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

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

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

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

complicated purchasing decisions can be. Our goal is to help 

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

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

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

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

to provide solutions by offering a lifetime of security knowledge.

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

objective advice and honest answers to your technical questions.

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

in the industry. Not just the best salespeople, but 

the best people. People who are genuinely

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

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

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

Our friendly staff and extensive inventory can provide you with

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

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

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
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I 
don’t usually share thoughts from� 
sunday church homilies but I recently heard a 
sermon from a priest which is worth sharing 

due to the management wisdom…especially during 
these taxing times. 

The message addressed our attitudes and suggested 
four steps in reacting to pressure. I don’t know about 
you, but I have been noticing an increase in stress 
with most people…almost a sense of helplessness due 
to the economy and its impact on our daily lives.

The first suggestion that was made was to “antici-
pate success” in all endeavors. look for things to 
succeed rather than to fail. this is a very powerful 
realization and can be applied to so many scenarios. 
I am reading the “Inner Game of Golf”, which 
addresses the mental aspects of the sport and this 
concept is key. If I anticipate success with each shot, 
my percentage of success will clearly improve.

the same is true with regards to life challenges. 
anticipate success and you have a good chance, 
anticipate failure and you will meet your expecta-
tion. Apply this attitude to your daily responsibili-
ties and see if things get better.

The next recommendation was to “accept reality.” 
Too often, we are not ready to accept the obvious 
signs as we are being stubborn or just don’t want 
to face the challenge. the quicker you accept reality, 
the quicker you can determine how to address the 
difficulty with sound strategies. For instance, the 
reality is none of us individually can change the 
economy. We must accept that reality, and not waste 
time complaining, but rather take a positive attitude 
toward addressing our own decisions. m�ugsy Bogues, 
a five foot three professional basketball player was 
never going to be six foot two, but he didn’t quit play-
ing basketball. he just found a way to develop certain 
skills that allowed him to play in the nBa.

The priest suggested that we “turn to friends.” 
surround yourself with those you respect and 
care for… it makes life worth living. also, your 
friends will tell you what you need to hear and 
will help you when you are in need. Why wouldn’t 
we turn to our friends in times of need?

The final message was to “shake off the dust” and 
move on. If you fail, accept it, learn from it and move 
on! If you get turned down, shake it off and try again. 
It is not how many times you fall, but how many 
times you get up that will determine your success.

throughout the homily, the priest gave examples 
of people who have obviously utilized some or all of 
this approach. m�ichael Jordan didn’t make his tenth 
grade basketball team. abraham lincoln was told 
that the Gettysburg Address was not very good and 
wouldn’t amount to much. John Voight was told by 
his high school drama teacher that he would never 
be an actor. the author of m�ash was turned down 
numerous times when looking for a producer of the 
hit series. there is a message in there somewhere.

this month is our annual Conference & 
exposition in orlando, florida, and I would 
encourage you all to use that opportunity to 
re-establish or strengthen the connections you 
have to others within our industry. I promise you 
will advance more quickly in this world by work-
ing with people than by working against them. 

also while you’re there, be sure to thank our host 
Committee for all the hard work they’ve done to make 
this conference possible, as well as our exhibitors, 
some of whom have travelled thousands of miles to 
show their support for this industry and our show. 
look forward to seeing you all in orlando!  

Host Committee

September 09 In Touch 
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• Baldwin
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• Ives

• Kaba
• Kwikset
• LCN
• Rocky Mountain

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

• Four strategically placed locations 

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

• Complete product support during and after the sale

• Professional keying staff in all locations 

Call TOP NOTCH today!
EXPERIENCE THE DIFFERENCE!

• Schlage
• Von Duprin
• Weiser Lock
• Weslock

Southwest — Texas
866-693-6903
West — Nevada
800-722-4210

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

       

FDAI open Letter to Industry.indd   1 7/7/09   4:57 PM
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y now, everyone 
is familiar with 
t h e  n e g a t i v e 

environmental impli-
cations of gas guzzling 
cars, but less is made 
about the ill effects of 
energy leeching build-
ings.  St udies show 
that buildings are like 
a vortex on the power 
g r i d ,  s u c k i n g  u p 
roughly 40% of global 
energy use. If serious 
efforts are going to be 
made to reduce power 
c o n s u mpt io n  t he n 
improving the energy 
efficiency of buildings 
will have to be a top 
priority. As a critical 
comp one nt  of  a ny 
building’s envelope, 
doors and hardware 
should be among the tools used to optimize building 
energy performance.

The building energy use statistic noted above 
comes from a report—Energy Efficiency in Buildings—A 
Global Economic Perspective—by the World Business 
Council for Sustainable Development which also 
finds that the carbon emissions from buildings are 
substantially more than those in 
the transportation sector. Heating 

and cool ing needs 
account for more than 
one-third of build-
ing energy use. This 
one area of energy 
consumption can be 
lowered by equipping 
buildings with frames, 
doors, hardware and 
specialized doorways 
that form an effective 
thermal barrier. 

Thermal Break Frames

T h e  m o s t  b a s i c 
measure for improv-
i n g  e n e r g y  e f f i -
c ienc y ent a i l s  t he 
use of thermal break 
door frames. These 
spec ia l ly desig ned 
frames are built to 
thwart metal’s natu-

ral heat transfer capabilities. Thermal break frames 
feature strategically placed barriers that prevent 
heat/cold transfer. A thermal break in the frame, 
filled with closed-cell polyethylene foam lowers its 
overall U-factor (or U-value).

U-factor is the measure of heat transmission from 
one side of an opening to the other. The lower the 

U-factor, the more effective the mate-
rial is at preventing heat transmission. 

c a s e   S T U D Y

Optimizing Building  
Energy Performance

By Stacey callahan

How doorways can contribute to  
increased energy efficiency.

B

Studies show revolving doors can have a  
dramatic impact on building energy efficiency.
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For any door frame made of metal, 
a thermal break consisting of an 
insulated material is needed to stop 
heat transmission. In cold weather, 
thermal break frames reduce heat 
loss and prevent condensation or 
frost from forming on the frame’s 
interior portion. The barrier provides 
a positive thermal break within the 
frame profile, delivering maximum 
protection against cold penetration.

Thermal break frames are only 
intended for openings that are 
exposed to directly to the cold—
thus are primarily used for exterior 
applications.

Insulated Doors

Insulated doors can also be used 
to improve building envelope ther-
mal performance. Used on exterior 
openings in conjunction with ther-
mal break frames and high-quality 
weatherstripping, these doors help 
minimize energy loss. The insulat-
ing properties of a door are usually 
expressed as the R-factor.

R-factor is the measure of a mate-
rial’s ability to resist heat flow. The 
greater the resistance, or R-factor, 
the more effective are a material’s 
insulating properties. Simply 
stated, the R-factor is the inverse of 
U-factor. The following equation 
can be used to convert R-value to 
U-value: U = 1/(R1 + R2 + R3…) 

A door with a high R-factor 
improves thermal performance 
making it ideal for use in the 
building envelope. The doors 
are constructed from sheet steel 
in 20- (standard duty), 18-, 16-, 
and 14-guage (extra heavy duty) 
thicknesses. The doors can also be 
reinforced with steel stiffeners for 
added strength. The core or interior 
space of the door can be filled with 

a variety of material including 
paper honeycomb, polystyrene or 
polyurethane. The thermal proper-
ties of a honeycomb core are poor 
and should not be seriously consid-
ered for envelope use. Cores made 
from polyurethane or polystyrene 
perform the best in thermal resis-
tance testing as theyit creates a solid 
barrier within the door. 

Insulated doors can also be 
used on interior opening applica-
tions that require a temperature 
controlled room, such as a computer 
server room.

Gasketing 

Openings built with thermal break 
frames and insulated doors—or 
any type of frame and door—have 
small gaps and creases that must be 
filled to form a truly effective barrier 
against energy loss. Gasketing is 
needed to seal edges 
and prevent air from 
steadily seeping 
through these cracks.

Small seams are 
typically found 
around the two side 
jambs, the door head, 
and the door bottom. 
These seams are 
necessary to enable 
proper door opera-
tion, but also allow 
the passage of hot or 
cold air. Gasketing can 
be used to fill seams 
around the jambs and 
door head; a bottom 
seal can eliminate the 
gap under the door. 
Openings with a pair 
of doors also require 
gasketing to seal the 
meeting style. 

Exterior double doors. Openings with a pair of doors require 
gasketing to seal the meeting style.

Insulated doors are a must for improving 
the thermal performance of the building 
envelope.
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Gasketing is made from materials 
such as, silicon, neoprene, vinyl, 
and polypropylene. The materials 
are flexible and do not impede door 
operation. Gasketing is available 
in varying grades to meet weather 
conditions of different climate 
zones. Checking if products meet 
or exceed American National 
Standards Institute (ANSI) 156.22, 
Door Gasketing and Edge Seal Systems, 
can help determine their quality.

Like insulated doors, gasketing is 
a necessity and interior applications 
that require temperature controlled 
rooms. Gasketing is also routinely 
used on interior doorways for 
smoke control and to reduce sound 
transmission.

KERF Frames

Application of weatherstripping 
can be simplified with Kerf frames. 
These specially designed frames 
feature a groove that is constructed 
along the section of the frame that 
comes in contact with the edge 
of the door. The groove serves as 
a convenient channel to install 
weatherstripping without the use of 
additional fasteners. 

Door Closers 

An insulated doorway is rela-
tively useless if the door fails to 
automatically close and latch shut. 
Consequently, door closers are an 
important accessory for optimizing 
energy efficiency. Unless used on 
a heavily-accessed main entrance 
that requires automatic or power 
assisted opening, most door closers 
used throughout a building will be 
the mechanical variety. 

Operation of a typical door 
closer encompasses five cycles: the 
opening cycle generates the power 
to control the ensuing cycles; the 
back-check cycle slows the final few 
degrees of opening; the delayed 
action cycle slows the closing speed 
between the fully open position 
(about 85 degrees) to 70 degrees; the 
closing cycle controls the closing 
speed to within 10 inches of the 
final closing; and the latching cycle 
increases the final closing speed to 
ensure positive latching.

Stack pressure within a build-
ing—created by the differences 
between inside and outside air 
pressure—can create a rush of air 
to flow out that overpowers the 

closing cycle, causing the door to 
stay open longer than intended or, 
worse, fail to latch shut. As a result, 
the exchange of air between the 
inside and outside is prolonged, 
forcing the building heating and/
or air-conditioning systems to work 
harder to maintain the desired 
temperature setting. A properly 
sized door closer is needed to over-
come stack pressure without requir-
ing excessive force to open the door. 
Door closers will also be a must for 
any temperature controlled rooms.

Revolving Doors

In the doorway arena, 
revolving doors can offer the 
greatest energy savings.

A study conducted by students 
at the Massachusetts Institute of 
Technology (MIT) compared the 
ability of traditional swinging 
doors and revolving doors to limit 
the exchange of air between the 
building interior and exterior.1 
As the study explains, stack 
pressure on the inside forces 
cooler air through any opening 
in the building, causing the air-
conditioning system to work harder 

Door closers ensure exterior doors latch shut.

Thermal break frames create a barrier 
against cold penetration.
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to maintain occupant comfort. 
A review of the study states:

The revolving door stops conditioned 
air from moving freely. An open swing-
ing door is like letting go of a balloon—
the air rushes out of the opening. A 
revolving door is never open—seals 
remain in contact with the walls of the 
doors at all times. Only the air in the 
chamber with the person going through 
the door is transferred.2

The study found a swinging 
door allows eight times as much 
air exchange as a revolving door. If 
ingress and egress into a building 
were limited to revolving doors, the 
school would save nearly $7500 at 
one building alone. The reduction 
in emissions would also be signifi-
cant, totaling approximately 15 tons 
of carbon dioxide annually—again, 
from just one building.

A significant challenge with revolv-
ing doors lies in user habits. The 
study noted making students change 
their habits to stop using the nearby 
swinging door was difficult—only 
23 percent of people entering and 
leaving the facility used the revolving 
door. This pattern is likely a reflection 
of the convenience features (i.e. ease 
of use) associated with a swinging 
door. The number of revolving door 
users increased dramatically—up to 
63 percent—when a sign explaining 
potential energy savings was placed 
at the building entrance. 

Details of this study can be 
found at http://sustainability.mit.
edu/Revolving_Door. http://web.
mit.edu/wesolows/www/11.366_
REVOLVING_DOOR_FINAL_
REPORT.pdf

Return-to-quarter point features 

The efficiency of manual revolv-
ing doors can be improved by 

including a speed control enhance-
ment that moves the door unit 
to the X position and keeps the 
door in rest position until a user 
activates the door. When the door 
rests in the X position (return-to-
quarter-point position), all four (4) 
door wings help seal the door unit 
to the outside curved wall of the 
revolver. This provides a significant 
advantage over standard manual 
door units, which stop where the 
user leaves the door after exiting or 
entering a building. A door sitting 
in a position other than the quarter-
point, will allow for a higher rate of 
air infiltration into the controlled 
environment.

The Big Picture

Reducing building energy 
consumption is an enormous chal-
lenge that will require closer atten-
tion to details. Although they are 
relatively small in the scope of an 
entire structure, doors, frames and 
hardware do play a role in improv-
ing building energy efficiency. Each 
opening component—the proper 
sized door closer, insulated doors, 
thermal break frames, gasketing 
as well as alternatives such as 
revolving doors—must be carefully 
chosen to ensure maximum energy 
savings are being achieved. 

Footnotes: 
1.  mODIFYING HAbItS tOWArDS SUStAINAbILItY: A StUDY OF 

reVOLVING DOOr USAGe ON tHe mIt CAmpUS, mAY 25, 2006 
2.  According to a summary of the study in Sustainability@

mIt (http://sustainability.mit.edu/)

About the Author: Stacey Callahan is the 
Director of Marketing and Innovation for the 
ASSA ABLOY Door Group
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any building owners, design professionals, govern-
ment officials, and even security consultants are often 
surprised to learn there is no single definitive building 
security code in the United States or elsewhere that 
applies across the board to all building types. The 
reasons for this are straightforward, yet not always 
apparent to those seeking a quick and easy answer.

In short, every building, site, owner, local, regional, 
and even national context is different. So are the threats 
and vulnerabilities that affect building systems, design 
elements, construction methods, and occupancies. Once 
these variables are identified, owners, design teams, and 
security consultants can determine where to implement 
strategies and allocate resources that will protect people 
and assets. Since most public and private owners main-
tain capital and operating budgets, available security 
resources may be limited or fixed on an annual basis. 
Thus, it is essential that security recommendations and 
strategies reflect the needs and priorities of owners, occu-
pants, and the public.

Concrete barriers and closed-circuit cameras have 
become the most common visible security elements in 
recent years. But these items alone do not solve the bigger 
issues of protecting people and assets over the long term 
for most facilities unless they are part of a wider security 
plan. Such a security master plan should encompass 
design strategies, smart use of technology, and a sound 
operational approach.

Security in the built environment can mean different 
things to different stakeholders, depending on their 
roles. From real estate developer, building owner, facil-

Without a single security 

building code in the  

United States, building 

owners, design professionals, 

and public officials rely on 

best practices and industry 

standards. Only New York 

City amended the City 

Building Code after 9/11 to 

reflect building performance.

M
By Barbara A. Nadel, FAIA
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ity manager, landlord, tenant, and 
design and planning professional, 
to law enforcement chief, public 
agency manager, national defense 
intelligence officer, military engi-
neer, or elected official, the priorities 
of one stakeholder sometimes fall 
outside the realm or range of exper-
tise of another. For these reasons, 
it is essential that security plan-
ning remains a multidisciplinary 
effort, and all stakeholders agree to 
communicate concerns in a collab-
orative manner that maximizes 
effective solutions.

Building Codes 

In the United States, there are 
about 13,000 building codes. These 
vary in each of the 50 states, and 
even among cities within the same 
state. Most building codes are 
adopted and enforced by cities, 
counties, and municipalities. The 
foremost concern is protecting the 
health, safety, and welfare of the 
public—especially with regard to 
fire, building collapse, and location 
of egress systems. These issues are 
important whether circumstances 
are due to acts of terrorism, natural 
disasters, or accidents.

Because there is no single security 
building code that covers design, 
technology, and facility operations, 
architects, engineers, and owners 
rely on an array of standards, model 
codes, agency guidelines, recom-
mendations, and industry best 
practices. Certain facilities and sites 
may be more susceptible to terror-
ist threats than others at certain 
times, while neighborhoods or the 
operators of various building types 
may be more concerned with public 
safety, street crime, natural disas-
ters, or workplace violence.

For new construction, security 
planning ideally occurs during 
the earliest design stages, when 
concepts, budgets, operations, 
approvals, and multidisciplinary 
coordination are often easiest to 
reconcile. Security elements in build-
ing systems may become more costly 
to include during construction docu-
ments or construction phases.

Security by Design

Shortly after September 11, 2001, 
under the guidance of former New 
York City Commissioner of Buildings 
Patricia Lancaster, FAIA, the City of 
New York convened a group of 400 
industry experts to review provisions 
of the city’s building code, espe-
cially as they pertained to high-rise 
construction. The consensus-driven 
code review panel encompassed real 
estate property owners, government, 
and Buildings Department officials, 
architects, engineers, industry 
groups, and code experts.

