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Security Lock Distributors didn’t get to be the largest distributor
of life safety and security products just selling locks.
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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
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I 
f there could be said to be a silver 
lining to the current recession, it is that 
companies are taking a hard look at the way 

they do business and making efforts to increase 
efficiency and cost effectiveness. The idea of “This 
is the way we’ve always done it” has no place in 
these turbulent times and business owners are 
being forced to make changes—some painful, but 
some also long overdue. 

At DHI Headquarters, we have been closely exam-
ining every aspect of how we do business—from 
member communications to association publica-
tions—and determining if the current method is the 
most economical, the most effective and also, the 
most sustainable. As it turns out, the greenest meth-
ods are sometimes also the friendliest to the bottom 
line. And so, we’ve begun to make some changes 
that you have probably noticed in the past few 
months. For the first time ever, DHI’s Membership 
Directory has gone digital. With enhanced network-
ing capabilities, hyperlinked e-mails and Web sites, 
the directory is fully searchable and provides you 
with direct access to your key contacts. As an added 
bonus, we saved thousands of trees and reduced our 
carbon footprint by going to a paperless format. 

The Plan Room has also gone paperless. As you no 
doubt saw in our spring edition, the eco-friendly 
and economical format still has the same look as the 
traditional version, but it can be downloaded directly 
to your laptop or flash drive, allowing you to read it 
on the go. Producing the Plan Room electronically 
also eliminates previous space constraints, allow-
ing us to include even more helpful information on 
everything from reducing your operating expenses 
to local chapter updates. Both electronic publications 
are now available online at www.dhi.org. Log in 
using your DHI Member ID and password.

You get more timely, up-to-date and thorough 
information. We spend less on printing and postage. 
The planet loses fewer trees. Everybody wins. 

We’ve been saying for some time now that the 
green movement is not merely some trend or fad to 

be ignored and by now i hope that our membership 
has embraced the idea that this is the future of busi-
ness. Rather than fighting it or ignoring it, the time 
has come to get involved and position your business 
to take advantage of this new paradigm. If you aren’t 
sure exactly how to do that, DHI can help. We have 
set aside an entire day of this year’s conference to 
focus on green issues that impact our members 
directly. From FSC Certification to avoiding green-
washing, we’ve got the information you need to 
make your business profitable in the months and 
years ahead. Look for more details on these exciting 
courses in the coming weeks!

When we first began to look into the green 
movement, we realized that many of our members 
were being confused or simply overwhelmed by 
the sheer volume of associations, publications 
and information that have come out in the last 
few years. Terms like, LEED, FSC, COC, USGBC 
and others became one big bowl of green alphabet 
soup. In an effort to help our members navigate 
all of these new and sometimes conflicting 
standards and requirements, we’ve formed the 
DHI Committee on Sustainability with the goal 
of cutting through all the jargon to find out what 
specifically our members need to know as well 
as looking for ways to strategically position our 
industry to take advantage of this new business 
model. We’ve already begun reaching out to 
industry-related associations like BHMA, SDI, 
WDMA and others to create partnerships that will 
allow us to share resources and information and 
keep our members ahead of the game. 

as you look at your own business model and 
search for ways to make it stronger and more cost 
efficient, take the time to look for ways of increas-
ing its sustainability as well. We are all guilty of 
becoming a bit complacent and resistant to change 
when times are good. But as we all struggle 
through the current recession, we must look to 
the future and prepare ourselves to emerge leaner, 
stronger and more green.  

Green Business Methods  
   Save More Than Trees

i n  t o u c h

By Jerry S. Heppes, Sr., CAE 

MIDWEST MILL:
402 N. Sheridan Street
P.O. Box 3098
South Bend, IN 46619
Phone: 574-288-4464
Toll-free: 888-776-6429
Fax: 574-232-4621

EASTERN MILL:
980 Point Township Drive
U.S. Route 11 P.O. Box 112
Northumberland, PA 17857
Phone: 570-473-3557
Toll-free: 888-676-6429
Fax: 570-473-3737

Mohawk continues to expand, bringing more
ways to go green. In addition to FSC and UF
Free, we are pleased to offer the ultimate in

rapidly renewable options with AgriFiber core
and Bamboo faces. Mohawk’s Green doors

have been utilized in numerous government
facilities across the country, including the U.S.
Green Building Council Headquarters located

in Washington, DC. For more information
about Mohawk Flush Doors, visit us online 

at www.mohawkdoors.com.

GREEN INSIDE AND OUT.

Bamboo FacesBamboo FacesAgriFiber CoreAgriFiber Core

GREEN INSIDE AND OUT.

www.mohawkdoors.com

* Coming in 2009

Doors shown can contribute to the following LEED credits:
MR4.1, MR4.2, MR5, MR6, MR7 and EQ 4.4.

«

LEED for new Construction

LEED for Core & Shell

LEED for Schools

LEED for Healthcare*

LEED for Retail*

LEED for Commercial Interiors

LEED for Retail Interiors*

LEED for Existing Buildings

LEED for Existing Schools*

LEED Rating Systems Supported by Mohawk Flush Doors
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D 
uring challenging economic 
times, every organization needs to take a 
close look at money coming in and money 

going out and determine what areas are critical to 
their survival. “By any measure, this downturn 
represents by far, the deepest global recession 
since the great Depression,” the international 
monetary Fund declared in march.

as the imF also observed in march, recoveries 
that follow a recession caused by a major financial 
meltdown are typically slower than a recession 
caused by some other means—quite unsettling 
observations. Why, then, would any organization 
continue to give to a foundation when they could 
just as easily justify their normal contribution as 
something that ‘we just can’t do this year’?
Several reasons come to mind:
n  They have the money and can afford to do so.
n  They like the work that the organization does 

and want to support them.
n  They see some indirect benefit from the work 

the organizations does. For example, support 
of a cancer institute may be seen as an indirect 
benefit if some day I should be diagnosed 
with cancer and my contributions have been 
directed at helping to find a cure.

n  They need another tax break.
n  They feel a sense of community obligation.

The many good companies that support this 
Foundation have enabled us to continue sharing our 
mission of “Promoting secure and safe openings that 
enhance life safety.” They have given us the financial 
support that allows us to reach out to the fire official 
community, building code officials, school admin-
istrators and health care officials all in the name of 
promoting awareness for safer openings.

Is it easy to offer financial support above and 
beyond what the Door and hardware institute 
normally asks for on a yearly basis? I would offer 
that this type of support is not always easy, but it 
is justified in the eyes of a contributor when they 
see the benefit that it brings.

And, we are seeing these benefits today. The state 
of California will begin enforcement of the fire 

door inspection on august 1st. The city of Denver 
has already begun the inspection of high-rise apart-
ment buildings. AHJs who attended our training 
session in maine are beginning to require inspec-
tions of fire-rated openings in their local jurisdic-
tions. and, the international association of Fire 
chiefs and the american Society of health care 
engineering have partnered with the Foundation to 
share important educational material.

These good companies (and individuals) that 
support Dhi have gone above and beyond by 
continuing to support the Foundation. These compa-
nies are largely responsible for the Foundation’s 
success by enabling us to continue to provide educa-
tion and create awareness for important changes—
changes that fire and code officials need to be made 
aware of so that these changes can be enforced. This 
education and awareness is creating results.

These results will also be shared with these 
companies’ representatives in the u.S. Senate 
and house of representatives. it is important that 
these elected officials, who are making important 
legislative decisions on fire and school safety 
issues, are aware of the on-going commitment by 
these companies. it is a commitment that not only 
needs to be recognized by this industry, but by 
our elected officials who should be proud of these 
companies that reside within their district and state.

These economic times have made our tasks chal-
lenging. With our contributors’ support and the 
Foundation board’s attention to detail in overseeing 
expenses and program implementation, we will 
continue to deliver results that promote secure and 
safe openings that enhance life safety. That is why 
we need you to support this Foundation.  

Please visit:
www.lifesafetysecurity.org for a list of contributors.
http://www.youtube.com/watch?v=jTmid8CUTUo for a Foundation 
video clip which highlights the need for your continued interest and 
support in the Foundation’s work.
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.

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

l i fe  safet y  &  secur it y  FOUNDATION

East — Pennsylvania
800-233-4210
Midwest — Missouri
800-211-4607

Direct to Sales 866-418-4223
www.topnotch.bz
sales@topnotch.bz

• Baldwin
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• FSB
• Ives

• Kaba
• Kwikset
• LCN
• Rocky Mountain

Stocking these manufacturers … and more:Our effective ordering process saves you, and 
YOUR customer, valuable time. When it comes 
to TOP NOTCH  … We Know Service! 
Experience the Difference: 

• Four strategically placed locations 

• Knowledgeable sales people, with an average of 
15+ years experience 

• Complete product support during and after the sale

• Professional keying staff in all locations 

Call TOP NOTCH today!
EXPERIENCE THE DIFFERENCE!

• Schlage
• Von Duprin
• Weiser Lock
• Weslock

Southwest — Texas
866-693-6903
West — Nevada
800-722-4210
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The first step in the process involves 
a log buyer, who goes into the forest 
and makes a selection from a group 
of trees chosen for harvesting. It is 
here, in the forest, that the log buyer 
determines which trees will be used 
for veneer and which ones will be 
used in the lumber industry.

The actual process of making veneer 
is very painstaking and requires close 
attention to detail during every step 
of the operation. From the inspec-
tion and purchasing of the logs to 
the proper cutting, steaming and 
drying; each step plays a vital role 
in producing the finished product.

Making	the	Grade

First, all the logs are purchased from a 
harvested position. Only the very finest, 
high-quality logs are bought by the 
veneer mills. Only about ten percent of 
the trees harvested will actually qualify 
as veneer grade logs. When the logs 
arrive at the veneer mill, they are care-
fully re-graded and inspected by hand. 
Each log is then scrutinized by a sawyer 
who operates the piece of equipment that 

turns the log into a flitch.
The term “flitch” is actually the correct 

terminology when referring to one half 
of a log. The term flitch is frequently 
misused, often referring to the leaves of 
veneer on the faces of the doors or panels.

The sawyer’s decision about how to cut 
each log can literally make the difference 
between the log being premium “AA” or 
“A” grade veneer, or reduced to becom-
ing third-rate backer material.

From	Log	to	Flitch

Once the precision of the cut has been 
determined, the log is ready for the saw. 
However, before making the cut, the log 
must be carefully inspected for pieces of 
metal by running the entire log through 
a metal detector. A tree grows from the 
inside out, engulfing any miscellaneous 
pieces of metal that have attached them-
selves to the tree during its life cycle 
(for example, a nail or errant bullet). The 
bark is then removed with the assistance 
of huge mechanical teeth which rotate 
around the circumference of the log, 
stripping off the bark and exposing the 
layers underneath.

Process Understood

By  Da n  H o g a n

ne of the biggest questions about wood veneer 
is how does it get from the “forest to the door face?”

Veneering

O
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The log is now ready for the saw. 
Occasionally, with the aid of a laser 
guide, the sawyer will slab-cut the 
outside of the log with a huge band 
saw. The log at this point is now 
considered flitched in two—essen-
tially creating two distinct flitches.

From there the flitch is dropped 
into a vat of water and the steam-
ing and cooking process begins. 
The temperature and duration of 
the steaming depending upon the 
species involved. If it is a light-
colored wood, the process may only 
take few hours; if it is a dark or 
dense species it may be even longer. 
Typically, the temperature range 
is between 140 and 200 degrees F. 
The purpose of this time-consum-
ing procedure is to saturate the 
wood fibers and cells, making the 
wood structure pliant enough to 

withstand the pressure of the knife, 
which cuts the leaves of veneer from 
the flitch.

Ready for Slicing

When the flitch is finally removed 
from the vat, it is now ready to be 
sliced. The slicer is made up of two 
fundamental components. The first 
is the flitch carriage, a vertical slid-
ing table that is bolted to the floor. 
The second slicing component is the 
knife frame, which holds the flitch 
and moves horizontally. Veneer 
thickness is determined by the 
distance between the pressure bar 
and the knife edge.

From the slicer, the leaves of 
veneer are stacked and reassembled 
into what was the flitch.

They are now manually and 

consecutively fed into a dryer, 
which will reduce the moisture 
content to between 8 and 12 percent.

Great care and effort are taken 
to ensure that the leaves of veneer 
always remain in the exact sequence 
they were cut in. After the drying 
process, the leaves are then consecu-
tively stacked back into flitch form. 
The finished veneer is then sampled, 
crated and bound with steel band-
ing and is ready for shipment.

Artistry of the Veneer Process

The next phase of the process is 
the veneer matching process. This 
is occasionally referred to as the 
“artistry of veneer.” This is where 
the veneer selection, grading and 
assembly of the faces takes place. 
This requires a very unique and 

NCHM is ready to quote your project and you’ll find we have the capabilities to provide a cost-effective custom solution 
that’s a perfect fit—no matter what size or shape your project is. Give us a call today to request a free capabilities binder.
ph: 800.334.3470     fx: 501.375.3070     web: www.nchmetal.com

Distributors, Contractors and Architects
who know, know National Custom Hollow Metal Doors & Frames
is the perfect fit.
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specialized skill set, which necessitates a blend of both 
an art (being able to read the veneer) and a science 
(understanding the performance criteria established by 
the door industry). This step fine-tunes the veneer into 
a finished product for both door faces and panels. It is 
here where the industry standards and grading make 
the monumental statement regarding the aesthetic 
appearance of our finished product.

Matching	

When it comes to the matching of veneer, there are 
two ways to assemble the individual pieces of veneer. 
One is book matching and the other is slip matching. 
Other terms used within the specification, such as “end,” 
“balance,” “center balance” and “blueprint matching”, 
refer to the impression left by the assembly of the veneer 
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on the door face. In industry terms, 
book and slip matching refer directly 
to the relationship between the indi-
vidual, adjacent leaves of veneer.

Both book and slip matching pres-
ent a different perspective and are 
chosen for their specific design intent. 
With book matching, a mirrored 
image is created by turning over 
every other piece of veneer, similar to 
turning the pages of a book.

All veneer species have the 
propensity to generate the 
phenomenon commonly referred 
to as “barber poling” when book-
matched. Some species, such as 
quartered maple, may be more 
prone to this effect, which is a light 
and dark color variation caused by 
the open and closed cell structure 
of alternating pieces of veneer. 
This condition may be considered 
undesirable or unacceptable for the 
design concept of the space.

One way to avoid the barber pole 
effect is to employ slip matching. 
Slip matching produces a repeating 
pattern, thus eliminating this effect. 
The light and dark appearance may 
still exist within certain species, 
but that effect could be attributed 
more to the orientation of the cell 
structure of the wood than to the 
placement of the veneer leaves.

When trying to create a holistic expe-
rience within the room, end, center, 
center balance and blueprint matching 
are very important. These terms speak 
to the way in which the leaves as a 
whole are arranged from one door to 
the next and within a pair of doors.

Figure

The term “figure” is often used 
to describe the visual appear-
ance of veneer. Figure could be 
a combination of both character 

and/or pigment, depending upon 
the species. Figuring is the result 
of several uncontrollable factors, 
which may or may not exist within 
the log. These factors include soil 
and climate conditions, density 
differences between the earlywood 
and latewood and compression 
and tension reactions during the 
growth cycle. Another factor could 
be the interlocking grain structure, 
which when cut in a specific manner 
results in the figure we see. These 
natural occurrences, along with 
grain structure, luster and texture, 
factor into a veneer’s figuring 
characteristics. Figure types such 
as block mottled, ribbon stripe, 
pommele, beeswing and fiddleback 
are just a few of the figure types that 
are common.

Assembly

When the face assembly process 
is complete, the faces are ready to be 
applied to the door core. After the 
door core is cross-banded for stabil-
ity, the edges are applied. By apply-
ing the edges before the face veneer, 
a seamless look is achieved. The 
preferred bonding method uses both 
heat and pressure to accelerate the 
curing of the adhesive and is known 
as hot press assembly. Finally, the 
entire process is complete and a fine 
piece of functioning furniture has 
been created.

Industry Standards

The wood door industry is 
held accountable by adhering 
and complying with numerous 
veneer standards. These are the 
standards adopted and reinforced 
by the Architectural Woodwork 
Institute (AWI) and Window and 

Door Manufacturers Association 
(WDMA), and developed by the 
Hardwood Plywood and Veneer 
Association (HPVA). A close analy-
sis reveals how difficult of a chal-
lenge it is when manufacturers are 
asked to control the appearance of 
the veneer. 

One difficulty, are the termi-
nologies at our disposal via these 
standards, which can be subjective 
and include words such as “slight,” 
“small,” “occasional,” “very small 
blending” and “pleasing match” in 
reference to the wood veneer and its 
attributes. Interpretations of these 
terms may vary from one person to 
the next, or between standards. 

Also, there are no guarantees of 
a veneer’s final appearance, even 
when a specific flitch is specified. 
Because veneers originate from an 
organic plant tissue, the inherent 
natural characteristics can change 
within a given flitch and many times 
from one bundle of veneer to the 
next. These natural variations may 
be satisfactory to one project or less 
than adequate to another.

With between 70,000 and 90,000 
wood species known to man, 
approximately 400 of those species 
are used commercially today. 
Creating a veneer and producing 
a wood door using veneer can be 
quite a task. Knowing the journey 
that wood veneer takes from the 
forest to the door face helps everyone 
involved value the true complexity 
and artistry of the entire process.  

About the Author: Dan Hogan is the Territory 
Sales Manager for VT Industries in eastern New 
York and New Jersey. Dan has been in the door 
industry for 24 years and has extensive knowl-
edge of veneer and the process of producing it.
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constant theme in green building 
programs of North America is certifica-

tion of wood. There appears to be a 
near consensus that “green” credits 
should only be awarded when it 

can be demonstrated that any wood used in a 
structure has been responsibly produced. 

The meaning of the term “responsibly 
produced” varies, but in the forest certifica-
tion program most often specified in North 
American green building programs—the 
Forest Stewardship Council (FSC) certification 
program—critical elements of responsible 
production are identified as basic principles 
and are reflected in program requirements. 
Among these principles are compliance with 
laws; operation under a management plan 
that ensures appropriate protection of flora, 
fauna, water quality, soil productivity, historic 
areas, old trees, and more; maintenance of 
high conservation value forests; attention 
to indigenous people’s rights and to tenure 
and use rights and responsibilities; attention 
to rights of workers and to the well-being of 
local communities; attention to who receives 
benefits from the forest, with the objective of 
ensuring that benefits are not siphoned off by 
large corporations or others to the detriment 
of local peoples and communities. 

It is time for those involved in the green 
building movement to seriously consider 
whether the elements of responsible produc-
tion are important or not. For example, is 
it really important that materials used in 
building construction in North America be 

sourced such that indigenous people’s rights 
are protected? Such that workers are fairly 
paid and that child or slave labor is not used 
in procuring or processing raw materials? 
Such that local peoples and communities 
are not unfairly treated as local resources 
are extracted for use elsewhere? Such that 
forests, wildlife, waters, and other aspects of 
the environment are managed and protected 
with long-term sustainability in mind? If so, 
then it is time to ask why such assurances of 
responsible production, and everything that 
responsible production has come to mean, are 
not expected for building materials in general. 

If steel used to frame a house is sourced from 
a mining operation that has obliterated millions 
of acres of tropical forests, including old-
growth forests, over the past decade in access-
ing the iron ore, is it Okay to use that steel 
in a “green” building? What if that ore was 
reduced in a blast furnace fueled by charcoal 
that came from the clearcutting of vast areas of 
tropical trees and by an industry characterized 
by the pervasive use of slave labor? Suppose 
that the cement used in an ICF wall originated 
in a mining operation known for excessive 
consumption of energy and ground water, and 
air and water pollution well beyond interna-
tional norms. Can that cement be viewed as a 
green material? What if the aggregate used in 
making the concrete in that wall came from a 
river in which extraction of gravel is devastat-
ing salmon populations and increasing the 
incidence of flooding of river communities? 
Can that be considered a “green” material?

Certification of Building Materials:

B y  D r .  J i m  B o w y e r

Important or Not?

A
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The answer to all of the ques-
tions posed above is that today 
it is a virtual certainty that 
high environmental impact, 
high social cost products are 
routinely finding their way into 
buildings certified as “green.” 

There are no requirements 
or incentives of any kind for a 
purveyor of steel, aluminum, 
concrete, plastic, glass, bamboo—or 
any material other than wood—to 
demonstrate environmental and 
social responsibility in manage-
ment or resource extraction, 
despite the fact that substantial 
environmental and social impacts 
are associated with produc-
tion of all of these materials.

Change is long overdue. The 
responsibility for initiating that 
change lies squarely with the lead-
ers of green building programs, 
executives of the largest building 
materials distributors, environ-

mental organizations, and envi-
ronmentally concerned citizens.

Sources of Construction Materials

When certification programs were 
developed for forests and wood, 
the original focus was imported 
tropical wood. Tropical wood 
was (and is) the product category 
most often linked to forest loss 
and environmental degradation, 
illegal activity, corruption, and 
social upheaval. Although forest 
certification programs are currently 
operating in all parts of the world, it 
is in the tropical and economically 
developing regions where the most 
significant problems remain. This is 
also where the greatest vigilance in 
raw material sourcing is needed. 

A somewhat similar situation 
exists with respect to basic raw 
materials other than wood. For 
instance, mining operations in the 

United States and Canada, though 
responsible for substantial impacts 
to the environment and nearby 
communities, are conducted for the 
most part in accordance with the 
highest standards globally for such 
operations. The worst examples of 
environmental and social problems 
associated with mining, on the 
other hand, can be found in the 
tropical countries and developing 
nations in general where environ-
mental standards, laws, and law 
enforcement are often less rigorous 
than in more developed countries. 

Thus, one indicator of the environ-
mental and social risk associated with 
the unmonitored use of any material 
is the extent to which that material 
is sourced from developing regions. 
As shown in Table 1, the net import 
figures for all common construction 
materials are significant, meaning 
that the environmental and social 
downside risk of using such materials 

in green projects is 
significant as well. 

As indicated in 
Table 1, the U.S. 
has long been a net 
importer of steel 
(including pig iron) 
(12-17%) and of iron 
ore (0-12%), with a 
large proportion of 
the imported ore 
(38%) obtained from 
the Carajas region of 
Brazil. The United 
States is also a net 
importer of three of 
the four metals used 
primarily in making 
alloys of steel: 
manganese (100% of 
domestic consump-
tion), chromium 
(62%), and nickel 

Table 1    U.S. Net Import Percentages for Basic Materials Used in Construction
% Net Imports

Principal Suppliers
% of Imports from 

Developing NationsMaterial 2007 2006

Construction	Lumber 43 44 Canada	(90%),	EU,	N.	Zealand,	Chile,	Russia <1%

Bamboo 100 100 China,	India,	Vietnam 100%

Cement 17 23
Canada	(18%),	China	(16%),	Thailand	

(11%),	S.	Korea	(7%),	Mexico	(4%)
30%+

Sand	and	Gravel -- -- Mexico	(53%),	Canada	(41%) 59%

Steel 12 17 Canada	(17%),	EU	(16%),	Mexico	(11%),	Brazil	(8%) 20%+

Iron	Ore -- 8
Canada	(55%),	Brazil	(38%),	Chile	

(2%),	Trinidad/Tobago	(1%)
41%+

Aluminum 26 41
Canada	(55%),	Russia	(17%),	Brazil	

(4%),	Venezuela	(4%)
25%+

Bauxite/Alumina 100 100
Guinea	(20%),	Jamaica	(19%),	Australia	

(17%),	Brazil	(15%),	Guyana	(9%)
63%+

Source: Data for wood from Howard and Westby, USDA-Forest Service, Forest Products Laboratory (2007);  
metals data from U.S. Geological Survey (2009)
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(17%). Molybdenum is domestically 
produced, but with high environ-
mental impact. The vast majority of 
imported metals used in alloy produc-
tion originate in developing nations. 

Similar patterns can be seen in 
net trade flows of other essential 
materials. In the several instances in 
which the U.S. is self-sufficient or a 
net exporter (i.e., steel and cement), 
there is, nonetheless, international 
trade of these materials. The United 
States, for instance, is a net exporter 
of sand and gravel, but substantial 
volumes flow into California each 
year from the Fraser River area of 
British Columbia. 

Somewhat ironically, the one 
material for which environmental 
certification is almost universally 
promoted—construction lumber, 
is the material for which the net 
import percentage is lowest and 
which carries with it the lowest 
risk of environmental degradation, 
social upheaval, illegal sourcing, 
and corruption.1

Environmental	and	Social	Impacts	
of	Raw	Materials	Extraction	and	
Processing

Information regarding environ-
mental and social impacts of U.S.-
bound raw materials is not hard to 
find. Problems exist for every basic 
material and in virtually every 
supply region although, as noted 
earlier, negative impacts tend to be 
most severe in economically devel-
oping regions.

A 2004 World Rainforest 
Movement report on social and 
environmental impacts of mining 
begins with the words “Mining 
is a problem, and as such should 
be treated.” The 164-page report 
documents negative impacts to 
air, water, land, forests, wildlife, 
fish, plant and animal biodiversity 
in general, local communities, 
human health, and more in nine 
countries of Africa, seven of Asia, 

five of Central America, and eight of 
South America. A World Resources 
Institute report published in the 
same year lists 39 World Heritage 
Sites threatened by mining activity. 
Similar problems are detailed in 
recent reports from well respected 
national and international agen-
cies and organizations, as well as 
in a large number of regional and 
company-specific reports, some of 
which are listed at the end of this 
article. Particularly interesting are 
a series of award winning articles 
that focused on gravel extraction in 
British Columbia and subsequent 
export to California, and environ-
mental and socially devastating 
oil exploration and drilling in 
Ecuador—for production of oil for 
U.S. consumption (Knudson 2003).

Even where mining laws are 
observed and regulatory oversight 
provided, the impacts of mining 
are substantial. The production of 
steel, for example, involves not only 
mining and reduction of iron ore, 
but also other metals. Iron ore is by 
far the leading metallic ore extracted 
in mining; less known is that five 
of the next nine metals of the top 
ten are used primarily to make 
alloys of steel. As noted earlier, 
these include manganese, chro-
mium, nickel, and molybdenum. 
Molybdenum gives steel improved 
hot and cold strength, added wear 
resistance, and higher tensile 
strength. Though domestically 
produced (the U.S. is a net exporter), 
the impacts of molybdenum extrac-
tion are quite high (Figure 1).

It is not that the mining industry 
is inherently evil or irresponsible. 
Metals and minerals are essential to 
mankind, and their extraction and 
processing is necessary. However, as 
is the case with virtually all basic raw 

CVRD Cuts Ore Supplies to 4 
Suspect Pig Iron Firms

Rio De Janeiro, Oct. 25, 2007. Brazil’s 
mining giant CVRD (VALES SA) 
started cutting off ore supplies 
to domestic pig iron producers 
accused of breaching the country’s 
environmental and labor laws…

…The company’s decision came 
after Brazil’s environmental 
protection agency and the labor 
ministry stepped up inspections 
this year of pig iron producers.

Many companies were accused of 
buying coal produced with illegal 
wood or made at charcoal works 
that use slave labor. CVRD did not 
provide the volume of its sales to these 
companies. The company, which is one 
of the world’s top miners, has recently 
launched a flashy marketing campaign 
in Brazil stressing its commitment 
to environmental preservation.

Amazon’s regional industry watchdog, 
Citizens’ Coal Institute (ICC), said in 
August that around 12 percent of 
charcoal works there still use slave labor 
despite a major crackdown since 2004.

 Brazil’s Carajas region in the Amazon 
is one of the world’s major pig iron 
exporting centers, with exports of 
around 6 million tonnes per year. The 
Carajas region has a total of 1,500 
charcoal works, according to the ICC.

Charcoal producers have come under 
international scrutiny by U.S. pig iron 
consumers who do not like the idea 
that the origin of imported materials for 
their own products can be unethical for 
either labor or environmental reasons.

