for 
the answers? (Yes!) Did this teacher 
hold you accountable? (Absolutely!) 
These are the ways great leaders 
help people learn, cultivate the 
potential of those around them, and 
enable growth.

Becoming the Great Teacher

So when it comes to teaching, how 
do bosses start? They must ask more 
questions in general. To get people 
to open up, it’s okay to lead with a 
few situational questions, such as, 

“What was the biggest challenge?” 
But don’t spend a lot of time here; 
quickly move on to the meatier 
“why” questions and get to the 
root of the problem. Once the issue 
is clear, employees commonly ask 
bosses for the solution, and this is 
the opportunity for leaders to push 
back and pose that same question 
to the ones who are asking it. It’s 
the employees who need to find the 
solution, articulate how it will be 
done, why it’s the remedy of choice 
and the appropriate new goal(s) that 
must be set to reach it. 

Finally, great bosses realize that 
quick reactions and easy answers 
typically don’t produce the right 
solution. That’s where digging deep, 
allotting appropriate time for under-
standing and empowering employ-
ees to think hard comes into play. 

The teaching process is a challeng-
ing one if it’s going to be effective. 
But for great bosses and leaders, 
every day provides an opportunity 
to create the lesson plan that will 
develop employees. Their owner-
ship in mining the solutions to 
challenges is what ultimately leads 
to growth and success.  

ABOUT THE AUTHOR: Lee Froschheiser, 
president and CEO of Management Actions 
Programs (MAP), works with many premiere 
business leaders and companies nationwide.  
Lee is also co-author of the best-selling book, 
“Vital Factors, The Secret to Transforming 
Your Business—And Your Life.” His con-
sulting firm, MAP, specializes in implementing 
the MAP Vital Factor System, which creates 
goal alignment and uses accountability to drive 
company results. MAP clients include WebEx 
Communications, CORT Furniture, Border 
States Electric, Hawthorne Machinery and the 
United Way. For more information call 1-888-
834-3040 or visit www.MapConsulting.com.

DHI GOES GREEN 
WITH THIS YEAR’S CONFERENCE EDUCATION SESSSIONS

Friday, September 18 • 9:00 am - 12:30 pm
CONFERENCE: Sept.16–25 • EXPO: Sept.16–17 • EDUCATION: Sept.18–25
Gaylord Palms Resort & Convention Center • Orlando, FL

With three different educational sessions on green building construction and how they impact our 
industry, DHI’s Conference Education Sessions deliver a wealth of information about this increasingly 
important topic in our industry.  This year’s presentations include:

IDENTIFY AND UNDERSTAND THE NEW LEED v3 (2009)
Presented by Bruce Larson, National Architectural Account Manager, 
Mohawk Flush Doors.

UNDERSTANDING THE GREEN PRODUCT MARKETPLACE, 
ELIMINATING GREENWASH AND THE IMPORTANCE OF 
THIRD PARTY VALIDATION
Presented by Joshua Sanders, Global Service Line Manager for UL 
Environment Inc. (ULEI), a wholly owned subsidiary of Underwriters 
laboratories Inc. (UL).

UNDERSTANDING FSC CHAIN OF CUSTODY CERTIFICATION
Presented by Terry Campbell of Forest Products Solutions.

To register or for more information about DHI’s 34th Annual Conference and Exposition and these sessions go to 
www.dhi.org or contact our Member Services department at 703/222-2010.

The Door and 
Hardware Institute

& 
The Construction 

Specifications Institute—
Working Together to Make 

the Built Environment 
“GREEN”
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Are You a Distributor or a Collector?
By Jason Bader

 c o r p o r a t e  a c c e s s
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N 
ever get emotionally� 
attached to your inventory. 
It will not love you back. 

Recently, I had the opportunity to 
work with a client who has a signif-
icant dead stock challenge. Their 
challenge is to convert some of this 
non-productive asset into working 
capital. If this doesn’t happen, their 
financial partner will change the 
nature of the relationship. In other 
words, the bank threatened to pull 
their line of credit if things didn’t 
change. Hence, I got the phone call.

For most companies I work with, 
anything with zero sales in 12 
months is considered dead stock. 

