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Fire Door Assembly Inspection

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

door assemblies are now required on 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 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

Next Opportunity to Secure Your Future... 
Door Assembly Inspection Class (DAI600) Conducted at

 school registration details go to:  or 

SM
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F 
irst of all, the good news for our industry is 
that members of the Door and Hardware 
Institute in North America are predomi-

nantly focused on commercial business, not 
residential. As I am sure you are well aware, the 
residential market turndown started in 2007 and 
has still not recovered. Hopefully, the shoring up of 
the financials positions of Fannie Mae and Freddie 
Mac and lower interest rates may have some posi-
tive impact on mortgage availability and the result 
will be positive for residential construction at some 
point. McGraw Hill Construction’s Outlook 2009 
Industry Forecast and Trends predicted less of a 
decrease compared to the last two years—however, 
full recovery is another matter. Most economists in 
our country are targeting mid to late 2010 before we 
see a healthy residential construction market. 

I say good news for our members because 
commercial construction is not as immediately 
volatile as residential construction enabling us 
time to prepare for a turndown. Why? The fact is 
that it takes longer to complete most commercial 
projects—from funding to final construction—
than residential. It is much easier to put on hold 
residential construction in reaction to a decrease 
in demand. Fortunately commercial construction 
is not as directly tied to immediate demand for 
the property. For instance, if the need for a school 
has been determined and the project has received 
funding, then a slower economy is not going to 
stop that project. Does demand have some impact 
on commercial projects? Of course, but compared 
to residential construction, it is not as immediate. 

This phenomenon allows those in the commercial 
construction channel plenty of time to recognize 
warning signals of an eminent turndown. A smaller 
backlog and fewer projects to bid are excellent indica-
tors to warn companies of a turndown, allowing them 
sufficient time to prepare their companies for change. 

Second, our products are delivered to the project 
during the final stages of construction. This also 
allows our industry time to heed warning signals 
in advance of actual decreases. This is evidenced 

in our industry as many are still enjoying solid 
revenues at this time (January 2009). In dialogu-
ing with both distributors and manufacturers 
throughout the fall and into early 2009, a consis-
tent message was conveyed. “Our business is still 
good.” “We look to finish off a strong fiscal year 
(2008).” “Backlogs throughout the first quarter of 
2009 are solid and we are still seeing encourag-
ing bidding activity.” “We believe the first two 
quarters of 2009 will be fine but anticipate future 
change at some point.”

So what will happen beyond the first two quar-
ters of 2009? In reading numerous articles, review-
ing economic forecast such as the McGraw Hill 
Construction’s Outlook 2009 Industry Forecast and 
Trends report, and those communications produced 
by the economist of various banks, I conclude that 
a downturn is eminent and will be severe and 
longer than most recessions we have experienced 
in modern times. Since the Great Depression, 
recessions (defined as two quarters of a decrease 
in Gross Domestic Product GDP) typically last 
9—12 months. McGraw predicts a decrease in every 
major commercial sector: (prediction by dollars) 
multifamily down 6%; commercial buildings down 
12%; institutional buildings down 3%; manufactur-
ing buildings down 32%; public works down 5%; 
public utilities down 30%. It is not a very encourag-
ing report. Furthermore, due to the lag time of the 
impact of the financial decrease on commercial 
projects as noted above, unfortunately commercial 
construction will not return as quickly, once we 
start to see an improvement of GDP—residential 
will. I believe that the last two quarters of 2009 will 
be hard for our industry and that this will spill 
over into at least the first two quarters of 2010.

Our government continues to identify and imple-
ment strategies to return consumer confidence and 
health. Unfortunately, as this is not your typical 
recession, many strategies are not having an imme-
diate and successful impact. For instance, the $700 
billion rescue package to acquire risky mortgages 

This Recession is Different

i n  t o u c h

By Jerry S. Heppes, Sr., CAE 

continues on page 74
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B 
eing a success in spite of the 
economy. Profiting despite the difficult 
times.

I recently attended a distributor conference to 
hear about some of the things distributors can do, 
some of the attitudes that they can convene, and 
some of the leading indicators to look for that will 
signal our economy has turned the corner.

Here are a few of the highlights, as shared by a 
well-respected economist – keeping in mind that 
he was talking about the economy in general:
n  Look for leading indicators to start turning 

positive in 2009.
n  The economy will begin to turn positive before 

the effects of a stimulus package are felt.
n  The last 3-6 months has become real in terms of 

a recession.
n  The past six months have been rough – the next 

six months will be rougher.
Granted, the overall mood in the room was less 

than upbeat. But, it’s not to say that I didn’t walk 
out of that meeting with information that would 
make each of you feel positive about what lies 
ahead. 

This industry can play a leadership role in help-
ing to maintain a positive outlook in the months 
ahead, continuing to do business in areas that 
are counter-cyclical or largely unaffected by the 
economic downturn. A couple of those areas 
mentioned that touch our industry are higher 
education, health care and security-related issues 
across the entire economy. Certainly, the fire-door 
inspection initiative continues to gain momentum 
and, specific to this industry, could help a distrib-
utor company ‘weather the storm.’ 

As all industries continue to work their way 
through this economic downturn, attendees were 

given a list of C’s to guide the decision making 
process in the months ahead:
1.  Capital expenditures and decisions relating to 

those capital expenditures.
2.  Consolidate, closely watching for landmines in 

cherished segments.
3.  Core areas of ‘we have always done it that way.’
4.  Change, or else the economic/company rela-

tionship remains the same. This includes geog-
raphy, products, services -- the need for efforts 
into new markets.

5.  Competitive advantages. Definable value 
propositions to absolutely avoid becoming a 
commodity provider.

6.  Communication. The need to lead, inspire and 
provide hope to employees/customers through 
the clear communication of ‘the plan’.

7.  Courage
8.  Character: core values, caring, support of chari-

table organizations

Reread	#5	and	#�.	

We must remain competitive by defining our 
value propositions as a business, as an association 
and as a Foundation. We need to continue to make 
clear to all of our customers why we exist, and 
what benefits there are to doing business with us. 
We cannot become a commodity provider—unless 
we are going to be successful on price alone.

One point made very clear is that capitalism 
played a positive role in fueling the economy 
these past eight years. (Greed is an article topic for 
another day). Support of the Foundation is to be 
commended. Everyone in this industry recognizes 
that this support is above and beyond the normal 

Being Upbeat in a  
   Down Economy

By Bill Johnson, Managing Director, 

Foundation for the Advancement of Life Safety and Security

l i fe  safet y  &  secur it y  FOUNDATION

Bill Johnson can be reached at bjohnson@dhi.org or (703) 766-7039. 
For more information on the Foundation, please visit www.
lifessafetysecurity.org.
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Top Notch is ready to fill your order today! We offer same-day 
shipping from our vast inventory of architectural hardware products,
so you don’t have to wait.

Experience our smooth, fast and efficient ordering process. Your
customers will appreciate your efficient service because of Top Notch.

Contact Top Notch and give us a try – we have an inventory of 
knowledge as well as product … just ask the questions!

• Professional Keying Staff

• Personalized sales with a knowledgeable
TND service representative

• Complete product support during and after the sale

Call the Experts. 
Experience the Difference! Call Top Notch Today!

continues on page 63
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he highly coordinated terrorist attacks in MuMbai, india,  
have, once again, raised concerns about the preparedness and response capabilities of 
government and private-sector organizations, as well as the role of building security in 
protecting people and assets from terrorist acts around the world. Clearly, the terrorists 
took a hard look at soft targets and adjusted their tactics accordingly to hit the easy marks.

Although the details remain sketchy and may not be available in the near future, 
news reports about the Mumbai events provide basic information. It appears that 
a group of about 10 to 15 young men arrived by sea in small boats and docked at a 
pier—unobserved by local authorities, but noticed by a local fisherman. There, they 
unloaded packs of equipment and weaponry to be used in their carefully planned 
assaults. They chose soft targets in Mumbai’s financial and tourism center, not heavily 
secured or visibly fortified, as an embassy might be. The group was familiar with the 
daily operations and layouts of the hotels and public spaces that were targeted, indi-
cating that they’d been there before, and possibly had floorplans and drawings.

The buildings and public spaces selected for attacks included lobbies, atriums, and 
open areas that facilitated killing large numbers of Westerners and local citizens, using 
guns for point-blank assassinations. Venues on the hit list included two luxury hotels, 
a train station, a hospital, an outdoor café frequented by Westerners, and a Jewish 
community center. The attackers specifically sought out those who held American and 
British passports. The siege continued for several days, until Indian security forces 
gained control of the situation.

Unlike the September 2008 massive truck bomb that devastated the Marriott Hotel in 
Islamabad, Pakistan, the Mumbai assault didn’t include improvised explosive devices 

A Hard Look at Soft 
Targets and Tactics
By BarBara a. Nadel, FaIa

The coordinated assaults in Mumbai with deadly weapons 
raise many issues about public safety in open spaces and 
private venues. But, if the latest U.S. intelligence reports are 
correct, biological and nuclear attacks are likely by 2013, 
requiring a different response from the buildings industry.

Mumbai Aftermath:

T
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(IEDs). Media reports indicate 
that both hotels, the Oberoi and 
the Taj Mahal, had some warning 
that terrorist attacks were possible, 
especially after the Islamabad event. 
One owner banned parking in front 
of the hotel to avert the possibil-
ity of IEDs; the other stepped up 
security for a while, and then eased 
up; however, the terrorists arrived 
on foot and walked into the hotels 
without being stopped. 

In some parts of the world with a 
history of attacks on Western hotels 
and properties, such as Indonesia, 
perimeter security screening 
measures of vehicles, people, and 
baggage entering the hotels are 
used. In large Pakistani cities, hotel 
visitors must proceed through 
several security checkpoints, often 
staffed by paramilitaries, and 
people may be questioned about 
the purpose of their visit. These 
intrusive measures are an extreme 
response to likely circumstances 
in a dangerous region. They would 
probably not be widely accepted 
in most tourism or urban areas 
unless the threats were pervasive or 
elevated over the short term. 

Like the events of 9/11 at New 
York’s World Trade Center, the 
Mumbai attacks have raised aware-
ness among building owners, hotel 
facility managers, and design 
professionals worldwide about how 
vulnerable their facilities may be in 
the event of a terrorist attack—and 
not just from IEDs. At the Oberoi 
and the Taj Mahal, where most of 
the violence occurred, high, central 
atriums—architecturally desirable 
elements because they typically 
allow natural light and views in a 
space—proved to be a major vulner-
ability. Media reports indicate that 
the terrorists entered the hotels, 

threw grenades and directed auto-
matic weapon fire at guests and staff 
on the ground-floor lobbies and 
restaurants, and then ascended the 
atriums. From these vantage points, 
they shot at guests and commandos 
below, and lobbed more grenades. 

At the 105-year old Taj, the attack-
ers knew the building layout, kept 
moving, and didn’t linger in small 
areas with one exit where they 
could be cornered. Most modern fire 
codes call for two means of egress 
from occupied public spaces. To 
make matters worse, commandos 
and local police didn’t have updated 
as-built drawings of the hotel, 
which would have indicated walls, 
corridors, and recent construction. 

“If a hotel is going to be attacked 
by a paramilitary group, only 
another equally trained force would 
be able to counter it, and, even 
so, there could be significant loss 
of innocent lives. Better surveil-
lance and trained personnel could 
have detected the attack sooner, 
but unless there were significant 
police or military forces on-site, 
the outcome may not have been 
different. The fact that the terror-

ists knew the hotel better than the 
military is not a surprise, either. A 
terrorist knows where [he/she is] 
going to attack; the police do not. 
Older properties, like the Taj Hotel, 
have little to no protected perimeter. 
There is very little time to react. To 
truly protect a hotel from attack, 
there must be very aggressive and 
coordinated intelligence gathering, 
coupled with the ability to move 
quickly on any suspicious chatter. 
This all boils down to how much 
we, as a society, want to alter our 
lifestyle to try to be protected from 
acts of terrorism,” says hotel archi-
tect Bradley D. Schulz, AIA, LEED 
AP, principal, JMA Architecture, 
Las Vegas.

It appears that the hospital 
where victims were taken was also 
attacked, adding to more casual-
ties—a tactic that’s increasingly 
anticipated in counterterrorism 
scenarios. The assault on the 
Chabad-Lubavitch Jewish Center 
in Mumbai, where six tortured 
hostages were found dead, includ-
ing a rabbi and his Israeli-born 
wife, both of Brooklyn, NY, sends 
yet another message about how 

Taj Mahal Hotel
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Jewish victims were singled out, in 
addition to American and British 
citizens.

Lessons	Learned

As the United States witnessed 
after 9/11, vulnerabilities are often 
magnified and addressed, but not 
necessarily immediately corrected, 
after a catastrophic disaster. The 
apparent lack of preparedness in 
Mumbai on the part of local law 
enforcement, which did not have the 
proper communications equipment, 
gear, intelligence, and weaponry to 
deal with this situation, provides 
a chilling wake-up call to law-
enforcement agencies in global cities 
that are unprepared for counterter-
rorism assaults. 

The failure of Indian authorities 
to heed intelligence warnings and 
monitor coastlines effectively, if 
at all, was another vulnerability. 
Maritime and port security could’ve 
played a larger role in prevent-
ing this sad episode in Indian 
history. Even training citizens, 
such as the lone fisherman who 
witnessed an unusual landing of 
young men on the pier, to warn 
authorities by saying something 
if they see something may have 
thwarted an attack and captured 
the perpetrators early on. 

Disaster-planning strategies 
for major facilities should include 
updating as-built building and 
site drawings for all trades so that 
they’re legible by laypeople in case 
of hostages, police action or other 
scenario in a building or campus 
and counterterrorism or rescue 
actions must happen on short notice. 

In one situation I’m familiar with, 
an inmate held a nurse hostage in a 
prison office, and authorities asked 

the facility managers to identify 
where columns and bearing walls 
intersected, along with ceiling 
heights and duct locations, to help 
them plan a rescue effort. Ensuring 
that drawings are computerized 
allows copies to be provided to law 
enforcement and commando units 
rapidly. On the down side, drawings 
that get into the wrong hands can 
also facilitate planning of attacks.

Security	Design	and	the		
Role	of	Education

For all building types, a compre-
hensive security plan consists of 
addressing design issues, technol-
ogy and equipment, and operational 
policies and procedures that are 
implemented by building owners 
and those responsible for protecting 
people and assets. Each element is 
important, but greater effectiveness 
is achieved through coordination 
early on in design projects and secu-
rity planning. 

Just as design professionals are 
increasingly conversant about 
sustainability and environmental 
design requirements, it’s equally 
critical in a changing geopolitical 
landscape that security planning 
be included as another 21st-century 
design criteria for architectural, 
engineering, and construction 
students and practitioners.

In the U.K., this message has not 
been lost at the highest levels of 
government. Deadly attacks on rail 
transportation, and the July 2007 
attack on the Glasgow airport, are 
the more visible results of terror-
ism. In response to what may be 
perceived as the concern over the 
likelihood of another attack, Lord 
West, the Home Office security 
minister, has teamed up with the 

Royal Institute of British Architects 
(RIBA) to launch a competition 
for architecture and urban design 
students to create innovative anti-
terrorism design solutions, utilizing 
what I have often termed “transpar-
ent security,” which means that it’s 
invisible to the public eye.

Lord West said the “designing-in 
of counter-terrorism protective 
security measures to new build-
ings at the earliest concept design 
stage will be crucial to the future 
of safer crowded places.” Students 
are asked to design a public space 
with security features that do not 
“compromise the integrity of the 
environment’s aesthetic.”

In the United States, I served 
on a jury for an international 
design competition, cosponsored 
by the Association of Collegiate 
Schools of Architecture (ACSA) 
and the Department of Homeland 
Security (DHS), to design airports 
that reflect enhanced security 
features and user comfort. More 
similar partnerships will educate 
emerging professionals about 
security design, and may provide 
new ideas to seasoned govern-
ment officials seeking innovative 
solutions to national challenges.

Changing	Threat	Climate

Since the 1995 bombing of 
the Murrah Federal Building in 
Oklahoma City, many architects 
and structural engineers have 
learned the value of hardening 
targets by designing against vehicle 
and backpack IEDs, and progres-
sive collapse of structures that may 
ensue; providing standoff, or street 
setbacks, lobby screening, and 
investigating glazing types to be 
used in curtainwalls and building 
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envelopes to minimize fatalities 
from flying glass shards. 

But, the deadliest terrorist attacks 
of the future may take other forms 
besides using aircraft, as on 9/11, 
suicide bombers, vehicle bombs, and 
mass assassinations by automatic 
weapons, as in Mumbai. Other 
design solutions, technology inno-
vations, and operational techniques 
will be required to combat what 
many public officials fear most: 
chemical, biological, radiological, 
and nuclear (CBRN) threats. 

CBRN	Threats	Expected	by	2013

A December 2008 report issued 
by the U.S. Congress indicates that 
terrorists are likely to use a weapon 
of mass destruction (WMD) some-
where in the world by 2013. This 
could take the form of a biological 
weapon, such as anthrax, the flu, or 
worse, which is easier to deliver and 
release than a nuclear weapon, but 
could still pack a powerful punch 
by killing thousands of people in a 
short time. According to the report, 
many biological pathogens and 
nuclear materials around the world 
are poorly secured and vulnerable 
to theft by those who would use 
them for terrorism or sell them on 
the black market.

With the growing concern about 
CBRN threats and the perceived 
vulnerabilities of so many public 
and private buildings, architects, 
mechanical and electrical engineers, 
and building owners will need to 
consider design strategies and costs 
of increasing building systems, 
detection technology, HVAC 
zoning, ventilation mechanisms, 
and air-handling units for every 
facility as part of a CBRN threat and 
vulnerability analysis based on the 

likelihood of contaminants released 
inside or outside of a building. 

Decontamination procedures 
should be part of business continuity 
and recovery planning from CBRN 
threats. This may impact the choice 
and location of building materi-
als, and access to water sources, as 
decontamination generally calls for 
open areas to be hosed down with 
large amounts of water. Drainage 
becomes an issue to avoid interior 
and exterior flooding. Natural venti-
lation can help prevent growth of 
mold, which may be a side effect of 
the decontamination process. 

Understanding how and where 
to design safe rooms to withstand 
a CBRN threat, and what systems 
are required in them, are other 
design considerations for high-risk 
facilities. 

Protecting public and private 
water supplies remains a vital 
aspect of critical infrastructure 
security.

Public health agencies and medi-
cal facilities must consider how and 
where they would be able to treat 
victims and mass casualties in a short 
time, and construct decontamination 
facilities for their medical staff and 
first responders. Additionally, during 
a terrorist attack in one part of a city, 
hospitals and emergency rooms must 
be prepared to protect their facilities 
from a secondary assault by terrorists 
waiting to strike and kill wounded 
victims, as reportedly occurred in 
Mumbai. Planning for secure facili-
ties, command centers, equipment, 
and communications protocols for 
first responders is essential. 

These are sobering messages, with 
costly, far-reaching implications, for 
prevention, detection, and threat 
mitigation, as well as for protection 
of critical infrastructure, public 

safety, and global security. It’s vital 
that the buildings industry remains 
aware of and ahead of these trends 
to develop innovative and afford-
able solutions—before they are 
needed—to save lives.

Rising to meet these challenges in 
financially difficult times will not be 
an easy task. Public-private partner-
ships must continue to enhance the 
built environment without creating 
fortresses and psychological barri-
ers to enjoying daily life in a restau-
rant, a hotel, an office building, or 
a religious community center. In so 
doing, we will protect the rights of 
global citizens to enjoy the demo-
cratic values and freedoms so many 
have fought so hard to protect and 
defend.

Internet	Resources

n  “Analysts Say It Will Be Difficult 
to Shield Luxury Hotels From 
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1, 2008
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Training,” BBC News, Nov. 13, 
2008 

n  “RIBA and Home Office 
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Competition,” Dan Stewart, 
Building, Nov. 14, 2008 

n  “Biological Terror Attack Likely 
by 2013, Panel Says,” CNN.com, 
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at her website, www.BarbaraNadelArchitect.com, 
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T 
o ensure better security for its student housing�  
facilities, bethany college upgraded the exit devices on controlled 
access dormitory doors to withstand greater abuse. the new Von 

duprin XP99 exit devices incorporate a deadbolt latching feature that 
prevents users from forcing the latch out of the jam or roller strike bar.

bethany, a small college of national distinction, was founded in 1840 by 
Alexander campbell, an educator, christian reformer and debater, who 
provided land and funds for the first building and served as the College’s 
first president. The four-year private liberal arts college is located on a 

c a s e   S T U D Y

Bethany College  
Toughens Up Exit Devices 
for Better Security

  B y  B e v e r l y  v i g u e

p		Campbell	Village	is	Bethany	College’s	newest	
co-ed	student	housing	unit,	a	four-building	
complex	that	houses	380	students.	Dormitories	
at	the	College	are	more	secure	with	new	exit	
devices	that	resist	abuse	and	provide	more	secure	
latching	than	conventional	exit	devices.
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1,300-acre campus in the northern 
panhandle of West Virginia, about 40 
miles southeast of Pittsburgh, and has 
approximately 830 students represent-
ing 27 states, the District of Columbia, 
Puerto Rico and 12 other countries. 

Previously, the College had used 
conventional exit devices, which 
served well in most applications. 
However, dormitory doors sometimes 
were subject to abnormal abuse 
that resulted in security breaches. 
According to Locksmith Orien 
Hunter, some students would pull on 
the doors until they wandered and 
the latch disengaged from the roller 
strike, allowing the door to be opened. 
Other damage sometimes included 
broken lever trim and doorknobs. 

Normally, the doors are controlled 
by a card access system to maintain 
building security. To monitor security, 
door position sensors (“prop alarms”) 
are networked to a central computer 
in the Dean of Students’ office, which 
also controls a central lockdown func-
tion for emergency use. Override keys 
are provided for maintenance and 
other limited applications. 

At first electric strikes were used to 
control student access, but they did 
not stand up to the abuse. Damaged 
door hardware compromised security 
and had to be repaired or replaced 
frequently. In order to maintain 
the necessary security, Hunter 
worked with Ingersoll Rand Security 
Technologies which provided a sample 
of the company’s recently introduced 
XP99 exit device and assisted with 
installation. Once it proved successful, 
several doors in the remaining dormi-
tories were retrofitted. 

These devices incorporate a new 
patented center case that is based 
on the manufacturer’s proven 98/99 
series and adds a new latch bolt 
concept that delivers the industry’s 

p Closeup shows a newly installed Von Duprin XP99 exit device on a door that is undergoing renovation.
q  Von Duprin EL99XP exit device on this dormitory door incorporates electric latch retraction to provide 

access control. LCN door closer provides positive closing to ensure secure latching.
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highest level of exit device latching 
security. Upgrading to the new design 
is easy and aff ordable because it fi ts 
the same footprint as existing 98/99 
devices, eliminating costly door prep 
changes. In addition, retrofi t kits are 
available to convert the mechanism 
of existing 99 devices to the new 
XP99 function. Bethany College 
used these to upgrade some of their 
devices, according to Hunter.

About a year-and-a-half aft er the 
fi rst devices were installed, Hunter 
says they have prevented recurrences 
of the damages that occurred before. 
He explains, “They are more secure 
because the latchbolt prevents some-
one from pulling it out of the roller 
strike.” To date, four buildings have 
been equipped with the new devices, 
with additional replacements planned. 
Hunter says, “As we replace the exist-
ing exit devices, we are going to use 
the XP devices because they are doing 
what we require.”

To help deter and detect any 
vandalism to the dormitory exteriors, 
Ingersoll Rand installed several digi-
tal closed circuit television (CCTV) 
cameras. Additional door security 
measures at the college include Schlage 
computer managed (CM) standalone 
control locks sets in areas such as 
laboratories and the campus radio 
station. These are easily programmed 
using a PDA or laptop computer. Audit 
trail information can be downloaded to 
the computer in the same way. Hunter 
says other compatible products used 
on campus include LCN door closers, 
Schlage Primus locks and Ives vandal-
resistant (VR) trim.