Reuters: Reporting by Andrei Khalip 
Editing by John Picinich
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materials, the enterprises involved 
range from very large to very small, 
operate over very large geographic 
areas, and involve hundreds of thou-
sands to millions of players. While 
a great deal of activity is conducted 
in accordance with standards of 
best practice globally, a significant 
amount of activity is not. Because of 
this reality, there is no assurance of 
responsible production when using 
metals and minerals flowing through 
an unmonitored supply chain.

Certification	Programs	for	Non-Wood	
Materials—the	Foundation	is	in	Place

In the early 1990s, as certification 
programs for wood were being 
developed, a number of players 
viewed wood certification as only 

the first of many such programs, 
with all basic materials to be even-
tually covered. Consequently, also 
in the early ‘90s, WWF-Australia 
developed a proposal for a Mining 
Certification Evaluation Project 
(MCEP).

Attention on the part of the 
environmental community to 
environmental and social perfor-
mance of the minerals industry led 
to similar attention to such issues 
within the industry itself. Most 
notably, during the 1998 World 
Economic Forum in Switzerland, 
seven chief executive officers of the 
world’s largest mining companies 
met to discuss sustainable minerals 
development. This meeting resulted 
in establishment of the Global 
Mining Initiative which led, in turn, 
to a World Business Council on 
Sustainable Development project: 
Mining, Minerals, and Sustainable 
Development (MMSD). The final 
report of this effort, released in 
2002, discussed among a number 
of topics, the possibility of certifica-
tion of mining operations. In that 
same year, at an OECD-sponsored 
international conference focused on 
foreign direct investment in mining 
and environmental impacts, it was 
announced that WWF was working 
with Placer Dome (a large mining 
company) to evaluate whether 
mining could be included under a 
similar certification model as the 
Forest Stewardship Council (OECD 
2002, p. 163).

As the global mining industry 
studied and deliberated its role in 
sustainable development, WWF 
efforts to fund the MCEP continued, 
with the mining industry at the top 
of the funding request list. Finally, 
after a decade of effort to obtain 
financial support, work on the 

MCEP was begun in early 2003. 
A little over three years after 

initiation of the MCEP, a final report 
of the evaluation of the potential for 
mining certification was published 
(2006). The MCEP effort was 
informed by developments relative 
to wood certification, and resulted 
in identification of fundamental 
governance issues and develop-
ment of a draft set of principles and 
criteria regarding mining certifica-
tion. Contentious issues were also 
identified, including references to 
indigenous people; issues related to 
free, prior, and informed consent; 
issues related to flexibility in adapt-
ing a global standard to diverse 
operating circumstances; auditing 
costs; and mechanisms for enabling 
the participation of small and 
medium-sized enterprises. The fact 
that the industry has identified even 
references to indigenous people as 
contentious would appear to be a 
large red flag. 

As part of MCEP, six field trials 
were conducted: four in Australia, 
one in New Zealand, and one in 
Brazil, with the purpose of testing 
proposed audit processes. 

A central finding of the MCEP 
was that a mine certification 
program is feasible. The report 
concludes with the observation that: 

“The task of creating a working certi-
fication scheme still lies ahead and 
progress will largely depend on the 
efforts of those who choose to champion 
the idea. A broadly-based coalition of 
stakeholders offers the best prospect for 
success. The essentially Australian-
based nature of the project means that 
an international debate is a critical next 
step in any evolution of a certification 
scheme for mine sites. The MCEP has 
created a platform and arguably an 
imperative for that debate.”

Molybdenum Mining in  
Central Colorado Fig.	1

At this site, the ore is of low grade, 
meaning that less than five pounds 
of molybdenum metal is obtained 
from every ton of ore taken from the 
surrounding mountains. The result is 
the addition of about 1995 pounds of 
waste rock, in the form of fine sand, 
to the alpine tailing ponds for each 
five pounds of metal produced.
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An earlier commentary by a 
senior policy analyst, Industry 
Canada (Shinya 2002) noted that 
there is no guarantee that the adop-
tion of a certification program will 
satisfy industry critics. He also 
questioned the usefulness of certi-
fication of metals in situations in 
which a number of different materi-
als are brought together in a single 
product, such as an automobile (or a 
building), when the other materials 
are not subjected to certification. 
He concluded “Nevertheless, a well 
designed and administered certifi-
cation program has the potential to 
harness market forces in a manner 
that promotes sustainable practices 
in the minerals industry.”

So, an imperative for mining 
certification has been created, and 
a foundation for rapid develop-
ment and implementation of a 
mining certification program 
that has the potential to promote 
sustainable practices is now in 
place. Needed now are champi-
ons, a coalition of stakeholders, 
further debate, and action.

The absence of activity to this point 
on the part of what would seem to 
be obvious champions and involved 
stakeholders in a mining and metals 
certification effort is a bit puzzling. 
Why, for example, is the North 
American green building movement 
not actively involved in mining certi-
fication efforts? Ditto big box building 
materials retailers? None of the North 
American green building programs 
requires certification of any material 
other than wood, nor is there any 
discussion or action along these lines 
within the leadership of any of these 
programs. At the same time, Home 
Depot, a firm that has widely touted 
the inclusion of certified wood in its 
product offerings as well as its efforts 

to encourage certified wood availabil-
ity, has been completely silent regard-
ing certification of materials other 
than wood. Certification of metal 
framing and siding, cement and 
cement products, bamboo flooring, 
vinyl siding and trim and all other 
non-wood materials is being ignored, 
despite widely known environmental 
and social problems linked to these 
materials.

Certification of Non-Wood 
Materials: How to Move Forward

Certification of building materials 
is no longer an abstract concept. 
Certification of wood is well estab-
lished, as are mechanisms such 
as source separation and chain of 
custody for ensuring the veracity of 
certified content. 

At this point, formal efforts to 
certify mining operations span 16 
years, and it appears that progress 
has stalled. When the certification of 
wood reached this point, stakehold-
ers within the United States and 
Europe stepped forward to provide 
incentives for progress. 

The giant UK retailer B&Q began 
requiring in 1995 that its principal 
suppliers provide FSC certified 
lumber and wood products, creat-
ing overnight a powerful market 
incentive to potential suppliers. 
Home Depot followed suit four 
years later. Then, as green building 
programs began to take shape, the 
use of certified wood, and specifi-
cally FSC certified wood, became an 
almost universal component within 
them. It is undoubtedly the case that 
certified wood would not have the 
prominence in U.S. and European 
markets that it does today absent 
such actions; it is even possible that 
attempts to create a certified wood 

market and industry would have 
failed by now without them. 

It is now time to move rapidly 
toward certification of industrial 
materials in general. Just as was 
done to push development of certi-
fied wood products, B&Q, Home 
Depot, Lowes, and other firms that 
promote themselves as environmen-
tal leaders now need to unambigu-
ously state an intent to carry only 
third-party certified construction 
materials and to establish time-
tables for the supply of certified 
metal products, cement, plastic and 
other products to their distribution 
centers. Similarly, green building 
programs need to aggressively 
modify their standards to require 
or promote the use of certified 
construction materials. 

The Bottom Line

There is no question that there 
are significant environmental 
and social problems linked to 
extraction and processing of every 
basic material used in building 
construction. It is also a reality that 
problems tend to be greatest for 
those materials that are extracted 
and processed in regions in which 
regulatory oversight is less devel-
oped than elsewhere. Moreover, 
because of a total lack of oversight 
as to where materials other than 
wood originate or how they are 
produced, there is little doubt that 
some of the materials finding their 
way each day into “green” build-
ings are anything but green.

Attention to environmental, 
concerns, indigenous peoples 
rights, worker’s rights, well-being 
of local communities, and so on 
in materials selection is either 
important or it isn’t. Period. 



20	 DOORS	&	HARDWARE £ JUNE 2009

Whatever the excuses may have 
been to this point for not moving 
forward to require certification of all 
materials used in buildings, there 
is no justification for further delay. 
Development of mining certification 
programs that focus on observance 
of laws and regulations; active use 
of environmental management 
plans; protection of riparian areas, 
soil and water quality, biodiversity, 
and environmentally sensitive 
areas, including forests; attention to 
indigenous rights, workers’ rights, 
and community well-being; and 
third party oversight is overdue. 
The time for action is now.
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Footnote:
1.  Construction lumber throughout the world is 

overwhelmingly of softwood species that are obtained from 
either natural forests or plantations located in temperate 
regions of the world. The vast majority of volume comes from 
the United States, Canada, western and northern Europe, 
and plantations in several southern hemisphere countries. 
Relatively low impacts associated with manufacture, 
as compared to alternative materials, has been well 
documented in a number of published life cycle assessments.
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So, where doeS the architect, 
deSigner or Specifier Start?

Obviously, the project will need to comply 
with relevant legislation and building codes. 
Where door closers are concerned, the relevant 
standards pertain to both the performance of 
the door closer itself as well as to the situation 
in which it is used, which, more often than 
not, relates to the function and performance of 
the door in a particular location.

In some cases, the requirements of these vari-
ous codes and standards may appear to be in 
conflict, leaving the specifier with a dilemma to 
resolve. An example could be the Americans with 
Disabilities Act’s (ADA) stipulations for acces-
sibility against the life safety and building codes 
requirements for doors to be closed in case of fire.

Given accurate information on performance 
requirements for a particular application, the 
specifier will still find a wide range of products 
that are not only suitable for the purpose from 
a technical viewpoint, but can also meet many 
other requirements which can enhance the proj-
ect’s aesthetic appeal, safety and functionality.

The	ADA

The (ADA) places requirements of accessibility 
on an enormous range of buildings. Title III of 
the Act defines these as public accommodations 
(i.e., private entities that own, operate, lease, 
or lease to places of public accommodation), 
commercial facilities and private entities that 
offer certain examinations and courses related to 
educational and occupational certification. 

Public accommodations are private entities 
that own, operate, lease, or lease to places 
of public accommodation, which covers the 
millions of private establishments that we 
all use on a regular, day-to-day basis, includ-
ing restaurants, hotels, theaters, convention 
centers, retail stores, shopping centers, 
doctors’ offices, hospitals, museums, libraries, 
parks, amusement parks, private schools, day 
care centers, bowling alleys and many more.

Commercial facilities are non-residential 
facilities, such as office buildings, factories, 
and warehouses, whose operations affect 
commerce. 

The Key to

c a s e   S t U d Y

Closers
hoosing the right door closer for any project can be a challenging process for 
anyone involved in the specification process. The considerations that need 
to be taken into account are many and varied, from the client’s desires to the 
designer’s intentions to the interpretation and application of a number of acts, 
codes and performance standards that govern which products can be used in 

which situations. And, when all of these influences have been balanced, there is still the task of 
studying the many products that are available to suit the particular purpose and matching these 
against the selection criteria.

C
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Areas not covered by the Act 
include entities controlled by 
religious organizations, including 
places of worship, private clubs, 
except to the extent that their 
facilities are made available to 
customers or patrons of a place of 
public accommodation and state 
and local governments, which 
are covered by the Department 
of Justice’s title II regulation.

Amongst many other require-
ments, the Act requires public 
accommodations to provide goods 
and services to people with disabili-
ties on an equal basis with the rest 
of the general public. For existing 
buildings, the regulations require 
that, wherever achievable, architec-
tural and communication barriers 
that are structural must be removed 
in public areas. Achievability is 
assessed, on a case-by-case basis, 
as being easily accomplished and 

able to be carried out without too 
much difficulty or expense. New 
construction and alterations must 
be accessible in compliance with the 
ADA Accessibility Guidelines ADA 
Standards for Accessible Design.

Not all entrances to or within a 
building need to comply with the 
ADA requirements, but designated 
entrances must. Where there is 
an apparent conflict between the 
National Fire Prevention Association 
(NFPA) Life Safety Code and the 
ADA requirements, the former will, 
more often than not, take prece-
dence. So, for example, hardware 
fitted to a fire door would not have 
to meet accessibility requirements if 
its use compromised the Life Safety 
Code. Local rules may apply accord-
ing to which state the project is 
located within and it is advisable to 
clarify this situation with the presid-
ing authority. Where door closers are 

concerned, this situation should not 
arise and the specifier should be able 
to find a readily available product 
that will satisfy the needs for acces-
sibility and fire safety.

Obviously, the specifier needs to 
consider the opening’s functions 
and how to prioritize them. 

When it comes to ensuring that 
an opening is ADA compliant, there 
are several requirements stated in 
the ADA guidelines that need to be 
taken into consideration: 

The opening should be not less 
than 32 inches wide (measured 
from the face of the door to the 
stop) when the door is opened 
at 90°.
From the 90° position, it should 
take the door closer at least five 
seconds to return the door to 
12° from the latch position. 
For an interior door other than 
a fire door, the maximum 

■

■

■

Concealment enhances aesthetics.
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allowable force required to push 
or pull the door open should be 
five pounds (22.2N). 
For fire doors, ADA states 
that the opening force 
should be the minimum 
allowable by the appropriate 
administrative authority.

In addition, the closing forces 
obviously need to overcome the 
resistance of any latches fi tt ed to the 
door to ensure that the door closes 
properly, something which is not 
stated in the ADA guidelines. This 

■

is, of course, one of the key requi-
sites of a fi re door, which must also 
be held closed against any intumes-
cent/smoke seals that may be fi tt ed.

These requirements raise a 
number of points about the effi  -
ciency and functionality of the door 
closer which are worth understand-
ing: Firstly, and most obviously, the 
door closer should allow the door 
to open to the 90° position—but all 
closers do this. The designer and/or 
specifi er should, however, be aware 
of the eff ect that protruding hard-

ware, such as the boxes and control 
arms of surface mounted door clos-
ers, could have on the door’s ability 
to reach 90° in confi ned spaces; 
entrance doors to hotel room being 
a common example.

The rate of closing is stipulated, 
as is the maximum force required 
to open the door. All things being 
equal, these are relatively straight-
forward targets which most door 
closers, even the cheapest, can 
achieve, and so this could, strictly 
speaking, claim compliance with 
ADA requirements. However, on-site 
conditions, such as the pressure vari-
ations created by room sizes, open 
windows and heating, ventilation 
and air conditioning systems may 
have a detrimental eff ect on the door 
closer’s ability to meet these require-
ments. Ideally, the door closer should 
have an adjustable closing speed 
which will allow it to accommodate 
such situations and should close the 
door at a controlled rate.

It is also worth understanding 
that a mechanical door closer stores 
the energy used to open the door 
and returns it when closing the 
door. So, the more mechanically 
effi  cient a door closer is in return-
ing this energy, the bett er it will 
perform its function given lower 
opening forces.

For exterior doors, neither ADA 
nor ICC/ANSI give an opening 
force limit, due to the infl uence of 
other environmental factors, such 
as wind, and a power operator may 
be the best means of complying 
with ADA regulations and ensur-
ing eff ective operation of the door. 
Unless the door is operated auto-
matically most of the time, the sole 
use of a power operator can shorten 
the operator’s life because manual 
opening still imparts movement on 
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the device’s mechanisms. In such 
cases, it may be preferable to opt for 
a power operator that can be used in 
conjunction with a mechanical door 
closing device, considerably reduc-
ing wear on the operator.

Fire	and	Performance

The requirements for a door 
closer’s performance on fire doors 
can vary between different admin-
istrative authorities. However, most 
jurisdictions now recognize National 
Fire Prevention Association (NFPA) 
standards and guidelines, which 
refer to the test criteria laid down in 
the various standards published by 
Underwriters Laboratories, i.e., UL 
standards.

For door closers, the relevant stan-
dards are UL10B, UL10C and UL228. 
In addition, the Builders Hardware 
Manufacturers Association through 
its accreditation with the American 
Standards Institute (ANSI) 
publishes the American National 
Standard for Door Controls—Closers, 
ANSI/BHMA 156.4.

UL 10B and UL10C are test stan-
dards for complete door assemblies 

and do not relate solely to the door 
closer. UL10B is a negative pressure 
test, whereas UL10C is a positive pres-
sure test designed to replicate more 
closely what happens to a door in an 
actual fire. UL10C verifies that the 
door and hardware are in compliance 
with the positive pressure require-
ments stated in the Uniform Building 
Code under UBC 7-2.

What the tests seek to ascertain is 
whether the door closer represents 
a fire hazard in allowing fire to 
spread to the non-fire side of the 

door. This can occur due to the 
high temperatures that are experi-
enced during the tests, which can 
cause hydraulic fluid to expand 
and escape from inferior closers, 
or cause the closer cover to melt. 
The test determines whether the 
hydraulic fluid could leak enough, 
or the cover to melt enough, to 
support combustion and cause the 
fire to spread to the non-fire side of 
the door. It is useful to know that 
some manufacturers supply UL10C 
approved product as standard, 
while others charge a premium for 
the UL10C approved product. If 
compliance with UL10C is required, 
this should be considered when 
comparing alternatives.

UL228 is a test covering the 
performance of door closers-hold-
ers, with or without integral smoke 
detectors in the case of various 
types of fire and may be relevant 
for certain installations where such 
devices are required.

ANSI/BHMA A156.4 is specifically 
designed for surface-mounted and 
concealed door closers. It covers a 
wide variety of performance criteria, 
including door weight, door closer 
efficiencies, closing forces, closing 
speeds, durability and finishes. Door 
closers are then graded into one 
of six sizes according to how they 
perform against these criteria.

In projects where any of these 
standards are required, architects 
and specifiers should make sure that 
the required standard is explicitly 
written into the master specification. 
Assurance of a product’s compliance 
with the standard should be sought 
from the product manufacturer in 
the form of a letter of certification, 
or similar official confirmation. The 
compliance of the products that 
are actually supplied and installed 

Concealed	door	closers	assure	a	less	institutionalized	atmosphere.

PERKOPOWER	meets	fire	door	regulations.	
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should also be verified. Most compliant products will carry 
a label or permanent mark confirming this.

Additional Criteria

So, once the door closer has ticked all the boxes where 
published performance standards are concerned, what else 
should the architect and specifier be looking for?

Other desirable attributes in door closers stem from the 
situations in which they might be used. Architects and inte-
rior designers requiring a clean, unhindered appearance 
to the door and overall decorative scheme would do well 
to consider concealed door closers, which lack the visible 
control boxes and arms of surface-mounted closers that can 
look unsightly.

In health care projects, hygiene is particularly important. 
Designers and specifiers might consider door closers which 
do not present significant surface areas on which detritus 
and germs can accumulate.

In areas where the door closer may be susceptible to vandal-
ism—thereby endangering the future performance of the 
door-concealed closers, especially jamb-mounted designs, do 
not present a visible temptation to would-be vandals.

Jamb-mounted closers are also enormously popular in 
secure and psychiatric accommodations where their ability 
to be mounted towards the bottom of the door means they 
do not provide a point of suspension for ligatures.

Away from deliberations over product and application, it 
would not be unreasonable to suggest that careful consid-
eration should be given to the ethos and reputation of the 
manufacturer.

Reputable manufacturers will invest a great deal of time, 
effort and financial resources into researching, testing and 
developing products that continue to meet the ever-chang-
ing needs of the market, keeping a watchful eye on new 
and amended performance standards and ensuring that 
their product offering continues to meet their requirements.

In addition, the manufacturer’s adherence to high standards 
in the quality of materials, design, engineering and techniques 
employed in its operations will not only have an impact on 
whether the door closer can meet the standards, but also on 
how long it will continue to perform to the expected levels. 

Finally, a reputable manufacturer will be able to offer 
the expert advice on product selection and application that 
can provide the architect and specifier with the confidence 
necessary when making the final choice. Choosing a repu-
table manufacturer will add assurance to the product selec-
tion and ensure client satisfaction.  

Access Hardware Supply
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Greenwood Community Schools Prioritize Building Security

By Beverly Vigue

c a s e   S T U D Y

“M 
any public schools have bits and pieces of a 
security philosophy as a result of the incidents in columbine, 
colorado, and others that followed,” says superintendent david 

e. edds, ed. d, of the Greenwood community school corporation, “but it 
didn’t seem to me that any of them really had put all the pieces in place. 
We looked at how we could combine the hardware, the philosophy, the 
practice and the culture to do everything possible to protect our students 
and staff.” The result is a system that controls access effectively and enables 
administrators to monitor activities unobtrusively at critical locations while 
also providing the backup data to support any required actions. 

Greenwood community schools, located south of indianapolis serves a 
student body of almost 4,000 in an area with a population approaching 35,000. 
the district includes four elementary schools, a middle school and a high 
school, as well as an administration building. 

p		Southwest	Elementary	School	is	one	
of	six	schools	and	an	administration	
building	in	Greenwood,	Indiana	that	
all	incorporate	a	new	comprehensive	
security	system.
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Greenwood has always been proac-
tive about security, but several tragic 
well-known events increased the 
emphasis on doing everything possi-
ble to protect students and staff. Dr. 
Edds explains, “The event that really 
heightened my concerns was when 
a gunman walked into the Amish 
school in Nickel Mines, Pennsylvania 
and killed those children. It was a 
horrible tragedy that could have been 
prevented.” Shortly afterward, he 
began talking with the School Board 
about what could be done to prevent 
a similar situation in Greenwood. 

Such conversations often take place, 
but after everyone agrees about the 
concern, definitive action is seldom 
taken. Dr. Edds says, “It wasn’t easy 
for me to dismiss the thought, and 
I had some conversations with our 
architectural firm on what an effec-
tive security system would look 
like in Greenwood schools.”

URS Corporation’s Indianapolis 
office, the district’s architectural 
firm, brought in Ingersoll Rand 
Security Technologies (IR), as 
a security consultant. For the 

Greenwood Schools, IR provided 
the site assessments and proper 
specifications needed to implement 
security and safety enhancements 
for each specific access point. Based 
on their multi-solution perspective, 

they were able to recommend the 
optimum combination of systems 
and components to meet the 
district’s comprehensive needs.

Dr. Edds notes, “After spending a 
few hours with the security consul-
tants, I was sure this was something 
we really could accomplish. I put 
the challenge in front of the school 
board when I asked, ‘Could you live 
with yourself if something prevent-
able happened to a student on our 
watch?’ After that, I felt like the 
decision makers were on board.”

Financing the security upgrade 
program was the next challenge, but 
a timely situation with a bond issue 
that was up for renewal provided 
the funding. According to Dr. Edds, 
Indiana schools operate under 

private holding corporations, and 
the Greenwood Schools holding 
corporation readily agreed to the 
refinancing. This provided sufficient 
funds to proceed with the work.

Although many school districts are 
not able to secure the funds needed 
to implement a full program through 
a bond issue, grants or other sources, 
the bond issue enabled Dr. Edds 
to implement a four- to five-year 
program in a single year in order to 
drive a dramatic cultural change. 
While the resulting cost—well in 

Greenwood Community Schools Prioritize Building Security

p  Secure vestibules were 
added at each school 
to control visitor 
identification and 
check-in.

u  Closeup shows  
“bank teller” type 
window in secure 
vestibule.



30	 DOORS	&	HARDWARE £ JUNE 2009

the six-figure range-may seem high 
at first glance, it covers upgrading 
the complete video monitoring and 
recording system for seven build-
ings, replacing or converting exit 
devices and other door hardware to 
electronic operation, wiring a large 
number of openings, card readers, a 
new high security mechanical lock 
system, and many other upgrades in 
systems, components and hardware.

Ingersoll Rand reviewed several 
access control strategies with the 
district, which selected the Open 
Options platform as the software 
because of its ease of use and 
special event management. IR 
then put together a comprehen-
sive system that integrates the 
district’s access control, digital 

video and alarm monitoring 
systems into a single solution. 

Once the system was installed, the 
district began working with Paul 
Timm, President of RETA Security, 
a Chicago-based security consultant 
brought in by Ingersoll Rand, to 
train users in effective security 
measures. Dr. Edds says, “Here in 
the Midwest we’ve lived in a culture 
where we feel we don’t have to lock 
our doors, and we can park our car 
with the keys in it. Although we 
still want to trust people that way, 
we have come to the realization that 
we can’t. Our challenge now is to 
change the culture.”

One example suggested by 
Timm was a credential exchange. 
Previously, says Dr. Edds, a visitor 

simply signed in at the office and 
went off to see their child, meet 
with a teacher or wherever else they 
wanted. “They could have signed 
any name, and if we gave them 
a visitor’s badge, we never got it 
back.” he adds. Now we will have 
to see a photo ID to make sure the 
person signing in is who they say 
they are, and we will hold their 
driver’s license until they sign out 
and return our badge.” This policy 
also helps ensure that visitors can 
be accounted for in an emergency. 

With the new system up and 
running, Dr. Edds says he will sit 
down with Assistant Principal and 
Safety & Security Coordinator Todd 
Garrison and the school safety 
committee to write a handbook of 

Located	in	the	vice	principal’s	office,	this	30-inch	monitor	permits	viewing	of	many	locations	or	zooming	in	on	any	one	as	needed.	

People count 
on its components. Same here.

© 2008 Georgia-Pacific Gypsum LLC. Firedefender and the Georgia-Pacific logo are trademarks owned by or licensed to Georgia-Pacific Gypsum LLC. All rights reserved. 

In the past year, we’ve created the components for more than 12,000 custom fire

door constructions. And we can supply just about any material you need for

matching frames. The key--a number of certain other unseen components like:

• The ability to deliver properly spec-ed cores on short lead times

• An exhaustive list of certifications for virtually any fire-rated door system

• 30 years of meeting your needs

Visit www.gpfiredefender.com or call 404-652-2518.

Firedoor Ad, Doors & Hardware, GPA- 1643A, August issue, trim 8 3/8 x 10 7/8

4669_M-FireDefenderA.qxd  6/23/08  3:32 PM  Page 2



People count 
on its components. Same here.

© 2008 Georgia-Pacific Gypsum LLC. Firedefender and the Georgia-Pacific logo are trademarks owned by or licensed to Georgia-Pacific Gypsum LLC. All rights reserved. 

In the past year, we’ve created the components for more than 12,000 custom fire

door constructions. And we can supply just about any material you need for

matching frames. The key--a number of certain other unseen components like:

• The ability to deliver properly spec-ed cores on short lead times

• An exhaustive list of certifications for virtually any fire-rated door system

• 30 years of meeting your needs

Visit www.gpfiredefender.com or call 404-652-2518.

Firedoor Ad, Doors & Hardware, GPA- 1643A, August issue, trim 8 3/8 x 10 7/8

4669_M-FireDefenderA.qxd  6/23/08  3:32 PM  Page 2



32	 DOORS	&	HARDWARE £ JUNE 2009

policies and procedures. “Once we get that done, we’ll 
have Paul Timm come back and address our faculty to 
keep it in front of them.”

Putting	the	Plan	into	Action

Before the access control system could be put into 
place, several bricks-and-mortar changes were neces-
sary. Some of the school buildings were built 30 to 40 
years ago, and even the newest one was built 12 years 
ago, before the concept of visitor control emerged. As 
a result, it was necessary to construct secure vestibule 
areas between the main entrance and the school office. 
The secure vestibules route all visitors to the office 
where they can be identified and screened before they 
are admitted. A bank teller-type window provides 
security while allowing a credential exchange. To 
confirm his or her identity and ensure they checkout 
when leaving, a visitor will be required to leave a 

driver’s license, credit card or 
other identification in exchange 
for a visitor’s pass. 

The main entry at each  
school is automatically unlocked 
during the peak hours when 
students arrive and then re-
locked for security. Assistant 
Principal Marlowe Mullen 
of Greenwood Community 
High School says, “We have 
the doors preset for specific 
entry and exit times, unlock-
ing when the students arrive. 
They lock automatically at a 
time we have identified as the 
difference between being late 
for school and absent from 
their first-period class.” After 
that, anyone who comes into 
the school has to be admitted 
by the school’s receptionist. 
The system also can be set 
to unlock specific doors for 
special one-time events. 