In May 2004, in an interview with 
Engineering News-Record (“New 
York’s Building Code Reflects 
High-Rise Concerns,” May 31, 
2004), Lancaster told me, “Building 
code officials have expanded the 
thinking for new and difficult 
situations, especially for those we 
are not equipped to research. If 
proposed code recommendations 
prove to be too expensive, groups 
won’t advocate for them and their 
chances for adoption decrease. 
Typically, 80 percent of the revi-
sions are accepted, 15 percent are 
discussed in a mediation procedure 
or arbitration, and 5 percent prove 
contentious enough to omit or arbi-
trate. The proposed building code 
addresses operational concerns for 
owners and institutions.”

A series of modifications resulted 
in an amendment known as Local 
Law 26, adopted as part of the New 
York City Building Code in 2005. 
Local Law 26 only applies to struc-
tures within the city of New York, 
not in other cities or counties in the 
state of New York. As a result, New 
York City is the only jurisdiction in 
the United States to modify its build-
ing code as a direct result of building 
performance after the events of 9/11.

Some of the provisions of New 
York City’s Local Law 26 pertaining 
to high-rise construction include:

 ■ Enhance robustness and resis-
tance of buildings to progres-
sive collapse.

 ■ Prohibit the use of open web 
bar trusses in new commercial 
high-rise construction.

 ■ Encourage the use of impact-
resistant materials in stair and 
elevator-shaft enclosures.

 ■ Widen stairwells or add more 
stairwells in high-rise buildings 
to facilitate rapid evacuation to 
the street level.

 ■ Require air intakes in new con-
struction to be located at least 20 
feet above grade and away from 
street loading bays to reduce the 
potential of introducing biohaz-
ardous substances into air-han-
dling systems.

 ■ Adding photoluminescent strips 
to stairwells to facilitate egress 
during a power outage.

Competitive real estate markets and 
different building types are subject to 
different financial considerations. The 
bottom line, however, is that owners 
of smaller buildings have the same 
concerns as those of larger buildings: 
protecting people and assets during 
and after emergencies, and ensuring 
tenants can exit to safety in the short-
est possible times and routes.
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As an architect with years of varied 
experience in private practice, facility 
management, and real estate before 
accepting the buildings commissioner 
post, Lancaster brought a professional 
perspective to the needs of different 
building-industry constituencies. This 
was apparent when she convened and 
led the process for advancing high-
rise safety and security provisions 
in a city that was emotionally and 
physically scarred by the events at the 
World Trade Center on 9/11.

When Lancaster assumed office as 
buildings commissioner in 2002 (after 
10 others reportedly turned down 
the job), the department was scandal-
ridden, in disarray, and unresponsive. 
In addition to her efforts on Local Law 
26, Lancaster effectively addressed 
and streamlined many of the issues 
facing the building department, and 
took on some of the more complex 
problems, from self-certification and 
zoning issues in residential areas 
experiencing a glut of old home tear-
downs being replaced with oversized 
McMansions, to monitoring the 
activities of building inspectors.

When a series of fatal construction-
related accidents occurred within a 
short time, however, Mayor Michael 
Bloomberg, who had previously 
hailed Lancaster’s efforts, abruptly 
withdrew his public support for her. 
In New York City, 13 people have 
died as of May 2008 in construction 
accidents, compared to 12 for all of 
2007. In late April 2008, Lancaster 
resigned as buildings commissioner. 

Last year, the city passed a law 
that removed the requirement that 
the buildings commissioner be either 
a licensed engineer or architect so 
Robert LiMandri could be appointed 
to the post. This proved to be an ill-
advised move in January of this year 
when The New York State Society 

of Professional Engineers filed a 
lawsuit to remove Robert LiMandri 
as New York City’s commissioner 
of buildings and void the law that 
allowed him to be named to the post. 
The city and the mayor were also 
named in the suit, which alleges the 
local law conflicts with New York 
State Education Law, which defines 
the practice of professional engineer-
ing. It says that the building commis-
sioner can carry out duties which 
state law says should only be carried 
out by a licensed engineer.

The new local law does require that 
Mr. LiMandri have a deputy that is 
either a licensed engineer or architect.

In a city with nearly 1 million 
buildings, and about as many vocal 
and financially motivated constituen-
cies, the job is widely regarded as 
a difficult and thankless task. The 
buildings commissioner requires a 
balance of professional credibility, 
political smarts, and media savvy. 
Removing the architectural or engi-
neering license credential require-
ment dilutes the importance of the 
skills and training required, and will 
not benefit the public or necessarily 
result in greater construction safety—
or more ethical building inspectors. 

Registered architects (RAs) and 
professional engineers (PEs), whose 
professional responsibilities, by law, 
are first and foremost to protect the 
health, safety, and welfare of the 
public, are best suited to lead public 
agencies that oversee building 
design and construction.

Architect of the Capitol Still Vacant
Since 2007, a similar situation has 

occurred in Washington, D.C., regard-
ing the appointment of the architect 
of the Capitol. According to the 
official website, “The Architect of the 
Capitol is responsible to the United 

States Congress for the maintenance, 
operation, development, and pres-
ervation of the United States Capitol 
Complex, which includes the Capitol, 
the congressional office buildings, 
the Library of Congress buildings, 
the Supreme Court building, the U.S. 
Botanic Garden, the Capitol Power 
Plant, and other facilities.”

This is a 10-year appointment by 
the president of the United States. 
After architect Alan Hantman, FAIA, 
left the position in 2007, President 
Bush reportedly nominated candi-
dates who were not architects to fill 
the position that clearly calls for the 
skills and training of an architect. 
Since February 2007, architect 
Stephen Ayers, AIA, has helmed the 
office on a temporary basis and at 
press time, President Obama had yet 
to appoint anyone to this position.

Whether the issues concern secu-
rity best practices, building codes, or 
professional leadership within the 
public realm, licensed and trained 
design professionals possess a signif-
icant understanding of the evolving 
and often emerging complexities 
found in the built environment.

For architects and engineers, 
professional responsibilities in the 
public and private sectors are predi-
cated on protecting public health, 
safety, and welfare, by law, and 
are bound by codes of professional 
ethics. Few construction managers, 
real estate developers, public offi-
cials, or unlicensed political appoin-
tees can make those claims.
IntERnEt RESOuRCES:
Architect of the Capitol
new York City Department of Buildings  

About the Author: Specializing in planning and 
design of justice, healthcare, and institutional 
facilities. Barbara A. Nadel, FAIA, principal of 
Barbara Nadel Architect, in New York City, may 
be reached at BldgSecure101@aol.com.
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orking in the field of code development is akin to planting 
redwood trees—it takes a long time to see results, but success 
leaves a lasting footprint. The International Code Council (ICC) 
and the National Storm Shelter Association, (NSSA) initiated 
a joint project to develop minimum design and construction 
requirements for storm shelters. Seven years later, rising in Pasco 
County, Florida, is the first shelter in the country designed to ICC 
500, the resulting standard developed by ICC and NSSA. This 
37,263-square-foot facility will be able to provide emergency shelter 
for 1,000 evacuees, and it will be used daily by the Pasco County 
Health Department Clinic to provide services to low-income and 
uninsured area residents.

Incorporated within the 2009 International Building Code (IBC), 
ICC 500 is the work of a diverse committee composed of members 
of industry, academia, the Federal Emergency Management Agency 
and Authorities Having Jurisdiction. The standard appears in IBC 
Chapter 4, Special Detailed Requirements Based on Use and Occupancy, 
and will be found under new section 421, Storm Shelters.

The technical requirements for both community tornado and 
hurricane shelters are based upon the premise that the designer has 
selected the applicable design wind speed for the type of shelter 
being designed and the geographic location of the shelter. This 
approach allows a shelter design to be tailored to the wind speed 
associated with the type of event in its specific geography, instead 
of the previous ‘one size fits all’ approach. 

Until now, storm shelter facilities were commonly constructed 
in accordance with one of two standards, or perhaps were merely 
conventional construction with a ‘shelter’ sign hung by the door. 
The American Red Cross published their shelter guidelines, as did 

c a s e   S T U D Y

B y  K u r t  R o e p e r
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the Federal Emergency Management 
Agency (FEMA) via FEMA 361, 
providing commentary and guid-
ance on construction and occupant 
loads. Much of the content of these 
early documents was derived from 
the work of Texas Tech University 
and faculty member Dr. Ernst 
Kiesling, who originally presented 
the concept of above-ground shel-
ters in 1974.

The Oklahoma City tornados of 
1999 brought the need for shelters 
and shelter standards into sharp 
focus, culminating in an agreement 
to produce a consensus standard 
to address the coastal hurricane 
requirements, as well as those of 
tornado prone areas.

New Shelter Brings Code to Life

Although the new shelter stan-
dard has just been published, 
one building is already being 
constructed to comply with its 
requirements. Located in Hudson, 
Florida, the new Mike Fasano 
Regional Hurricane Shelter and 

Health Clinic is the first such 
shelter built under the new ICC 
500 standard and is expected to 
be completed by January 2010. 
It also is the first Pasco County 
building designed to win certifica-
tion from the U.S. Green Building 
Coalition’s Leadership in Energy 
and Environmental Design (LEED) 
program. The facility is named 
for state Senator Mike Fasano, of 
New Port Richey, Florida, who was 
instrumental in sponsoring and 
securing federal and state funding 
for the project.

Spring Engineering, Inc., of 
Holiday, Florida is responsible for 
the architecture and engineering 
of the new facility, and the general 
contractor is Bandes Construction, 
Inc., of Dunedin, Florida.

Finding Doors and Hardware to 
Meet the New Standard

Designing and constructing the 
shelter to meet the proper wind loads 
and other requirements for a tough 
new standard was challenge enough, 

but when it came to finding hard-
ware that would measure up, things 
became more difficult. President 
Richard M. Bekesh, AIA, of Spring 
Engineering, Inc. says, “There will 
be a lot of communities along the 
coast that will build hurricane shel-
ters, but because it will not amount 
to a large market overall, only a few 
manufacturers are willing to do the 
research and spend the money to 
prove their products comply. That 
meant that, as designers, we had to 
be creative in finding products that 
would work under ICC 500.”

For example, when design work 
began, no available window shield-
ing devices would comply with 
the standard. Bekesh says, “Armor 
Screen Corporation, a company in 
Riviera Beach, Florida that makes 
a hurricane protective screen, was 
willing to re-engineer its product 
and has since passed the criteria for 
our location.” He notes that some 
door and hardware products that 
were approved under FEMA 361 
have been allowed, but each was an 
individual case. “This makes it very 

Architect’s rendering shows the design of the new Mike Fasano Regional Hurricane Shelter and  
Health Clinic now being built in Hudson, Florida.
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challenging from a design stand-
point in terms of the building enve-
lope and the structure,” he adds.

Exit devices were another chal-
lenge. Early in the design process, 
it appeared that the doors had to 
be pinned to withstand the severe 
impact loads specified. As this 
limited egress and is prohibited by 
life safety requirements, a complex 
baffled wall system in front of every 
door was suggested. This too would 
have severely restricted egress for 
the more than 1,000 people in the 
structure. What was needed was an 
exit device that would effectively 
secure the door to withstand impact 
without restricting free egress. 

These conflicting requirements 
provided an opportunity for Von 
Duprin to introduce an exit device 
developed and certified to meet 
the new standard. The Von Duprin 
WS9827/9927 surface vertical rod 
exit devices are certified to ICC 
500 Standard for the Design and 
Construction of Storm Shelters, the 
Federal Emergency Management 
Agency’s Publication 361—Design 
and Construction Guidance for 
Community Safe Rooms, and the 
Florida Division of Emergency 
Management’s Enhanced Hurricane 
Protection Areas (EHPA). The Von 
Duprin WS-Series is the first exit 
device certified to meet the new 
storm shelter standards, according 
to the manufacturer. 

It All Comes Together

From a business perspective, 
the new shelter and the standard 
on which it is based illustrate the 
complex interaction of many factors, 
as well as the need for patience and 
persistence. Code committee discus-
sions began some seven years ago, 

with participation that included 
members from the hardware indus-
try. Knowing that a new standard 
for wind storms was being devel-
oped, manufacturers such as Von 
Duprin began work on products to 
withstand higher forces. Eventually, 
as the standard moved through the 
development process and became 
part of the Code, the spec writer, 
in this case Steve King, of Ingersoll 
Rand’s SSC office in Longwood, 
Florida, worked to incorporate 
appropriate products that would 
adhere to the standard. As Spring 
Engineering translated the concept 
into the final design and construc-
tion began, a process that started in 
2002 began to pay off.

Although there was considerably 
more work in designing and build-
ing to a new standard than one that 
had been in place, the effort created 
a pathway for others to follow. 

Bekesh says, “We’ve had calls 
from other people in the region 
asking how we dealt with specific 
issues, and we’ve been glad to 
help guide them because of our 
experience.”

Traditionally the architectural 
openings industry has provided 
life-safety consultation on matters 
related to fire protection and means 
of egress. The publication of shelter 
standards within the model code 
brings an added dimension to our 
industry and additional opportuni-
ties for professionals in the life-
safety industry. 

Kurt Roeper is the Manager of Global Codes 
and Standards for Ingersoll Rand Security 
Technologies. He has been in the commercial 
openings industry for more than 20 years.

New Von Duprin WS-Series 
exit device was developed and 
certified to meet the new storm 
shelter standards for hurricanes.
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his question should have one answer,  
“it depends on the rules and polices set forth by the Forest 
Stewardship Council (FSC),” but unfortunately in the past not 
all market-driven initiatives have set their requirements to dove-
tail with FSC standards. This has caused a tremendous amount 
of confusion and frustration in the secondary manufacturing, 
distribution and retail sectors. The confusion has come when 
market initiatives, such as LEED, that give a credit for the use of 
FSC-certified products change their reporting requirements to 
better reflect the FSC standards. Frustration sets in for companies 
that have designed sales and marketing strategies around the 
current standards, only to have them changed.

So, “Who needs to be FSC COC certified?” According to the 
Forest Stewardship Council it is quite clear as to who needs to be 
certified: 

Any operation making, changing, trading, re-labeling or 
repackaging FSC-certified products needs to be COC certified 
in order to use the FSC trademarks and to enable its custom-
ers to make an FSC claim about these products. (Source: FSC 
International at www.fsc.org)

The last part of this statement is quite important for manufactur-
ers, distributors, dealers, and retailers who are selling (invoicing) 
to green building projects that are seeking to obtain a credit for 
the use of FSC-certified wood. The act of that customer seeking 
green building credit (s) for the use of FSC wood products is the 
act of making a ‘claim’ about those products. Given that the letters 
(FSC) and the checkmark-and-tree logo are restricted, the need for 
a robust chain-of-custody for product verification has never been 
more important. 

T
Do I need t o be FSC COC… 

By Terry Campbell

Forest Stewardship Council (FSC)  
Chain-of-Custody (COC) Certification: 
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Do I need t o be FSC COC… 
The confusion around who 

needs to be COC certified for green 
building projects has evolved 
over time but the United States 
Green Building Council (USGBC), 
administrator of LEED, has recently 
announced who they will now 
require to be FSC COC certified.

All vendor invoices for perma-
nently-installed wood products, 
both FSC-certified and not, 
purchased by the project contrac-
tor and subcontractors must be 
compiled. Vendors are defined as 
those companies that sell prod-
ucts to the project contractor or 
subcontractors. Note: that this 
means that each wood products 
vendor that invoices FSC certified 
products must be COC certified 
by an FSC accredited certifier. 
(Source: USGBC MR TAG Memo 
date 4/7/2008)

Note: This change in LEED project 
documentation has been slower to 
get out in the market, but essentially 
it says that if you sell a product (s), on 
your company’s invoice, to a general 
or subcontractor for a LEED job you 
MUST have your own FSC COC 

code, the format being: certification 
bodies initials followed by COC 
and then a set of numerals (i.e.—
SCS-COC-XXXXXX). COC codes are 
unique to your business whether it 
is a manufacturer, distributor, dealer 
or retailer. The old sneaky way of 
putting your supplier’s COC code on 
your invoice is not legitimate under 
FSC or USGBC rules.

So you realize now that you may 
have been operating outside of the 
FSC and USGBC rules. The COC- 
certification has two overarching 
goals: 1) to ensure that you are not 
selling more FSC products than you 
are buying raw material and 2) to 
ensure the proper use of the FSC 
restricted trademarks and logo. 

The first thing any company should 
do is contact one of the FSC accredited 
certifiers or certification bodies (CBs) to 
request an application. A full list of the 
CBs that operate in North America is 
available on the FSC-US or FSC Canada 
websites. Since FSC is a third-party 
certification system you will not be 
visited by an employee of FSC, but 
instead your initial visit will be done 
by an employee of a CB or one of their 

regional contractors. I recommend that 
each company apply with more than 
one FSC accredited CB so that you 
can receive competitive quotes for the 
auditing and reporting writing process. 

Once you have selected a CB, they 
will send you a ton of information to 
read. This can be quite overwhelm-
ing. The key document will be a 
template from your CB instructing 
you to develop your Documented 
Control System (DCS) or set of writ-
ten procedures. The basic sections of 
the written procedures include:

1. Quality Management
2. Scope of Chain-of-Custody 

system
3. Material Sourcing
4. Material Receipt and Storage
5. Volume Control
6. Picking a system to control 

your FSC claims (Processing)
7. Sales and Delivery
8. Logo Use (on-product and 

off-product)
9. Outsourcing (if applicable)

Following your selection of a CB, 
you will be contacted by your audi-
tor who should answer any basic 

c e r t i f i e d ?
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questions and set-up a schedule for 
their onsite visit. The best plan on 
your end is to schedule the visit far 
enough into the future that you can 
complete a draft of your DCS. If you 
are even more eager, you should 
draft a DCS and send it to your audi-
tor in advance of their arrival, so 
they have already reviewed it before 
they step foot into your office.