About the Author: Beverly Vigue, AHC/CDC, is 
Vice President, Education Solutions at Ingersoll 
Rand Security Technologies, where she is respon-
sible 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.

p  Campus radio station is protected by a Schlage computer-managed (CM) standalone access control lock set.

q  Schlage CM lock incorporates proximity card reader to protect this laboratory on campus

p  Exterior of dormitory door with EL exit device shows proximity card reader that activates the 
electric latch retraction function.
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n the afternoon of 
December 8, 1961, 
a f ire broke out 

at Hartford Hospital, located 
near downtown Hartford, 
Connecticut. As the fire spread 
though the south end of the 
hospital’s ninth f loor, the 
Hartford Fire Department 
(HFD) raised Ladder 6’s 100-
foot (30-meter) ladder as close 
as possible to the 13-story grey-
brick building. Positioned for 
maximum height, the ladder 
reached over the main entrance 
about halfway between the 
eighth and ninth stories of the 
building’s center west section. Firefighter Richard 
Trejarian, in full turnout gear, raced up the ladder. At 
the top, Trejarian leapt to an open ninth-floor window. 
With his feet swinging free, he pulled himself through 
the window and dropped to the floor.

Surrounded by thick black smoke from burning 
ceiling tile, linoleum, plastics, wood, and other 
combustibles, Trejarian moved fast, assessing the 
situation, closing doors, and shouting instructions 
to people on the floor. “He said, ‘Run the water…wet 
towels and rags, line them around the doors,’” says 
Firefighter Frank Droney, 81, a retired 32-year HFD 
veteran. “Dick was skinny as a rail and tough as 
nails. Why did he do it? He saw people in trouble. 
They were hanging out the windows and he went in 
to save their lives.”

Trejarian was quickly joined 
by Droney and his fellow fire-
fighters, who carried 2 1/2-inch 
fire hose up the stairs. They 
also used standpipes and inter-
nal fire hoses that were present 
on all floors in the hospital.

Outside, onlookers watched 
as the firefighters converged on 
the building. One of the spec-
tators that day was 14-year-old 
Timothy Kelliher, who had 
followed his firefighter father 
to the fire from the firehouse. 
Kell iher, now 62, went on 
to join the HFD and retired 
as a captain with 25 years 

service. He watched as firefighters broke windows 
and pulled a 2 1/2-inch hose up the outside of the 
building. “That’s a lot of work to do that when it’s 
charged, but they had some pretty big guys in those 
days,” he says.

When Droney arrived on the ninth floor, he 
discovered that the walls were on fire. “There was 
no visibility because of the black smoke,” he says. 
He and the other firefighters moved through the 
corridors, extinguishing the fire and preparing for 
the evacuation of patients. Newspapers reported 
firefighters and police calling for gas masks during 
the evacuation. “We had no masks… there were 
no requirements at the time. You had to go in for a 
second or two and then go out,” says Droney.

The three-alarm fire was under control in 15 

on the Ward

By Lisa nadiLe

I will remember  

that I remain a member 

of society,  

with special obligations 

to all my fellow human 

beings, those sound of 

mind and body as well as 

the infirm.

[ Hippocr atic  oatH ]

the deadly hartford hospital fire of 1961 resulted in changes that today make 
hospitals far safer than they were half a century ago.

o

Flash Fire
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minutes and fully extinguished in 
30, Fire Chief Thomas F. Lee told Fire 
Engineering in February 1962.

“My dad said that as he was 
moving through the corridor [open-
ing the doors and looking for fire], 
he’d opened one and the men said, 
‘Shut the door, you’re letting the 
heat and smoke in.’ So he shut it,” 
says Kelliher. The firefighters didn’t 
evacuate until they were sure the fire 
was out. That’s when they began to 
see the toll the fire had taken. “When 
it cleared I saw there were bodies 
right at our feet near the elevators,” 
says Droney. “There were bodies 
everywhere.”

Even before firefighters arrived, 
doctors, nurses, orderlies, and staff 
placed patients first and fought to 
save their lives, refusing to leave 
their sides. Hospital staff, along with 
the Connecticut State Police and fire-
fighters, evacuated patients from the 
ninth though the twelfth floors; in 30 
minutes, 108 patients were evacuated 
from the ninth floor alone, many seri-
ously ill and confined to beds. (The 
thirteenth floor was used for stor-
age.) In some cases, hospital staffers 
and their patients died together. In 
all, sixteen people—one doctor, one 
nurse, two staff, five visitors, seven 
patients—died as a result of the fire. 
Two nurses and a hospital engineer 
were injured, suffering smoke inha-
lation and carbon monoxide poison-
ing. The damage to the 13-year-old 
structure was $350,000.

The ensuing investigation revealed 
a host of troubling findings, includ-
ing an open fire door, patient room 
doors nearly burned through, burnt 
ceiling tiles and linoleum wainscot-
ing, and a trash chute that was miss-
ing a door. Those findings would go 
on to affect hospitals across the coun-
try. The building materials used in 

Hartford Hospital, how it managed 
its trash and laundry, and how it 
trained its staff were all studied, 
and the findings prompted a vari-
ety of changes designed to improve 
facilities and reduce patient risk. In 
1963, the lessons learned from this 
and similar fires were reflected in 
NFPA 101®, Life Safety Code®. But 
the Hartford Hospital fire also show-
cases challenges still facing health 
care institutions today, including 
emergency responder notification, 
crowd management, and building 
evacuation when a protect-in-place 
strategy fails.

The Hartford Hospital fire was 
also the scene of a massive, sponta-
neous mutual aid effort, highlighting 
more issues of disaster management 
that fire and other departments were 
to study (see “Managing the Helping 
Hands”). Not only were hospital 
emergency plans forever changed, 
but educational occupancies, hotels, 
and assembly occupancies took care-
ful note, and the seeds for improved 
emergency communication were 
planted. And it all started with a 
trash chute.

When Caregivers  
Become Protectors

The record of what happened that 
day is quite detailed. The state fire 
marshal, State Police Commissioner 
Leo J. Mulcahy, convened a formal 
hearing at 5 p.m. the day of the 
fire and heard the testimony of 25 
witnesses under oath, some still in 
soot-covered robes and pajamas, 
according to published reports. (Two 
witnesses were also survivors of the 
infamous Hartford circus tent fire 
that claimed 168 lives in 1944.) State 
Police Major Carroll E. Shaw ques-
tioned the witnesses. His 14-year-old 

niece was the first body removed 
from the ninth floor.

Based on preliminary testimony, 
witnesses indicated that the fire broke 
out in a trash chute whose “charg-
ing” doors opened directly onto the 
corridor of each floor. At first, there 
was no great sense of concern. Staff 
testified that they followed emer-
gency procedures but assumed the 
situation was not serious because 
fires had occurred in the chute 
before and were extinguished, some 
without calling the HFD. Indeed, in 
the basement, when maintenance 
men smelled smoke they opened 
the trash chute terminus door. With 
a long-handled hook they began to 
remove the trash that accumulated 
in the bottom of the chute, which was 
elbow-shaped where trash gathered. 
On the first floor, a janitor saw smoke 
coming from the closed chute door, 
and ran water into the chute using a 
1 1/2-inch standpipe line. When that 
didn’t stop the smoke, he closed the 
door and headed to the upper floors 
to find a supervisor. Meanwhile, the 
hospital engineer was using a stand-
pipe line on the thirteenth floor, 
again without success.

According to Chief Lee, Major 
Shaw, and others, there was a six-
minute delay in reporting the fire. 
The assistant head nurse testified 
she pulled the fire box alarm at 2:39 
p.m. when she noticed heavy smoke 
emitting from the trash chute in the 
twelfth floor corridor, which was 
the psychiatric ward. After a minute 
or two, her concern grew and she 
returned to the fire box alarm and 
pulled it again. She asked a male 
aide to put tape around the edges 
of the chute door to keep the smoke 
out, stating the smoke was “awfully 
black.” At 2:41 p.m., the sprinkler 
in the chute activated, tripping 
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another alarm, according to the 
Hartford Times. The hospital was 
only required to have sprinklers in 
hazardous and storage areas.

On the ninth floor, according to 
multiple reports and newspaper 
accounts, a nurse supervisor saw 
“a puff of smoke” billow out of the 
ninth-floor rubbish chute. She imme-
diately closed and locked the two 
heavy fire doors, thick, solid-wood 
doors that spanned the width of 
the corridor and isolated the north 
wing and south wing from the 
hospital’s center section. She ordered 
the nurses to close the doors to the 
patients’ rooms. She also asked the 
staff member at the desk to call in 
the emergency. The nurse supervisor 
then moved to check the fire doors 
on the lower floors.

When nurses on the ninth floor saw 
the cross-corridor fire doors close, they 
immediately moved down the halls, 
securing patients and visitors and clos-
ing room doors. Nurses who reached 
the end of the corridors on the south 
side closed themselves in patients’ 
rooms at the end of the wing.

In their statements after the fire, 
ninth-floor hospital personnel were 
“unanimous in their version” of the 
event, according to the Hartford 
Courant. They saw smoke billow 
from the trash chute, and they saw 
the nurse supervisor close and latch 
the fire door. Witnesses then reported 
hearing an explosion and seeing 
doors sucked shut and flames travel-
ing along the ceiling. The sound was 
the ninth-floor trash chute door being 
blown off its hinges. One doctor said 
that he was having a routine day and 
then saw “within 40 seconds a sheet of 
flame roaring down the corridor.” One 
witness compared the fire to a flame 
thrower and another to a blast furnace, 
according to the Hartford Times.

Witnesses testified that they saw 
fire break through the top of the 
cross-corridor fire door. “All also 
testified that after the heavy smoke 
doors were closed, smoke and flames 
burst out from the top of the closed 
[south] door,” the Courant reported. 
“Each also reported the flames racing 
along the ceiling of the corridor. The 
flames... reached about three or four 
feet down from the ceiling.”

The Report of the Commissioner of 
State Police as Fire Marshal, submit-
ted by Commissioner Mulcahy on 
February 20, 1961, cited testimony 
that witnesses saw the south fire 
door “blow open” after the explo-
sion, yet the latch was later found 
sound.

As fire progressed down the ninth-
floor hallway, the walls began to 
burn. The temperature of the fire was 
later estimated at 1200°F (648°C). The 
fire produced immense pressure that 
pushed at closed doors, forcing some 
open. According to the Courant, a 
28-year-old resident, Dr. Anthony 
Fons, rescued three patients by push-
ing them onto a bed in a small room 
in the center section and bracing 
himself against the door, resisting 
the air pressure built by the fire.

Not all were so fortunate. “Six 
died in their beds. Some beside loved 
ones. A young doctor was killed 
while protecting his patients,” the 
Courant reported. “Two women fell 
near elevators that stopped. Another 
woman dropped behind a fire door 
that failed. A kitchen aide trapped in 
the kitchen died while holding a fire 
extinguisher.” The seventh patient 
died four days after the fire.

The doctor who died in the fire 
was on the third floor when he heard 
the ninth-floor alarm, which was 
where his patients were, according to 
the Courant. He raced to the ninth-

floor south section and began closing 
doors on the east wing, moving so 
quickly one of his shoes fell off. He 
led a group of patients into a room 
and tried to shut the door, but even-
tually succumbed to smoke.

Other casualties were not officially 
listed. One woman in Canada died 
of a heart attack when she learned 
her daughter had perished in the 
f ire. Another woman who was 
close to death was safely evacuated 
during the fire but died shortly 
afterwards. The fire was not consid-
ered a major factor in her death. 
Many of the patients who were 
evacuated were seriously ill, said 
Arthur Bouchard, who was a hospi-
tal aide at the time of the fire and 
who currently works in the hospital’s 
security department. “We had to 
carry them down in their beds and 
wheelchairs,” he says. The evacu-
ation began immediately after the 
extinguishment of the fire.

According to Hartford Hospital, in 
a little more that an hour, staff had 
discharged 263 patients. “They sent 
home everyone who was healthy 
enough,” says Bouchard. The quick 
action meant the hospital, which was 
not filled to capacity, could relocate 
those patients evacuated from the 
ninth and higher floors.

The	Investigation

The investigation of the fire began 
immediately with the questioning of 
witnesses and an evaluation of the 
scene by Commissioner Mulcahy, 
Major Shaw, and other officials. From 
the beginning, they sought to answer 
three fundamental questions: What 
caused the explosion that blew a steel 
trash chute door off its hinges? Where 
was the chute door? And what caused 
the fire’s speed and intensity?
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The contents of the trash chute 
were  a  sub jec t  of  i m med iate 
discussion. The thick, dark smoke 
that colored everything a spooky 
grey, according to witnesses like 
Bouchard, was an important clue for 
Chief Lee. He told the Courant that 
he suspected X-ray film as a major 
culprit, because in his experience 
paper-based content usually burned 
with a grey smoke, not the thick, 
black smoke that poured from the 
chute. But the experienced Chief Lee 
and Major Shaw were well aware 
that this was the beginning of a 
long investigation. The day aft er the 
fi re, NFPA representatives Robert S. 
Moulton, NFPA’s technical secretary, 
and two other NFPA staff  members 
toured the scene and carefully docu-
mented their observations.

Two days later, the chute door was 
found in a nearby ninth-fl oor bath-
room in a bathtub half-filled with 
dirty water and debris, reported the 
Hartford Times. Investigators ques-
tioned staff , but decided the force of 
the blast had blown the chute into 
the room and it had not been moved. 
Still, the location pointed to the force 
of the explosion as described by 
witness.

The trash chute, constructed of 
unpainted, riveted aluminum and 
bent into an 18-inch (0.5-meter) 
diameter cylinder, was removed by 
investigators for study, and large 
sections of the ceiling tile and the 
corridor wall’s wainscoting were 
taken to New York to Underwriters 
Laboratories, Inc. (UL) for testing. 
Slowly, the pieces began to come 
together.

The fire originated in the trash 
chute between the basement and the 
fi rst fl oor, according to investigators 
as submitt ed in the Commissioner’s 
report. The cause remains undeter-

mined, but investigators developed 
“several instances of the disposal of 
cigarett e butt s and the contents of ash 
trays directly into the trash chute.”

Indeed, Dr. T. Steward Hamilton, 
execut ive director of Hartford 
Hospital, said at a press conference 
aft er the fi re that a few weeks before 
the blaze, a fi re safety memo circu-
lated the hospital aft er a nurse was 
seen throwing a cigarett e down the 
trash chute. The Commissioner’s 
report pointed to the incident as 
an example of how staff and visi-
tors misunderstood the function 
of the chute. Each trash chute door 
bore the words, “Dry trash only. For 
safety of incinerator att endant, burn-
able waste only. Do not force large 
boxes into the chute.” The confusion 
about the chute and this sign meant 
that staff  thought the chute entered 
directly into the incinerator, when 
it fact trash dropped into large cans 
that maintenance men hand-trucked 
25 feet (8 meters) to the incinerator.

Investigators concluded that the 
fire probably started by smoking 
materials and smoldered in a pile of 
trash “for at least 10 to 12 minutes 
because of incomplete combustion 
due to lack of oxygen.” Tests of 
the inside of the chute found only 
organic material, such as paper and 
rags, and did not show the presence 
of X-ray film. Investigators stated 
that gases generated by the fi re and 
too rich to burn accumulated in the 
upper area of the chute. The chute 
did have an outside vent, which was 
installed a month before the fi re, but 
the 3-inch (8-centimeter) vent pipe 
was apparently too small to carry off  
the smoke and gases.

According to the Commissioner’s 
report, oxygen was introduced into 
the chute, probably when a chute 
door was opened, and the smolder-

ing fi re “burst into fl ame, and a spark 
or a burning ember...was carried 
upwards to ignite the gases.” The 
ninth-fl oor chute door blew off , and 
the eighth-floor chute was opened 
violently, but was kicked shut by an 
employee.

The failure of the south fire door 
on the ninth floor was a point of 
confusion for investigators. Some 
witnesses testifi ed that it was closed 
and latched. Yet burn patterns on 
the door, as well as other witnesses’ 
testimony, indicated it was open at 
the height of the fi re. Witnesses testi-
fi ed it blew open, but the latch was 
found by investigators to be sound. 
The latch was on the south side of the 
door, so people in the center section 
could not have opened it. When the 
door opened and who opened the 
door, whether by accident or in panic, 
will never be known. But clearly the 
open fire door was a major factor 
behind the severity of the blaze.

Witnesses also reported fi re burn-
ing over the closed fi re door. Whether 
this was because the fire door was 
actually in the process of open-
ing—or being opened—at the time of 
their observation or if the fi re barrier 
was breached in another way was 
an important question for investiga-
tors. Inspection of the scene found 
that the fire revealed open lintels. 
According to a preliminary report 
released by NFPA four days aft er the 
fire, the undivided concealed ceil-
ing space aided the spread of smoke 
beyond the barrier doors.

Combustible construction materi-
als were also found to be responsible 
for the fire’s severity. The hospital 
used acoustical ceiling tile made 
of cane fiber secured to a rock lath 
plaster. The tile was painted with 
fi re-resistant paint, but at some point 
that had also been painted over with 
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nonfire-resistant, conventional paint, 
which nullified the fire-resistant coat-
ing. The walls of the corridor were 
covered with linoleum wainscoting. 
UL’s testing revealed both the tile 
and the wainscoting were clear fire 
hazards. Testing was based on three 
standard ratings: flame spread, fuel 
contributed, and smoke developed. 
As comparison factors, asbestos 
cement board has a zero rating for 
all three, and red oak is rated 100 for 
all three. The hospital’s acoustic tile-
rock lath assembly rated 180, 130, and 
255. The linoleum wainscoting rated 
300, 135, 653.

“Fire, pushing out of the ninth-floor 
chute door opening with a blow torch 
effect, ignited and fed on combustible 
ceiling tile, and spread flame and 
smoke along the north-south corri-
dor between the north and south fire 
doors,” Mulcahy’s report said. “Under 
the influence of high heat, the tile 
loosened, subjecting the untreated 
under-side to fire which ate into and 
fed on this combustible material.” The 
adhesive used to secure the tile was 
also combustible.

The reports states, “Burning tile 
dropping on the floor and caused a 
veritable bonfire, ignited the highly 
combustive wainscoting, causing fire 
to burn along the corridor walls and 
generate a tremendous amount of 
smoke.” Chief Lee saw the bonfire of 
tile and mentioned it in his 1962 Fire 
Engineering interview.

The fire first burned high, then 
burned lower and along the walls as 
the tiles fell. The fire traveled 275 feet 
(84 meters)—north to the closed fire 
door and south down the corridor 
and down both the east and west 
wings of the ninth floor. The lino-
leum and the ceiling tile produced 
thick black smoke and dangerous 
gases.

Building	a	Better	Safe	Haven

Immediately after the fire, Chief 
Lee banned the use of Hartford 
Hospital’s trash and laundry chutes, 
and made the ban permanent four 
days later. According to the Courant, 
the hospital produced 5,500 pounds 
(2,495 kilograms) of trash and 17,000 
pounds (7,711 kilograms) of linen 
daily. Other Connecticut hospitals 
continued to use chutes, but they had 
different designs than the system in 
Hartford. NFPA 101 was revised to 
address laundry and rubbish chutes 
issues. Such chutes were required 
to open in a “charging” room that is 
separated from the corridor by walls 
and doors constructed in accor-
dance with hazardous area rooms. 
Sprinklers are required inside the 
chute. Actual installation details 
are included in NFPA 13, Installation 
of Sprinkler Systems, and NFPA 82, 
Incinerators and Waste and Linen 
Handling Systems and Equipment.

Ten days after the fire, the state 
officials told newspapers of plans 
to make changes to the Connecticut 
Safety Code to limit smoking in 
hospitals and the use of combustible 
building materials such as cane fiber 
ceiling tile. Eleven days after the 
fire, New Haven hospitals banned 
smoking in hospital hallways. The 
same day, the Courant reported 
the fire marshal would revise the 
Connecticut Safety Code to make 
all buildings occupied by the public 
on par with schools, which required 
noncombustible construction. The 
fire marshal did not have to obtain 
permission from the state legislature 
to do this, the newspaper reported. 
A month later, the Courant reported 
that other hospitals had begun train-
ing maintenance workers in firefight-
ing and rescue work.

In April 1962, Hartford Hospital 
created a formal fire safety commit-
tee, made up of employees and 
management, to review fire protec-
tion procedures involving patients 
and to oversee safety orientation of 
new employees and continued train-
ing of current employees. By 1964, 
the hospital had completely sprin-
klered the main building, including 
all patient rooms, corridors, and 
stairways, reported the Courant. The 
hospital also added additional corri-
dor doors to create refuge areas, and 
removed all combustible materials in 
the corridors. It instituted a proce-
dure for continuous searches for 
hidden fire hazards, and held regular 
day and nighttime fire drills.

The doors and door latches used 
in the hospital in 1961 were found to 
be a major safety risk. In a paper and 
presentation to the New England 
Chapter of the Society of Fire Protection 
Engineers in 1962, Major Shaw spoke 
of one of the main problems with fire 
doors, which was that people opened 
them or wedged them open.

Major Shaw also mentions the focus 
Hartford Hospital had on improving 
patient room doors. He said he was 
looking for new door designs based 
on heat or smoke activation, and 
described how Hartford Hospital’s 
solid-core, 1.5-inch (4-centimeter) 
doors nearly burned through in 
less than 15 minutes. During the 
fire, all people in rooms with doors 
that remained closed survived, but 
witnesses told of having to brace 
those doors shut against the pressure 
of the fire.

I n  196 4 ,  Ha r t ford  Ho s pit a l 
announced that, in cooperation with 
Sargent Lock Co., a local firm, its 
chief engineer had helped design 
a new door latch. The latches used 
in 1961 were of a friction design 

DH_Mar09_F.indd   26 2/6/09   7:27:15 PM



	 March	2009	£ DOORS & HARDWARE 27

that used a rubber roller to keep the door lightly shut, 
functional for busy nurses and staff to open quickly 
and quietly. The new, UL-listed latches were made of 
chrome-covered brass with a curved arm that had to be 
pulled out to release—still allowing for quick, easy use, 
yet offering greater fire protection. The new latches were 
part of Hartford Hospital’s $600,000 fire safety renova-
tion project, according to the Courant. It also included 
the installation of Cerberus Pyr-Alarms, made by the 
Swiss firm Pyrotronics, which detected chemical prod-
ucts of combustion, according to Major Shaw.

In a precursor to today’s emergency notification 
systems, the walkie-talkie wave length used by Hartford 
Hospital was opened in 1964 for other Connecticut 
hospitals to use for emergency communications and 
“civil defense,” the Courant reported. This step was first 
mentioned in the Courant the day after the fire by Dr. 
John Soukimas, chairman of Saint Francis Hospital in 
Hartford, who recommended the hospitals look into a 
shortwave radio net that would bypass unreliable phone 
communications.

With these steps and others taken over the ensuing 
decades, Hartford Hospital now meets and in many areas 
exceeds the Connecticut Fire Code, the requirements of 
The Joint Commission, and Centers for Medicare and 
Medicaid Services requirements, according to Mike 
Garrahy, Hartford Hospital’s current fire marshal. “It’s 
still fresh in our minds up here,” Garrahy adds. “We 
make sure to go through it with every employee. It’s part 
of out new employee orientation.”

The dark memories of that day in 1961 stay with Kelliher 
and Droney. “It was the worst fire I’ve ever seen in terms 
of fatalities,” says Droney. But when these fire service 
veterans talk about the fire, there are other memories, 
too. As firefighters raced to save lives and knock down a 
deadly fire, two babies were born in Hartford Hospital’s 
maternity ward, located at the other end of the building. 
“I had forgotten about that,” Droney says. “Tim Kelliher 
was just talking about that the other day.”

About the Author: Lisa Nadile is the associate editor of NFPA Journal.
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Over the last year and a half, the 
market for green building has officially 
exploded into the mainstream. In 2006, 
two percent of newly-constructed homes 
were considered “green.” According to a 
survey of the National Association of Home 
Builders (NAHB) conducted by McGraw-Hill 
Construction, “by the end of 2010 more than 
half of NAHB’s members, who build more 
than 80 percent of the homes in the U.S., will 
be incorporating green practices into the 
development, design and construction of 
new homes.” A subsequent report concluded 
that the value of green building construction 
would increase to $60 billion by 2010.

In previous Dovetail Reports1, flaws in the 
processes used to identify environmentally 
preferable materials within several leading 
green building programs have been identi-
fied. Specifically it has been noted that:

n  Prescriptive standards are the norm, with 
only one green building program utilizing 
a systematic evaluation that includes life 
cycle assessment.

n  Most programs award intuition-driven 
requirements for construction materials, 
such as recycled content and rapid renew-
ability, even though products that do 
not have these characteristics often have 
demonstrably lower environmental impact.

n  Only one program requires consideration 
of embodied energy or manufacturing-
related emissions in identification of envi-
ronmentally preferable materials.

n  All programs require third-party certifica-
tion of only one structural building mate-
rial—wood—despite well-known environ-
mental and social issues associated with 
production of materials other than wood. 

