
A  P u b l i c A t i o n  o f  t h e  D o o r  A n D  h A r D w A r e  i n s t i t u t e

Renovation and RetRofitting

RestoRation of  
tokyo’s Diet BuilDing  Page 10

DHi’s new PResiDent  
Jim taRtRe, CDC  Page 24

November 2009

M e e t  D o o r  &  H a r d w a r e  I n s t i t u te ’s  N e w  P r e s i d e n t

Jim tartre, cdc



Client: Security Lock Distributors • Job No.: 241615M • Subject: Selling Locks
Size: 16.75"x 10.875" (spread) • Color: 4 C • Publication: Doors & Hardware • Issue Date: July 2006

This ad prepared by Ellis&Potter Advertising, 631-944-8410

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

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

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

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

complicated purchasing decisions can be. Our goal is to help 

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

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

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

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

to provide solutions by offering a lifetime of security knowledge.

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

objective advice and honest answers to your technical questions.

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

in the industry. Not just the best salespeople, but 

the best people. People who are genuinely

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

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

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

Our friendly staff and extensive inventory can provide you with

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

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

www.seclock.com 1-800-847-5625

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

A Proud CSD Partner & Leading Distributor of Ingersoll Rand Life Safety & Security Products

SLD_HardCoOp_DHI_sprd.qxd  6/7/06  2:42 PM  Page 1

Boston, MA   • Pompano Beach, FL   •   •   Chicago, IL Las Vegas, NV



Client: Security Lock Distributors • Job No.: 241615M • Subject: Selling Locks
Size: 16.75"x 10.875" (spread) • Color: 4 C • Publication: Doors & Hardware • Issue Date: July 2006

This ad prepared by Ellis&Potter Advertising, 631-944-8410

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

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

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

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

complicated purchasing decisions can be. Our goal is to help 

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

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

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

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

to provide solutions by offering a lifetime of security knowledge.

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

objective advice and honest answers to your technical questions.

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

in the industry. Not just the best salespeople, but 

the best people. People who are genuinely

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

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

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

Our friendly staff and extensive inventory can provide you with

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

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

www.seclock.com 1-800-847-5625

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

A Proud CSD Partner & Leading Distributor of Ingersoll Rand Life Safety & Security Products

SLD_HardCoOp_DHI_sprd.qxd  6/7/06  2:42 PM  Page 1

Boston, MA   • Pompano Beach, FL   •   •   Chicago, IL Las Vegas, NV



2	 DOORS	&	HARDWARE £ NOVEMbEr 2009

Chief Executive Officer: Jerry Heppes, CAE
jheppes@dhi.org; (703) 766-7010 

Director of Publications: Wendy Caibe-Felt
wfelt@dhi.org; (703) 766-7015

Managing Editor: Jesse Madden
jmadden@dhi.org; (703) 766-7033 

Advertising Manager: Molly S. Long
mlong@dhi.org; (703) 766-7014 

Magazine Creative Director: Martin D. Stanley
mstanley@dhi.org; (703) 766-7016

Dir. of Certification/Tech. Services: Keith Pardoe, DAHC/CDC, CDT
kpardoe@dhi.org; (703) 766-7024 

EDiTOriAl BOArD

Timothy Petersen, Chair,  Patrick T. Donohoe, AHC   
David M. Edwards,  Shane C. Geringer   

Lori A. Greene, AHC/CDC, CCPR,  Mark Kaser   
Michael A.Martinez, AHC,  Brian W. Mead,  Nunzio A. Nano, AHC  

Scott A. Shipton,  Jeffrey K. Simms, AHC,  Hendrik Wolst 

Vol. 73, No. 11

Doors and Hardware (ISSN 0361-5294) is published monthly by the 
Door and Hardware Institute (DHI), 14150 Newbrook Drive, Suite 200, 

Chantilly, VA 20151-2232 • (703/222-2010; Fax: 703/222-2410) 
Periodicals postage paid at Fairfax, VA, and other additional 

mailing offices. Postmaster: Send address changes to 
Doors and Hardware, 14150 Newbrook Drive, Suite 200, Chantilly, VA 

20151-2232. E-mail: publications@dhi.org; Web site: www.dhi.org.

editorial Policy: The Door and Hardware Institute is an international not-

for-profit association of individuals and companies in the door and architectural 

hardware profession. Authors’ opinions do not necessarily reflect the official 

views of the Door and Hardware Institute.

The magazine cannot guarantee the validity or accuracy of any data, claim 

or opinion appearing in any article or advertisement. However, the magazine 

is designed to provide accurate and authoritative information on the subject 

matter covered. The information is presented with the understanding that 

the publisher is not engaged in rendering legal or other expert professional 

services. If such assistance is required, the service of a competent professional 

should be sought.

Advertisements and product information do not constitute an endorsement, 

nor a DHI position concerning their suitability. The publisher reserves the right 

to reject any advertising. Advertisers and their agencies assume liability for all 

advertising content and assume responsibility for any claims that may arise 

from their advertisements. The publisher makes every effort to ensure suitable 

placement of advertising but assumes no responsibility in this regard.

Send subscriptions, advertising, business and editorial matter to Doors and 

Hardware, 14150 Newbrook Drive, Suite 200, Chantilly, VA 20151-2232. Letters 

to the editor are welcome and will be considered for publication in whole or in 

part in “Letters to the Editor.” All editorial sent to the magazine will be treated 

as unconditionally assigned for publication and copyright purposes and are 

subject to the editor’s unrestricted right to edit and comment editorially.

For current subscriptions, enclose an address label or facsimile from a 

recent copy when writing to DHI. For new subscription information, call DHI 

at 703/222-2010. Subscriptions for non-members are $69 U.S. and Canada, 

$109 elsewhere. Single copies: $10. Individual membership in DHI includes a 

subscription to Doors and Hardware.

Copyright 2009 Door and Hardware Institute. All rights reserved. Nothing 

may be reprinted without permission from the publisher.

Printed in the U. S. A. IPM#0360406

toll–free 1-888-680-9990  I  fax 1-888-680-1998
www.albanyhardware.com

The Midwest's Most  
Complete Inventory of

Rixson & Dorma Pivots, 
Floor Closers, Overhead 
Closers, Stops & Parts

Same Day Shipping!

BTS80 Series Concealed Floor Closer

Model 28 Center Hung Floor Closer

Call us for... 
Corbin Russwin, DORMA, effeff,  

KABA, Kwikset, NGP, Norton 
Rixson, Rockwood, Schlage,  

SOSS, Weslock and Yale 





4	 DOORS	&	HARDWARE £ NOVEMbEr 2009

14
18

Case Study: Restoration of  10
Tokyo’s Diet Building
By Rodd Salvatore

A firm is challenged with replicating the original 
60-year-old door knobs and escutcheons of 
Tokyo’s Diet Building, while still making them 
compatible with modern day mortise locks.

Learning to Take the Long View 14
By Matthew M. Harris, AHC

A consultant learns the hard way that keying 
for large public transportation entities requires 
a longer look to the future by the consultant to 
help guide the customer into good decisions.

Case Study: Vacaville 18
Schools Upgrade 
Classroom Security
By Beverly Vigue

A school system 
upgrades to locks 
which can be locked 
from the inside and 
also upgrades their key 
control system.

In Touch  6
By Jerry S. Heppes, Sr., CAE 

Foundation 8
By Bill Johnson

Legal 40
Trade Associations:  
Under the FTC Microscope 
By Heidi K. Abegg

Shelf Life 42
Taking the Fear Out of 
Warehouse Technology, Part 1 
By Jason Bader

features
Accessdoors&hardware

Ad Index 50

Classifieds 47

Industry Access 46

Tech Tip 51

corporate access

closingopening

advancing life safe t y & securit y solutions 

A  P U B L I C A T I O N  O F  T H E  D O O R  A N D  H A R D W A R E  I N S T I T U T E

RENOVATION AND RETROFITTING

RESTORATION OF 
TOKYO’S DIET BUILDING  PAGE 10

DHI’S NEW PRESIDENT 
JIM TARTRE, CDC  PAGE 24

NOVEMBER 2009

M e e t  D o o r  &  H a r d w a r e  I n s t i t u te ’s  N e w  P r e s i d e n t

Jim tartre, Jim tartre, Jim tartre, 

On the Cover: Jim Tartre, COC, 
by Gail Osgood, www.gailosgood.com



	 NOVEMBER	2009	£ DOORS & HARDWARE 5

14
36

32
Meet New DHI President Jim Tartre, CDC 24
By Jess Madden

D&H talks with Jim Tartre, CDC about what 
plans he has for his term as DHI’s president 
as well as his predictions for what the coming 
year will have in store for our industry.

Cut Air Infiltration, Build LEED Points 32
By Daniel Huerta

Choosing the right products to block air 
infiltration—primarily gasketing systems and 
thresholds—can help earn nearly a quarter of 
the total points in some LEED rating systems.

Business Case Study:  36
Expanding COD Options
By Russell J. Passamano

You’re familiar with 
“Cash On Delivery.” 
Perhaps it’s time to 
broaden the meaning 
to include “Creating 
Opportunities Daily.”

April 25 – May 2, 2010
DHI Education 
(National School)
National Conference Center
Lansdowne, VA
www.dhi.org
September 14–23, 2010
DHI 35th Annual Conference
Navy Pier
Chicago, IL
www.dhi.org
September 14–21, 2010
DHI Education 
(National School)
Navy Pier
Chicago, IL
www.dhi.org
September 22–23, 2010
DHI 35th Annual Exposition
Navy Pier
Chicago, IL
www.dhi.org

calendar contr ibutors

Doors & Hardware is a publication of the
Door and Hardware Institute whose focus 

is on advancing the life safety and security 
of the built environment.

this  monthAccess
Heidi K. Abegg
Webster,	Chamberlain	&	Bean

Jason Bader
The	Distribution	Team

Matthew M. Harris, AHC
Builders’	Hardware	&	Supply	Co.,	Inc.

Daniel Huerta
National	Guard	Products

Russell Passamano 
Stanley	Commercial	Hardware	

Rodd Salvatore 
Accurate	Lock	&	Hardware

Beverly Vigue
Ingersoll	Rand	Security	Technologies

D&H sits down with incoming DHI President Jim Tartre, CDC to learn 

more about both his background and his vision for the future of DHI 

and this industry. We also explore the historic renovation of  

Tokyo’s Diet Building as well as the complicated process of keying a 

mass transit system.

novemb er  '09 —mass transit, historical renovation & restoration



6	 DOORS	&	HARDWARE £ NOVEMbEr 2009

I 
am writing this column having 
just returned from the Dhi 34th annual 
conference and Exposition in orlando, 

Florida. the leadership and staff were obviously 
concerned about the attendance during this severe 
recession. accordingly, we put in action a plan to 
substantially invest in the quality to and value 
of this annual event. the results… well, what 
feedback did we receive?

we have received tremendous feedback with a 
consistent message something like this… “i knew 
the numbers would be down, but you exceeded 
our expectation with regards to the quality of 
the attendees as well as the tremendous value of 
events such as the Forum for the Future.” “the 
quality of the attendee was high—they were the 
decision makers—and with the lower numbers, 
we were able to carve out quality time.” “there 
was activity on the floor up to the end—that is not 
typical, but the compressed schedule worked.”

clearly the Forum for the Future, sponsored 
in partnership by Dhi and the Door security 
and safety Foundation, was the greatest value 
proposition. this event, part of this year’s 
registration fee and a key financial invest-
ment by Dhi and the Foundation, attracted 
more than 800 participants and the consistent 
feedback was an overwhelming success. this 
event featured three professional speakers, all 
focused upon a consistent theme: how do we 
prepare for the future when the economy turns? 

the program featured three presentations—the 
first by one of the nation’s top economists who 
provided a 35,000 foot view of the recession, the 
second by a distribution management expert 
intimately involved in our industry for more than 
25 years, who drilled down into the financial 
management challenges and decision of our 
members, and lastly by a distribution expert who 
delivered the results of phase i of a large industry 
research project looking at the future from the 
perspective of our members.

it seems that each attendee had his or her 
favorite speaker… mine was mike marks of 
indian river consulting group, who delivered 
the research. mike provided the template for 
the management of distributors, manufactur-
ers and sales agents to prepare their companies 
for advancement in these tough times.

what were some of the key findings? it was 
a fairly extensive amount of information which 
highlighted what is anticipated for the next 
three years. For example, it was the opinion of all 
parties that consolidation at the distributor level 
will continue with fewer distributors by 2012. 
approximately 60% agreed that green initiatives 
will have significant impact on the industry. when 
asked if systems integrators or some other trade 
will encroach on business that has traditionally 
gone to our channel, 47% of distributors agreed, 
while only 33% of sales reps and manufacturers 
agreed. over 40% of all participants agreed that 
manufacturers will reduce the number of distribu-
tors for which they go to market. and lastly, 44% 
of distributors, but fewer (36%) manufacturers and 
representatives agreed that manufacturer pricing 
policies will further trend towards a discount 
model where those who create the specification 
will receive the greatest discount. 

this fall, we will be launching phase ii of the 
research as we collected data on site of the ten 
best and ten worst practices of distributors and 
manufacturers. once we collate this information, 
we will test the results with the industry and then 
release a final report.

on behalf of the leadership and staff we 
want to sincerely thank those companies and 
individuals who attended the show this year. 
Your attendance communicated confidence 
and support for both Dhi and the industry, 
and we are very grateful for your trust. we 
are pleased that the value proposition was 
successful and look forward to building on this 
momentum for chicago in the Fall of 2010.  