Once the auditor arrives at your 
facility, the actual onsite visit can vary 
in time depending on the size and 
complexity of your facility or opera-
tion, and this should be determined 
during your initial call. Following the 
onsite visit, the auditor will complete a 
report and submit that to your selected 
CB. The CB will then review the report 
and supporting documents (typically 
the DCS, Product Group Schedule, 
List of Suppliers, Training Records, 

and Mock-Up Invoice with correct FSC 
claim) and, once approved, will issue 
you a FSC COC certificate with your 
unique FSC COC code. 

Now you are ready to produce 
and sell products with an FSC claim 
that your customer can repeat for 
their purposes, plus you will have 
your own FSC COC code to integrate 
into your invoices. Forest Product 
Solutions has developed the FSC 
Manufacturing & Sales Guide to provide 
further details on how to earn your 
FSC COC certification and become a 
part of this emerging industry. 

For more details, visit forestprod-
uctssolutions.com.  

About the Author: Terry Campbell has been 
consulting in the forest products industry for 
10 years. His consulting services include FSC 
Chain-of-Custody, FSC products/green building 
trainings, and strategic green marketing.

COC certification is a choice all distributors must 
make. When looking at the sustainable nature of 
today’s built environment, one can see that the 
environmental movement is not going away. 
the requests for sustainable products and third 
party verification will continue to increase. more 
and more architects specify COC certification.

by being COC certified, a distributor is giving 
themselves the opportunity to remove a hassle 
from the process by being able to say “yes” our 
firm is concerned about the environment, and 
we agree to follow the rules as established by 
the FSC. this is not only a good move from the 
environmental perspective, but it will also affect 
the bottom line by allowing the distributor to 
land work that requires COC certification. 

For more information on becoming COC  
certified, visit www.fsc.org.
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Pocket

W 
ith an increasing focus on smaller 
living spaces and more efficient use of room 
in commercial buildings, many architects are 

looking for ways to maximize every square foot in their 
designs. A popular space-saving solution is the pocket 
door, which slides along its length—often on an overhead 
track—and disappears into a compartment (or pocket) 
in the adjacent wall. These are wonderful space savers 
compared to a hinged door; a single pocket door can add 
an average of 10 square feet of floor space.

Many people have seen these in older homes, especially 
Victorian Style Homes and the elegant homes of the 1890s. 
In these structures, there are often wood pocket doors 
between the foyer and the drawing room or going into 
the dining rooms. These show up so well in the old black-
and-white films and make for a dramatic moment when 
the double pocket doors are either opened or closed by the 
“man or woman” of the house.

Modern residential uses include bathrooms, closets, laun-
dry or utility rooms, or offices. The writer of this article has 
one between the laundry and kitchen areas of her home. 

Space-Saving
Answer to Privacy

By Rachel S. Smith
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This allows easy access with mini-
mal required floor space in between 
these areas, and the laundry room 
can be easily closed off to mini-
mize sound travel into the living 
areas of the house. There is a nice 
architectural effect offered by the 
use of pocket doors, and they are 
also recommended for homes with 
disabled residents to make it easier 
to move from room to room.

Commercial Use of Pocket Frames

But what about the use of pocket 
doors and frames in modern commer-
cial applications? Although some 
of the uses are similar to residential 
(bathrooms, closets, etc), the type of 
building is, of course, different. 

For instance, many hotels now 
have pocket frames between the 
bathrooms and the guest bedrooms. 
(See Diagram 1.) This is a huge 
space-saving advantage for build-
ings with multiple units and 
high construction costs. Figure a 
200-room hotel x 10 square feet per 
room in space savings and you have 
2,000 fewer square feet of construc-
tion costs. 

Another application is in doctors’ 
offices and hospitals—quite often in 
the examining rooms—and in small 
offices, such as going into a small 
break area. (See photo.)

It must be noted at this point, that 
these frame typically cannot bear 
a fire label; they do not meet the 
criteria of being self-closing, or self-
latching. But the typical applications 
as mentioned above do not need to 
have labeled openings.

Facia

The facia on the pocket frame is 
used to hide the track from view 
after installation. The typical facia 

height on a Karpen Steel pocket 
frame is 2½". Based on the track and 
the head being used, this will cover 
the track. It’s important to match 
the average track height of the track 
with the correct head detail, or the 
facia will not cover the track. 

Track Selection:

Many of the tracks available for 
pocket doors are designed for use 
with residential 1 3/8" thick hollow-
core wood doors weighing less than 
75 pounds. Make sure that the track 
you select can accommodate the 
weight of the door you are using. 
There are tracks on the market that 
can easily support the weight of a 
200-pound hollow metal door. 

Average Track Height and Head 
Condition of Frames

Tracks from different manufactur-
ers have different average track 
heights. The adjustability makes 
it easy to adjust the bottom clear-
ance depending on actual floor 
conditions, such as carpet or tile. 
So, depending on the average track 

height being used, and the manufac-
turers head configurations, choose 
a combination that will assure that 
the track will be covered by the facia. 
On the example shown (see Diagram 
3), an average track height of 3 ½" 
requires the use of a Heavy Duty 
Track Head with an inverted stop of 
1 ½". This, along with the 2 ½" facia, 
will give a total coverage of 4"

Calculating Net  
Door Height 

You’ll need to figure out the total 
available height in the door opening. 
For instance, if there is a recessed 
head, add the amount of the recess 
to the nominal door opening height. 
Two of the typical inverted stop 
dimensions on hollow metal frames 
are 5/8" and 1½", depending on the 
average track height being used. 
For this example, we will use the 
1½" inverted stop dimension in the 
head. This, added to the nominal 
7'-0" door opening height, gives a 
total available height of 7'-1½". From 
this, subtract the door undercut, 
then subtract the average track 
height. (The typical door undercut 
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is ½", while the average track height 
varies by manufacturer and model 
of the track.) On Diagram 3, the track 
height ranges from 3¼" to 3¾", thus 
giving an average track height of 3½". 
7'-1½" minus the ½" door undercut 
minus the 3½" average track height 
gives a net door size of 6'10" (82"). 

Pocket Frame  
Units for Accessibility:

One of the advantages of the use 
of pocket frames is the greater ease 
of opening compared to traditional 
doors with hinges. Also, the clear 
opening required is easier to calcu-
late, as there is no hardware stick-
ing out from the door that would 
impede passage.

There are two major consider-
ations in using pocket frames for 
handicap accessibility. The first is 
the required clear opening. The nice 
thing about this requirement is that 
the hardware sticking out of the 
face of the door does not interfere 

with this clear opening, as is the 
case with swing doors. The clear 
opening is the width from the strike 
jamb to the edge of the door in its 
fully open position.

The second consideration is the 
ability of the person operating the 
door to open or close the unit. A 
traditional pocket door slides all the 
way back into the pocket. To pull it 
closed, a person needs to grab the 
door edge and pull—which is not 
ADA friendly. Instead, what we see 
happening is that the door unit is 
designed so that in the fully open 
position, the door sticks out 3”-4” 
into the door opening of the pocket 
frame. Accessible pulls are put 
onto both sides of the door for easy 
operation. (See Diagram 4.) 

With the combination of the 
two factors discussed, a 34” clear 
opening requires either a 37” or 38” 
door opening width. In this case, 
the pocket is shorter than the door 
opening. 

Installation Basics

Recently, the author was asked the 
following question regarding the 
installation of a pocket frame: “Do 
we need to have the track and door 
and hardware to install the frame?” 

This question has a two-fold 
answer: no the track is not needed 
to do the actual frame installation; 
however, you cannot install the 
sheet rock on the pocket part of 
the frame until the track, bumpers 
and other associated hardware are 
installed. Of course the person on 
the other end of the phone smiled 
at that thought and said, “Oh, of 
course!” You lose the ability to 
attach the track into the head of the 
pocket once the pocket is covered 
up. Sometimes what seems logical 
regarding installation is not thought 
all the way through by the install-
ers, many of whom are commercial 
installers without a lot of experience 
with pocket frames. We hope that 
we can change that thinking with 
the information supplied in this 
article.

1.�  Frame the Opening 
The rough opening width for a 
pocket door seems very large 
because you are framing out for 
both the opening and the pocket. 
For instance, for a nominal door 
size of 3’ 0” in width, a Karpen 
Steel pocket frame would have 
an overall width of 6’ 4”. Check 
with the manufacturer of the 
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pocket frame for their exact 
requirements. The rough opening 
required would be slightly larger 
than the overall width to allow 
installation of the frame. It is 
typically recommended to wait 
to frame the wall to the pocket 
frame after it is received on site, 
or only frame to the jamb side—
leaving the pocket side open until 
frame is received. 
The rough opening height would 
be the nominal door opening 
size plus the head face plus ¼” 
for installation clearance. For a 7’ 
0” nominal door opening, with 
2” face head, the required rough 
opening would be 7’ 2 ¼”.

2.�  Install Pocket Door Hardware
Using a hacksaw, cut the pocket 
frame track to the exact required 
length, then install it using the 
brackets and fasteners supplied 
with the track.  
If you have purchased a 
commercial pocket door hollow 
metal frame with attached 
pocket, the next step will not 
apply to your installation, as the 
attached pocket forms the stiff-
eners and acts as a steel stud at 
the end of the pocket, as shown 
in the following drawing. (See 
Diagram 5.) 

If not, you will have to install 
the pocket door jamb stiffeners 
to the head and then fasten them 
to the floor. The installation 
instructions provided with your 
kit will explain the exact instal-
lation requirements for these 
pieces. 
At this time, install the 
door pumper on the stud at 
the back of the pocket.

3.�  Prep the Door 
Finish or paint the door before 
hanging in the pocket frame. 
Since part of the door will 
remain hidden (even when the 
door is closed), it is imperative 
that this step be done before door 
installation. Be sure to get all 
the edges—especially on wood 
doors—to keep the door from 
absorbing moisture and possibly 
warping after installation. 
If you are using a wood door—
they always come with a closed 
top. However, if you are using 
a steel door, an inverted top 
end channel will not work; the 
door must have a closed top. 
And check with the hardware 
manufacturer to see if any rein-
forcement is needed in side the 
door for when the hardware is 
screwed into the door. Mount the 

door plates that hold the hangers 
onto the top of the door. Then 
hang the door, check for plumb 
and adjust height as required 
using the built-in adjustability 
of the hanging hardware. Make 
sure to take into account any 
flooring that is yet to be installed 
in the opening.

4.�  Install the Drywall (Sheetrock)
Install the drywall over the 
sheetrock using construction 
adhesive to attach it to the split 
jambs that make up the pocket. 
This prevents screws from going 
into the door area and thus 
marring the door when it travels 
back into the pocket. Use stan-
dard drywall procedures to tape 
the joints and finish the seams.

5.�  Finishing Touches.� 
There are just a few final steps 
to the installation. First, install 
the adjustable door guides at the 
mouth of the pocket. These will 
center the door in the pocket. 
Next, install the pocket facia. Put 
any required hardware such as 
strikes or locks on the frame and 
door and you are ready to start 
using your pocket door.

Pocket frames have been making 
a comeback with their practicality, 
ease of operation and ability to 
free up previously unusable floor 
space with a clean and modern 
appearance. Look at the plans of 
the next building that comes to you 
for bidding, and see where you can 
recommend the use of this often 
overlooked product.

About the Author: Rachel S. Smith is President 
of Karpen Steel Custom Doors & Frames. She 
has been at Karpen Steel for 23 years. Rachel has 
contributed a number of articles to  
Doors and Hardware and enjoys teaching 
others about custom products to fill openings. 
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recent survey found an increase in 
physical and IT breaches in schools.

Increases in physical and network secu-
rity breaches among K-12 school districts 
are hampering schools’ efforts to improve 
their overall security, according to the third 
annual School Safety Index, a survey of 
more than 400 K-12 district IT and security 
directors conducted by CDW-G.

s c h o o l   s a f e t y
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The survey measures 10 indicators and four “contra-
indicators” and sets a national benchmark that gauges 
the current state of school security.

It found that in the last 12 months, 55 percent of 
districts reported experiencing an IT breach, including 
unauthorized user access, hacking, or a virus. Sixty-
seven percent experienced a physical breach, such 
as an unauthorized person in the school building or 
vandalism.

Despite increases in the number of reported security 
breaches, three-quarters of survey respondents rated 
their cyber and physical security measures as adequate.

Most IT breaches reported in the survey originated 
internally—41 percent from students and 22 percent 
from staff or employees. Districts reported that physical 
security breaches are caused by unidentified persons 42 
percent of the time and by students 37 percent of the time.

And remaining unchanged for the third year in a row 
are districts’ top IT and physical security barriers: lack 
of funding, too few staff resources, and the need for 
more security tools.

CDW-G conducted this year’s survey with the goal of 
understanding not only what tools schools are using, 
but how they are implementing those tools and how 
school leaders view the state of school security today, 
said Bob Kirby, vice president of K-12 education for 
CDW-G.

“Districts reported gains in important areas such as 
securing buildings and networks, but many are miss-
ing the opportunity to counter increased breaches by 
sharing best practices with other districts and engaging 
district administrators regularly on security priorities 
and investments,” Kirby said.

The 2009 School Safety Index found that, on a scale 
of zero to 100 (where zero indicates the lowest secu-
rity level and 100 indicates the highest), the national 
cyber security average is 22.2. That’s down from 38.6 in 
last year’s survey. Eighty-eight percent of responding 
districts are using wireless networks, and 92 percent are 
using some type of encryption to protect data. Sixty-five 
percent of schools that do not currently have wireless 
networks are considering or will implement one within 
the next year.

Nearly all districts have Acceptable Use Policies (AUP), 
which govern how school networks are used, but only 
40 percent of districts actively enforce those policies. 
Forty percent said they spend only four hours or less per 
month reviewing questionable internet activity.
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Measured on the same zero to 100 
scale, the physical security aver-
age on this year’s security index is 
32.2. That’s down from 44.7 in last 
year’s survey. Security camera use 
increased from 70 percent in 2008 to 
79 percent in 2009. But half of districts 
surveyed reported using cameras to 
monitor only outside areas.

Thirty-six percent of districts let 
local emergency response person-
nel view camera footage in real 
time, and 24 percent are planning or 
implementing this capability in the 
next 12 months.

Emergency communications meth-
ods are on the rise, with 70 percent 

of districts reporting that they use 
a mass notification system for real-
time safety communications, up 
from 45 percent in 2008. Almost 
half—46 percent—of districts that do 
not currently have a mass notifica-
tion system are considering imple-
menting one in the next year.

“School safety is top of mind for 
administrators, teachers, and parents—
as well as students,” Kirby said.

While schools are taking more 
steps to secure their campuses and 
their computer networks, threats 
are increasing at the same time, and 
school leaders must be aware of that, 
Kirby added.

And one district can be another 
distr ict ’s biggest help: Sharing 
advice and successful security best 
practices can help districts prioritize 
their needs and make the most of 
stretched budgets, he said.

Reprinted with permission from eSchool News, 
copyright 2009. Visit www.eschoolnews.com for 
daily news and resources for K-12 educators. For 
free subscriptions please visit www.eschoolnews.
com/freeesn/index.cfm.

What’s Being Done?

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

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

those who do this work in conjunction with the Foundation understand 
the balance of life safety and security. DHI works with more than 1,500 
Architectural Hardware Consultants (AHCs) whose role it is to design every door 
opening from a use, life safety and security perspective.

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

In an effort to further our industry’s efforts on this front, the Foundation was 
in attendance at the April 23rd hearing held by the U.S. Senate Committee on 
Homeland Security and Governmental Affairs.

Foundation board member richard barnhard, FDHI, DAHC/CDC, attended 
the hearing chaired by Senator Joseph Lieberman (I-Ct) and ranking member 
Susan Collins (r-me).

“It was important for the Foundation to attend this hearing,” said barnhard. 
“In light of the tragic events that took place at Virginia tech, it is critical that the 
Foundation continue to be present and to gather—and eventually present— 
information that will help lawmakers make important legislative decisions 
regarding life safety and security.”

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

“With recent school-related incidents across the country and with the known 
dangers of fire, we knew that we could play an active role in helping organiza-
tions understand the balance between security and life safety,” said James 
tartre, an Architectural Hardware Consultant (AHC) and Foundation president. 
“Doors are instrumental to a child’s safety and we felt that we could have a 
positive impact at the Head Start Centers.”

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

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

sure you consult a DHI-certified consultant at each stage of planning, design, 
and building to best address all issues of access control. Using the knowledge 
and experience of a qualified industry expert can offer school administrators 
the tools they need to implement sound policies that ultimately ensure the 
safety of everyone within a school building and minimize the potential for 
unauthorized entry into these halls of education. Visit the DHI Web site, www.
dhi.org to find a certified consultant in your area.
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s a 100% employee-owned company we look at� our effort�s 
to minimize our environmental impact because each owner has a 
stake in our future as a company and as a member of our commu-
nity. This is a journey with no end. It will take a relentless pursuit 
to truly have zero waste and impact on the environment.