When we analyzed the inventory 
we found that out of about 60,000 
items, with stock on hand, only 
about 10,000 of those items had a 
sale against them in the past 12 
months. Now this may seem a little 
scary, but the plot thickens.

During our discussion we 
formulated a plan to identify the 
dead items and coordinate them 
for liquidation. Feeling like we had 
made significant progress, I asked 
if there was any miscellaneous 
inventory that was not recorded in 
the system. This is a fairly common 
occurrence in distribution ware-
houses; I usually expect to find 50 or 

60 items stashed in the corner. The 
main purchasing director smiled 
and nodded. I asked if he could esti-
mate how many skus he was talking 
about. He figured around 25,000 
give or take. Needless to say, I was 
stunned. In consultant school, we 
are taught to maintain composure at 
anything a client might reveal. My 
poker face was blown. 

How does an inventory get so far 
out of hand? What are the decisions 
that lead us to this kind of situa-
tion? Although this case may seem 
extreme, the decisions that lead to 
the problem are very common in 
distributors large and small.

Many wholesale distribution 
companies are sales dominated 
versus sales oriented. In a sales 
dominated company, sales makes 
the purchasing decisions. New 
products are added to the system 
in rapid succession. Statistically, 
7 out of 10 new items we add 
to our inventory are dead stock 
fodder. They are dead on arrival. 
Manufacturers are rarely held 
accountable for the success of a new 
product. 

In a sales dominated company, 
buy quantities are derived by the 

Go to www.dhi.org to log in. For more information, please contact DHI member Services at 
703/222-2010; Fax: 703/222-2410; or e-mail: Info@dhi.org

DHI’s New Challenge Exam System is NOW AVAILABLE!
At www.dhi.org, click on the Industry icon.
Under the “Education” heading, select “Learning 
Management System.” 

Students are able to take the exams online and get results 
immediately! Even view your transcript to gauge your 
progress and educational goals.

This system will provide students with the flexibility to 
access their exams from almost anywhere, at anytime!!!

It’s virtually fantastic!!!

DHI is pleased to announce the launch of 
the new Online Education Learning 
Management System.
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What Your Employees 
Don't Know Can Destroy 
Your Business!

Please provide us with your contact information. The package will be 
shipped directly from the Profit Planning Group. Please allow  2 weeks 
for delivery.

Name:  __________________________________________________

Title:  ___________________________________________________

Company: ________________________________________________

Mailing Address:  __________________________________________

________________________________________________________
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For questions or additional information, please contact DHI Member
Services at 703-222-2010

YES…I'm interested in "Improving the Bottom Line" & providing vital training to my employees!

Can key members of your management 
team answer the following questions?

1.  If prices are lowered by 5%, how much more 
does the firm have to sell to keep profit from 
being reduced?

2.  Which would produce more profit—
increasing inventory turnover by one turn 
or lowering expenses by two percent?

3.  How much can the firm afford to spend on 
payroll in relation to the gross margin that it 
generates during the year?

These questions are typical stumbling blocks 
for managers. Any miscalculation can cost 
your firm potential profits! We can help! 
“Improving the Bottom Line” is a computer-
based education program, allowing firms 
to train its managers using the company’s 
own financial data. In fact, every branch or 
division manager can have a program tailored 
to the results of the individual division! 

Place your order today with a Member 
Services representative at 703-222-2010. 
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largest price break with no regard 
for carrying cost. Sales people speak 
in odd generalities. They tell us that 
if we bring some in our custom-
ers will buy some. Have you ever 
put “some” on a purchase order? 
Lookout, here comes a truckload.

When a company is sales domi-
nated, I often find a high degree of 
supplier redundancy. In the world 
I grew up in, we had the 31 flavors 
of safety glasses. Every customer 
wanted their special brand. Rather 
than selling the features and benefits 
of 1 or 2 quality brands, the sales 
team became a bunch of order takers. 

You can’t sell out of an empty 
wagon. This is the sales dominated 
justification for every overstocked 
company I have encountered. I 
tend to find this mentality running 
rampant in branch locations. 
Distance from the headquarters 
seems to have a direct correlation to 
inventory bloat.