Industry Research  
 Released in Orlando
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T 
he Foundation’s Fire door inspec-
 tion� course for fire an�d buildin�g code officials 
filled a room with more than� 60 officials at 

this year’s con�feren�ce in� orlan�do. Why is this class 
importan�t an�d relevan�t to the work that man�y of 
you are doin�g in� the way of in�spection�s?

We can� talk all we wan�t about the adoption� of 
the nFpa stan�dard an�d about how on�ce a jurisdic-
tion� adopts the 2009 iFc code with the referen�ced 
nFpa stan�dard, we are goin�g to be performin�g 
fire door in�spection�s on� a routin�e basis. But a 
vital step in� this process is providin�g education� 
an�d creatin�g awaren�ess for members of the ahJ 
commun�ity. the authority havin�g Jurisdiction� 
has a list of thin�gs to in�spect lon�ger than� the pages 
in� this magazin�e. What separates fire doors from 
all the other thin�gs that n�eed to be in�spected?

part of the an�swer to this question� could 
be attributed to the n�ewn�ess of the stan�dard. 
although the in�spection� of fire-rated doors has 
lon�g been� in� the iFc (in�tern�ation�al Fire code) an�d 
iBc (in�tern�ation�al Buildin�g code), on�ly n�ow are 
we seein�g a timetable an�d steps for how to in�spect 
a fire-rated open�in�g through the lan�guage spelled 
out in� nFpa 80 2007.

so, i ask the question� again�—why is this type 
of education� that your Foun�dation� is providin�g to 
ahJs relevan�t to the task at han�d?

this class is very good at doin�g what it is 
in�ten�ded to do—creatin�g awaren�ess within� the 
ahJ commun�ity. this class is n�ot in�ten�ded to 
create a room full of fire door in�spectors. Fire 
officials have en�ough on� their plates already. What 
the class is in�ten�ded to do is to create a room full 
of ahJs who are n�ow requestin�g of the buildin�g 
own�er, “please show me your paperwork for this 
in�spected fire door.”

this class is providin�g the education� to fire 
officials to help them un�derstan�d who a ‘kn�owl-
edgeable’ in�spector is. When� an� ahJ walks out 

of this class an�d hears the term ‘kn�owledgeable’ 
in� relation� to fire doors, he will have a very good 
un�derstan�din�g of what con�stitutes that kn�owledge 
an�d—in� most in�stan�ces—reach out to those who 
can� provide him with an� in�spection� report that he 
fin�ds acceptable.

this class has received a great deal of positive 
feedback from the ahJs who have atten�ded it, an�d 
we are workin�g with our recen�tly created education� 
committee to make it closer to “perfect.” however, 
as Voltaire said, “the perfect is the en�emy of the 
good,” an�d bein�g less than� perfect will n�ot keep us 
from movin�g forward with the existin�g good that 
has already been� created. to date, we have fostered 
the awaren�ess an�d provided the education� to over 
2,000 in� the ahJ commun�ity—education� that is 
leadin�g to en�forcemen�t.

We n�eed each an�d every on�e of you to help 
us con�tin�ue to spread the message of fire door 
safety an�d in�spection�s to the ahJ commun�ity. 
assa aBLoY, in�gersoll ran�d, hager compan�ies, 
Mohawk Flush doors an�d Vt in�dustries have 
con�sisten�tly spon�sored these classes to help make 
them possible. Fire door in�spection�s will n�ot 
be successful without en�forcemen�t by the ahJ 
commun�ity—en�forcemen�t follows education�.

“it’s the ultimate partn�ership,” said dan�n�y 
Mcavoy, deputy chief an�d Fire Marshal for 
osceola coun�ty, FL after atten�din�g the session� held 
durin�g this year’s con�feren�ce. “the people givin�g 
this course are the experts on� fire doors, an�d they 
are exactly the on�es we wan�t to hear from.”

it was eviden�t from the atten�dan�ce at the fire 
door class in� orlan�do that chief Mcavoy an�d 
members of his staff have a desire to learn� more. 
the Foun�dation� can� fill that n�eed—across the 
coun�try—with your help.  

Footnote

1. Voltaire 

 “The Perfect is the  
 Enemy of the Good.” 1

By Bill John�son�, Executive Vice President 

Door Security & Safety Foundation

l i fe  safet y  &  secur it y  FOUNDATION
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Historic Hardware

c a s e   S T U D Y

This Wikipedia and Wikimedia Commons image is from the user Chris 73 and is freely available at http://commons.
wikimedia.org/wiki/File:Japanese_diet_outside.jpg under the creative commons cc-by-sa 2.5 license.

RestoRation of 
 tokyo's Diet BuilDing

...blend of old world craftsmanship 

with modern, technologically  

advanced methodology...

anufacturing custom architectural 

hardware is an interesting genre that, 

at its best, synthesizes a special blend 

of old world craftsmanship with modern, technologi-

cally advanced methodology. Fabricating new items 

to function in a particular manner, or reproducing 

antique pieces to original vintage each carry a unique 

set of challenges. These challenges abound when 

each of the aforementioned tasks must be achieved in 

unison in the form of one hardware solution.

This scenario was no more evident that in the 

case of the historic hardware restoration of the Diet 

Building in Tokyo, Japan. The Diet is basically the 

equivalent of the U.S. Congress and the Diet Building 

serves the same function as the Capitol Building in 

Washington D.C. Japanese hardware executives

M

B y  R o d d  S a lv a t o R e
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searched all over the world for 
a firm capable of not only repli-
cating their original 60-year old 
door knobs and escutcheons, but 
also making them compatible 
with modern day mortise locks. 
Through Wespac Corporation in 
San Francisco, Japanese officials 
contacted Accurate Lock and 
Hardware in Stamford, CT.

After a series of discussions, 
a team of Japanese architects, 
designers, engineers and hardware 
distributors arrived at Accurate 
headquarters with the intention 
of formulating a plan to develop 
a solution that would meet their 
requirement. Immediately, the 
Japanese visitors were intrigued to 
view a wide array of state-of-the-art 
CNC (Computer Numerical Control) 
turning and vertical milling 
centers-all made in Japan! It was a 
surreal moment, as representatives 
from each respective team seemed 
to quietly ponder the unmistak-
able reality that we were mutually 
dependent on each other. After all, 
we needed the sophisticated, auto-
mated equipment that the Japanese 
excelled in manufacturing, while 
they were reliant on our American 
know-how, hardware experience, 
craftsmanship, and design and engi-
neering capabilities to furnish that 
final product.

After a comprehensive tour filled 
with inquiries about every facet 
of our manufacturing processes 
and intense discussions marked by 
additional questioning, the Japanese 
were apparently impressed with 
our credentials. Prior to their depar-
ture, they officially commissioned 
Accurate Lock and Hardware to 
produce the historic hardware. 
While at this time we were not 
entirely clear on all of the logistics 

that would be necessary to complete 
the project, we were definitely 
certain of one thing; we had just 
accepted a project that would 
require an unprecedented level of 
commitment to ingenuity, attention 
to detail and overall quality.

With the salesmanship a success, 
it was now time to tackle the “nuts 
and bolts” of the project. Before 
we could move forward, we had to 
clear a very important hurdle. The 
Japanese team was very adamant 
and particular about achieving an 
exact color match. The means to 
accomplish this was more elusive 
than we had initially anticipated.

The original hardware was made 
from bronze. Bronze material was 
very common during the era of the 
original production, but now bronze 
was in short supply, nearly obsolete 
for this application. Moreover, the 
ratio of the alloy contents of the 
commercially available bronze 
molten was drastically different than 
the contents of the original material. 
Unfortunately, this ratio dictates the 
precise color of the material. 

Consequently, Accurate worked 
with a metallurgist, an expert in the 
science of metal alloys, to decon-
struct and dissect the original metal 
to identify the alloy content ratios. 
After the original component ratios 
were established, the metallurgist 
managed to recreate the original 
ratio by obtaining and compound-
ing the alloys in the same combina-
tion as the original. This procedure 
allowed us to replicate the original 
color, shade and tint.

Now that the proper material had 
been attained, the next step was 
to develop decorative castings to 
duplicate the originals. The original 
Japanese hardware bore an ornate, 
fish-laden pattern rich with detail 

and crisp in form. Our initial plan 
was to utilize the original hardware 
samples to form a master pattern. 
The master pattern would then 
be used to develop a match plate, 
which houses multiple pattern 
impressions to facilitate greater effi-
ciency in the casting process. 

One of the effects of casting, 
however, is a phenomenon known 
as shrinkage, which, as it intuitively 
implies, describes the reduction of 
the size of the parts yielded from the 
pattern. The degree of shrinkage is 
a function of the alloy content and 
the geometry of the part, and can be 
up to two percent. In this case, there 
would be three consecutive episodes 
of shrinkage, one for the creation of 
the master pattern, one for the match 
plate, and one for the actual parts. 
This would effectively add up to a 
total of six percent shrinkage.

Normally, standard shrinkage 
is an acceptable byproduct of the 
casting process. Given the Japanese 
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propensity for precision—combined 
with the delicate positioning of some 
integral components of the parts—
shrinkage would not be permissible 
for this project. Specifically, because 
the mounting holes lay just within 
the decorative border of the pattern, 
shrinkage would have caused the 
holes to be moved to be partially 
within the pattern and partially 
outside the pattern. Undoubtedly, 
this would have compromised the 
aesthetics of the escutcheon. The 
only way to overcome this obstacle 
would then have been to move the 
holes to a position inconsistent with 
their original relative locations, 
thereby adversely affecting the 
seamless retrofit that was of the 
utmost importance.

The solution was to shift strategy 
away from utilizing the original 
samples for forming the patterns 
in favor of generating brand new 

patterns from scratch. Though this 
process would require much addi-
tional time and effort, it afforded 
the opportunity to construct the 
master pattern larger than the 
finished products—a difference 
known as contraction allowance. 
A complicated set of contraction 
rules were employed to ascertain 
probable shrinkage in various 
areas of the part and properly 
compensate for the differential in 
the correct percentage. A profes-
sional artisan handcrafted the 
mold with all its intimate fine 
points incorporating all of these 
considerations. Ultimately, the 
parts were cast to be virtually 
the same size as the originals.

The raw phases of the production 
were now complete. We were now at 
a stage in the process analogous to 
the completion of the shell or fram-
ing of a house during the construc-
tion. As is customary, the castings 
were produced somewhat raw and 
variably. They had to be refined 
through a combination of advanced 
machining techniques and old-
fashioned hand finishing. The 
inconsistencies inherent in the cast-
ing process make finished machin-
ing difficult because there is no 
one known, consistent dimension 
on the part from which to locate a 
point of reference for programming 
the tool paths. Each part had to be 
carefully measured and a master 
computerized machining program 
formulated and then tweaked 
slightly for each and every part. 

Machining the parts served 
several purposes. First, it was neces-
sary to remove the inconsistencies 
on the perimeter of the knobs and 
escutcheons. With this in order, 
the mounting holes and the knob, 
cylinder and thumbturn holes could 

be located and machined correctly. 
In addition, the exact thickness of 
the plate and bevel on the edges 
could be achieved. Finally, a finish 
machine cut would prepare the 
parts for final finishing.

The craftsman hand-finished 
most of the decorative portions of 
the knobs and escutcheons. The 
fish insignias were filed, sanded, 
and polished to form with tools 
manufactured to mimic their form. 
Fixtures and arbors were made to 
properly hold the escutcheons and 
knobs for use with various polish-
ing, grinding, and satin wheels as 
well as hand-held tools.

Thus far, we have focused on the 
elements of this restoration project 
concerning the replication of the 
original parts. The mechanical, 
functional integration of the newly 
reproduced hardware for use with 
modern mortise locks was no less a 
daunting task.

One of the major challenges was 
that the modern mortise locks were 
not manufactured to carry the 
weight of the solid bronze knobs of 
yesteryear. Without sufficient spring 
tension in the mortise lock, the extra 
spring strength tension needed to 
be incorporated into the escutcheon 
and knob trim to operate the knob 
effectively. Of course, we had to 
house the spring assist in a spot that 
would not be visible. The modest 
thickness of the escutcheon was not 
ideal to machine a pocket to conceal 
the spring. 