Our thoughts about sustainability as a company date back to our 
founder, John Marontate, who maintained that integrity should 
always be a part of our culture. Today that manifests itself in many 
ways, including our Continuous Improvement Initiatives to reduce 
the 9 wastes: 
	 	 n Defects	 n Overproduction	
	 	 n Waiting	 n Transportation
	 	 n Inventory	 n Motion
	 	 n Extra	Processing	 n Non-Utilized	Talents
	 	 n Environmental	Waste

Reducing these wastes inherently reduces our impact on the 
environment	and	boosts	our	financial	position	at	the	same	time.	
Our	CEO,	Mark	Lewis,	has	said,	“We	haven’t	done	a	sustainability	
project	that	hasn’t	improved	us	financially.”
The	textbook	definition	of	sustainability	is	meeting	the	needs	of	

current generations without compromising the ability of the future 
generations to meet their own needs. Having been in business for 
over	50	years,	sustainability	is	something	Woodfold	has	learned	each	

and	every	day.	We	have	also	grown	to	understand	that	true	business	
sustainability considers the relationships between environment, 
community	and	people—what	is	often	referred	to	as	the	“triple	bottom	

Woodfold’s Sustainability 

Journey
by  Justin Norman &  

Kevin Emerick

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

A

This is a journey with no end. It will take a relentless pursuit 
to truly have zero waste and impact on the environment.
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1993  We converted from a solvent-based to a water-
based coating which reduced our VOC’s and HAP 
emissions by 80%

1994  We conducted a Plant-wide energy audit and then 
implemented the following: Converted all our 
production facility lighting to metal halide lighting 
that consumes 50% less energy. Upgraded our air 
handling system which improved air quality and 
reduced our system’s electrical consumption by 52%

1997  We consolidated our work week from 5 days to 4 
days reducing employee vehicle emissions from 
commuting by 20%

1999  Since 1999 we have been recognized by Washing-
ton County for our recycling program.

2006  We replaced 60% of our metal halide lighting with T5 
and T8 lighting which operate at 50% less electricity. 
We also incorporated motion sensors in areas of low 
traffic

2007  We improved the insulation on our steam 
heating system and have seen a 21% re-
duction in Natural Gas use, resulting in ap-

proximately $17,000 in annual savings.

2007  We looked deeper into our recycling efforts and 
found more resources for recycling which brought 
the amount we recycle up to 75%.

2007  We hosted an event which provided a case study 
illustrating the benefits from combining an environ-
mental focus with the traditional Lean Manufactur-
ing (continuous improvement) focus which yielded 
ideas with savings of over $45,000 per year.

2008  We calculated our carbon footprint (Climate Registry 
Scope 1 and 2) providing us a clearer understand-
ing of where we need to focus our efforts to further 
reduce our carbon emissions

2008  We partnered with a team from Oregon State 
University to evaluate our processes looking for op-
portunities to improve energy efficiencies in order 
to further reduce our carbon footprint

2008  We achieved our Forest Stewardship Council COC 
certification allowing us to manufacture and sell FSC 
certified wood products

Woodfold's Journey starts Here! a tIMelIne

line.” Education efforts include both 
in-classroom and on-the-floor activi-
ties. Being employee-owned gives our 
entire team added incentive because 
the savings come back to everyone 
in increased profit sharing and/or 
increased stock value.

Education and improvement 
efforts are not a one-time event at 
Woodfold. We dedicate on average 
50 hours per year, per employee to 
these efforts. As with any organi-
zation or process, it takes time to 
convert traditional ways of think-
ing. That is why we refer to this as 
a journey rather than something 
that is defined with a starting and 
ending time.

Over the years Woodfold has gained 
greater understanding of potential 
impacts from the entire life of our 
products. Along the way we have 
responded by implementing various 

changes to reduce our environmental 
impact. The following initiatives high-
light our environmental journey:

Current challenges include find-
ing alternative materials (i.e. replac-
ing vinyl) and identifying outlets for 
the recycling of current materials. 
Over the years we have been fortu-
nate to be part of many environ-
mentally-focused and continuous 
improvement-focused industry 
associations to help us along on 
our journey. Such organizations 
as: Pacific Northwest Pollution 
Prevention Resource Center, 
Oregon State University Industrial 
Assessment Center, Oregon 
Department of Environmental 
Quality Technical Assistance 
Program, Washington County 
Recycle at Work Program, The 
University of Oregon Sustainability 
Classes, and the Association for 

Manufacturing Excellence have 
been valuable resources of informa-
tion. As the markets continue to 
demand improvements (for example 
through the United States Green 
Building Council LEED program) it 
will be that much more important 
to be ahead of the curve. Woodfold 
has benefitted greatly from work-
ing with manufacturers in our 
local geography to understand and 
address issues that we all face.

We recognize that there is much 
more to do and many challenges that 
lay ahead. Through the strength of 
our employees, we are committed to 
continuing this journey towards zero 
environmental impact.

About the Author: Justin Norman is the Sales 
& Marketing Manager for Woodfold and has 
been with the company for five years. Kevin 
Emerick is Woodfold’s Environment, Health, 
Safety, and Sustainability Manager and has been 
with the company for 23 years.
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e’ve all heard the mottos, “Advancing Life Safety 
and Security Solutions” and “Safely Securing the 
Built Environment,” but what’s behind the mottos? 
Of course the answer is the Door and Hardware 
Institute (DHI), but what is the real organization and 
what does it truly offer its members? As a long-time 
member, I’ve been an outsider looking in. I did some 
volunteer work as an instructor and member of the 
Education Council, but when I came on board with 
DHI, my eyes were opened to the real world—the 
HUGE world—of the Door and Hardware Institute. I 
was amazed by the number of programs, marketing 
means, committees, councils and volunteers working 
behind the scenes. There are products and services 
that are almost too many to list. What follows is but 
an overview of the various publications, resources, 
programs and services DHI offers to its members. 

Publications

Industry Watch is a bi-weekly e-newsletter that is 
emailed out to all DHI members and subscribers. It is 
packed full of information, such as:
n  Industry news including recent new hires, merger & 

acquisition activity and who’s offering new products.
n  Business Update—Industry-related excerpts from 

publications such as Reuters, Wall Street Journal, 
Forbes and more. 

n  Construction & Design—news on the latest high-
profile construction projects with contributing articles 
from trade-related publications such as American 
School & University

n  Security & Safety—articles on such subjects as school 
safety, access control, and more

Looking In

B y  G r e g  D r a ke
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n �Government�Affairs�on�DOE,�DOJ,�OSHA�and�Senate�
and�House�bills

n �Small�Business�News—updates�on�bills�and�legislation�
being�introduced�in�Congress�that�potentially�impact�
small�business�owners

n �Door�Security�and�Safety�Foundation—latest�program�
updates�and�developments�on�work�to�advance�the�
openings�industry.

n �DHI�News—a�summary�of�upcoming�DHI�National�
and�Chapter�events�

Plan Room�is�a�quarterly�electronic�publication�that�is�
e-mailed�out�to�all�DHI�members�and�available�on�the�
DHI�Web�site.�It�contains�an�Executive�Update�from�
DHI’s�CEO�Jerry�Heppes�as�well�as�a�letter�from�the�
current�DHI�President�that�keeps�members�current�on�
what�their�association�is�doing�to�advance�life�safety�
and�security.�It�also�contains�updates�on�the�Foundation,�
local�chapters,�new�members,�and�DHI�Educational�
programs.�
Doors & Hardware�is�DHI’s�monthly�magazine�
that�reaches�over�13,000�readers,�including�archi-
tects,�spec�writers,�industry�professionals,�code�offi-
cials�and�building�owners/managers.�Each�issue�contains�
an�update�from�DHI’s�CEO�and�the�Foundation�along�
with�several�case�studies,�articles�on�industry�trends,�
sales�and�marketing�articles,�technical�articles,�the�Tech�
Tip,�and�industry-related�press�releases.
The Membership Directory�is�a�virtual�electronic�publi-
cation�that�offers�the�same�look�and�format�of�a�tradi-
tional�printed�directory.�It’s�easily�accessible�from�DHI�
web�site�and�all�email�addresses�and�website�addresses�
are�hyperlinked.�The�file�can�be�downloaded�to�your�
computer�desktop�or�to�a�flash�drive�for�offline�access�on�
the�road.�You�can�even�save�“notes”�within�individual�
or�company�records—no�more�sticky�notes�or�scraps�of�
paper�to�lose.

Website

Want�to�share�that�article�you�saw�in�Doors & Hardware�
magazine�a�few�months�ago?�Miss�your�last�issue�of�Plan 
Room?�Need�a�few�more�CEP�points?�Feature�articles�
from�each�issue�of�Doors and Hardware�are�archived�
as�PDFs�as�are�past�issues�of�the�Plan Room�newslet-
ter,�and�Tech Tips�columns—all�located�online�under�
Publications.�You’ll�find�it�ALL�online�at�www.dhi.org.
The�DHI�website�is�a�highly-developed,�informative�

resource�with�far�too�many�features�to�detail�here.�
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The PERKO POWER™ door closer fits between the
door and the door jamb, so it is totally concealed
when the door is closed. The PERKO POWER™ door
closer gives you the capability to incorporate great-
looking fire and access doors into your projects
without worrying about the aesthetics being ruined
by unsightly door closer boxes.

PERKO POWER™ is engineered to the most exacting
standards of performance and quality, and has
successfully undergone rigorous testing to assure you
of its credentials and durability.

PERKO POWER™ meets all relevant UL and ANSI
standards, is maintenance-free and carries a 10-year
guarantee.

To find out more, including a host of other ‘hidden
benefits’ that concealment gives you, visit the PERKO
POWER™ website or call us for specification advice.

™

See us at DHI Conference Booth 1806
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One feature of note, however, is 
the interactive Virtual Conference 
Education or VCE, where DHI 
hosts free, interactive webinars on 
timely information and news that 
impacts your business. Can’t make 
it to a scheduled VCE webinar? 
Seminars are archived for reference 
any time. 

DHI also recently launched its 
Recession Assistance Package for 
businesses, complete with a compre-
hensive variety of programs, includ-
ing a “Best Practices Package” and 
increased advocacy, among other 
items. More details on this program 
can be found online under “DHI 
Stimulus Program.”

Finally, a virtual marketplace is 
in the works, using the annual DHI 
Expo’s Industry Marketplace as a 
model. Companies will be able to 
create presentations that can reach 
potentially huge numbers of virtual 
attendees. Alternatively, companies 
might have a private screening 
before a select group of customers 
or representatives. Presentations 
can be company-specific, product-
specific, trend-oriented…you name 
it. Imagine seeing manufacturers 
launch new products in real time!

Education

DHI is well known for excellence 
in education. Its fine reputation 
often surfaces in conversations with 
architects and those in the security 
industry. 

There are two National schools 
conducted each year that offer 
the advantages of modularity 
and a quick succession of classes. 
Students may take one of several 
sequences of classes condensed into 
several days rather than making 
several trips to attend each course. 

Furthermore, many classes build 
on one another and the National 
Schools help the students retain 
the flow of information. Since the 
first National School in Nashville in 
October, 2007, the average number 
of days for student attendance has 
increased from 2.5 to nearly 5, so the 
format is working well.

To make education more acces-
sible throughout the year, DHI 
chapters also conduct our technical 
education, allowing students yet 
another opportunity to obtain 
education without incurring the 
costs of airfare, hotel and evening 
meals. Check our web site for a 
complete list of upcoming sched-
uled classes! 

Learning Management System 
(LMS) While not actually a learning 
tool, this feature offers challenge 
exams to verify the current skill level 
for students. Challenge exams allow 
experienced people in the industry 
to “fast track” to higher education.
Fundamentals of Architectural 
Doors and Hardware—Self-Study 
Course (SSC100) Almost everyone 
knows we have the SSC100, a 
starting point for everyone pursuing 
DHI Education. DHI is in the early 
stages of developing online educa-
tion, with actual archived video of 
instructors in action, to provide a 
virtual in-class experience.
Education Resource Guide (ERG) 
This online reference provides 
a complete overview of the DHI 
education program—from course 
offerings with descriptions, learning 
objectives and class prerequisites to 
certificate and certified consultant 
requirements. It answers all of the 
frequently asked questions and is 
formatted to walk you through the 
steps and courses required for certi-
fication from start to finish.

Technical Services

DHI takes calls from many different 
entities, all looking for the ultimate 
resource for information relating 
to hardware and doors. Questions 
come from not only members but 
code officials, manufacturers, archi-
tects, engineers, lawyers, govern-
ment officials, and on and on. The 
questions range from the simple, 
such as locating obsolete products, 
to the technically complex. 

Certification

Many look to DHI as a source 
for career guidance in the field of 
doors and hardware. DHI provides a 
channel for not one, but four differ-
ent certifications for members to 
demonstrate their experience and 
proficiency of industry knowledge: 
Architectural Hardware Consultant 
(AHC), Certified Document 
Consultant (CDC), Electrified 
Hardware Consultant (EHC), and for 
consultants attaining each of the three 
primary credentials, are afforded the 
distinct status of the Architectural 
Openings Consultant (AOC). 

Lastly, DHI is the education source 
for Fire Door Assembly Inspection 
program, wholly supported by 
certification by Intertek (through its 
Warnock Hersey Mark), insurance for 
risk management, and the support of 
the Foundation working to advance 
the Industry and its initiatives.

Promoting Industry Advancement

Most members view DHI’s primary 
role as offering education and 
certification for its members, and it 
certainly is, but what about the Door 
Security and Safety Foundation? 
The Foundation has taken on the 

WE’RE FAMOUSLY FAST, AND

WE CAN HANDLE
VOLUME, TOO.

With the industry’s fastest turnaround times,
Karpen Steel creates highly customized doors and
frames in 10 days or less. We can produce up to
40 doors and 75 frames per shipment with the same
attention to quality given to smaller orders. Whatever
the size of your request, we’ll provide you with quality
hollow metal products when you need them, standing
by – and behind – everything we produce.

See our website for product details, and contact
us for a quote.

www.karpensteel.com

Rachel S. Smith, president of Karpen Steel, 
listening to The Doors.

181 Reems Creek Rd., Weaverville, NC 28787
(828) 645-4821 • (800) 851-2131 fax
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role of educating AHJ officials on 
the importance of fire door assembly 
inspections while simultaneously 
creating awareness for DHI goals. 
DHI has created a training program 
that provides all students with door, 
frame and hardware product and 
application knowledge. This is a 
whole new channel for code enforce-

ment and a whole new source of 
revenue for many members, while 
making the built environment safer 
for society. The Foundation is also 
responsible for tracking legislative 
issues that can impact our industry. 
One current example is H.R. 748—
Campus Safety Act of 2009. This bill 
would create a national center for 

campus safety and the Foundation 
is already on top of it, tracking grant 
monies and providing scholarships.

Conference & Expo

This is the premier event devoted 
to the architectural openings 
industry, offering on-site educa-
tional opportunities, new product 
offerings, networking opportuni-
ties, and much more! It’s the only 
time each year that key people 
in our industry gather together 
on a large scale for face-to-face 
meetings. That’s why the event is 
moved from year to year to various 
cities. With an average of 70% of 
attendees coming from outside the 
hosting region, it’s the best way for 
more people to become involved, 
apart from local chapter events. 

Volunteer Organization

We have been asked by other 
industry associations, “How does 
DHI get the volunteers that it has?” 
The answer is found in the pride 
and dedication of its members to an 
industry rich with tradition, famous 
for its hard work and truly forward-
thinking in its endeavors.

DHI depends heavily on volun-
teers for everything from teaching 
our courses to guiding content 
for the magazine. The programs, 
services and products offered to 
members are largely brought about 
by this body of dedicated volun-
teers within our industry, so it’s 
important to realize the breadth and 
variety of volunteer positions. 

Audit Committee
Awards Committee
Board of Certification
Board of Certification Nominating 

Committee
Board of Governors

STANDARD 
& CUSTOM

BOLLARD POSTS

The INGRESS’R®

Provides access for all with activation
from any approach and height

Patented 2.5” wide x 36” tall  center activating column

Vandal and weather-resistant 

Fast installation, retrofit and new–
can be wall- or bollard-mounted

Hard-wire or wireless option

Standard 6” square and round; other sizes available 

Finishes: Stainless, Anodized Aluminum, 
Aluminum for paint, Clad Brass (square only) or

Rectangular Clad Stainless or Brass

Design flexibility allows for mounting of intercoms,
card readers, and more

intercom

card reader

4x4 switch

877.421.9490
sales@wikk.com • www.wikk.com

6” dia. Stainless Steel surface-mount bollard 
with welded cover and multiple preps

AUTOMATIC DOOR ACTIVATION SOLUTIONS
by

END VIEW of STANDARD INGRESS’R
showing tapered profile

6” SQUARE
STAINLESS
with 
Stainless 
Hood
for Two 
Devices

STANDARD 
& CUSTOM
SWITCHES 

MOUNTS & 
ACCESSORIES
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Board of Governors Nominating 
Committee

Chapter Leadership Council
Chapter Leadership Committee
Code Technical Advisory 

Committee
Conference and Exposition Council
Conference Host Committee
Distinguished Consultant Selection 

 and 
Evaluation Committee
Editorial Board
Education Council
Education Council Task Force
Elected officers
Exam Proctors & Graders
Finance Committee
Independent Sales Agents Council
Instructors
Officers Nominating Committee
Strategic Advisory Council
Sustainability Committee
Among these volunteers and the 

services they offer, I would be remiss 
to leave out our good friends to the 
North at DHI Canada, an entity of 
DHI that offers Canadian members 
all the important functions provided 
by the Institute at the National level.

Looking to increase your network-
ing opportunities? Just want to get 
involved? DHI offers a wide range of 
committees, task forces, and boards 
for members to keep in the know of 
Industry trends and help advance 
DHI’s work to meet and exceed the 
needs of members. 

Summary

After getting my thoughts down for 
this article in one place, I hope to be 
able to offer a better picture and under-
standing of these services and prod-
ucts offered through your member-
ship to OUR association. These efforts 
don’t happen accidentally. There is 
a constant refinement process going 

on at DHI. The dedicated staff strives 
daily to create new opportunities, 
build new relationships and forge new 
channels for business. The team at 
DHI is truly awesome. Their sincere 
appreciation of the volunteerism 
within our industry, their conscien-
tiousness to do the right thing, and 
their fair-mindedness are stand-out 

qualities many organizations envy. 
So, take advantage of the myriad of 
products and services the Door and 
Hardware Institute has to offer! 