Those articles have also made the case that 
it is incumbent upon leaders of green build-
ing programs to make sure that guidelines 
are truly leading society toward environmen-
tally better practices. In this regard, as green 
building concepts move to the mainstream, 
periodic assessment of green building 
programs vis-à-vis measures of environmen-
tal performance, and appropriate revisions of 
standards, must become ongoing priorities.

This article reviews recent updates and 
proposed changes to the most prominent 
green building programs in the United 
States. Included in this review are the 
USGBC’s LEED-NC and LEED-H programs, 
NAHB’s National Green Building Standard, 
and GBI’s Green Globes program.2 The report 
focuses on each programs strengths and 
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weaknesses that impact the identification of 
environmentally preferable construction mate-
rials, including how each addresses indoor 
air quality (in relation to materials), life cycle 
assessment, recycled-content and salvaged 
materials, certified products, locally-sourced 
materials, biobased materials, and material 
consumption reduction. 

Our conclusion is that critical issues related 
to designation of environmentally preferable 
construction materials remain unaddressed in 
most green building programs. Furthermore, 
variability in the standards is causing 
confusion, and proliferation of scientifically 
unsubstantiated prescriptive standards is 
occurring as new programs are developed 
and existing programs are revised. Despite 
the strong adoption rate for green building 
programs, there is much room for improve-
ment and work needs to be done to reach the 
goal of ensuring that programs truly result in 
improved environmental performance. To this 
end, expanded adoption of life cycle assess-
ment for identification of environmentally 
preferable materials is essential.

Comparing Green Building Programs

LEED

The U.S. Green Building Council’s (USGBC) 
Leadership in Energy and Environmental 
Design (LEED) program is perhaps the most 
widely recognized national green building 
standard.3 First released in 2000, there are now 
many different LEED rating systems, includ-
ing systems focused on new construction, 
homes, schools, hospitals, and commercial 
interiors. Most recently, the USGBC has 
joined with the American Society of Interior 
Designers (ASID) to develop ReGreen, a home 
remodeling program standard. In June 2007, 
intentions were announced for streamlin-
ing the LEED rating system into one main 
standard with additional requirements and 
guidelines for different types of projects, new 
regionally based credits, and consideration 
of the incorporation of life cycle assessment 
in all systems. The USGBC is planning to 

release LEED version 3.0 in 2009, which 
may address these intentions. The two most 
widely referenced LEED programs, LEED-
New Construction (LEED-NC) and LEED for 
Homes (LEED-H), are included in this report. 
A summary of overall provisions of each is 
presented in Table 1 (see page 30).

LEED-New Construction

LEED-NC applies to newly constructed 
commercial, retail, and some high-
density residential buildings. 
LEED-NC was the first program 
developed by the USGBC and 
has largely set the precedent for 
subsequent LEED standards. 
The latest version, LEED-NC 2.2, 
was released in October 2005 and 
LEED-NC 2009 has just been opened 
for public comment. To date, 6,800 
projects have been registered to the LEED-
NC standard and over 1,000 projects certified.

In June 2007, several provisions of LEED-NC 
2.2 related to energy-efficiency were updated, 
but no changes were made regarding envi-
ronmentally preferable materials. The only 
major materials-related change in LEED-NC 
2009 is a new credit for fulfilling criteria that 
the local/regional authority deem important to 
that area, which may include criteria for mate-
rials. The draft standard also includes a credit 
relating to flooring systems where all flooring 
in the building must now comply with specific 
emissions standards or be certified for compli-
ance to receive points.

LEED-HOmES

LEED-H was first released in pilot form in 
September 2005, with revisions to the pilot in 
January 2007. The program moved from the 
pilot stage to full implementation in January 
2008. Materials-related credits that have been 
added or changed from the latest pilot version 
1.11a to LEED-H 2.0 are highlighted in yellow 
in Table 2 and summarized below. 

A comparison of provisions of version 2.0 with 
the 1.11a pilot reveals the following changes:
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Environmentally Preferable Products. LEED-H 
2.0 expands and clarifies credit MR 2.2 
(Environmentally Preferable Products). Under 
this credit, builders choose from a list of build-
ing components and verify if components meet 
any of the following criteria: Environmentally 
Preferable, and/or Emissions Preferable, and/or 
Local (within 500 miles). Changes from the 
previous version have been highlighted in the 
center column of Table 2. (see page 32) 

Life Cycle Assessment. In the new LEED-H 
2.0 there is no longer any mention of life cycle 
assessment (LCA) in conjunction with materi-
als selection or building design. The pilot 
version 1.11a mentioned LCA in credit MR 2 as 
a way to choose materials, but did not specify 
its use or offer points to support it. In May 2007, 
LEED announced that projects could achieve 
points through using the “Innovations in 
Design” credit, which awards points based on 
going above and beyond the basic standards, 
by utilizing the Cradle to Cradle LCA system. 
However this opportunity is not clearly articu-
lated in the latest version of LEED-H v2.0. 

Recycled-Content and Salvaged Materials. In 
LEED-H 2.0, concrete wall structures with the 

incorporation of 30% fly ash or slag are now 
included in the list of environmentally prefer-
able products. Also, the previous concrete 
slab point was reduced to requiring 20% fly 
ash/slag instead of 30%. Reclaimed windows 
(framing), wall/roof sheathing, doors, framing, 
landscape decking, and exterior siding are 
now accepted for 0.5 point each. Recycled-
content gypsum board is no longer accepted. 
Recycled paint is now acceptable when in 
compliance with Green Seal Standard GS-43.

Indoor Air Quality. LEED-H 2.0 has updated 
some criteria for Indoor Environmental 
Quality, and now includes a list of emissions 
values that meet South Coast Air Quality 
Management District (SCAQMD) Rule #1168 
for adhesives and sealants, SCAQMD Rule 
#1113 for architectural coatings, and Green 
Seal Standards GC-03 and GS-11 for paints. 
Also, cabinets, counters and trim made from 
reclaimed, recycled-content or FSC-certified 
materials must now ensure that composite 
products are free of added urea-formalde-
hyde resins to be eligible for 0.5 point. SCS 
Floorscore certification was also added in 
version 2.0.

Table 1.  Point Distribution in Current LEED-NC and LEED-H Programs

Point distribution LEED-NC Point distribution LEED-H

Program Name LEED-Nc, Version 2.2 LEED-Nc 2009 LEED-h pilot 1.11a LEED-h 2.0

Release Date released October 2005 
Updated June 2007*

To be released in 2009, 
open for public comment January 1, 2007 January 1, 2008

Focus area within 
program:

Innovation/ 
design process 5 points 6 points 10 points 11 points, 3 prerequisites

Location and linkages 9 points, 4 prerequisites 10 points

Sustainable sites 14 points, 1 prerequisite 26 points, 1 prerequisite 21 points, 2 prerequisites 22 points, 2 prerequisites

Water efficiency 5 points 10 points, 1 prerequisite 15 points 15 points

Energy and atmosphere 17 points, 3 prerequisites 35 points, 3 prerequisites 38 points, 1 prerequisite 38 points, 2 prerequisites

Materials and resources 13 points, 1 prerequisite 14 points, 1 prerequisite 14 points, 3 prerequisites 16 points, 3 prerequisites

Indoor environmental 
quality 15 points, 2 prerequisites 15 points, 2 prerequisites 20 points, 7 prerequisites 21 points, 7 prerequisites

Awareness and 
education 3 points, 1 prerequisite 3 points, 1 prerequisite

Regional Credit Bonus 4 points

69 points, 1 prerequisite 110 points, 8 prerequisites 130 points, 18 prerequisites 136 points, 18 prerequisites

* Update requires at least 2 points instead of 1 through Optimum Energy Performance Credit
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Table 2.   Specifications for Environmentally Preferable Products in LEED-H 2.0

Assembly Component EPP Specification
(0.5 point per component)

Emissions Specifications 
(0.5 point per component)

Local Prod. 
(0.5 point per 
component)

Exterior wall Framing/wall structure concrete wall structure: use 30% fly 
ash or slag. Wood frame: FSc certified 
or reclaimed or finger-jointed studs.

Na
Eligible

Exterior wall Siding or masonry recycled content, reclaimed, or FSc certified. Na Eligible

Floor Flooring (45% of 
total floor area)

Linoleum, cork, bamboo, FSc-certified or 
reclaimed wood, sealed concrete, recycled 
content flooring, or combination.

carpet and pad: all carpet and pad 
complies with carpet & rug Institute 
Green Label Plus Program. hard 
flooring: automatic ½ point for using 
hard surface flooring. Hard flooring: 
additional ½ point for using product 
that is SCS Floor Score certified.

Eligible

Floor Flooring   (90% of 
total floor area)

Meet specifications above to 
receive additional 0.5 point. Na Eligible  

(add. 0.5 point)

Floor Framing FSc certified or reclaimed. Na Eligible

Foundation aggregate Na Na Eligible

Foundation cement Use 20% fly ash or slag. Na Eligible

Interior wall Framing FSc certified or reclaimed. Na Eligible

Interior walls 
aND ceilings

Gypsum board Na Na Eligible

Interior wall aND 
ceilings aND millwork

Paints and coatings recycled paint meets GreenSeal 
standard GS-43.

Use products that comply 
with all applicable standards 
in Table 25, LEED-h Std.

Not Eligible

Landscape Decking or patio materials recycled content, FSc certified, or reclaimed. Na Eligible

Other cabinets recycled content, FSc certified, or reclaimed 
aND composite materials must contain 
no added urea formaldehyde resins.

Na
Eligible

Other counters (kitchens 
and bathrooms)

recycled content, FSc certified, or reclaimed 
aND composite materials must contain 
no added urea formaldehyde resins.

Na
Eligible

Other Doors (not including 
garage or insulated doors)

recycled content, FSc certified, or reclaimed. Na Eligible

Other Trim recycled content, FSc certified, or reclaimed 
aND composite materials must contain 
no added urea formaldehyde resins.

Na
Eligible

Other adhesives and sealants
Na

Use products that comply 
with all applicable standards 
in Table 26, LEED-h Std.

Not Eligible

Other Window framing recycled content, FSc certified, or reclaimed. Na Eligible

roof Framing FSc certified. Na Eligible

roof roofing recycled content. Na Eligible

roof aND floor 
aND wall

Insulation recycled content of 20% or more. comply with california “practice 
for testing of VOcs from building 
materials using small chambers”

Eligible

roof, floor, wall (2 of 3) Sheathing recycled content, FSc certified, or reclaimed. Na Eligible

Unless otherwise noted, 90% of the selected component must meet the specifications shown—0.5 credit for each; total credits—8 maximum.
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Material Consumption Reduction. For the first 
time, the LEED-H 2.0 standard gives formal 
recognition to off-site framing construc-
tion, modular prefabricated construction or 
panelized construction. These practices can 
reduce environmental impacts by reducing 
material use and on-site construction waste. 
Modular or panelized construction can also 
reduce thermal breaks and increase insulation 
effectiveness. Version 1.11a pilot recognized 
structural insulated panels (SIPS) only. The 
point allocation has also been increased for 
utilizing on-site advanced framing techniques.

LEED SummARy

Although several changes have been made to 
the LEED-H program, there are still several key 
features of all LEED programs that limit their 
ability to result in a minimal environmental 
impact. Recognized as the primary leader in 
the green building sector, LEED has not made 
substantial changes to how it selects envi-
ronmentally preferable materials. The LEED 
programs continue to use scientifically unsub-
stantiated prescriptive standards and to resist 
adoption of life cycle assessment.4 The absence 
of life cycle assessment (LCA) in all LEED 
programs means that the use of some of the 
materials listed as environmentally preferable 
in the current standards, some of which are 
known to result in substantially greater envi-
ronmental impacts than non-preferred materi-
als, continues to be rewarded. Also, without 
LCA, there is still no requirement in any LEED 
program for consideration of embodied energy 
or manufacturing-related emissions, including 
greenhouse gas (GHG) emissions, in identify-
ing environmentally preferable materials. 

As in all previous drafts of LEED programs, 
wood continues to be the only structural 
building material that requires certification. 
Only one of the available forest certification 
programs—FSC—is recognized by LEED. A 
USGBC-commissioned study that examined 
the possibility of recognition of additional 
forest certification programs (Yale 2008) was 
rather inconclusive, leaving status quo as the 
most likely outcome.

In addition, there is no requirement or 
mandatory prerequisite for certification of any 
structural building material other than wood.5 
Moreover, preference continues to be given 
to non-certified, rapidly-renewable materi-
als despite a now several-year-old USGBC 
commissioned report that indicated that there 
is no justification for doing so.

NAHB National Green Building Standard

The NAHB Model Green Homebuilding 
Guidelines were released in 2005 for use by 
individual home builders or Home Builder 
Associations (HBAs) interested in green 
building practices. The program is completely 
voluntary and does not incorporate a certifica-
tion process. Instead, builders can perform 
self-assessments by following the guidelines, 
or HBAs can use the guidelines as a model 
to create their own regional green building 
standards. The guidelines apply to residential 
buildings only.

In February 2007, the NAHB Research 
Council announced intentions of writing 
a new National Green Building Standard 
(NGBS) based on their Model Green Home 
Building Guidelines. The standard is being 
developed with the International Code 
Council in order to pursue ANSI (American 
National Standards Institute) accreditation. 
The new guidelines have gone through the 
public comment period for the first draft 
and balloting was completed in March 2008. 
The standard is anticipated to be finalized 
in May 2008 pending ANSI approval. 

NAHB’s current guidelines have a set level 
of points needed in each category in order to 
reach specific certification levels (Table 3). In the 
new standard, several credits are mandatory (as 
compared to none previously), primarily in the 
areas of energy efficiency and indoor environ-
mental quality. In addition, the “Global Impact” 
category has been removed, and a higher 
“Emerald” level has been added. One other 
change is the addition of points for remodeling 
projects; points for remodeling are not shown in 
Tables 3 (see page 34) or 4. (see page 36)
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Materials-related credits in the NAHB 
program are summarized in Table 4 and in 
the following paragraphs. Changes to the 
Model Green Home Building Guidelines that 
will likely be reflected in the new National 
Green Building Standard, are highlighted.

REcEnt	cHAngES	tO	tHE	nAHB	StAnDARD	ARE	AS	FOllOWS:

Environmentally Preferable Products. Slight 
changes have been made in regard to mate-
rial consumption in the new standard, but 
most provisions are unchanged. According 
to the public draft of the new standard, each 
component must meet the criteria (e.g., recy-
cled-content, biobased, local, etc.) to receive 
points, but the required content percentages 
are currently not written into the standard. 
It is uncertain whether these will be added 
prior to the final release; minor changes may 

yet occur before the new standard is adopted. 
Materials made with renewable energy (at 
least 33% of the primary manufacturing 
process) or derived from renewable sources, 
combustible waste sources, or renewable 
energy credits can now also achieve points.

Biobased Products. Biobased products with 
the “USDA Biobased Credit Product” label, or 
products that meet this criteria, are now eligi-
ble for points under the new standard. Wool, 
cork, bamboo, engineered wood, and cotton, 
as well as cellulosic materials (wood, straw, 
natural fibers) and products made from crops 
(soy-based, corn-based) or other biobased 
materials with at least 50% biobased content 
can receive points through the biobased credit.

Indoor Air Quality. Changes to this part of 
the standard include an increased use of refer-
ences to established product standards and 

Table 3.  Points of NAHB Model Green Homebuilding Guidelines compared to the new  
National Green Building Standard (draft, May 2008)

Minimum Points Required for Green Building Levels

NAHB Model Green Home Building Guidelines

Bronze Silver Gold Emerald

Lot Design, Preparation, and Development  8  10  12 n/a

Resource Efficiency  44  60  77 n/a

Energy Efficiency  37  62 100 n/a

Water Efficiency  6  13  19 n/a

Indoor Environmental Quality  32  54  72 n/a

Operation, Maintenance, and Homeowner Education  7  7  9 n/a

Global Impact  3  5  6 n/a

Additional Points from Sections of Your Choice 100 100 100 n/a

Total Points 237 311 395 n/a

National Green Building Standard (new program in final comment period)

Lot Design, Preparation, and Development  39  66  93  119

Resource Efficiency  45  79  113  146

Energy Efficiency  30  60  100  120

Water Efficiency  14  26  41  60

Indoor Environmental Quality  36  65  100  140

Operation, Maintenance, and Homeowner Education  8  10  11  12

Global Impact  n/a  n/a  n/a  n/a

Additional Points from Sections of Your Choice  50  100  100  100

Total Points 222 406 558 697
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is available in countless grain patterns and solid 
colors, our four standard wood grains are in stock
and readily available with no minimum quantities, no
minimum charges, and no 8-12 week wait commonly
seen in HPDL or special order TFM products.

FOUR ON THE  FLOOR

4 Grain Patterns – 4 Weeks*4 Grain Patterns – 4 Weeks*

www.mohawkdoors.com

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

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

49783 Mohawk FastTrack Ad  2/6/09  3:54 PM  Page 1

DH_Mar09_F.indd   35 2/6/09   7:27:38 PM



36	 DOORS	&	HARDWARE £ March 2009

acceptable emission rates. The new standard 
rewards the use of products that comply 
with the California Department of Health’s 

“Standard Practice for the Testing of Volatile 
Organic Emissions from Various Sources 
using Small-Scale Environmental Chambers” 

Table 4. NAHB Model Green Homebuilding Guidelines vs. the National Green Building Standard

NAHB Model Home Guidelines 2006 NGBS 2007 Materials-related Credits

Credit Description Points Credit Description Points

Materials and Resources (Possible) Materials and Resources (Possible)

2.1.1 create an efficient floor plan that maintains 
a home’s functionality (house size included) 9 601.1 house size 15

2.1.2 advanced framing techniques 8 601.2 advanced framing techniques 9

2.1.3 Building dimensions that 
minimize material cuts 6 601.3 Designed to minimize material cuts 13

2.1.4 Detailed framing plan 7 601.4 Detailed framing plans and material lists 4

2.1.5 Materials that require no 
additional on-site finishing 4 601.5 Pre-cut assemble components, panelized 13

2.1.6 Prefabricated building systems 25 601.7 Materials do not require 
additional finishing on-site 12

2.2.8 Use termite-resistant structural materials 
in areas known to be termite-infested 7

601.9 Wall systems with thermal characteristics 4

603.1 Existing buildings are reused 12

2.3.2 Salvaged Materials 6 603.2 reclaimed and/or salvaged materials 3

2.3.3 Onsite waste sorting 6 603.3 Onsite sorting 4

2.4.1 recycled-content materials 3
604.1 recycled content materials 6

605.1 construction site waste management plan 6

2.5 recycle waste materials 
during construction 18 605.2 Onsite recycling 7

2.6.1
renewable materials (agricultural 
byproducts, soy-based, 
bamboo, wood-based)

3

605.3 construction waste recycled offsite 6

606.1

Biobased products:

8

certified Solid wood in accordance 
with 606.2, engineered wood, 
bamboo, wool, cotton, or cork.

cellulosic materials (wood, straw, natural 
fibers) and products made from crops 
(soy-based, corn-based) or other biobased 
materials with at least 50% content

Products with minimum biobased 
contents of USDa’s Designation of 
Biobased Items for Federal Procurement

Products with “USDa certified 
Biobased Product’ label.

2.6.2
certified wood products from 
aTFS, cSa, FSc, PEFc, SFI, other 
programs recognized by PEFc.

4

606.2
certified wood products from 
aTFS, cSa, FSc, PEFc, SFI, other 
programs recognized by PEFc. 

7

606.3

Materials made with primary energy (at 
least 33% of the primary manufacturing 
process) derived for manufacturing from 
renewable sources, combustible waste 
sources, or renewable energy credits.

6

2.7.1 resource-efficient materials 3 607.1 resource-Efficient Materials 9

2.8.1 Local Materials (300 mile radius) 5 608.1 Local materials 10

2.8.2 Life-cycle assessment of framing materials 8 609.1 Lca 15
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(CA 01350). To be recognized, the products 
must be third-party certified. Examples of 
qualifying third-party certification programs 
include the GreenGuard Children and 
Schools Certification Program, Scientific 
Certification Systems (SCS) Indoor Advantage 
Gold Program and the FloorScore Indoor 
Air Certification Program. The standard also 
references GreenSeal, the Carpet and Rug 
Institute’s (CRI) Green Label program and 
recognizes products that meet the criteria 
of these standards. The new standard also 

addresses such issues as formaldehyde and 
other emissions from flooring materials and 
non-structural panels by referencing stan-
dards such as ANSI A208.1 and A208.2, as well 
as several other related emissions standards.7

Life Cycle Assessment. The NAHB guidelines 
have long included LCA as an option for 
selecting environmentally preferable products 
in the Innovative Design category. The new 
version awards points for using a life cycle 
assessment (LCA) tool that is compliant with 
ISO 14044 or other recognized standard. 

 Table 4. NAHB Model Green Homebuilding Guidelines vs. the National Green Building Standard  Cont’d

NAHB Model Home Guidelines 2006 NGBS 2007 Materials-related Credits

Credit Description Points Credit Description Points

Indoor Environmental Quality Indoor Environmental Quality

5.1.5 composite	materials	contain	no	
urea-formaldehyde 8 901.4

Structural	plywood	used	for	floor,	wall,	
and/or	roof	sheathing	is	compliant	with	
U.S.	Department	of	commerce	Product	
Standard	PS	1	and/or	Product	Standard	
PS	2.	OSB	used	for	floor,	wall,	and/or	roof	
sheathing	is	compliant	with	PS	2.

mandatory

Nonstructural	products	contain	no	urea-
formaldehyde,	comply	with	EPP	Spec	cPa	
2-06;	hPVa	hP-1-2004;	US	hUD	Title	24,	
Part	3280;	aNSI	a208.1	and	a208.2

10

5.1.6 carpet	components	are	“Green	Label”	from	
carpet	and	rug	Institute 6 901.5 carpet	meets	crI	Green	Label	Standards 8

5.1.8 Low-VOc	wallpaper 3 901.6

Flooring	meets	california	Department	
of	health’s	ca	01350,certified	by	a	third	
party	program,	such	as	the	FloorScore	or	
GrEENGUarD	

6

7.1.1 Products	from	companies	with	
environmental	management	systems 3 901.7

Low	VOc	wall	coverings,	comply	with	
california	Department	of	health’s	ca	
01350,	as	certified	by	a	third	party	such	as	
GrEENGUarD	or	ScS

4

7.1.2 Low-VOc	paints 6 901.8
Low	VOc	site-applied	architectural	coatings	
meet	GS-11,	or	ca	01350	as	certified	by	a	
third	party

5

7.1.3 Low	VOc	sealants	and	adhesives 5

901.9.1 Low	VOc	site-applied	adhesives	
and	sealants	on	sub-floors 5

901.9.2 Low	VOc	site-applied	adhesives	
and	sealants	on	interior 5

901.10

Kitchen	and	bath	cabinets	comply	with	
Kitchen	cabinet	Manufacturers	association	
Environmental	Stewardship	Program	
01-06	or	meet	low/non-emitting	criteria

4

901.11
Insulation	for	wall,	ceiling,	ducts	and	
floor	meets	formaldehyde	emissions	of	
ca	01350	as	certified	by	a	third	party

5

903.5.3
Moisture	content	of	lumber	
does	not	exceed	19%	moisture	
before	being	enclosed

4
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Material Consumption Reduction. In the new 
standard a credit for building reuse has been 
added. Points are also now awarded for wall 
components that meet both structural and 
insulation criteria. 

NAHB	National	Green		
Building	Standard	Summary	

The draft version of the new National Green 
Building Program is a vast improvement over 
the initial NAHB program and has the poten-
tial to dramatically influence green residential 
building. By pursuing ANSI certification, the 
program is following a well-established and 
highly-credible process for standard setting 
and accreditation. The NAHB standard is 
unique in several ways, including its estab-
lished recognition of LCA as a tool for evaluat-
ing materials. However, the NAHB program 
could go further to ensure leadership in green 
building practices by expanding the use of 
LCA beyond framing materials, and requiring 
its use. The NAHB includes recognition of all 
of the leading forest certification programs 
operating in North America; wood, however, 
remains the only structural building material 
that requires third-party certification. 