Digital video cameras record 
the activity inside and outside 
each entrance, as well as at 
locker banks and other loca-

t		Von	Duprin	EL98	exit	devices	
are	activated	by	card	reader	
for	controlled	access	but	
allow	safe	emergency	egress.	
Removable	lockable	mullion	
facilitates	moving	large	items	
into	the	building.

q		Von	Duprin	power	transfer	
provides	current	to	the	
electrified	door	hardware.
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tions. This provides date- and time-
stamped documentation of visitors 
or tardy students as well as record-
ing possible thefts or other incidents 
that may require investigation. 
Photographs and surveillance 
reports can be printed, and video 
clips can be reviewed. The cameras 
also act as a deterrent to unwanted 
behavior.

The video system, from Milestone 
Systems, is a network-based video 
recorder (NVR) system that runs 
on standard computers. With the 
internet-based system, networked 
cameras are simply deployed at each 
school, and the information travels 
back to a server where it is recorded. 
In most cases, IR was able to inte-
grate existing cameras into the new 
system. This saved the district the 
cost of investing in separate Video 
Digital Recorders (VDRs) at each 
school, and it eliminates the need 
to coordinate the resulting data. 
It also allows principals and other 
authorized individuals to access the 
system from home or other remote 
locations via the internet .

At the high school alone there are 
more than 37 cameras, and a matrix 
can be selected to show specific 
areas, such as doors and hallways 
or the cafeteria. Double-clicking on 
an image will enlarge it for easier 
viewing. A 32-inch monitor in one 
vice-principal’s office at the high 
school can display a single view, as 
well as groups of four, 16 or up to 64 
camera views on one screen. Some 
of the cameras support two-way 
audio capability, although that func-
tion has not yet been implemented. 

All perimeter doors are equipped 
with door position switches that 
will notify a central computer 
when a door is left open longer 
than allowed and also display the 

view from the camera at that door. 
This will ensure that security is not 
breached by a door that has been 
propped open. It also eliminates the 
need for staff members to check the 
school’s exterior doors periodically 
to be sure they are locked. 

Previously, mechanical keys 
controlled access to the school 
buildings, and key control was 
not a high priority. Dr. Edds says, 
“Over the years, a lot of people in 
the community had gotten keys 
and had access to our buildings. 
I think there were more keys out 
in the community than with the 
faculty.” Replacing the original key 
system with a card access system 
made it possible to control access 
to the buildings. The seven build-
ings comprising the district now 
have card reader access on more 
than 50 doors. Card access can 
be tailored to individual needs, 
both in terms of what locations 
a person is allowed to enter and 
what hours entry is allowed. Lost 
cards no longer require costly 
changing of locks, since the lost 
card can be de-activated and a 
new one re-issued quickly.

For athletic events or other special 
programs outside of school hours, 
the system allows the athletic direc-
tor or vice principal to set the times 
when certain doors will be open and 
lock them automatically at the end 
of the event. This makes security 
more certain and avoids the need for 
a custodian to physically lock the 
doors—eliminating human error.

The building perimeter security 
achieved with the card access 
system was supported by upgrading 
the remaining mechanical locks to a 
Schlage patent-protected key system 
that prevents unauthorized duplica-
tion and provides greater control. 

Other hardware solutions include 
Von Duprin EL98 exit devices, with 
electric latch retraction that is acti-
vated by card readers.

To assist other school districts 
in improving their security, 
the American Association of 
School Administrators (AASA) 
and Ingersoll Rand Security 
Technologies recently launched 
a strategic alliance through a 
survey of AASA members on 
school safety and security. The 
results of the survey, called the 
Risk Mitigation Assessment, will 
be used to create the first-ever 
National School Safety Study. The 
Risk Mitigation Assessment initially 
was developed by Ingersoll Rand as 
a tool that individual schools and 
districts could use to benchmark 
their security progress against 
similarly situated institutions. 

In summary, Dr. Edds says, “I 
know we had done a good job when 
I started getting calls from parents 
complaining about how tight and 
secure the schools are. I’ve had a 
few calls so far, and I told them we 
aren’t going to apologize for the 
inconvenience, because we’re sure 
they don’t want their children in an 
unsecured facility.“  

About the Author: Beverly Vigue, AHC/CDC, 
is Vice President, Education Solutions at 
Ingersoll Rand Security Technologies, where 
she is responsible for developing the vertical 
education market. Beverly joined Ingersoll 
Rand in 1999 as Business Development 
Manager (1999-2000), then led the company’s 
Safe Schools Program from 2000-2002. She 
has been in her current position since 2002.
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s if the anecdotal evidence from 
MANA and some of its sister rep associ-
ations needs any backing, more reps are 
reporting an ‘uptick’ in the number of 
manufacturers who are contacting them 
during these trying economic times.

The number of calls from manufactur-
ers desiring to learn more about working 
with and locating representation has 
increased to the various association 
headquarters. Part of the increase in 
interest stems from the fact that manu-
facturers—just as other businesses—are 
cutting back on their staffing, and that 
includes personnel in their outside sales 
force. Since contracting with independent 
manufacturers’ reps is a variable cost vs. 
the fixed cost of a direct sales force, reps 
are looking better all the time.

From their perspective in the field, 
reps report more queries asking if they’re 
interested in taking on additional lines. 
According to one rep, “If anything, I’m 
excited about what’s happening. Sure, a 
struggling economy impacts us just like 
everyone else, but the fact is, we (reps) 
have a real opportunity here. It’s up to 
us to take the ball and run with it as we 
educate principals to the value of going 
to market with reps.”

Dealing	With	A	One-Sided	Contract

One rep who’s trying his best to take 
advantage of this “opportunity” related 

an interesting encounter he had with 
a manufacturer who is an associate 
member of MANA. According to the 
rep, “I was contacted by a consultant 
who is working with this manufac-
turer. He told me the company was 
a MANA member and was in need 
of representation in my territory—a 
territory where they had no existing 
business. We had a couple of phone 
conversations as we got to know each 
other and, finally, the manufacturer 
invited me to visit his factory which 
was located about 100 miles away. I 
went there, toured the plant, met the 
people and was very impressed. Before 
I left his place of business the principal 
said I was just the type of rep he was 
looking for and he was very interested 
in doing business with me. As I was 
leaving, he said ‘Please take a look at 
this contract and let’s see if we can 
work together.’”

Upon returning home and carefully 
studying the contract, the rep said, “I 
was surprised at the one-sided nature 
of the contract. Naturally, I had seen 
contracts like this before but given the 
fact this company was a long-standing 
member of MANA, I was taken aback, 
especially since MANA had worked 
so hard on coming up with a recom-
mended standard contract. In addition 
to the one-sided nature of the contract, 
since there was no existing business 

More and More Manufacturers Move to Outsource Sales

∆
By Jack Foster

A Down Economy  
Can Be Good for Reps
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in the territory, there was also no 
mention of shared territorial devel-
opment fees.”

Not giving up on this obvious 
opportunity, the rep put together 
a folder that completely covered 
all of his agency’s capabilities and 
he included a letter in which he 
presented his case for shared territo-
rial development fees. The result 
of his effort? No response from the 
manufacturer. Finally, the consul-
tant got back to him and explained 
that the rep’s insistence on shared 
territorial development fee was 
the deal breaker. The consultant 
maintained, “The principal felt 
since you were already calling on 
customers, what’s the big deal about 
covering the new line? It shouldn’t 
take that much of an effort.”

Predictably, the rep responded 
that for him to approach any busi-
ness in his territory in a profes-
sional way, he’d have to gear up, 
gain product knowledge, learn the 
needs of the customers and take the 
needed time to build relationships 
with customer decision makers. 
“None of this occurs in a void. All 
I want is some acknowledgement 
from the manufacturer that he’s 
aware of my investment in the terri-
tory and a show of willingness to 
share in my efforts.”

There’s No Such Thing as a Secret

“There are no secrets in our 
industry” is an oft-repeated phrase 
among members of industry-specific 
rep associations. The truth of those 
words was driven home recently 
when two manufacturers and a rep 
were discussing a move by a third 
manufacturer to part ways with his 
rep sales force. It seems the manu-
facturer recently began having their 

products manufactured in China, 
and somehow it made sense to 
them to do away with reps and use 
a direct sales force right out of the 
home office. The three aforemen-
tioned participants in the conversa-
tion in question were discussing 
the move, with the rep taking the 
lead in noting that customers can 
just about forget getting any kind 
of after-sale service. The two manu-
facturers added that competitors of 
the manufacturer who had made 
the move were licking their chops 
at the prospect of selling against 
the offshore provider. As one of 
them explained, “There’s no one 
in the territory who is unaware of 
this move. We’ve already found 
that many distributors are shift-
ing away from the manufacturer 
because while there may be some 
initial price advantages, those will 
be far outweighed with concerns 
over delivery, quality and a lack of 
service after the sale.” 

Finding the Right Fit

One manufacturer wasn’t really 
complaining when he made the 
point that, for his company, there 
really isn’t a definition of the 
ideal rep. “Because no single rep 
has ever been able to meet all of 
our criteria for excellence, what 
we do is try to find those who 
can meet as many of our require-
ments as possible,” he said.

To that end, “We have prospec-
tive reps complete a questionnaire 
and provide credit informa-
tion. From the contents of these 
forms, we’ve been very success-
ful in determining whether to 
move forward with them.”

With that as a starting point, 
the manufacturer went on 

to explain some of the crite-
ria that they consider: 

“We’re never going to sign on with an 
agency that has more principals than 
can be effectively handled. In our view, 
reps in sparse territories may have as 
many as 40 lines. In densely populated 
areas, the rep may have only three or 
four. The average of what we’re looking 
for is 10-11 lines. Anything more than 
that and we’ll probably look elsewhere.”
“The agency has to have a full-time 
office support staff to take care of 
incoming calls from us and our 
customers. They’ve also got to be able to 
write quotes.”
“They’ve got to have a customer service 
organization that provides limited 
installation service, start-up service and 
user training.”
“A deal breaker appears if the agency 
doesn’t have other lines that are comple-
mentary to ours. And certainly none of 
those lines should be competitive.”
“Finally, once we’ve determined the 
potential for a territory, and the sales 
for each of the prospective rep’s prin-
cipals are determined, we’ve got to see 
that we’re going to be among their top 
three lines. Anything less than that and 
we’re not convinced we’ll be getting 
enough of the rep’s attention and time.”

Why Look at Reps?

When a rep-friendly manufac-
turer took the time recently to 
communicate how and why he 
had made the move to reps from 
a factory direct sales force, he 
cited a number of arguments in 
favor of reps that he had studied 
in a marketing textbook. Among 
the points he cited, in addition to 
economic considerations, were: 

“When you make such a deci-
sion, the economics of it are right 
there in front of you. Look at it this 
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way—the commission that you pay 
to a rep should be weighed against 
the monthly cost of the salesperson. 
If that’s all you’re looking at, then 
the decision should be an easy one. 
There are, however, other things to 
keep in mind. As a manufacturer 
of a specialized product, there may 
be a need for you to have some sort 
of specialized knowledge of prod-
ucts/market needs, etc., or to have 
strong relationships with customers 
that would be difficult for a factory 
direct person to duplicate.”

“And that’s not all. Sure, reps 
aren’t directly under the control of 
their principals, but having said 
that, it’s not accurate to hold the 
opinion that they won’t be respon-
sible to the manufacturers’ or the 
customers’ needs. I always refer to 
the argument that for manufactur-

ers and reps to be successful in their 
relationships, they must believe 
in the intrinsic value of having an 
interdependent relationship. As 
one side does their job properly, the 
other side benefits.” 

Never	Give	Up	On	A	Good	Idea

When one manufacturer 
complained about his difficulties 
in starting a rep council, another 
manufacturer urged him not to 
give up. The first manufacturer 
complained that his top two choices 
to participate in the council refused 
him because they had participated 
in them in the past and found them 
to be a waste of time. The second 
manufacturer responded with the 
following advice: “Sure, sometimes 
rep councils aren’t worth the effort 

put into them. That usually happens 
when they are put together to only 
meet the manufacturer’s needs. 
Don’t let that throw you off course, 
however. Rather than working 
overtime trying to convince unwill-
ing reps to participate, contact some 
others and get the council up and 
running. Once you’ve done that, 
those original reps who were so 
reluctant will probably see the error 
of their ways and come around. 
Chances are that when they see 
what you’re accomplishing, they’ll 
want to join in.”  

This article originally appeared in the 
March 2009 issue of Agency Sales Magazine. 
Reprinted with permission. All rights 
reserved.
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IntroductIon
The purpose of this report is to 

provide companies operating within 
the architectural openings industry a 
yardstick by which to judge the extent 
to which their segment is under 
pressure from foreign competition. 
By increasing awareness of these 
competitive challenges, we hope 
that U.S.-based building products 
manufacturers will be able to make 
impactful plans to prepare for this 
competition and to continue to thrive. 
Our approach to foreign competition 
is a market rational one. In other 
words, we do not advocate limiting 
or restricting the import of foreign 
products. Rather, we understand that 
other countries will be able to lever-
age their lower labor and structural 
costs and produce certain products 
more efficiently than can be done in 
this country. Natural market forces 
will cause all products to be manufac-
tured by the most efficient hands. 

Our intention in creating this 
report is to allow companies to 
identify product areas that may 
be under greater pressure from 
imports and focus their attention 
on the portion of their own product 
spectrum that is the least likely to 

be imported from another country. 
Fortunately, these will tend to be the 
most differentiated, highest-margin 
products that a company offers. On 
the other hand, to the extent that 
companies may decide to outsource 
a certain portion of their products 
to an offshore provider, examining 
the largest producers listed in each 
product segment will offer guidance 
as to the best countries in which to 
seek a foreign supplier.

Imported goods have come to 
play a key role in the U.S. economy. 
In 2008, some $2.1 trillion in goods 
of all types were imported into this 
country, with $340 billion of those 
goods coming from China.1 Among 
the factors driving the increase in 
foreign competition are decreased 
tariffs and other trade barriers and an 
increase in the size and efficiency of 
cargo ships bringing products from 
overseas. This increase in ship size 
is particularly important because 
it results in lower average shipping 
costs and shorter shipping times.

Throughout this report, the word 
‘foreign’ should be taken to mean any 
non-U.S. company—including those 
located in Canada and Mexico—or 
a manufacturing division of a U.S. 
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Vice President, 
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supplier that is located in any non-U.S. country. From a purely domestic company’s perspective, 
it is not important whether an imported product that takes advantage of lower costs in a foreign 
country is being produced in a facility that is owned by a U.S. or a foreign company. When the 
words ‘overseas’ and ‘offshore’ are used in this report, they refer to companies located outside of 
North America. Typically, they will refer to Asian countries, so we will mention European compa-
nies specifically when a given trend or statistic applies to them. References to China will include 
trade statistics and trends for Taiwan as well.

With regard to the statistics included in this report, it is important to differentiate between 
growth rates and actual amounts of imports. There are numerous cases, for example, where 
China is not the largest importer within a given segment, but they are by far the fastest grow-
ing importer. This is important because, in most of these cases, the growth rate of imports from 
China is sufficient to indicate that they will become the number one importer within a relatively 
short period of time. Many observers point out that Chinese competitiveness has shrunk over 
the last several years. Wages and other costs there are rising and the long favorable currency 
exchange rate with the U.S. dollar has moved in a direction that makes Chinese goods less 
competitive in this country. We believe that there are so many low-cost areas for production in 

Asia and elsewhere that, to 
the extent China becomes 
less competitive, other 
countries will become more 
competitive. Companies in 
the United States should 
accept as a permanent 
reality that parts of the 
rest of the world will be a 
source of low-cost skilled 
and unskilled labor for the 
foreseeable future. 

Figure 1 shows the 
relative risk from foreign 
competition faced by door 
and window related prod-
ucts with various charac-
teristics, including their 
uniformity, labor content 
and typical lead time. This 
chart, the concept of which 

is fully applicable to other building products segments as well, shows that the products at great-
est risk from foreign imports are those that are produced in relatively long, uniform runs and 
that require a great deal of labor and have a high value to weight or volume ratio. It is easy for 
overseas producers to manufacture such products in great volumes, which helps overcome the 
shipping distance. Situations where such products can be ordered well in advance make foreign 
manufacturers and their typically lower pricing particularly compelling.

While a given segment might be relatively insulated from foreign competition at the present 
time, all U.S.-based manufacturers would be well-advised to account for foreign producers 
in their strategic plans. We predict that partnerships between overseas and North American 
producers will become more common in the future. The foreign partner will produce the most 
uniform goods with the longest lead times, while the North American partner will manufacture 

 Figure 1: Threat of Foreign Competition in the Door and Window Industry
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higher margin products 
made in shorter runs or 
with shorter required lead 
times. Such partnerships 
will provide a competitive 
advantage to the compa-
nies that participate in 
them. (See Figure 1)

From 2002 to 2008, 
window and door imports 
grew at a compound 
annual rate of seven 
percent. As may be seen 
in Chart 1, total imports in 
this segment in 2008 were 
roughly $1.72 billion. Given 
the estimated size of the 
total U.S. window and door 
industry of $35.3 billion2, 
this would indicate foreign 
penetration of this market 
of roughly five percent.

Graph 1 illustrates the 
growth rates of imports 
from the top four countries 
of origin for windows 
and doors. While China is 
not currently the largest 
importer of windows and 
doors into the U.S., their 
annual growth rate far 
exceeds that of the other 
top importers, at roughly 
29.1 percent between 2002 
and 2008. If imports from 
all four countries increase 
in the future at the same 
rate as they have in the past, 
China’s U.S. window and 
door exports will exceed 
those of Canada by 2012.

Table 1 shows the total 
dollar imports from each 
of the top four importers 
of windows and doors. In 2008, Canada exported $783 million worth of windows and doors to the 
U.S., with wood being the most common material. From 2007 to 2008, Canada lost nearly three 
percent of its share of total window and door imports into the U.S., to the benefit of China and 
Mexico. As a group, the top four importers gained roughly two percent of additional market share 
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of total window and door imports, 
indicating that secondary suppliers 
lost market share. 

Chart 2 illustrates the breakdown 
of window and door imports by 
material. While wood is the most 
common window and door material 
being imported, its share dropped 
from 2007 to 2008 by nearly seven 
percent. Most of the wood imports 
are doors, rather than windows. 
Vinyl and aluminum products both 
gained share over the same period. 

Chart 3 further 
illustrates the growth 
of window and door 
imports from China. 
The compound annual 
growth rate (“CAGR”) 
of Chinese imports 
between 2002 and 2008 
was 29.1 percent. Given 
the steady growth of 
Chinese imports over 
time, and the softness 
of the U.S. window 
and door market 
during the last several 
years, the implication 
is that Chinese compa-
nies have captured 
market share in this 
segment at the expense 
of U.S. companies.

It is interesting 
to further separate 
Chinese door imports 
from window 
imports, as the 
prevalence of imports 
in each category is 
markedly different. 
Chart 4 illustrates 
the strength of door 
imports and the 
increasingly impor-

tant role they have played for Chinese exporters over time. There are several reasons for this 
difference. The first is that doors are more efficient to ship than windows. They can be packed 

Chart 3: China/Twiwan Window & Door Imports (2002—2008
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more tightly in a shipping container, taking 
up less space than windows and suffering less 
breakage. Also, door sizes in this country are 
more standardized, allowing a manufacturer 
to address a wide cross-section of the door 
industry by offering a relatively small number 
of door sizes. Windows, by contrast, come in 
such a large variety of sizes, a company offer-
ing only a handful of window sizes would 
address only a small portion of the market. 
Because of the structural nature of these 
differences, we would expect doors to face 
a greater threat from Chinese imports than 
windows for the foreseeable future. Despite 
that long-term trend, though, 2008 door 
imports from China were less than 2007 and 
window imports actually increased during 
that period.

Vinyl	Profiles

The vinyl profile segment 
includes not only profiles 
for use in manufacturing 
windows, but those used 
in decking and railing as 
well. While windows, as 
an example, do not ship 
particularly well from overseas, the profiles 
used to produce vinyl windows lend them-
selves very well to overseas production. They 
ship well and they typically come in a handful 
of colors, with white being the most common. 
Table 2 illustrates the current level of vinyl 
profile imports from Canada, China and the 
United Kingdom, the top three importers. We 
believe that the statistics shown for vinyl profile 
imports from China underestimate the size of 
that market. We will endeavor to secure a more 
accurate estimate of that market size prior to 
the next issue of this report.

Many companies in the U.S. that purchase 
vinyl window profiles have indicated to us 
that they are interested in sourcing profiles 
from overseas, but they feel compelled to 
maintain a U.S. supplier. If a rush order needs 
to be fulfilled, the exclusive use of an overseas 
producer can become a liability. In order to 

capture a greater share of their customers’ 
purchases, Chinese manufacturers have begun 
to enter joint ventures with North American 
profile extruders. In this way, they are able 
to provide offshore pricing on all orders for 
which there is sufficient lead time. For rush 
orders, the North American facility can manu-
facture the needed profiles and deliver them 
much more quickly. Customers are typically 
willing to pay more for a rush order, providing 
these companies with strong margins on such 
orders. Under normal circumstances, it would 
not be cost effective to keep a duplicate for 
every die in an alternate location. It is impor-
tant to remember, though, that these dies are 
produced in China using extremely low-cost 
skilled labor.

Vinyl profiles produced in China suffer from 
a somewhat dubious reputation in the market. 

In the past, there were problems with vinyl 
profiles produced in China that contained 
lead. Concerns about lead linger, and most 
U.S. manufacturers are not in a position to 
have a person on the ground in China to 
ensure the ongoing quality of profiles to be 
imported. Another area of concern regarding 
Chinese vinyl profiles concerns the amount 
of titanium dioxide used in these products. 
While North American extruders use 8 parts 
per million (ppm) of titanium dioxide in their 
profiles, Chinese extruders typically use only 
6 ppm in their products. Also, Chinese profiles 
are derived from coal, which is plentiful in 
China, while U.S. profiles are oil-based. These 
small differences cause Chinese profiles to 
wear somewhat more quickly than U.S.-made 
profiles. For this reason, it is not a good idea to 
mix profiles made in the U.S. and those made 
in China on an individual product, such as a 

Table	2:	Vinyl	Profile	Imports	(2007	and	2008)	

2007 2008
V alue of 
Im por ts

% of T otal
V alue of 
Im por ts

% of T otal

C anada 96,131,868$      95.1% 68,467,104$      97.0%
C hina/T aiwan 2,588,001          2.6% 903,568            1.3%
UK 2,058,214          2.0% 805,258            1.1%
A ll O ther C ountries 275,364             0.3% 386,395            0.5%

T otal 101,053,447$  100.0% 70,562,325$    100.0%

Value 
of Imports % of Total Value 

of Imports % of Total
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sunroom. After a couple of years, the customer 
will likely notice that the profiles are wearing 
unevenly and color differences are beginning 
to be apparent.

Engineered Wood Products

The products included in the engineered 
wood products category of this report include 
particle board, fiberboard and veneer panel. 
As may be seen in Graph 11, the growth of 
Chinese imports in these categories has been 
astronomical, increasing eleven-fold between 
2004 and 2008. China became the world’s larg-
est producer of medium density fiberboard 
(“MDF”) in 1999. Currently, the majority of 
MDF and similar products produced in China 
are consumed in China’s domestic market. 
Pressure from importers of Chinese MDF 
is likely to increase in the future as their 

domestic consumption 
slows, resulting in excess 
production capacity. 
Oriented strand board 
(OSB) and other high qual-
ity MDF products have 
caught on more slowly in 
China because of the lack 
of availability of higher 
quality materials to use 
in production of those 
products. Thus, domestic 
OSB producers are under 
less pressure from Chinese 
imports.

As can be seen in Table 
13, Canada is currently the 
number one exporter of 
engineered wood products 
to this country. However, 
Canadian manufacturers 
saw their sales drop some 
$500 million between 
2007 and 2008. The sales 
of Chinese exporters 
increased by roughly $30 
million, resulting in an 
increase of their market 

share of almost five percent.
Chart 6 (page 44) illustrates the various 

CAGRs enjoyed by Chinese exporters by 
product category. As can be seen, Chinese 
export growth is the strongest in the areas of 
columns, engineered wood products, vinyl 
profiles and roofing and is the slowest in 
fencing, decking, glass and vinyl flooring. It 
is important to note, though, that the growth 
rate of the slowest growth category—vinyl 
flooring at 16 percent annual growth—is still 
sufficient to ensure that the companies manu-
facturing those products are capturing market 
share at the expense of U.S.-based producers.

Table 14 details the CAGRs of the top exports 
to the U.S. in each category. For example, in the 
window and door segment, China, Canada, 
Mexico and Brazil are the top importers and 
China has the highest CAGR at over 23 percent. 
In the siding area, China and Canada are the 
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Graph 11: Engineered Wood Products Import Growth (2004—2008)

Table 13: Engineered Wood Products Imports (2007 and 2008)

2004 2005 Growth % 2006 Growth %
China/Taiwan 15,819,052 61,244,409 287.2% 114,966,154 87.7%
Canada 3,467,355,520 3,228,541,714 -6.9% 2,482,600,087 -23.1%
Chile 136,430,778 146,632,638 7.5% 163,316,044 11.4%
Germany 186,733,232 205,074,041 9.8% 146,739,272 -28.4%
World Total 4,415,209,202 4,382,416,028 -0.7% 3,553,782,659 -18.9%

2004 2005 2006 2007 2008
China/Taiwan 100.0 387.2 726.8 913.6 1107.3
Canada 100.0 93.1 71.6 44.9 30.3
Chile 100.0 107.5 119.7 96.1 78.5
Germany 100.0 109.8 78.6 58.7 27.4
World Total 100.0 99.3 80.5 52.8 36.5

2007 2008
Value of Imports % of Total Value of Imports % of Total

Canada 1,557,196,533$ 66.8% 1,050,916,252$ 65.1%
China/Taiwan 144,522,728 6.2% 175,160,372 10.9%
Chile 131,146,520 5.6% 107,153,090 6.6%
Germany 109,603,119 4.7% 51,238,425 3.2%
All Other Countries 387,047,270 16.6% 228,966,655 14.2%
Total 2,329,516,170$ 100.0% 1,613,434,794$ 100.0%
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top importers, and the 
highest CAGR is China’s, at 
roughly 34 percent. 

In Table 15, we have 
presented an analysis of 
the year in which various 
exporting countries have 
become or will become the 
top exporter to the U.S. in 
each product category. As 
may be seen, in 11 of the 13 
building products catego-
ries listed, Chinese manu-
facturers already have or 
will likely eventually come 
to have the number one 
position among exporters 
serving each market. 

South Korean manufac-
turers are projected to claim 

the top spot in ceramic flooring by 2010 and companies 
in the United Kingdom will likely become the top 
exporters of vinyl profiles by 2012.

Conclusion

We hope that readers will find these statistics helpful 
in managing their companies in this difficult environ-
ment. Managers at companies large and small have an 
obligation to their shareholders, employees and other 
stakeholders to be as prepared as possible for foreign 
competition and other competitive challenges. To the 
extent that this report can be improved to serve as a 
more valuable reference tool for industry participants, 
please share those suggestions for improvement with 
us. In particular, if any readers of this report disagree with the estimated market sizes used, 
please forward to us your own estimate and the source from which it was obtained. If there are 

China/
Taiwan

Canada Mexico Brazil UK Germany Italy South Korea Thailand Chile World Total

Windows & Doors 23.2% -2.4% 12.4% 4.9% 7.0%
Vinyl Profiles 62.7% -6.6% 167.8% -6.0%

Glass 17.6% -4.0% -7.7% 3.4%
Vinyl Flooring 16.0% -1.6% 12.8% 9.7% 10.8%

Wood Flooring 21.9% 19.9% 14.3% 10.6%
Ceramic/Other Flooring 28.8% 11.2% -12.9% 86.0% 6.5%

Fencing 19.2% -9.2% 3.0% -1.3%
Siding 33.9% -3.2% -2.5%

Roofing 38.4% 7.8% -10.1% 5.7%
Decking 17.8% -20.1% 23.6% -16.5%
Columns 93.9% 22.0% 23.4% 103.4% 29.1%
Cabinets 34.3% -19.1% 17.9% -3.0%

Engineered Wood Products 82.4% -25.8% -27.6% -5.9% -22.3%

China/
Taiwan

South Korea United
Kingdom

Wood Flooring <2004
Vinyl Flooring 2004

Glass 2007
Cabinets 2008
Columns 2010

Engineered Wood Products 2010
Fencing 2011

Windows & Doors 2012
Decking 2013

Siding 2019
Roofing 2022

Ceramic/Other Flooring 2010
Vinyl Profiles 2012
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additional product areas that should be included in 
future issues, please share those suggestions as well. We 
will make every effort to include in future issues any 
additional data that would be helpful. Please contact us 
with any questions regarding this report or if we can be 
of service to your company. 