About the Author: Greg Drake, AHC is DHI’s 
new Associate Director of Certification/Technical 
Services. He can be reached at GDrake@dhi.org. 
He can be reached at 703/766-7035
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SIGNIFICANTLYREDUCED REGISTRATIONFEES

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

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

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

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

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

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

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

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

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

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

schedule at-a-glaNce

tuesday, september 15

12:00 pm - 5:00 pm Conference Registration

Wednesday, september 16

8:00 am - 8:00 pm Conference Registration

8:30 am - 12:15 pm Industry Marketplace

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

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

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

thursday, september 17

8:30 am - 7:00 pm Conference Registration

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

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

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

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

friday, september 18

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

8:00 am - 5:30 pm National Education

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

saturday, september 19 to friday, september 25

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

8:00 am - 5:30 pm National Education

*Times subject to change.

cONfereNce hIghlIghts
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Wednesday, September 16

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

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

Thursday, September 17

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

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

ExpositionDHI’s 34th Annual Conference and Exposition is your ONLY opportunity this year to 
meet face to face with the largest number of industry leading manufacturers and 
suppliers in one location. Over 120 companies will be exhibiting the latest tech-
nologies, products and services which offer solutions and opportunities for your 
business. Learn about new developments that directly impact the openings industry, 
your company, and your career.

34th AnnuAl ConferenCe & 

Security Metal Products/
Security Acoustics

Security Door Controls
SELECT Products Ltd.
Simon Door Co. LLC
Software for Hardware
Stier Steel Corp.
Strek-O Doors LLC
Supa Doors Inc.
Tanner Bolt & Nut Corp.
Tempo Hardware, Inc.
Timely Prefinished Steel 

Door Frames
Top Notch Distributors Inc.
Total Opening Application 

Developers
Townsteel Inc.
Trans Atlantic Company

TRIMCO
Underwriters Laboratories 

Inc.
Unison Architectural 

Hardware
VT Industries, Inc.
Warminster Fiberglass 

Company
Wikk Industries Inc.
Woodfold Mfg., Inc.
Woodtech Trading 
Company, Inc.
Zero International, Inc.

ABH Manufacturing
A & L Shielding
Access Information 

Technologies, Inc.
Accurate Lock and Hardware 

Co., LLC
Activar Construction Product 

Group
Alarm Lock Systems, Inc.
The Algoma Group
ALOA - Associated Locksmiths 

of America
Ambico Limited
Ampco Products, Inc.
Anemostat Door Products
ASSA ABLOY Americas
BDHHI (Baldwin & K2)
BASF-NGFL Inc.
BMG Door Hardware Inc.
Boyle and Chase, Inc.
Brey-Krause Manufacturing
C. R. Laurence Company, Inc.
Cal-Royal Products/DKS Steel 

Door & Frame
Cendrex
Comsense, Inc.
Concept Frames Inc.
CORRIM Company
Construction Protection 

Systems LLC
Construction Specialties Inc.
Custom Metal Products
Daybar Industries, Limited.
Dayton Industries, Inc.
Deansteel Manufacturing 

Co., Inc.
The Delaney Co.

Detex Corp.
Dictator US, Inc.
Direct Security Supply
Distribution One Inc.
Don-Jo Manufacturing, Inc.
Door and Hardware Systems 

Inc.
Door Controls International
Doorland Group
DSA Door Seals of Australia
DORMA Architectural 

Hardware
Dunbarton Door & Entry 

Systems
Eggers Industries
Everest Metal Products
FIB-R-DOR Div. of Advance 

Fiberglass, Inc.
Fingershield Safety USA Inc.
FMS Inc.
General Partitions Mfg.
Gensteel Doors
Haley Brothers, Inc.
Harring Doors
HMMA Div. of NAAMM
HMF Express, LLC
Hollow Metal Xpress
Hunter Access Technologies 

Inc.
Ingersoll Rand Security 

Technologies
Intertek Testing Services
Just Door Toolz
Kaba Access Control
Karona Door
KVAL, Inc.
L. E. Johnson Products, Inc.

Lambton Doors
LARCO
Lawrence Hardware /

Cambridge Door
Lorient North America
Lund Equipment Co., Inc.
MARKS USA
Marshfield Door Systems, Inc.
Marwin Co.
Medallion Entry Systems
MegaMet Industries
Mesker Door-Design 

Hardware
Midwest Wholesale Hardware
MIFAB
Millennium Door
MMF Industries
Mohawk Flush Doors, Inc.
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SIGNIFICANTLYREDUCED REGISTRATIONFEES

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

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

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

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

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

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

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

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

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

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

schedule at-a-glaNce

tuesday, september 15

12:00 pm - 5:00 pm Conference Registration

Wednesday, september 16

8:00 am - 8:00 pm Conference Registration

8:30 am - 12:15 pm Industry Marketplace

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

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

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

thursday, september 17

8:30 am - 7:00 pm Conference Registration

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

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

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

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

friday, september 18

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

8:00 am - 5:30 pm National Education

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

saturday, september 19 to friday, september 25

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

8:00 am - 5:30 pm National Education

*Times subject to change.

cONfereNce hIghlIghts
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Wednesday, September 16

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

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

Thursday, September 17

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

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

ExpositionDHI’s 34th Annual Conference and Exposition is your ONLY opportunity this year to 
meet face to face with the largest number of industry leading manufacturers and 
suppliers in one location. Over 120 companies will be exhibiting the latest tech-
nologies, products and services which offer solutions and opportunities for your 
business. Learn about new developments that directly impact the openings industry, 
your company, and your career.

34th AnnuAl ConferenCe & 
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Sponsored by the Foundation and the Door and Hardware Institute
2009 Forum For tHe Future

Located at the Gaylord Palms Resort and Convention Center

•	 What will be the end result of the government 
bailouts and should we expect more?

•	 When will the recovery begin?

•	 What impact might the Administration have on 
the economy?

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

•	 How will those forecasts directly impact my 
company?

•	 What leading economic indicators should I be 
watching?

•	 What about inflation and interest rates? 

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

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

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

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

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

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

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

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

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

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

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

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

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

and

don’t Miss the 
release of 
cutting-edge 
Industry research!
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INDUSTRY MARKETPLACE
Wednesday, September 16  •  8:30 a.m. - 12:15 p.m.  •  Gaylord Palms Resort & Convention Center

Surviving To Thriving, Preparing To Prosper!
Visit DHI’s conference web site for newly added participants and session descriptions at www.dhi.org

2009 Industry Marketplace Sessions
ACCESS IT
Introduction to contractERP®

8:� 30 a.m. – 9:� 15 a.m.

Osceola 3, Ballroom Level, Open to Public
Generic business software applications say they can help you optimize 
your business effectively and manage your accounting, inventory and 
distribution processes.  But, for the Architectural Openings Distributor, 
that’s the same as forcing a “Square Peg Into A Round Hole”. The software 
that runs your business needs to fi t the way YOU conduct business.  Learn 
how contractERP® extends the power of a proven, world-class business 
application, with specifi c functionality for the openings distributor.

The Backbone of contractERP®

9:� 30 a.m. – 10:� 15 a.m. 

Osceola 3, Ballroom Level, Open to Public
Now that you have seen how contractERP® can revolutionize the operations 
side of your business, come see the core that lies beneath.  contractERP® 
provides complete fi nancial management, inventory control, and business 
analytics all within specifi c functionality designed to serve the needs of the 
Architectural Openings Distributor.  In this session you will experience why 
over 70,000 companies have come to rely on Dynamics-NAV, the backbone of 
contractERP®.

Participate in DHI’s 2009 Industry Marketplace and 
experience informative educational sessions conducted by 
this year’s Exhibitors. Meet face to face with your strategic 
business partners away from the busy tradeshow fl oor 
and learn about their new products and plans. With a 
fi nger on the pulse of today’s quickly changing business 
environment, they have the in-depth knowledge and 
experience to help you stay competitive. 

Don’t miss this opportunity to network with these key 
industry leaders and your peers and discover evolving 
trends and business practices that will keep you on the 
cutting edge.

More information about participating Exhibitors and their 
programs will be made available prior to the event. In the 
meantime here is a sample of this year’s participants:
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contractERP®:� ROI and Tax Benefits
10:�30 a.m. – 11:�15 a.m.

Osceola 3, Ballroom Level, Open to Public
Companies that have implemented contractERP® have 
been able to realize significant benefits in efficiency and 
profitability.  In this session you will learn what areas of your 
business can benefit most.  Added to that, recent economic 
stimulus efforts by the US Government have created tax 
incentives for investing in your business.  See how ROI plus 
economic stimulus combine to make 2009 THE year to 
invest in contractERP®!

contractERP®:� Results Matter
11:�30 a.m. – 12:�15 p.m.

Osceola 3, Ballroom Level, Open to Public
Come learn how your industry colleagues have implemented 
contractERP® and what a significant impact it has made 
on their business.  Follow these users from initial setup 
and implementation through to final go-live.  You will see 
how they have been able to derive significant benefits for 
both the operations side of their business as well as new 
efficiencies in accounting, financial management, and 
inventory control.

ANEMOSTAT DOOR PRODUCTS  
Learning to Sell Glazing:� It’s not a “pane in the glass”.
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Sarasota 3, Ballroom Level, Open to Public
Increase your bottom line by realizing that selling glass and 
glazing products is not hard to do. Learn how to furnish the 
right glazing along with your doors, frames and hardware.  
We’ll help you understand how fire, safety, budget and IBC 
code issues can help create new business.  We’ll also be 
introducing two new products:� StormPro, a Florida Building 
Code approved, Hurricane-rated lite kit and glass system, 
and WoodPro, a new concept in wood veneered lite kits.

COMSENSE
Town Hall
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Daytona 1, Ballroom Level, Open to Public
Join us for a discussion about what has been happening 
at Comsense over the past year, new software feature 
announcements, and where we are headed in the 
future.  We welcome existing customers and those who are 
looking to learn more about Comsense.

THE DELANEY CO.
Discover the Difference- Discover Delaney
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Sarasota 2, Ballroom Level, Open to Public
Come learn about the new “state-of-the-art” Privex Digital 
Door Lock. Can’t be picked, can’t be bumped, Privex offers 
premium convenience, security, and durability for single-
family or multi-family applications at an affordable price. 

AND…while you’re with us we’ll demonstrate how The 
Delaney Co. can save you time and money on your next door 
hardware order.

DISCOVER DELANEY. We keep your stress level LOW.

DOORLAND GROUP
Wow it’s HOT in here…...As things heat up….   
Ensure you’re protected…… With our Fire Rated Doors!
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. - 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Daytona 2, Ballroom Level, Open to Public     
Come join us for a cool drink and see why The Doorland 
Group is your answer to doors.  We manufacture MDF paint 
grade and veneer doors, Stile and Rail solid wood doors, 
with state-of-the-art equipment and IN HOUSE finishing.  
Our styles, creativity and quality just can’t be beat!  So what 
are you waiting for?   
Come on in….

DORMA ARCHITECTURAL HARDWARE
DORMA By Choice
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Naples, Ballroom Level, Invitation Only  
DORMA will present a review of new products, plans and 
training programs that will help you grow your business.  
Join us for this informal session and the opportunity to meet 
key people within our organization.
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10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Sarasota 2, Ballroom Level, Open to Public
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Join us for this informal session and the opportunity to meet 
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Surviving To Thriving, Preparing To Prosper!
Visit DHI’s conference web site for newly added participants and session descriptions at www.dhi.org 

EMULLION CORPORATION
Introduction to e/PWS
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Sanibel 3, Ballroom Level, Open to Public
Come see what everyone has been waiting for:�  Software 
that changes the way an industry does business, “Software 
That Brings an Industry Together”, e/PWS.  Introduction will 
cover estimating, detailing, scheduling, submitting (including 
drawings), purchasing, shipping, and much more.

GENERAL PARTITIONS
General Partitions Estimating & Design Software Class
8:�30 a.m.– 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Gainesville 1, Ballroom Level, Open to Public
Learn how to master the easiest and most useful software 
program for designing your toilet partition layouts.  Simply 
select the layout required, input the measurements, and 
in seconds the drawing is completed as well as your price 
quote.

HOLLOW METAL MANUFACTURERS ASSOCIATION 
(HMMA) DIVISION OF NAAMM
Introduction to the Hollow Metal Manual
8:�30 a.m. – 9:�15 a.m., 10:�30 a.m. – 11:�15 a.m.

Sarasota 1, Ballroom Level, Open to Public
NAAMM’s Hollow Metal Manual includes 16 sections 
covering all aspects of hollow metal doors and frames, plus 
a Tech Notes on related items.  The presentation will provide 
an overview of the standards and guide specifications, which 
make up the manual, including information on where to find 
and how to use the information.  There will also be a review 
of the Tech Notes which address often confusing aspects of 
hollow metal construction. 

Installation of Hollow Metal Frames
9:�30 a.m. – 10:�15 a.m., 11:�30 a.m.  – 12:�15 p.m.

Sarasota 1, Ballroom Level, Open to Public
NAAMM Standard HMMA 840-07, Guide Specifications for 
Installation and Storage of Hollow Metal Doors and Frames 
provides a wealth of information on installation of hollow 
metal doors and frames.  The presentation will focus on 
correct installation of frames, the key to a successful hollow 
metal application, with an in-depth look at jamb anchors 
used in various wall types.  This is a must for distributors 
and others who install or oversee installation of hollow metal 
doors and frames.

INGERSOLL RAND SECURITY TECHNOLOGIES
Schlage AD-Series Electronic Lock Product Introduction
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Osceola 1-2, Ballroom Level, Invitation Only
First Look at DHI!  Learn about the innovative new electronic 
lock from Schlage. You’ll see how this new solution is 
flexible, adaptable and scalable to fit your customers’ needs 
now and keeps their investment as safe as their facility 
— no matter what the future holds.  And, find out how its 
open architecture platform, the customizable options and 
configurable features will make it hard to find an application 
that it won’t be perfect for. 

SOFTWARE FOR HARDWARE
Product Overview
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Osceola 4, Ballroom Level, Open to Public
Learn how to quote a job (including Installation Labor), 
prepare a Hardware Schedule, Door/Frame Schedule, 
Division 10 Schedule, draw Door/Frame Elevations, prepare 
Shop Fabrication Reports, Create Purchase Orders, Picking 
Tickets and Packing Slips. You will also see how to create 
Sales Proposals/Orders and much more.
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STREk-O DOORS
The Stimulus Package Needed in Today’s Market 
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Gainesville 2, Ballroom Level, Open to Public
Visit us to discover the specialty products and capabilities 
Strek-O Doors offers to give your company an edge in 
the marketplace. We will discuss how Strek-O Doors’ 
architectural wood doors can be manufactured with exotic 
veneers from Anigre to Zebrawood, special construction, 
blueprint matching, oversized widths and/or lengths, and 
quick ship options. There will be many exotic veneers on 
display, and a free gift for everyone who attends.   

TOAD, LLC
Software Tools for Productivity, Precision & Presentation
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Tampa 1, Ballroom Level, Open to Public
Introduction to the TOAD “Software Toolset”:� See how our 
independent software components & applications help 
with everyday tasks. This session will introduce our 
Hardware Configurator, C.R.T. (Catalog Replacement Tool), 
Door Designer and our latest creation...Add-Libs (a tool for 
managing PDF libraries such as catalogs, price-books and/or 
templates).  See how our tools can be used to compliment any 
detailing or business system.

TRIMCO
An Introduction to Bronzecraft
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Tampa 2, Ballroom Level, Open to Public 
The seminar will focus on a new line of semi-custom 
bronze hardware known as Bronzecraft. We will discuss our 
casting process, available finishes, and each of our product 
offerings. We have the ability to adapt this hardware line 
to various locking devices made by other manufacturers.  
The seminar should appeal to Architects, designers and 
specification writers.  Bronzecraft is dedicated to the distinct 
old world style that is deeply seeded within all of us.

VT INDUSTRIES, INC.
Assisting Our Customers Through New Products and 
Innovations
8:�30 a.m. – 9:�15 a.m., 9:�30 a.m. – 10:�15 a.m.,  
10:�30 a.m. – 11:�15 a.m., 11:�30 a.m. – 12:�15 p.m.

Miami 2, Ballroom Level, Invitation Only
We will share steps that we have taken to assist our 
customers through these economic times.  We will discuss:�  
New Products, New Services, New Ratings, New Coatings.  
All of these items are designed to help our customers grow 
their market share.  

Don’t miss this opportunity! 
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Surviving To Thriving, Preparing To Prosper!

Identify And Understand The New Leed 
V3 (2009)
Presented by Bruce Larson, National Architectural Account 
Manager, Mohawk Flush Doors. 