Green	Globes

Green Globes is a program of the Green 
Building Initiative (GBI). The Green Globes 
standard was initially developed based on 
the UK Building Research Establishment’s 
Environmental Assessment Method 
(BREEAM). It was adapted for use in Canada 
in 1996, and in the United States in 2004. In 
2000, Green Globes Canada became an online 
rating tool that uses point allocation to deter-
mine qualification for certification; this feature 
characterizes the current U.S. Green Globes 
program. Builders can audit themselves using 
the online program and then achieve certifica-
tion through third-party verification. 

Green Globes was developed initially for use 
with construction of commercial buildings. GBI 
has specifically addressed residential structures 

by indicating that Green Globes is intended as a 
template for development of regional and local 
housing standards, and GBI collaborated with 
the National Association of Home Builders in 
developing the previously-described National 
Green Building Standard. The GBI offers 
assessment tools related to the Management 
and Operation of Existing Buildings, Building 
Emergency Management, Building Intelligence, 
and Fit-Up (for commercial interiors). 

In 2005, GBI became the first green build-
ing organization to be accredited as a stan-
dards developer by the American National 
Standards Institute (ANSI). The GBI Proposed 
American National Standard 01-2008P for 
Commercial Buildings is currently in develop-
ment and undergoing public review for ANSI 
recognition. The proposed standard is meant 
to be used for commercial buildings; the GBI 
recommends that single-family residential 
building utilize the NAHB National Green 
Building Standard that is also in the process of 
achieving ANSI recognition.

Like previous versions, the GBI Proposed 
American National Standard 01-2008P for 
Commercial Construction is divided into seven 
areas of assessment: Project Management, 
Site, Energy, Water, Resources, Emissions and 
Storage of Hazardous Materials, and Indoor 
Environment. The newest proposed version is 
much more prescriptive than previous versions 
of Green Globes. There are four Achievement 
levels possible, and a minimum of 35% of 1000 
possible points must be awarded to achieve 
certification. The proposed standard now 
requires some mandatory measures in each 
category, while previous versions did not. For 
example, in the Resources/Materials category, 
a minimum of 29% of 145 possible points 
must be attained for certification. See Table 5 
for the required points allotted per category. 
Points relating to environmentally preferable 
materials in the current Green Globes New 
Construction standard and the GBI Proposed 
American National Standard are shown in 
Table 6. Changes from the old standard to the 
new standard in relation to environmentally 
preferable products are outlined below.8
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Life Cycle Assessment. Since its inception, 
identification of environmentally preferable 
materials in the Green Globes program has 
been informed by life cycle assessment, mean-
ing that materials evaluation is systematic and 
based on internationally accepted protocols, 
and that embodied energy and emissions 
linked to the manufacturing process are 
also considered in materials evaluation. The 
GBI Proposed American National Standard 
offers two ways to select materials; through a 
Performance Path that awards points for using 
a complete life cycle assessment (45 points), 
or through a Prescriptive Path (35 points) that 
offers a variety of options that are each eligible 
for points. The GBI released its own version of 
a life cycle assessment tool that was developed 
in cooperation with the Athena Sustainable 
Materials Institute. Work continues to incorpo-
rate more LCA data into the online database to 
make the process of life cycle assessment more 
widely accessible.

Recycled-Content and Salvaged Materials. If not 
following the LCA path, the Prescriptive path 
allocates points for recycled post-consumer 
or post-industrial (pre-consumer) content 
materials (based on cost or weight of total 
project materials), for furnishings, fit-outs, and 
finishes, and assemblies. The previous version 
(Green Globes Design v.1) broke this down by 
cost only, and points were awarded using the 
Green Globes system calculator. Points are 
now awarded for off-site salvaged materials, 
based on weight or cost. 

Environmentally Preferable Products. The new 
GBI Proposed American National Standard 
recognizes third-party forest certification 
programs endorsed by the PEFC in addition 
to the SFI, CSA, FSC, and AFS certification 
programs. Using wood products for 1% to 20% 
or more of total building materials can achieve 
points, based on cost or weight (the previous 
version awarded points starting at 20%). Local 
materials are awarded in the prescriptive path 

Table 5.  Required Points for Certification through the GBI  
Proposed American National Standard 01-2008P

Environmental 
Assessment Area Total Points Available 

Minimum Percentage 
of Points Required For 
Compliance at Each 
of the Four Levels*

Project Management 100 50

Site 120 24 (0 for major renovations)

Energy 300
Performance Path A: 150

Prescriptive path B: 100

Water** 130 26

Resources/Materials 145 29

Emissions and Storage 
of Hazardous Materials 45 9

Indoor Environment 160 32

Total 1000  
(less non-applicable

1000  
(less non-applicable points)

329 (using Energy path A)

270 (using Energy path B)

* Where points do not sum to a whole number, round up the points to the  
nearest whole number.

** The Water Assessment Area has a unique method for calculating final point allocations. 
Please refer to section 9.1 for further information.
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(LCA would take locally sourced materials 
into account by considering total energy). 
Points are possible by using 1% to 20% of 
total building materials that are harvested, 
recovered, salvaged, or extracted within a 500 
mile radius and/or shipped primarily by rail 
or water within a 1500 mile radius. Seventy 
percent of a building component by weight 
is required for credit. Additional points are 
available for materials processed and manu-
factured according to these same criteria.

Biobased Products. On the Prescriptive 
path, using biobased products for 1% to 
20% or more of building materials can 
gain points for assemblies and points for 
furnishings, fit-outs, and finishes, based 
on cost or weight. The points are deter-
mined by the described percentages in the 
manual. The Green Globes Design v.1 used 
cost only as a basis for awarding points. 

Indoor Air Quality. Points are awarded for 
using 1%-100% of total building materials 
that meet certain VOC levels for adhesives, 
paints, sealants, and finishes. The VOCs of 
materials must either have been tested in 
accordance with the SCAQMD or ASTM 
5116, or achieved certification through Carpet 

and Rug Institute®, Ecologo, Green Seal®, 
GreenGuard Environmental Institute®, 
Resilient Floor Covering Institute®, or 
another equivalent Voluntary Certification 
Program applicable to the product or mate-
rial that met or exceeded the VOC content or 
VOC emissions listed in the tables provided. 
The list of VOC requirements has been 
expanded since the previous version. 

Material Consumption Reduction. The new 
standard awards points for utilizing materials 
efficiently, using renewable raw materials, or 
incorporating multi-functional assemblies. 
It also promotes the development of a build-
ing service life plan. The GBI has decreased 
the points awarded for using a design plan 
that incorporates possible easy demount-
ing, disassembly, and reuse in the future.

Green	Globes	Summary

The GBI is the only entity to date to focus 
on life cycle assessment as a foundation for 
green building design and materials selection, 
and the new national commercial standard 
reflects this as well. The new standard in draft 
is much more prescriptive than the previous 

Table 6.  Point Allocation for Credits Relating to Environmentally  
Preferable Materials in the Current and Proposed Standards.

Green Globes Design v.1 GBI Proposed American Standard 01-2008P

E.1 Materials with low environmental impact (40 points)

10. 1.1 assemblies (Structural System and Envelope), 
PErFOrMaNcE PaTh—assemblies (25 points)
assemblies (Structural System and Envelope),  
PrEScrIPTIVE PaTh—assemblies (20 points)

E.2 Minimized consumption and depletion of material  
resources (30 points)

10.2.1 Furnishings, Finishes and Fit-outs— 
PErFOrMaNcE PaTh (20 points)
Furnishings, Finishes and Fit-outs— 
PrEScrIPTIVE PaTh (15 points)
10. 3 Other Material Properties (12 points)—includes certified 
wood & salvaged products 

E.3 re-use of existing structures (10 points)
10.4 re-use of Existing Structure’s (18 points)

10.5 reduction, re-use and recycling of Waste (9 points)

E.4 Building durability, adaptability and disassembly (12 points)
10.6 resource conservation through Design (14 points)—includes 
Design for re-configuration, Demounting and Disassembly, 
Building Service Life Plan

E.5 reduction, re-use and recycling of waste (10 points) 10.7 Building Envelope (42 points)

G.2.9 G.2 Source control of Indoor Pollutants, VOc’s low-VOc 
emitting and third-party environmentally certified (10 points)

12.2.1 Source control of Indoor Pollutants— 
Volatile Organic compounds (VOc) (10 points)
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version, which has both good and bad attri-
butes. On one hand the mere offering of an 
alternative prescriptive path could be seen as 
undermining the importance of LCA, but on 
the other the pairing of the two options could 
generate awareness to more builders about the 
best way to choose materials (calling the LCA 
path “Performance” and offering more points 
through it supports this scenario). Through 
development of the on-line tool and the part-
nerships in developing new ANSI-recognized 
national standards, the GBI has introduced a 
new standard for green building programs. 
Continued development is still needed to 
extend the use of LCA to selection of all build-
ing components, and to bring uniform certi-
fication requirements to structural building 
materials other than wood. The GBI and its 
partners may also need to make more signifi-
cant investments in training and education to 
assist in the uptake of the on-line tool and to 
support the expanded use of LCA.

The Bottom Line

All of the major green building programs are 
evolving. Life cycle assessment is recognized 
in some building programs, but not all, and 
even those that do give recognition only do 
so for framing materials. This means that the 
principal green building programs are not 
holding non-structural materials to the same 
standards as structural materials. This is partly 
due to the more ready availability of LCA 
information for framing materials than for 
other materials. As more data becomes avail-
able this discrepancy needs to be addressed. 

The bottom line is that critical issues related 
to designation of environmentally preferable 
construction materials remain unaddressed in 
most green building programs. Furthermore, 
current variability in the standards is causing 
confusion and proliferation of scientifically 
unsubstantiated prescriptive standards as 
new programs are developed and existing 
programs are revised. Despite the strong 
adoption rate for green building programs, 
there is much room for improvement and 

work needs to be done to reach the goal 
of ensuring the programs truly result in 
improved environmental performance.

About the Author: This report was prepared by Dovetail 
Partners, Inc. Dovetail Partners is a 501(c)(3) nonprofit cor-
poration that fosters sustainability and responsible behaviors 
by collaborating to develop unique concepts, systems, models 
and programs. For more information or to request additional 
copies of this report, contact us at: info@dovetailinc.org • 
www.dovetailinc.org • 612-333-0430    
© 2008 Dovetail Partners, Inc. 
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Don't Know Can Destroy 
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shipped directly from the Profit Planning Group. Please allow  2 weeks 
for delivery.

Name:  __________________________________________________

Title:  ___________________________________________________

Company: ________________________________________________

Mailing Address:  __________________________________________

________________________________________________________

City: _______________________________ST/Province: __________

Zip Code: ________________________________________________

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

Enclosed is a check payable to DHI

Please charge my:   VISA    MasterCard    AMEX

Name on Card: ____________________________________________

Charge Account #: _________________________________________

Exp. Date:__________/__________/__________

Cardholder’s Billing address: _________________________________

________________________________________________________

City:___________________________________ST/Province________ 

Zip Code: ________________________________________________

Telephone #: _____________________________________________

Signature: _______________________________________________

Please return order form:
By Mail: DHI, 14150 Newbrook Drive, Ste. 200, Chantilly, VA 20151-2223
By Fax: 703-222-2410, Attention Member Services
For questions or additional information, please contact DHI Member
Services at 703-222-2010

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

Sponsored by

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

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

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

3.  What is a reasonable level of profit 
as a percent of sales?

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

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

Place your order today with a Member 
Services representative at 703-222-2010. 
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HE PUBLIC HIGH SCHOOL I RECENTLY PERFORMED A
security assessment on is loaded with high quality secu-
rity and access control technology. Students must swipe 
an ID card to be able to enter the school and register their 
att endance for each day. They then have to walk through 
metal detectors. Visitors are viewed through a camera and 
the main entry door is unlocked. Visitors need to present 
a photo ID card which is swiped so a computer can check 
the visitor against databases of sexual predators, individ-
uals banned from campus and against names appearing 
on court orders received by the school. Besides eight hall 
monitors and a School Resource Offi  cer (SRO), the school 
has a security offi  cer to watch a bank of monitors tied to 
the school numerous security cameras. They also have 
alarms protect exterior doors and sound an audible alarm 
when they are opened without authorization.

However, I was easily able to beat this entire security 
system by gaining access to the building interior not just 
once but three days in a row proving to school offi  cials that 
a non-custodial parent, a dangerous intruder or a student 
could not only slip into the school undetected but could 
also easily bring a full length shotgun or rifle into the 
school. Fortunately, I was there to test the school’s security 
system because school offi  cials had realized the extensive 
investment in security technology was not providing the 
anticipated results. The Idaho State School Superintendent 
in 2007 requested an appropriation to address this issue 
and was allocated $150,000 in FY2008 for a state wide Safe 
and Secure Schools Assessment. This has been identifi ed 
as a critical issue for a number of years, the Safe and Secure 
Schools Assessment is the fi rst time the SDE has sought 
to capture a detailed picture of safety and security weak-
nesses and strengths in schools throughout the state.

Security experts, who understand how K-12 schools 
work can usually prevent deadly gaps upfront and as seen 

s c h o o l  S A F E T Y

 BY RUSSELL BENTLEY

Ensuring Our 
Schools are Safe

T
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in this case, can often help correct 
misapplication of security technol-
ogy. Clearly, the assessment process 
is far smoother and much less expen-
sive when they are brought in on the 
front end. With or without external 
experts, the acquisition of new secu-
rity technology should be based on a 
formal assessment process. 

The scenario described above illus-
trates a common problematic chain 
of events in many K-12 public school 
districts as well as charter and inde-
pendent schools att empting to address 
security concerns. A review of various 
state departments of education web-
sites such as the Virginia, Indiana 
and Georgia Departments and the 
Missouri Safe Schools Initiative, will 
reveal recommendations to conduct 
school safety assessments. Several 
departments of education advise and 
promote a comprehensive review 
and evaluation of safety efforts as 
a regularly suggested or in some 
cases, state mandated activity. School 
safety assessment as defined in the 
article Conducting a School Safety 
Assessment—Family Education1 as a 
strategic evaluation and planning 
tool that can be used to determine 
the extent of a school safety problem. 
Many school administrators think if 
they add an additional SRO or some 
more surveillance cameras, they won’t 
have significant security problems 
any more. A valid question is whether 
these measures are based on an assess-
ment process or “gut” feelings. School 
safety assessment is one tool, if used 
eff ectively which can provide a snap-
shot of the school’s safety and identify 
areas needing improvement.2

The school safety assessment 
should consist of multiple indicators 
that apply to the total school environ-
ment. Using the example of a secu-
rity assessment, the minimum areas 

addressed as part of the assessment 
process should be the following:
■ Assessment of criminal risk in 

the neighborhood and broader 
community

■ Physical review of buildings
■ Review of existing policies 

and practices for student, staff  
and visitor admissions to the 
building

■ Review of discipline infraction 
reporting, and the data collection 
method utilized by the school or 
district

■ Review of security personnel or 
SRO, if assigned to schools or 
district

■ Level of staff  development 
related to school safety

There should be some discus-
sion as to whether the school safety 
assessment will be conducted by 
the school district using the state 
or local mandated assessment tool, 
and/or by an outside fi rm or expert. 
Whether the assessment is conducted 
by school personnel or by an outside 
source, the individual(s) should have 
a broad knowledge in the area of best 
practices for school safety and secu-
rity. If school personnel conduct the 
assessment, they should receive some 
level of training provided by persons 
with work experience in the areas 

Type of Assessment Relevant Backgrounds

Security and access 
control assessment

Preventive law enforcement experience, 
security experience, protective experience
Examples:  Former U.S. Secret Service 
Agent, School district police experience, 
school resource offi  cer experience, school 
security experience, military police 
experience relating to physical security 
such as U.S. Air Force Security Specialist.  
Related degrees and certifi cations.

Environmental safety 

OSHA compliance training, environmental 
health and science training and coursework
Examples: Graduates of advanced OSHA 
training programs relevant to schools, work 
experience with OSHA or state government 
agencies with similar roles, full time 
experience in corporate, K-12, or higher 
education environmental safety positions. 
Related degrees and certifi cations.

Emergency preparedness

Full time or part time local, state or federal 
emergency management experience, 
an emergency management degree 
or advanced emergency management 
training through the Federal Emergency 
Management Agency and/or state 
emergency management agency training.

Safety policy, practice 
and customs evaluation

K-12 related school system safety, 
security or law enforcement experience, 
risk management experience

A few examples of appropriate backgrounds 
for consultants for different types of assessments
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related to the assessment process. 
Qualifications for an outside expert 
are addressed in the section below.

The actual assessment team should be 
a multidisciplinary team that conducts 
a thorough assessment and evaluation 
of the multiple indicators mentioned 
earlier. A typical team might include 
members from the school administra-
tion, facilities, personnel law enforce-
ment, fire services, custodial personnel, 
school nurse, emergency management 
and students.

How often should school safety 
assessments be made? Many experts 
recommend at least once every year, 
but some consideration must be given 
to state guidelines. Yet, how often do 
school superintendents and school 

principal plan and schedule a security 
assessment for district facilities and 
schools? If you were to check their 
personnel calendars you would find 
an appointment for an annual health 
check up, why not schedule an annual 
school safety assessment? The state 
of Idaho Department of Education 
2007 did a state-wide online survey 
to capture a detailed picture of safety 
and security weakness and strengths 
in schools throughout the state. The 
survey data revealed that Idaho 
schools suffer from legitimate safety 
and security vulnerabilities as well 
as from the perception of inadequate 
preparedness to address emergencies 
or crises. The finding from the data 
collected support the need for addi-

tional site by site assessments. 
Schools may choose to exceed 

this by adding frequent abbreviated 
assessments such as quarterly, or as 
part of the annual fire inspection.

Preparation for the assessment 
requires some of the following docu-
ments be available for the assessment 
team outside assessors:
n   Student Code of Conduct Booklet
n   Data on student discipline / 

school crime (UCR data)
n   School floor plans / site plans
n   Emergency management plans 
n   District policies / procedures 

which relate to school safety
What should the assessors use to 

assist them in recording their find-
ings? The state of Florida provides 

What’s Being Done?

Organizations like the Foundation for the advancement of Life Safety and 
Security are steadily making progress with campaigns to promote a safer built 
environment by informing interested parties through research, education and 
communication.

The Foundation, in its partnership with the Door and hardware Institute 
(DhI), works with recognized experts in the construction of more than 95% of 
the door openings in the nation’s schools. The owners of these buildings rely 
on the advice and expertise of a door and hardware consultant to keep them 
current on standards and technology as they pertain to safety and security. 
current standards and technology need to offer a combination of the best 
possible and most reasonable amount of security that allows for the safest 
entry and egress into and out of a school building.

Those who do this work in conjunction with the Foundation understand the 
balance of life safety and security. DhI works with more than 1,500 architectural 
hardware consultants (ahcs) whose role it is to design every door opening from a 
use, life safety and security perspective.

This is an important area of expertise that needs to be included by every 
county and school board reassessing the life safety and security requirements 
of our nation’s schools. 

In an effort to further our industry’s efforts on this front, The Foundation was 
in attendance at the april 23rd hearing held by the U.S. Senate committee on 
homeland Security and Governmental affairs.

Foundation board member richard Barnhard, FDhI, Dahc/cDc, attended 
the hearing chaired by Senator Joseph Lieberman (I-cT) and ranking member 
Susan collins (r-ME).

“It was important for the Foundation to attend this hearing,” said Barnhard. 
“In light of the tragic events that took place at Virginia Tech, it is critical 
that the Foundation continue to be present and to gather—and eventually 

present—information that will help lawmakers make important legislative 
decisions regarding life safety and security.”

another example of efforts to further safety in schools was the recent life 
safety and security inspections for a number of head Start centers located in 
the San Diego, ca area. This Foundation sponsored event was hosted in coop-
eration with the Neighborhood house association in San Diego. The inspections 
consisted of walking through 15 centers over a two-day period to determine 
what changes, if any, could be made to doors at the points-of-entry and to 
fire-rated doors.

“With recent school-related incidents across the country and with the known 
dangers of fire, we knew that we could play an active role in helping organizations 
understand the balance between security and life safety,” said James Tartre, an 
architectural hardware consultant (ahc) and Foundation president. “Doors are 
instrumental to a child’s safety and we felt that we could have a positive impact at 
the head Start centers.”

Efforts to further this cause are on-going. Be sure to visit the Foundation Web 
site, www.LifeSafetyandSecurity.org for more information on current activities 
and efforts.

Call to Action
Working with officials on a new school project or school renovation? Make 

sure you consult a DhI-certified consultant at each stage of planning, design, 
and building to best address all issues of access control. Using the knowledge 
and experience of a qualified industry expert can offer school administrators 
the tools they need to implement sound policies that ultimately ensure the 
safety of everyone within a school building and minimize the potential for 
unauthorized entry into these halls of education. Visit the DhI Web site, www.
dhi.org to find a certified consultant in your area.
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their schools with safety self 
assessment forms. The state of 
Virginia provides a school safety 
audit checklist and the state of 
Georgia provides a ten page school 
safety assessment form. The list of 
forms used to capture the infor-
mation is also called: safe campus 
checklist, facilit ies checklist, 
campus safety and security audit 
tool kit. In other words, there are 
a variety of potential assessment 
tools that can work well

Qualifications of an Outside 
Source for the Assessment Work

It is critical that school officials 
conduct due dil igence when 
select ing outside f irms and 
experts for assessment work. Be 
sure to closely evaluate whether 
the actual prior work experience 
matches the work desired. A 
firm may have extensive consult-
ing work experience with K-12 
schools and their work may still 
not withstand scrutiny during 
litigation, so be sure they have 
relevant work experience, train-
ing and education to backup their 
consulting experience. Next, make 
sure that experience is relevant to 
the work. For example, having an 
expert who lacks any formal emer-
gency management experiences 
assess emergency preparedness 
measures is like having a dentist 
perform a triple bypass surgery.

I would advise any administra-
tor or school district personnel 
considering new security technol-
ogy not to invest any amount of 
resources (financial or human) 
before conducting a school safety 
assessment. In the Idaho assess-
ment results it was pointed out 
that, “A common theme that 

emerged throughout the assess-
ment was that school administra-
tors are eager to address safety 
and security but they often have 
purchased technology, hardware 
and software that was not cost 
efficient or did not meet indus-
try standards. In short, many 
administrators do not possess the 
knowledge or background to make 
the most of tax dollars when it 
comes to safety and security.” This 
proactive process will provide the 
much-needed insight to guide the 
decision makers at any level in 
their efforts to make their school(s) 
safer. Safe schools are everyone’s 
concern, students, teachers, and the 
community as well. In the Idaho 
study, a positive finding uncov-
ered was school personnel and 
communities are generally highly 
supportive of understanding and 
addressing security needs and 
making improvements. Each group 
has valuable information to share 
and the school safety assessment 
can pave the way to achieving the 
goal of safer schools. 

About the Author: A former school district 
police chief, FBI National Academy graduate 
and adjunct faculty member teaching college 
courses on police and security technology, 
Russell Bentley serves as a Senior Analyst 
for Safe Havens International Inc. The 
world’s leading international non profit 
school safety center. During his nearly two 
decades of full time campus safety experi-
ence he has worked in more than 25 states to 
make schools safer. He welcomes your com-
ments, questions and suggestions at www.
safehavensinternational.org

Footnotes:		
1.		Family	Education:	conducting	a	School	Safety	

assessment.	http://life.familyeducation.
com/school-safety-month/parents-and-
school/36167.html-Pearson	Education

2.	School	Safety	audit,	Virginia	Department	of	Education
3.		Georgia	department	of	Education	

School	Safety	assessment	Form
4.		Idaho	of	Safe	and	Drug	free	Schools	“Safe	and	Secure	

Schools	assessment—current	Security	Profile”	
prepared	by	State	Department	of	Education	11/23/2007

2008 ROSI Awards
     Award winners recognized at the 
2008 Annual Conference & Exposition in 
Boston were incorrectly identified in the 
February 2009 issue of Doors & Hardware 
magazine’s “Conference Wrap Up” article.  

     Our apologies for the oversight.

    Congratulations and sincere appreciation 
to the following DHI Instructors for their 
dedicated service to the Institute: 

10 Year Award
Stephen M. Wilson, AHC/EHC 

(not pictured)

              15 Year Award
Anthony A. Boatman, DAHC/EHC (above)

20 Year Award
Lee A. Garver, DAHC (above)

25 Year Awards
H.
Stephen
Be ge,
AHC
(above)

Hendrik J. Ombach, DAHC (not pictured)

Correction for Mar09D&H_3rd vertical.indd   1 2/4/09   1:33 PM
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EgrEss &  

EgrEss 
Planning

new way of thinking� about 
emerg�ency evacuation is 
g�oing� to provide additional 

benefits for persons with mobility 
impairments.