We decided to build a small 
spring pack that would connect to 
the bottom of the escutcheon and 
integrate with the shank of the 
knob. The installers would then 
simply need to bore a hole in the 
door moderately larger than would 
have been required, all of which 
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would be covered by the escutcheon. 
Several designs were developed 
and tested with variable spring 
tensions until the optimum spring 
was selected with enough tension to 
support the knob but not too much 
to inhibit the ease of use.

Another obstacle in terms of 
mechanical integration was the thru 
bolting of the plates. The new locks 
were larger in size than the original 
such that the location of the mount-
ing holes on the escutcheons would 
cause the thru bolt posts to interfere 
with the locks. In addition, the 
Japanese wanted to utilize the thru 
bolting holes through the lock also, 
just above and below the knob hub, 
in a position where no holes existed 
in the escutcheon plate.

The bottom of the plate thru 
bolting was accomplished with 
traditional thru bolt posts with 
exposed screws on the inside 
escutcheon and concealed screws 
on the outside. On the top of the 
plate, where interference would 
occur, we made custom threaded 
posts with an odd shape that started 
straight, bent 90 degrees upward, 
continued above the lock toward 
the inside plate, returned down 
again 90 degrees and continued in 
line with the inside mounting hole.

To facilitate the thru bolting 
through the lock, we created a 
snap-in sub rose that would mount 
underneath the escutcheon and fit 
around the spring assist. The back of 
the inside escutcheon was machined 
to house the plate, and the back of 
the outside escutcheon was carefully 
drilled and tapped to accept the 
screws from the sub rose.

Another issue was the much larger 
spindle size that was required for 
the new locks. The base of the knob 
shank was very small in diameter 

and the thimble in which the knob 
sat on the escutcheon had very thin 
walls. In order to accept a much 
thicker spindle, the diameter of the 
knob shank would have to have 
been increased to a diameter too 
large to fit in the thimble. The prob-
lem was that the superseding stipu-
lation for the historic reproduction 
was that nothing visible could be 
altered, thus the thimble could not 
be expanded in the outside diameter 
and the thimble wall was too thin to 
expand the inside diameter.

Ultimately, we fabricated conver-
sion, swivel spindles that were 
thicker on the ends that engaged 
the lock hubs, but thinner on the 
ends that engaged the knobs. 
This design permitted us to keep 
all of the integral features of the 
hardware intact and enabled 
successful mechanical integration. 

The Diet Building hardware 
restoration project was a dynamic 
and invigorating project. The unique 
set of conditions and requirements 
provided a forum for our firm to 
utilize all of its creative ingenuity, 
experience, and engineering capac-
ity to stretch the limits of what 
was thought to be possible. These 
types of projects are what allow our 
industry and its members to grow, 
expand and to continue to say “yes” 
emphatically to all of the distribu-
tors, architects, contractors, design-
ers, and homeowners who don’t 
want to hear “no.” As an industry, 
there is no future in saying “No.”  

About the Author: Rodd Salvatore is a sales 
engineer for Accurate Lock & Hardware. He is 
the third generation of a family business begun 
by his father and grandfather and has been 
involved in the industry all his life. He can be 
reached at Rodd@accurate.to.
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eying for large public transportation entities requires a longer 
look to the future and a longer look by the consultant to help guide the 
customer into good decisions for that future. That is what I discovered 
after I had developed the key systems for our local bus bases here in 
Seattle, Washington. I had just earned my AHC credential and thought I 
had little left to learn. 

There were three issues I did not take into account when I sat down at 
the key conference for the first base almost a decade ago. I was told that 
they wanted to start a new system because the old one had no expansion 
left in it and that they had lost control of their keys anyways. The first 
issue was that I did not grasp the idea that this transportation entity was 
going to have to coordinate with several other local entities. It was not 
brought up, so I just concentrated on the building at hand. The second was 
the complete lack of key control that was going to ensue once the system 
was in place. They already had this problem with their first system and 
they had no intention of changing how they were going to manage this 
one. Finally, I let myself be talked into a symbolic stamping scheme of 
the keys that I should have known better than to let happen. I liked these 
people and I wanted to do this special symbol scheme for them. Well, it 

Long View
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was special alright. The only item 
I was thinking about was the size 
of the system and that it would 
probably lead to other projects. 
I was in for a big surprise.

You may or may not be surprised 
by how many different organiza-
tions require access to areas that are 
maintained by your local bus system. 
The bases were just the beginning. 
We then added the larger “park and 
rides” with comfort stations for the 
drivers, drivers of two other bus 
systems, individuals from a state 
run transportation system, and the 
local police department. That’s right; 
I now had a single cylinder that 
needed to be operated by five differ-
ent patented key-controlled systems. 
The best idea I had to solve this 
issue without issuing thousands of 
keys or installing access control was 
to have five key switches wired in 
parallel to an electric strike. I could 
almost hear crickets when I brought 
that to the table. When I started 
asking others for ideas, one of my 
mentors pointed out that it would 
be easier to have a single person 
speak English, French, Japanese, and 
German at the same time and have 
it be intelligible to any of the four 
languages. There have been new 
products on the market that would 
solve their issue, but they are now 
so used to the problem that they no 
longer feel the need to solve it. To 
this day, I still run into these comfort 
stations and when the keying comes 
up they still ask me to build the 
ultimate cylinder core. I then have 
to tell them, again, that it cannot 
be done. We did end up issuing a 
large sum of keys to resolve this 
issue, but I have to admit that I was 
never satisfied with that outcome. 

After the first key conference, I 
started opening the others with 

some information I thought they 
would be concerned about. I told 
them that everyone in Seattle now 
had an OBA1 (their most prolific key 
from an older system) and a T Key 
(the key the police think will get 
them into comfort stations, but often 
does not) so if you are going to ask 
me to key a cylinder to them, you 
might as well remove the door or 
leave it unlocked. One of the manag-
ers at one meeting announced that 
the Taliban now had an OBA1. The 
truth is that I should have helped 
them develop key control from the 
beginning. There are several good 
pieces of software out there that 
could have kept track of a good 
patented key blank system. Even 
if I helped them institute a paper 
system, it would have been better 
then what they had. I provided none 
of this to them. When they first told 
me that they could not keep track 
of their keys anyways, and that a 
patented key control system was a 
waste of money for them, I should 
have become their consultant and 
provided some solutions for them. 

A year or so afterwards, I did 
return to them with a software solu-
tion for keeping track of their keys. 
It was more or less too late at that 
point, but, as new master keys get 
set up in their system, they can now 
keep track of them and who they 
were issued to. This, of course, did 
not keep the keys from being dupli-
cated. The question of how a system 
is going to be administered is now 
a standard question for me to ask at 
any key conference. 

At the first key conference I 
explained how the key symbols 
worked. It was not long before one 
of the managers asked me if the 
letters in the key symbol could be 
representative of its use. I thought 

HOURSHOURSHOURSHOURSHOURSHOURSHOURSHOURS
48SHIPPED IN

Stop hinge delays. Your aluminum 
geared or stainless steel pin & barrel 
continuous hinges will be on their 
way within 48 hours.

Choose the durability of SELECT 
aluminum geared hinges AND get 
them right 
away. You’ll 
also get our 
Continuous 
Warranty™, 
backed by 
independent 
testing equal 
to 50+ years 
of high-traffi c use.

Choose SELECT 
and choose 
not to wait.

The GREEN Hinge—Lasts 50+ Years!

800-423-1174

www.select-hinges.com 

CONTINUOUS HINGES



16	 DOORS	&	HARDWARE £ NOVEMbEr 2009

for a minute, and said “why not?” 
It is just letters, right? It does not 
change the cuts on the key when 
you call it something else, does it? 
For North Base we used the NB 
masterkey. For South Base we used 
the SB masterkey. You can see where 
this is going. 

You might think that using the 
letters in this fashion would not 
cause significant problems, but you 

would be surprised by how fast you 
can go through the applicable two 
letters. It was not long before they 
opened new facilities and wanted 
to add letters—not just before the 
number, but after it as well. Not 
only did this totally ruin the point 
of the key symbols, it also lost 
meaning after the first two years. 
The people that I let talk me into 
this had no idea that the CFB1-E 
was the override for the access 
controlled entry door at the Central 
Facilities Base. I should have stood 

my ground on the key symbols and 
sold them some decent key tags. 
Any value that this idea had was 
gone—not to mention that my lock-
smith was furious with me. I still 
think he has garnered the coopera-
tion of other locksmiths around the 
area and that if they ever found me 
out in the open their secret society 
would do something horrible to me. 
I sweat every time I come home to 
an unlocked door.

Learning from one’s experiences 
is great. Learning every year from 
a mistake you made eight years 
ago really drives the point home. 
I learned that you have to keep 
control of your key conferences, 
and if you do not, you can be talked 
into an idea that can come back to 
haunt you. I am not just talking 
about uncontrolled cross-keying; I 
have had meetings with individuals 
who believe that keying is magic, 
not mathematics. When I explain 
the limitations, they are often disap-
pointed. It is better that they learn it 

at the key conference and not on the 
day they open their facility. 

I also learned that a medium sized 
project like a bus base may reach 
further than you expect. In fact, 
I do not take for granted that any 
project’s key system is limited to the 
project. This all started for me by 
being the successful bidder on one 
project. It expanded from there into 
years of work and expansion of the 
key system. It was profitable work 
and was never really questioned. 
I even developed a good rapport 

with the customer. But I still believe 
I could have done a better job for 
them. I had done a good job of 
building the system the correct size, 
but I did not discover all it would 
have to do. Many of the issues 
would have needed to be solved 
by the hardware and not the key 
system, but I believe I could have 
helped to maintain the key system 
better too. Their lost key control 
issue was more of a tradition for 
them than a problem to solve and 
as much as I would have wanted to 
be a better consultant for them, I am 
not sure that I could have convinced 
them that it was important enough. 

Every couple of months, I still 
have to deal with this key system 
and I still have to answer the ques-
tions of why the key symbols are so 
different from other systems and I 
still have to explain why I cannot 
make five keys from different 
systems work one cylinder. 

Without a doubt, if I had to do 
it over again today, I could help 
them make much better choices 
and provide a better service to my 
customer. I am a far better consul-
tant than I was when I started this 
key system and I cannot help but 
think that these types of experi-
ences are what have made me better. 
I also wonder what mistakes I will 
make tomorrow that will shape my 
skills for the future.  

About the Author: Matthew M. Harris, AHC, 
is a specification writer and consultant for 
Builders’ Hardware & Supply Co., Inc. in 
Seattle, Washington, where he has worked for the 
last thirteen years. He is currently serving on 
the Code Technical Advisory Committee.

Matthew M. Harris, AHC

Learning every year from a mistake  
you made eight years ago really drives  
the point home.
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he VacaVille Unified School diStrict iS Upgrading all 
its classroom locks with Schlage Classroom Security Locks, 
which can be locked from the inside. This eliminates the need 
for the teacher to go outside the classroom to lock the door 
in an emergency situation. At the same time, the district is 
changing to a patent-protected key system to prevent unau-
thorized key duplication and improve key control.

Vacaville Unified School District serves more than 12,000 
students with 10 elementary schools, two middle schools 
and two high schools, as well as an alternative high school 
and a comprehensive charter high school. The oldest build-

c a s e   S T U D Y
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Upgrade Classroom Security
Vacaville Schools

T

Exit devices on doors leading outside school from 
courtyard can be undogged from the inside with a key 
to secure the perimeter.
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ings were built more than 50 years 
ago, while the newest were built 
in the early 1990s. New wings 
were added to some of the schools 
after that, including a 33,000 sq. ft. 
science wing nearing completion 
at one of the high schools. The 
City of Vacaville has a population 
of approximately 96,000 and is 
located in Northern Solano County, 
midway between San Francisco and 
Sacramento. 

Because a number of school build-
ings required modernization, the 
district was able to secure a $100 
million bond issue. A growing 
awareness of security concerns, 
highlighted by ongoing incidents in 
the news, led to including improved 
building security as part of the plan. 
Michael Flores, of Capital Program 
Management, a Capital Outlay 
Program Consultant for the district, 
explains, “We solicited community 
support and realized that the 
community was very interested in 
making the student environment 
safer. As we developed emergency 
response and evacuation plans for 
each site, one of the many things 
that we promised to do was to 
install classroom security locks.” 