We have done it to ourselves. 
Most branch managers are compen-
sated strictly on sales. If you were 
compensated on sales, why would 
you ever want to reduce your inven-
tory? What is dead stock to this 
type of branch manager? It’s just a 
potential sale down the line. These 
types are your eternal optimists. 
Unfortunately, we give them the 
incentive to practice “just in case” 
inventory management.

In the case of my client and many 
family-held distribution companies, 
this problem had been handed 
down a couple of generations. 
Back in the early days of wholesale 
distribution, there was an incentive 
to carry larger local inventories. 
Logistics were not what they are 
today. You didn’t have overnight 
shipments. Companies with a 
breadth of product won out. 

In previous generations, gross 
margins were generally higher than 
they are today. Margins have been 
squeezed over the years due to the 
abundance and ease of competitive 
sources. Many vertical markets 
had not reached maturity. Growth 
rates were measured in double 
digit percentages. Inventory values 
would generally appreciate. Who 
ever heard of products going down 
in price?

Many distributors in previous 
generations were fond of hunt-
ing out special deals. There was a 
special sense of pride when they 
picked up a deal. They picked up 
a lot of junk with the good stuff, 
but there was a warehouse to store 
it. When someone actually bought 
some of this miscellaneous inven-
tory, it was like found money. The 
sport was in the buy while the sale 
was an afterthought. 

I have encountered several 
distributors who are in desperate 
need of space for their turn and 
earn inventory. Most distributors 
carry 25-30% more inventory than 
they really need. Can you imagine 
how much shelf space we could 
free up by just determining what 
inventory the customers quit 
buying last year? Let’s just say 
that there would be fewer dollars 
invested in location expansion. 

Today, we need to make finan-
cially based inventory decisions. 
We no longer have the luxury 
of emotional based buying. We 
work on thinner margins and 
must think in terms of return 
on investment for every single 
product. There are no more sacred 
cows. If a line is not supported by 
the customer base, it should be 
eliminated. Duplicate lines need 
to be examined for viability. 

Many of you may get the impres-
sion that I am anti-sales. That 
couldn’t be further from the truth. 
Sales are the lifeblood of all whole-
sale distribution. I never want to 
lose sight of that. Sales dominated 
companies become emotionally tied 
to the products they buy. These are 
the collectors. On the contrary, sales 
oriented companies provide supe-
rior customer service through stra-
tegic inventory management. This 
is what it means to be a distributor. 
Good luck.  

About the Author: Jason Bader is the man-
aging partner of The Distribution Team. His 
firm specializes in helping wholesale distribu-
tors manage operational and inventory chal-
lenges. He is a regular 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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It’s often dIffIcult to measure the dIrect short 
term effect of advertIsIng; new sales, increased sales 
with existing customers, and new leads that can become future 
sales. But the effect is there and even if unquantifiable, it is 
certainly undeniable. And when considering the long term 
impact, remember the snowball theory; consistent advertising 
has a cumulative effect. Constant presence instills confidence 
that your company will be there for the long haul and for your 
customers when they need you—not just now, in tough times, 
but in the prosperous future as well.

Marketing tip

To learn more about the advantage that advertising in  
Doors & Hardware magazine offers, call Molly Long.  

703-766-7014  •  mlong@dhi.org

What Your Employees 
Don't Know Can Destroy 
Your Business!

Please provide us with your contact information. The package will be 
shipped directly from the Profit Planning Group. Please allow  2 weeks 
for delivery.

Name:  __________________________________________________

Title:  ___________________________________________________

Company: ________________________________________________

Mailing Address:  __________________________________________

________________________________________________________

City: _______________________________ST/Province: __________

Zip Code: ________________________________________________

Cost for this program is $495.00. Please indicate method of payment
and provide necessary information below.

� Enclosed is a check payable to DHI

Please charge my:   � VISA    � MasterCard    � AMEX

Name on Card: ____________________________________________

Charge Account #: _________________________________________

Exp. Date:__________/__________/__________

Cardholder’s Billing address: _________________________________

________________________________________________________

City:___________________________________ST/Province________ 

Zip Code: ________________________________________________

Telephone #: _____________________________________________

Signature: _______________________________________________

Please return order form:
By Mail: DHI, 14150 Newbrook Drive, Ste. 200, Chantilly, VA 20151-2223
By Fax: 703-222-2410, Attention Member Services

For questions or additional information, please contact DHI Member
Services at 703-222-2010

YES…I'm interested in "Improving the Bottom Line" & providing vital training to my employees!