Code Chang�e E22-04/05 elimi-
nated the exception for areas of 
refug�e at elevators and stairways 
in sprinklered building�s from the 
2006 International Building Code (IBC) 
based on concern that adequate 
levels of safety were not being� 
provided for persons who could not 
use stairways to evacuate during� an 
emerg�ency. Looking� back, one could 
say that E22-04/05 sparked a lot of 
attention—and justifiably so, because 
it raised important issues. In any 
event, twenty code chang�e propos-
als addressing� accessible means of 
eg�ress were considered during� the 
2006/2007 code development cycle 
and twelve more were considered in 
the 2007/2008 cycle.

As a result, the 2009 IBC will 
include many new provisions related 
to egress. The first thing users will 
notice is that the exceptions for areas 
of refug�e in sprinklered building�s 
is back in the code (Sections 1007.3 
and 1007.4). This may prompt some 
to react: “Hey, you aren’t considering� 
the safety of persons with disabili-
ties!” However, this needs to be 
viewed as part of the complete eg�ress 
plan, not just a single piece of the 
puzzle.

The exception for areas of refug�e 
in sprinklered building�s has been 
in the codes and the Americans with 
Disabilities Act Accessibility Guidelines 
ever since we beg�an considering� 
how to g�et people with disabilities in 
and out of building�s. The exception 
is not the problem—what is needed 
is better evacuation planning for 
persons who may need assistance 
in evacuation. Org�anizations 

Accessible 
A

b y  K i m b e r l y  P a a r l b e r g ,  r a
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including the American Society of 
Mechanical Engineers (ASME), the 
National Institute of Standards and 
Technology (NIST), the U.S. General 
Services Administration, and ICC 
along with firefighters and elevator 
manufacturers have been working 
on a new approach to occupant 
evacuation and firefighter access. 
The key elements are better infor-
mation, communication, fire depart-
ment access for firefighting and 
assisted rescue, and more evacua-
tion options for taller buildings.

Evacuation Strategies

Three basic evacuation strate-
gies are considered: defending in 
place, phased evacuation and full 
evacuation. As a general rule, egress 
requirements increase as the height 
of a building increases. For some 
buildings, a single response for all 
scenarios is appropriate. For others, 
the proper approach will depend on 
the type of incident and perhaps the 
type of occupancy and size of the 
building.

Whatever the case, International 
Fire Code Sections 404 and 405 
require most facilities to have fire 
and safety evacuation plans. These 
plans must be approved by the fire 
code official, reviewed on at least 
an annual basis, practiced during 
fire drills and include provisions 
for evacuating occupants in need of 
assistance.
Defend in Place

Defend in place strategies are 
commonly used where the evacu-
ation of occupants may not be the 
ideal first response, such as hospi-
tals, nursing homes and jails.

In the case of fire in a hospital or 
nursing home, evacuation to the 
outside of the building and into 

rain or freezing temperatures could 
potentially be extremely hazardous 
to the health of patients/residents. 
Depending on where the fire occurs, 
it is often preferable for patients/
residents to either remain in place 
or be moved to a different compart-
ment where they can be protected 
from smoke and fumes. For jails, in 
the interest of protecting detainees 
as well as the public, planned 
evacuations can be to other smoke 
compartments within the same 
building or evacuation to outside, 
fenced yard areas providing refuge 
a safe distance from the building.

The presence of trained staff, 
containment of smoke and sprinkler 
protection makes the use of hori-
zontal exits a good option for these 
types of facilities.
Phased Evacuations

Phased evacuations may take 
place when fire events occur in 
tall buildings. Fire departments 
will typically evacuate the floor 
where a fire is located along with 
the two floors above and two floors 
below, and lead the occupants to 
a floor from which they can safely 
discharge from the building. If fire-

fighters can control the fire, further 
evacuation may not be necessary. In 
fact, remaining occupants may not 
even be immediately aware that a 
fire event occurred.
Full Evacuation

Full building evacuations may 
be necessary due to a range of 
incidents including natural hazards 
such as tornadoes, hurricanes, snow 
or ice storms, floods, and earth-
quakes; technological events such 
as power outages, vehicle impacts, 
gas leaks, fires and explosions; 
and deliberate events such as civil 
disturbance, bomb threats or acts of 
terrorism.

During a full evacuation, all 
occupants exit or are assisted in 
exiting the building—ideally within 
less than half the duration of the 
fire-resistance rating of the exit 
enclosures.

The Ups and Downs of  
Elevator Access

Although ASME A17.1, Safety Code 
for Elevators and Escalators, requires 
signs at elevators which read: “In 
case of fire, use stairways,” elevators 
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do not automatically stop working 
when fire alarms or sprinklers are 
activated. Elevators go into fire 
department recall when smoke is 
detected in elevator lobbies or when 
fire department personnel recall 
them (IBC Section 3003.2). In sprin-
klered buildings, fire alarm panels 
indicate the locations of fires so that 
firefighters can get to affected areas 
and the occupants most impacted 
sooner. Following is a brief descrip-
tion of requirements as buildings 
get taller. 
Communication

Communication between occu-
pants who need assistance and 
emergency responders is necessary 
in all multistory situations—even 
two-story buildings. In nonsprin-
klered buildings, signage and two-
way communication systems must 
be in place where areas of refuge 
are provided at a stairway; in sprin-
klered buildings, directional signage 
for accessible means of egress and 
two-way communication systems 
must be provided at elevator lobbies 
(Section 1007.8). Because people tend 
to try to exit buildings through the 
areas they are most familiar with, 
the way they came in, this puts the 
communication system where it is 
most likely to be found and used. 
Two-way communication systems 
must be answerable twenty-four 
hours a day, seven days a week.
Buildings Five Stories or Taller

Elevators in buildings five stories 
or taller are required to have 
standby power to allow for assisted 
evacuation by emergency respond-
ers (Section 1007.2.1).

High-Rise Buildings
High-rise buildings are defined 

as buildings with occupied floors 75 
feet or higher above the lowest level 
of fire department access (Section 
202). High-rises must have eleva-
tor lobbies or pressurized elevator 
shafts so that smoke cannot migrate 
up through elevator shafts (Section 
708.14). This helps keep both 
enclosed and unenclosed eleva-
tor lobbies safe areas for people 
to wait for assistance during an 
emergency. Fire command stations, 
also required in high-rises, must be 
connected to the two-way commu-
nication systems.
Fire Service Access Elevators

Buildings with occupied floors 
120 feet or higher above the lowest 
level of fire department access 
are required to have fire service 
access elevators, which must have 
enclosed lobbies directly connected 
to enclosed exit stairways, standby 
power, separate shafts from adjacent 
elevators, protected cables and 
monitoring from fire command 
centers (Section 403.6.1). The extra 
protection afforded for these eleva-
tors is intended to increase the 
amount of time during which they 
can remain in operation during a 
fire event, thus allowing for better 
firefighting and assisted evacuation 
of people who cannot use stairways.
Occupant Evacuation Elevators

Along with individuals with 
permanent mobility impairments, 
people who are elderly, overweight, 
have asthma or heart conditions; 
pregnant women; those with even 
minor injuries like a sprained 

Elevators do not automatically stop working 

when fire alarms or sprinklers are activated.
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ankle; and people who are simply 
not in the best of shape may need 
help going down multiple flights 
of stairs. Studies indicate that as 
much as 6 percent of the population 
may need some type of assistance 
moving down stairways, and that 
percentage increases as building 
heights increase.

This at least partially accounts 
for the idea of using elevators 
for general occupant evacuation 
of tall buildings becoming more 
common—the Stratosphere Tower in 
Las Vegas, Nevada, is one example 
of a building that currently uses 
such a system. Research shows that 
once a building is forty stories in 
height or taller, using elevators to 
evacuate occupants is faster than 
using stairways and using eleva-
tors in conjunction with stairways 
speeds up evacuation even more.

Occupant evacuation elevators are 
not currently required by the IBC, 
but when provided they must meet 
certain specifications (Sections 406.2 
and 3008). As long as the elevators 
can operate safely, they can be used 
by anyone to evacuate. This allows 
persons with disabilities to self-evac-
uate a building in the same manner 
as everyone else. This is especially 
important for individuals who 
rely on their wheelchairs to carry 
communication and/or life support 
equipment. Actor Christopher 
Reeves’s wheelchair, for example, 
included a ventilator without which 
he could only survive for a few 
minutes, and he and the chair had a 
combined weight of 660 pounds.

During a fire event, occupant 
evacuation elevators would be used 
to perform a phased evacuation. 
If a full building evacuation is 
issued, the elevators would start at 
the highest floor and use the same 

procedure to shuttle people directly 
to the ground floor. This effectively 
“zones” them to provide the quick-
est ride out of the building.

Fire department personnel can 
make educated judgments about 
the operation of occupant evacu-
ation elevators from a building’s 
fire command center, thanks to the 
protection and monitoring capabili-
ties for the elevator shaft, car and 
lobbies, and may decide to allow the 
elevators to continue to operate per 
their preprogrammed directions 
even after a Phase I recall. Signage 
and status indicators in elevator 
lobbies will inform occupants if they 
can use the elevators for evacuation.

Alarm/voice communication 
system devices and two-way 
communication systems are 
required between fire command 
centers and lobbies that serve 
occupant evacuation elevators to 
allow direct communication with 
people waiting in those areas. The 
lobbies must be protected, sized for 
25 percent of the population of the 
floor, and provide one wheelchair 
space for every fifty occupants. The 
result is four times the number of 
wheelchair spaces than required for 
areas of refuge.

The lobbies must also have direct 
connections to enclosed exit stair-
ways. Providing occupant evacua-
tion stairways will not reduce the 
number or width of required exit 
stairways. However, they are consid-
ered an alternative to the additional 
exit stairway now required in high-
rise buildings more than 420 feet in 
height (Section 403.5.3).

Full Building Evacuation

Concerns over the possible need 
for full building evacuations have 

resulted in other changes in the 
2009 IBC. Examples include the 
potential for wider corridors and 
stairways with the deletion of the 
sprinkler allowance in Table 1005.1, 
the introduction of photolumines-
cent stripes on stairs in high-rise 
buildings (Sections 403.5.4 and 1024) 
in addition to regular egress and 
lighting and emergency lighting 
requirements (Section 1006), and 
improved structural and fire resis-
tance standards for high-rise build-
ings more than 420 feet in height 
(Section 403).

Conclusion

The increased height of buildings 
coupled with changing demograph-
ics and public concern about the 
safety of tall buildings have led to a 
call for a fundamental rethinking of 
emergency egress systems. Through 
considerable effort by ASME, NIST, 
the fire service and the elevator 
industry, the International Codes 
and referenced standards will now 
include requirements for occupant 
evacuation elevators. This will allow 
designers to take advantage of the 
latest advances in elevator technol-
ogy and provide a safer environ-
ment for building occupants and 
emergency responders. In addition, 
persons with disabilities will have 
the option to self-evacuate in more 
situations and a better understand-
ing of where to go if they do need 
assistance during an evacuation.

About the Author: by Kimberly Paarlberg, RA, 
ICC Senior Staff Architect

This article originally appeared in the December 2008 
issue of Building Safety Journal, © International Code 
Council.
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Gathering Fire Do or Inspection DataGathering Fire Do or Inspection Data

By Gordon Svenson

THE OBVIOUS QUESTION IS HOW
many thousands of fi re-rated assem-
blies or systems are there? How 
best can fi rms manage the moun-
tain of data associated with these 
doors? What is the cost of managing 
this data and what lessons can we 
learn from other organizations 
performing similar inspections? 

There likely will be many fi rms 
qualifying their inspectors with 
DHI training. It is unrealistic to 
expect inspectors will be able to 
monitor the many fi re prevention 
systems needing to be inspected 
using a traditional clipboard 
approach. To maintain their 
competitive edge, inspectors will 
need to provide the most effi  cient 
and professional service to continue 
to earn their client’s loyalty. 

How do you decide if purchasing a 
mobile data solution is the best busi-
ness decision for your fi rm? There 
are many variables in determining 
an acceptable rate of return, but 
investing in soft ware makes sense 
if one of the following variables is 
appropriate for your business:
1. Will there be gains that reduce 

overhead or allow you to do more 
without adding resources?

2.  Will the soft ware put you in 
compliance with legal or contrac-
tual requirements?

3.  Will the soft ware allow you to be 
compatible with your suppliers to 
expedite the completion of orders?

4.  Will the soft ware enhance your 
customer loyalty and help your 
business grow?

If these variables apply to your 
business and you decide to invest in 
a digital solution, the next stage is to 
determine what to consider in choos-
ing a solution. Mobile technology is 
a more complex solution than simply 
purchasing hardware and soft ware. 
There are several deployment 
considerations when implementing a 
mobile data collection system: 
1.  Be clear on what your objectives 

are and share them with your 
team. Our experience deploying 
mobile soft ware with dozens of 
fi re departments suggests that it 
is a realistic goal to be able to do 
more inspections, with increased 
accuracy in the same amount 
of time. The time saved during 
each inspection could be used to 
do more client-centered (profi t-
driven) tasks like repairs and 
servicing fi re systems. While each 

Is There a Better Way?
A signifi cant requirement 

of NFPA 80 is that “…fi re 

door assemblies are required 

to be inspected on an annual 

cycle and the Owner or 

Property Management must 

retain written documenta-

tion of the inspections for 

review by the AHJ.”
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Gathering Fire Do or Inspection Data

fire department using mobile 
technology has varying results, 
they all experience significant 
gains in productivity. The inspec-
tion of fire-rated assemblies is 
nearly an identical process to fire 
prevention inspections and it is 
reasonable to expect gains similar 
to those of fire departments.

2.  While technology can produce 
efficiencies, field workers 
themselves need to “buy into” 
the change in process. We have 
found there may be some initial 
reluctance with some workers as 
they see the change in process as 
a threat to their jobs. Fortunately 
this reluctance is temporary once 
the field worker sees in “real 
terms” the benefits that digital 
data collection brings to the 
inspection task. In deploying a 
mobile solution it is important 
to identify “champions” who 
are willing to help the rest of the 
team understand the change and 

what is required for successful 
deployment. Either on site or 
on line web based training goes 
a long way to minimize the 
transition effort to move from 
clipboard to computer.

3.  Identify which tasks your inspec-
tors are finding the most chal-
lenging when completing the 
system inspection. The mobile 
solution you choose should 
minimize or eliminate these frus-
trations. The inspector’s primary 
task is to “inspect” and not to 
be data entry clerks to satisfy 
the reporting requirements of 
NFPA 80. The mobile solution 
must provide inspectors with an 
interface that uses pick lists with 
minimal keyed entry. 

4.  Once you have the data collected, 
how and what types of reports 
will be produced? Are the reports 
compatible with DHI require-
ments? Are they produced easily 
and quickly? After the field 
worker has gathered the inspec-
tion data, management must be 
able to query the data to get the 
information they need to satisfy 
both their internal business 
needs as well as reporting out to 
AHJs. It is necessary to consider 
whether you need to go back to 
the software vendor to get the 
reports created or can you build 
them yourself. Does the software 
vendor provide you with reports 
at installation? Are there extra 
costs for extra reports? 

5.  Some vendors also will host 
your data for you for a fee. In 
our experience, we do not know 
of a single fire department that 
has chosen that option. They are 
concerned about the security of 
data being hosted off site and the 
danger of not having access to it 
in a timely way because of a lost 
web connection. If you decide 
to host the data yourself, you 
need to consider how you will 
safeguard the data with regular 
backups and protection.

6.  Is it better to build the solution 
yourself using your “in house” 
technicians or better to buy a 
“Commercial Off the Shelf” 
(COTS) solution? If you purchase 
a COTS product you are buying 
software that has been devel-
oped based on many customer 
requests and feedback. You are 
also purchasing technical support 
dedicated to the COTS solu-
tion. The technical support you 
receive is able to quickly provide 
you with the help you need. 
Alternatively, if you build the 
solution yourself, you are relying 
on a limited base of knowledge; 
most likely a single programmer 
plus your own internal knowl-
edge. The in-house programmer 
likely has other tasks as part of 
his job description. An “in-house” 
solution usually has a limited 
scope as it fails to take advantage 
of best practices discovered and 
included by a COTS solution.

Gathering Fire Do or Inspection Data
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Other than the initial deployment 
tasks, you need to think about the 
ongoing costs of the solution. All 
software vendors charge an annual 
maintenance fee to provide support 
and product upgrades. Ask the 
vendor what type of support they 
provide, what services are within 
the scope of the support and the 
costs for extra programming outside 
the scope of the annual support. 

Hardware	Selection

Choosing the type of hardware to 
deploy should not be difficult. All of 
the departments we work with have 
chosen computers that are easily 
purchased at any retail computer 
outlet. The software vendor will 
know what their other customers 
are using and will provide you 
with a minimum specification. 
It has been our experience that 
the extra expense of purchasing 
“ruggedized” computers has not 
been justified by our users. In fact, 
the departments we work with buy 
non rugged computers and printers 
which have performed as expected 
with little down time. 

Another lesson our clients have 
learned is that small portable 
devices (smart phones, PDAs) are 
too limited for acceptable field data 
collection and have abandoned 
these devices for data collection. 
The viewing area is too small and 
when data entry is required, the 
keyboard is very limiting. 

If you intend to share the solution 
over your local area network, then 
your software choice needs to be a 
networking solution. Most COTS solu-
tions are Microsoft Windows based 
and an appropriate server will need 
to be chosen. The vendor you choose 
will be able to advise you regard-

ing the appropriate server package 
to buy and its associated costs.

Synchronizing	Data

It is essential to be able to share 
data between inspectors as well 
as with managers. To accomplish 
this, the software must have a 
proven method of synchronization. 
Synchronizing the field data with 
the shared database in the office is 
as simple as the field worker logging 
into the network. This task should be 
done nearly every day as it then keeps 
the field worker’s database synchro-
nized with the office database. 

Will your field workers require 
access to the shared database from 
the job site? If a remote connection 
is required then it is important to 
understand the limits of wireless 
connectivity. A continuous wireless 
connection between the field worker 
and the shared database back in 
the office can be very problematic 
because of wireless dead zones 
(elevators, basements, shielded 
rooms etc). Dead zones cause the 
continuous wireless link to break 
and each time the connection is 
dropped, the integrity of the data 
may be compromised. A solution 
that uses a separate mobile database 
is the best choice. The inspector is 
then able to complete the inspec-
tion and use a wireless connection 
called WiFi. WiFi is available in 
many public spaces at little or no 
cost; or you can choose to purchase 
a subscription to a “fee for service” 
WiFi provider. Using WiFi, the 
inspector simply connects to the 
shared database back in the office by 
loading a web browser, logs into the 
office system and synchronizes the 
office and field data. This method 
is preferred as it is relatively easy 

to manage, maintain security, 
and costs significantly less than a 
continuous link. 

Determining	ROI

Once the mobile solution is 
deployed and fully operational, it 
is important to determine if there 
was value in the decision to choose 
a digital solution. Determining the 
return on investment (ROI) can be 
tricky as each business places differ-
ent values on different components. 
Is it only a dollar and cents question? 
Did our client satisfaction indexes 
improve? Are we able to get more 
done? It is generally accepted that 
your production will improve using 
mobile data collection software; you 
will be able to do more inspections 
with the same or less resources. The 
real management task is to translate 
the gain into improvements in the 
rest of the business: enhanced time 
management, more profit, better 
customer service etc. 

Choosing a vendor must be based 
on the experience and knowledge 
they bring to help you make the 
correct choices. The vendor must be 
able to provide insights into imple-
mentation options, and possess 
experience in deploying mobile 
solutions with specific expertise in 
data collection. The information 
presented in this discussion was 
learned from working with many 
fire departments helping them 
deploy mobile data collection solu-
tions. If you have questions please 
call us and we will be pleased to 
share our knowledge with you.

About the Author: Gordon Svenson is the presi-
dent of One Step systems, which has developed 
and has deployed successful mobile data col-
lection systems for dozens of fire departments. 
He can be reached at 800-469-1166 or gord@
onestepsystems.com
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Track/Course 

Options
Sunday, 
May 10

Monday, 
May 11

Tuesday, 
May 12

Wednesday, 
May 13

Thursday, 
May 14

Friday, 
May 15

Saturday, 
May 16

Sunday, 
May 17

CORE 
(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)

CORE 
(8-day)

Understanding and 
Using Construction 

Documents (COR103)*

Architectural 
Hardware & 

Applications (COR113)

Architectural 
Hardware & 

Applications (COR113) 

Architectural 
Hardware & 

Applications (COR113) 

Door and Frame 
Applications (COR120)

Door and Frame 
Applications (COR120)

Takeoff and Estimating 
(COR125)

Takeoff and Estimating 
(COR125)

CORE
(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
(7-day)

Detailing Doors and 
Frames (CDC305)

Detailing Doors and 
Frames (CDC305)

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)*

EHC
(6-day)

Access Control & 
Elec. HW Systems 

(EHC405)*

Access Control & 
Elec. HW Systems 

(EHC405)*

Access Control & 
Elec. HW Systems 

(EHC405)*

Inst. & T’shooting Elec. 
HW Systems & ACDs 

(EHC410)*

Inst. & T’shooting Elec. 
HW Systems & ACDs 

(EHC410)*

Inst. & T’shooting Elec. 
HW Systems & ACDs 

(EHC410)*

ELT
(3-day)

How to Develop and 
Retain Customers 

(ELT510)

Effective Management 
of Employees (ELT505)

Aftermarket Sales and 
Building Renovations 

(ELT500)

Additional
 COR Courses

Material Purchasing 
(COR160)

Professional Project 
Management 

(COR150)

Product Installation 
(COR155)

Additional
COR/CDC Courses

Using Door and Frame 
Standards (CDC300)

Professional Sales 
(COR165)

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
 ELT Courses

EHC Exam Prep 
(EHC420)*

EHC Exam Prep 
(EHC420)*

DAI Courses Fire Door Assembly 
Inspection (DAI600A)*

Fire Door Assembly 
Inspection (DAI600A)*

Fire Door Assembly 
Inspection (DAI600A)*

Fire Door Assembly 
Inspection (DAI600A)*

Fire Door Assembly 
Inspection (DAI600B)*

Fire Door Assembly 
Inspection (DAI600B)*

Fire Door Assembly 
Inspection (DAI600B)*

Fire Door Assembly 
Inspection (DAI600B)*

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 Education
May 10-17, 2009   •  Lansdowne, VA  

IMPORTANT INFORMATION

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

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

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

TUITION STRUCTURE – Member tuition applies to any DHI member or any employee of a 
corporate member. Tuition in Lansdowne, VA includes course material, breakfast, lunch, dinner 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/education.

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

REFUND POLICY – A $200.00 administration fee will be applied to cancellations received from 
April 10, 2009 to April 30, 2009.  After April 30, 2009 no refunds will be allowed.

HOTEL ACCOMMODATIONS – Students are responsible for making their own hotel 
reservations. Complete Education Housing Information will be made available online at 
http://www.dhi.org/INDUSTRY/education/courselistings.php . Remember to register for classes and 
reserve your room on or before April 3, 2009 to receive a reduced housing rate.  See Part 2 of 2 of the 
Registration Form for more details.

DHI Edu_RegForm_12-17-08

COURSE DESCRIPTIONS

COR103 Understanding and Using Construction Documents
(8 Hours ) (24 CEP points )

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

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. This course teaches you about doors and frames (e.g., hollow metal, 
wood and aluminum) used today.

COR125 Takeoff and Estimating
(16 Hours) (48 CEP points)

Profitability of a company often hinges on the accuracy and efficiency of the bids that 
estimators turn out. This course introduces you to material takeoff techniques and estimating 
skills that will help you become a more accurate and efficient estimator.

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).

COR145 Principles of Specification Writing +
(8 Hours) (24 CEP points)

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

COR150 Professional Project Management
(8 Hours) (24 CEP points)

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

COR155 Product Installation
(8 Hours) (24 CEP points)

The effects of incorrect installation of products remain long after the contractor has left the 
project. This course teaches you how to organize and coordinate the installation of doors and 
hardware on your projects.