The district works closely 
with Flores and Capital Program 
Management (CPM). George 
Durnay, Vacaville’s Director of 
Buildings, Grounds and Equipment 
Maintenance, says, “Michael repre-
sents our district. Our facilities 
department has a small staff, so we 
chose to invite CPM to be part of 
our operation.” According to Flores, 
the district departs from the tradi-
tional method of using a construc-
tion management firm to manage 
only the construction phase of a 
project. He states, “Our firm plays 
a bigger role from the inception to 

the completion of a project. We deal 
with the hiring and management 
of the design consultants through 
getting the contractor on board 
and all the way through to the end 
of construction.” It begins with 
sending requests for quotations 
(RFQ) to appropriate contractors. 
Respondents are then interviewed 
and several are selected to form a 
pool. Each contractor then selects 
its own sub-contractors, generally 
through a bid process.

For major building and improve-
ment projects, Vacaville uses 
a “lease-leaseback” delivery 
method, which has been in the 
public contract code for several 
years, although not used much 
until recently. Flores explains,” In 
essence, we lease the property or 
project to the contractor, who is 
free to do whatever he needs to. 

At the end of the contract, when 
he has completed construction, 
the property transfers back to the 
district.” According to Flores, this 
brings public projects such as school 
buildings into an approach closer to 
that of private industry and delivers 
better results. He adds, “We actually 
bring in the contractors and work 
with them to design and deliver 
the project, so we end up with a 
much better project. It gives us the 
opportunity to have buy-in from 
the design team and the contractor 
from the inception of the project.”

Getting a Lock on Security

Vacaville schools, like most in 
California, are designed with class-
room doors that lead outside rather 
than to an inside corridor. With today’s 
security concerns, this poses an added 

Upgrade Classroom Security

The team that implemented the lock and door hardware upgrade at Vacaville included (from 
left) Mark Betschart, End User Sales Representative for Ingersoll Rand Security Technologies; 
Michael Flores, Consultant with Capital Program Management; amd George Durnay, Director 
of Buildings, Grounds and Equipment Maintenance for Vacaville Unified School District.
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problem, since a school can’t be locked 
down by simply securing the main 
entrances. With typical classroom 
locks, it is necessary to go outside the 
classroom to lock the door, which 
exposes the teacher to danger. 

The major door hardware upgrade 
was switching other types of locks to 
Schlage locks that have a Classroom 
Security Function. This allows an 
individual to immediately lock a 
door from inside with a key, elimi-

nating exposure outside the class-
room in a hostile intruder situation. 
The ability to key-lock from inside 
the classroom allows the teacher 
to control access and egress in an 
emergency and prevents the compro-
mise that could occur with an inside 
pushbutton or thumbturn latch.

Currently, the new locks are being 
installed at Fairmont, a new school, 
and all other schools already have 
been converted. Fortunately there 
have been no school emergencies 
that required their use, but a neigh-
borhood situation caused one school 
to go into emergency lockdown 
recently. School officials stated that 
they were pleased with how quickly 
the school could be locked down.

In addition to changing all the 
door locks to Schlage Classroom 
Security locks, the district upgraded 
its key system. All schools were 
switched to a Schlage Everest patent-
protected key system. Keys are only 
available to authorized individuals 
through professional locksmith 
channels, which helps prevent 
unauthorized key duplication. 
Durnay notes, “It’s another way to 
protect the students, but account-
ability of the keys was out of control, 
so I also embraced the idea from a 
maintenance standpoint. With key 
blanks that can’t be duplicated at the 
local Wal-Mart or Home Depot, we 
are now able to develop a checkout 
system and an education system so 
people understand the importance of 
accounting for their keys.”

Technical support played an 
important role in smoothing the 
transition, with Mark Betschart of 
Ingersoll Rand Security Technologies 
working closely with the district to 
set up the keying system and provid-
ing technical support. Flores notes, 
“Mark has the expertise to work 
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with engineering and architecture. 
He has been extremely instrumental 
in helping us determine which keys 
work in which areas, which people 
get masters and grand masters, 
and setting up the key distribution 
process. We spent several hours 
developing a plan for passkeys and 
which combinations go into each 
lock.” He adds that the objective is 
to give each principal control over 
his or her school but still provide 
the checks and balances needed to 
maintain security.

To make upgrading the locks and 
other door hardware as smooth and 
effective as possible, standards were 
established before the program was 

implemented. Flores explains, “We 
always recommend that a school 
district establish facilities design 
standards and avoid putting a differ-
ent type of product in every school. 
We work with the maintenance 
and operations department and go 
through a research process to iden-
tify products that have worked well. 
We make sure they have long-term 
availability and technical support.“

Other door hardware and access 
control equipment also was included 
in the analysis as standards were 
being developed. Durnay notes, 
“When we go into a project, there 
may be a hodge-podge of different 
hardware types that were installed 

over the years. Each school may have 
many different types of door as well.” 
Now the district standardizes on Von 
Duprin 99 Series exit devices and 
LCN door closers. Von Duprin 9954 
removable lockable mullions make 
it easy to move equipment in or out 
while providing better security than 
standard bolt-in mullions. 

Together, the Classroom Security 
Locks and patent-protected key 
system now provide a much higher 
level of security throughout the 
Vacaville Unified School District.  

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.

New gymnasium, recently added to Vaca Peňa Middle School, was equipped with Von Duprin exit devices with keyed dogging and Schlage 
Classroom Security locks where appropriate.
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Jim Tartre, cdc
Meet Door & Hardware Institute’s New President

n the April 1972 issue of Doors and Hardware, 
Robert G. Ryan, HAHC, wrote that description 
of Raymond “Red” Tartre, DAHC/FDHI. Red 
was the former president of NBHA one of our 
predecessor organizations and was extremely 
instrumental in the formation of DHI in 1975. 
Almost 38 years later, his son Jim Tartre, CDC prepares to carry 
his legacy as President of DHI. D&H had a chance to talk with 
him at length about what it was like growing up with such a role 
model and what plans he has for his own role in DHI’s history as 
our incoming president.

There is the  

potential for  

a lot of visibility 

for our industry on 

Capitol Hill. There 

is a lot of focus on 

security and safety 

and it is imperative 

that we are sitting 

at the table as  

the experts on  

these issues.

“He has displayed in business a 
propensity for innovating and taking 

chances, a love for what he is doing 
and a willingness to put in whatever 

effort is necessary to achieve success.”
I

Raymond “Red” Tartre, DAHC/FDHI
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D&H: Tell us a bit about your 
background. What did you do 
before you became involved in this 
industry?
Jim TarTre, CDC: Essentially I got 
started at birth. My dad started 
Hardware Consultants, Inc. in 1956, 
the year I was born. This effort 
eventually grew into a five-office 
operation located throughout New 
England. I have many memories of 
my dad talking about the business; 
it became ingrained in us and was 
a big part of our home life. When 
I was young, I was fortunate to be 
able to meet many of the icons of 
this industry. As I was growing up, 
I had no idea that later in my work-
ing career I would join forces with 
one of these individual companies.

As a family, we lived the business 
every day. When I was old enough, 
I would travel with my dad on busi-
ness trips throughout Maine. The 
part that interested me the most was 
seeing my dad in action at job sites. 
Back then, it was an open playing 
field and a good time to be really 
creative and innovative, which is 
where he excelled.

Not surprisingly, I always had 
an interest in the business and my 
time would come. When I was in 
my third year of college studying 
Business Administration at the 
University of Maine, the opportu-
nity arose to join the company and I 
jumped on it. I opted for real world 
experience over a piece of paper…
and it has been the right decision. 
Three years of college gave me 
a great foundation, but frankly I 
learned more about how to succeed 
in this industry while on the job. 

I started out my career in the 
warehouse—shipping and receiving. 
This was an invaluable way to learn 
product nomenclature, product flow 

and the importance of accurate and 
on time deliveries. This component 
was the last line of defense in any 
distributorship and still is today! 

I was fortunate enough to have 
the opportunity to develop my 
skills in estimating doors, frames 
and hardware. This role quickly 
expanded into producing shop 
drawings, and coordinating the 
order writing effort. I was very 
privileged to learn from some 
very talented, hard-working and 
motivated people throughout my 
career–it is hard to place a value on 
such experience today. 

My next break was to manage 
our detailing team, to oversee the 
ordering of doors and frames as 
well as the hollow metal fabrication 
shop. This was great experience for 
a young man in his early 20s. These 
responsibilities lasted for two or 
three years, and then the opportu-
nity presented itself to become a 
salesperson. I jumped at this oppor-

tunity as I viewed this as a logical 
step in my career. 

I had previously interacted  
with customers and loved the 
challenge—especially after all 
those years watching my dad 
in action. As a salesperson our 
responsibilities included project 
takeoffs, coordinating the estimat-
ing effort for our projects, preparing 
the quotation, closing the work, 
producing hardware schedules 
and managing the projects to 
their successful completion.

We were fully commissioned 
salesmen paid on gross profit. Not 
only did we have to close the work, 
but we also had to make a good 
margin on the work (what a novel 

concept!!). We were a very moti-
vated selling group.

I was in sales for about eight years 
and it was an invaluable experience. 
I learned a lot about the business 
and I still rely on this skill today. 
However, I felt like I wanted to get 
more involved in the upper manage-
ment side of the business. I wanted 
the challenge of P + L statements as 
well as the opportunity to influence 
the strategic side of the operation. 
An opportunity presented itself in 
one of our business units located 
in Nashua, NH and I (once again) 
jumped on it!

During this time frame, my dad 
and his partner decided to explore 
the possibility of selling their busi-
ness. Obviously, both my brother 
and I (who was also in the business) 
had a lot of discussions concerning 
this prospect. We decided not to 
purchase the business and, from my 
father’s perspective, this gave him 
a very clean way to walk away. He 

Essentially, I got started [in this industry] at birth.

Photos	by	Gail	Osgood.	www.gailosgood.com
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worked very hard in his career and 
deserved to be properly rewarded. 
At times I do regret my decision, but 
at this point I have a great career, so 
things turned out pretty well.

Eventually, we did find a buyer 
that strategically was a good fit for 
all concerned—Pleasants Hardware 
Company. My role quickly expanded 
to regional manager for the five 
New England offices that were the 
footprint of HCI/Craftsmen. We were 
a very successful region and grew the 
business tremendously. I certainly 

cannot take the credit for this; we had 
a very talented group of motivated 
people who drove this business unit. 

After a very successful six years, 
unfortunately, the decision was 
made by Pleasants Hardware to 
sell the business. Over the next 
few years, the ownership changed 
hands several times which led to a 
very difficult working environment. 
Philosophically and strategically, 
I was not on the same page with 
the new owners and eventually I 
walked away from the business to 
pursue other opportunities.

My next opportunity was a bit 
outside of the industry. For a while, I 
went to work for a company that was 
a “hard line” wholesale distributor, 
mostly in the residential side of the 
business. I spent about 1 ½ years 
establishing a new business unit for 
them. Like every stop in my career, 
it was a very good learning experi-
ence. However, after a short period 
of time, I realized that I missed the 
commercial door and hardware busi-
ness and was fortunate enough to 

land a position with Kelley Brothers 
as Business Development Manager. 
I am now responsible for creating 
opportunities to grow the business 
while overseeing the operations of 
several locations. It has been a great 
fit and I am thankful to Harry Leckey, 
AHC, for this opportunity.

Throughout my career path, there 
has been one constant and that is the 
support of my family. Ann and I are 
celebrating our 30th wedding anni-
versary this fall. We have two great 
kids—my daughter Kaitlyn, who is 

a senior at University of Maine and 
my son Ryan, who is a sophomore in 
High School. It certainly gets hectic at 
times with my schedule; the support 
I get from Ann and the “kids” makes 
it possible for me to carry on. I hope 
they know how much I appreciate 
their love and support.
D&H: What led you to become 
involved in DHI? 
JIm: I used to go to the New England 
Chapter meetings with my father 
and other HCI personnel. We were 
lucky to have had a really active 
chapter. I began attending the 
meetings back in the early 80s and 
I got involved on the board of the 
New England Chapter and became 
President of the Chapter in the late 
80s. I can remember when we used 
to have 80-100 people attend the 
chapter meetings.
D&H: many people in this industry 
talk about a mentor or some-
one in their life who really was 
instrumental in getting them 
involved in volunteering with 
this association. Given the large 

role he played in DHI’s found-
ing, do you consider your father 
to have been your mentor? 
JIm: Without a doubt he was 
my mentor and so was my older 
brother, Charlie. He’s tremendously 
successful in his own right and has 
his own distribution business in 
Portland, ME. We both learned a lot 
from my dad; he was tougher on us 
than anyone else who worked there.

My dad was a tremendous people 
person; he knew how to get his point 
across, at times quite vocally, but, he 
also had tremendous empathy for 
people. More importantly, he knew 
how to make the person want to do 
better. He knew the perfect balance 
between discipline and motivation. 
He was always in command wher-
ever he was and he loved to help 
people solve problems. He backed 
up his words with his actions and 
would outwork everybody. 