Can key members of your management 
team answer the following questions?

1.  If prices are lowered by 5%, how much more 
does the firm have to sell to keep profit from 
being reduced?

2.  Which would produce more profit—
increasing inventory turnover by one turn 
or lowering expenses by two percent?

3.  How much can the firm afford to spend on 
payroll in relation to the gross margin that it 
generates during the year?

These questions are typical stumbling blocks 
for managers. Any miscalculation can cost 
your firm potential profits! We can help! 
“Improving the Bottom Line” is a computer-
based education program, allowing firms 
to train its managers using the company’s 
own financial data. In fact, every branch or 
division manager can have a program tailored 
to the results of the individual division! 

Place your order today with a Member 
Services representative at 703-222-2010. 

ProfitCD09_Update.indd   1 6/11/09   12:27 PM
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PEOPLE

Seven Oaks Doors 
and Hardware 
Appoints 
Operations 
Manager

S e v e n  O a k s 

D o o r s  & 

Hardware has 

named Robert 

Parrish to the 

p o s i t i o n  o f 

Operations Manager. Robert joined 

Seven Oaks Doors & Hardware in 1990 

as Purchasing and Customer Service 

Manager. Robert left in 2001 to begin 

a sales career with Essex Industries. 

He returned to Seven Oaks Doors & 

Hardware as Territory Manager in 2007. 

Robert’s background in doors, hardware 

and access control is a great strength to 

Seven Oaks Doors & Hardware. Robert 

will still maintain a smaller sales territory 

while overseeing all the day to day opera-

tions of Seven Oaks Doors & Hardware. 

Seven Oaks Doors & Hardware is located 

in Oakboro, NC and sells primarily to the 

aftermarket throughout North Carolina, 

South Carolina and Southern Virginia, 

and is celebrating 20 years of business 

in 2009. You can contact Robert at rpar-

rish@sevenoakshardware.com.

Marcus Mohwinkel 
to Head Goff’s 
Sales Force

G o f f ’ s 

E n t e r p r i s e s 

a n n o u n c e s 

th e  ap p oint-

ment of Marcus 

Mohwinkel to 

t h e  p o s i t i o n 

of Vice President of Sales and Marketing. 

Marcus has 12 years experience with mate-

rial handling and door sales. In joining Goff’s 

Enterprises, Marcus brings his skills in devel-

oping their current distributors, as well as 

growing their distributor base. Besides Goff’s 

versatile curtain wall and screen products, 

Marcus will focus on expanding the market 

for the company’s rugged and economical 

vinyl and mesh doors.

Goff’s Enterprises, Inc. is a manufac-

turer of vinyl and mesh doors, curtain 

screens, curtain walls, and containment 

partitioning systems. Products include: 

Sliding, “Curtain Wall” partitions (The 

Original Goff ’s Curtain Walls), “Strip & 

Dock door” curtains, Vertical “Roll-Up” 

curtains, Outdoor Curtains, “Goff’s Bug 

Blocking Curtain Doors”, “Weldview 

Curtains”, Welding Screens”, Track and 

roller systems and curtain screens. These 

products are sold through a nationwide 

network of distributors. Please send 

inquires to: www.goffscurtainwalls.com 

PRODUCTS

New Solutions for Storefront  
Doors and Panic Bars

SimonsVoss Technologies introduces 

its newest innovations, the Digital 

Mortise Cylinder (DMC) and the Digital 

RIM Cylinder (DRC). Both products are 

released for sale and are readily available 

at Dealers and Distributors that carry the 

SimonsVoss product line. Both the DMC 

and DRC seamlessly integrate into an 

existing SimonsVoss lock system. 

The Digital Mortise Cylinder can be 

used to add electronic access control 

to an aluminum storefront door or any 

application that uses a mechanical mor-

tise cylinder. Instead of a mechanical 

key that cannot be restricted by time or 

tracked when it is used, the user has a 

single button transponder that commu-

nicates wirelessly with the lock through 

an encrypted challenge/response proto-

col that prevents the signal from being 

intercepted or replayed by an unauthor-

ized person. Only when an authorized 

transponder has been activated does the 

lock allow the bolt or latch to be moved, 

granting access.