COR160 Material Purchasing
(8 Hours) (24 CEP points)

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

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
COR140 - Using Codes and Standards
AHC205 - Detailing Hardware

+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 for the 
complete list of required materials.
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Track/Course 

Options
Sunday, 
May 10

Monday, 
May 11

Tuesday, 
May 12

Wednesday, 
May 13

Thursday, 
May 14

Friday, 
May 15

Saturday, 
May 16

Sunday, 
May 17

CORE 
(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)

CORE 
(8-day)

Understanding and 
Using Construction 

Documents (COR103)*

Architectural 
Hardware & 

Applications (COR113)

Architectural 
Hardware & 

Applications (COR113) 

Architectural 
Hardware & 

Applications (COR113) 

Door and Frame 
Applications (COR120)

Door and Frame 
Applications (COR120)

Takeoff and Estimating 
(COR125)

Takeoff and Estimating 
(COR125)

CORE
(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
(7-day)

Detailing Doors and 
Frames (CDC305)

Detailing Doors and 
Frames (CDC305)

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)*

EHC
(6-day)

Access Control & 
Elec. HW Systems 

(EHC405)*

Access Control & 
Elec. HW Systems 

(EHC405)*

Access Control & 
Elec. HW Systems 

(EHC405)*

Inst. & T’shooting Elec. 
HW Systems & ACDs 

(EHC410)*

Inst. & T’shooting Elec. 
HW Systems & ACDs 

(EHC410)*

Inst. & T’shooting Elec. 
HW Systems & ACDs 

(EHC410)*

ELT
(3-day)

How to Develop and 
Retain Customers 

(ELT510)

Effective Management 
of Employees (ELT505)

Aftermarket Sales and 
Building Renovations 

(ELT500)

Additional
 COR Courses

Material Purchasing 
(COR160)

Professional Project 
Management 

(COR150)

Product Installation 
(COR155)

Additional
COR/CDC Courses

Using Door and Frame 
Standards (CDC300)

Professional Sales 
(COR165)

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
 ELT Courses

EHC Exam Prep 
(EHC420)*

EHC Exam Prep 
(EHC420)*

DAI Courses Fire Door Assembly 
Inspection (DAI600A)*

Fire Door Assembly 
Inspection (DAI600A)*

Fire Door Assembly 
Inspection (DAI600A)*

Fire Door Assembly 
Inspection (DAI600A)*

Fire Door Assembly 
Inspection (DAI600B)*

Fire Door Assembly 
Inspection (DAI600B)*

Fire Door Assembly 
Inspection (DAI600B)*

Fire Door Assembly 
Inspection (DAI600B)*

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 Education
May 10-17, 2009   •  Lansdowne, VA  

IMPORTANT INFORMATION

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

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

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

TUITION STRUCTURE – Member tuition applies to any DHI member or any employee of a 
corporate member. Tuition in Lansdowne, VA includes course material, breakfast, lunch, dinner 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/education.

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

REFUND POLICY – A $200.00 administration fee will be applied to cancellations received from 
April 10, 2009 to April 30, 2009.  After April 30, 2009 no refunds will be allowed.

HOTEL ACCOMMODATIONS – Students are responsible for making their own hotel 
reservations. Complete Education Housing Information will be made available online at 
http://www.dhi.org/INDUSTRY/education/courselistings.php . Remember to register for classes and 
reserve your room on or before April 3, 2009 to receive a reduced housing rate.  See Part 2 of 2 of the 
Registration Form for more details.
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COURSE DESCRIPTIONS

COR103 Understanding and Using Construction Documents
(8 Hours ) (24 CEP points )

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

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. This course teaches you about doors and frames (e.g., hollow metal, 
wood and aluminum) used today.

COR125 Takeoff and Estimating
(16 Hours) (48 CEP points)

Profitability of a company often hinges on the accuracy and efficiency of the bids that 
estimators turn out. This course introduces you to material takeoff techniques and estimating 
skills that will help you become a more accurate and efficient estimator.

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).

COR145 Principles of Specification Writing +
(8 Hours) (24 CEP points)

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

COR150 Professional Project Management
(8 Hours) (24 CEP points)

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

COR155 Product Installation
(8 Hours) (24 CEP points)

The effects of incorrect installation of products remain long after the contractor has left the 
project. This course teaches you how to organize and coordinate the installation of doors and 
hardware on your projects.

COR160 Material Purchasing
(8 Hours) (24 CEP points)

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

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
COR140 - Using Codes and Standards
AHC205 - Detailing Hardware

+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 for the 
complete list of required materials.
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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.

EHC405 Access Control and Electrified Hardware Systems
(24 Hours ) (72 CEP points)
Building security is one of the most important concerns for today’s projects. This 
class teaches you how to incorporate and integrate electrically controlled hardware 
items into an access controlled security system.

Prerequisite: EHC400 - Drawings for Electrified Hardware Systems

EHC410 Installing and Troubleshooting Electrified Hardware 
Systems and Access Control Devices
(24 Hours ) (72 CEP points)

Proper installation of electrified hardware and access control devices is critical for the security 
of building occupants. Fire and life-safety requirements are frequently compromised when 
these products are incorrectly installed. This course teaches you how to direct the installation of 
electrified hardware and access control devices, as well as troubleshooting circuits and systems 
in the field.
Prerequisite: EHC405 - Access Control and Electrified Hardware Systems

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 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 pertain to the class exercises.  Please see DHI’s online Education Resource Guide for the com-
plete list of required materials.

DHI Edu_RegForm_12-17-08

ENROLLMENT INFORMATION

TOTAL AMOUNT DUE $___________________

Course Title (Course Number) Date(s)** Member NonMember Price

Fire Door Assembly Inspection (DAI600)* Session A+ May 10, 11, 12, 13 $2245 $2745 $______________

Fire Door Assembly Inspection (DAI600)* Session B+ May 14, 15, 16, 17 $2245 $2745 $______________

Understanding & Using Construction Documents (COR103)*+ May 10 $325 $425 $______________

Architectural Hardware & Applications (COR113) May 11, 12, 13 $975 $1275 $______________

Door and Frame Applications (COR120) May 14, 15 $650 $850 $______________

Takeoff and Estimating (COR125) May 16, 17 $650 $850 $______________

Electrified Architectural Hardware (COR133) May 10, 11, 12, 13, 14 $1725++ $2225++ $______________

Using Codes and Standards (COR140) May 14, 15, 16 $975 $1275 $______________

Principles of Specification Writing (COR145)+ May 11 $325 $425 $______________

Professional Project Management (COR150) May 16 $325 $425 $______________

Product Installation (COR155) May 17 $325 $425 $______________

Material Purchasing (COR160) May 11 $325 $425 $______________

Professional Sales (COR165) May 17 $325 $425 $______________

Masterkeying (AHC200) May 10 $325 $425 $______________

Detailing Hardware (AHC205)*+ May 11, 12, 13 $975 $1275 $______________

Advanced Detailing Hardware (AHC207)*+ May 14, 15, 16 $975 $1275 $______________

Writing Hardware Specifications (AHC215)*+ May 12, 13, 14 $975 $1275 $______________

AHC Exam Prep (AHC220)*+ May 15, 16, 17 $975 $1275 $______________

Using Door and Frame Standards (CDC300)+ May 10 $325 $425 $______________

Detailing Doors and Frames (CDC305)* May 10, 11 $650 $850 $______________

Writing Door and Frame Specifications (CDC310)*+ May 12, 13, 14 $975 $1275 $______________

CDC Exam Prep (CDC315)*+ May 14, 15 $650 $850 $______________

Drawings for Electrified Hardware Systems (EHC400) May 15, 16, 17 $975 $1275 $______________

Access Control & Electrified Hardware Systems (EHC405) * May 10, 11, 12 $975 $1275 $______________

Instal. & T’shooting Elec. HW Systems & ACDs (EHC410)* May 13, 14, 15 $975 $1275 $______________

Writing Electrified Hardware Systems Specs (EHC415)* May 15 $325 $425 $______________

EHC Exam Prep (EHC420)* May 16, 17 $650 $850 $______________

Aftermarket Sales and Building Renovations (ELT500) May 17 $325 $425 $______________

Effective Management of Employees (ELT505) May 16 $325 $425 $______________

How to Develop and Retain Customers (ELT510) May 15 $325 $425 $______________

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

Price

Member Non-Member

$1895 $2395
$650 $850

Example:

*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.

PART 1 of 2

May  10–17, 2009     Lansdowne, VA

DHI EDUCATION REGISTRATION FORM

+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 for the com-
plete 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 stu-
dent will get to use in class as well as take home for future use.
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COURSE DESCRIPTIONS

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.

EHC405 Access Control and Electrified Hardware Systems
(24 Hours ) (72 CEP points)
Building security is one of the most important concerns for today’s projects. This 
class teaches you how to incorporate and integrate electrically controlled hardware 
items into an access controlled security system.

Prerequisite: EHC400 - Drawings for Electrified Hardware Systems

EHC410 Installing and Troubleshooting Electrified Hardware 
Systems and Access Control Devices
(24 Hours ) (72 CEP points)

Proper installation of electrified hardware and access control devices is critical for the security 
of building occupants. Fire and life-safety requirements are frequently compromised when 
these products are incorrectly installed. This course teaches you how to direct the installation of 
electrified hardware and access control devices, as well as troubleshooting circuits and systems 
in the field.
Prerequisite: EHC405 - Access Control and Electrified Hardware Systems

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 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 pertain to the class exercises.  Please see DHI’s online Education Resource Guide for the com-
plete list of required materials.
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ENROLLMENT INFORMATION

TOTAL AMOUNT DUE $___________________

Course Title (Course Number) Date(s)** Member NonMember Price

Fire Door Assembly Inspection (DAI600)* Session A+ May 10, 11, 12, 13 $2245 $2745 $______________

Fire Door Assembly Inspection (DAI600)* Session B+ May 14, 15, 16, 17 $2245 $2745 $______________

Understanding & Using Construction Documents (COR103)*+ May 10 $325 $425 $______________

Architectural Hardware & Applications (COR113) May 11, 12, 13 $975 $1275 $______________

Door and Frame Applications (COR120) May 14, 15 $650 $850 $______________

Takeoff and Estimating (COR125) May 16, 17 $650 $850 $______________

Electrified Architectural Hardware (COR133) May 10, 11, 12, 13, 14 $1725++ $2225++ $______________

Using Codes and Standards (COR140) May 14, 15, 16 $975 $1275 $______________

Principles of Specification Writing (COR145)+ May 11 $325 $425 $______________

Professional Project Management (COR150) May 16 $325 $425 $______________

Product Installation (COR155) May 17 $325 $425 $______________

Material Purchasing (COR160) May 11 $325 $425 $______________

Professional Sales (COR165) May 17 $325 $425 $______________

Masterkeying (AHC200) May 10 $325 $425 $______________

Detailing Hardware (AHC205)*+ May 11, 12, 13 $975 $1275 $______________

Advanced Detailing Hardware (AHC207)*+ May 14, 15, 16 $975 $1275 $______________

Writing Hardware Specifications (AHC215)*+ May 12, 13, 14 $975 $1275 $______________

AHC Exam Prep (AHC220)*+ May 15, 16, 17 $975 $1275 $______________

Using Door and Frame Standards (CDC300)+ May 10 $325 $425 $______________

Detailing Doors and Frames (CDC305)* May 10, 11 $650 $850 $______________

Writing Door and Frame Specifications (CDC310)*+ May 12, 13, 14 $975 $1275 $______________

CDC Exam Prep (CDC315)*+ May 14, 15 $650 $850 $______________

Drawings for Electrified Hardware Systems (EHC400) May 15, 16, 17 $975 $1275 $______________

Access Control & Electrified Hardware Systems (EHC405) * May 10, 11, 12 $975 $1275 $______________

Instal. & T’shooting Elec. HW Systems & ACDs (EHC410)* May 13, 14, 15 $975 $1275 $______________

Writing Electrified Hardware Systems Specs (EHC415)* May 15 $325 $425 $______________

EHC Exam Prep (EHC420)* May 16, 17 $650 $850 $______________

Aftermarket Sales and Building Renovations (ELT500) May 17 $325 $425 $______________

Effective Management of Employees (ELT505) May 16 $325 $425 $______________

How to Develop and Retain Customers (ELT510) May 15 $325 $425 $______________

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

Price

Member Non-Member

$1895 $2395
$650 $850

Example:

*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.

PART 1 of 2

May  10–17, 2009     Lansdowne, VA

DHI EDUCATION REGISTRATION FORM

+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 for the com-
plete 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 stu-
dent will get to use in class as well as take home for future use.
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PAYMENT: q  Check enclosed, payable in U.S. dollars to: Door and Hardware Institute

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

Card Number_____________________________________________________________________   Expiration Date _______________ / ___________________

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

Signature_______________________________________________________________________________________________________________________

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

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City _____________________________________ Province/ST_____________________________   Zip/Postal Code _____________________________________

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/education

PAYMENT INFORMATION

May  10–17, 2009     Lansdowne, VA

DHI EDUCATION REGISTRATION FORM

Accounting use only.

TOTAL AMOUNT DUE $___________

Please Print:

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

Name _____________________________________________________________  Name for Badge _________________________________________________

Title ______________________________________________________________  Company _____________________________________________________

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City _____________________________________ Province/ST_____________________________   Zip/Postal Code _____________________________________

Telephone (     ) ______________________________ Fax (     ) _______________________________  E-mail** _________________________________________

**Provide current e-mail address. all class confirmations and test results will be sent via e-mail.
Courses run daily from 8:00 a.m. to 5:30 p.m. register online at www.dhi.org/education. Registrations MUST be received by May 4, 2009.

PART 2 of 2

Register for classes and book your room on/or
before April 3, 2009 to lock in a May 2009 room
rate of $149/night (plus tax).

The cost is $174/night (plus tax) for those who
register and reserve their room after April 3, 2009.
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PAYMENT: q  Check enclosed, payable in U.S. dollars to: Door and Hardware Institute

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

Card Number_____________________________________________________________________   Expiration Date _______________ / ___________________

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

Signature_______________________________________________________________________________________________________________________

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

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City _____________________________________ Province/ST_____________________________   Zip/Postal Code _____________________________________

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/education

PAYMENT INFORMATION

May  10–17, 2009     Lansdowne, VA

DHI EDUCATION REGISTRATION FORM

Accounting use only.

TOTAL AMOUNT DUE $___________

Please Print:

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

Name _____________________________________________________________  Name for Badge _________________________________________________

Title ______________________________________________________________  Company _____________________________________________________

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City _____________________________________ Province/ST_____________________________   Zip/Postal Code _____________________________________

Telephone (     ) ______________________________ Fax (     ) _______________________________  E-mail** _________________________________________

**Provide current e-mail address. all class confirmations and test results will be sent via e-mail.
Courses run daily from 8:00 a.m. to 5:30 p.m. register online at www.dhi.org/education. Registrations MUST be received by May 4, 2009.

PART 2 of 2

Register for classes and book your room on/or
before April 3, 2009 to lock in a May 2009 room
rate of $149/night (plus tax).

The cost is $174/night (plus tax) for those who
register and reserve their room after April 3, 2009.

F 
or most AmericAns,�  
identity theft is a growing 
concern.1 Identity theft results 

from using, or attempting to use, 
personal identifying information 
of another individual without their 
permission. But for businesses and 
employers, what should it mean to 
you?

By now, we are all familiar with 
some of the large-scale hack-
ings and breaches of well-known 
companies and institutions. While 
identity theft can certainly result 
from a breach of your databases, 
there are other aspects that you 
should consider. The Federal Trade 
Commission (FTC) has a helpful 
tutorial about protecting informa-
tion about your customers. You can 
find it at www.ftc.gov/infosecurity/.

Congress passed the Fair and 
Accurate Credit Transactions Act 
(FACTA) in 2003, in part, to help 
consumers prevent identity theft. 
In part, FACTA requires busi-
nesses to leave all but the last five 
digits of a credit card number off 
receipts, and requires the imple-
mentation of an identity theft 
program which contains red flag 
indicators of identity theft.

New Rules for Business

The Red Flag Rules, which 
were originally to take effect on 
November 1, 2008, are now effec-
tive on May 1, 2009. Under the 
regulations, some businesses 
are required to have an iden-
tity theft prevention program in 
place to help protect consumers. 
The program must provide for 
the identification, detection, and 
response to patterns, practices or 
specific activities—red flags—that 
could indicate identity theft. 

What businesses are required 
to implement an identity theft 
prevention program? Those busi-
nesses that have “creditors” with 
“covered accounts” must comply 
with the new regulations. A “credi-
tor” is defined as a person who 
regularly extends, renews or contin-
ues credit. Accepting credit cards 
as a form of payment does not, 
in and of itself, make an entity a 
creditor. A “covered account” is an 
account used mostly for personal, 
family or household purposes and 
that involves deferred payments, 
multiple payments or transac-
tions. It is important to note that 

a “covered account” can also 
include any account for which 
there is a foreseeable risk of iden-
tity theft, such as small business 
or sole proprietorship accounts. 
Therefore, if your business provides 
goods or services for personal, 
family or household purposes 
on a deferred payment basis, it 
should immediately begin to imple-
ment the Red Flag regulations. 

WHAt SHOulD BE cONtAiNED WitHiN yOuR 
iDENtity tHEft pREvENtiON pROgRAm?

The Red Flag Rules require a 
written program that identifies and 
detects the relevant warning signs, 
or red flags, that a consumer who 
has a covered account with you 
may be an identity theft victim. The 
program must also describe appro-
priate responses that would prevent 
and mitigate the crime and detail 
a plan to update the program. The 
program must be managed by the 
Board of Directors or senior employ-
ees of the business, include appro-
priate staff training, and provide for 
oversight of any service providers. 
The Red Flag regulations allow 
each business to tailor an identity 
theft prevention program that is 
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appropriate for their business size, 
complexity and nature. Therefore, 
there is no one off-the-shelf 
program that you can purchase.

The FTC has identified 26 
examples of red flags that can be 
incorporated into your program. 
They are not a checklist, but are 
to serve as examples that you may 
want to use as a starting point. 
They fall into five categories:
n  alerts, notifications, or warn-

ings from a consumer reporting 
agency;

n  suspicious documents;
n  suspicious personally identifying 

information, such as a suspicious 
address;

n  unusual use of—or suspicious 
activity relating to—a covered 
account; and

n  notices from customers, victims 
of identity theft, law enforcement 
authorities, or other businesses 
about possible identity theft in 
connection with covered accounts.

To ensure compliance, the FTC 
will evaluate businesses and their 
implementation of the identity 
theft prevention programs. The 
FTC may impose fines where the 
disregard of the Red Flag Rules 
has led to losses by consumers.

Use	of	Personal		
Identifying	Information

If your customers are predomi-
nately corporations, you may think 
that identity theft need not be a 
concern to you. However, as an 
employer, you may request and use 
personal identifying information. 
Because personal identifying infor-
mation can easily be used to commit 
identity theft, you should carefully 
consider whether this informa-
tion is necessary to conduct your 

business, whether it is adequately 
protected, and whether any federal 
or state laws restrict your use of 
such information. For example, 
some states have passed laws that 
prohibit the public display of Social 
Security numbers (e.g., on time-
cards, id badges, paychecks) or that 
prohibit the use of Social Security 
numbers as reference numbers 
(e.g., health plan policy numbers).

As an employer, there may be 
federal or state laws requiring you 
to take “reasonable measures” to 
protect against unauthorized access 
of personal identifying informa-
tion. In other words, if you throw 
identifying information about your 
employees into the dumpster without 
shredding it, you might be liable for 
any damages that result from identity 
theft, in addition to government fines. 

Why	Limit	Your	Liability

If your company is not currently 
required by statute to undertake 
some of the protections mentioned 
in this article, does that mean you 
should fail to do anything? While 
you may not be required to act right 
now as to your corporate custom-
ers and vendors, the FTC has been 
urging business to promote a “culture 
of security” and has made known 
that American business still has a 
long way to go. Additional regula-
tion in this area is likely, especially 
if business fails to create the desired 
“culture of security” on its own.

Aside from the competitive 
advantage that can result from a 
business demonstrating to custom-
ers and employees that it takes the 
protection of personal identify-
ing information seriously, there 
is another compelling reason to 
craft a detailed risk management 

plan for preventing identity theft. 
Assume that an employee spends 

an average of a couple of hours a week 
resolving an identity theft issue that 
resulted from his employer’s failure 
to adequately protect his identify-
ing information. At only two hours a 
week, that results in over 100 hours a 
year (well under the number of hours 
most experts believe individuals spend 
to resolve identity theft issues), and 
would most likely lead to a noticeable 
decrease in employee productivity. 
Therefore, to protect your bottom line, 
protect your employees’ information!

How	to	Limit	Your	Liability

There are various ways to limit 
your liability for identity theft as an 
employer and business through the 
development and implementation 
of policies, procedures and systems. 
Here are just a few examples:
n  establish a policy that limits and 

prevents employees’ access to 
unnecessary personal identi-
fying information;

n  establish a destruction policy 
that would specify when and 
how personal information 
(and old electronic devices and 
equipment) is to be destroyed or 
disposed of;

n  implement a security breach 
policy that sets out procedures to 
be followed in the event a secu-
rity breach occurs;

n  revise your hiring procedure and 
only request enough personal 
identifying information as is 
reasonably necessary;

n  implement software to protect 
your computer system from 
viruses, hackings, unauthorized 
access and invasions;

n  use encryption when emailing 
personal information;
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n   establish a system that will 
promptly identify a breach of 
information; and

n   shore up your physical security 
by utilizing computer pass-
words, locked file cabinets, 
establishing rules for the use 
of laptops and portable storage 
devices personal information.

While you will not be able to guard 
against every risk of identity theft, a 
carefully crafted prevention program 
will go a long way towards protect-
ing your customers and employees.

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

Footnote

1.	 	the	information	provided	herein	is	for	general	informational	
purposes	only	and	is	not	intended	to	constitute	legal	advice.
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day-to-day operations of any 
company. Yes, we are a charitable 
organization, providing a service 
that benefits the general public by 
creating a safer and more secure 
built environment. 

You have helped us get to where 
we are today. We cannot continue 
to provide education and create 
awareness without your generosity. 
Your support and faith in the work 
that we do is a statement of the 
character and core values that each 
of you exhibit.

As Zig Ziglar has quoted, “Of all 
the attitudes we can acquire, surely 
the attitude of gratitude is the most 
important and by far the most 
life-changing.”

In spite of everything going on 

around us, we can continue to 
exhibit a positive outlook. We can 
be realistic, but still display a sense 
of gratitude for everything good 
that we have. We can continue to 
act in manner that will inspire 
those around us to act in a generous 
manner. 

Please visit http://www.youtube.
com/watch?v=jTmid8CUTUo for 
a Foundation video clip which 
highlights the need for your contin-
ued interest and support in the 
Foundation’s work.

You can offer your financial assis-
tance by visiting http://www.life-
safetysecurity.org/FoundContribute.
htm and clicking on ‘Make a 
Donation’ or by sending an email to 
bjohnson@lifesafetysecurity.org  

Foundation—Economy  … from page �
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e m p l o y m e n t

64	 DOORS	&	HARDWARE £ March 2009

I 
n today’s topsy-turvy 
marketplace, job security may 
seem like a pipe dream. In the 

midst of downsizing, stock market 
confusion, and layoffs, how can 
you make sure to keep your name 
off any pink-sheet list? One key 
way you can create employment 
insurance is to learn to define 
and effectively communicate your 
unique personal brand at work.

Here are some personal branding 
tips for insuring you’ll have a job 
even if times get tough:
1.  Understand the needs of your 

audience. We tend to think that 
personal branding is an ego thing 
—that it’s all about “you.” But just 
as successful corporate marketers 
make sure their products fill a 
need for consumers, personal 
branders have to make sure their 
brands fill their audience’s needs 
as well. If you aren’t exactly sure 
what your boss needs from you, 
ask! then, do all you can to meet 
those needs. Become indispens-
able. It’s a surefire way to make 
certain you remain valuable in 
the eyes of your employer.

2.  Know your strengths, and leverage 
them all. What talents and skills 
do you bring to your company? 

are there any strengths that you 
aren’t fully utilizing at work? 
Can you offer more skills than 
you offer now? Give every talent 
that you have to your company, 
and you will be someone your 
company can’t afford to lose.

3.  Go beyond your job description. 
As you leverage your strengths, 
think about doing more than 
your job description specifies. 
anyone who does only what is 
required of them will be among 
the first to go in a layoff situa-
tion. that’s why strong personal 
branders look for ways to go 
beyond their job descriptions. 
Be prepared to show flexibility 
and versatility. Find ways to be 
proactive, getting tasks done 
before you have to be asked to do 
them. think about making your 
supervisors’ jobs easier for them. 
not only will you become a great 
asset to your employer, but you’ll 
also find you will take greater 
pride in what you do.