He also taught me the value of 
playing hard as well as working hard. 
We were a very active family and I 
started skiing when I was just three 
years old. At that time, there were not 
many people skiing, but every week-
end he’d pack us up and we’d head up 
the mountain. To this day I’m an avid 
outdoorsman and I’m really fortunate 
to have had that experience so young 
in life. It has been great to pass this on 
to my son and daughter as well.
D&H: What do you see as being 
your first order of business as DHI 
President? What do you plan to 
tackle first? 
JIm: Well, I think I’d be remiss not 
to say the first is to make sure DHI 
continues to be financially sound 
and its financial future is secure. 
As our industry has experienced a 
downturn, it has trickled down to 
DHI and we have to find a way to 
maintain member services while 

As a distributor, you must be positioned to capture the entire 

market and control your destiny.
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being fiscally responsible. There 
has to be a balance of manage-
ment between leadership and staff. 
Leadership has to maintain and set 
the priorities and staff has to be able 
to implement them and be open 
to guidance and help. It’s really 
about building a strong partner-
ship. We made financial decisions 
jointly last year to ensure that we 
met our priorities and maintaining 
member benefits was the number 
one priority. Last year (fiscal year 
ended June 30, 2009) we exceeded 
our operational budget and met our 
priorities—I want the same results 
during my term.

At this year’s Forum, our whole 
focus was on “preparing to pros-
per,” and that’s exactly what DHI 
has to continue to do. We have to be 

prepared when the economy turns 
to make sure we are positioned 
correctly. A lot of the programs we 
want to implement require time 
more than money, so it is these areas 
where I think we’ll see the greatest 
return on our investment as we ride 
out this tough economy.
D&H: Are there any issues you 
feel have been overshadowed by 
the recession that we need to be 
watching? 
Jim: I think that the FDAI initiative 
has been slowed down a bit by the 
economic problems. The inspection 
requirement is going to be included 

in the 2009 IBC and we’ve got to 
maintain DHI’s leadership role in 
this. We have to be creative in find-
ing ways to keep it in the forefront. 
We also have to capitalize on the 
relationships we’ve already built—
NFPA 80 2007 will be implemented 
by New York state in January 2010. 
The New York state fire marshal 
has been working closely with us 
on the implementation of NFPA 80 
2007 which will go into effect there 
in January 2010. The same thing is 
happening in California where they 
just adopted the NFPA standard on 
August 1st. We can’t worry about 

“As our industry has experienced a downturn, it has trickled 

down to DHI and we have to find a way to maintain member 

services while being fiscally responsible.”
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what the economy may or may 
not do. We just have to work to 
outsmart it. 
D&H: Each DHI president takes 
office with at least one major goal 
they hope to see accomplished—
whether it’s mentoring the next 
generation of AHCs or revitalizing 
the chapters. What is yours? 
JIm: Establishing a viable govern-
ment relations program and taking 
advantage of the membership’s 
reach at a grass roots level. It was 
something I got involved in with 
the Foundation and I want to see it 
continued. Establishing an effective 
government relations program is 
one way to ensure that when things 
do turn, we are in a good position to 
deliver for our membership. 

Obviously I also feel that our 
education programs are important 
and I feel that the ongoing Chapter 
Revitalization is providing a great 

platform for us to drive education 
down the channel to the local level. 
But in trying to influence legisla-
tion, there is the potential for a lot of 
visibility for our industry on Capitol 
Hill. There is a lot of focus on 
security and safety issues and it is 
imperative that we are sitting at the 
table as the experts on these issues. 

When I was president of the 
Foundation, I had the opportunity 
to interact with congressmen 
and staffers on Capitol Hill, and I 
realized that the people who are 
involved in trying to formulate 
legislation look for experts to 
educate them so they will be more 
informed on the specific issues. 
They are desperate for people to 

help them be educated and will 
gravitate to whoever has the knowl-
edge they need. In the areas of Life 
Safety and Security—that’s us. As 
an association, we need to influence 
the way that Congress formulates 
legislation and votes on these 
issues. It’s the right thing to do and 
it provides economic opportunity 
for everyone in our industry. 
D&H: What is your opinion of the 
“Green movement” and what do 
you think its impact will be on our 
industry?
JIm: As with any new movement or 
trend, it takes a while for industry 
to get on board. But if you look at 
any projections for construction 
starts, green building projects are 
one of the largest growing sectors 
there is. As an industry, we cannot 
ignore it and we have to get our 
arms around it a lot better than we 
have to date. We need training to be 

able to take advantage of this oppor-
tunity and DHI has been attempting 
to meet that need. It is here to stay 
regardless of how it has evolved. It 
has the energy of the architectural 
community and the federal govern-
ment behind it, and we have to 
look at it as an opportunity for our 
industry and take advantage of it. 

We are currently in conversation 
with Underwriters Laboratories, 
which has just launched a new divi-
sion called UL Environmental. This 
group is focusing on developing 
environmental standards within 
our industry and they have asked 
DHI to be involved in the develop-
ment and joint ownership of the 
standards. This is just one of many 
opportunities that are out there that 
we have to get involved in and take 
advantage of. 
D&H: Our industry plays an impor-
tant role in a variety of areas—
from life safety and security to 
ADA compliance and architectural 
design. We’ve focused a lot of 
attention and energy on launching 
the Fire Door Assembly Inspection 
program in the past two years. 
What area do you feel we should 
turn our attention to next? 
JIm: I would say a stronger and 
ongoing relationship with the end-
user. I think the FDAI program just 
screams for a long term relation-
ship with the end user—same for 
the sustainability program. The 
distributor is going to have a long 
term role partnering with all of 
these end users throughout the life 
of the building and I think it will 
fundamentally change the industry. 
I would say 10-15 years from now, 
the view of the end user business 
will have changed dramatically. 

I grew up in a very small state 
in terms of population. In order 

Throughout my career path, there has been one constant and  

that is the support of my family.
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for us to be successful, we had to 
call on every end user from college 
campuses to manufacturing facilities 
as well as being responsible for all 
the architects in the area as well as 
bidding projects. Obviously that’s 
easier in a state like Maine than 
a big city like Boston, but I think 
that holistic view of the market is 
so important. We have all enjoyed 
a very robust market for the last 
20 years or so—customers were 
handing you projects. Now that is 
gone and people are scrambling to 
capture the end user market. As a 
distributor, you must be positioned 
to capture the entire market and 
control your destiny. You want 
to be in the best position to effec-
tively make that call because you 
bring lots of different products 
and expertise to the end user. 

The role DHI plays is to provide 
opportunities for the channel to 
network and communicate. There 
are concerns and misunderstand-
ings and opportunities missed 
because of a lack of trust between 
manufacturers and distribu-
tors. That was one of the areas 
we focused on at the Forum this 
year—opening that dialogue—and 
I think it’s going to be painful 
initially, but ultimately very 
productive moving forward.
D&H: The recession has had a huge 
impact on our industry and has 
caused many of our members to 
rethink the way they do business. 
What effect has it had on your busi-
ness and what changes has your 
company made? 
Jim: Obviously we are being 
affected like any other distributor. 

We have taken a hard look at the 
expense line and are managing 
it closely. Our footprint is in a 
lot of different markets across 
the country and some are being 
affected more than others. We 
are trying to move forward and 
continue to grow our business in 
those markets that have seen less 
impact, shore up the locations in 
the softer markets, while still striv-
ing to be creative and look for new 
opportunities and revenue sources. 
D&H: Any predictions for 2010?
Jim: Obviously 2009 has been a 
challenge and I think we’re in for a 
tough 2010. I don’t think we’ve seen 
the bottom yet. The projections for 
2011, 2012 and 2013 look like they are 
going to be brighter, but, it will be a 
slow recovery through these years. 
It is critical that we are positioned to 
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take advantage of those opportunities 
as they become available.
D&H: Closing thoughts?
Jim: I am very excited about my 
upcoming term. Certainly there are 
lots of challenges for DHI to tackle 
on behalf of our industry. Having 
been involved with the Board of 
Governors for three years has given 
me a great view of all of the effort 
that goes into making this organiza-
tion as successful as it is. I know 
with the help of a very talented staff, 
dedicated volunteers who serve on 
committees as well a tremendous 
Board, we will continue to find ways 
to be creative and keep providing the 
value our membership deserves. 

Lastly, I would be remiss not to 
thank Kelley Brothers for all of their 
support they have given me that 
allows me to assume this position.  
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primarily gasketing systems and 
thresholds—can help earn nearly 
a quarter of the total points in 
the LEED-New Construction 
(NC) and LEED for Schools rating 
systems. Choosing the right 
manufacturer of those products 
can reap up to six more points 
based on their use of recycled and 
recyclable materials.

Buildings are responsible for 
more than 30% of energy usage 
and more than 60% of electricity 
consumption in the U.S. Air infil-
tration alone causes nearly 30% 
of the heating and cooling loads 
for new U.S. office buildings, one 
independent study reports, and an 
EPA article notes that open paths 
around windows and doors are 
major causes of air infiltration.

High-efficiency gaskets and 
thresholds prohibit unwanted air 

from entering through the build-
ing envelope, controlling inside 
temperatures, preventing noise 
transmission, and lowering heating 
and cooling costs.

Beat	the	Standard

For New Construction and 
Schools, buildings are required 
to achieve ASHRAE 90.1-2007 
standards in order to meet energy 
credit requirements. The ASHRAE 
air infiltration standard is 0.4 cfm/
ft2 at 0.3 inches of water. However, 
improved performance can be 
realized with products that meet 
the more stringent BHMA/ANSI 
A156.21 requirement, which speci-
fies an air infiltration of 0.3 cfm/ft2 
at a pressure of 0.3 inches of water. 

The LEED rating system includes 
both mandatory prerequisites and 

Cut Air Infiltration,
by Daniel HuertaBuild 

Leed 
Points

Choosing the right produCts to bloCk air infiltration—
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additional credit opportunities. Choosing high efficiency, 
air infiltration-tested products will position a project for 
maximum LEED credits in several key areas.

Commissioning

EAp1—Fundamental Commissioning of Building Energy 
Systems—required
EAc3—Enhanced Commissioning—2 LEED points

The commissioning process 
rechecks building systems to ensure 
they were properly selected and that 
the owner’s instructions, such as 
energy efficiency specifications, have 
been carried out in the building’s 
design and contractor submittals.

While LEED does not require 
commissioning of the building enve-
lope, the LEED reference guide notes 
“an owner can achieve significant 
financial savings and reduce risk of 
poor indoor air quality by including 
it in the commissioning process.” In 
essence, LEED recommends commis-
sioning of the building envelope, and 
air infiltration-tested products can help 
meet an owner’s goal of an energy effi-
cient building, satisfy the commission-
ing criteria, and earn EAc3 points.

Energy Performance

EAp2—Minimum Energy Performance 
(required)
EAc1—Optimize Energy Performance 
(1-19 LEED points)

EAp2 requires a 10% improve-
ment over a basic model of the new 
structure for New Construction—for 
schools, the energy goal must be 
calculated using the EPA’s Target 
Finder Rating tool. Both NC and 
schools must also meet the ASHRAE 
90.1-2007 provisions discussed above. 

The EAc1 credit offers up to 19 
LEED points, depending on the 

energy efficiency increase above the minimum 10% 
improvement, offering the greatest potential for increas-
ing a building’s LEED score. Using air infiltration-tested 
gasketing systems that meet the higher BHMA/ANSI 
A156.21 standard can help maximize a building’s EAc1 
energy performance score.

According to Neal Frazier, AHC/CDC, FDHI and 
Vice President of National Guard Products, two factors 
should guide the selection of gasketing systems in order 

New from  
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to maximize the EAc1 score: “First, higher quality sili-
cone, neoprene and nylon brush gaskets provide a better 
seal and retain their flexibility longer. Their useful 
life is longer, so they are both more efficient and more 
economical over time. Second, use easily adjustable 
products that can be periodically re-set to restore the 
original efficiency of the seal.” 

Acoustical	Performance

IEQp3—Minimum Acoustical Performance—LEED for 
Schools (required)
IEQc9—Enhanced Acoustic Performance—LEED for Schools 
(1 LEED point)

IEQp3 specifies sound absorptive finishes, a specific 
reverberation time, and a maximum background noise 
level. The LEED Reference Guide offers these sugges-
tions for reducing background noise:

 ■ Add good-quality drop seals and gaskets
 ■ Install tight-fitting solid-core doors with seals and 

gaskets

The IEQc9 standard also requires adherence to ANSI 
S12.60-2002, and requires that the STC rating for doors 
be 30, and 40 for music rooms. Efficient acoustic tested 
threshold and gasketing systems contribute strongly to 
meeting this enhanced acoustic requirement.