The Digital RIM Cylinder can be used 

most places a mechanical RIM cylinder is 

used such as panic bars and deadbolts. Visit 

our Web site (http://www.simons-voss.us) 

to experience the beauty of a keyless world.

National Custom Hollow Metal now offering 
quick ship non-handed door options.

Starting on June 18, 2009, doors ordered 

from NCHM may be ordered with a non-

handed option. NCHM has expanded our 

manufacturing process to make this pos-

sible for all our customers. 

“We are pleased to offer our customers 

the opportunity to order stock doors in 

either standard or non-standard options to 

keep on their shop floors. Customers can 

order these doors with lead times as short 

as 2 days or our standard 10 days,” Evan 

Mathews, Vice President of Operations, 

said. Mathews went on to say, “This is per-

fect for our customers who need specialty 

doors on their shop floor but do not want 

the limitations of a handing.”

Starting on June 18, 2009, NCHM 

customers can order their doors manu-

factured with the non-handed option. 

Simply call 1-800-334-3070 for a quote, 

fax your quote to 501-375-3070, or email 

sales@nchmetal.com and request the 

non-handed option and NCHM will take 

care of the rest.

Marcus Mohwinkel

Robert Parrish
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Three Leading Metal Finishing  
Companies Join Forces for a One-Stop-Solution

Industrial Polishing Services, Inc (IPS) a California based corpora-

tion specializing in business-to-business metal finishing services 

in medium to high volumes for over 25 years has announced 

that Artistic Plating and Metal Finishing Inc. (Artistic) and PCA 

Industries, Inc (PCA) have joined forces with them.

The industries that Artistic and PCA served such as the Door 

Hardware, Kitchen & Bath, Automotive, Gaming, Motorcycle, 

Aerospace, and other industries can continue to rely on the 

quality and capacity to meet their manufacturing demands by 

providing a variety of finishes including chrome, black chrome, 

brass, nickel, pearl nickel, bronze (including highlighted and 

oil-rubbed bronze), oxidized, distressed, antique and more.

IPS is committed to best practices and continuous 

improvement through the implementation of ISO 9001-2000 

Certification, Six Sigma, Lean Manufacturing, 5’S’ and other 

techniques and is also Clean Industry Certified. IPS invites you 

to visit them at www.ipsfinishing.com
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Foundation to Change Name    from page 8

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.

Card Company in 1951, long before the advent of the 
video games that would make them famous—Nintendo.
Brad’s Drink—In 1893, a young pharmacist from North 
Carolina called Caleb Bradham began experimenting 
with a variety of soft drink recipes. One of these, 
comprised of carbonated water, sugar, vanilla, rare oils, 
and cola nuts, bore his name: “Brad’s Drink”. In 1898, 
Brad’s Drink was renamed “Pepsi-Cola”, and what 
would become the world’s most recognized “number 2” 
brand was born.
Jerry’s Guide to the World Wide Web—Co-founders 
Jerry Yang and David Filo were PhD students at Stanford 
when they created what would become the world’s #2 
search engine and web directory. “Jerry’s Guide” was 
soon renamed to Yahoo, which was an acronym for “Yet 
Another Hierarchical Officious Oracle”.  
Please visit:
n  www.lifesafetysecurity.org for a list of contributors.
n   http://www.lifesafetysecurity.org/FoundContribute.htm and click on 

‘Make a Donation’ or by sending an 
email to bjohnson@lifesafetysecurity.
org to offer financial support.

2009 Sunshine Chapter  
AnnuAl RiChARd A. GRAf, AhC MeMoRiAl Golf TouRnAMenT

friday, September 18, 2009
1:00 pm Shotgun Start, dinner to follow tournament

falcon’s fire Golf Club

The DHI Sunshine Chapter invites you to attend the  
AnnuAl RICHARD A. GRAf, AHC MeMoRIAl Golf TouRnAMenT 
while you’re in town for the DHI Conference and exposition.