4.  Strengthen your credibility. do 
you want to be known as one 
of the best in your company at 
what you do? Use experience, 
education, and endorsements to 
elevate you to a top-performer 

image. What experience do you 
have that proves you can perform 
certain tasks on the job? Are you 
using all of your appropriate past 
experience that you can? Can 
you take a seminar or a course to 
strengthen your credibility on the 
job? Are you asking clients and 
supervisors for endorsements or 
testimonials that you can use to 
show your value?

5.  Be mindful of your personal brand 
character. think of your brand 
character as your overriding 
attitude, temperament, and 
personality. It’s like the difference 
between pepsi and Coca Cola. 
Their ingredients are pretty much 
the same, but each brand has a 
“character” all its own created by 
smart marketers. the same holds 
true of smart personal branders. 
remember that employers want 
to work with people they like. Is 
the character that you display on 
the job the type of character that 
will appeal to your audience? 
this is a critical part of successful 
personal branding.

6.  Be consistent. Everything you 
do must communicate your 
personal brand. If you remain 
consistent with your brand, your 
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employer will know that you 
can be counted on to deliver 
every day. This means that you 
must look and sound the part of 
your personal brand, too. Dress 
professionally, and make sure to 
speak articulately. Study body 
language, to learn how to present 
yourself as open and friendly. All 
of these eff orts will not only help 
you keep a job but may even get 
you promoted.

7.  Learn to manage your reactions.
We have all fallen prey to knee-
jerk reactions, but they’re almost 
never worth it. Nine times out of 
ten, you’ll look back on an angry 
response and wish you could 
turn back the clock. So, at a time 
when you think you might fall 
prey to a knee-jerk reaction, learn 
to take a breath, and hold onto 

your emotions. Take the time you 
need in order to express your 
opinions rationally. It will do 
your personal brand good… and 
you won’t regret it later.

8.  Maintain a positive attitude. Don’t 
get sucked into the abyss of 
“misery” that seems to spread 
whenever the stock market 
takes a dive. No matt er what is 
happening around you, thinking 
negatively will do nothing to 
help. In fact, it may just take you 
down with the ship. Aft er all, 
science is beginning to discover 
that your thoughts may have 
more power than we… well, 
thought. So, work on keeping 
your thoughts positive and 
expect the best. It will not only 
make your life easier during 
trying times but it can also help 

you create a bett er future… 
sooner rather than later.

Whether or not you worry that your 
job could be in jeopardy, mastering 
your personal brand is one of the very 
best ways to not only insure job secu-
rity, but to command a higher salary 
and advancement in your career 
as well. Becoming known for your 
powerful personal brand puts every-
one on notice that you’re someone to 
watch. What bett er job insurance is 
there than that?

About the Author: Brenda Bence, branding 
expert and certified executive coach, is the author 
of “How YOU™ Are Like Shampoo,” the only 
start-to-finish book for defining, communicating, 
and taking control of your personal brand at 
work. After graduating from Harvard Business 
School, Brenda developed mega brands for Procter 
& Gamble and Bristol-Myers Squibb. She now 
travels the world speaking, training and coaching 
on corporate and personal brand development. For 
more information, visit: www.BrendaBence.com.
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I 
n a down market, it  
is crucial to do an awesome job 
for your customers. retaining 

your existing customers and 
attracting new ones is the key to 
having a good year in tough times. 
if you want your employees to be 
awesome with customers, you must 
be awesome to your employees. 
Here are seven key strategies to 
increase employee performance.
1.   Change management behavior: 

Einstein’s famous definition of 
insanity is “doing the same thing 
over and over and expecting 
different results.” If management 
doesn’t change its behavior why 
should you expect different 
results from your employees. 
Life is a six-inch game, and those 
6 inches are right between the 
ears. if you tell your employees 
“the market is tough and we will 
probably have a tough year” they 
will probably prove you right. 
However, if you communicate 
that the market is tough then the 
good news is that the competi-
tors think they’re going to have 
a tough year. Since they believe 

that they are going to have a 
tough year why don’t you put 
the pedal to the metal to bring 
more value to your customers so 
that you can have a good year. 
You just might become what you 
think. Communicate a strategy 
that it is important to go the 
extra mile for the customer so 
that you can minimize the risk of 
losing customers. additionally, if 
you are awesome with customers 
they may spread P.W.O.M. (posi-
tive word-of-mouth) so that you 
can attract new customers.

2.   Hire the best: all too frequently, 
employers run a classified ad, 
get marginal candidates, and 
then hire the tallest twerp. If you 
want to motivate your current 
team, you must add new hires 
that bring the right attitude and 
work ethic to the party. Hiring 
wrong can be a bad motivation 
for your current employees. 
You, as well as your team, can 
look for hard-working dedicated 
employees with the right attitude 
in their personal life. Everyone 
is a customer of numerous 

organizations, so when you are a 
customer and an employee goes 
the extra mile and is demon-
strating right behavior—hire 
them! It is easier to teach them 
about your business than it is to 
try to fix poor attitude or a weak 
work ethic. 

3.   Weed the garden: The strategy 
here is to hire the best and leave 
the rest. If you do not weed the 
garden the performance of the 
team will go down. When you 
finally weed the garden the other 
employees will probably cheer 
as well as say “what took you 
so long- we figured that out 10 
months ago.” If you do not weed 
the garden, the employees just 
might be standing at the water 
cooler complaining about how 
tough it is. If they are doing that, 
they are certainly not focused 
on going the “extra mile” for 
the customer. This often leads 
to N.W.O.M. (negative word of 
mouth), which can lead to either 
lost customers or fewer sales 
opportunities. When you finally 
weed the garden, the perfor-
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mance of the rest of the team will 
go up. 

4.   Provide the right environment 
including tools and equipment: 
To better service customers a 
company installed GPS systems 
in the field personnel’s vehicles. 
That way when a customer 
called in for service it allowed 
the company to dispatch the 
closest service technician to that 
customer. Another company 
had numerous catalogs with a 
variety of products from their 
suppliers. The problem was that 
the information quickly became 
obsolete and the salespeople 
didn’t have current information 
at their fingertips. The company 
put all of their catalogs, as well 
as current pricing information, 
on CDs and equipped their field 

personnel with laptops. This 
allowed the field personnel to 
give accurate product as well 
as pricing information to the 
customer on the spot.

5.   Using W.I.I.F.M. (what’s in it for 
me) as a key strategy to light 
the fire in your employees: 
Employees can obviously see 
what’s in it for the customer 
when the employee gives up 
their lunch hour or stays late 
to go the extra mile for the 
customer. Employees are also 
good at understanding “what’s 
in it for the company.” The 
company makes more profit. In 
tough times it may be even more 
vital to use W.I.I.F.M. to stoke 
the fires in your employees. In 
doing a significant amount of 
research on corporate culture 

and behavior change, one of the 
key strategies was that +K.I.T.A.’s 
change behavior more than 
-K.I.T.A.’s. +K.I.T.A.’s translates 
into a positive kick in the poste-
rior changes behavior more 
than negative K.I.T.A.’s. Most 
employees feel under-appreci-
ated—True or False? If they felt 
appreciated, just imagine the 
level of performance that can be 
obtained.

6.   Train, Train, Train: in tough times 
it is often the variable expenses 
of marketing and training that 
are the first to get cut. Maybe 
doing the opposite would be a 
better approach. This is referred 
to this as “counter-intuitive 
marketing strategies.” When 
the rest of world goes south, 
perhaps you should go north. 
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This might be a great time to resist the temptation 
to cut training and instead increase your invest-
ment in this area. Employees must be viewed as 
“an appreciating asset.” This means that their 
ability to add value to customers must continuously 
increase. Employees will work hard for companies 
that make an investment in them, and training 
can be an inhibitor to turn over. If you have higher 
turnover relative to competition you will have 
lower customer satisfaction. Therefore, companies 
that have made an investment in their employees 
just might have lower turnover, which increases 
their customer satisfaction. Training can also be a 
magnet to attract top talent in the marketplace. The 
best employees want to work for organizations that 
will help them grow

7.   Celebrate: Don’t wait until the end of month or 
the end of the year to celebrate success. “Sweat 
the small stuff.” Frequently hold gatherings of 
employees to celebrate the small wins. This will not 
only recognize those people that are going the extra 
mile, but encourage others to do the same. It is also 
focusing on the positive versus negative. Focusing 
on the negative may only lead to more bad news. 
Management behavior will need to change to focus 
more on rewarding the behavior that you want. 
“What gets rewarded gets done” is an axiom that 
has been around a long time.

When looking at the above seven strategies to moti-
vate employees in tough times it should be evident that 
the biggest change must be in management behavior. 
If management doesn’t change its behavior, what are 
the odds the employees are going to change theirs? 
Whose behavior do you have a better chance of chang-
ing, yours or someone else’s? The answer is obvious. If 
you want your employees to go the extra mile for the 
customer then go the extra mile for your employees. 
“There is no traffic jam on the extra mile!” Get your 
employees out there on the extra mile because it’s a lot 
of fun and you will reap the rewards. 

About the Author: Howard Hyden is a keynote speaker and founder 
of The Center for Customer Focus. He is an MBA from Pepperdine 
University and brings more than 25 years of hard-won business acumen 
and hands-on experience to the podium. He performed extensive research 
in the concepts for transforming organizations into customer-focused cul-
tures. A sampling of Howard’s clients includes: 3M, CIGNA and Douglas 
Broadcasting. For more information, please visit: www.howardhyden.com.

Contact Keith E. Pardoe, DAHC/CDC
14150 Newbrook Drive, Suite 200
Chantilly, VA. 20151
Phone: 703/766.7024
e-mail: KPardoe@dhi.org

With the expansion 
of Industry 
education and rapid 
growth of initiatives 
surrounding 
codes and door 
inspections, the 

Door and Hardware Institute (DHI) is seeking 
an experienced certified DHI consultant to join 
our education department staff as a technical 
consultant at our Chantilly, VA headquarters.

An exclusive opportunity to share your passion 
and experience of the door and hardware 
industry by helping to mentor and guide 
fellow openings professionals in their pursuits 
to continue industry education and/or attain 
distinction as a certified DHI consultant.

seeking an 
experienced
certified dHi
consultant

DH_Mar09_F.indd   68 2/6/09   7:28:29 PM



	 c o r p o r a t e 	 a c c e s s
s h e l f 	 l i f e

Tips for Laying Out a New Warehouse

By Jason Bader

	 March	2009	£ DOORS & HARDWARE 69

I 
f you are like many of 
my distribution clients, you 
would love to change the layout 

of your warehouse to make it more 
efficient. Unfortunately, creating 
wholesale change in the facility 
would be too expensive and disrup-
tive to your current business. You 
tweak what you can and ponder 
what could be. 

What if you had the opportunity 
to start fresh? What would you do 
differently? Recently a client sent 
me a note asking for some advice. 
He is moving into a new facility 
and would like to give the ware-
house folks the best opportunity 
for success. Rather than just send 
him a note with a few suggestions, 
i thought it would be appropriate 
to share it with all my readers. I 
am sure that you can come up with 
more ideas, but these should give 
everyone plenty to consider.

Supersize the Receiving Area

When my partner Scott and I used 
to help clients design a new ware-
house, the first thing we would do 
is draw up an obnoxious amount of 
space for the receiving function. We 

knew full well that the client was 
going to cut it down and throw up 
more product racks, but we wanted 
to stress the importance of the 
space. Receiving is the most critical 
function in the warehouse. One 
mistake here generally translates to 
ten additional errors before you get 
it corrected. Let me take a moment 
to translate. An error in distribution 
means a reduction to your net profit. 

Think about all the activities 
that a receiving team must do. 
They break down pallets. They 
count the items and reconcile with 
the manufacturer’s packing list. 
Sometimes they add bar-coded 
labels. Occasionally, the manufac-

turer makes a shipping error and 
the team needs to stage the product. 
Items come in to fulfill customer 
back orders. We need a place to 
accommodate this type of cross 
docking activity. When we force the 
team to work in cramped quarters, 
mistakes will occur. 

Keep Shipping and  
Receiving Separate

Just like in receiving, this function 
needs to be given adequate space. 
Take a look at some of the func-
tions in shipping. We often have a 
double check system. We may be 
building pallets for common carrier 
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shipment. We may have to prepare 
small packages for UPS or Fed Ex. 
If we are using our own vehicles to 
deliver product, we need to have 
staging areas for each delivery run. 

When we try to combine the 
space, using only one computer 
terminal, the processes become 
really confused. Confusion leads to 
errors in the warehouse. Please see 
definition above. Ideally, shipping 
and receiving would be set up at 
separate end of the facility.

Create	a	Dead	Stock	Graveyard

This is one of the parts of a 
perpetual dead stock management 
plan. Many of us have a difficult time 
addressing out dead stock problem 
because it is carefully hidden amongst 
the living breathing inventory. Out 
of sight, out of mind. I suggest that 
you designate an area where your 
entire dead inventory resides. When 
you are actively liquidating this 
inventory, it is much more satisfying 
to see a visual representation of your 
progress as opposed to numbers on a 
spreadsheet. 

Set	up	Your	Bin		
Locations	and	Pick	Path

This is one of the most critical 
enhancements in any warehouse. 
In order to give our pickers the 
best possible chance at filling an 
order right the first time, we need to 
make sure that they have adequate 
instructions. If you invited me to 
your home, what would I need to 
know? Your address is very similar 
to a bin location. I tend to create 
large bins with several skus. I am 
not a strong proponent of a one bin 
to one sku ratio. Too many bins to 
keep track of. 

When creating a bin number 
scheme, I follow this basic logic. 
I alternate between alpha and 
numeric characters. Character 1, 
typically an alpha, is the aisle. I do 
the aisle first because it prevents 
the picker from backtracking up or 
down the same aisle. Character 2, 
typically numeric, is the pallet rack 
on the left or right side of the aisle. 
For simplicity, I put odd numbers 
to the left and even numbers to the 
right. If I was looking down an aisle 
in the direction of the pick path, I 
would see pallet racks 1,3,5,7 etc. 
on the left side of the aisle. This 
scheme forces the picker along the 
pick path. Character 3 is the shelf 
number on the rack. You can start 
at the bottom or top. In warehouses 
with large items, three characters 
are sufficient. If you have smaller 
items, I typically add one final char-
acter. Character 4 is the position on 
the shelf. I rarely break a shelf into 
more than 3 parts. This scheme will 
give the newest pickers an opportu-
nity to find products quickly.

The pick path refers to the direc-
tion you want your pickers to move 
down the aisle. I generally want 
the pick path to start at the farthest 
point away from the shipping area. 
It should dump the picker out right 
in front of the shipping prep area. 
When you are designing your path, 
it is helpful to sketch it out on paper 
ahead of time. The idea here is that 
your pickers will make one pass 
through the facility in the most effi-
cient way possible. 

Consider	a	Velocity	Based	Layout

When many of us set up our facil-
ity, we grouped all the product from 
the same manufacturer together and 
typically put it in catalog order. We 

may have decided to group all of 
the same type of products together. 
These made sense at the time. 
Unfortunately, when we pick items 
on an order our folks have to cover 
the whole warehouse to gather 
everything. An alternative to these 
two methods is called a velocity 
based layout.

In a velocity based layout, the 
most frequently picked products 
are placed near the shipping area 
and the least popular products are 
placed further away. I break the 
warehouse into 4 velocity zones. 
Zone 1 will be the fastest movers. 
I use the HITS report to determine 
which zone an item should reside. 
As a quick recap, the HITS report is 
a measurement of how many times 
an item appears on a pick ticket in 
a calendar year. Quantity picked is 
not a determining factor. A common 
error is to try to rank items in the 
zone. I have seen people try to put 
item in sequential order, by hits 
ranking, within the pick zone. This 
is an inefficient use of space. Some 
items require a 12” shelf height; 
other will require a 30” shelf height. 
I suggest that you group like sized 
items together so that shelf height 
can be maximized. By not being so 
rigid inside of a zone, you will need 
to make fewer adjustments each 
time you do another HITS ranking. 

This is a slightly radical approach 
for many companies. You will be 
very reliant on your bin locating 
system to find items. Sales people 
will not be able to wander in the 
warehouse and find items easily. 
Then again, is that such a bad thing?

Signage	and	Shelf	Labels

I love to see colors in a warehouse. 
I get so bored with the green 
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uprights and orange shelf supports 
present in 90% of the places I visit. 
Use a little bit of color to help people 
navigate your shelves. 

Make sure that all your bin loca-
tions are adequately marked. I tend 
to recommend huge signs at the 
end of each aisle. Paint the aisle 
letter, the first character in your 
bin locating scheme, on the floor. 
Paint arrows on the floor to indicate 
the desired pick path. Create bin 
maps and hang them around the 
facility. These suggestions may 
seem a bit juvenile. The idea here 
is that even a guy like me, who is 
not familiar with your products, 
can accurately pick an order. 

How many times has a picker 
come back to us and said that 
we were out of stock on an item 
just because the primary bin was 

empty? Upon further investiga-
tion, we found a pallet of the item 
in another place. This is the best 
case scenario. The worst is when 
we failed to go looking for the 
overstock, adjusted the computer, 
and bought more. I can sense many 
of you wincing. Look, we have 
all done it. In order to avoid this 
mistake, we need to make sure the 
picker knows where to look for the 
overstock. I typically suggest that 
you use bright fluorescent overstock 
labels right on the shelf. The label 
tells the picker where to look if the 
bin is empty. Attach the labels to 
magnetic strips, available at any 
warehouse supply company, so that 
you can move them around. You 
would not believe the amount of 
time and energy this one will save. 

I am sure that there are many 

additional hints and tips out there. 
If you have some, and would be 
willing to share, please drop me a 
line. I would love to pass them along 
to the readers. Setting up a new 
facility can be exciting and daunt-
ing all in the same period of time. I 
have found that a few extra hours in 
the planning stage will reduce the 
number of changes you have to do 
in the future. Get in touch with me 
if you have questions. I am always 
available to help.  Good Luck!

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

Check out this high-energy video developed for 
use by professionals representing the commercial 

openings industry to attract new personnel to consider 
careers in the industry.

Go to: www.dhi.org

With a targeted focus toward the “30 and under” 
workforce, this is an effective tool that can be used at 
job fairs, high schools, trade schools and colleges.

Suggested uses: Preview the video at the beginning of an 
interview or job fair; create a customized introduction 
tailored to your business; or simply place this video on 
your Web site.

Contact DHI’s Communications Department about 
obtaining media for use in developing customized 
applications at 703.222.2010.

Recruit_video_ad_qtr pg.indd   1 2/4/09   4:27 PM

DHI Education Resource Guide
Flexible  |  Convenient  |  Customized

Now Available

Go online at www.dhi.org or call 703.222.2010

 to get your copy today.
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PEOPLE

Napco Appoints 
Mike Fisher As 
NY/Metro/Long 
Island Regional 
Sales/Channel 
Manager

Napco Security 

Systems intro -

d u c e s  M i k e 

Fisher as its new 

Regional Sales Manager. He will be rep-

resenting Napco across the territories 

of New York City, Westchester and Long 

Island and is based in Nassau County.

Mike has worked in the security indus-

try for 28 years and has been instrumen-

tal in providing security professionals 

with quality service. Prior to joining 

Napco, Mike worked for CMS / Protection 

One and was a key player in advancing 

marketing, sales and customer support. 

If you would like to contact Mike Fisher 

with any Napco Security sales questions, 

product information or training needs, 

he can be reached on his office phone 1-

800-645-9330 ext. 361, cell phone at (631) 

987-4659, or you can email him directly at 

mfisher@napcosecurity.com.

Napco Appoints 
David Heinen As 
Regional Sales & 
Channel Manager

Napco Security 

Systems intro -

d u c e s  D a v i d 

Heinen as its new 

Regional Sales 

Manager. He will be representing Napco 

across the territories of North Carolina, 

South Carolina, Georgia and Virginia and 

is based in Marietta, Georgia.

We welcome David and his many years 

of service to the security sector. Since the 

early 1980’s, he has worked in a variety 

of capacities and has enriched those he 

has served. David began his career as an 

alarm installer and serviceman in the San 

Francisco Bay area. He quickly advanced 

his knowledge and took his experience 

to Radionics in 1986. It was here that he 

broke into the sales arena to eventually 

become Regional Sales Manager. From 

1986 until his recent transition to Napco 

Security Systems, David held various sales 

positions and spent the last few years 

as Product Marketing Manager where 

he gave notable speeches at ISC East, 

West and Mexico City on IT and Physical 

Security Convergence.

If you would like to contact David 

Heinen with any Napco Security sales 

questions, product information or train-

ing needs, he can be reached on his 

office phone 1-800-645-9330 ext. 368, 

cell phone at (631) 553-8177, or you can 

email him directly at dheinen@napcos-

ecurity.com.

Eggers Industries Named John Smrtnik to the 
Position of Mideast Regional Sales Manager. 

Eggers Industries has named John Smrtnik 

to the position of Mideast Regional Sales 

Manager. John will be responsible for devel-

oping customer relationships, sales oppor-

tunities, and architectural contacts in the 

states of Illinois, Indiana, Kentucky, Michigan, 

Ohio, Tennessee, and West Virginia.

John has an extensive background in 

the architectural door industry. Prior to 

accepting the RSM position with Eggers, 

John served as an independent sales 

representative for 15 years representing 

various industry manufacturers, includ-

ing serving as an independent sales 

representative for Eggers Industries from 

1994 until 2003. John also has 7 years of 

experience working for a prominent dis-

tributor in the Cleveland, Ohio area.

With three divisions in Northeast 

Wisconsin, Eggers Industries manufac-

tures architectural flush doors, true stile 

and rail doors, door frames, veneered 

plywood panels, and custom compo-

nents for premier commercial projects. 

Special applications include bullet-resis-

tant, fire-rated, lead-lined, and acoustical 

doors, as well as FSC certified products 

that contribute points to the Leadership 

in Environmental and Energy Design 

(LEED) program. Egger meets AWI, WI, 

and WDMA wood product standards.

For more information on Eggers 

Industries, visit www.eggersindustries.

com, call 920-793-1351, or email sales@

eggersindustries.com.

Alarm Lock 
Appoints Bob 
Staten As  
Regional Sales 
Manager

A l a r m  L o c k 

Systems introduc-

es Bob Staten as 

its new Regional 

Sales Manager. He 

will be representing Alarm Lock across the 

territories of Minnesota, Illinois, Michigan, 

Indiana, Ohio, Kentucky, Nebraska, Iowa 

and the Dakotas and is based in Harrison 

Township, Michigan.

Bob has been in the security industry 

since 1988 and has accomplished a great 

deal over the years. He has served in a 

sales capacity for Locksmith Wholesale 

and Contract Hardware Distributors in 

Detroit, Michigan. Bob has developed a 

strong rapport with his clients and has 

provided them with excellent hands 

on service. Prior to joining Napco, Bob 

worked for Trine Access Technology 

where he added Trine’s products to new 

distributors and dealers in undeveloped 

markets.
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DH_Mar09_F.indd   72 2/6/09   7:28:38 PM



p r e s s  r e l e a s e

 i n d u s t r y  a c c e s s

	 March	2009	£ DOORS & HARDWARE 73

If you would like to contact Bob Staten with any Alarm Lock 

sales questions, product information or training needs, he can 

be reached on his office phone (800) 252-5625 ext. 388, cell 

phone at (631) 379-6173, or you can email him at bstaten@

alarmlock.com 

Smoot Associates, Inc Hires New Sales Representative. 

Mr. Larry K. Neu has accepted to join Smoot Associates as of 

January 5th 2009. Mr. Neu comes to Smoot Associates with 25 

years of experience in commercial doors, frames, architectural 

hardware as well as Div. 10 products. 

PRODUCTS

Wikk Industries, Inc., a Greendale, Wisconsin-based global 

designer and manufacturer of the AccessAbility™ automatic door 

activation solutions line, developed custom INGRESS’R® elevator 

cab and hall switches for all three elevators in the Blusson Spinal 

Cord Centre in the Vancouver General Hospital site – the ICORD 

(International Collaboration on Repair Discoveries) centre’s new 

home in Vancouver, British Columbia, Canada. The ICORD is an 

“interdisciplinary research centre for the development of effec-

tive strategies to provide functional recovery after spinal cord 

injury (SCI),” according to www.icord.org. 