Thermal	Comfort

IEQc7.1—Thermal Comfort—Design (1 LEED point)
IEQc7.2—Thermal Comfort—Verification (1 LEED point)

An airtight building that controls air infiltration will 
help maintain the desired temperature, especially near 
the perimeter, and meet the required ASHRAE 55-2004 
standards. This will also save energy costs, since the 

HVAC system won’t be forced to work harder to main-
tain temperature.

Bonus	Points	for	Materials	and	Waste	Management

Quality and efficiency of the products is paramount, but 
you can earn up to 6 additional points when your product 
and manufacturer choices qualify for these extra credits:

MRc2—Construction Waste Management (1-2 LEED points) 
Choose a manufacturer whose packaging material is 
recyclable (and then recycle it) to earn up to 2 points in 
MRc2 credit.
MRc4—Recycled Materials (1-2 LEED points) 
MRc4 points are awarded when 20% of a building is 
made from recycled material. Choose products with 
careful attention to their recycled content. “Get to know 
your supplier” states Frazier. “At NGP, our aluminum, 
bronze and stainless thresholds, as well as gasket 
products with an aluminum retainer contain 75% post 
consumer recycled material. We can all make good 
choices for the environment.”

It	All	Adds	Up

Gaskets and thresholds may seem like minor factors 
in building construction but they can help add major 
points to your LEED score. Effectively eliminating air 
infiltration can help deliver 23 out of 100 points for 
LEED NC, and 24 out of 100 points for LEED for Schools.

Add in the credits for construction waste manage-
ment and recycled materials, and those scores rise to 27 
and 28 LEED points respectively. Quite a haul just for 
choosing the right gaskets and thresholds!

Sources:

LEED Reference Guide, 2009 edition
Steven J. Emmerich, Andrew K. Persily, Energy Impacts 
of Infiltration and Ventilation in U.S. Office Buildings Using 
Multizone Airflow Simulation, Proceedings of IAQ and 
Energy Conference
U.S. Environmental Protection Agency report: Building 
Envelope Improvement
LEED 2009 for New Construction and Major Renovations 
Ratings System  

ABOUT THE AUTHOR: Daniel Huerta, an Honors graduate of Vanderbilt 
University, is pursuing a Master’s degree in civil engineering at Georgia 
Tech. He has served as a research associate for National Guard Products.

High-efficiency gaskets and thresholds 

prohibit unwanted air from entering 

through the building envelope, controlling 

inside temperatures, preventing noise  

transmission, and lowering heating and 

cooling costs.
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For hardware practitioners waiting For their ship oF 
Fortune to come in, consider this—in today’s down economic 
environment, that ship could be stuck in rough and uncertain 
waters; that bleak outlook could be in place for months, if 
not years, to come. Waiting for a turnaround or luck in good 
times is chancy. Waiting for it in bad times is downright risky. 
Alternatives to waiting for a turnaround should be part of the 
ongoing business plan and strategy. 

Factors that make business more difficult in a weaker economy 
include: reduced building activity, building projects being put on 
hold, increased value engineering by customers driving already 
negotiated prices lower, and more unreasonable service demands 
by buyers. These conditions have zero tolerance for waiting. 

Today’s hardware managers are confronted with greater chal-
lenges than their predecessors. They have to react faster. They 
have to be ahead of the technology curve. They need sharper 
skills at the negotiating table. They are challenged to do things 
they never had to do before. They need more fortitude to stay in 
the game. They must be effective networkers. They need deeper 
pockets. They must have a vision beyond the project at hand. 

Current economics dictate that business be conducted proac-
tively with a clear vision and a focused plan. Waiting for business 
to come around is not today’s “X factor” for success. Anticipating, 
meeting and overcoming challenges are all key to survival, 
success and growth. Those stages were recently featured in a 
business magazine as “start up,” “throw up,” and “grow up.”

That upsmanship format offers a new perspective on an estab-
lished standard definition. The intent here is to offer a new spin to 
another well-established business term. That standard term is COD.

COD or “cash on delivery” is generally viewed as a negative by 
purchasers and as a necessary safeguard by sellers. Cash on demand 
is a valid business application. There is no intent here to minimize or 
challenge its status or use. It does promote the ability to conduct one 
aspect of business in a stable and predictable manner. 

Considering conditions, it may be timely and useful to apply 
an additional meaning to COD. An expanded view could point to 
improved planning and better results. It expands COD beyond a 
singular collection function. It stretches parameters and increases 
potentials. 

The new view of COD proposed here is “Creating 
Opportunities Daily.” This does not infringe on the cash on deliv-
ery province. It creates a broader menu of options. Cash on deliv-

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

E x p a n d i n g

OptiOns
C.O.D

B y  R u s s e l l  J .  P a s s a m a n o
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ery is a straightforward collection 
tool. Creating opportunities daily 
provides a platform to improved 
planning, operating and supplying. 
The former is more visceral. The 
latter is more cerebral. Including 
both in the business plan should 
lead to better results. 

Society and technology are chang-
ing so rapidly that sticking to a single 
viewpoint may not be the best option. 
As new markets and niches such as 
fire door inspections emerge, the 
successful dealers will be those who 
outthink and think faster than their 
competition. Expanding viewpoints 
can assist in that process. 

New approaches should be 
part of developing an effective 
strategic business plan. It can lead 
to turning negatives into posi-
tives. Creating opportunities daily 
bridges the gap between negatives 
and positives. It leads to inclu-
sions of all variables and options. 
It respects traditional views while 
creating more reference points. 

Business consultants admonish 
clients to “Plan your work, then 
work your plan.” Good planning 
emerges from recognizing opportu-
nities and reviewing options. Years 
ago, my sales manager published 
a booklet, “Sales training, not tail 
straining.” It put a new slant on the 
training issue. By putting another 
spin on training, it showed a way 
to improve it. Looking beyond 
the usual and ordinary tends to 
improve it.

What is the bigger help to 
today’s hardware manager? Is it a 
stand pat definition or a raise the 
stakes opportunity? Depending 
on the hand held, one can make 
the best option decision. That is 
the point. One can stand pat and 
also raise the stakes. Employing 

both actions is the best way to 
winning all the chips. The same 
is true with COD. COD as cash 
on demand is the stand pat hand. 
COD as Creating Opportunities 
Daily is the raise action. 

Consider these questions. Is COD 
better as a one-way street of demand 
of a two-way access road? Is COD 
better as a limited response to a 
single issue or a broad view of the 
entire business field? Is COD better 
as a reactive maneuver of collections 
or as a creative guide to action to the 
entire playing field? Isn’t COD better 
as a standing together program 
than a stand alone function? 

Viewing COD today as a single 
issue with a narrow outlook is 
myopic. The limited slant is for 
the moment. Expanding the view 
makes it more durable. Creating 
opportunities daily provides an 

expanded view for the short and 
long term. It leads to this. If your 
ship is not coming to shore, one 
can take the narrow view of simply 
watching the estimated-time-of-
arrivals board. Or, one can take 
the broader view of also check-
ing the tides and conditions and 
going out to bring the boat in. 

The question is this—where does 
today’s hardware type want to finish 
up? Today’s end game requires more 
than handling assigned tasks in the 
traditional way. It demands a broader 
sense of the playing field and where 
the action is headed. Including 
Creating Opportunities Daily in the 
play book helps create an “X factor” 
for success and growth.   

About the Author: Russell Passamano is 
the Metro New York Sales Representative for 
Stanley Commercial Hardware. He can be 
reached at 631-499-3814.
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Lesson 1

Materials and 
Finishes

Describes the common 
metals, materials, and � nishes 
used in builders hardware.

Teaches students how to use industry standard 
symbols for communicating the direction door 
leaves swing when they write hardware sets, 
door schedules, and factory orders.

Introduces students to the builders 
hardware items used to carry the 
weight of the door leaves and the 
hardware items attached to them.

Focuses on the di� erent types of 
builders hardware locks and latches 
used to secure door openings.

Explains the di� erence between panic hardware 
and � re exit hardware devices and teaches students 
when and how exit devices are used to meet the 
life safety requirements of building, � re, and life 
safety codes.

Describes the di� erent types of door bolts used 
to secure the inactive leaves of pairs of doors.

Explains the di� erent types of cylinders used in 
builders hardware and provides students with a 
working understanding of pin tumbler cylinders 
as well as how masterkeying is designed to provide 
convenience to the building’s occupants.

Describes surface mounted and concealed door 
closers that are used to control the opening and 
closing speeds of door leaves.

Teaches students the various products 
(e.g., protection plates, door pulls, edge 
guards) that are used to protect door openings 
from being dented and scratched.

Lesson 2

Hand the 
Door

Lesson 3

Hang the 
Door

Lesson 4

Secure the Door- 
Locks and Latches

Lesson 5

Secure the Door- 
Exit Devices

Lesson 6

Secure the Door- 
Door Bolts
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Secure the Door- 

Cylinders & 
Keying

Lesson 8

Control the 
Door

Lesson 9

Protect the 
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Module 2: � e Architectural Door

Lesson 1

Architectural 
Wood Doors

Students learn the terminology, components, 
and materials used to manufacture  ush and 
stile and rail architectural wood doors.

Lesson 2
Introduces students to the terminology, 
components, and materials used to 
manufacture hollow metal doors and frames.

Hollow Metal 
Doors and Frames

Module 3: Fundamentals in Practice

Lesson 1
Electri� ed 

Architectural 
Hardware

Provides students with a base-level understanding 
of the principles of basic electricity and how it is 
used to modify the functions of builders hardware 
items to enhance accessibility and maintain 
security in today’s buildings.

Lesson 2
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Lesson 4

Introduces students to  the many codes and 
standards that a� ect architectural door openings, 
with a focus on NFPA 80, NFPA 101, and 
ICC A117.1.

Teaches students how to read blueprints and 
speci� cations and introduces students to 
hardware schedules.

Explains how preparing hardware submittals, 
marking and packaging doors, frames, and hardware 
items sets the stage for good jobsite service during 
the course of the project.

Codes and
Standards

Blueprint Reading, 
Speci� cations & 

Scheduling

Jobsite 
Service
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Trade Associations:  Under the FTC Microscope
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By Heidi K. Abegg
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T 
his spring, the Federal� 
trade Commission (“FtC”) 
announced it had entered 

into a Consent decree with a trade 
association based on improper 
discussions at association meet-
ings.1 While a Consent decree is 
essentially a negotiated settlement 
and does not have the force of law 
in the same way that a court deci-
sion does, this case is significant 
because it shows the unprecedented 
and expansive view the FtC is 
likely to take in the future regard-
ing association activities.

the national association of Music 
Merchants (naMM) came under 
the FtC microscope for antitrust 

violations. the FtC contended that 
naMM, a 9,000 member association 
of manufacturers, distributors and 
retailers of musical instruments, 
enabled and encouraged discus-
sions among its members about 
competitively sensitive pricing 
information, policies and strategies 
in violation of federal antitrust law.

l�ike retailers in other industries, 
musical instrument stores are 
experiencing challenges, including 
competition from discount stores 
and direct sales via the internet. 
in order to help its retail members, 
naMM sponsored a series of meet-
ings and programs, at which retail-
ers discussed strategies for dealing 

with the current competitive situ-
ation. at these meetings, members 
openly discussed pricing, profit 
margins, business strategies, and 
contracts with suppliers. naMM 
selected moderators and set the 
agenda for these meetings.

the FtC initiated an investiga-
tion of naMM, which ultimately 
resulted in the Consent decree. 
the FtC explained in the Consent 
decree that it was naMM’s role as 
a facilitator “steering the agenda” 
that caused naMM to come under 
the microscope. What is remarkable 
about the Consent decree though, is 
that the FtC did not rely on allega-
tions that any of the discussions at 
the meetings ever led to actual price 
fixing, boycotts, or other collusion 
among the association members. 
instead, the FtC maintained that 
the mere fact that these meetings 
and discussions could have led the 
members to do something illegal, 
had the tendency to potentially 
harm competition, and might have 
facilitated potential illegal conduct, 
was sufficient to show a violation 
of federal law by the association. 
in other words, sloppy or reckless 
conduct by an association can, by 



	 NOVEMBER	2009	£ DOORS & HARDWARE 41

itself, be unlawful under the anti-
trust law.

Lessons to be Learned

The Consent Decree is an impor-
tant development because it shows 
an FTC position that improper 
discussions by members at asso-
ciation meetings may not only be 
evidence of an illegal agreement 
among those members, but the meet-
ings themselves may be violations of 
antitrust law by the association.