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

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

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

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

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

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

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

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

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

developments within our industry. To help keep you abreast of this increasingly important topic in our 
industry, each session will be offered at three different times on Friday morning.
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First Name m.i.  Last  Name iNFormaL For Badge 

titLe CompaNy

street address (wiLL Be used iN CoNFereNCe atteNdee BookLet)    q CheCk iF New address 

City   state/proviNCe CouNtry Zip+4/postaL Code

daytime phoNe  Fax   spouse’s Name (oNLy iF spouse is registeriNg)

e-maiL   weB site 

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

DHI ConferenCe anD  
exposItIon attenDee regIstratIon

o Check enclosed, payable in U.S. dollars to: DHI    o  VISA   o MC   o AMEX      

Exp. Date____________________________________   Card Number_________________________________________________

Cardholder’s Name (print) ____________________________________________________________________________________

Signature _______________________________________________________________________________________________

Cardholder’s Full Billing Address _______________________________________________________________________________

  ______________________________________________________________________________________________________

Important Dates:
September 15, 2009
On-site registration opens at the 
Gaylord Palms Resort and Conven-
tion Center.

regIster
On-Line:  www.dhi.org

By Phone: 866-977-3667
Mon – Fri 8:30 am – 5:30 pm EST

By Fax: 703-222-2410
All faxed registrations must include 
credit card payment.

By Mail:
DHI Registration 
14150 Newbrook Drive 
Suite 200 
Chantilly, VA 21051

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

Buy One Day Of 
eDucatiOn, attenD  

the Dhi cOnference  
& expOsitiOn  

fOr free!

Full ConFerenCe PaCkage

Member/Non-Member Fee $225/$325 = $ _________

Spouse  $125 = $ _________

Team PriCing (DisTribuTors anD sales agenTs only)

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

one-Day Pass   

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

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

naTional eDuCaTion regisTraTion

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

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

ConFerenCe evenTs

Please indicate the number of persons attending each event.

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

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

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

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

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

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

TOTAL = $ __________

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

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

PrOceSS SecureLy OnLine AT www.dhi.Org
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ConFerenCe evenTs

Please indicate the number of persons attending each event.

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

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

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

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

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

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

TOTAL = $ __________

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

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

PrOceSS SecureLy OnLine AT www.dhi.Org

2009 CONF AttRegForms_Sept.indd   1 8/7/09   4:56 PM
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A&L Shielding, Inc.
Booth #1826

268 Old Lindale Road
Rome, GA 30161‑6768
(706) 235‑8822; (800) 329‑5323
Fax: (800) 329‑5320
alshield@alshielding.com
www.alshielding.com

A&L Shielding supplies lead‑lined wood and 
hollow metal door assemblies, lead‑lined 
hollow metal frames, bullet‑resistant 
openings and other custom shielded 
openings.

ABH Manufacturing
Booth #1326

1222 Ardmore Avenue
Itasca, IL 60143
(630) 875‑9900
Fax: (800) 932‑9224
www.abhmfg.com

ABH Manufacturing Continued—
ABH continues to expand with new and 
innovative products. ABH’s sister company 
Omega Door Frames is the manufacturer of 
interior aluminum door frames.

Access Information Technologies, Inc.
Booth #913

35 Pinelawn Road
Suite 204E
Melville, NY 11747‑3111
(631) 756‑2700; (866) 743‑5665
Fax: (631) 756‑2910
www.contracterp.com

Contract ERP, powered by Microsoft 
Dynamics—NAV, provides door and 
hardware distributors with industry 
specific inventory control, accounting, job 
management, and detailing integration in 
one unified solution.

Accurate Lock and Hardware Co., LLC
See Our Ad on Page 58

Booth #1809

One Annie Place
Stamford, CT 06902
(203) 348‑8865
Fax: (203) 348‑5234
www.accuratelockandhardware.com

Manufacturers of custom locks and 
architectural hardware. Specialists in 
restoration projects.

Activar Construction Products Group
See Our Ad on Page 73

Booth #1220

4450 W 78th Street Circle
Bloomington, MN 55435
(952) 835‑6850 
Fax: (952) 835‑2218
www.activarcpg.com

Activar Construction Products Group is 
the parent company of JL Industries, Inc., 
Air Louvers, Inc., and Hiawatha, Inc. See 
individual company products.

ADAMS RITE Manufacturing Company, 
An ASSA ABLOY Group Brand
Booth #1407

260 Santa Fe Street
Pomona, CA 91767‑2116
(909) 632‑2300; (800) 872‑3267
Fax: (909) 632‑2372
sales@adamsrite.com
www.adamsrite.com

Adams Rite is a 100‑year‑old manufacturer 
of exit devices, electric strikes, narrow stile 
locks and latches, access control hardware 
and the Rite Door Integrated Fire Door.

Air Louvers, Inc. Division of Activar 
Construction Products Group
Booth #1220

6285 Randolph Street
Commerce, CA 90040
(800) 766‑0660; Fax: (323) 726‑0338
www.airlouvers.com 

Historically Significant
State-of-the-art manufacturing to achieve 
time-honored standards.

Historical Reproductions

www.accuratelockandhardware.com203.348.8865USA
MADE IN

Lock and Hardware
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Activar Continued from page 58—
The commercial construction industry 
turns to us for products that provide 
outstanding performance. We specialize in 
manufacturing door louvers and vision lites, 
plus fire and impact‑rated glass.

Alarm Lock Systems, Inc.
Booth #1307

345 Bayview Avenue
Amityville, NY 11701‑4871
(800) 252‑5625; Fax: (631) 789‑3383
www.alarmlock.com

A strong reputation as a respected leader 
in door technologies, our electronic access 
locks provide keyless access dependability, 
time‑automated security and a wealth of 
management information.

Algoma Hardwoods, Inc.
See Our Ad on Page 73

Booth #1521

1001 Perry Street
Algoma, WI 54201
(920) 487‑5221; (800) 678‑8910
Fax: (920) 487‑3335
sales@algomahardwoods.com
www.algomahardwoods.com

For more information about our Algoma 
Express distribution centers, please see 
Algoma Express.

Ambico Limited
Booth #1020

1120 Cummings Avenue
Ottawa, ON K1J 7R8, Canada
(888) 423‑2224; Fax: (800) 465‑8561
www.ambico.com

Manufacturer of specialized doors 
and frames, certified by independent 
laboratories, including: steel\wood acoustic; 
blast‑resistant; steel\wood bullet‑resistant; 
detention; lead‑lined, stainless steel; brass/
bronze clad; tornado.

American Building Supply,
The Millennium Collection
Booth #1021

8360 Elder Creek Road
Sacramento, CA 95828‑1705
(916) 503‑4192; (888) 454‑2888
Fax: (888) 454‑2889
www.millenniumdoors.com

Infinity, Encore and Ovation: 140+ designs, 
custom flexibility and fire ratings to 90 
minutes. Infinity: integral panel feature 
dramatic inlaid moldings. Encore: computer 
routing design. Ovation: optional layered 
panels and stickings.

Ampco Products, Inc.
Booth #1914

11400 NW 36 Avenue
Miami, FL 33167‑2907
(305) 821‑5700; Fax: (305) 507‑1414
www.ampco.com

Ampco Products Inc. Continued—
Ampco manufactures architectural 
wood doors and toilet partitions. With 
manufacturing facilities in Florida, 
Tennessee, Texas and Washington, for over 
40 years, we have been making quality 
products to meet your specifications.

Anemostat Door Products
Booth #1112

1220 Watsoncenter Road
PO Box 4938
Carson, CA 90745‑4206
(310) 835‑7500; (800) 982‑9000
Fax: (310) 835‑0448
www.anemostat.com

Anemostat manufacturers the most 
complete line of fire‑rated vision frames and 
louvers. We also supply fire and safety‑rated 
glazing products for commercial and security 
metal and wood doors.

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

washroom accessories. Our products are ADA compliant and 100% 

made in the U.S.A. We offer a comprehensive line of grab bars, 

mirrors, hooks, shower accessories, and security products, available in a 

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

unmatched service, trust the company that has been satisfying customers 

for 100 years.  

Visit us at www.breykrause.com or contact us at 610-867-1401

Visit Booth 1230 in Orlando September 16-17, 2009

DHI-ad-5-09-1-3pg.indd   1 7/27/2009   10:01:15 AM
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ASSA ABLOY Americas
Booth #1407

110 Sargent Drive
New Haven, CT 06511
(203) 624‑5225; Fax: (203) 777‑9042
www.assaabloydss.com

ASSA ABLOY is the global leader in door 
opening solutions, dedicated to satisfying 
end‑user needs for security, safety and 
convenience. Sign up to see our new 
Innovation Mobile Showroom.

ASSA ABLOY Door Security Solutions
See Our Ad on Page 13

Booth #1407

110 Sargent Drive
New Haven, CT 06511
(203) 624‑5225; (800) 377‑3948
Fax: (203) 777‑9042
www.assaabloydss.com

ASSA ABLOY Door Security Solutions provides 
sales and marketing support for: Adams 
Rite, Baron, Ceco, Curries, Corbin Russwin, 
Graham, HES, Markar, McKinney, Norton, 
Pemko, Rixson, Sargent, Securitron, Yale.

The Associated Locksmiths of 
America, Inc.
Booth #1427

3500 Easy Street
Dallas, TX 75247‑6416
(214) 819‑9733; Fax: (214) 819‑9736
www.aloa.org

Baldwin Hardware Corp.
Black & Decker HHI
Booth #1613

841 E Wyomissing Blvd
Reading, PA 19611‑1759
(610) 777‑7811; (800) 437‑7448
Fax: (610) 796‑4483
www.baldwinhardware.com

Baldwin Hardware manufacturers an 
extensive family of superior architectural 
and decorative products for the home in a 
variety of finishes, including its proprietary 
Lifetime Finish (TM).

BASF-NGFL Incorporated
Booth #2112

8 Tulip Drive
Huntington, NY 11743
(631) 424‑0589; Fax: (631) 424‑0589

NGFL is the official distributor in the 
NAFTA region for Palusol/Palusol SW as 
manufactured by BASF SE, as well as for 
Interdens and Exterdens manufactured by 
Dr. Wolman GmbH.

BMG Door Hardware, Inc.
Booth #1030

187 W Orangethorpe Avenue, Suite E
Placentia, CA 92870
(714) 572‑0977; (877) 572‑DOOR
Fax: (714) 572‑0978
samc@bmgdh.com
www.bmgdh.com

Manufacturing company from South Korea. 
We manufacture architectural commercial 
door hardware, automatic sliding doors and 
accessories.

Boyle and Chase, Inc.
See Our Ad on Page 37

Booth #1713

PO Box 74
Accord, MA 02018‑0074
(800) 325‑2530; Fax: (800) 205‑3500
www.boyleandchase.com

Brey-Krause  
Manufacturing Company

See Our Ad on Page 59
Booth #1230

1209 W Lehigh Street
Bethlehem, PA 18018
(610) 867‑1401; Fax: (610) 866‑1433
www.breykrause.com

Brey‑Krause manufactures quality 
washroom accessories, 100% made in 
the USA and ADA compliant grab bars, 
mirrors, and shower seats. We offer custom 
fabrication, powder coating service and 
security washroom accessories.

Cal Royal Products, Inc.
Booth #1227

6605 Flotilla Street
Los Angeles, CA 90040‑1815
(323) 888‑6601; (800) 876‑9258
Fax: (323) 888‑6699
sales@cal‑royal.com
www.cal‑royal.com

Manufacturer of complete line of 
builders’ hardware including exit devices, 
commercial/residential locksets, hinges 
(decorative and commercial), door closers 
and builders hardware.

CECO Door Products,
An ASSA ABLOY Group Brand
Booth #1407

9159 Telecom Drive
Milan, TN 38358
(731) 686‑8345; (888) 232‑6366
Fax: (731) 686‑4211
marketing@cecodoor.com
www.cecodoor.com

Ceco Door Products is the world’s leading 
manufacturer of steel doors and frames 
for commercial, industrial, educational, 
healthcare, retail and institutional 
construction applications.

Cendrex, Inc.
Booth #1408

11303 26th Avenue
Montreal, PQ H1E 6N6, Canada
(514) 493‑1489; (800) 479‑1489
Fax: (514) 493‑1992
adaveluy@cendrex.com
www.cendrex.com

Manufacturer of top quality access doors, 
roof and floor hatches, commercial 
mailboxes and exterior ashtrays and waste 
receptacles. Large inventory of standard 
doors and quick delivery of custom made 
products.
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Comsense, Inc.
See Our Ad on Page 45

Booth #1627

202 7145 W Credit Avenue
Building 2
Mississauga, ON L5N 6J7, Canada
(905) 542‑9300; Fax: (905) 542‑1465
sales@comsenseinc.com
www.comsenseinc.com

Comsense, Inc is the leading provider of 
information systems to the Architectural 
Openings industry.

Concept Frames, Inc.
Booth #809

PO Box 248
Newton, NC 28658
(828) 465‑2015; (888) 234‑9455
Fax: (800) 631‑9089
www.conceptframes.com

Concept Frames, Inc. Continued—
Concept Frames, Inc. manufactures custom 
hollow metal frames and doors, including 
stainless steel and lead‑lined, for commercial 
and industrial usage. Quick shipments and 
custom designs are our specialty.

Construction Protection Systems LLC
Booth #1123

6181 S Forest Court
Centennial, CO 80121
(303) 740‑6700; Fax: (303) 220‑9947
www.123doorshield.com

1‑2‑3 Door Shield is the most innovative, yet 
simple, tool designed to reduce or eliminate 
damage to doors during new or renovated 
building construction.

Construction Specialties, Inc.
Booth #1708

3 Werner Way
Lebanon, NJ 08833
(908) 236‑0800; (800) 972‑7214
Fax: (908) 849‑4066
www.c‑sgroup.com

Acrovyn® Doors feature high impact 
Acrovyn® laminate that won’t crack or chip 
and door edges that are field replaceable if 
ever damaged.

CORBIN RUSSWIN Architectural 
Hardware, An ASSA ABLOY Group Brand
Booth #1407

225 Episcopal Road
Berlin, CT 06037‑1524
(860) 225‑7411; (800) 543‑3658
Fax: (800) 447‑6714
www.corbinrusswin.com

DATE: 01-06-08   Ad number: SL90337 - Doors & Hardware magazine
Perry Ballard Incorporated / 526 Upton Drive East / St. Joseph, MI 49085 / t: 269-983-0611

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

The GREEN Hinge—Lasts 50+ Years!

The warranty that never ends
for the hinge that never quits.SM

Over-enthusiastic students pushed this “inexpensive” 
butt hinge through six costly repairs. Protect your 
shrinking budget by installing a SELECT geared 
continuous hinge and end repairs forever — 
or we’ll replace the hinge for FREE.

25 million open/close cycles in independent testing
(equivalent to more than 50 years for a high-traffic entrance)
prove SELECT Hinges durability. That’s why your SELECT
Continuous Warranty has no expiration date.

Tested to 10 times beyond Grade 1 cycle count.

Repair #3:
Drilled new 
screw holes.

Repair #5:
Welded hinge 

to door.

Repair #2:
Replaced
stripped 
screws.

Repair #1:
Tightened

loose screws.

Repair #6:
Reinforced welds

with rivets.

Repair #4:
Welded hinge to frame.School maintenance

budget abuse!

SL90337 School Budget ad-DHI.qxd  1/6/09  2:52 PM  Page 1
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Corbin Russwin Continued from page 61—
Corbin Russwin offers advanced levels of 
physical security with superior aesthetics. It 
provides a comprehensive line of mechanical 
and electromechanical door hardware and 
locks, exit devices, and door closers.

CORRIM Company
Booth #1531

3331 County Road A
Oshkosh, WI 54901‑1414
(920) 231‑2000; Fax: (920) 231‑2238
rgluth@corrim.com
www.corrim.com

CORRIM Company Continued—
CORRIM manufactures the highest quality 
industrial fiberglass doors and frames which 
are used in corrosive environments because 
they will never rust.

C. R. Laurence Company, Inc.
Booth #1630

2503 E Vernon Avenue
Los Angeles, CA 90058
(800) 421‑6144; Fax: (800) 262‑3299
www.crlaurence.com

See CRL’s Heavy Glass Sliding Door Systems, 
Stacking Partition System, Laguna Sliding Door 
System, and panic, deadbolt and electronic 
egress handles. Surface mounted, overhead 
concealed and floor mounted closers.

CURRIES Company,
An ASSA ABLOY Group Brand
Booth #1407

1502 12th Street NW
Mason City, IA 50401
(641) 423‑1334; Fax: (641) 424‑8305
www.curries.com

CURRIES Company manufactures custom and 
standard hollow metal doors and frames 
for new and retrofit construction projects in 
commercial, institutional, educational and 
healthcare markets.

Custom Metal Products
Booth #1131

150 Division Drive
Wilmington, NC 28401
(910) 343‑3338; (866) 893‑3338
Fax: (866) 963‑1355
www.custommetalproductsnc.com

Daybar Industries Limited
Booth #2021

1235 Aerowood Drive
Mississauga, ON L4W 1B9, Canada
(905) 625‑8000; (888) 332‑9227
Fax: (905) 625‑4204
sales@daybar.com
www.daybar.com
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DAYBAR Industries Continued from page 62—
DAYBAR is a manufacturer of 
commercial‑quality steel doors and frames, 
offering a complete line of commodity, 
custom, fire and hurricane‑rated products.

Dayton Industries, Inc.
Booth #2020

1350 Garrison Avenue
Bronx, NY 10474
(718) 542‑8144; Fax: (800) 221‑3932
www.daytonind.com

Innovative product engineering and 
fabrication. Guaranteed quality. 
ISO9001:2000Catalog and custom proprietary 
components. On‑time deliveries & fast 
emergency response. Fair competitive pricing

Deansteel Manufacturing  
Company, Inc.
Booth #1002

111 Merchant Street
San Antonio, TX 78204‑1496
(210) 226‑8271; (800) 825‑8271
Fax: (210) 226‑0913
sales@deansteel.com
www.deansteel.com

Manufacturers of stock hollow metal doors 
and frames. Bullet‑resistant doors, frames 
and windows. Blast doors and windows, 
stainless steel and sound‑resistant STC 48 
doors and frames available.