Shotgun Start: 1:00 pm
Dinner Buffet

Entry Fee: $125.00 per player

The Premier Orlando Golf Course 
Falcon’s Fire Golf Club is recognized both regionally and nationally as one of the finest 
Orlando golf courses. The Rees Jones Signature Designed championship golf course and 
the spacious Clubhouse offers guests the highest in service excellence and amenities 
from dining at the Falcon’s Nest to perusing the latest technology, equipment and apparel 
at the award-winning Golf Shop. Falcon’s Fire Golf Club is a premier Florida golf vacation 
destination with a convenient location just steps from the Walt Disney World Resort, 
International Airport and Orlando Convention Center.

www.sunshinechapterdhi.com

1/4pg golf ad.indd   1 7/10/09   3:37 PM
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Door and Hardware Institute          14150 Newbrook Drive, Suite 200         Chantilly, VA 20151
P: 703-222-2010          F: 703-222-2410         www.dhi.org 

Participate in “live” DHI seminars, educational programs, and panel discussions
conveniently at your desk through the power of the Internet!  

Go to www.dhi.org/Industry and Click on the VCE link to register.

It’s Easy & Free!
Download VCE and See for Yourself!

Follow the prompts. You’ll only need to download the VCE one time. To return at any time, simply click the icon 
on your desktop. You’ll fi nd support information and additional resources each step of the way. 

If you experience any diffi culty downloading the program or would prefer using a CD to load the program, 
Contact Kara Burgess at 703.222.2010 or e-mail KBurgess@dhi.org. 

Each program is “archived” in the Archive Library within the VCE program for viewing at a later date.

VIRTUAL CONFERENCE EDUCATION

DHI VCE_half pg adv_.indd   1 5/12/09   4:40 PM
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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

DIVISION 8 ESTIMATOR/
PROJECT MANAGER 

Marshall, VA

Minimum three years experience es-
timating HM doors, frames and hard-
ware. Computer literate, self moti-
vated, detail oriented, team player. 
E-mail resume to Dave Rothbart at  
daver@capitolbuildingsupply.
com

Classifieds Corner

>>> CONTINUED at www.dhi.org

Help Wanted

Building Relationships, Careers, and Business!

GROWTH
Privately owned • Over 80 years of success • Grew from 500 to 1,000 employees in
last five years • Sales exceeding $150MM • Committed to continued growth and
excellence for all employees and customers. 

OPPORTUNITY
Experienced industry professionals for project management, sales, detailing, and
management roles are available in existing markets and new markets. Current
operations include: • Atlanta, GA • Denver, CO • Kansas City, MO • Phoenix, AZ
• Springfield, MO • St. Louis, MO • Wichita, KS • Las Vegas, NV • Baltimore, MD

D.H. PACE COMPANY offers a complete
range of door and door-related products and 
services, including: commercial entry doors,
integrated security systems, automatic pedestrian 
doors, overhead garage doors, loading dock 
equipment, preventive maintenance programs 
and 24/7/365 emergency repair services.

We invite applicants with a minimum of five years
work history, a strong math aptitude, and experience
in the commercial entry door or security industries to
submit resumes. Industry certifications are desirable,
but not required. We offer excellent compensation
and a full benefits package. EOE

Submit resume via:
• E-mail: srrecruiter@dhpace.com
• Fax: 816.480.2682 • Phone: 866.265.9977

Non-smoking environment • drug screen required
www.dhpace.com 0409

DHI_Ad_2009:DHI_Ad 4/3/2009 12:02 PM Page 1

THE GIRTMAN GROUP 
Nashville, TN

The Girtman Group is entering its 25th year of business in the distribution of 
doors, frames, hardware and Division 10 items. We are looking for talented, 
energetic people with integrity and the desire to succeed in a team environ-
ment. We pride ourselves on delivering quality products and solutions to our 
customers, while providing a thriving work environment.

We are currently recruiting individuals with proven skills  
in the following areas:

• DETAILING

• PROJECT MANAGEMENT

• SALES

We offer a generous employment package including salary, benefits, reloca-
tion assistance and career growth opportunities.

Interested parties please forward resume in strict confidence to:

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

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

AG MAURO
ESTIMATORS/SALES

The leading Orlando, Florida contract 
hardware and door distributor is look-
ing for experienced estimators. AHC/
CDC is a plus, but not required. Must 
have estimating experience in hard-
ware, hollow metal and wood doors. 
Good communication skills are a must. 