Categories Included in Each Product Segment

1. Windows & Doors
 n Doors and door frames, of plastic
 n Windows and window frames, of plastic 

n  Windows, French windows and  
their frames, of wood

 n French doors, of wood
	 n Flush doors, of wood
	 n  Doors and their frames and  

thresholds, of wood
	 n  Leaded glass windows,  

multicell/foam glass panels, etc.
	 n  Doors, windows and frames, and  

thresholds, of stainless steel
	 n  Windows and their frames, iron or  

steel, not stainless
	 n Doors of iron or steel, not stainless
	 n Aluminum windows and their frames
	 n Aluminum doors
	 n Stained glass windows
2. Vinyl Profiles
	 n Window, door, decking or railing profiles of 

PVC
3. Engineered Wood Products
	 n Particle board and similar board of wood
 n Fiberboard of wood or other ligneous 

materials
 n Veneer panel, one-layer particle board

Notice:

This report was prepared for informational purposes 
from data provided by STAT-USA and the Foreign Trade 
Division of the U.S. Census Bureau and other sources that 
are believed to be reliable but which could change without 
notice. Jordan, Knauff & Company shall not in any way 
be liable for claims relating to these materials and the firm 
makes no warranties, express or implied, or representa-
tions as to their accuracy or completeness or for errors 
or omissions contained herein. Legal, accounting and tax 
restrictions and changes to assumptions may significantly 
affect the outcome and suitability of the interpretation 

of the various statistics presented. This information is not 
intended to be construed as tax, legal or financial advice and 
may not be suitable for a given company’s circumstances. A 
consultation with one’s own tax, legal and financial advisors 
to determine suitability of decisions based on the results of this 
Survey should be undertaken. These materials do not constitute 
an offer to buy or sell any financial security or to participate in 
any investment offering or deployment of capital.  

Footnotes
1.		“USA	Trade	Online.”	STAT-USA	and	the	Foreign	Trade	Division	of	

the	U.S.	Census	Bureau.	www.usatradeonline.gov.
2.		“Windows	&	Doors	to	2012.”	The	Freedonia	Group.	November	1,	2008.

About Jordan, Knauff & Company: Jordan, Knauff & Company was 
founded in 2001 by G. Cook Jordan, Jr., and Thomas E. Knauff. The firm 
provides a comprehensive line of investment banking services to private 
American companies and has a particular focus on the building products 
industry. Jordan, Knauff & Company specializes in providing mergers and 
acquisitions advisory and debt and equity placement to companies across 
the U.S. in a variety of industries. Typical transaction sizes range from $10 
million to $300 million in total consideration.
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Requirements for Scif 
Door Assemblies

By Scott Detienne, RA, CCS, BSCP, CPP, AHC

c o d e  C O R N E R

T 
his Article provides generAl require-
 ments for standard door, frame and hardware 
components, (door assemblies) and related 

construction items utilized for sciF’s based on dcid 
6/9. it is addressed to architects, engineers, building 
managers and designers of sciF facilities and quotes 
dcid 6/9, which is open for public use and readily 
available on the internet. 

SEnSitivE	COmpARtmEntED	infORmAtiOn	fACility	(SCif)	AnD	
SEnSitivE	ClASSifiED	infORmAtiOn	

sciF is a “sensitive compartmented information 
Facility” which is an accredited area where sensitive 
classified information (SCI) may be handled, stored, 
used, discussed, and/or processed. s. c. i. is “sensitive 
Classified Information” which is required to be handled 
within sciFs meeting the requirements of the dcid 6/9.

DCiD	6/9	

dcid 6/9 is the “physical security standards for 
sensitive compartmented information Facilities” 
Manual, as approved by the director of central 
intelligence (dci). the current edition is dated 18 
november 2002. dcid 6/9 consists of basic requirements 
and supplemental “annex” requirements. other sciF 
manuals prepared by other military or governmental 
organizations are available, but most are not open for 
general public use without a “need to know”. those 
manuals are not addressed in this Article.

COgnizAnt	SECuRity	AutHORity	AnD		
SEniOR	OffiCiAl	Of	tHE	intElligEnCE	COmmunity	

the soic is the head of an agency, bureau, or intel-
ligence element identified in Executive Order 12333. The 
soic will accredit the sciF according to the dcid 6/9 
standard checklist and additional security needs based 

on soic, military or other government generated threat 
assessment requirements specific to the SCIF. All SCIF’s 
must be accredited by the soic prior to conducting any 
sci activities.

the cognizant security Authority (csA) is the single 
principal designated by the Senior Official of the 
Intelligence Community (SOIC) to serve as the official 
who is responsible for all aspects of the sciF security 
program management with respect to the protection of 
intelligence sources and methods under soic respon-
sibility. the csA is typically a senior member of the 
organization that owns the sciF. 

BASiC	SCif	REquiREmEntS	pER	DCiD	6/9

the four basic sciF requirements per dcid 6/9, for a 
“Closed Storage” Classification, and within the USA, are 
as follows:

“permanent dry Wall construction”, as defined in 
“general construction requirements” below.
the sciF must be alarmed with an electronic intru-
sion detection system (ids).
sci must be stored in general service 
Administration (gsA) approved security containers 
for “closed storage classifications”. 
there must be a response force capable of 
responding to an alarm within 15 minutes after 
annunciation and a reserve response force available 
to assist the responding force. 

gEnERAl	COnStRuCtiOn	REquiREmEntS		
pER	DCiD	6/9	AnD	RECOmmEnDAtiOnS	

the general construction requirements for a sciF 
per dcid 6/9, with emphasis on door assemblies, are 
quoted. DCID 6/9 requirements are often performance 
based without offering specifics. Therefore, my sche-
matic level recommendations are also indicated.

■

■

■

■
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“The SCIF perimeter walls, floors and ceiling, must 
be permanently constructed and attached to each 
other. To provide visual evidence of attempted 
entry, all construction, to include above the false 
ceiling and below raised floor, must be done in such 
a manor as to provide visual evidence of unauthor-
ized penetration.” (Section 3.3.1 of DCID 6/9).
SCIF walls are typically recommended to consist of 
the following minimum requirements:

Walls are full height “drywall” partitions, 
secured to the structural concrete floor slab 
assembly and structural concrete ceiling slab 
assembly. The walls consist of metal studs and 
gypsum board panels. 
The metal studs are standard 3-5/8-inch deep, 
20-gauge, studs spaced 16-inches on-center, with 
bottom runner and slip-type header runner. 
The studs are recommended to comply with 
ASTM C 645 and have G40 (Z120), hot-dip galva-
nized zinc coated finish.
The wall panels are two layers of ½-inch thick or 
5/8-inch thick standard gypsum board secured 
on the outside of the metal studs and one layer of 
½-inch or 5/8-inch thick standard gypsum board 
secured on the SCIF side of the metal studs. The 
wall panels comply with ASTM C 36C or 36M 
and ASTM C 1396C or 1396M, and include stan-
dard trim accessories, joint treatment materials 
and standard steel drill screws complying with 
ASTM C 954. Installation should match standard 
building specification for typical double layered 
gypsum board applications. Finishes may include 
paint or vinyl wall coverings matching typical 
standard building finishes and should meet local 
fire code requirements for Class A materials. 

EntRAncE, Exit, AnD AccESS DOOR REquiREmEntS

“Primary entrance doors into SCIFs shall be lim-
ited to one. If circumstances require more than one 
entrance, this must be approved by the CSA. In 
cases where local fire regulations are more strin-
gent, they will be complied with. All perimeter 
SCIF doors must be closed when not in use, with the 
exception of emergency circumstances.” (3.3.3.1) 
“All SCIF primary entrance doors must be equipped 
with an automatic door closer, a GSA-approved 
combination lock and an access control device” 
(3.3.3.3).The “X-09” combination dead bolt lock, as 

■

■

1.

2.

3.

■

■

manufactured by Kaba-Mas, is currently the only 
GSA approved combination dead bolt lock available. 
This lock meets GSA requirements for compliance 
with Federal Specification FF-L-2740A, dated 1/12/97.
“Solid wood core door, a minimum of 1-3/4 inches 
thick or, 16-gauge metal cladding over wood, a min-
imum of 1-3/4 inches thick or, metal fire or acous-
tical protection doors, a minimum of 1-3/4 inches 
thick required.” (3.3.3.6) 
“Specifications of doors, combination locks, access 
control devices and other related hardware may be 
obtained from the CSA” (3.3.3.6)
SCIF doors are recommended to be 3-foot wide, 
single, swing, flush face doors. These doors should 
be without louvers, unusual undercuts, vision 
lights, transoms or side lights. Door pairs and exte-
rior door assemblies should also be avoided. 
SCIF door assembly STC ratings are not established 
but are recommended to match adjoining wall STC 
ratings. In addition, appropriate UL sound-rated 
gasketing, including UL sound-rated threshold and/
or automatic door bottoms are recommended.
SCIF door assemblies are recommended to match 
the general building door and frame style, size, 
appearance, color and finish to the extent possible. 
This includes paint finishes as well as wood door 
species, grain and stain.
SCIF door frames are recommended to be standard 
2-inch wide metal frames, fully welded type (in lieu 
of knocked-down type), and installed prior to stud 
installation. The abutting studs are recommended 
to be anchored to the door frames. Frame styles 
can include all readily available welded types such 
as wrap-around (masonry or drywall) to masonry 
abutting frames for existing masonry conditions. 
SCIF door frames are recommended to be grout 
filled, even at stud walls, and the lockset or electric 
strike should include a strike “mortar guard” that 
is installed on the back side of the frame to prevent 
grout spilling out the strike opening. In addition, 
jamb supporting studs are recommended to be dou-
bled and horizontally braced with 16-gauge metal 
plates or metal studs, to adjacent studs to prevent 
“pry-open” opportunities. Grout fill of the frames 
also improves sound isolation. Grout fill may 
require a special consideration to field drill a ¾-
inch hole at the top of the jamb to allow grout injec-
tion, followed by a cap secured over the hole. This 
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requirement should be coordinated with the frame 
manufacturer.
SCIF doors may be out-swing or in-swing. Out-swing 
doors (a.k.a.; “reverse” swing doors that swing in the 
direction of the public corridor or key side, and also 
known as “seated pressure” doors) typically provide 
better forced entry and blast resistance given the 
continuous door frame stop. In fact, door assemblies 
required to offer the highest levels of forced entry 
protection, such as “Miami-Dade County” hurricane 
resistance door assemblies and blast resistance door 
assemblies, typically are out-swing doors that rely 
on the frame stop to obtain additional strength from 
outside generated pressures or forces. Out-swing 
doors must be equipped with hinges that have non-
removable pins (NRP) although hinge studs are not 
uncommon. Out-swing doors should also have “latch 
guard plates” to prevent manipulation of the door 
latch at the strike. In-swing doors, however, are prob-
ably utilized more than out-swing doors for access 
to SCIF’s, offer “more than adequate” overall protec-
tion, do not have strike or electric strike manipula-
tion opportunities and may be required for code 
reasons, such as to prevent out-swing door interfer-
ence or encroachment into the adjoining corridor. 
However, most building codes require doors to be 
out-swinging (swing in the direction of the means of 
egress) if the room that the door serves has an occu-
pancy load greater than 50 people.
SCIF doors are recommended to be meet ANSI/
SDI A250.8 for level and model and ANSI/
SDI A250.4 for physical performance level, be at 
least Level 2 and Physical Performance Level B 
(Heavy Duty), full flush or seamless, with the door 
manufacturer’s standard core construction. Frames 
are recommended to be at least 0.053-inch thick, full 
profile welded, with stud-wall type anchors. 
SCIF door assembly hardware is recommended 
to meet Builders Hardware Manufacturer’s 
Association (BHMA) Grade 1 requirements. In gen-
eral, the door hardware should match the general 
building hardware to the extent practical. This 
includes butt-hinge style, closer type and style, door 
signage, stops, lock set lever style and trim style. 
Generally, stainless steel or coated steel is the rec-
ommended surface finish and base material.
SCIF doors are recommended to have lever locksets 
with “store-room function”. This set has inside and 

■

■

■

■

outside lever handles. The outside lever handle is 
always locked and requires a key from the outside 
to allow entry. Removal of the key reverts the out-
side lever to the locked position. The inside lever 
always allows free existing. This lockset works with 
the card reader and electric strike system in that the 
card reader retracts the electronic strike and only 
requires pushing (or pulling) the locked lever to 
open the door. The levers should also meet ADA-AG 
accessibility configuration requirements. 
SCIF doors are recommended to have closers and 
stops. Closers should have functions meeting ADA-
AG accessibility force-to-open requirements and 
should be installed on the protected side. Closers 
should not be equipped with hold open devices. In 
addition, the door stop should be simple floor or 
wall bumpers and not be equipped with hold open 
devices. Overhead stops should be avoided, but if 
provided, must be coordinated with the closer to 
ensure proper operation. They should also not have 
hold open devices.
SCIF door locksets are recommended to have remov-
able lock cylinders for quick change of the cylinder, 
should the integrity of the cylinder be in question. 
The government’s personnel (not the contractor’s) are 
recommended to obtain lock cylinders directly from 
the manufacturer and install these cylinders. High 
security cylinders are also possible, but standard 
cylinders are common on SCIF doors as the overall 
locking strategy relies on the dead bolt.
SCIF lockset cylinders are recommended to have 
unique “change keys.” Keying is NOT recom-
mended to be part of the building’s overall master 
key system. In addition, keys should indicated 
“DO NOT DUPLICATE,” be numbered and only 
assigned to designated officials. 
SCIF door sequence of operation is recommended as 
follows

Activation of the X-09 combination deadbolt.
Activation of the card reader, which electroni-
cally deactivates (opens) the electric strike and 
“shunts” (turns off) the door contact (aka: bal-
anced magnetic switch). 
Push (or pull) of the locked lever, without use of 
the key.
Entry is also possible by activation of the com-
bination deadbolt and use of the lockset key 
without activation of the card reader, but this 
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should cause an alarm. Entry without activation 
of the card reader should cause activation of the 
door contact and signals an alarm.
Exiting requires turn of the “thumb turn” on the 
inside face of the X-09 combination deadbolt and 
turning the lever. The electric strike remains in 
the locked position and the lockset allows “free 
existing.”

IntRuSIOn DEtEctIOn SyStEmS

“The CSA shall approve IDS proposals and plans 
prior to installation within a SCIF. IDS consist of 
four phases; detection phase, reporting phase, 
assessment phase, response phase. IDS shall detect 
unauthorized human entry into the SCIF. Motion 
detection sensor shall be provided in the SCIF. Door 
contacts are recommended to be part of the IDS. 
The PCU (“panel control unit” or arm/disarm panel) 
shall be inside SCIF. Stringent cabling and host 
computer are required. IDS must comply with UL 
Standard 2050.” (3.1.6)
“IDS shall be connected to emergency power.” (19.0)

AcOuStIcAl cOntROl AnD SOunD mASkIng

“The current edition of Architectural Graphic 
Standards (AGS) describes various types of sound 
control, isolation requirements and office planning. 
The AGS establishes Sound Groups 1 through 4, of 
which Groups 3 and 4 are considered adequate for 
specific acoustical security requirements of SCIF 
construction.” (Annex—E 1.2)
“All SCIF perimeter walls shall meet Sound Group 3 
unless additional protection is required of amplified 
sound.” (Annex E—2.1) 
“Sound Group 3—STC of 45 or better. Loud speech 
can be heard, but is hardly intelligible. Normal 
speech is unintelligible.” (Annex E—1.2.3) 
“If compartmentation is required within a SCIF, the 
dividing walls must meet “Sound Group 3” (STC 
sound rating of 45 or better).” (Annex E—2.2)
“When normal construction and baffling measures 
have been determined to be inadequate for meeting 
Sound Group 3 or 4, as appropriate, sound masking 
shall be employed.” (Annex E—3.1)
“To be effective, the masking device must produce 
sound at a higher volume on the exterior of the 
SCIF than the voice conversation within the SCIF. 
Speakers should be placed close to or mounted on 
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any path which would allow audio to leave the area. 
Sound masking devices placed on exterior of SCIF.” 
(Annex E—4.0)
“The introduction of electronic systems that have 
components outside the SCIF should be avoided. 
Speakers or other transducers, which are part of a 
system that is not wholly contained in the SCIF, are 
sometimes required to be in the SCIF by safety or 
fire regulations. In such instances, the system can 
be introduced if protected as follows: All incoming 
wiring shall breach the SCIF perimeter at one point. 
TEMPEST or TSCM concerns may require elec-
tronic isolation. In systems that require notification 
only, the system shall have electronic isolation. In 
systems that require two-way communication, the 
system shall have electronic isolation. SCIF occu-
pants should be alerted when the system is acti-
vated. All electronic isolation components shall be 
installed within the SCIF as near to the point of 
SCIF egress as possible.” (Annex E—7.0) 

PERSOnnEl AccESS cOntROl

“All SCIF’s shall have personnel access control sys-
tems. SCIF entrances must be under visual control 
OR have automatic access control system. Visual 
control consists of employees or guards. CCTV sys-
tems acceptable if continually monitored, or auto-
mated access control system consists of ID cards 
and card reader access may be used in lieu of visual 
controls.” (Annex F - 1.0)
“Automated personnel access control system shall 
authenticate an individual’s authorization to enter 
the SCIF” (Annex F—2.2)
“Transmission line protection required. (electronic 
integral line signal supervision as part of the card 
reader system)” (Annex F—2.5)
“Electric strikes installed for use in personnel access 
control systems shall be heavy-duty industrial 
grade.” (Annex F—2.6)
“Locations where authorized data, card encoded 
data, and personnel identification or verification 
data is input, stored, or recoded must be protected 
within a SCIF or an alarmed area controlled at the 
SECRET level.” (Annex F—2.7). 
“Card readers, keypads, communication, or interface 
devices located outside the entrance to the SCIF, shall 
have tamper resistant enclosures and be securely fas-
tened to a wall or other structure.” (Annex F- 2.8) 
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“Electronic components, associated wiring, or 
mechanical links, should be accessible only from 
within the SCIF.” (Annex F—2.9) 
“The control panel (aka “power supply” or “door 
control module”) shall be located inside the 
SCIF and will require minimal physical security 
designed to deny unauthorized access to its mecha-
nism. The control panel shall be installed, or have 
shielding devices mounted, such that an unau-
thorized person in the immediate vicinity cannot 
observe the setting or changing of the combina-
tion.” (Annex F—3.1)
SCIF electric door strikes are recommended to meet 
BHMA Grade 1 requirements. 
SCIF electronic control panels that contain the 
door “logic” network and transforms the building 
normal electrical power to low voltage power are 
recommended to have a keyed lock for door access, 
forced entry alarm, at least 8-amp hour battery 
backup, and be mounted above the lay-in ceiling 
within the SCIF. 
Low voltage wiring (or cabling) from the control 
panel to the electric strike, card reader and other 
“end-of-the-line” components, such as the door con-
tact, is recommended to be within electrical metal 
tubing (EMT), including all locations outside the 
SCIF, all locations exposed in the SCIF, all locations 
within the SCIF walls or above the SCIF ceilings 
and all locations within the door frame. In addition, 
couplings that join EMT components should be spot 
welded, have the screw heads “sawed flush” or per-
manently fixed in other fashions.
Electrical power for electrified door hardware is 
recommended to be hardwired to the control panel. 
NEC compliant “quick disconnect” switch is recom-
mended within the control panel.
Card readers are recommended to be programmed 
to allow access only authorized individual, in lieu of 
general building wide access to any card holder.

COnSiDERAtiOnS	fOR	ADDitiOnAl	SCif	REquiREmEntS	BEyOnD	DCiD	6/9	
WitH	EmpHASiS	On	DOOR	ASSEmBliES

DCID 6/9 states:
“The physical security safeguards set forth in this 

Manual (DCID 6/9) are the standards for the protection 
of SCI. Senior Officials of the Intelligence Community 
(SOICs), with DCI concurrence, may impose more strin-
gent standards if they believe extraordinary conditions 
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and circumstances warrant. SOICs may not delegate this 
authority.” (1.1.2)

“SCIF design must balance threats and vulnerabilities 
against appropriate security measures in order to reach 
an acceptable level of risk. Each security concept or plan 
must be submitted to the CSA for approval. Protection 
against surreptitious entry, regardless of SCIF location, is 
always required. Security measures must be taken to deter 
technical surveillance of activities taking place within the 
SCIF. TEMPEST security measures must be considered if 
electronic processing of SCI is involved.” (1.2.1) 

“On military and civilian compounds, there may exist 
security controls such as identification checks, perim-
eter fences, police patrols, and other security measures. 
When considered together with the SCIF location and 
internal security systems, those controls may be consid-
ered sufficient to be used in lieu of certain physical 
security or construction requirements contained in this 
Manual (DCID 6/9)”. (1.2.2) 

Specific threats and vulnerabilities are typically iden-
tified by the SOIC (through the CSA) with their specific 
“Threat and Vulnerability Assessments.”

ADDitiOnAl	GEnERAl	COnStRuCtiOn	REquiREmEntS	

The SCIF walls may require improved “hardening” 
with expanded metal mesh. The expanded metal 
mesh typically consists of ¾” (narrow open spacing) 
#9 (1/8” thick) flat carbon expanded mesh, with a 
weight of 171 pounds per 100 square feet, secured 
directly to the outside face of the SCIF perimeter 
metal studs by spot welds or fasteners at 6-inches 
on-center. The metal studs are typically 16-gauge 
spaced at least 24-inches (16-inches is preferred) on-
center, with 16-gauge bottom runner and 16-guage 
slip-type header runner. The header runner system 
allows the upper structural deck to move up and 
down without attachment to the metal stud and 
thus prevent cracking of finishes applied to interior 
partition framing resulting from deflection of struc-
ture above. In addition, 1/2-inch gypsum board is 
placed over the metal mesh on the outside face and 
metal studs and on the inside face.
The SCIF walls may require concrete “vault walls” 
construction. Vault wall construction is generally 
engineered to specific threat needs and is beyond 
the scope of this article.
The SCIF walls may require forced entry, blast and 
ballistic protection. This type of wall construction is 
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generally engineered to specific threat needs and is 
beyond the scope of this article.
The SCIF walls may require EMP (electromagnetic 
protection), HEMP (high altitude electromagnetic 
pulse), RF (radio frequency) or TEMPEST (Transient 
Electromagnetic Pulse Surveillance Technology) 
protection. TEMPEST Shielding refers to the specific 
shielding that prevents the emanation of uninten-
tional intelligence-bearing signals that if intercepted 
and analyzed outside the SCIF, may disclose clas-
sified information, and prevents outside signals 
that could damage electronic components inside 
the SCIF. Protection requires steel, lead, aluminum, 
copper or copper fabric shielding. Generally, pro-
tection to address specific EMP, HEMP, RF or 
TEMPEST threats requires specialty engineers. 
The SCIF walls may require additional fire and life 
safety protection. For example, an auditorium use 
group may need one or two hour fire separation 
from the remainder of building and may require 
unique fire exit device door hardware.
The SCIF floors may need special recess to accom-
modate TEMPEST shielding and recessed TEMPEST 
door frame and threshold details.

ADDitiOnAl	SOunD	AttEnuAtiOn	REquiREmEntS

The SCIF walls may utilize unconventional sound 
attenuation components. For example, several gypsum 
board manufacturers have developed improved 
sound-rated wall systems that utilize sound-absorbing 
gypsum board or cement boards (typically used 
for tile backing board). Providing several different 
gypsum board thicknesses or mixing the types of 
panel materials improves overall sound ratings. In 
addition, the cement board offers additional hardened 
wall protection.

ADDitiOnAl	EntRAncE,	Exit,	AnD	AccESS	DOOR	REquiREmEntS

An entry vestibule, consisting of one door between 
the public corridor and vestibule and a second door 
between the vestibule and the SCIF, may be required. 
This “man-trap” system may utilize interconnected 
electronic entry door hardware that prevents “piggy 
back” entry or access card “pass back” entry. One 
door within the vestibule cannot be opened until the 
other door is latched shut. 
The SCIF door assembly may require additional 
“forced entry” protection. Forced entry attacks relate 
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to burglaries and civil disturbance threats. HP White 
Specification 02: TP-05000.02, dated September, 
1993, indicates five levels of force entry protection 
against various types of attacks. Attacks include 
blunt impact (hammers), sharp impact (chisels), 
thermal stress (torches), and chemical deterioration 
(solvents). The levels of protection relate to either 
the number of impacts a forced entry protected 
assembly will withstand or the time, in minutes, 
required to bypass a forced entry protected assembly 
with the use of torches or chemical agents. Level I 
offer the least amount of resistance protection; Level 
V offers the most amount of resistance protection. 
Levels of protection are measured in terms of resis-
tance time; 5-minutes, 15-minutes and 60-minutes.
Typically, a 5-minute or 15-minute forced entry 
resistant door assembly is recommended for office 
environments. Higher levels should be considered if 
the door assembly presents unusual vulnerabilities. 
The surrounding walls that abut the door assembly 
should also receive the same level of protection, and 
should be strengthened to support the additional 
door assembly loading. In addition, the hardware, 
including the hinges and latches, must offer the same 
level of resistance. Often, manufacturers provide a 
complete door assembly, including the hardware that 
has been tested and certified to offer various levels of 
forced entry protection.
The SCIF door assembly may require additional 
ballistic protection, particularly doors that offer 
protection to personnel of critical positions. UL 752 
“Standards for Bullet Resisting Equipment” defines 
requirements for protection against penetration, 
passage of fragments and spalling or fragmentation 
of the protective materials. Bullet resistant levels 
range from Level 1 (lowest level of protection) to 
Level 8 (highest level of protection). Level 3 offers 
protection against three shots from a high powered 
handgun, while Level 4—protected door assemblies 
offer protection against commercially available rifles.  
Typically, a Level 3 bullet resistant door assembly is 
recommended for office environments. Higher levels 
should be considered if the door assembly presents 
unusual vulnerabilities. NIJ 0801.01 offers similar 
ranges of bullet resistance levels. The surrounding 
walls that abut the door assembly should also receive 
the same level of protection, and should be strength-
ened to support the additional door assembly 
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loading. In addition, the hardware, including the 
hinges and latches, must offer the same level of 
ballistic resistance. Often, manufacturers provide 
a complete door assembly, including the hardware 
that has been tested and certified to offer various 
levels of ballistic protection.
The SCIF door assembly may require additional 
“pressure resistant” protection to resist environ-
mental or blast events. Environmental-resistant 
doors (i.e., hurricane-resistant doors) should 
be considered for exposed exterior conditions; 
however, every effort should be made to prevent 
extreme environmental exposures on a SCIF door 
assembly. Blast protection categories, ranging 
from Class A (lowest level of protection) to Class 
D (highest level of protection), as well as blast 
resistance, ranging from low range (1 PSI) to high 
range (12 PSI) or special military applications, 
should be considered. Considerations should 
include definition of overpressure, duration, max-
imum allowable deflection, rebound requirements 
single or multiple incidents, resistance to penetra-
tions, etc. Typically, Class A blast resistant door 
assemblies offer adequate protection for typical 
interior office environments. Higher levels should 
be considered if the door assembly presents 
unusual vulnerabilities. The surrounding walls 
that abut the door assembly should receive the 
same level of protection, and should be strength-
ened to support the additional door assembly 
loading.  In addition, the hardware, including the 
hinges and latches, must offer the same level of 
pressure resistance. Often, manufacturers pro-
vide a complete assembly, including the hardware 
that has been tested and certified to offer various 
levels and ranges of blast protection.
The SCIF door assembly may require EMP, HEMP, 
TEMPEST or RF shielding. These types of doors are 
highly specialized and should be part of a vestibule 
system with the RF shielded door separating the 
vestibule from the SCIF and the typical SCIF door 
separating the vestibule from the public corridor. 