The Delaney Company
Booth #806

265 Castleberrry Industrial Drive
Cumming, GA 30040
(770) 844‑1941; (800) 952‑4430
Fax: (770) 844‑8658
www.delaneyinc.com

Manufacturer of multiple brands of 
door hardware including residential and 
commercial locksets, exit devices, door 
closers, hinges, and bath accessories. 
We offer fast lead‑times and economical 
alternatives.

Design Hardware
Booth #1721

211 Endeavor Drive
Rogersville, MO 65742
(877) 258‑1262
Fax: (877) 888‑0150
www.designhardware.net

Design Hardware Continued—
Design Hardware is a manufacturer of 
high‑quality commercial door hardware with 
U.S.‑based inventory, lifetime warranties 
and technical sales and service.

an•chor (ang’k r), n.,
to fix or fasten; something 
used to hold another thing
securely.
examples: Combo Flat Sleeve
Anchors, Nylon Framing Fixing
Anchors

cut•ting (kut’ing), n., 
separating, opening, or removing 
with something sharp 
examples: Carbide Tipped 
Hole Cutters, Circular Saw 
Blades, Hole Saws, Step 
Drills, Jig and Reciprocating 
Saw Blades,Carbide and 
Twist Drill Bits, Taps 
and Countersinks, Fiber 
Discs, Chop Saw,
Cut-Off and Grinding Wheels

screw (skru), n., 
a spirally threaded cylindrical
rod that engages with a 
similarly threaded hole
examples: 3/8”Concrete and
Wood Screws, Machine and Thread
Cutting Screws, Self-Drilling Screws
for Glazing Beads, Hinges, and Door
Closers

one•stop•shop (wun) (stop) (shop), adj.

1. a location, where various requirements can be met in one place 

example: Tanner Bolt&Nut Corp. serving the door industry since 1979

..

4302 Glenwood Rd., Brooklyn, NY 11210
800 456-BOLT 718 434-4500

Fax 888 434-3215  718 434-3215
Shop online at www.tannerbolt.com

fas•ten (fas’ n; fas’-), v.,
to fix firmly or securely
examples: Drive Screws for
“UL” Labels, Blind Rivets,
Architectural Series Sex Bolts,
Rivet Nuts, and Jack Nuts

tool (tul), n.,
a handheld device that aids in
accomplishing a task  
examples: Lasers and 
Levels, Hammer Drills, 
Impact Drivers, Drills, 
Screwdrivers, Reciprocating Saws,
Miter Saws, and Metal Cutting Saws

se•cu•ri•ty (si•kyur’ •ti), n.
something that secures or
makes safe  
examples: Security Screws,
Torx® Tamper-Resistant 
Hinge Screws, Torx® Tamper
Resistant Self-Drilling Screws,
Security Sealants

. e
..ee

Page 1.pdf   1 6/30/09   2:42:53 PM
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Detex Corporation
Booth #1120

302 Detex Drive
New Braunfels, TX 78130‑3045
(830) 629‑2900; (800) 729‑3839
Fax: (830) 620‑6711
www.detex.com

Detex manufactures and markets a 
comprehensive line of door products that 
include architectural and security panic 
hardware, weatherized door security, 
integrated door security, access and exit 
control hardware.

Dictator US, Inc.
Booth #903

3939 Royal Drive NW
Suite 214
Kennesaw, GA 30144
(770) 427‑9555; (877) 366‑7439
Fax: (770) 427‑0600
info@dictator.com
www.dictator.com

Door movement solutions for many different 
industries. We provide door hardware such 
as closers, hydraulic dampers, drive units and 
door holders to gas springs and fire safety.

Direct Security Supply, Inc.
Booth #1026

36 Lincoln Street
Brighton, MA 02135
(617) 787‑5200; (800) 252‑5757
Fax: (617) 787‑5533

Distribution One, Inc
Booth #1514

3 Terri Lane
Suite 6
Burlington, NJ 08016
(609) 387‑4500; Fax: (609) 387‑7600
www.distone.com

DKS Steel Door & Frame Systems, Inc. 
Subsidiary of Cal‑Royal Products, Inc.
Booth #1227

2142 Tubeway Avenue
Commerce, CA 90040

DKS Steel Doors and Frames, Inc Continued—
(323) 888‑7763; Fax: (323) 888‑0063
sales@dksdoors.com
www.dksdoors.com

Hollow Metal Doors & Frames all fire‑rated 
(3 hour with label) Galvanized & Non‑
Galvanized in stock for frames and doors.

Don‑Jo Manufacturing, Inc.
Booth #1309

70 Pratts Junction Road
PO Box 929
Sterling, MA 01564
(978) 422‑3377; (800) 628‑8389
Fax: (978) 422‑3467
info@don‑jo.com
www.don‑jo.com

Don‑Jo Manufacturing offers a full line of 
architectural hardware and accessories.

Door and Hardware Systems, Inc. (DHSI)
Booth #1526

17 Silver Street
Rochester, NY 14611
(585) 235‑8543; Fax: (585) 235‑0431
www.dhsi‑seal.com

The only patented frame seals, door 
bottoms, thresholds and privacy guards for 
smoke, fire, sound, sight and security are 
warranted to be operationally compliant 
with all inspection requirements of NFPA 80.

Door Controls International
Booth #1609

2362 Bishop Circle E
Dexter, MI 48130‑2599
(734) 426‑0400; (800) 742‑3634
Fax: (734) 426‑0405
www.doorcontrols.com

Manufacturer of life‑safety and security 
products for the commercial door hardware 
industry. Specializing in high security rim 
exit devices, electromagnetic locks, power 
supplies, coordinators, flush bolts, and 
miscellaneous door hardware.

Doorland Group
Booth #1812

221 Creditview Drive
Woodbridge, ON L4L 9T1, Canada
(905) 850‑5190; Fax: (905) 850‑5193
www.doorlandgroup.com

Your answer to doors… with our full line of 
solid wood stile & rail doors; solid MDF doors; 
including exotic wood veneers, fire‑rated, 
STC ratings; LEED & FSC Certified

DORMA Architectural Hardware
Booth #1221

Dorma Drive
Drawer AC
Reamstown, PA 17567‑0411
(717) 336‑3881; (800) 523‑8483
Fax: (717) 336‑2106
www.dorma‑usa.com

DORMA Architectural Hardware 
manufacturers and markets a complete line 
of door controls, locks, exit devices, and 
electronic access control hardware.

DSA Doorseals of Australia
Booth #1406

81 Bishop Street
Unit 13
Kelvia Grove, 4059, Australia
617 3856 6660; Fax: 617 3 852 7188
sales@doorseals.com.au

Dunbarton Corporation
See Our Ad on Page 33

Booth #1821

1101 Technology Drive
PO Box 8577
Dothan, AL 36303
(800) 633‑7553; Fax: (334) 793‑3462
www.dunbarton.com

Rediframe prefinished steel doorframe, 
fixed‑and adjustable‑throat; positive 
pressure fire rating. Slimfold steel bifold and 
mirror wardrobe doors. Achiever prehung 
entry door systems.

We’ll be back next year.  
In the meantime, you can still count on HSI to be your premier 
supplier for Ingersoll Rand Commercial and Residential Hardware.  HSI 
always stocks the product you need and can deliver it to you when you 
need it!  Have we mentioned, its Exactly the way you want it, too!  
Give us a call and let us know what we can do for you today.

www.HardwareSuppliers.com
NC & TX 800.334.LOCK (5625)
GA  800.358.6016
FL 800.282.8499
CA 800.325.3833

Distributor of...
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supplier for Ingersoll Rand Commercial and Residential Hardware.  HSI 
always stocks the product you need and can deliver it to you when you 
need it!  Have we mentioned, its Exactly the way you want it, too!  
Give us a call and let us know what we can do for you today.

www.HardwareSuppliers.com
NC & TX 800.334.LOCK (5625)
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FL 800.282.8499
CA 800.325.3833
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Eggers Industries
Booth #1313

One Eggers Drive
Two Rivers, WI 54241
(920) 793‑1351; Fax: (920) 793‑2958
www.eggersindustries.com

5‑ply flush and stile & rail doors, 
architectural panels and veneered 
components. Special applications include 
fire ratings, STC‑rated products, lead‑lined, 
bullet‑resistant, and LEED constructions.

emullion Corporation
Booth #923

800 Georgia Street
Key West, FL 33040‑7216
(770) 888‑3930; Fax: (770) 888‑3930
www.emullion.com

emullion offers the software solution Partner 
Works Studio (e/PWS), designed exclusively 
for automating the design, manufacture, and 
ordering of doors, frames, and architectural 
hardware.

Everest Metal Products, LTD
Booth #822

17890 Castleton Street
Suite 109
City of Industry, CA 91748
(626) 810‑8400; Fax: (626) 810‑8433
dudleyhu@gmail.com

We do all kinds of metal parts.

FIB‑R‑DOR
Booth #803

7516 Counts Massie Road
North Little Rock, AR 72113
(501) 758‑9494; (800) 342‑7367
Fax: (501) 758‑9496
fibrdor@fibrdor.com
www.fibrdor.com

FIB‑R‑DOR manufactures custom‑made, 
high‑quality fiberglass doors and frames 
that are suitable for any environment where 
corrosion or other harmful factors will 
damage your entryways.

Fingershield Safety (USA, Inc.)
Booth #820

151 Sawgrass Corners Drive
Suite 101
Ponte Vedra Beach, FL 32082‑3554
(904) 861‑4644; (866) 577‑9221
Fax: (561) 828‑7718
g.moseley@fingershieldsafety.com
www.fingershieldsafety.com

High quality door hinge guards. Approved for 
use with UL Classified Fire Doors and Frames 
rated up to 4 hours. Easy to install. 10 Year 
Warranty.

FLEMING/BARON,  
An ASSA ABLOY Group Brand
Booth #1407

101 Ashbridge Circle
Woodbridge, ON L4L 3R5, Canada
(416) 749‑2111; (877) 777‑9354
Fax: (905) 851‑8346
sales.baron@royplas.com
www.flemingbaron.com

Canada’s foremost producer of commercial 
quality steel doors and frames with a state‑
of‑the‑art manufacturing facility.

FMS, Inc. Frame Material Supply, Inc.
Booth #802

520 N Trivoli Road
Trivoli, IL 61569
(309) 362‑2323; (888) 838‑2343
Fax: (309) 362‑2343
fms@framematerialsupply.com
www.framematerialsupply.com

Manufacturers of Glazing Bead, Spreader Bar, 
Wire Anchors and a wide variety of components 
for the Hollow Metal Door Industry.

General Partitions Mfg., Corp.
Booth #2102

1702 Peninsula Drive
Erie, PA 16505
(814) 833‑1154; Fax: (814) 838‑3473
sales@generalpartitions.com
www.generalpartitions.com

Gensteel Doors
Booth #1908

4950 Hickmore Street
Saint Laurent, PQ H4T 1K6, Canada
(514) 733‑3562; Fax: (514) 733‑1932
vincegiannini@gensteeldoors.com
www.gensteeldoors.com

Gensteel Doors, a respected leader in the hollow 
metal door and frame industry. Our commitment 
is to insure our customers are served with the 
highest quality products and service.

GRAHAM Manufacturing Corporation, 
An ASSA ABLOY Group Brand
Booth #1407

525 9th Street SE
PO Box 1648
Mason City, IA 50402
(641) 423‑2444; Fax: (800) 672‑8110
www.grahamdoors.com

A leading producer of premium and custom 
grade architectural wood doors, utilizing 
the latest in manufacturing technology, in a 
variety of veneers, factory‑applied finishes, 
fire ratings, and design styles.

Haley Brothers, Inc.
Booth #1212

6291 Orangethorpe Avenue
Buena Park, CA 90620
(714) 670‑2112; (800) 922‑3667
Fax: (714) 994‑6971
info@haleybros.com
www.haleybros.com

Over fifty years of steady growth have made 
Haley Brothers one of the nation’s largest 
manufacturers of architectural flush wood 
doors and jamb systems.

Harring Doors 
Division of Jamestown 
Manufacturing, Inc.
Booth #2113

PO Box 7011
London, ON N5Y 6M5, Canada
(519) 644‑2444; (888) 689‑0683
Fax: (519) 644‑2520
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Harring Doors Continued from page 66—
harring@harringdoors.com
www.harringdoors.com

Manufacturer of architectural wooden stile 
and rail doors, with a full line of interior and 
exterior panel, glass, louver doors and jambs, 
made to custom order.

HES, Inc.,
An ASSA ABLOY Group Brand
Booth #1407

22630 N 17th Avenue
Phoenix, AZ 85027‑1303
(623) 582‑4626; (800) 626‑7590
Fax: (623) 582‑4641
service@hesinnovations.com
www.hesinnovations.com

A leading manufacturer of electric strikes 
and locking devices, develops products 
and services that solve customers’ access 
control needs. HES has built a reputation for 
innovation, strength and service.

Hiawatha, Inc. Division of Activar 
Construction Products Group
Booth #1220

4450 W 78th Street Circle
Bloomington, MN 55435
(952) 835‑4944; (800) 777‑1686
Fax: (952) 835‑2218
www.hiawathainc.com

Hiawatha, Inc. manufactures architectural 
door hardware including pulls, pushes and 
kickplates. Hiawatha has vision lights and 
louvers, heavy duty tubular custom pulls and 
shower door accessories.

HMF Express
Booth #1802

2501 Northchase Parkway SE
Wilmington, NC 28405
(910) 452‑1845; (866) 452‑1845
Fax: (910) 452‑1848
www.hmfexpress.com

Quick Ship Hollow Metal Doors and Frames...
Made to Order... Shipped on Time!

Hollow Metal Manufacturers 
Association (HMMA), 
Division of NAAMM
Booth #1425

800 Roosevelt Road
Building C‑312
Glen Ellyn, IL 60137
(630) 942‑6591; Fax: (630) 790‑3095
www.hollowmetal.org

Hunter Access Technologies, Inc.
Booth #1830

125 Kenyon Drive
Suite 3
Lakewood, NJ 08701
(866) 901‑4284; Fax: (877) 901‑4284
ken@hunteraccesstechnologies.com
www.hunteraccesstechnologies.com

Manufacturers of and distribution of 
automatic SWINGING AND SLIDING door 
operating equipment. “Automatic doors/
doors for the physically challenged”

Ingersoll Rand Security Technologies
See Our Ad on Page 19

Booth #1203

11819 N Pennsylvania Street
Carmel, IN 46032
(317) 810‑3700; (800)‑847‑1864
Fax: (317) 340‑4185
www.securitytechnologies.ingersollrand.com

A leading provider of products & services 
that help make environments safe, secure, 
and productive. Electronic & biometric access 
control systems, time & attendance systems, 
doors, hardware & related accessories.

Intertek
Booth # 1703

1500 Brigantine Drive
Coquitlam, BC V3K 7C1, Canada
(800) 668‑8378; Fax: (604) 524‑9186
www.worldlab.com

IPIK Door Co., Inc.
Booth #921

802 Short Street Bldg K
PO Box 250
Kenner, LA 70062
(504) 469‑3666; Fax: (504) 467‑3666
www.ipikdoor.com

IPIK builds all doors better than they have 
to be, since 1933! IPIK doors are 5 ply, 
hot‑pressed, type I glue.

J. L. Industries, Inc. Division of 
Activar Construction Products Group
Booth #1220

4450 W 78th Street Circle
Bloomington, MN 55435
(800) 554‑6077; Fax: (952) 835‑2218
www.jlindustries.com

With over 60 years of experience, JL 
Industries features fire protection, Access 
Doors, roof hatches, smoke vents, floor mats, 
grates and life safety equipment.

Just Door Toolz
Booth #2103

PO Box 297186
Pembroke Pines, FL 33029
(954) 448‑6872; Fax: (954) 437‑5502

Tools for the installation of commercial 
doors, frames and hardware.

K2 Commercial Hardware
Black & Decker HHI

See Our Ad on Page 23
Booth #1613

19701 Da Vinci
Lake Forest, CA 92610
(949) 672‑4313; (866) 590‑2094
Fax: (866) 493‑4737
www.k2commercialhardware.com

K2 Commercial Hardware offers the finest 
products in security, quality and style. 
Product line includes locksets, deadbolts, 
exit devices and door closers to meet all your 
commercial hardware needs.
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Kaba Access Control
Booth #1121

2941 Indiana Avenue
Winston Salem, NC 27105
(336) 725‑1331; (800) 849‑8324
Fax: (336) 725‑3269
info@kaa.kaba.com
www.kaba‑ilco.com

Kaba Access Control offers a varied line of 
access control solutions including Simplex 
mechanical push‑button locks, E‑Plex 
electronic access control products & Peaks 
patented key control systems. 

Karona, Inc.
Booth #908

PO Box 888410
Grand Rapids, MI 49588‑8410
(616) 554‑3551; (800) 829‑9233
Fax: (616) 554‑3902

Karona, Inc. Continued—
eric.ash@karonadoor.com
www.karonadoor.com

Karona produces hardwood stile and rail 
doors for commercial and residential 
projects. Karona produces fire‑rated doors 
up to 90 minute rating. Prefinished available.

KVAL Inc.
Booth #2013

825 Petaluma Blvd S
Petaluma, CA 94952
(800) 553‑5825; Fax: (707) 762‑0621
marks@kvalinc.com
www.kvalinc.com

KVAL specializes in wood and steel door 
pre‑hanging systems, jamb routing and dado 
machines, miter casing saws, bifold door 
assembly machines, and custom equipment 
for windows, patio, & steel doors.