Excellent benefits include generous prof-
it sharing plan, family health insurance, 
cash bonus, paid vacations and more.

Send resume & salary requirements to:

A.G. MAURO  
COMPANy Of fLORIDA 

Attn: Ray Mauro 
1105 Sand Pond Rd. 
Lake Mary, FL 32746 
Fax: 407-333-3066 

E-mail: ray.mauro@agmaurofla.com

Rapidly growing company seeks quali-
fied sales and support personnel in 
our Clearwater & West Palm Beach, 
FL offices, as well as remote sales 
opportunities. Great compensation 
package and benefits. 

E-MAIL: bhENDERShOT@
PINNACLEDh.COM

DIVISION MANAGER  
San Antonio, TX

Since 1976, ISI has furnished and in-
stalled detention and commercial open-
ings in more than 1,400 facilities na-
tionwide. ISI specializes in Design Build 
opportunities, working directly with 
owners and architects to maximize the 
satisfaction of all parties on the job.

We are currently seeking a Division 
Manager with integrity and vision to 
enhance and build our commercial 
department. The successful candi-
date must have estimating/project 
management skills in hardware, hol-
low metal and wood doors.

ISI offers an excellent work environ-
ment and employment package.

Send resume and salary require-
ments to:

ISI
Attn: David Deason

12903 Delivery Drive
San Antonio, TX 78247

E-mail: ddeason@isidet.com

For classified rates, 

deadlines and 

other information 

contact:

Cathy DeCenzo

eMail: 
classifieds@dhi.org

Call: 
703-766-7026
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T 
his article continues to address the requirements 
of NFPA 101, 2009, and specifically 7.2.1.8 and 

7.2.1.9, Self-Closing Devices.
Fire door assemblies in a means of egress route 

should be kept in the closed position, particularly 
those serving as entrances to a stair enclosure or 
positioned in a horizontal exit; however, it is in 
these two locations that door assemblies so often 
are held open by some type of door leaf stopping 
chock to aid in the free flow of normal traffic.

Recognizing that tampering with the self-closing 
feature might occur—and in an effort to encourage 
the use of effective positive measures, rather than 
ineffective prohibitions that often go ignored—the 
Code presents criteria for holding door leaves in the 
open position

Specific requirements found elsewhere in the 
Code mandate the use of automatic-closing devices 
rather than making their use an option. Fusible 
links are not an acceptable trigger in this system
7.2.1.8 Self-Closing Devices. 
7.2.1.8.1* A door leaf normally required to be kept 
closed shall not be secured in the open position at 
any time and shall be self-closing or automatic-clos-
ing in accordance with 7.2.1.8.2, unless otherwise 
permitted by 7.2.1.8.3.
A.7.2.1.8.1 Examples of doors designed to normally 
be kept closed include those to a stair enclosure or 
horizontal exit.
7.2.1.8.2 In any building of low or ordinary hazard 
contents, as defined in 6.2.2.2 and 6.2.2.3, or where 
approved by the authority having jurisdiction, door 
leaves shall be permitted to be automatic-closing, 
provided that the following criteria are met:
1.  Upon release of the hold-open mechanism, the 

leaf becomes self-closing.
2.  The release device is designed so that 

the leaf instantly releases manually 
and, upon release, becomes self-closing, 
or the leaf can be readily closed.

3.  The automatic releasing mechanism or medium 
is activated by the operation of approved smoke 
detectors installed in accordance with the require-
ments for smoke detectors for door leaf release 
service in NFPA 72, National Fire Alarm Code.

4.  Upon loss of power to the hold-open device, the 
hold-open mechanism is released and the door 
leaf becomes self-closing.

5.  The release by means of smoke detection of one 
door leaf in a stair enclosure results in closing all 
door leaves serving that stair.