The typical minimum attenuation versus fre-
quency characteristics for an RF Shielded doors 
are as follows: [NOTE ** Retain the following 
for NMR/MRI Nuclear Magnetic Resonance/
Magnetic Resonance Imagery facilities.]

Magnetic Field Attenuation: 90 dB at 200 MHz.
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Electric Field Attenuation: 100 dB from 10 
MHz through 50 MHz.
Plane Wave Attenuation: 100 dB from 50 
MHz through 1 GHz.

  2.  The typical references design standards are  
as follows:

MIL-E-4957A—Enclosure for 
Electromagnetic Shielding, Demountable, 
Prefabricated for Electronic Test Purposes.
MIL-STD-220A—Method of Insertion Loss 
for Radio Frequency Filters.
MIL-STD-285—Method of Attenuation 
Measurements for Electromagnetic Shielding 
Enclosures for Electronic Test Purposes.
NSA 65-6—National Security Agency 
Specification for RF Shielded Enclosures for 
Communication Equipment. 
NSA 73-2A—National Security Agency 
Specification for RF Shielding of Large 
Architectural Areas.
IEEE-STD-299.

  3.  The typical RF Shielded Door Assemblies are 
constructed as follows: 

Door: Custom metal reinforced, nominal  
1-inch thick, by 3-feet wide by 7-feet tall, 
with plywood core construction and integral 
¼-inch thick RF stainless steel shielding. 
Frame: Stainless steel frame, ¼-inch thick, 
fully welded, with single knife door and 
frame mated construction. 
Single Knife Door and Frame Mated 
Construction: Heavy-duty metal door fin-
gerstock mating components, 1/8-inch thick. 
Clip-in-place beryllium copper fingerstock 
around the perimeter of receiver with a 
removal channel for easy replacement. 
Provide fingerstock and mating components 
on all four sides of door (jambs, head and sill).
Thresholds: Typically match the jambs, need 
to be recessed and have heights that do NOT 
meet ADA-AG compliance, due to their unique 
mating requirements with the door edge. 
Sign: Provide two precautionary profession-
ally printed, plastic signs, with 1-inch tall red 
letters on white background, indicating “DO 
NOT ALLOW WEIGHT EXCEEDING 250 
POUNDS ON THRESHOLD,” and mounted 
on both sides of the door.
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Door and Frame 4Finish: Shop prime finish 
suitable for field painting.
Door and Frame Weight: Nominal 650-pound 
door assembly.
Cam Latch Set: Passage heavy duty, aluminum 
cam latch set that allows free entry or exiting 
without keys. Provide custom handle that acti-
vates two or three point cam latch. Provide 
plastic ball at end of handle. Provide cam 
roller and cam block. Provide clear anodized 
aluminum finish.
Operation: Door is latched and unlatched 
using a simple bar handle on either side of 
the door leaf. This action raises and lowers an 
external double cam roller assembly, engaging 
or freeing the knife edge.
Hinges: Three, extra-heavy duty, adjustable, 
ball bearing, swing-clear, aluminum, surface 
mounted, type hinges made of non-ferrous 
metal. Provide clear anodized aluminum finish. 
Floor Stop: BHMA Grade 1, stainless steel, wall 
mounted with anchors that do not pass thru 
copper shielding.
Door Assembly Preparation: Prepare door 
assembly in RF Shielding Manufacturer’s shop 
and deliver completed door assembly ready for 
installation. Prepare door and frame to accept 
all hardware components and meet specified 
requirements.
Coordination of the Door Shielding and Overall 
Grounding: Careful detailing is required to 
insure the door assembly is properly grounded 
and that contact between the door assembly 
and RF shielding does not come in contact with 
metal studs, metal mesh or other metal compo-
nents that may interfere or disrupt the planned 
grounding of the RF shielding. 
Fire Rating: Due to the size, weight and con-
figuration of a RF shielded door assembly, it 
is unlikely that it can achieve a fire rating and 
meet NFPA 101 and 80 requirements to be ‘self-
latching and self-closing’. This further justi-
fies the need for a vestibule arrangement with 
the out door planned as the fire rated door 
assembly.
Gasketing: Careful consideration is required 
to select perimeter gasketing materials that 
maintain grounding between the door, frame, 
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abutting wall and the grounding source.  
These gaskets are typically made of alu-
minum, copper, monel (nickel-copper alloy) 
or stainless steel, combined with silicone 
coatings.
ADA-AG Compliance: The force to open typ-
ical RF shielded doors, the force to turn the 
door bar handle and the threshold heights, 
typically do not meet ADA-AG requirements. 
If ADA compliance is mandatory for SCIF, 
special engineering considerations, as well as 
coordination of manufacturer’s capabilities, is 
required to modify these components.
Abutting Walls: The surrounding walls 
that abut the door assembly should receive 
the same level of protection, and should be 
strengthened to support the additional door 
assembly loading.  Deddd

The SCIF door assembly may require additional 
door hardware including an aiphones system (an 
audio and visual CCTV intercom system that allows 
insiders to view requested entries), a door viewer 
(peep-hole), door bell system, protection plates (kick 
plates or plates tailored to cart movement), extra-
heavy hardware, lead-lined hardware, and other 
special components. 
Aiphones present unusual concerns for RF shielded 
doors which include the following:

An Aiphone is considered a telephone device and 
therefore may not be allowed within the SCIF. 
An Aiphone is a “transmitting” device that could 
be manipulated for devious purposes.
The Aiphone should receive cabling filtering 
acceptable to the CSA, Aiphone manufacturer, 
and SCIF Shielding manufacturer.
The Aiphone should be place on the outer-most 
vestibule door and not the door between the ves-
tibule and the SCIF.
A simple door wide-angle peephole should be con-
sidered for the vestibule door and maybe even the 
SCIF door, in lieu of an Aiphone. If used for the 
SCIF door, the SCIF shielding manufacturer must 
be consulted to verify the peephole assembly does 
not violate the RF shielding capabilities.
A simple door bell system, acceptable to the CSA, 
and placed outside the vestibule door with a 
bell in the vestibule that can be heard within the 
SCIF, should also be considered.

p.
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• New! DL5200 incorporates all of the
important features of DL2700 (T2) into
a double-sided lock

• Easy to add, delete, change users at
the keypad

• Programming user codes on one
side of the door works both sides,
cutting your time and labor in half

• No need to program each side
independently, saves you time and
money

• Ideal for community pool gates,
courtyard gates, airport jet bridge doors, communicating doors,
interrogation rooms, psych and alzheimer areas, etc.

• Comes with LED and audible entry indicators, 5AA batteries

• 100 user codes (3-5 digits), battery life 80,000 cycles typical

• Standard prep and IC models available

• Weatherproof -31˚F to 151˚F (-35˚ to +66˚C)

• Available in audit trail, time zone & PIN/Prox models (DL/PDL5300)

Boyle & Chase has the
complete Alarm Lock product line in stock!

Double-sided Trilogy lock for
keypad PIN-code access with keyless entry

on two sides of the door.

DL2700 Our most
popular digital lock,
BHMA Grade 1,
100 users

DL2800 Economical
audit trail lock
DL3000 Advanced
audit trail
DL3200 High capacity audit trail
lock

PDL3000 PIN/
Prox lock with
audit trail

PL3000 Prox
only vandal
proof lock

DL3500, PDL3500
Mortise PIN or PIN/
prox lock

DK3000 &
PDK3000 PIN, PIN/
prox 12V/24V AC/
DC weatherproof
keypads

ETDL, ETPDL Retrofits with existing
panic exit bars – most major brands. Au-
tomatically dog-down exit doors on real
time schedule. Adds audit trail too.

PIN/
AC/
oof

Alarm Lock Trilogys

PIN or PIN/
ck

DL4100 PIN/
prox privacy
button lock

PDL300
Prox loc
audit tr

PL3000
only va
proof lo

DL3500
Mortise
prox loc

DL4100
prox pri
button

DL1200, DL1300,
PDL1300, Narrow
stile for Adams
Rite & Exit Devices
in PIN/prox locks

DL120
PDL13
stile fo
Rite &
in PIN/

72 Sharp Street, Hingham, MA 02043 . Phone: 800-325-2530 , Fax: 800-205-3500
Web Site: www.boyleandchase.com ? E-mail: sales@boyleandchase.com

BOYLE & CHASE, INCORPORATED

B&C Trilogy DL5200 8.375x10.875 4C DHI  3/23/09  10:11 AM  Page 1



• New! DL5200 incorporates all of the
important features of DL2700 (T2) into
a double-sided lock

• Easy to add, delete, change users at
the keypad

• Programming user codes on one
side of the door works both sides,
cutting your time and labor in half

• No need to program each side
independently, saves you time and
money

• Ideal for community pool gates,
courtyard gates, airport jet bridge doors, communicating doors,
interrogation rooms, psych and alzheimer areas, etc.

• Comes with LED and audible entry indicators, 5AA batteries

• 100 user codes (3-5 digits), battery life 80,000 cycles typical

• Standard prep and IC models available

• Weatherproof -31˚F to 151˚F (-35˚ to +66˚C)

• Available in audit trail, time zone & PIN/Prox models (DL/PDL5300)

Boyle & Chase has the
complete Alarm Lock product line in stock!

Double-sided Trilogy lock for
keypad PIN-code access with keyless entry

on two sides of the door.

DL2700 Our most
popular digital lock,
BHMA Grade 1,
100 users

DL2800 Economical
audit trail lock
DL3000 Advanced
audit trail
DL3200 High capacity audit trail
lock

PDL3000 PIN/
Prox lock with
audit trail

PL3000 Prox
only vandal
proof lock

DL3500, PDL3500
Mortise PIN or PIN/
prox lock

DK3000 &
PDK3000 PIN, PIN/
prox 12V/24V AC/
DC weatherproof
keypads

ETDL, ETPDL Retrofits with existing
panic exit bars – most major brands. Au-
tomatically dog-down exit doors on real
time schedule. Adds audit trail too.
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Alternative protocols can be developed for indi-
viduals entering or leaving the SCIF. For example, 
one protocol may indicate that only authorized 
individuals may enter the SCIF. These individual 
may act as escorts to ensure authorized entries, 
proper passage of equipment and supplies, and 
limit “piggy back” entries.
The SCIF doors may be observed with outside 
CCTV systems and alarm devices,

The SCIF door assembly may require code com-
pliant fire resistance ratings, and possibly smoke 
protection. 
The SCIF door assembly may require GSA approved 
Vault Doors classification.
The SCIF door assembly may occur in situations 
where corrosive compounds, salty environments, or 
hygienic issues are a concern. If so, a stainless steel 
door assembly should be considered; however, every 
effort should be made to prevent these exposures. 
The SICF door assembly may occur in situations 
where thermal extremes of cold and heat are a con-
cern. If so, a thermal door assembly should be con-
sidered; however, every effort should be made to 
prevent these exposures. 
Electromagnetic locks may be required, however, 
electromagnetic locks are NOT recommended due 
to the code requirement to interface the lock with 
the fire alarm system in a manor that required the 
lock to “fail-safe” (fail in the unlocked position) 
with fire alarm activation or loss of electrical power. 
Both vulnerabilities offer simple and tempting 
methods to gain unauthorized entry into the SCIF.
A card-to-exit system may be required. The card-
to-exit system utilizes a second card reader on the 
inside door face. An individual utilizes the card on 
the card-to-exit reader for an “authorized” exit. A 
card-to-exit system provides additional audit trail 
information, such as recording “who left when”. It 
must be understood that current code requirements 
do not allow card-to-exit systems to deny “free 
entry”. The card-to-exit system is “voluntary”, but 
may be interfaced with an alarm system to indicate 
that an individual has conducted an “unauthorized” 
exit and left the room without utilizing the card-
to-exit system. In addition, this system may also be 
tied into a CCTV camera that records an individual 
leaving the room without use of the card-to-exit 
system (by interface with the door contact).

7.

8.

■

■

■

■

■

■

ADDitiOnAl	intRuSiOn	DEtEctiOn	SyStEmS

Stringent cabling and host computer requirement 
may be required.
“Code Red” strobe light systems may be required.
The IDS might be deactivated with the card reader 
to allow bypass of the PCU once in the SCIF. This 
point however may not be allowed by the CSA.
Alarms might be silent (without notifying the 
entering person that they activated the IDS system). 
This point however may not be allowed by the CSA.
The door contact might be connected to the IDS 
system, in lieu of a separate stand alone electronic 
security system. This point however may not be 
allowed by the CSA. 

ADDitiOnAl	PERSOnnEl	AccESS	cOntROl

The card reader system may be required to provide 
an audit trail for individuals entering and exiting 
the SCIF. This audit trail may be used in lieu of 
hard-copy, hand written sign-in sheets as required 
for typical SCIF protocols. The audit trail is typi-
cally a function of the software of the computer 
system dedicated to the electronic entry control. 
The security room requirements, including require-
ments of the head-end equipment, integration of the 
access control system with the intrusion detection 
system, CCTV requirements, and other electronic 
security requirements requires careful consider-
ation form the CSA. 

In conclusion, this article offers typical construction 
recommendations for SCFI door assemblies. This article 
does not address all building issues identified in the 
DCID 6/9, and does not address related protocol issues, 
such as personnel controls and inspections procedures. 
In summary, the CSA and SOIC must be active partici-
pants with all SCIF directions and design decisions.  

About the Author: Scott Detienne, RA, CPP, CCS, BSCP, AHC, is a 
senior project architect with the URS Corporation and has been involved in 
renovation, rehabilitation and design issues for government facilities, with 
focus on security integration and building hardware upgrades, for the past 
25 years. He can be contacted at Scott_Detienne@URSCorp.com.
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COR103 Understanding and Using 
Construction Documents+

(8 Hours ) (24 CEP points )
Understanding how construction projects are organized and 
designed requires a thorough knowledge of the construction 
documents that administrate, illustrate, detail and describe 
them. (Estimators, detailers and project managers need to 
understand the purpose and use of specifications and drawings 
as they perform their duties. Knowing where to find specific 
information in the specifications, and on the drawings, and 
understanding how that information applies to our trade can 
make the difference between a profitable or unprofitable 
job.) This program provides estimators, detailers and project 
managers with the essential knowledge needed to sort through 
these documents to find the information they need.
Prerequisite: SSC100 - Fundamentals of 
Architectural Doors and Hardware Self-Study 
Course

COR113 Architectural Hardware and 
Applications
(24 Hours) (72 CEP points)
To be successful in our industry you need to have a well-
rounded, general knowledge of the multitude of items 
used every day. A vast assortment of samples is used in this 
course to help you identify, describe and explain many of the 
hardware items in use today. This course also willgive you an 
understanding of proper applications and use of architectural 
hardware items that is an important step in your development 
as a professional in the architectural openings industry. Many 
hardware items can be used in more than one application. 
Knowing which application is correct for a particular opening 
will make you indispensable to your customers and clients.

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

COR125 Takeoff and Estimating
(16 Hours) (48 CEP points)
Profitability of a company often hinges on the accuracy and 
efficiency of the bids that estimators turn out. This course 
introduces you to material takeoff techniques and estimating 
skills that will help you become a more accurate and efficient 
estimator.
Prerequisite: COR103 – Understanding and Using 
Construction Documents
COR120 – Door and Frame Applications

COR133 Electrified Architectural Hardware
 (40 Hours) (120 CEP points)
Electrified hardware items are used on virtually all new building 
projects. You need to understand how these products are 
properly used and what their capabilities are if you are going 
to advance in this industry. This course provides you with the 
principles of low-voltage electricity through hands-on class 
exercises.  In addition, this course is focused on teaching you 
how separate electrified architectural hardware components 
are used to create single-opening systems. Learn how to design 
low-voltage circuits and hook up these components through the 
hands-on labs.

COR140 Using Codes and Standards+

(24 Hours) (72 CEP points)
Knowledge of the many industry-related codes and standards 
differentiates our industry from numerous other distributor-
chain driven industries. Staying current and up-to-date on the 
ever-changing codes and standards requires both a professional 
and personal commitment. This course covers NFPA 80, Standard 
For Fire Doors and Other Opening Protectives (2007 edition), 
NFPA 101,Life Safety Code (2006), and ANSI/ICC A117.1, Usable 
and Accessible Building and Facilities 
(2003 edition).

IMPORTANT INFORMATION

WHAT IS A TRACK? – A “track” is a series of two or more 
classes that are arranged in a sequence that provides the most 
educationally beneficial learning experience to the student.
PREREQUISITES – There are prerequisites for some 
courses, as detailed in the course descriptions provided. Reference 
the DHI Education Resource Guide (ERG) for complete informa-
tion regarding course prerequisites. The current ERG is posted                
at www.dhi.org.  DHI recommends to students who are new to 
the industry, and those with minimum field experience, that they 
follow the suggested education path when registering for classes.
OPTIONAL COURSES – Exam Prep courses (AHC220, 
CDC315, EHC420) are available to assess student’s skills and abili-
ties 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 payment. If waitlisted students are not able to attend the 
course of their choice, they may opt to transfer to another course, 
or another class session, or seek a refund.
HOTEL ACCOMMODATIONS – Students are 
responsible for making their own hotel reservations. Complete 
Education Housing Information 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 cancellation 
of registration on August 31, 2009, and will also incur the $200 
“late cancellation” administrative 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 current 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.

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

COR153 Installation Coordination and Project 
Management
(16 Hours) (48 CEP points)
Project management requires effectively working with 
contractors, installers, owners, and architects. Coordination of 
the installation of doors, frames, and architectural hardware 
is an essential element of a project manager’s responsibilities. 
Pre-installation meetings with the installers increase their 
productivity, reduce installation errors, and ensure the door 
assemblies will operate reliably for many years. Project managers 
must also be able to read and interpret contract documents, 
oversee projects with fast-track schedules, and maintain 
profitability–all of which requires disciplined attention to detail. 
This course teaches you how to coordinate installations and 
provides you with techniques to help you succeed as a project 
manager.
Prerequisites: COR103 – Understanding and Using 
Construction Documents

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

DHI National Education
Course Descriptions  

+  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.
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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 Construc-
tion 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

* 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, FL  
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COR103 Understanding and Using 
Construction Documents+

(8 Hours ) (24 CEP points )
Understanding how construction projects are organized and 
designed requires a thorough knowledge of the construction 
documents that administrate, illustrate, detail and describe 
them. (Estimators, detailers and project managers need to 
understand the purpose and use of specifications and drawings 
as they perform their duties. Knowing where to find specific 
information in the specifications, and on the drawings, and 
understanding how that information applies to our trade can 
make the difference between a profitable or unprofitable 
job.) This program provides estimators, detailers and project 
managers with the essential knowledge needed to sort through 
these documents to find the information they need.
Prerequisite: SSC100 - Fundamentals of 
Architectural Doors and Hardware Self-Study 
Course

COR113 Architectural Hardware and 
Applications
(24 Hours) (72 CEP points)
To be successful in our industry you need to have a well-
rounded, general knowledge of the multitude of items 
used every day. A vast assortment of samples is used in this 
course to help you identify, describe and explain many of the 
hardware items in use today. This course also willgive you an 
understanding of proper applications and use of architectural 
hardware items that is an important step in your development 
as a professional in the architectural openings industry. Many 
hardware items can be used in more than one application. 
Knowing which application is correct for a particular opening 
will make you indispensable to your customers and clients.

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

COR125 Takeoff and Estimating
(16 Hours) (48 CEP points)
Profitability of a company often hinges on the accuracy and 
efficiency of the bids that estimators turn out. This course 
introduces you to material takeoff techniques and estimating 
skills that will help you become a more accurate and efficient 
estimator.
Prerequisite: COR103 – Understanding and Using 
Construction Documents
COR120 – Door and Frame Applications

COR133 Electrified Architectural Hardware
 (40 Hours) (120 CEP points)
Electrified hardware items are used on virtually all new building 
projects. You need to understand how these products are 
properly used and what their capabilities are if you are going 
to advance in this industry. This course provides you with the 
principles of low-voltage electricity through hands-on class 
exercises.  In addition, this course is focused on teaching you 
how separate electrified architectural hardware components 
are used to create single-opening systems. Learn how to design 
low-voltage circuits and hook up these components through the 
hands-on labs.

COR140 Using Codes and Standards+

(24 Hours) (72 CEP points)
Knowledge of the many industry-related codes and standards 
differentiates our industry from numerous other distributor-
chain driven industries. Staying current and up-to-date on the 
ever-changing codes and standards requires both a professional 
and personal commitment. This course covers NFPA 80, Standard 
For Fire Doors and Other Opening Protectives (2007 edition), 
NFPA 101,Life Safety Code (2006), and ANSI/ICC A117.1, Usable 
and Accessible Building and Facilities 
(2003 edition).

IMPORTANT INFORMATION

WHAT IS A TRACK? – A “track” is a series of two or more 
classes that are arranged in a sequence that provides the most 
educationally beneficial learning experience to the student.
PREREQUISITES – There are prerequisites for some 
courses, as detailed in the course descriptions provided. Reference 
the DHI Education Resource Guide (ERG) for complete informa-
tion regarding course prerequisites. The current ERG is posted                
at www.dhi.org.  DHI recommends to students who are new to 
the industry, and those with minimum field experience, that they 
follow the suggested education path when registering for classes.
OPTIONAL COURSES – Exam Prep courses (AHC220, 
CDC315, EHC420) are available to assess student’s skills and abili-
ties 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 payment. If waitlisted students are not able to attend the 
course of their choice, they may opt to transfer to another course, 
or another class session, or seek a refund.
HOTEL ACCOMMODATIONS – Students are 
responsible for making their own hotel reservations. Complete 
Education Housing Information 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 cancellation 
of registration on August 31, 2009, and will also incur the $200 
“late cancellation” administrative 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 current 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.

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

COR153 Installation Coordination and Project 
Management
(16 Hours) (48 CEP points)
Project management requires effectively working with 
contractors, installers, owners, and architects. Coordination of 
the installation of doors, frames, and architectural hardware 
is an essential element of a project manager’s responsibilities. 
Pre-installation meetings with the installers increase their 
productivity, reduce installation errors, and ensure the door 
assemblies will operate reliably for many years. Project managers 
must also be able to read and interpret contract documents, 
oversee projects with fast-track schedules, and maintain 
profitability–all of which requires disciplined attention to detail. 
This course teaches you how to coordinate installations and 
provides you with techniques to help you succeed as a project 
manager.
Prerequisites: COR103 – Understanding and Using 
Construction Documents

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

DHI National Education
Course Descriptions  

+  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.
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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 Construc-
tion 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

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

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

AHC205 Detailing Hardware +
(24 Hours) (72 CEP points)
Perhaps the most necessary skill you can develop in
our industry is learning how to properly create detailed 
hardware schedules. Coordinating the myriad of hardware 
products with the project’s requirements can be a daunting task. 
This course introduces you to the sequence and format of the 
hardware schedule through a series of in-class exercises.
Prerequisite: COR140 - Using Codes and 
Standards

AHC207 Advanced Detailing Hardware +
(24 Hours) (72 CEP points)
Building on the principles learned in AHC205 - Detailing 
Hardware, students are led through a series of challenging class 
exercises designed to develop decision making skills by selecting 
and detailing hardware products that meet the intended 
functions of door openings. Students learn the step-by-step 
sequence employed by AHCs as they evaluate door openings and 
select hardware products to create door assemblies 
in accordance with applicable codes and standards.
Prerequisites: COR133 - Electrified Architectural 
Hardware
AHC205 - Detailing Hardware

AHC215 Writing Hardware Specifications +
(24 Hours) (72 CEP points)
Architectural Hardware Consultants (AHCs) are required 
to master the skills and techniques of writing professional 
construction specifications. Architects rely on professional 
consultants for technical expertise and expect them to be 
proficient in writing specifications. This course teaches you 
how to write clear, concise, correct and complete hardware 
specifications using the Construction Specifications Institute’s 
(CSI) MasterFormat™ as a guide.
Prerequisite: COR145 - Principles of Specification 
Writing

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

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

CDC305 Detailing Doors and Frames
(16 Hours) (48 CEP points)
Creating shop drawings is an arduous and tedious task. 
Proficiency in creating shop drawings only comes through 
practice and attention to detail. This course introduces students 
to the techniques and skills necessary to become an expert 
detailer.
Prerequisite: COR140 - Using Codes and Standards

CDC310 Writing Door and Frame 
Specifications +
(24 Hours) (72 CEP points)
Door and frame specifications require as much attention to detail 
as other specification sections. Fire-rated openings (both neutral 
and positive pressure tested) require particular attention to 
construction, labeling requirements, reinforcements, hardware 
preparations, glazing and frame anchors. These specifications 
must be carefully coordinated with other specifications to ensure 
the proper materials are provided. This course teaches you how 
to write clear, concise, correct and complete door and frame 
specifications using the Construction Specifications Institute’s 
MasterFormat™ as a guide.
Prerequisite: COR145 - Principles of Specification 
Writing

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

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

EHC415 Writing Electrified Hardware 
SystemsSpecifications
(8 Hours) (24 CEP points)
Electrified hardware systems specifications require coordination 
with mechanical hardware and doors and frames, as well as 
communication, fire alarm, life safety and access control security 
systems. Learn to coordinate  your electrified hardware systems 
specifications throughout the architect’s project manual, using 
the Construction Specifications Institute’s (CSI) MasterFormat™ 
as a guide.
Prerequisite: COR145 - Principles of Specification 
Writing

EHC420 EHC Exam Prep
(16 Hours) (48 CEP points )
This course is designed to walk you through the exercises 
required to complete the EHC certification exam, under exam-like 
conditions. You will leave this class with a firm understanding of 
how to prepare for the EHC exam.
Prerequisites: All courses required to sit for the exam

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

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

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

DAI600 Fire and Egress Door Assembly 
Inspection +
(32 Hours) (96 CEP points)
Please see the applicable pages of DHI’s Education Resource 
Guide for the full DAI600 course description.
Prerequisites: SSC100 - Fundamentals of 
Architectural Doors and Hardware Self-Study 
Course
COR113 - Architectural Hardware and Applications
COR140 - Using Codes and Standards+  Students attending these classes are required to bring reference materials which will per-

tain to the class exercises. Please see DHI’s online Education Resource Guide found at
www.dhi.org for the complete list of required materials.