Additionally, this case illustrates the 
continuing importance of antitrust 
policies and strict adherence to them 
during meetings. It also serves as a 
reminder that antitrust policies need 
to be frequently reviewed, specifi-
cally tailored, and updated when 
appropriate. More specifically, the 

Consent Order provides new guidance 
generally, and includes some elements 
which might necessitate the updating 
of some antitrust policies:

 ■ Appoint “Antitrust Counsel”
 ■ Conduct annual antitrust 

training for board of directors 
and employees

 ■ Presence of antitrust counsel 
at all association meetings 
and events, including board 
meetings and executive 
committee meetings

 ■ Review and approval by 
antitrust counsel of all agendas 
and materials, as well as 
prepared remarks by any 
member of the association’s 
board of directors, employees, 
or others related to price terms 
and policies prior to distribution

Conclusion

This Consent Decree is an impor-
tant development because it signals 
a willingness by the FTC to expand 
scrutiny of association activity. 
With a new Administration and a 
new chairman at the FTC, it is likely 
we will continue to see aggres-
sive antitrust law enforcement. 
Consequently, trade associations 
and their members should expect 
intense scrutiny under the FTC 
microscope and should plan and act 
accordingly. 

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

purposes	only	and	is	not	intended	to	constitute	legal	advice.

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



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

By Jason Bader

Taking the Fear Out of  
 Warehouse Management Technology—Part 1

s h e l f 	 l i f e

A 
few weeks ago, I decIded 
to send out a survey to some 
of my newsletter readers. I was 

curious about their experience with 
warehouse management software 
(wMs) and where they saw the 
benefit. I wanted to understand the 
challenges associated with imple-
menting these systems. Participants 
were also asked what advice they 
would give distributors who are 
considering the investment in this 
technology. This two part article will 
cover my experience with wMs and 
the experience of current users. 

Just to make sure that everyone 
knows what we are talking about, 
here is a quick overview of wMs and 

distribution applications. essentially, 
these packages use barcode scanning 
technology to perform functions we 
currently do in our warehouse. we 
scan material coming into the ware-
house. warehouse employees are 
directed by the scanner (something 
resembling a Phaser on star Trek) to 
put the items into a bin. we use the 
scanner to pick orders, ship orders 
and count inventory. The idea is that 
we are enabling a higher degree of 
accuracy and inventory movement 
transparency in our warehouse. 

My personal adventures in wMs 
began in the mid 90s. I was exposed 
to a third party add-on system recom-
mended by my distribution software 

package. Being a sucker for technology 
and having a foolish desire to be on 
the bleeding edge of distribution, 
I convinced the company that we 
should invest. Perhaps we should have 
done a little more homework first. 

one of the first challenges was 
to get this stand-alone system to 
communicate with our distribution 
software package. Not only did they 
run on separate databases, but they 
ran on different types of databases. 
The wMs database was built in 
windows sQL and the distribution 
package was in a Unix-type prog-
ress database. for the non-technical, 
it was like translating english to 
chinese but with far fewer rules. 
Unfortunately, inventory was often 
lost in translation. 

on a positive note, shipping 
accuracy was phenomenal. we 
rarely shipped the wrong product. 
occasionally, we shipped the wrong 
quantity, but that was because the 
system required people to count. 
when we inject the human element, 
there is always a risk of breakdown. 

The real winner for us was the 
order-picking process. Not only 
were we very accurate, we were 
able to pick more lines with fewer 
bodies. Those who followed direc-
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tions were ultimately the most 
successful. The “thinkers” had a 
little more difficult time embracing 
the change. Our fastest picker was a 
developmentally disabled man who 
spoke English as a second language. 
He just looked at the gun and 
followed the directions. 

Ultimately, we were not very 
successful with the transition to 
WMS. After sinking the equivalent 
of several luxury automobiles into 
the project, we pulled the plug. Some 
would say that the technology was 
faulty. Sure, it had several unaccept-
able bugs. This is what you get when 
you ride the bleeding edge. Our fail-
ure resulted primarily from a change 
in culture. Our discipline was to 
blame. We wanted technology to 
fix our bad habits, but it only made 
them come to the surface faster.

Although I can provide a plethora 
of advice from my personal experi-
ence with warehouse technology, 
I find it more interesting to hear 
from current practitioners. Over the 
remainder of this article, I will give 
you a synopsis of what your fellow 
distributors had to say about using 
this technology. 

Does your WMS package use 
the same items database as your 
distribution software package, or 
does the WMS package hold its own 
database and synchronize with 
your main distribution software?

As I mentioned in my history, 
this was one of the more diffi-
cult parts of our experience. 
Synchronization can be done 
anywhere from every minute to 
every 24 hours. Companies have 
different philosophies on this. One 

of the challenges I found was in 
regards to hierarchy. Which system 
was the master? Do we always use 
the WMS database as gospel? 

Over 75% of the participants in 
the survey have eliminated this 
issue. Their packages work from the 
same database in real time. Many 
of their WMS solutions are actual 
modules owned by the distribution 
software company. This tends to 
provide less confusion and also 
eliminates finger pointing when 
there is a breakdown. 

The fact that your software 
provider does not offer an inte-
grated solution should not preclude 
you from exploring this technology. 
There are many WMS packages 
that integrate very well with your 
legacy distribution software. 
Synchronization tends to be most 
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effective when both databases use 
the same language.

What has been the most beneficial 
aspect of implementing a WMS 
system in your company?

The overwhelming response was 
accuracy. When the order taker 
is looking at their screen and the 
system says we have 100 on the 
shelf, there is a very good chance 
that there are 100 on the shelf. Order 
takers are more confident in the 
counts and are less likely to put 
someone on hold to go check. This is 
not always the case in many of our 
companies. I believe that we employ 
one additional inside salesperson 
because we don’t trust our inven-
tory accuracy. 

The ease and speed of locating items 
was also mentioned. With scanning 
gun in hand, users no longer have 

to search for inventory. Picking time 
will improve and there will be fewer 
mistakes in shipping. It should also 
be noted that this will represent a 
change in culture. If your sales people 
are used to running around the ware-
house looking for items, you will have 
a difficult time. The system requires 
the discipline of only removing items 
with a scanning gun. You have to tell 
the system that an item has left the bin. 
Do yourself a favor and get the sales-
people out of the warehouse. 

Cycle counting is far more effective 
with a WMS system. You no longer 
have to count before or after hours. 
Since the system knows when an item 
is added to or subtracted from a shelf, 
you can count during the normal 
course of business. Many companies 
struggle with the labor side of cycle 
counting. This makes it easier for 

your warehouse manager to make it 
part of the natural work day. 

Warehouse management systems 
are not the future of distribution. 
They are the present. Thousands 
of companies have embraced this 
technology and run their companies 
with a greater degree efficiency and 
profitability. In part 2 of this series, 
I will talk about the challenges with 
this technology and what advice 
current users have for those on the 
fence. Until then, good luck.  

About the Author: Jason Bader is the managing 
partner of The Distribution Team. He spent the 
first 20 years of his career working in distributor 
operations. His firm specializes in helping distribu-
tors become more profitable through operating effi-
ciencies. He is regular speaker at industry events 
and spends much if his time working with indi-
vidual distribution companies. He can be reached 
at (503) 282-2333 or Jason@Distributionteam.com. 
Visit www.thedistributionteam.com for resources.

We Know Insurance Details! 

Trust.  As members of the Institute, DHI has 

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

strategic partner will work to meet and exceed all 

of your insurance needs. The program offers a full 

range of insurance coverages including: Property and 

Casualty, Directors and Officers, 

Employment Practices Liability, 

and Professional Liability.

With the DHI-Sponsored Insurance Program, we 

can provide you ways to lower your risk through 

customized insurance policies and risk education. 

The DHI Board of Governor’s approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

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

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

6301 Ivy Lane, Suite 506 Greenbelt, MD 20770  •  Fax: 301-474-6196  
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DHI, INTERTEK, TISC, AND YOUR FOUNDATION
ARE COMMITTED TO THE INSPECTION OPPORTUNITY!

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

                       Executive Vice President
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PRODUCTS

New Standalone Digital Keypads

DynaLock Corp. proudly introduces two new standalone 

digital keypad product lines. Available in both single-gang 

box and narrow-mullion style mounting designs, all models 

share common programming and functional features, includ-

ing 500 User PIN code capacity, three user levels, with three 

access levels per user, IP65 water and dust resistance, two SPDT 

Form C relay outputs, REX and auxiliary inputs, tri-color LED 

and audible indicators, and an optical back tamper sensor. All 

models operate on 12-24 VDC or 16-24 VAC input.

7300 Series models incorporate a rugged, sealed metal 

housing design and touch-sensitive piezoelectric metal keys, 

to provide the ultimate in vandal and weather resistance. 7400 

Series models feature red backlit, rubber keys, for high visibil-

ity and a sealed, weather and impact resistant polycarbonate 

housing. For more information, visit www.dynalock.com.

E-Plex Enterprise Access Control System Software

Kaba Access 

C o n t r o l  i s 

p l e a s e d  t o 

announce the 

introduction 

of its  E- Plex 

E n t e r p r i s e 

Software that 

manages i t s 

E - P l e x  P I N 

based E3200 and E5200 series and PROXbased E3700 and 

E5700 series electronic locks and controllers.

The E-Plex Enterprise Software with its SQL database can be 

installed in client/server environments (for networking), or as www.onestepsystems.com

Fire Door Inspections
Are You Ready?Fire Door InspectionsFire Door Inspections

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

Call us to fi nd out how we can help you 
gain credit for DHI training and E/O 
insurance when you purchase One Step Door 
inspection. 1-800-469-1166

Take the lead with One Step by being:
�  First in accurate data collection, reporting 

and audit presentation

�  First in maximizing your productivity—increase 
your profi t and reduce costs

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

Reduce your paper with 
proven technology

The 7300 and 7400 Series
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+ Increase Your Visibility
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Did You Know?

Call to order your copy today!
Molly Long: 703-766-7014
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They actually put it 

to good use!
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a standalone application depending on 

your access control needs. It includes full-

featured database import capabilities to 

download complete user information for 

quick startups. With its “Access Groups” 

feature, Enterprise simplifies program-

ming and management of thousands 

of users in literally thousands of locks 

or controllers. Other advanced features 

include audit reporting, time schedules, 

vacation and holiday blocks, etc. To find 

out more about E-Plex Enterprise Access 

Control System Software, please consult 

with a Kaba E-Plex dealer. Visit our web-

site at www.kabaaccess.com or call us at 

800-849-8324 or 336-725-1331.

DIALOCK LOCKING SYSTEMS

Hafele’s commitment to finding better 

ways extends into the Dialock locking 

systems program which incorporates 

flexible, integrated access control com-

ponents to ensure security. Dialock 

delivers radio frequency identification 

(RFID) technology and electronic lock-

ing in stand-alone, programmed or fully 

networked solutions. Custom features 

and modular components allow system 

designers to specify access control solu-

tions precisely tailored to each instal-

lation. Dialock solutions feature small 

transponder keys (an RFID read/write 

credential) that offer optimum security, 

a long service life without batteries or 

mechanical wear, and flexible program-

ming based on wireless data transfer. 

With more than a trillion possible code 

combinations, it’s an intelligent key sys-

tem and a secure identification system 

that’s copy and tamper proof. 

For more information on Häfele’s 

Dialock locking systems, please visit us 

at http://www.hafele.com/us/products/

Dialock-RFID-Info-Terminal.asp.

Corporation Corner

Smooth Integration of Headquarters

NAPCO Security Technologies, Inc. 

announces the complete and seam-

less integration of Marks USA into the 

Amityville location took place during 

August 2009. As we were preparing 

and reorganizing our building’s interior 

space during the months following the 

announcement of our acquisition in 

August 2008, Marks USA, continued to 

manufacture its high quality door locking 

technologies as usual.

The integration of Marks USA into the 

NAPCO family of companies significantly 

widens our product offerings to include 

new lines of industrial, commercial and 

residential locksets that meet the most 

stringent UL and ANSI specifications, 

as well as over 300 architectural trim 

designs, customized logos and matching 

trims.

To learn more, contact our Customer 

Service Department at 1-800-526-0233 

or visit www.marksusa.com. 



Announcing
The Debut of DHI’s 

Virtual 2009 
Membership Directory

Go to www.dhi.org and log in using your 
DHI Member ID* and password 

 * DHI Member Number found on the fi rst line of the address label on the 
front cover of Doors & Hardware magazine

• Same look and format 
as a traditional printed 
directory.

• Easy access from DHI 
web site OR a fi le of 
the entire book can be 
downloaded to your 
computer desktop, 
fl ash drive or CD. 

• Fully Searchable! Find 
“Robert Smith” or all 
the members in your 
home town! 

• Quarterly web updates 
keep content current. 