“Placed at entry level and inside elevators, the INGRESS’R is 

designed so that bumping it in a wheelchair from any angle 

will energize and activate the up and down and floor level 

controls,” explains Paul Baker, project manager with KONE, one 

of the world’s leading elevator and escalator companies. KONE 

selected Wikk because of the company’s extensive customiza-

tion capabilities and can-do approach. 

For more information Contact Wikk Industries, Inc. at www.

wikk.com or 877-421-9490 • FAX 877-421-3158

Hager’s New 3800 Series Mortise Locks Offer Greater Quality and  
Value for Commercial Door Hardware Applications

St. Louis, Hager Companies; new 3800 Series Mortise Locks give 

architects, commercial builders and anyone who specifies com-

mercial door hardware a combination of features usually found 

only on more expensive brands, but at a far greater value.

Hager’s new ANSI/BHMA certified 3800 Series Mortise Locks 

feature concealed thru-bolts, field reversibility for ease of instal-

lation, plus standard or interchangeable cores. They offer a wide 

variety of knob and lever designs, in a variety of keyed and non-

keyed functions. What’s more, Hager’s 3800 Series locks are 

Contact us today for a FREE quote or catalog!

 1/4 Page 
3 1/2”  x  4 3/4 4/C

Doors&Hard_5C  (InDesign doc.)

 Runs in:
Mar, Jun, Sep, Dec

DOORS AND HARDWARE
Salsbury Industries

The INGRESS’R

•2.5” wide center activating column 
running full 36” height provides 
activation from any approach 
and height

•Vandal and weather resistant 
construction

•Fast installation–retrofit and new

PROVIDE ACCESS FOR ALL 
exceeds ANSI/BMHA code A156.19

an product

Toll Free:
877.421.9490

Fax: 877.421.3158
sales@wikk.com

INGRESS’R Details: 
www.wikk.com/sw_spec.html

Contact us for a 
FREE CATALOG

(please mention this ad) 

by
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available in three popular styles (Archer, William and Withnell) 

with brass or stainless steel finishes, making these new locks 

appropriate for any type of building design.

Like many Hager door hardware products, the new 3800 

Series Mortise Locks feature another benefit other manufactur-

ers can’t match: an industry exclusive lifetime warranty. This 

added benefit makes 3800 Series locks the ideal choice to offer 

years of extra heavy-duty service for commercial, industrial and 

institutional projects, such as office buildings, schools, hospi-

tals, hotels and commercial/industrial properties. For additional 

information, visit www.hagerco.com http://www.hagerco.com

CORPORATE CORNER

PGC International Announces New Monthly Webinars

TOPEKA—The Protective Glazing Council (PGC) International 

today announced a new monthly webinar series for architects, 

building owners, specifiers, glazing contractors and others in 

the architectural community. The free monthly webinar series 

will focus on various industry topics and will run an hour in 

length. Scheduled for the last Friday of each month, the first 

webinar features an introduction to the protective glazing 

industry by Don McCann of Viracon.

“Our goal with this series is to provide a wide range of industry 

members a great educational offering from PGC International,” 

said Brian Pitman, Director of Marketing and Communications 

for the organization. “As an interactive web-based series, any-

one around the world will be able to tune in and watch, ask 

questions and get valuable knowledge and solutions for issues 

they face on a daily basis.”

McCann’s presentation kicks off the series at 11:00 CST, 

January 30th. The presentation will cover blast product perfor-

mance, protective glazing products used for specific threat clas-

sifications, building codes and standards utilized in the protec-

tive glazing market, and the characteristics of laminated glass. 

To learn more and register free for this presentation, please 

visit the PGC International website at www.protectiveglazing.

org/webinar.

VT Architectural Wood Doors Meet CARB Phase 1 Regulations 

Holstein, IA, January 1, 2009—The first phase of The California 

Air Resources Board (CARB) Airborne Toxic Control Measure 

(ATCM) to Reduce Formaldehyde Emissions from Composite 

Wood Products, Section 93120 took effect January 1, 2009. This 

regulation requires all composite woods and finished products 

p r e s s  r e l e a s e
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in the lending community has not produced the impact 
we hoped—consumer confidence and an increase of lend-
ing leading to an increase in purchasing by the consumer. 
Many financial institutions have held onto the available 
funds to maintain liquidity not to lend. The lower inter-
est rates by our Federal Government have not generated 
more lending for items like automobiles. The stock 
market has not begun to return stock values as consumer 
confidence is low. 

Next strategy up is the potential stimulus package 
being proposed by the new administration. The details 
are not complete but there is talk of money earmarked for 
infrastructure development and specifically for institu-
tional construction. Whether the funds will sustain the 
legislative process is anybody’s guess. Another attempt to 
regain confidence has been President Obama’s assurance 
that he will not be immediately raising taxes on the “rich.” 
Furthermore, his “financial” leadership appointments 
have mirrored those of the Clinton Administration which 
enjoyed strong economic times as they allowed the end 
term policy decisions of Bush “1” to play out. Will this be 
enough to regain consumer confidence? Remember this is 
a different recession so it is hard to predict. 

Most of our country has taken a substantial hit on our 
pensions. The stock market appears to be stuck with the 
Dow Jones not being able to advance out of the 8,000 
range and the S & P above 900 points. This has to change 
for a recovery and is driven by confidence.

Unemployment is creeping up and may hit 10% 
(during the Great Depression it reached 25%). This type 
of news is devastating to consumer confidence.

So what about the future for our industry? I am gener-
ally an optimist—it is just easier to get through life with 
a positive attitude. Our country spirit is resilient and 
doesn’t like being down for a long period of time. With 
this in mind I believe that this will be a longer recession 
than any in modern times but that it will not become 
a depression. It is my prediction that commercial 
construction will return in the last two quarters of 2010. 
Unfortunately, as noted above, we are at the end of the 
project and will also be at the end of the recovery. 

Of course, as any good economist knows, just like 
those who report the weather—it is ok to be wrong most 
of the time… they (economists and weather reporters) 
are great at telling us what happen in the past but lousy 
at telling us what is going to happen in the future. I fear 
that I fall into that same category.  

InTouch  …from page �

DH_Mar09_F.indd   74 2/6/09   7:28:41 PM



p r e s s  r e l e a s e

 i n d u s t r y  a c c e s s

	 March	2009	£ DOORS & HARDWARE 75

containing composite wood being sold in California to meet 

formaldehyde emission standards. 

Phase I requires all particleboard formaldehyde emission levels 

to be less than 0.18 part per million (ppm). This phase also requires 

MDF formaldehyde emission levels to be less than 0.21 ppm. 

VT Industries Inc. has been in contact with their composite 

wood suppliers about this matter and are currently manufactur-

ing doors using composite wood products that meet the CARB 

Phase 1 regulation. This includes all flush, stile & rail and profiled 

doors product offerings. 

VT Architectural Wood Doors constructed with particleboard 

or medium density fiberboard (MDF) will read “CA 93120-1” 

on the label, providing proof of conformance to California’s 

formaldehyde standard. Invoices and shipping documents also 

contain the compliance statement “CA 93120 phase 1 compliant 

for formaldehyde”. These statements comply with the labeling 

requirements specified in the CARB emission regulation. 

The second phase of the ATCM becomes effective January 1, 

2011. Phase II requires all particleboard formaldehyde emission 

levels to be less than 0.09 part per million (ppm) and MDF form-

aldehyde emission levels to be less than 0.21 ppm. 

While this regulation currently only affects products for sale in 

California, distributors and retailers in other states should be aware 

of these standards, as the U.S. Environmental Protection Agency is 

considering a national formaldehyde standard this year.

More information on the CARB ATCM for formaldehyde is 

available at www.arb.ca.gov/toxics/compwood/compwood.

htm, where the entire regulation is available for download.

For information about VT Industries visit www.vtindustries.com

1.  At what degree of opening is the egress capacity 
width measurement taken for new swinging door 
assemblies? __________________________________

2.  For existing door assemblies, what is the position 
of the door leaf when the egress capacity width 
measurement is taken? ________________________

3.  Where can further explanation for a paragraph with 
an asterisk (*) be found? _______________________

4.  Where pairs of doors are provided, one door leaf 
shall not be less than a 32 inch clear width opening.

 q True q False

To acquire CEP points, answer the questions below:.

Tech Tips … continued from page 84
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TECHNICAL LITERATURE ORDER FORMS

REV _01/26/09

Page 1 of 4

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

q Check / Money order enclosed q Visa qMasterCard q 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 

CD-ROM Self-Study Course.) 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/Codes $

ANSI/BHMA Standards $

(Required for delivery confirmation)

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 _01/26/09

Page 2 of 4

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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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

q Check / Money order enclosed q Visa qMasterCard q 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 

CD-ROM Self-Study Course.) 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/Codes $

ANSI/BHMA Standards $

(Required for delivery confirmation)
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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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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. 

$40.00

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. 

$40.00

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.

$65.00

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. Also 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 CD-ROM Self-Study Series.
Providing your staff (newcomers or veterans) with a formal education in the 
basics of our industry has never been easier or more effective! 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. 

Additional Shipping for this 
item $12

**For bulk orders, please contact DHI 
staff for current quantity pricing.

$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

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

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

Miscellaneous Publications/Codes SUBTOTAL $ _______________

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

New Release!
NFPA 101® Life Safety Code®, 2009 Edition 
Learn how this edition can impact your future!

TECHNICAL LITERATURE
ORDER FORMS

ENSURE YOUR FUTURE!
Learn how the Door Inspection Program can 

benefi t your career & your business. www.dhi.org
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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 (Go to www.BuildersHardware.com for FREE dowload!) FREE Download @ 
www.BuildersHardware.com

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 SUBTOTAL $

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

$40.00

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. 

$40.00

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.

$65.00

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. Also 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 CD-ROM Self-Study Series.
Providing your staff (newcomers or veterans) with a formal education in the 
basics of our industry has never been easier or more effective! 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. 

Additional Shipping for this 
item $12

**For bulk orders, please contact DHI 
staff for current quantity pricing.

$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

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

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

Miscellaneous Publications/Codes SUBTOTAL $ _______________

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

New Release!
NFPA 101® Life Safety Code®, 2009 Edition 
Learn how this edition can impact your future!
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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 (Go to www.BuildersHardware.com for FREE dowload!) FREE Download @ 
www.BuildersHardware.com

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 SUBTOTAL $
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DISCOVER DHI’S 
VIRTUAL SIDE...

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

DHI 2009 VIRTUAL CONFERENCE PROGRAM SCHEDULE
Check www.dhi.org for 

Upcoming Virtual Program Sessions 
Scheduled � roughout 2009!

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

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

Follow the prompts. 

You’ll only need to download the VCE one time. 

To return at any time, simply click the icon on your desktop. 
You’ll fi nd support information and additional resources each 
step of the way. 

If you experience any diffi culty downloading the program or 
would prefer using a CD to load the program, 
Contact Marcia Slakie at 703.222.2010 OR E-mail MSlakie@
dhi.org.

Can’t make it on the scheduled presentation? 
Each program is “archived” in the Archive Library within 
the VCE program for viewing at a later date.

DHI VCE Mar09_adv_.50 horiz.indd1   1 2/2/09   9:46:17 AM
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Help Wanted

Building Relationships, Careers, and Business!

GROWTH
Privately owned • Over 80 years of success • Grew from 500 to 1,000 employes in
last five years • Sales exceeding $175MM • 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 0109

DHI_Ad_2009:DHI_Ad 1/23/2009 11:08 AM Page 1

THE GIRTMAN GROUP 
Nashville, TN

The Girtman Group’s business continues to grow, and we are adding additional 
members to our staff. We are interested in recruiting the industry’s finest indi-
viduals to complement the professionals that currently make up our National 
Accounts Department.

The Girtman Group offers qualified candidates in the distribution of doors, 
frames and hardware a new and exciting opportunity:

Team Leader/Team Member for National Accounts

We seek individuals with the customer service and technical skills to handle 
the various aspects of a national building program. These skills include detail-
ing, project management, purchasing and communicating with customers and 
vendors.

The Girtman Group offers a competitive and comprehensive employment 
package. Relocation expenses will be provided. 

Interested parties please forward resume to:

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

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

Classifieds Corner

Distributors Wanted

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

manufacturer seeks representation.

PARTITION CORP.

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

SALESPERSON
Akron, OH  

E-mail: jimb@fredjcrisp.com

AG MAURO
ESTIMATORS/SALES

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

Excellent benefits include generous 
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!
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Protects, Educates, and Saves You Time & Money!

The Program
The Door and Hardware Institute has endorsed Telcom Insurance Services 
Corporation (TISC) to administer an insurance program for DHI members. 
TISC is a national leader in developing association speci� c programs 
and has worked closely with the leaders and select members of DHI to 
become an authority on providing protection to the architectural door 
openings industry. TISC’s President and CEO, Peter Elliott, has personally 
taken the lead in crafting a program that will deliver � rst class coverage 
and service to the DHI members.

Bene� ts
DHI co-owns and therefore co-directs with TISC all aspects of the
program. TISC isn’t just an insurance agent. They are client advocates 
who will help with all your insurance-related needs including: coverage 
selection, insurer choice, risk management assistance, contract reviews 
and claims monitoring.
There is leverage in collective buying and the power of DHI will be 
evident in the reduced premium and tailored coverage that is o� ered.
Educational opportunities will be o� ered to members such as risk 
management and loss control seminars, webinars and insurance articles.

DHI-SPONSORED INSURANCE 
PROGRAM

Trust & Knowledge
As members of the Institute, DHI has your company’s best interests at heart. 
DHI and its strategic partner will work to meet and exceed all of your 
instance needs.
We know you and your business. This program provides detailed, customized 
coverage speci� c to the needs of the openings professional that will a� ord 
you better coverage and savings in annual premiums.
The program o� ers a full range of insurance coverage including Property and 
Casualty, Directors and O�  cers, Employment Practices Liability, and 
Professional Liability.

For more information on this DHI-Sponsored 
Insurance Program, contact:

Peter Elliott, CPCU  Bonnie L. Gauerke, AU
 President and CEO  Association Program Manager
 800-222-4664 ext. 1086  800-222-4664 ext. 1635
 pje@telcominsgrp.com  blg@telcominsgrp.com

6301 Ivy Lane, Suite 506 
Greenbelt, MD 20770

Fax: 301-474-6196

PO Box 343
Scho� eld, WI 54476
Fax: 301-474-6196

14150 Newbrook Dr. Suite 200
Chantilly, VA 20151
Tel.: 703-222-2010
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T 
his article examines Chapter 7, Means of Egress, 
found in the NFPA 101, Life Safety Code, 2009 

edition. We will cover some of the changes that have 
been made under 7.2, Means of Egress Components, 
specifically the 2006 edition paragraphs 7.2.1.2.1 
through 7.2.1.2.4 in comparison to the new version 
under the 2009 edition.
Note: An asterisk (*) following the number or letter desig-
nating a paragraph indicates that explanatory material on 
the paragraph can be found in Annex A.
7.2.1.2 Door Leaf Width.
7.2.1.2.1* Measurement of Clear Width.
7.2.1.2.1.1 Swinging Door Assemblies. For swinging 
door assemblies, clear width shall be measured as 
follows:
1.  The measurement shall be taken at the 

narrowest point in the door opening.
2.  The measurement shall be taken between the 

face of the door leaf and the stop of the frame.
3.  For new swinging door assemblies, the measure-

ment shall be taken with the door leaf open 90 
degrees.

4.  For any existing door assembly, the measure-
ment shall be taken with the door leaf in the 
fully open position. 

5.  Projections of not more than 4 in. (100 mm) into 
the door opening width on the hinge side shall not 
be considered reductions in clear width, provided 
that such projections are for purposes of accommo-
dating panic hardware or fire exit hardware and 
are located not less than 34 in. (865 mm), and not 
more than 48 in. (1220 mm), above the floor.

6.  Projections exceeding 6 ft 8 in. (2030 mm) above 
the floor shall not be considered reductions in 
clear width.

7.2.1.2.1.2 Other than Swinging Door Assemblies. 
For other than swinging door assemblies, clear 
width shall be measured as follows:
1.  The measurement shall be taken at the 

narrowest point in the door opening.

2.  The measurement shall be taken as the door 
opening width when the door leaf is in the fully 
open position.

3.  Projections exceeding 6 ft 8 in. (2030 mm) above 
the floor shall not be considered reductions in 
clear width.

7.2.1.2.2* Measurement of Egress Capacity Width.
7.2.1.2.2.1 Swinging Door Assemblies. For swing-
ing door assemblies, egress capacity width shall be 
measured as follows:
1.  The measurement shall be taken at the 

narrowest point in the door opening.
2.  The measurement shall be taken between the 

face of the door leaf and the stop of the frame.
3.  For new swinging doors assemblies, the 

measurement shall be taken with the door leaf 
open 90 degrees.

4.  For any existing door assembly, the measure-
ment shall be taken with the door leaf in the 
fully open position.

5.  Projections not more than 3½ in. (90 mm) at each 
side of the door openings at a height of not more 
than 38 in. (965 mm) shall not be considered 
reductions in egress capacity width.

6.  Projections exceeding 6 ft 8 in. (2030 mm) above 
the floor shall not be considered reductions in 
egress capacity width.

7.2.1.2.2.2 Other than Swinging Door Assemblies. 
For other than swinging door assemblies, egress 
capacity width shall be measured as follows:
1.  The measurement shall be taken at the 

narrowest point in the door opening.
2.  The measurement shall be taken at the door 

opening width when the door leaf is in the fully 
open position.

3.  Projections not more than 3½ in. (90 mm) at each 
side of the door openings at a height of not more 
than 38 in. (965 mm) shall not be considered 
reductions in egress capacity width.

tech tip
do you know?

Door Leaf Width
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(We Make It Easy To Do Business With Us)
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800 659 8527
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888 707 8527
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“The Friendly Hardware Wholesaler”

We are known for our superior customer service which includes a state of the art phone 
system that insures that your call will be answered by a live person.

Currently Featuring 
The E-PLEX® Product Line

Excellent Service Levels

Experienced People
Experienced People
Available 14 Hours per day
All of the Top Product Lines
Professional Outside Sales Force
Multiple Warehouse Locations
Outstanding Fill Rates
Electrical Expertise
State Of The Art Keying Services
User Friendly Catalog and Website
Your Partner Not Your Competitor
Competitive Pricing
First Alert Program
We Hold Pricing for 30 days
Free Freight on Most Orders
Procurement Department 
Quote Department

Excellent Service Levels
Excellent Service Levels
Excellent Service LevelsExcellent Service Levels
Excellent Service Levels

Excellent Service Levels 
Excellent Service LevelsExcellent Service Levels

Excellent Service Levels 

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.

87tech tip
do you know?

4.   Projections exceeding 6 ft 8 in. (2030 mm) above 
the floor shall not be considered reductions in 
egress capacity width.

7.2.1.2.3 Minimum Door Leaf Width.
7.2.1.2.3.1  For purposes  of determining minimum 
door opening width, the clear width in accordance with 
7.2.1.2.1 shall be used, unless door leaf width is specified.
7.2.1.2.3.2 Door openings in means of egress shall be 
not less than 32 in. (810 mm) in clear width, unless one 
of the following conditions exists:
1.   Where a pair of door leaves is provided, one door 
leaf shall provide not less than a 32 in. (810 mm) 
clear width opening.

2.   Exit access door assemblies serving a room not 
exceeding 70 ft² (6.5 m²) and not required to be 
accessible to persons with severe mobility impair-
ments shall be not less than 24 in. (610 mm) in door 
leaf width.

3.   Door openings serving a building or portion 
thereof not required to be accessible to persons 
with severe mobility impairments shall be 
permitted to be 28 in. (710 mm) in door leaf width.

4.   In existing buildings, the existing door leaf width 
shall be not less than 28 in. (710 mm).

5.   Door openings in detention and correctional occu-
pancies, as otherwise provided in Chapters 22 and 
23, shall not be required to comply with 7.2.1.2.3.

6.   Interior door openings in dwelling units as other-
wise provided in Chapter 24 shall not be required 
to comply with 7.2.1.2.3.

7.   A power-operated door leaf located within a two-leaf 
opening shall be exempt from the minimum 32 in. 
(810 mm) single-leaf requirement in accordance with 
7.2.1.9.1.5.

8.   Revolving door assemblies, as provided in 7.2.1.10, 
shall be exempt from the minimum 32 in. (810 mm) 
width requirement.

9.   *Where a single door opening is provided for 
discharge from a stairway required to be a 
minimum of 56 in. (1420 mm) wide in accordance 
with 7.2.2.2.1.2(B), and such door assembly serves as 
the sole means of exit discharge from such stairway, 
the clear width of the door opening, measured in 
accordance with 7.2.1.2.2, shall be not less than two-
thirds the required width of the stairway.

Answers: (1) 90 degrees; (2) Fully open position; (3) Annex A; (4) True

To acquire CEP points, answer the  
questions on page 75.
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REDHOT
RIXSON!

Mayflower stocks more Rixson in more styles, finishes and functions
than you can imagine – and all are ready for immediate delivery.
Every floor closer, overhead holder and stop, Smoke Chek,® overhead closer,
pivot, wall magnet and the most parts and accessories. See the complete
Rixson line in our catalog. It's free.Call 800-221-2052 (in NYC 718-622-8785)

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

www.mfsales.com

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

DH_Mar09_F.indd   4 2/6/09   7:34:20 PM


	DH_Mar09_F.C1
	DH_Mar09_F.C2
	DH_Mar09_F.P01
	DH_Mar09_F.P02
	DH_Mar09_F.P03
	DH_Mar09_F.P04
	DH_Mar09_F.P05
	DH_Mar09_F.P06
	DH_Mar09_F.P07
	DH_Mar09_F.P08
	DH_Mar09_F.P09
	DH_Mar09_F.P10
	DH_Mar09_F.P11
	DH_Mar09_F.P12
	DH_Mar09_F.P13
	DH_Mar09_F.P14
	DH_Mar09_F.P15
	DH_Mar09_F.P16
	DH_Mar09_F.P17
	DH_Mar09_F.P18
	DH_Mar09_F.P19
	DH_Mar09_F.P20
	DH_Mar09_F.P21
	DH_Mar09_F.P22
	DH_Mar09_F.P23
	DH_Mar09_F.P24
	DH_Mar09_F.P25
	DH_Mar09_F.P26
	DH_Mar09_F.P27
	DH_Mar09_F.P28
	DH_Mar09_F.P29
	DH_Mar09_F.P30
	DH_Mar09_F.P31
	DH_Mar09_F.P32
	DH_Mar09_F.P33
	DH_Mar09_F.P34
	DH_Mar09_F.P35
	DH_Mar09_F.P36
	DH_Mar09_F.P37
	DH_Mar09_F.P38
	DH_Mar09_F.P39
	DH_Mar09_F.P40
	DH_Mar09_F.P41
	DH_Mar09_F.P42
	DH_Mar09_F.P43
	DH_Mar09_F.P44
	DH_Mar09_F.P45
	DH_Mar09_F.P46
	DH_Mar09_F.P47
	DH_Mar09_F.P48
	DH_Mar09_F.P49
	DH_Mar09_F.P50
	DH_Mar09_F.P51
	DH_Mar09_F.P52
	DH_Mar09_F.P53
	DH_Mar09_F.P54
	DH_Mar09_F.P55
	DH_Mar09_F.P56
	DH_Mar09_F.P57
	DH_Mar09_F.P58
	DH_Mar09_F.P59
	DH_Mar09_F.P60
	DH_Mar09_F.P61
	DH_Mar09_F.P62
	DH_Mar09_F.P63
	DH_Mar09_F.P64
	DH_Mar09_F.P65
	DH_Mar09_F.P66
	DH_Mar09_F.P67
	DH_Mar09_F.P68
	DH_Mar09_F.P69
	DH_Mar09_F.P70
	DH_Mar09_F.P71
	DH_Mar09_F.P72
	DH_Mar09_F.P73
	DH_Mar09_F.P74
	DH_Mar09_F.P75
	DH_Mar09_F.P76
	DH_Mar09_F.P77
	DH_Mar09_F.P78
	DH_Mar09_F.P79
	DH_Mar09_F.P80
	DH_Mar09_F.P81
	DH_Mar09_F.P82
	DH_Mar09_F.P83
	DH_Mar09_F.P84
	DH_Mar09_F.C3
	DH_Mar09_F.C4