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

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

AHC205 Detailing Hardware +
(24 Hours) (72 CEP points)
Perhaps the most necessary skill you can develop in
our industry is learning how to properly create detailed 
hardware schedules. Coordinating the myriad of hardware 
products with the project’s requirements can be a daunting task. 
This course introduces you to the sequence and format of the 
hardware schedule through a series of in-class exercises.
Prerequisite: COR140 - Using Codes and 
Standards

AHC207 Advanced Detailing Hardware +
(24 Hours) (72 CEP points)
Building on the principles learned in AHC205 - Detailing 
Hardware, students are led through a series of challenging class 
exercises designed to develop decision making skills by selecting 
and detailing hardware products that meet the intended 
functions of door openings. Students learn the step-by-step 
sequence employed by AHCs as they evaluate door openings and 
select hardware products to create door assemblies 
in accordance with applicable codes and standards.
Prerequisites: COR133 - Electrified Architectural 
Hardware
AHC205 - Detailing Hardware

AHC215 Writing Hardware Specifications +
(24 Hours) (72 CEP points)
Architectural Hardware Consultants (AHCs) are required 
to master the skills and techniques of writing professional 
construction specifications. Architects rely on professional 
consultants for technical expertise and expect them to be 
proficient in writing specifications. This course teaches you 
how to write clear, concise, correct and complete hardware 
specifications using the Construction Specifications Institute’s 
(CSI) MasterFormat™ as a guide.
Prerequisite: COR145 - Principles of Specification 
Writing

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

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

CDC305 Detailing Doors and Frames
(16 Hours) (48 CEP points)
Creating shop drawings is an arduous and tedious task. 
Proficiency in creating shop drawings only comes through 
practice and attention to detail. This course introduces students 
to the techniques and skills necessary to become an expert 
detailer.
Prerequisite: COR140 - Using Codes and Standards

CDC310 Writing Door and Frame 
Specifications +
(24 Hours) (72 CEP points)
Door and frame specifications require as much attention to detail 
as other specification sections. Fire-rated openings (both neutral 
and positive pressure tested) require particular attention to 
construction, labeling requirements, reinforcements, hardware 
preparations, glazing and frame anchors. These specifications 
must be carefully coordinated with other specifications to ensure 
the proper materials are provided. This course teaches you how 
to write clear, concise, correct and complete door and frame 
specifications using the Construction Specifications Institute’s 
MasterFormat™ as a guide.
Prerequisite: COR145 - Principles of Specification 
Writing

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

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

EHC415 Writing Electrified Hardware 
SystemsSpecifications
(8 Hours) (24 CEP points)
Electrified hardware systems specifications require coordination 
with mechanical hardware and doors and frames, as well as 
communication, fire alarm, life safety and access control security 
systems. Learn to coordinate  your electrified hardware systems 
specifications throughout the architect’s project manual, using 
the Construction Specifications Institute’s (CSI) MasterFormat™ 
as a guide.
Prerequisite: COR145 - Principles of Specification 
Writing

EHC420 EHC Exam Prep
(16 Hours) (48 CEP points )
This course is designed to walk you through the exercises 
required to complete the EHC certification exam, under exam-like 
conditions. You will leave this class with a firm understanding of 
how to prepare for the EHC exam.
Prerequisites: All courses required to sit for the exam

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

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

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

DAI600 Fire and Egress Door Assembly 
Inspection +
(32 Hours) (96 CEP points)
Please see the applicable pages of DHI’s Education Resource 
Guide for the full DAI600 course description.
Prerequisites: SSC100 - Fundamentals of 
Architectural Doors and Hardware Self-Study 
Course
COR113 - Architectural Hardware and Applications
COR140 - Using Codes and Standards+  Students attending these classes are required to bring reference materials which will per-

tain to the class exercises. Please see DHI’s online Education Resource Guide found at
www.dhi.org for the complete list of required materials.

DHI National Education
Course Descriptions  
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PART 2 of 2

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

Please charge my: Visa  Master Card AMEX 

Card Number_____________________________________________________________________   Expiration Date _______________ / ___________________

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

Signature_______________________________________________________________________________________________________________________

CREDIT CARD BILLING ADDRESS: 

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 $___________

  DHI Member  I.D. Number  ___________________________   Non-Member

Name ______________________________________________________________      Name for Badge _______________________________________________

Title _______________________________________________________________       Company___________________________________________________

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City _____________________________________ Province/ST_____________________________   Zip/Postal Code _____________________________________
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Fire and Egress Door Assembly Inspection

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 
Annual Fire and Egress 
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

DHI CONFERENCE: Sept.16–25
DHI EXPO: Sept.16–17
DHI EDUCATION: Sept.18–25

For more information about this class, its prerequisites, or Conference/school registration details go to: 
www.dhi.org or Contact DHI at 703/222-2010
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You’ve Received Notice of an EEOC  
 Investigation—Now What?
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Y 
ou just received a notice 
that a charge has been filed 
against your company with the 

Equal Employment Opportunity 
Commission (EEOC). What does 
this mean, and what happens next?1

Any individual who believes that 
his or her employment rights have 
been violated may file a charge of 
discrimination with the EEOC. The 
EEOC is an independent federal 
agency that has authority to receive, 
initiate and investigate charges 
of discrimination filed against 
employers who have a statutory 
minimum number of employees.2

There are at least ten types of 
unlawful discrimination in the 
workplace—age, gender, national 
origin, race, religion, retaliation, 
disability and pregnancy, as well as 
a prohibition against sexual harass-
ment. Some state laws provide addi-
tional protection against discrimi-
nation based on sexual orientation, 
gender identity, marital status, 
smoker status, weight status, genetic 
predisposition, carrier status, and 
arrest/conviction records.

The Process. Individuals are 
required to file a charge with the 
EEOC within 180 days from the date 
of an alleged violation of any law 
enforced by the EEOC in order to 
protect his or her rights. This 180-day 
filing deadline is extended to 300 days 

if the charge is also covered by a state 
or local anti-discrimination law. An 
EEOC charge must be lodged before a 
private lawsuit may be filed in court. 

State agencies also have the 
authority to investigate complaints 
of violation of state discrimina-
tion laws. If a charge filed with a 
state or local agency also involves 
a charge covered by federal law, 
the state agency will “dual file” the 
charge with the eeoc to protect 
federal rights. However, the charge 
will normally be retained by the 
state agency for handling. On the 
other hand, if a charge that is filed 
with the EEOC is also covered by 
state or local law, the EEOC dual 
files the charge with the state 
or local agency, and ordinarily 
retains the charge for handling.

Whether the charge has been 
filed with the EEOC or a state or 
local agency, you will be notified 
that a charge of discrimination 
has been filed and will be given 
contact information for the inves-
tigator handling your case. Both 
you and the charging party will be 
asked to provide information. If the 
EEOC does not dismiss the charge 
outright, this does not mean that 
the charge necessarily has merit. 
In some cases, there are simply 
not enough facts upon which to 
dismiss a charge, thus warrant-

ing an investigation. Early in the 
process, the charge may be eligible 
for mediation or settlement, both of 
which are voluntary resolutions.

At this point, you should conduct 
your own investigation to find 
witnesses who can verify your state-
ments. Do not rely upon the EEOC’s 
investigation; the EEOC’s role is to 
fairly and accurately evaluate the 
charge allegations in light of all 
the evidence obtained. You should 
present information which shows 
the allegations are incorrect or do 
not amount to a violation of the law. 
Even if you believe the charge is 
frivolous, you should timely submit 
complete and accurate information.

in some situations, it may be 
prudent to outsource your internal 
investigation—for example, if you 
can’t be objective; if you might be 
called as a witness; if the subject of 
the investigation is an officer; or if 
there are any other factors present 
that might compromise the defense.

During the EEOC investiga-
tion, you will be asked to submit 
a Statement of Position. The state-
ment is your opportunity to tell 
your side of the story. Consequently, 
if you haven’t already consulted 
with an attorney, now is a good 
time to do so to make sure that you 
present your evidence and argu-
ments in the best possible way.
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The EEOC may also ask you to 
respond to a Request for Information, 
which may request copies of person-
nel policies, personnel files, and 
other relevant information. In addi-
tion, you may be requested to permit 
an on-site visit from the EEOC. 
Finally, the EEOC may want you 
to provide contact information for 
employees for witness interviews.

Once the investigation is 
complete, the EEOC will make a 
determination. If the EEOC deter-
mines that there is no reasonable 
cause to believe that discrimina-
tion occurred, the employee will 
be issued a righ-to-sue letter, or a 
“Dismissal and Notice of Rights.” 
This letter gives the employee the 
right to file a lawsuit in federal 
court within 90 days from the 
date of the receipt of the letter.

If the EEOC determines that 
there is reasonable cause to believe 
discrimination has occurred, the 
EEOC will invite the parties to 
seek to resolve the charge through 
an informal process known as 
conciliation. If conciliation fails, the 
EEOC has the authority to enforce 
violations by filing a lawsuit in 
federal court. If the EEOC decides 
not to file suit, the charging party 
will receive a right-to-sue letter 
and may file suit within 90 days.

According to the EEOC, the 
average time it takes to process an 
investigation is about 182 days.

The remedies the EEOC may 
employ if a violation is found 
include requiring posting a notice to 
all employees; requiring corrective 
or preventative actions to cure or 
correct the discrimination; placing 

the victim in the position the victim 
would have occupied had discrimi-
nation not occurred; compensatory 
damages; back pay, with interest, 
and lost benefits; and stopping the 
discriminatory practices involved. 

An Ounce of Prevention. If you 
haven’t been subject to an EEOC 
investigation, or if you have and 
want to take steps to avoid another 
one, there are some basic things you 
can do in conjunction with having 
a solid anti-discrimination policy 
and employee education program. 

First, make sure you have a 
mandatory complaint procedure. 
While this in itself won’t stop allega-
tions of discrimination, a manda-
tory complaint procedure requires 
you to investigate and take imme-
diate corrective action, if neces-
sary. Second, make sure that the 
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complaint procedure is followed for all claims of ille-
gal discrimination, even if you think the complaints 
are lacking in merit or will go away on their own.

Third, conduct exit interviews and follow-up if the 
interview hints at the possibility that a reason for leav-
ing was illegal discrimination because most likely, it is 
not too late to take corrective action. Fourth, be aware 
of patterns. While there may be no official complaint, 
if several people ask to be reassigned within a short 
time frame, you need to do a little digging to make 
sure that the reason isn’t discriminatory conduct.  

Footnotes:
1.  The information provided herein is for general informational purposes only and is not 

intended to constitute legal advice. The local laws of your jurisdiction may vary and you 
should consult with a knowledgeable attorney if undergoing an EEOC investigation.

2.  Title VII of the Civil Rights Act of 1964 applies to employers with 15 or more employees; the 
Age Discrimination in Employment Act applies to employers with 20 or more employees; Title 
I of the Americans with Disabilities Act applies to employers with 15 or more employees.

About the Author: Heidi Abegg is an associate at Webster, Chamberlain 
& Bean—a Washington, DC-based law firm. She can be reached at 
habegg@wc-b.com.

*Members only rate. Price for non-members is $205. Offer valid only through June 30th, 2009. 

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

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

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 Show Floor 

And so much more!

Take advantage of this limited time offer to receive a full 
conference registration package for only $105*!!! That includes 
complete access to:

For more information and to register go to www.dhi.org or 
contact our Member Services department at 703-222-2010. 

REGISTER NOW FOR THE BIGGEST SAVINGS!

DHI’s Stimulus Special makes registration for 
DHI’s 34th Annual Conference and Exposition 

NOW MORE AFFORDABLE THAN EVER!

REGISTER NOW FOR THE BIGGEST SAVINGS!

REG
ISTER N

O
W

FO
R TH

E B
IG

G
EST SAVIN

G
S!

LIMITED TIME OFFER!
Stimulus Special

Through June 30th, 2009
$105/ $205

Advance Special
July 1–31st, 2009

$195/ $295

Standard Rates
After July 31st, 2009

$225/ $325

Egypt
* Nabil Kamal Hanna, AHC
Merryland International 
Corporation
20 2 5753318

England
Patricia K. Wiseman, AHC
1454 631 510

Hong Kong
* Denny W. C. Wong, AHC
852 22 607 227

Peoples Republic of China
* Timothy K. T. Chow, AHC
ASSA ABLOY, Hong Kong, Ltd.
852 22 600 811
* Daoming Zhu, AHC
Ingersoll Rand (China) 
Investment Co., Ltd.
86 212 2081772

Saudi Arabia
Bob Barbulak, AHC/CDC
Al Kuhaimi Metal Industries, Ltd.
966 3 8826010
Khozema Kazi, AHC
966 3 8472777

UAE
Cliff I. Couture, AHC
Ingersoll Rand Security Technologies
971 50 3985219
* Omar Hamoud, AHC
DORMA Gulf Door Controls FZE
971 4 8020400
* Mohammed Salim Ishaq, 
AHC
D Line Middle East & Africa
971 50 2919704
Rob Kalar, AHC
971 4 3313984
* Mounir M. Karam, AHC, PE
Alajmi Engineering Consultants
971 4 2349494

Industry Resource Guide
International Update
Consultants

*�Denotes�participation�in�the��
Continung�Education�Program.



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

Social Networks That Boost Your Business

By Daniel Burrus
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M 
ost people are  
familiar with the term 
“Web 2.0,” which refers to a 

second generation of web develop-
ment and design that focuses on 
fostering social networking via 
the web. Innovative companies are 
beginning to embrace Web 2.0 as 
a way to enhance communication, 
information sharing, and collabora-
tion, thereby allowing them to 
work smarter rather than harder. 

the business use of Web 2.0 repre-
sents a new trend called “Business 
2.0.” aside from being the name of 
a defunct magazine, Business 2.0 
is about using the new web-based 
social networking applications (many 
of which were originally created for 
personal use) in a way that fosters 
teamwork, customer touches, and 
internal and external collabora-
tion in a low-cost seamless way.

Unfortunately, many businesses 
feel that Web 2.0 and social network-
ing are for the younger generation 
and a waste of time when used 
by employees. However, once you 
understand the power of these appli-
cations and how to use them in your 
company, you’ll quickly find that 
they can be invaluable tools to boost 
your bottom line. 

Following is an overview of the 
best Business 2.0 tools.

Personal Tools with  
Business Applicability

Facebook
Personal use: Facebook enables 

you to connect and share with 
the people in your life. Users can 
join networks organized by city, 
workplace, school, and region to 
connect and interact with others. 
people can add friends, send 
them messages, and update their 
personal profiles to notify friends 
about themselves. 

Business 2.0 use: large organizations 
can connect all of their employees, 
or members, with Facebook. some 
are finding an added advantage of 
using an internal, secure version 
of Facebook. this has helped orga-
nizations to dramatically increase 
their internal networking and 
collaboration. 

Ask yourself: Could we use 
Facebook, or our own internal 
version, to get people to collabo-
rate at a higher level?

Twitter
Personal use: Twitter is a micro-

blogging service that allows 
friends, family, and co-workers to 
communicate and stay connected 
through the exchange of short, 
quick answers using no more 
than 140 characters per message. 

■

■

senders can restrict delivery to 
those in their circle of friends 
or co-workers. Users can receive 
updates via the Twitter website 
or other social networking sights 
such as Facebook. Young people 
use Twitter for answering the 
question: What are you doing? 

Business 2.0 use: Business users 
could change that question to: 
What problem are you trying to 
solve? several companies have 
used this as a fast way to solve 
problems. Hotels, airlines, and 
airports are using Twitter to pitch 
services, travel updates, and 
respond to travelers needs. 

Ask yourself: Could we use Twitter 
to solve problems faster with our 
organization or our customers?

Wikipedia
Personal use: Wikipedia is a free 

online encyclopedia that anyone 
can use to find information on 
virtually any topic. anyone can 
edit the content as well. 

Business 2.0 use: a large manufac-
turing company with engineers 
in locations around the world 
increased problem solving 
and collaboration by creating 
an internal, secure version of 
Wikipedia for sharing informa-
tion on parts and service offer-
ings as well as repair and mainte-

■
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nance instructions. Retailers and 
suppliers could create a version 
of Wikipedia to foster education 
and training as well as enhanced 
information sharing. 

Ask yourself: Could we create an 
internal version of Wikipedia 
to foster better information and 
knowledge sharing?

YouTube
Personal use: YouTube is a video 

sharing website where users can 
upload, view, and share video 
clips. YouTube displays a wide 
variety of user-generated video 
content as well as movie clips, 
product demonstrations, and 
commercials. Unregistered users 

■ can watch the videos, while 
registered users can upload an 
unlimited number of videos.

Business 2.0 use: Businesses are 
posting humorous commercial 
videos to generate interest in 
their products with great success. 
The more entertaining it is, the 
more people watch it. Business 
partners could create a YouTube 
like channel for the purpose of 
educating and training. 

Ask Yourself: Could we enhance our 
marketing efforts as well as general 
communication by using YouTube?

Digg
Personal use: Digg is a social news 

web site made for people to 
discover and share content from 
anywhere on the Internet, by 
submitting and accessing links 
and stories. Voting stories thumbs 
up or a thumb down is the site’s 
cornerstone function, respectively 
called digging and burying. 

Business 2.0 use: Many organiza-
tions have found this to be a good 
way to track the most interesting 
advances in technology or the 
most useful business news. Large 
organizations can create their 
own internal version for sharing 
what employees consider to be 
the most useful information. 

Ask yourself: Could we use Digg, or 
our own internal version, to get 
people to share their most inter-
esting and valuable web-based 
information with each other?

Delicious
Personal use: Delicious is a social 

bookmarking web service for 
storing, sharing, and discovering 
web bookmarks. It uses a non-
hierarchical classification system 
in which users can tag each of 
their bookmarks with freely 
chosen index terms. 

■

■
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Business 2.0 use: Business users can 
share their most useful websites 
with co-workers or business 
partners. If a customer purchases a 
product, sellers could share relevant 
bookmarks that keep the customer 
coming back for more information 
and hopefully more products. 

Ask yourself: Could we use 
Delicious to share important new 
web sites faster within our orga-
nization or with our customers?

Visual Communications
Personal use: Visual 

Communications, unlike tradi-
tional video conferencing, uses 
your desktop, laptop, and soon 
your smart phone to hold a quick, 
anytime, anywhere videoconfer-
ence with one or more other 
people. Travelers who must be 
away from home are using their 
laptops in hotel rooms with broad-
band access and free software such 
as Skype and AIM to communicate 
with family and friends to enhance 
their personal connection. 

Business 2.0 use: Businesses are 
discovering the power of Visual 
Communications to enhance the 
connection with their sales force, 
business partners, and customers. 

Ask yourself: Could we use 
Visual Communications to 
enhance communications 
internally and externally?

Purely Business 2.0 Tools

Wiki
A Wiki is a collaborative web page 

or collection of web pages designed 
to enable anyone to create a quick 
web page that allows visitors to 
search the Wiki’s content and edit the 
content in real time, as well as view 
updates since their last visit. Wikis 
are often used to create collaborative 
Web sites and to power community 

■

■

websites. On a moderated Wiki, Wiki 
owners review comments before 
additions to the main body of the 
topic. Additional features include 
calendar sharing, live AV conferenc-
ing, RSS feeds, and more. 
Ask yourself: Could we use Wikis 

to enhance internal and external 
collaboration?

LinkedIn
LinkedIn is a business-oriented 

professional networking website 
for exchanging information, ideas, 
and opportunities. There are over 35 
million registered users spanning 
170 industries actively networking 
with each other. For example, large 
insurance companies use LinkedIn to 
foster networking with their indepen-
dent sales representatives. HR profes-
sionals from all over the world could 
use LinkedIn to share best practices. 
Ask Yourself: Could we use 

LinkedIn to expand our organi-
zational network for enhanced 
knowledge sharing?

Cloud Computing &  
Software As A Service  

In Cloud Computing, some or all 
of the storage, software, IT processes, 
and data center facilities you use can 
exist on your provider’s server, which 
is maintained and cared for by your 
provider, giving you 24/7 access from 
any device anywhere. The cost of 
upgrading hardware and software, 
maintenance, and associated IT labor 
costs can be dramatically reduced 
or eliminated. Currently, the ideal 
organization would be any size 
company that’s facing big invest-
ments in computing and communica-
tions infrastructure. For example, 
Amazon.com can give you an entire 
e-commerce back end. Software as a 
Service (SaaS) such as SalesForce.com 
has a CRM package, SciQuest has 
a spend management package, and 

■

■

Google, Microsoft and others have a 
suite of offerings. 
Ask yourself: Could we use Cloud 

Computing & Software as a service 
to streamline our IT needs?

Gain a New Competitive Advantage

By reframing the use of social 
networking technology, companies 
can increase communication, 
collaboration, problem solving, and 
competitive advantage with little 
cost. Remember, many of these tools 
are free or nearly free, making them 
accessible to even the smallest of 
businesses. Therefore, the sooner 
you embrace Business 2.0 and put it 
to work for you, the faster you can 
penetrate new markets and win the 
lion’s share of business.  

About the Author: Daniel Burrus is CEO of 
Burrus Research and author of six books, including 
the highly acclaimed “Technotrends.” Over the past 
two decades he has established a worldwide reputa-
tion for his exceptional record of accurately pre-
dicting the future of technological change and its 
direct impact on the business world. Dan monitors 
global advancements in technology driven trends 
to help clients better understand how technological, 
social and business forces are converging to create 
enormous, untapped opportunities. For more infor-
mation, please visit: www.burrus.com

In the second part of this article, I 
will touch on a couple more areas that 
require your attention. Take advantage 
of this time to position yourself for the 
eventual change in economy. Do the 
work now and you will be miles ahead 
in the future. 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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How to Ramp Up Cash Flow and The Most Profitable Sales
By Abe WalkingBear Sanchez

Old military funny money finds new life in business
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D 
uring this time of� 
dropping sales and extended 
delays in credit customers’ 

payments, an old idea is reborn.
During the Vietnam War, u.s. 

troops and sailors in Asia were 
paid in funny money, i.e., mPC 
(military payment certificate). This 
funny money which was also called 
“monopoly money” was in use until 
1973. You could convert mPCs to us 
dollars upon leaving a designated 
mPC zone, but while in these zones, 
all you could do with it was go to 
the Post exchange or ship’s store and 
convert it to the local currency. mPC 
in Vietnam had pictures of movie 
stars on it and i can’t remember for 
sure but i think the marilyn monroe 
was on the $20 bill.

interesting, but what does this 
have to do with improved cash flow 
and more sales?

Companies sometimes offer credit 
customers a 2-10-n30 payment term, 
i.e., the customer can take a 2% 
discount off the invoice amount if they 

pay it within 10 days. otherwise, the 
full invoice amount is due in 30 days— 
the idea being to spur cash flow.

Any customer not taking advan-
tage of a 2-10-n30 early pay discount 
fails to do so for one of two reasons:
1.  They don’t have the financial 

ability to do so… no money
2.  the sales and credit guys failed 

to explain that a 2-10-n30 is 
worth a 37.24% Annual rate of 
return…where else can you get a 
37.24% return with no risk?

Formula:
 Discount %        X                              365                          
100%-Discount %  Total Days  Discount 
 Pay Due Days

=              2              X             365              
 100 - 2% 30 - 10 Days

=               .02           X             365              
 .98  20

=        .0204         X          18.25

=          37.24%  Annual Rate

The	Problem

there’s a problem with early pay 
discounts in that sometimes custom-
ers will cut a check for payment on 
an invoice, deduct 2% on the 10th 
day, but then not release the check 
until the 30th day or the 60th day 
thus defeating the very reason why 
the discount was offered in the first 
place… and further creating addi-
tional work and cost for both seller 
and customer in the pursuit of the 
unearned discount. i’ve never liked 
2-10-n30 terms for these reasons.

The	Best	of	MPCs	and		
Early	Pay	Discounts

there is a way to use an early pay 
discount to improve cash flow and 
also bring the customer back to buy 
again, thus gaining the most profit-
able sale—the repeat sale.

Instead of offering a 2-10-N30 
term a business can send out, along 
with an invoice, a VCDC; (a Valued 
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Customer Discount Certificate) for 
2% of the invoice amount… and 
they can put the selling company’s 
CEO’s picture or the selling 
salesperson’s picture on the certifi-
cate… or Marilyn Monroe’s picture. 
Each VCDC would carry the same 
number as the invoice it applies to 
and thus would be easy to track.

The VCDC would clearly state 
that if the invoice the VCDC applies 
to is paid within 10 days of the 
invoice date, the customer can use 
the VCDC on their next purchase. 
If a customer pays in 15 days, cut 
them some lack and accept the 
VCDC…on that next most profitable 
purchase—the repeat.

The end result? Improved cash flow 
and repeat sales.

All too often we walk a mental 
rut, we do the same things over and 
over again in the same way, until 
the rut becomes a mental trench, 
and then we think we can see the 
horizon for oncoming danger or for 
new business opportunities when, 
in effect, all we really see is a wall. 
And that’s not to say that a trench 
can’t be comfortable and easy to 
navigate, but God help you if things 
change and the walls give way.

During this time of dropping 
sales and extended delays in credit 
customers’ payments, an old idea is 

reborn, and to those with the cour-
age and sense to take advantage go 
the spoils, i.e., improved cash flow 
and more repeat sales.  

About the Author: Abe WalkingBear is an 
International Speaker/Trainer/Consultant on 
the subject of cash flow/sales enhancement and 
business knowledge organization and use. Co-
Founder of www.profitinnercircle.com, and 
President of abewalkingbear.com, he is the author 
of Profit Centered Credit and Collections 
1999, co-author of STAFDA’s Foundations of a 
Business 2007, and co-author of the new inter-
national book, The Best Kept Profit Secret: The 
Executive’s Guide to Transforming a Cost 
Center 2009. http://www.thebestkeptprofitsecret.
com/home.html 
Walkingbear has authored hundreds of business 
articles, has worked with numerous companies 
in a wide range of industries since 1982 and has 
spoken at many venues including the Shakespeare 
Globe Theater in London. A hard hitting and 
fast paced speaker, he brings life and energy to a 
critical business function whose true potential has 
yet to be realized by most businesses.

©	Copyright	2009	Zapata	Corp	DBA:	abewalkingbear.
com.		www.abewalkingbear.com.	All	Rights	Reserved.

 The most profitable sale is the repeat sale.
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Now is the Time to Sharpen the Saw (Part 1)

By Jason Bader
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A 
few weeks ago, I had an� 
interesting conversation with 
a childhood friend who just 

happens to be one of my distribution 
clients. we were at a wedding and 
started to talk about his business. I 
knew that his revenues were down 
considerably and the order activity 
was slow. he mentioned that he had 
read a couple of my past articles and 
those from other industry consultants. 
He said that he was finally getting 
a chance to catch up on his strategic 
thinking. n�ow that he isn’t running 
around like a chicken with his head 
cut off, he is taking advantage of the 
slower pace to position the business 
for an eventual economic turnaround. 
n�ow is the time to sharpen the saw.

I have been hearing a lot of nega-
tive comments about business in 
general, mostly from talking heads 
in the media. I read about negative 
statistics and indicators in the news. 
The airwaves and even my in-box 
is full of negative reinforcement. 
fortunately, on Main street, I have 
found a little optimism for the small 
business owner. Rather than worry 
about things you have little control 
over, concentrate on making strategic 
changes where you can. 

Dust off that old operations 
manual and start looking at your 
business practices. did the abun-
dant sales of the last few years cause 

you to become sloppy? have you 
developed a little spare tire around 
middle management? n�ow that you 
aren’t struggling to keep up with 
the order process, it’s time to whip 
that business back into shape. 

Rather than becoming over-
whelmed with the whole organiza-
tion, start looking at functional pieces. 
since the majority of my background 
and experience resides in distributor 
operations, I will confine my thoughts 
to these areas. Believe me, there is 
no shortage of people who will tell 
you how to improve sales. I just don’t 
happen to be one of them.

Inventory	Accuracy

wouldn’t it be way cool if what 
the computer said we had on the 
shelf was actually what we had on 
the shelf? Crazy thought. Most of us 
think our accuracy is pretty good 
because our dollar variance was 
minimal when we took our annual 
count. dollar variances are for bean 
counters. don’t get me wrong, I 
respect the accounting side of any 
business. I just think that dollar 
variances are misleading. we should 
look at unit variances to get a more 
honest snapshot of accuracy.

go out into your warehouse and 
count 50 items at random. how 
many of your counts were exactly 

what the system said you should 
have on the shelf? I would venture 
a guess that your accuracy percent-
age is a lot lower than you thought. 
Many distributors have accuracy 
around 50 or 60 percent when we 
measure the hard way. 