7.2.1.9* Powered Door Leaf Operation.
7.2.1.9.1* General. Where means of egress door 
leaves are operated by power upon the approach of a 
person or are provided with power-assisted manual 
operation, the design shall be such that, in the event 
of power failure, the leaves open manually to allow 
egress travel or close when necessary to safeguard 
the means of egress.
7.2.1.9.1.1 The forces required to manually open the 
door leaves specified in 7.2.1.9.1 shall not exceed those 
required in 7.2.1.4.5, except that the force required to 
set the leaf in motion shall not exceed 50 lbf (222 N).
7.2.1.9.1.2 The door assembly shall be designed and 
installed so that, when a force is applied to the door 
leaf on the side from which egress is made, it shall 
be capable of swinging from any position to provide 
full use of the required width of the opening in 
which it is installed. (See 7.2.1.4.)
7.2.1.9.1.3 A readily visible, durable sign in letters 
not less than 1 in. (25 mm) high on a contrasting 
background that reads as follows shall be located on 
the egress side of each door opening:

IN EMERGENCY, PUSH TO OPEN
Note: Refer to 7.2.1.9.1.4 through 7.2.1.9.1.7 for slid-
ing door assemblies. 
7.2.1.9.1.8 The requirements of 7.2.1.9.1 through 
7.2.1.9.1.7 shall not apply in detention and correc-
tional occupancies where otherwise provided in 
Chapters 22 and 23.

tech tip
do you know?
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92tech tip
do you know?

7.2.1.9.2 Self-Closing or Self-Latching Door Leaf 
Operation. Where door leaves are required to be self-
closing or self-latching and are operated by power upon 
the approach of a person, or are provided with power-
assisted manual operation, they shall be permitted in the 
means of egress where they meet the following criteria:
1.  The door leaves can be opened manually in accor-

dance with 7.2.1.9.1 to allow egress travel in the 
event of power failure.

2.  New door leaves remain in the closed position, 
unless actuated or opened manually.

3.  When actuated, new door leaves remain open for 
not more than 30 seconds.

4.  Door leaves held open for any period of time close—
and the power-assist mechanism ceases to func-
tion—upon operation of approved smoke detectors 
installed in such a way as to detect smoke on either 
side of the door opening in accordance with the 

provision of NFPA 72, National Fire Alarm Code.
5.  Door leaves required to be self-latching are either 

self-latching or become self-latching upon opera-
tion of approved smoke detectors per 7.2.1.9.2(4).

6.  New power-assisted swinging door assemblies 
comply with BHMA/ANSI A156.19, American 
National Standard for Power Assist and Low Energy 
Power Operated Doors.

Note: Powered doors are divided into two categories—
power assisted and power operated. Power-assisted 
doors that conform to ANSI/BHMA A156.19, American 
National Standard for Power Assist and Low Energy Power 
Operated Doors, use limited power to operate the door. 
Power-operated doors that conform to ANSI/BHMA 
A156.10, American National Standard for Power Operated 
Pedestrian Doors, require more power to operate the 
door and require additional safeguards to provide 
protection against personal injury.

1.  Power assisted swinging door assem-blies comply 
with what standard? 

  ____________________________________________

2.  Fusible links are an acceptable means of hold 
open devices. 

 q True q False

3.  Door leaves held open can be arranged to close 
simultaneously throughout the building or only 
in the affected area.

 q True q False

4.  Section 7.2.1.9.2(4) emphasizes the need for the 
door leaf to be in what position? 

  ____________________________________________

To acquire CEP points, answer the following questions:

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

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

Name:  ___________________________________________________ DHI ID number: ___________________________

Address: _________________________________________________________________________________________

City: ______________________________________  State: _____________________  Zip: _______________________

Phone:  __________________________________________________________________________________________

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





When the pressure is on and there's no time towastewaiting for delivery,depend on

Mayflower to act immediately! We stock Floor Closers including the BTS 75V and the

BTS 80; Overhead Closers including the RTS 88; Surface Closers including the 7400, 8600

and 8900 series and Exit Devices including the 9100 and 9300. For further information

plus your copy of our extensive catalog, call 1-800-221-2052.(inNYC718-622-8785).

MAYFLOWER SALES CO INC, 614 BERGEN ST, BROOKLYN NY 11238 FAX: 718-789-8346 E-MAIL: PILGRIM @MFSALES.COM

FREE TECHNICAL SUPPORT.
CALL, EMAIL, WRITE OR FAX
US AND WE'LL HELP!

tagT E C H N I C A L A D V I S O R Y G R O U P

M AY F L O W E R

www.mfsales.com
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