• Eco-friendly.Safely Securing the Built Environment

Membership
Directory

2009
 Keeping You Connected to Your Industry
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Industry news

Underwriters Laboratories and Phoenix Fire Department to Host First, 
National Residential Fire Safety Symposium

Underwriters Laboratories (UL) and the Phoenix Fire Department 

will be hosting a f irst of its kind Residential Fire Safety 

Symposium at the Arizona Grand Resort in Phoenix, Arizona on 

December 2nd and 3rd, 2009. The Symposium, titled “Designing 

Fire Safety into Residential Construction: Perspectives, Ideas, 

and Trends,” will be available to people concerned with resi-

dential fire safety, including the general public, through UL 

University registration.

“UL has created this event to act as an inclusive and attractive 

platform to encourage builders, architects, fire service, realtors, 

insurers, and others to gather and learn together the various 

perspectives on residential fire safety,” said Chris Hasbrook, 

Global Vice President for Building Materials and Life Safety & 

Security at UL.

The symposium will be the first of its kind on a national level, 

bringing together various players within the residential building 

industry.

“Phoenix Fire Department and the City of Phoenix are pleased 

to partner with UL to offer this educational and informative 

exchange of ideas to the public on residential fire safety and 

home building challenges,” said Chief Bob Khan of the Phoenix 

Fire Department. “We anticipate positive, thoughtful, and frank 

dialogue throughout this event.”

Additionally, Volvo Cars of North America will present a per-

spective on effectively using safety as a brand-building tool.

Speakers will lead discussions on a number of topics including:

n   The latest research information on building materials and 

their performance under fire conditions, 

n   The perspective of home builders and the impact of residen-

tial fire safety codes considering the challenging economic 

environments

n   The perspective of realtors when working to sell and market 

homes with residential fire safety protection features, and

n   The perspective of the fire service, who must respond to ever 

more threatening fires in residential homes.

For more information, visit www.uluniversity.us/catalog/dis-

play.resource.aspx?resourceid=228281 
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For classified rates, 

deadlines and 

other information 

contact:

Cathy DeCenzo

eMail: 

classifieds@dhi.org

Call: 703-766-7026

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

INDEPENDENT REPS wanted for 
builder’s hardware. Territories open. 

Fax info to: 714-882-7738

Classifieds Corner

>>> CONTINUED at www.dhi.org

Help Wanted

With over 150 years in business, Stanley® is one of the world’s most recognized 
and trusted brand names for tools, hardware, doors and home decor products. 
To promote the continuation of our quality reputation, progressive work environ-
ment and international growth, Stanley Security Solutions, a division of The Stan-
ley Works, is currently hiring the best talent available for the following positions:

SR. SPECIFICATION WRITER
Write specifications for new contract construction, working with architects, 
specifiers, developers, owners and general contractors. Decide what products 
go on every opening shown in a project’s plans, allowing compliance with 
codes, standards, laws and aesthetics. Participate in industry related conven-
tions by staffing the company booth.

Knowledge/Skills/Abilities:
• Knowledge of security industry required
• AHC Certification required
• Detail oriented
• Ability to meet deadlines and set priorities
• Knowledge of BEST / Precision products preferred
• Ability to develop and present training programs to employees and customers.
•  Skills or experience with personal computers, including electronic E-mail, 

personal scheduling, word processing and electronic spreadsheet skills
• Excellent communication skills, both written and verbal 
•  Proven knowledge of NFPA 101, Life Safety, NFPA 80, Fire 

Doors and Frames, NFPA 72, National Fire Alarm Code, UBC 
code book, BOCA code book, SBC code book, IBCO, IBC, 
NFPA 5000 and all ADA compliance regulations.

• Must possess complete knowledge of builder’s hardware.
•  Working knowledge of electronic access control, surveil-

lance and intrusion systems and specifications.
Education/Experience:
•  Associate’s degree; technical/vocational school de-

gree or equivalent preferred
•  15 years experience in the door and hardware industry, which 

includes writing specifications, hardware schedules, field ser-
vice work, and job take offs for bid preparation.

To apply: Go to www.stanleyworks.com,  
Choose Careers, Search Jobs, Enter Req # 11215BR

ARCHITECTURAL CONSULTANT REPRESENTATIVE
Generate sales by marketing company product lines to architectural firms and 
consultants. Write and influence specifications for architects and other specifi-
cation writers. Administer company sales policies and procedures. Expand the 
perception of Stanley Security Solutions as a total access control and hardware 
company. Develop and maintain the geographic area of responsibility as assigned 
to increase market share of customer base through architectural specifications.

Knowledge/Skills/Abilities: 
•  Ability to develop a philosophy of sales and associated techniques 

consistent with corporate objectives, goals and stated policies.
• Knowledge of sales techniques and processes.
• Ability to set goals and develop sales plans.
• Excellent organization and time management skills required.
•  Knowledge of the architectural business/industry re-

quired, with new construction knowledge helpful.
•  Knowledge of SSS products helpful.
• Strong knowledge of specification writing required.
• Must possess excellent interpersonal skills.
• Must possess the ability to make group presentations.
•  Skills or experience with personal computers, including electronic E-mail, 

personal scheduling, word processing and electronic spreadsheet skills.
Education/Experience: 
• BS in Business, Marketing or similar field preferred.
• Three years sales experience required; architectural sales helpful.
• AHC credentials preferred
• Member Construction Specification Institute (CSI) preferred

To apply: Go to www.stanleyworks.com,  
Choose Careers, Search Jobs, Enter Req # 11242BR 

At Stanley, we offer an outstanding array of benefits and a competitive salary 
that upholds our commitment to excellent employee care.   EOE

Building Relationships, Careers, and Business!

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

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

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

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

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

Non-smoking environment • drug screen required
www.dhpace.com 0409
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S 
ections 7.4 through 7.7 relate to the number, 
arrangement, measurement, and discharge of the 

means of egress. These four sections not only address 
the proper number of exits and exit access points, 
they also control the distance to the exits and the 
placement of the exits with respect to one another.
7.5.4 Accessible Means of Egress.
7.5.4.1* Areas accessible to people with severe mobil-
ity impairment, other than in existing buildings, shall 
have not less than two accessible means of egress, unless 
otherwise provided in 7.5.4.1.2 through 7.5.4.1.4.
7.5.4.1.1 Access within the allowable travel distance 
shall be provided to not less than one accessible area 
of refuge or one accessible exit providing an acces-
sible route to an exit discharge.
7.5.4.1.2 A single accessible means of egress shall 
be permitted from buildings or areas of buildings 
permitted to have a single exit.
7.5.4.1.3 Accessible means of egress shall not be 
required in health care occupancies protected 
throughout by an approved, supervised automatic 
sprinkler system in accordance with Section 9.7.
7.5.4.1.4 Exit access travel along the accessible 
means of egress shall be permitted to be common for 
the distances permitted as common paths of travel. 
7.5.4.2 Where two accessible means of egress are 
required, the exits serving such means of egress 
shall be located at a distance from one another not 
less than one-half the length of the maximum over-
all diagonal dimension of the building or area to be 
served. This distance shall be measured in a straight 
line between the nearest edge of the exit doors or 
exit access doors, unless otherwise provided in 
7.5.4.2.1 through 7.5.4.2.3.
7.5.4.2.1 Where exit enclosures are provided as the 
required exits specified in 7.5.4.2 and are intercon-
nected by not less than a 1-hour fire resistance-rated 
corridor, exit separation shall be permitted to be 
measured along the line of travel within the corridor.

7.5.4.2.2 The requirement of 7.5.4.2 shall not apply 
to buildings protected throughout be an approved, 
supervised automatic sprinkler system in accor-
dance with Section 9.7.
7.5.4.2.3 The requirement of 7.5.4.2 shall not apply 
where the physical arrangement of means of egress 
prevents the possibility that access to both acces-
sible means of egress will be blocked by any one fire 
or other emergency condition as approved by the 
authority having jurisdiction.
7.5.4.3 Each required accessible means of egress 
shall be continuous from each accessible occupied 
area to a public way or area of refuge in accordance 
with 7.2.12.2.2.
7.5.4.4 Where an exit stair is used in an accessible 
means of egress, it shall comply with 7.2.12.2.3 and 
either shall incorporate an area of refuge within an 
enlarged story-level landing or shall be accessed 
from an area of refuge.
7.5.4.5 To be considered part of an accessible means 
or egress, an elevator shall be in accordance with 
7.2.12.2.4.
7.5.4.6 To be considered part of an accessible means or 
egress, a smoke barrier in accordance with Section 8.5 
with not less than a 1-hour fire resistance rating, or a 
horizontal exit in accordance with 7.2.4, shall discharge 
to an area of refuge in accordance with 7.2.12.
7.5.4.7 Accessible stories that are four or more stories 
above or below a story of exit discharge shall have 
not less than one elevator complying with 7.5.4.5, 
except as modified in 7.5.4.8.
7.5.4.8 Where elevators are required by 7.5.4.7, the 
smokeproof enclosure required by 7.2.12.2.4 shall 
not be required in buildings protected throughout 
by an approved, supervised automatic sprinkler 
system in accordance with 9.7.1.1(1).
7.5.4.9 An area of refuge used as part of a required 
accessible means of egress shall be in accordance 
with 7.2.12.

tech tip
do you know?

NFPA 101—2009, ACCESSIBLE MEANS OF EGRESS
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7.7 Discharge from Exits.
7.7.1* Exit Termination. Exits shall terminate directly, 
at a public way or at an exterior exit discharge, unless 
otherwise provided in 7.7.1.2 through 7.7.1.4.
7.7.1.1 Yards, courts, open spaces, or other portions of 
the exit discharge shall be of the required width and 
size to provide all occupants with a safe access to a 
public way.
7.7.1.2 The requirement of 7.7.1 shall not apply to interior 
exit discharge as otherwise provided in 7.7.2.
7.7.1.3 The requirement of 7.7.1 shall not apply to roof-
top exit discharge as otherwise provided in 7.7.6.
7.7.1.4 Means of egress shall be permitted to terminate 

in an exterior area of refuge for detention and correc-
tional occupancies as otherwise provided in Chapters 
22 and 23.
7.7.6 Discharge to Roofs. Where approved by the 
authority having jurisdiction, exits shall be permitted 
to discharge to roofs or other sections of the building 
or an adjoining building where the following criteria 
are met:
(1)  The roof/ceiling assembly construction has a fire 

resistance rating not less than that required for the 
exit enclosure.

(2)  A continuous and safe means of egress from the 
roof is available.

1.  Travel from a courtyard or open space must be 
provided to what location? 

  ____________________________________________

2.  Exits to roofs require approval by the

  ____________________________________________

  ____________________________________________

3.  What is the minimum number of means of egress 
for mobility impaired persons?

  ____________________________________________

4.  In health care occupancies with automatic sprin-
kler systems, accessible means of egress are not 
required.

 q   True q   False

To acquire CEP points, answer the following questions:

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

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

Name:  ___________________________________________________ DHI ID number: ___________________________

Address: _________________________________________________________________________________________

City: ______________________________________  State: _____________________  Zip: _______________________

Phone:  __________________________________________________________________________________________

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

brings you new innovations

8200 Series
Automatic Operator

24 Series and 25 Series
Touch Bar Exit Device

You demanded a perfectly simple, tougher than nails, 
costs less than you think, fits anywhere exit device.

Beauty, value and versatility 
are now automatic. 
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Optimize 
Energy 
Performance

•	Higher	quality	
	 materials	create	
	 a	tighter	&	more	
	 durable	seal

•	Minimized	air	
	 leakage	at	exterior	
	 doors	lowers	
	 energy	costs

•	 Efficient	seal	on
	 interior	doors	
	 creates	an	
	 acoustic	barrier

•	Adjustable	
	 products	can	
	 be	reset	to	
	 original	efficiency

Improve 
Environmental 
Quality & 
LEED Score

•	NGP	products	
	 exceed	ASHRAE	
	 air	infiltration	
	 standards

•	 Infiltration-tested	
	 products	can		 	
	 contribute	up	to		
	 23	LEED	points	in	
	 multiple	categories

•	Aluminum,	steel	
	 and	bronze	
	 components	are	
	 75%	recycled	
	 material

•	Recyclable	packaging

•	Products	
	 manufactured	
	 in	USA	in	our
	 environmentally	
	 friendly	facility

Door	seals	may	be	small	components	in	a	building’s	envelope,	but	they’re	a	big	source	of	air	infiltration,	which	
causes	nearly	30%	of	heating	and	cooling	loads	in	all	buildings,	including	educational	and	healthcare	facilities.	
Seal	exterior	and	interior	doors	with	high-efficiency	gasketing	systems	from	National	Guard	Products	and	seal	
the	deal	for	valuable	benefits—	to	the	energy	performance	of	the	building	and	to	your	bottom	line.

For	our	complete	catalog	of	products	and	code	specifications,	call	800-647-7874	or	visit	www.ngp.com.

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

Seal 
the 

Envelope. 
Seal 

the Deal.
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