Inaccuracy in inventory hurts 
you in several ways. It will force 
your customer service people to go 
count the shelves when a customer 
orders a quantity close to what the 
system says we have. If you don’t 
believe me, just ask your people. 
Bad counts can hurt you from the 
buying side as well. what are all 
the replenishment calculations 
based on? Chances are your buyers 
bring in a little extra because they 
don’t want to be caught short if the 
system was off. Sales people don’t 
climb up their backside if there 
is a little surplus on the shelf. 

If you don’t want to continue 
subsidizing these practices, imple-
ment a cycle counting program. 
annual inventory counts are 
wrought with inaccuracy. The 
only way to truly take charge of 
your shelf stock is to inspect the 
shelves on a daily basis. My former 
business partner used to refer to 
cycle counting as “penicillin for the 
distribution industry”. It is amazing 
how many ailments this discipline 
will cure in your warehouse. 
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Surplus Inventory

Most distributors have at least 30 
percent more inventory than they 
will ever need to achieve a very 
high customer service level. The 
biggest problem is that we have not 
taken the time to analyze where 
to trim the fat. One of the biggest 
concerns is the surplus found in our 
slow moving items.

I tend to find surplus in items 
with fewer sales hits in a calendar 
year. Hits should not be confused 
with units sold. I am referring to 
the number of times the item in 
question appears on a sales order. A 
solid indicator of excess inventory is 
the number of months on hand. 

Start by running a list of items 
with fewer than 10 annual hits. Next, 
analyze how many months of inven-

tory you have on hand for each of 
these unpopular items. Zero in on 
those items with more than six months 
on hand. Finally, rank these items by 
current dollars invested. Your targets 
will be at the top of the list.

Take a look at where you set 
your safety stock levels. Are you 
applying safety stock to items 
that your customers are not 
interested in? I would argue that 
half of your stocking items do 
not need any safety stock. Run a 
hits ranking and target the items 
on the bottom half of the list. 

For those of you with branch loca-
tions, look for surpluses caused by 
manufacturer buying requirements. 
I would often find that the manu-
facturer required me to buy 12 of a 
certain hand tool at time of order, 
but I was only selling one or two per 

month. Would it make more sense 
for me to bring in fewer of these 
items via transfer from another loca-
tion? It has been my experience that 
you will find your greatest pockets 
of surplus the further away from the 
mother ship you go. 

Branch location surpluses can add 
up when we are trying to replenish 
directly from the supplier. Freight 
prepaid levels can be a large contribu-
tor. Do freight prepaid levels have 
to be the same at all your locations? 
Several years ago, I successfully 
negotiated a reduced freight prepaid 
for my smaller locations. In return, I 
increased the target level order, essen-
tially giving them a higher freight 
prepaid, for my larger locations. Not 
every supplier will have this kind of 
flexibility, but all I did was ask.

Since 1909, Brey-Krause has been manufacturing high-quality commercial washroom 

accessories. Our products are ADA compliant and 100% made in the U.S.A. We offer a 

comprehensive line of grab bars, mirrors, hooks, shower accessories, and security products, 

available in a variety of  nishes and powder-coated colors.  For quality products and 

unmatched service, trust the company that has been satisfying customers for 100 years.

Learn more at www.breykrause.com or contact us at 610-867-1401
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PEOPLE

C.R. Laurence Co. Inc. (CRL)  
Announces Four Promotions

C.R. Laurence Co. Inc., (CRL), a global sup-
plier to the glazing, railing, architectural, 
construction, industrial, and automotive 
industries, is pleased to announce the 
following promotions:

Tina Olivares has been promoted to 
the posit ion of 
Manager of the 
Customer Services 
Department. Prior 
to this promotion, 
she served as Online 
Support Manager. 
Tina has been with 

CRL for seventeen years, and has over 21 
years of experience in the glass industry. 

Yolanda Cabadas has been promoted 
to the position of 
Manager of CRL’s 
Online Suppor t 
D e p a r t m e n t . 
Y o l a n d a  h a s 
worked in sales 
and customer ser-
vice throughout 

her ten years with the company - five years 
with the Online Support Department, 
which supports the growing number of 

customers utilizing 
crlaurence.com. 

Joe Finamore has 
been appointed 
Purchasing Agent 
for International 
P u r c h a s i n g . 
Immediately prior 

to this appointment, Joe worked in CRL’s 
Purchasing Department in several areas, 
including manufacturing and Canadian 
vendor accounts. A CRL employee for close 
to four years, Joe holds a B.A. in Business 

from Chapman University’s Argyros 
School of Business and Economics. 

Francisco Ruelas, 
h a s  b e e n  p r o -
moted to the posi-
tion of Assistant 
Branch Manager of 
CRL’s Elgin, Illinois 
Branch that serves 
the Chicago area 

and parts of the Midwest. Francisco has 
been with the company for five years, 
and has extensive experience in the 
warehouse and with customer service 
and order entry. Francisco joins Harry 
Kuffel, Branch Manager, and Matt Cratty, 
also Assistant Branch Manager, as part of 
the branch management team.

For additional information, contact CRL 
at (800) 421-6144 in the United States and 
Canada, or (323) 588-1281 from outside 
the United States and Canada, or visit the 
company’s web site at crlaurence.com.

Krieger announces new role to increase level 
of customer service. 

Krieger Specialty 
P r o d u c t s  h a s 
a n n o u n ce d  t h a t 
t h e  c o m p a n y ’ s 
South Region Sales 
Manager, Mr. Bob 
Carpenter AHC, will 
take on a new role 

as Technical Consultant starting April 1, 
2009. In his new role, Mr. Carpenter will 
be responsible for developing national 
sales strategies, handling customer 
inquiries, providing support to regional 
sales associates, guiding marketing tac-
tics and enhancing the overall customer 
experience with the company’s brand, 
products and services. 

The Southern territory previously 
represented by Mr. Carpenter has been 
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divided among Krieger’s established 
sales team. Mr. Bob McCluney from 
Krieger’s headquarters in California will 
handle Arizona, New Mexico and Utah. 
Mr. Richard Adams, the Midwest Sales 
Manager, will handle Alabama, Louisiana, 
Mississippi, Oklahoma and Texas. And, 
Mr. Ken Kuzman, the Northeast Sales 
Manager, will handle Florida, Georgia, 
North Carolina and South Carolina.

In his new role, Mr. Carpenter will be 
also be responsible for the coordination 
and delivery of the company’s AIA, DHI, 
and CSI accredited continuing educa-
tion courses, as well as staying informed 
of regulatory decisions, changes in 
standards, market trends and economic 
conditions. For more information vvisit 
www. kriegerproducts.com

Products

Access	Solutions	To	Safeguard	Hospital	
Equipment,	Patients	&	Staff

Today, Alarm Lock is continuing the tra-
dition of providing dependable stand-
alone access locks to hospitals around 
the country. Our HIPPA compliant locks 
safeguard patient data with date and 
time audit trail and protects hospital 
staff, patients, medical records, medica-
tion storage areas, expensive equipment 
and restricted areas with ease.

The DL/PDL4100 locks are equipped 
with a privacy button that allow hospital 

staff to feel secure in sleeping rooms, 
file rooms, single occupancy restrooms, 
dressing rooms and executive offices 
while locking out unauthorized users. 
These ADA compliant locks are fully 
accessible to the disabled and are Grade 
1 BHMA certified to withstand repeated 
use and wear. PIN or PIN/Prox user codes 
and cylindrical or mortise locking styles 
combined with 500 scheduled events 
and 40,000 audit trail. Visit www.alarm-
lock.com or contact a Customer Service 
Representative today at 1-800-252-5625 
to learn more. 

corPorAtE corNEr

GANA	Glazing	Manual	50th	Anniversary	
Edition	Goes	on	Sale

The Glass Association of North America 
(GANA) announced today that its new 
GANA Glazing Manual is now available 
for sale on its website. The Manual, a spe-
cial 50th Anniversary Edition update and 
the first update in five years, represents 
the rapidly evolving glass and glazing 
industry in terms of technology, prod-
ucts and terminology. Additionally, the 
50th Anniversary Edition of the GANA 
Glazing Manual is also the first to include 
completely original full color illustrations 
throughout the publication.

The three-dimensional full color illus-
trations throughout the Manual give the 
reader a much better understanding of 

the technolo-
g i e s ,  t e r m s 
and concepts 
d i s c u s s e d 
than in  the 
previous ver-
sion. The illus-
trations were 
created and 
rendered by 
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Portland-based The Facade Group, LLC for GANA. The Manual 
is available to GANA members for $35 and non-members for 
$70. It is available in print and CD-Rom versions on the GANA 
website at www.glasswebsite.com/publications.

SA Baxter Wins Interior Design Magazine’s  
BEST OF YEAR PRODUCT DESIGN AWARD 

S A  B a x t e r  h a s 
rocked the archi-
tectural hardware 
industry. By mar-
r y i n g  a g e - o l d 
techniques bor-
rowed from the 
jewelry and sculp-
t u r e  i n d u s t r i e s 

to 21st century advances, SA Baxter is able to give customers 
unprecedented freedom in design.

A foundry/atelier, each product is hand crafted by artisans. 
SA Baxter has 200 designs and continues to introduce new 
lines from its own design team and renowned designers and 
architects. Its architectural suite Nita won Interior Design’s 
2008 Best of Year Product Design Award.

SA Baxter’s foundry makes possible the use of lost-wax cast-
ing which, along with its rapid-prototyping system, opens up 
a vast new universe for designers. With this groundbreaking 
approach, SA Baxter can fully customize to client specifications. 
The results are more intricate and refined products, faster turn-
arounds and the most extensive choice of metals and finishes.

Overly now offers exclusive Quick Ship Service

Shipment options are for 10, 15, and 35 days from date of pur-
chase order acknowledgement. A complete listing of Overly’s 
Quick Ship features and a link to download the Order Form can 
be found at www.overly.com. Please check with the factory for 
capacity available, along with price and shipping charges, prior 
to finalizing your order.

Overly also offers its Door Data System that is perfect for 
those who don’t need approval drawings for their doors and 
windows. When the forms have been completed and checked 
by Overly’s staff for accuracy and hardware compatibility, final 
copies are issued. For more information, visit www.overly.com 
or email overly@overly.com.
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toll–free 1-888-680-9990  I  fax 1-888-680-1998
www.albanyhardware.com

Albany Hardware
stocks Rixson closers, 

pivots and stops. 
Complete units and
replacement parts.

Rixson Model 27
Offset Floor Closer

Rixson Model 117-1/2
Offset Pivot

Featuring...
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Abbreviations and Symbols (1983)
A comprehensive list of recommended industry identifications as they appear in hardware schedules, specifications and most 
industry literature.

$5.50 $8.50

Basic Architectural Hardware (1985)

Technical booklet generically highlighting principal architectural hardware products and explaining theoretical use. Includes 
illustrations and a detailed glossary of industry terms.

$8.50 $12.50

Hardware for Healthcare Facilities (1993)
This handbook is intended for use by consultants, healthcare facilities management and maintenance staffs, architects, and 
hardware consultants, to assist them in selecting and specifying the proper hardware for these facilities. 

$11.00 $16.50

Installation Guide for Doors and Hardware (1984) $22.00 $22.00

Keying Systems and Nomenclature (1989)
Explains theory of keying, how to establish key systems and industry-accepted standardization of terms and key symbols. Also 
includes recommendations for various building types.

$11.00 $16.50

Processing Hardware for Custom Aluminum Entrances (1990)
Relates the procedure for coordination of architectural hardware and custom aluminum doors.

$3.50 $5.00

Recommended Locations for Builders’ Hardware Custom Steel Doors & Frames (1996) $2.00 $3.00

Recommended Locations for Architectural Hardware for Standard Steel Doors & Frames (2004) $2.00 $3.00

Recommended Locations for Architectural Hardware for Flush Wood Doors (1993) $2.00 $3.00

Recommended Procedures for Processing Hardware Schedules and Templates (1989)
Relates procedures to reduce problems in coordination of hardware, doors, frames and templates between related 
products and trades.

$3.00 $4.50

Sequence and Format for the Hardware Schedule (1996)
Outlines content, sequence, format and methods of schedule preparation.

$5.50 $8.50

COMPLETE SET DHI Handbooks with Binder $60.00 $91.00

DHI TECH TALKS QTY. MEMBER REGULAR TOTAL

A series of concise reviews covering architectural hardware products and procedures. The bulletins have been prepared by 
experts in their fields and reflect in-depth analysis of the subject matter.

ASD-1 Aluminum Storefront Doors (1990) $2.00 $3.00

BH-1 Butts and Hinges (1998) $3.00 $4.50

CH-1 Continuous Hinges (1998) $3.00 $4.50

DS-92 Door Specification Writing (1992) $5.00 $7.50

EAH-91 Electrified Architectural Hardware (1998) $2.00 $3.00

ED-1 Exit Devices (1998) $3.00 $4.50

EL-1 Electromagnetic Locks (1998) $5.00 $7.50

FC-1 Concealed Floor Closers (2000) $3.00 $5.00

HMP Hollow Metal Frame Profiles (1998) $4.00 $6.00

HTL-92 Hotel/Motel Hardware and Keying (1992) $2.00 $3.00

MK-1 Masterkeying (1999) $2.00 $3.00

P-1 Pivots (1999) $1.00 $1.50

PH-1 Protective Hardware (1998) $1.00 $1.50

SDC-92 Surface Door Closers (2000) $3.00 $4.50

SP-1 Hardware Specification Writing (1990) $5.00 $7.50

WS-1/REV Gasketing and Thresholds (2000) $3.00 $4.50

COMPLETE SET DHI Tech Talks  (ASD-1 thru WS-1) $47.00 $71.00

DHI Handbooks/DHI Tech Talks SUBTOTAL $

FAX: 703/222-2410 MAIL TO: Door and Hardware Institute,14150 Newbrook Dr., Ste 200, Chantilly, VA 20151-2232
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TECHNICAL LITERATURE ORDER FORMS

REV _03/31/09
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ALL ORDERS MUST BE PREPAID.
NOTE: All orders to addresses within the U.S. Postal Zone Systems shipped United Parcel Service. Overseas and Canadian shipments will be billed additional postage and may experience a short delay.

* You will be contacted by DHI with regards to our shipping options (Canadian and International Shipping Only). Make all checks or money orders payable (in U.S. dollars) to: Door and Hardware Institute.
Prices subject to change without notice. Allow 3–4 weeks for delivery.

Customer Information

NAME: MEMBER ID:

TITLE: COMPANY:

STREET ADDRESS: (no P.O. Box numbers, please)

CITY: STATE/PROVINCE: ZIP/POSTAL: COUNTRY:

PHONE: FAX: E-MAIL:

Shipping address if different than above:

STREET ADDRESS: (no P.O. Box numbers, please)

CITY: STATE/PROVINCE: ZIP/POSTAL: COUNTRY:

Billing information

Check / Money order enclosed  Visa MasterCard American Express

Card Number: Exp. Date:

Card Holder’s Name (Print): Authorized Signature

Billing address if different than above:

STREET ADDRESS: (no P.O. Box numbers, please)

CITY: STATE/PROVINCE: ZIP/POSTAL: COUNTRY:

(Office Use Only)HOW TO CALCULATE SHIPPING
(Excluding the $12.00 charge for shipping each 

Self-Study Course CD-ROM.) COMBINED SUBTOTAL $

$ Value of Order $ ADD to Subtotal 5% Tax (VA only) $

Up to 24.99 4.00 Domestic SHIPPING $

25.– 49.99 5.00 Canadian & International
*SHIPPING

$50. – 74.99 6.00

75. – 99.99 7.00 TOTAL ORDER
U.S. Funds

$Over 100. 7% of order

SECTION SUBTOTAL

DHI Handbooks/DHI Tech Talks $

Foundation Publications $

Miscellaneous Publications/NFPA/CSI $

ANSI/BHMA Standards/ICC $

(Required for delivery confirmation)

FAX: 703/222-2410 MAIL TO: Door and Hardware Institute,14150 Newbrook Dr., Ste 200, Chantilly, VA 20151-2232

Bulk Order Pricing**: Discount applies to publications 
such as: DHI Handbooks, DHI Tech Talks, and/or DHI’s Self-
Study Course (SSC100). Discount does not apply to Foundation,  
NFPA, ANSI/BHMA, CSI, or ICC publications.

QUANTITY ORDERED % PRICE REDUCTION

1 - 9 copies No discount. Full “DHI Member” Price
10 - 30 copies 10% Discount on “DHI Member” Price
31 - 50 copies 20% Discount on “DHI Member” Price
51+ copies                      25% Discount on “DHI Member” Price

** Discount for bulk order pricing is based on an order of “10 or 
more” of a single eligible publication.
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DHI HANDBOOKS QTY. MEMBER REGULAR TOTAL

Abbreviations and Symbols (1983)
A comprehensive list of recommended industry identifications as they appear in hardware schedules, specifications and most 
industry literature.

$5.50 $8.50

Basic Architectural Hardware (1985)

Technical booklet generically highlighting principal architectural hardware products and explaining theoretical use. Includes 
illustrations and a detailed glossary of industry terms.

$8.50 $12.50

Hardware for Healthcare Facilities (1993)
This handbook is intended for use by consultants, healthcare facilities management and maintenance staffs, architects, and 
hardware consultants, to assist them in selecting and specifying the proper hardware for these facilities. 

$11.00 $16.50

Installation Guide for Doors and Hardware (1984) $22.00 $22.00

Keying Systems and Nomenclature (1989)
Explains theory of keying, how to establish key systems and industry-accepted standardization of terms and key symbols. Also 
includes recommendations for various building types.

$11.00 $16.50

Processing Hardware for Custom Aluminum Entrances (1990)
Relates the procedure for coordination of architectural hardware and custom aluminum doors.

$3.50 $5.00

Recommended Locations for Builders’ Hardware Custom Steel Doors & Frames (1996) $2.00 $3.00

Recommended Locations for Architectural Hardware for Standard Steel Doors & Frames (2004) $2.00 $3.00

Recommended Locations for Architectural Hardware for Flush Wood Doors (1993) $2.00 $3.00

Recommended Procedures for Processing Hardware Schedules and Templates (1989)
Relates procedures to reduce problems in coordination of hardware, doors, frames and templates between related 
products and trades.

$3.00 $4.50

Sequence and Format for the Hardware Schedule (1996)
Outlines content, sequence, format and methods of schedule preparation.

$5.50 $8.50

COMPLETE SET DHI Handbooks with Binder $60.00 $91.00

DHI TECH TALKS QTY. MEMBER REGULAR TOTAL

A series of concise reviews covering architectural hardware products and procedures. The bulletins have been prepared by 
experts in their fields and reflect in-depth analysis of the subject matter.

ASD-1 Aluminum Storefront Doors (1990) $2.00 $3.00

BH-1 Butts and Hinges (1998) $3.00 $4.50

CH-1 Continuous Hinges (1998) $3.00 $4.50

DS-92 Door Specification Writing (1992) $5.00 $7.50

EAH-91 Electrified Architectural Hardware (1998) $2.00 $3.00

ED-1 Exit Devices (1998) $3.00 $4.50

EL-1 Electromagnetic Locks (1998) $5.00 $7.50

FC-1 Concealed Floor Closers (2000) $3.00 $5.00

HMP Hollow Metal Frame Profiles (1998) $4.00 $6.00

HTL-92 Hotel/Motel Hardware and Keying (1992) $2.00 $3.00

MK-1 Masterkeying (1999) $2.00 $3.00

P-1 Pivots (1999) $1.00 $1.50

PH-1 Protective Hardware (1998) $1.00 $1.50

SDC-92 Surface Door Closers (2000) $3.00 $4.50

SP-1 Hardware Specification Writing (1990) $5.00 $7.50

WS-1/REV Gasketing and Thresholds (2000) $3.00 $4.50

COMPLETE SET DHI Tech Talks  (ASD-1 thru WS-1) $47.00 $71.00

DHI Handbooks/DHI Tech Talks SUBTOTAL $

FAX: 703/222-2410 MAIL TO: Door and Hardware Institute,14150 Newbrook Dr., Ste 200, Chantilly, VA 20151-2232
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ALL ORDERS MUST BE PREPAID.
NOTE: All orders to addresses within the U.S. Postal Zone Systems shipped United Parcel Service. Overseas and Canadian shipments will be billed additional postage and may experience a short delay.

* You will be contacted by DHI with regards to our shipping options (Canadian and International Shipping Only). Make all checks or money orders payable (in U.S. dollars) to: Door and Hardware Institute.
Prices subject to change without notice. Allow 3–4 weeks for delivery.

Customer Information

NAME: MEMBER ID:

TITLE: COMPANY:

STREET ADDRESS: (no P.O. Box numbers, please)

CITY: STATE/PROVINCE: ZIP/POSTAL: COUNTRY:

PHONE: FAX: E-MAIL:

Shipping address if different than above:

STREET ADDRESS: (no P.O. Box numbers, please)

CITY: STATE/PROVINCE: ZIP/POSTAL: COUNTRY:

Billing information

Check / Money order enclosed  Visa MasterCard American Express

Card Number: Exp. Date:

Card Holder’s Name (Print): Authorized Signature

Billing address if different than above:

STREET ADDRESS: (no P.O. Box numbers, please)

CITY: STATE/PROVINCE: ZIP/POSTAL: COUNTRY:

(Office Use Only)HOW TO CALCULATE SHIPPING
(Excluding the $12.00 charge for shipping each 

Self-Study Course CD-ROM.) COMBINED SUBTOTAL $

$ Value of Order $ ADD to Subtotal 5% Tax (VA only) $

Up to 24.99 4.00 Domestic SHIPPING $

25.– 49.99 5.00 Canadian & International
*SHIPPING

$50. – 74.99 6.00

75. – 99.99 7.00 TOTAL ORDER
U.S. Funds

$Over 100. 7% of order

SECTION SUBTOTAL

DHI Handbooks/DHI Tech Talks $

Foundation Publications $

Miscellaneous Publications/NFPA/CSI $

ANSI/BHMA Standards/ICC $

(Required for delivery confirmation)

FAX: 703/222-2410 MAIL TO: Door and Hardware Institute,14150 Newbrook Dr., Ste 200, Chantilly, VA 20151-2232

Bulk Order Pricing**: Discount applies to publications 
such as: DHI Handbooks, DHI Tech Talks, and/or DHI’s Self-
Study Course (SSC100). Discount does not apply to Foundation,  
NFPA, ANSI/BHMA, CSI, or ICC publications.

QUANTITY ORDERED % PRICE REDUCTION

1 - 9 copies No discount. Full “DHI Member” Price
10 - 30 copies 10% Discount on “DHI Member” Price
31 - 50 copies 20% Discount on “DHI Member” Price
51+ copies                      25% Discount on “DHI Member” Price

** Discount for bulk order pricing is based on an order of “10 or 
more” of a single eligible publication.



REV _03/31/09

ANSI/BHMA STANDARDS QTY. PRICE TOTAL

This series covers specific categories of product standards. Performance tests and dimensional requirements have been established to ensure safety, security and stability.

ANSI/BHMA A156.1 Butts and Hinges (2006) $36.00

ANSI/BHMA A156.2 Bored and Preassembled Locks and Latches (2003) $36.00

ANSI/BHMA A156.3 Exit Devices (2008) $36.00

ANSI/BHMA A156.4 Door Controls-Closers (2000) $36.00

ANSI/BHMA A156.5 Auxiliary Locks and Associated Products (2001) $36.00

ANSI/BHMA A156.6 Architectural Door Trim (2005) $36.00

ANSI/BHMA A156.7 Template Hinge Dimensions (2003) $36.00

ANSI/BHMA A156.8 Door Controls-Overhead Stops and Holders (2005) $36.00

ANSI/BHMA A156.9 Cabinet Hardware (2003) $36.00

ANSI/BHMA A156.10 Power Operated Pedestrian Doors (2005) $36.00

ANSI/BHMA A156.11 Cabinet Locks (2004) $36.00

ANSI/BHMA A156.12 Interconnected Locks/Latches (2005) $36.00

ANSI/BHMA A156.13 Mortise Locks and Latches Series 1000 (2005) $36.00

ANSI/BHMA A156.14 Sliding and Folding Door Hardware (2007) $36.00

ANSI/BHMA A156.15 Closer/Holder/Release Devices (2006) $36.00

ANSI/BHMA A156.16 Auxiliary Hardware (2008) $36.00

ANSI/BHMA A156.17 Self-closing Hinges and Pivots (2004) $36.00

ANSI/BHMA A156.18 Materials and Finishes (2006) $36.00

ANSI/BHMA A156.19 Power Assist & Low Energy Operated Doors (2007) $36.00

ANSI/BHMA A156.20 Strap/Tee Hinges/Hasps (2006) $36.00

ANSI/BHMA A156.21 Thresholds (2006) $36.00

ANSI/BHMA A156.22 Door Gasketing and Edge Seal Systems (2005) $36.00

ANSI/BHMA A156.23 Electromagnetic Locks (2004) $36.00

ANSI/BHMA A156.24 Delayed Egress Locking Systems (2003) $36.00

ANSI/BHMA A156.25 Electrified Locking Devices (2007) $36.00

ANSI/BHMA A156.26 Continuous Hinges (2006) $36.00

ANSI/BHMA A156.27 Power/Manual-Operated Revolving Pedestrian Doors (2003) $36.00

ANSI/BHMA A 156.28 Keying Systems $36.00

ANSI/BHMA A156.29 Exit Locks and Alarms (2007) $36.00

ANSI/BHMA A156.30 High Security Cylinders (2003) $36.00

ANSI/BHMA A156.31 Electric Strikes and Frame Mounted Actuators (2007) $36.00

ANSI/BHMA A156.32 Integrated Door Opening Assemblies (2008) $36.00

ANSI/BHMA A156.115 Hardware Preparations In Steel Doors (2006) $36.00

ANSI/BHMA A156.115w Hardware Preparations In Wood Doors (2006) $36.00

Directory of Certified Products $60.00

COMPLETE SET of 33 ANSI/BHMA A156 SeriesStandards with Binder (Includes Directory of Certified Products) $713.00

ANSI/BHMA Standards/ICC SUBTOTAL $

FAX: 703/222-2410 MAIL TO: Door and Hardware Institute,14150 Newbrook Dr., Ste 200, Chantilly, VA 20151-2232

INTERNATIONAL CODE COUNCIL (ICC) PUBLICATIONS QTY. PRICE TOTAL

2006 International Building Code (soft cover) Product #3000S06 $105.00

2009 International Building Code (soft cover) Product #3000S09 $109.25

2009 International Fire Code (soft cover) Product #3400S09   $89.00

ICC/ANSI A117.1-2003 Accessible & Usable Buildings/Facilities   $33.00

NOW AVAILABLE! International Code Council (ICC) Publications
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FAX: 703/222-2410 MAIL TO: Door and Hardware Institute,14150 Newbrook Dr., Ste 200, Chantilly, VA 20151-2232

FOUNDATION FOR THE ADVANCEMENT OF LIFE SAFETY & SECURITY PUBLICATIONS QTY. PRICE TOTAL

AHJ’s Guide Swinging Fire Doors with Builders Hardware—Annual Safety Inspections (2007). 
Overview of requirements of the 2007 edition of NFPA 80, Standard for Fire Doors and Other Opening Protectives and how 
they affect the fi re door assemblies installed in the buildings and facilities they are responsible for maintaining or inspect-
ing.  Explains the Authority Having Jurisdiction (AHJ)’s respective roles in the care and maintenance of swinging fi re door 
assemblies with builders hardware. 

Owner’s Guide: Swinging Fire Doors with Builder’s Hardware—Annual Safety 
Inspections (2007). Overview of requirements of the 2007 edition of NFPA 80, Standard for Fire Doors and Other Open-
ing Protectives and how they affect the fi re door assemblies installed in the buildings and facilities they are responsible for 
maintaining or inspecting.  Explains the Building Owner’s respective roles in the care and maintenance of swinging fi re door 
assemblies with builders hardware. 

Reference Guide for Inspecting Swinging Fire Doors with Builders Hardware (2008).  Provides
AHJs, owners, and property management personnel with step-by-step instructions for accurately evaluating swinging fi re 
doors with builders hardware.  Helps owners determine when they might require the services of professional inspectors.

MISCELLANEOUS PUBLICATIONS QTY. MEMBER REGULAR TOTAL

DHI Education Resource Guide. Includes a wealth of information including explanations of DHI’s Education 
and Certifi cation Program, complete descriptions of each training course, and lists of required courses for 
each diploma or professional certifi cation. Available online at www.dhi.org.

FREE FREE

2008 DHI Membership Directory
Indispensable reference of addresses, phone numbers, fax numbers and e-mail addresses of DHI members.

$35.00 $150.00

2008 DHI Industry Resources Guide 
This handy desktop reference guide includes nearly 700 industry manufacturers as well as a detailed product 
index. PLUS! Complete DHI Certifi ed Consultant Directory AND Industry Distributors Listing!

$15.00 $30.00

Fundamentals of Architectural Doors and Hardware
Self-Study Course (SSC100) CD-ROM Self-Study Series.
Provide your staff (newcomers or veterans) with a formal education in the basics of our industry. Delivered in convenient, 
high-speed CD-ROM format, this training tool utilizes state-of-the-art graphics, video, illustrations and sound to bring 
the most current architectural openings technology to your training library. 

$325.00 $425.00

Aluminum Stile Door Service and Repair — Jake Jakubuwski
Learn about aluminum stile door service and repair with this comprehensive manual. Understand the mechanics of 
servicing aluminum stile doors and the hardware found on these doors. Includes complete detailed illustrations and easy 
to understand text to help learn service techniques and procedures. 

$150.00 $200.00

Basic Electricity — John Schum
Learn about the basics to get a better understanding of electricity and electronics.

$34.00 $45.00

Electronic Locking Devices — John Schum
Enhance your knowledge about electronic products and their coordination within a door control system. $34.00 $45.00

Wiring Diagrams — John Schum $40.00 $59.00

The Project Resource Manual–CSI Manual of Practice (ISBN: 0-07-137008-4) $295.00 $349.00

Wood Door Standards WDHS-1 through WDHS-5 (1996)
A set of recommendations for the furnishing and installation of wood doors. SET CONTAINS:
DHI-WDHS-1 Template Book Criteria for Wood Doors (1996)
DHI-WDHS-2 Recommended Fasteners for Wood Doors (1996)
DHI-WDHS-3 Recommended Hardware Locations for Wood Flush Doors (1996)
DHI-WDHS-4 Machining Doors for Hardware Defi nition of Responsibilities (1996)
DHI-WDHS-5 Recommended Hardware Reinforcement Locations for Mineral Core Wood Flush Doors (1996)

$8.00 $12.00

NATIONAL FIRE PROTECTION ASSOCIATION (NFPA) QTY. PRICE TOTAL

NFPA 80: Standard for Fire Doors and Other Opening Protectives, 2007 Edition. $39.50

NFPA 101®: Life Safety Code®, 2009 Edition. Work with the latest rules for fi re-safe
design and construction. Includes important requirements for annual inspections of door openings. $82.50

NFPA 101: Life Safety Code®, 2006 Edition. 
Provides the basis of fi re and life safety in new and existing structures $82.50

NFPA 105: Standard for the Installation of Smoke Door 
Assemblies and Other Opening Protectives, 2007 Edition. $30.50

Foundation and/or Miscellaneous Publications/NFPA SUBTOTAL $ _______________

Additional Shipping for this 
item $12

Bulk Order Pricing Now Available! Order 10 or 
more copies of a single eligible publication and 
get an additional discount on the price. See page 
1 of the order form for complete details! 
The MORE you order, the more you SAVE!

ENSURE YOUR FUTURE!
Learn how the Door Assembly Inspection 

Program can benefi t your career & your business.  
www.dhi.org

AHJ or Owner’s Guide
1 to 10 copies $40.00 ea.
11-125 copies $20.00 ea.
126 - 350 copies   $15.00 ea. 
351 - 500 copies  $13.00 ea. 
over 500 copies $10.00 ea.

MEMBER REGULAR

Reference Guide
1 to 10 copies $65.00 ea.
21 to 150 copies   $20.00 ea.
151 to 350 copies $25.00 ea. 
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ANSI/BHMA STANDARDS QTY. PRICE TOTAL

This series covers specific categories of product standards. Performance tests and dimensional requirements have been established to ensure safety, security and stability.

ANSI/BHMA A156.1 Butts and Hinges (2006) $36.00

ANSI/BHMA A156.2 Bored and Preassembled Locks and Latches (2003) $36.00

ANSI/BHMA A156.3 Exit Devices (2008) $36.00

ANSI/BHMA A156.4 Door Controls-Closers (2000) $36.00

ANSI/BHMA A156.5 Auxiliary Locks and Associated Products (2001) $36.00

ANSI/BHMA A156.6 Architectural Door Trim (2005) $36.00

ANSI/BHMA A156.7 Template Hinge Dimensions (2003) $36.00

ANSI/BHMA A156.8 Door Controls-Overhead Stops and Holders (2005) $36.00

ANSI/BHMA A156.9 Cabinet Hardware (2003) $36.00

ANSI/BHMA A156.10 Power Operated Pedestrian Doors (2005) $36.00

ANSI/BHMA A156.11 Cabinet Locks (2004) $36.00

ANSI/BHMA A156.12 Interconnected Locks/Latches (2005) $36.00

ANSI/BHMA A156.13 Mortise Locks and Latches Series 1000 (2005) $36.00

ANSI/BHMA A156.14 Sliding and Folding Door Hardware (2007) $36.00

ANSI/BHMA A156.15 Closer/Holder/Release Devices (2006) $36.00

ANSI/BHMA A156.16 Auxiliary Hardware (2008) $36.00

ANSI/BHMA A156.17 Self-closing Hinges and Pivots (2004) $36.00

ANSI/BHMA A156.18 Materials and Finishes (2006) $36.00

ANSI/BHMA A156.19 Power Assist & Low Energy Operated Doors (2007) $36.00

ANSI/BHMA A156.20 Strap/Tee Hinges/Hasps (2006) $36.00

ANSI/BHMA A156.21 Thresholds (2006) $36.00

ANSI/BHMA A156.22 Door Gasketing and Edge Seal Systems (2005) $36.00

ANSI/BHMA A156.23 Electromagnetic Locks (2004) $36.00

ANSI/BHMA A156.24 Delayed Egress Locking Systems (2003) $36.00

ANSI/BHMA A156.25 Electrified Locking Devices (2007) $36.00

ANSI/BHMA A156.26 Continuous Hinges (2006) $36.00

ANSI/BHMA A156.27 Power/Manual-Operated Revolving Pedestrian Doors (2003) $36.00

ANSI/BHMA A 156.28 Keying Systems $36.00

ANSI/BHMA A156.29 Exit Locks and Alarms (2007) $36.00

ANSI/BHMA A156.30 High Security Cylinders (2003) $36.00

ANSI/BHMA A156.31 Electric Strikes and Frame Mounted Actuators (2007) $36.00

ANSI/BHMA A156.32 Integrated Door Opening Assemblies (2008) $36.00

ANSI/BHMA A156.115 Hardware Preparations In Steel Doors (2006) $36.00

ANSI/BHMA A156.115w Hardware Preparations In Wood Doors (2006) $36.00

Directory of Certified Products $60.00

COMPLETE SET of 33 ANSI/BHMA A156 SeriesStandards with Binder (Includes Directory of Certified Products) $713.00

ANSI/BHMA Standards/ICC SUBTOTAL $

FAX: 703/222-2410 MAIL TO: Door and Hardware Institute,14150 Newbrook Dr., Ste 200, Chantilly, VA 20151-2232

INTERNATIONAL CODE COUNCIL (ICC) PUBLICATIONS QTY. PRICE TOTAL

2006 International Building Code (soft cover) Product #3000S06 $105.00

2009 International Building Code (soft cover) Product #3000S09 $109.25

2009 International Fire Code (soft cover) Product #3400S09   $89.00
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FAX: 703/222-2410 MAIL TO: Door and Hardware Institute,14150 Newbrook Dr., Ste 200, Chantilly, VA 20151-2232

FOUNDATION FOR THE ADVANCEMENT OF LIFE SAFETY & SECURITY PUBLICATIONS QTY. PRICE TOTAL

AHJ’s Guide Swinging Fire Doors with Builders Hardware—Annual Safety Inspections (2007). 
Overview of requirements of the 2007 edition of NFPA 80, Standard for Fire Doors and Other Opening Protectives and how 
they affect the fi re door assemblies installed in the buildings and facilities they are responsible for maintaining or inspect-
ing.  Explains the Authority Having Jurisdiction (AHJ)’s respective roles in the care and maintenance of swinging fi re door 
assemblies with builders hardware. 

Owner’s Guide: Swinging Fire Doors with Builder’s Hardware—Annual Safety 
Inspections (2007). Overview of requirements of the 2007 edition of NFPA 80, Standard for Fire Doors and Other Open-
ing Protectives and how they affect the fi re door assemblies installed in the buildings and facilities they are responsible for 
maintaining or inspecting.  Explains the Building Owner’s respective roles in the care and maintenance of swinging fi re door 
assemblies with builders hardware. 

Reference Guide for Inspecting Swinging Fire Doors with Builders Hardware (2008).  Provides
AHJs, owners, and property management personnel with step-by-step instructions for accurately evaluating swinging fi re 
doors with builders hardware.  Helps owners determine when they might require the services of professional inspectors.

MISCELLANEOUS PUBLICATIONS QTY. MEMBER REGULAR TOTAL

DHI Education Resource Guide. Includes a wealth of information including explanations of DHI’s Education 
and Certifi cation Program, complete descriptions of each training course, and lists of required courses for 
each diploma or professional certifi cation. Available online at www.dhi.org.

FREE FREE

2008 DHI Membership Directory
Indispensable reference of addresses, phone numbers, fax numbers and e-mail addresses of DHI members.

$35.00 $150.00

2008 DHI Industry Resources Guide 
This handy desktop reference guide includes nearly 700 industry manufacturers as well as a detailed product 
index. PLUS! Complete DHI Certifi ed Consultant Directory AND Industry Distributors Listing!

$15.00 $30.00

Fundamentals of Architectural Doors and Hardware
Self-Study Course (SSC100) CD-ROM Self-Study Series.
Provide your staff (newcomers or veterans) with a formal education in the basics of our industry. Delivered in convenient, 
high-speed CD-ROM format, this training tool utilizes state-of-the-art graphics, video, illustrations and sound to bring 
the most current architectural openings technology to your training library. 

$325.00 $425.00

Aluminum Stile Door Service and Repair — Jake Jakubuwski
Learn about aluminum stile door service and repair with this comprehensive manual. Understand the mechanics of 
servicing aluminum stile doors and the hardware found on these doors. Includes complete detailed illustrations and easy 
to understand text to help learn service techniques and procedures. 

$150.00 $200.00

Basic Electricity — John Schum
Learn about the basics to get a better understanding of electricity and electronics.

$34.00 $45.00

Electronic Locking Devices — John Schum
Enhance your knowledge about electronic products and their coordination within a door control system. $34.00 $45.00

Wiring Diagrams — John Schum $40.00 $59.00

The Project Resource Manual–CSI Manual of Practice (ISBN: 0-07-137008-4) $295.00 $349.00

Wood Door Standards WDHS-1 through WDHS-5 (1996)
A set of recommendations for the furnishing and installation of wood doors. SET CONTAINS:
DHI-WDHS-1 Template Book Criteria for Wood Doors (1996)
DHI-WDHS-2 Recommended Fasteners for Wood Doors (1996)
DHI-WDHS-3 Recommended Hardware Locations for Wood Flush Doors (1996)
DHI-WDHS-4 Machining Doors for Hardware Defi nition of Responsibilities (1996)
DHI-WDHS-5 Recommended Hardware Reinforcement Locations for Mineral Core Wood Flush Doors (1996)

$8.00 $12.00

NATIONAL FIRE PROTECTION ASSOCIATION (NFPA) QTY. PRICE TOTAL

NFPA 80: Standard for Fire Doors and Other Opening Protectives, 2007 Edition. $39.50

NFPA 101®: Life Safety Code®, 2009 Edition. Work with the latest rules for fi re-safe
design and construction. Includes important requirements for annual inspections of door openings. $82.50

NFPA 101: Life Safety Code®, 2006 Edition. 
Provides the basis of fi re and life safety in new and existing structures $82.50

NFPA 105: Standard for the Installation of Smoke Door 
Assemblies and Other Opening Protectives, 2007 Edition. $30.50

Foundation and/or Miscellaneous Publications/NFPA SUBTOTAL $ _______________

Additional Shipping for this 
item $12

Bulk Order Pricing Now Available! Order 10 or 
more copies of a single eligible publication and 
get an additional discount on the price. See page 
1 of the order form for complete details! 
The MORE you order, the more you SAVE!

ENSURE YOUR FUTURE!
Learn how the Door Assembly Inspection 

Program can benefi t your career & your business.  
www.dhi.org

AHJ or Owner’s Guide
1 to 10 copies $40.00 ea.
11-125 copies $20.00 ea.
126 - 350 copies   $15.00 ea. 
351 - 500 copies  $13.00 ea. 
over 500 copies $10.00 ea.

MEMBER REGULAR

Reference Guide
1 to 10 copies $65.00 ea.
21 to 150 copies   $20.00 ea.
151 to 350 copies $25.00 ea. 
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DHI GOES GREEN
WITH THIS YEAR’S CONFERENCE EDUCATION SESSSIONS

 Sept.18–25

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:

UNDERSTANDING THE GREEN PRODUCT MARKETPLACE, 
ELIMINATING GREENWASH AND THE IMPORTANCE OF 
THIRD PARTY VALIDATION

UNDERSTANDING FSC CHAIN OF CUSTODY CERTIFICATION

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”

DHI_Conf Ed_Green Classes_09_DHI+CSI.indd   1 5/5/09   4:27 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

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, relo-
cation 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 con-
tract hardware and door distributor 
is looking for experienced estima-
tors. AHC/CDC is a plus, but not 
required. Must have estimating ex-
perience in hardware, hollow metal 
and wood doors. Good communica-
tion skills are a must. 

Excellent benefits include generous 
profit sharing plan, family health in-
surance, 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

Location,  Location,  Location!
 Help Wanted

 Positions Wanted

Businesses 
for Sale

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

contact: Cathy DeCenzo • 703-766-7026

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

1/4 Location Ad 4/c—Jan 08



DHI Member I.D. # _______________________ E-mail (for shipment tracking info):  _____________________________________

First Name     M.I.    Last Name

Company          Phone (area code)    

Street Address                         Suite/Apt. No. 

City      State/Province   Country          Zip/Country Code

 PAYMENT:     Check enclosed, payable in U.S. dollars to: DHI
     Please charge my:    Visa        Master Card        AMEX        

Card Number:                     Expiration Date: _____/_____

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

Signature:

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

City      State/Province   Country          Zip/Country Code

MAIL THIS FORM WITH PAYMENT TO:
 DHI, 14150 Newbrook Drive, Suite 200, Chantilly, VA 20151-2232
FAX THIS FORM TO: (credit card payments only)
 703/222-2410
QUESTIONS?
 Call DHI Member Services at 703/222-2010

     Complete 15 Lesson Course on CD-ROM
        ^for shipping costs outside the U.S. and Canada, please contact DHI Member Services at 703/222-2010

                  SUBTOTAL              

                                           Sales Tax: VA Residents add 5%

                    

GRAND TOTAL

MEMBER* Non-MEMBER            TOTAL
$325.00** x _____ $425.00 x _____  

01/2008

*  Employees of DHI Corporate Members are eligible to purchase course at the DHI member rate.
** For  bulk orders, please contact DHI Member Services at 703/222-2010 for “quantity discounts.”

DHI Use Only

PAYMENT INFORMATION

SHIPPING INFORMATION

Fundamentals of Architectural 
Doors and Hardware
Self-Study Course (SSC100)
Order Form

CD-ROM Shipping & Handling    $12.00^              $12.00^        $12.00^

BILLING ADDRESS:         Check if same as shipping address. If di� erent, please note “billing address” below:

Door and Hardware Institute
14150 Newbrook Dr. Suite 200
Chantilly, VA 20151-2232

Module 1: Fundamentals of Architectural Hardware

Lesson 1

Materials and 
Finishes

Describes the common 
metals, materials, and � nishes 
used in builders hardware.

Teaches students how to use industry standard 
symbols for communicating the direction door 
leaves swing when they write hardware sets, 
door schedules, and factory orders.

Introduces students to the builders 
hardware items used to carry the 
weight of the door leaves and the 
hardware items attached to them.

Focuses on the di� erent types of 
builders hardware locks and latches 
used to secure door openings.

Explains the di� erence between panic hardware 
and � re exit hardware devices and teaches students 
when and how exit devices are used to meet the 
life safety requirements of building, � re, and life 
safety codes.

Describes the di� erent types of door bolts used 
to secure the inactive leaves of pairs of doors.

Explains the di� erent types of cylinders used in 
builders hardware and provides students with a 
working understanding of pin tumbler cylinders 
as well as how masterkeying is designed to provide 
convenience to the building’s occupants.

Describes surface mounted and concealed door 
closers that are used to control the opening and 
closing speeds of door leaves.

Teaches students the various products 
(e.g., protection plates, door pulls, edge 
guards) that are used to protect door openings 
from being dented and scratched.

Lesson 2

Hand the 
Door

Lesson 3

Hang the 
Door

Lesson 4

Secure the Door- 
Locks and Latches

Lesson 5

Secure the Door- 
Exit Devices

Lesson 6

Secure the Door- 
Door Bolts

Lesson 7
Secure the Door- 

Cylinders & 
Keying

Lesson 8

Control the 
Door

Lesson 9

Protect the 
Door

Module 2: � e Architectural Door

Lesson 1

Architectural 
Wood Doors

Students learn the terminology, components, 
and materials used to manufacture � ush and 
stile and rail architectural wood doors.

Lesson 2
Introduces students to the terminology, 
components, and materials used to 
manufacture hollow metal doors and frames.

Hollow Metal 
Doors and Frames

Module 3: Fundamentals in Practice

Lesson 1
Electri� ed 

Architectural 
Hardware

Provides students with a base-level understanding 
of the principles of basic electricity and how it is 
used to modify the functions of builders hardware 
items to enhance accessibility and maintain 
security in today’s buildings.

Lesson 2

Lesson 3

Lesson 4

Introduces students to  the many codes and 
standards that a� ect architectural door openings, 
with a focus on NFPA 80, NFPA 101, and 
ICC A117.1.

Teaches students how to read blueprints and 
speci� cations and introduces students to 
hardware schedules.

Explains how preparing hardware submittals, 
marking and packaging doors, frames, and hardware 
items sets the stage for good jobsite service during 
the course of the project.

Codes and
Standards

Blueprint Reading, 
Speci� cations & 

Scheduling

Jobsite 
Service

Purpose: � is course is designed to be an introduction to the world of 
Architectural Doors and Builders Hardware to those who have less than 
two years of experience in the industry or who have limited exposure to 
the broad range of products used in this industry.
     � is course is also an excellent refresher for industry veterans who 
want to refamiliarize themselves with the areas they do not focus on on a 
daily basis.

Door and Hardware Institute
14150 Newbrook Drive, Suite 200
Chantilly, VA 20151-2232
www.dhi.org

FUNDAMENTALS OF ARCHITECTURAL 
DOORS AND HARDWARE SELF-STUDY COURSE
SSC100 (30 CEP points)
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metals, materials, and � nishes 
used in builders hardware.

Teaches students how to use industry standard 
symbols for communicating the direction door 
leaves swing when they write hardware sets, 
door schedules, and factory orders.

Introduces students to the builders 
hardware items used to carry the 
weight of the door leaves and the 
hardware items attached to them.

Focuses on the di� erent types of 
builders hardware locks and latches 
used to secure door openings.

Explains the di� erence between panic hardware 
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when and how exit devices are used to meet the 
life safety requirements of building, � re, and life 
safety codes.

Describes the di� erent types of door bolts used 
to secure the inactive leaves of pairs of doors.

Explains the di� erent types of cylinders used in 
builders hardware and provides students with a 
working understanding of pin tumbler cylinders 
as well as how masterkeying is designed to provide 
convenience to the building’s occupants.

Describes surface mounted and concealed door 
closers that are used to control the opening and 
closing speeds of door leaves.

Teaches students the various products 
(e.g., protection plates, door pulls, edge 
guards) that are used to protect door openings 
from being dented and scratched.

Lesson 2

Hand the 
Door

Lesson 3

Hang the 
Door

Lesson 4

Secure the Door- 
Locks and Latches

Lesson 5

Secure the Door- 
Exit Devices

Lesson 6

Secure the Door- 
Door Bolts

Lesson 7
Secure the Door- 

Cylinders & 
Keying

Lesson 8

Control the 
Door

Lesson 9

Protect the 
Door

Module 2: � e Architectural Door
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Architectural 
Wood Doors

Students learn the terminology, components, 
and materials used to manufacture � ush and 
stile and rail architectural wood doors.

Lesson 2
Introduces students to the terminology, 
components, and materials used to 
manufacture hollow metal doors and frames.
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Doors and Frames

Module 3: Fundamentals in Practice

Lesson 1
Electri� ed 

Architectural 
Hardware

Provides students with a base-level understanding 
of the principles of basic electricity and how it is 
used to modify the functions of builders hardware 
items to enhance accessibility and maintain 
security in today’s buildings.
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Lesson 3

Lesson 4

Introduces students to  the many codes and 
standards that a� ect architectural door openings, 
with a focus on NFPA 80, NFPA 101, and 
ICC A117.1.

Teaches students how to read blueprints and 
speci� cations and introduces students to 
hardware schedules.

Explains how preparing hardware submittals, 
marking and packaging doors, frames, and hardware 
items sets the stage for good jobsite service during 
the course of the project.

Codes and
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Scheduling

Jobsite 
Service

Purpose: � is course is designed to be an introduction to the world of 
Architectural Doors and Builders Hardware to those who have less than 
two years of experience in the industry or who have limited exposure to 
the broad range of products used in this industry.
     � is course is also an excellent refresher for industry veterans who 
want to refamiliarize themselves with the areas they do not focus on on a 
daily basis.

Door and Hardware Institute
14150 Newbrook Drive, Suite 200
Chantilly, VA 20151-2232
www.dhi.org

FUNDAMENTALS OF ARCHITECTURAL 
DOORS AND HARDWARE SELF-STUDY COURSE
SSC100 (30 CEP points)



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!
Go to www.dhi.org.
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.

Education_LMS Launch_full pg avd1   1 5/1/09   12:32:42 PM
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I 
n the NFPA 101, 2009 Edition, under 8.3 Fire 
Barriers, the following paragraphs 8.3.3 Fire Doors 

and Windows through 8.3.3.11.2 address the require-
ments of fire protection rated glazing materials.
8.3.3 Fire Doors and Windows.
8.3.3.5 Fire protection-rated glazing shall be permit-
ted in fire barriers having a required fire resistance 
rating of 1 hour or less and shall be of an approved 
type with the appropriate fire protection rating for 
the location in which the barriers are installed.
8.3.3.7 Fire resistance-rated glazing complying with 
8.3.2.1.1 shall be permitted in fire doors and fire 
window assemblies in accordance with their listings.
8.3.3.8 Wired glass of ¼ in. (6mm) thickness and 
labeled for fire protection purposes shall be permit-
ted to be used in approved opening protectives, 
provided that the maximum size specified by the 
listing is not exceeded. Other glazing materials that 
have been tested and labeled to indicate the type of 
opening to be protected for fire protection purposes 
shall be permitted to be used in approved opening 
protectives in accordance with their listing, with the 
maximum sizes tested.
8.3.3.9 Non symmetrical fire protection-rated glazing 
systems shall be tested with each face exposed to the 
furnace, and the assigned fire protection rating shall 
be that of the shortest duration obtained from the two 
tests conducted in compliance with NFPA 257, Standard 
on Fire Test for Window and Glass Block Assemblies; 
ASTM E 2010, Standard Test Method for Positive Pressure 
Fire Tests of Window Assemblies; or ANSI/UL 9, Standard 
for Fire Tests of Window Assemblies.
8.3.3.10 The total combined area of glazing in fire-
rated window assemblies and fire-rated door assem-
blies used in fire barriers shall not exceed 25 percent 

of the area of the fire barrier that is common with 
any room, unless the installation meets one of the 
following criteria:

The installation is an existing fire window 
installation of wired glass and other fire-
rated glazing material in approved metal 
frames.
The installation is an existing fire window 
installation of wired glass and other fire-
rated glazing materials in approved frames.
The fire protection-rated glazing material is 
installed in approved existing frames.

8.3.3.11 Fire protection-rated glazing shall bear 
identification as described in 8.3.3.11.1 or 8.3.3.11.2 
and shall be permanently affixed.
8.3.3.11.1 Fire protection-rated glazing used in doors 
shall bear a four-part identification in the form of D 
– H (or NH) – T (or NT) – XXX, with the component 
parts defined as follows:

D, which indicates that the glazing is to be 
used in fire door assemblies and that the 
glazing meets the fire protection requirements 
of NFPA 252, Standard Methods of Fire Tests of 
Door Assemblies.
H, which indicates that the glazing meets 
the hose stream requirements of the test 
standard
NH, which indicates that the glazing does 
not meet the hose stream requirements of the 
test standard
T, which indicates that the glazing has a max-
imum transmitted temperature endpoint of 
not more than 450°F (250°C) above ambient 
at the end of 30 minutes of standard fire test 
exposure

1.

2.

3.

1.

2.

3.

4.

tech tip
do you know?

Fire Doors and Windows

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!
Go to www.dhi.org.
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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90tech tip
do you know?

NT, which indicates that the glazing does not 
have a temperature rise rating
XXX, which is the placeholder that specifies 
the fire protection rating period, in minutes

8.3.3.11.2 Fire protection-rated glazing used in fire 
resistance-rated walls and partitions shall bear the 
identification OH-XXX, which is defined as follows:

OH indicates that the glazing meets both the 
fire protection and the hose stream require-
ments of NFPA 257, Standard on Fire Test for 

5.

6.

1.

Window and Glass Block Assemblies; ASTM E 
2010, Standard Test Method for Positive Pressure 
Fire Tests of Window Assemblies; or ANSI/UL 9, 
Standard for Fire Tests of Window Assemblies; and 
is permitted to be used in openings.
XXX indicates the fire protection rating period, 
in minutes, that was tested.

You can find standard product features and fire rating 
classification markings and impact-safety ratings 
through industry manufacturers.

2.

1.  Glazing material shall be permitted in fire doors 
when tested with what standard?

2.  Only labeled fire-resistance rated glazing material 
shall be used in fire door assemblies.

 q True q False

3.  What do the following fire-protection glazing 
identification components indicate?

 H __________________________________________

 T ___________________________________________

 D __________________________________________

 NH ________________________________________

4.  Fire windows are classified by an hourly rating 
designation.

 q True q False

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.

midwestwholesale.com

Missouri
800 821 8527

Florida
800 659 8527

California
888 707 8527

Pennsylvania
800 821 8527 or 800 659 8527
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“The Friendly Hardware Wholesaler”

Spring Special through June 21, 2009!!
Midwest Wholesale is pleased to announce the addition of 
the SARGENT® product line. All SARGENT® orders will be 

discounted at 50/15 and the freight is on us!*

SARGENT®

50/15%

Free Freight*

*Limited time offer through June 21, 2009 discount applies to all SARGENT products, Free Freight applies specifi cally to SARGENT orders on ground freight.  
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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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