L. E. Johnson Products, Inc.
Booth #1727

2100 Sterling Avenue
Elkhart, IN 46516
(574) 293‑5664; (800) 837‑5664
Fax: (574) 294‑4697
info@johnsonhardware.com
www.johnsonhardware.com

Manufacturer of pocket door frames and 
accessories; folding and sliding door hardware.

Lambton Doors
Booth #821

235 2nd Avenue
Lambton, PQ G0M 1H0, Canada
(418) 486‑7401; Fax: (418) 486‑7381
www.lambtondoors.com

Lambton Doors’ mission is to develop, 
manufacture and sell high quality, 

Tel: 1-800-979-7300 ◆ Fax: 1-724-830-2871 ◆ Email: overly@overly.com ◆ Web: www.overly.com

Overly Extreme Protection (OXP) doors offer the quality, cost-effective alternative in abusive-resistant doors for
schools and similar high traffic, high impact and corrosive environments.

Now Overly OXP Door and Frame units are approved to both UL 10B (neutral pressure) and UL 10C/UBC 7-2
(positive pressure) test standards. Hourly ratings are up to 1-1/2 hour. Sizes include Single 4' X 8' and Double 

8' x 8' pairs. Options include vision lights and louvers. The .120” pebble and smooth FRP face sheets are available 
in 4 stock and 9 pre-matched colors. All doors are backed by a limited ten (10) year warranty.

D O O R  S E R I E S

Now Fire-Rated!

ODC-9-H-DH-fire-OXP-4c-v1:DH-Doors and Hardware  7/10/09  1:30 PM  Page 1
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Lambton Doors Continued from page 69—
value‑added interior doors for the commercial, 
institutional and architectural markets.

LARCO
Booth #927

210 NE 10th Avenue
PO Box 547
Brainerd, MN 56401
(800) 523‑6996; Fax: (218) 829‑0139
www.larco.com

The recognized brand leader in presence‑
sensing mats, wall switches, controls, and 
safety barrier solutions. With more than 50 
years of experience, Larco is committed to 
quality products and services.

Lawrence Hardware, Inc.
Booth #1520

4713 Hammermill Road
Tucker, GA 30084
(800) 435‑9568; Fax: (800) 892‑7026
dan@lawrencehardware.com
www.lawrencehardware.com

Lorient North America
Booth #1013

2121 Capstone Drive
Lexington, KY 40511
(859) 252‑7441; Fax: (859) 381‑1241
info@lorientna.com
www.lorientna.com

Lorient specializes in the design and 
manufacture of fire, smoke and acoustic sealing 
systems for door assemblies, often utilizing 
intumescent materials in their products.

Lund Equipment Co., Inc.
Booth #1921

2400 N Cleveland‑Massillon Road
PO Box 213
Bath, OH 44210‑0213
(330) 659‑4800; Fax: (330) 659‑9347
www.lundkeycab.net

Lund has manufactured high‑quality key 
control systems and cabinets for over 60 
years. Today they offer 70 styles of key 
cabinets including wall, table and file.

The Maiman Company,
An ASSA ABLOY Group Brand
Booth #1407

3839 East Mustard Way
Springfield, MO 65803
(417) 862‑0681; Fax: (417) 862‑3780
www.maiman.com

MARKAR Architectural Products, 
Inc., An ASSA ABLOY Group Brand
Booth #1407

260 Santa Fe Street
Pomana, CA 91767
(909) 632‑2300; (800) 866‑1688
Fax: (909) 632‑2369
dhopkins@adamsrite.com
www.markar.com

Markar Architectural Products manufactures 
continuous hinges and edge guards.

MARKS USA
Booth #1527

5300 New Horizons Blvd
Amityville, NY 11701
(631) 225‑5400; (800) 526‑0233
Fax: (631) 225‑6136
www.marksusa.com

MARKS products include locksets for Mortise, 
Cylindrical, Tubular, Electronic Access Control, 
Biometric Fingerprint System, Ornamental 
iron, Deadbolts/Deadlatches, Woven Wire 
gatelocks, Life Safety, Push/Pulls, Custom 
Levers and HI‑SECURITY™ Cylinders.

Marshfield DoorSystems, Inc.
Booth #1321

1401 E Fourth Street
PO Box 7780
Marshfield, WI 54449‑7780
(800) 869‑3667; Fax: (715) 486‑2274
www.marshfielddoors.com

Marshfield DoorSystems’ mission is to 
be recognized as theleading resource for 
environmental initiatives, customer service and 
innovative solutions in the markets we serve.

The Marwin Company
Booth #1012

1703 Atlas Road
PO Box 9126
Columbia, SC 29290
(803) 776‑2396; (800) 845‑6100
Fax: (803) 776‑5852
www.marwincompany.com

A family owned business for over sixty years. 
we take exceptional pride in delivering the 
highest quality products, service and value.

McKINNEY Products Company,
An ASSA ABLOY Group Brand
Booth #1407

225 Episcopal Road
Berlin, CT 06037
(800) 346‑7707; (800) 346‑7707
Fax: (800) 541‑1073
customerservice@mckinneyhinge.com
www.mckinneyhinge.com

McKINNEY Products provides the 
non‑residential construction industry with a full 
range of commercial door hinges, thresholds, 
weatherstrip, flat goods and auxiliary hardware 
for all exterior and interior applications.

Medallion Entry Systems, Inc.
Booth #1931

365 S Post Road
Indianapolis, IN 46219
(317) 890‑3550; (877) 445‑3550
Fax: (317) 890‑3544
www.medallionentry.com

Medallion Entry Systems is a custom 
manufacturer of stainless steel doors, frames 
and borrow light frames.

MEDECO eCYLINDERS,  
An ASSA ABLOY Group Brand
Booth #1407

3625 Allegheny Drive
PO Box 3075
Salem, VA 24153‑0330
(540) 380‑5000; (800) 839‑3157
Fax: (540) 380‑5010
customer‑service@medeco.com
www.medeco.com
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MedCo eCYLINdeRS Continued from page 70—
Medeco is a market leader in locks and 
locking systems for security, safety and 
control. Customers include wholesale and 
retail security providers, original equipment 
manufacturers, institutional, commercial, 
industrial, end users.

MegaMet Industries
See Our Ad on Page 78

Booth #1014

3228 6th Avenue N
Birmingham, AL 35222
(205) 322‑7700; Fax: (205) 322‑4600
www.megametusa.com

MegaMet has incorporated modern 
philosophiesin designing and engineering 
a heavyduty functional steel door and 
frame byusing CAD drawing programs and 
automatedcomputerized equipment.

Mesker Door, Inc.
Booth #1721

3440 Stanwood Blvd NE
Huntsville, AL 35811‑9021
(256) 851‑6670; Fax: (256) 851‑7896
www.meskerdoor.com

The newest innovations in hollow metal, from 
the oldest hollow metal door company in 
America. Our products represent the pinnacle 
of innovation, craftsmanship, and quality.

Midwest Wholesale Hardware
See Our Ad on Inside Back Cover 

Booth #1213

1000 Century Avenue
Kansas City, MO 64120
(800) 821‑8527; Fax: (800) 621‑6581
hdwsales@midwestwholesale.com
www.midwestwholesale.com

MIFAB Manufacturing, Inc.
Booth #1415

150 Norfinch, Unit 4
Toronto, ON M9N 1X6, Canada
(416) 679‑0380; (800) 387‑3880
Fax: (416) 679‑0350
www.mifab.com

MIFAB Manufacturing, Inc. Continued—
MIFAB manufactures wall and ceiling 
access panels, which include fire‑rated and 
non‑rated units. Roof hatches and floor 
hatches are also available.

MMF Industries
See Our Ad on Page 79

Booth #1903

311 Gilman Street
Wheeling, IL 60090
(847) 537‑7890; (800) 445‑8293
Fax: (847) 537‑1120
gsmith@mmfind.com
www.mmfind.com

Leading manufacturer of single tag and two 
tag key control systems. Cabinets designed 
to hold automotive keys tags. Specialty 
cabinets secure drugs and narcotics.

Mohawk Flush Doors
Booth #1003

980 Point Township Drive
Northumberland, PA 17857
(570) 473‑3557; (888) 676‑6429
Fax: (570) 473‑3737 
www.mohawkdoors.com

Manufacturer of Premium 5‑ply Architectural 
wood doors, available in neutral and positive 
pressure ratings through 90 Minute. Consult 
our factory for details on our expansive LEED & 
Green product offerings.

National Custom Hollow Metal
Booth #902

PO Box 428
Little Rock, AR 72203
(501) 372‑3441; (800) 334‑3070
Fax: (501) 375‑3070
www.nationalcustomhollowmetal.com

National Custom Hollow Metal quick ships 
in 5 to 10 workingdays. Other specialties are 
DEFENDDOOR stainless steel doors/frames, 
arched frames, lead‑lined doors/frames, and 
firedoors/frames.

National Guard Products, Inc.
See Our Ad on Back Cover

Booth #1107

4985 E Raines Road
PO Box 753430
Memphis, TN 38175‑3430
(800) 647‑7874; Fax: (800) 255‑7874
www.ngp.com

Thank you for your valued gasketing and 
threshold business. At NGP, customers come first.

NORTON Door Controls,
An ASSA ABLOY Group Brand
Booth #1407

3000 Highway 74 East
Monroe, NC 28112‑0869
(704) 233‑4011; (800) 438‑1951
Fax: (800) 338‑0965
www.nortondoorcontrols.com

Norton Door Controls’ provides a broad 
range of mechanical and electromechanical 
commercial, architectural and institutional 
door closers, door holders and ADA 
automatic door operators.

Ohio Valley Door Corp.
Booth #1927

2143 Willow Street
PO Box 84
New Albany, IN 47150
(812) 945‑5285; (800) 866‑1939
Fax: (812) 945‑5730
www.ohiovalleydoor.com

We are your #1 source for quality, 5 ply wood 
doors, architectural panels, & jambs. We 
specialize in providing our customers with 
the best quality products in short lead times.

OSG Doors (Opening Solutions Group)
See Our Ad on Page 62

Booth #1033

400 Industrial Street
PO Box 345
West Pittsburg, PA 16160
(724) 740‑1777; (888) 674‑8889
Fax: (724) 740‑1888
www.osgdoors.com
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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 
fromt cover of Doors & Hardware magazine

• Same look and format 
of 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

Membership Dir09_.25 adv.indd   1 3/9/09   3:39 PM
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OSG Doors Continued from page 71—
OSG Doors manufactures commercial steel doors, frames and accessories 
withan emphasis on quality, service and market leading value.

Overly Door Company
See Our Ads on Pages 26 & 69

Booth #2003

PO Box 70
Greensburg, PA 15601‑0070
(724) 834‑7300; (800) 979‑7300
Fax: (724) 830‑2871
www.overly.com

Overly Door Company is a custom manufacturer of sound‑retardant, 
blast‑ and pressure‑resistant, FRP, OXP extreme protection and security 
doors and windows, for industrial, commercial and governmental 
applications.

PDQ Manufacturing
Booth #1803

2754 Creek Hill Road
Leola, PA 17540
(717) 656‑4281; (800) 441‑9692
Fax: (717) 656‑6892
www.pdqlocks.com

PDQ, a true commercial manufacturer designs and manufactures its own 
line of Grade 1 and Grade 2 cylindrical locks and Grade 1 mortise locks.

PEMKO Manufacturing Company
An ASSA ABLOY Group Company
Booth #1407

PO Box 3780
4226 Transport Street
Ventura, CA 93006
(800) 283‑9988; Fax: (800) 283‑4050
pemsales@pemko.com
www.pemko.com

PEMKO offers thresholds, ramps, W/S, smoke gasketing, sound seal, 
continuous geared aluminum hinges, positive pressure‑compliant edge 
sealing systems, intumescent products, sliding & folding door hardware.

Pioneer Industries
Booth #1621

171 S Newman Street
Hackensack, NJ 07601
(201) 933‑1900; Fax: (201) 933‑9580
contact@pioneerindustries.com
www.pioneerindustries.com
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SPECIALTY DOORS AD FINAL.pdf   2/18/09   12:00:46 PM
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Pioneer Industries Continued from page 72—
Pioneer manufacturers custom and standard hollow metal doors and frames. 
An SDI member selling thru independent distributors for new and retrofit 
construction projects.

Premier Products, Inc.
See Our Ad on Page 3

Booth #1603

2840 Highway 165 N
PO Box 7269
Monroe, LA 71201
(318) 361‑0796; (800) 962‑6517
Fax: (318) 323‑5068
www.trustpremier.com

Premier manufacturers a complete line of hollow metal doors and frames 
including fire‑rated and windstorm assemblies. Distribution centers are 
located in Monroe (LA), Atlanta, and Houston.

Protective Door Industries
Booth #1731

15700 S Lathrop Avenue
Harvey, IL 60426
(708) 331‑2515; Fax: (708) 331‑2500
www.protectivedoor.com

Special purpose steel doors and hatches including PDI’s own brand of 
Sonicbar® hardware for applications requiring blast, pressure, tornado 
resistance, sound attenuation and airtight criteria.

Pyrophobic Systems, Ltd.
Booth #926

649 Welham Road
Barrie, ON L4N 0B7, Canada
(705) 730‑0840; Fax: (705) 730‑0855
www.pyrophobic.com

Leading supplier of fire suppression and firestop components including 
patented fire door cores, tempRCore, and intumescent thermoplastic 
compound, IntuPlas.

Red River Door Company, LLC
Booth #827

2690 Old Alton Road
Denton, TX 76210
(940) 566‑8700; (800) 903‑0754
Fax: (940) 382‑3729
www.redriverdoorco.com

800-766-0660
activarcpg.com

sales@activarcpg.com
DHI Booth #1220

LOUVERS - VISION LITES - DOOR HARDWARE - EDGES & ASTRAGALS
© 2009 Hiawatha Inc. 

A D V E R T I S I N G

Title: Activar Ad
Publication:  DOOR & HARDWARE 

CONFERENCE

606 Washington Ave. North Suite 375 - Minneapolis, MN 55401
Phone: (612) 339-2440 - www.arnoldostrom.com

Job No.: 09-ATV-003 Size: See Slug
Client: ACTIVAR  Color: 4 color 
Description: Brand Ad AE/CD/AD: KJG/TJO/CAA Date: 8/5/09

Live: 3.562 x 4.75

09-ATV-003 AdFINAL.indd   1 8/5/09   12:41:54 PM

Architectural Wood Doors

Commercial Wood Doors

Stile & Rail Doors

Artisan® Doors

Specialty Doors

Inlaid Doors

Wood Jamb Sets

Algoma Express

1.800.678.8910 • www.algomahardwoods.com
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Reese Enterprises, Inc.
Booth #1330

16350 Asher Avenue
PO Box 459
Rosemount, MN 55068
(651) 423‑1126; (800) 328‑0953
Fax: (800) 334‑8823

info@reeseusa.com
www.reeseusa.com

Reese provides a full selection of 
premium‑quality products to the commercial 
construction industry. Products offered include: 
Thresholds, Weatherstrips and Intumescent 
Seals, Aluminum Floor Mats and Grates.

Republic Doors and Frames
Booth #1513

155 Republic Drive
McKenzie, TN 38201
(731) 352‑3383; (800) 733‑3667
Fax: (731) 352‑2556
www.republicdoor.com

Republic is an American manufacturer of 
standard & custom steel doors and frames. 
Products include: Bullet‑resistant, STC, 
lead‑lined and FEMA units. 

RIXSON Specialty Door Controls,
An ASSA ABLOY Group Brand
Booth #1407

9100 W Belmont Avenue
Franklin Park, IL 60131
(847) 671‑5670; (800) 457‑5670
Fax: (800) 221‑0489
www.rixson.com

RIXSON Specialty Door Controls offers 
customized solutions for challenging design 
requirements. It is the leading North American 
provider of concealed closers, pivots and 
mechanical/electromechanical door holders.

ROCKWOOD Manufacturing Company, 
An ASSA ABLOY Group Brand
Booth #1407

300 Main Street
PO Box 79
Rockwood, PA 15557

Rockwood Manufacturing Continued —
(814) 926‑2026; (800) 458‑2424
Fax: (800) 922‑9212
info@rockwoodmfg.com
www.rockwoodmfg.com

Since 1946, ROCKWOOD has been producing 
a complete line of door trim hardware to  
meet the aesthetic and functional needs of 
virtually any application.

Ryan Transportation Services, Inc.
Booth #1524

8601 Monrovia
Lenexa, KS 66215
(913) 310‑2201; (877) 717‑2520
Fax: (913) 310‑2201
jhenderson@ryantrans.com
www.ryantrans.com

An established transportation brokerage 
& logistics corporate member of DHI. Our 
experience, financial stability & industry 
knowledge in truckload & LTL makes us the 
transportation solution for your business. 

Samuel Heath and Sons, plc
See Our Ad on Page 41

Booth #1806

111 E 39th Street
Suite 2R
New York, NY 10016
(212) 599‑5177; Fax: (212) 818‑9552
www.samuel‑heath.com

PerkoPower door closer fits between the 
door and the jamb, totally concealed with 
the door closed. Engineered to meet relevant 
UL and ANSI standards and carries a 10‑year 
guarantee.

SARGENT Manufacturing Company, 
An ASSA ABLOY Group Brand
Booth #1407

100 Sargent Drive
New Haven, CT 06511
(203) 562‑2151; (800) 727‑5477
Fax: (888) 863‑5054
webmaster@sargentlock.com
www.sargentlock.com

Sargent Manufacturing Continued —
Founded in the early 1800’s, SARGENT® is a 
market leader in locksets, cylinders, door closers, 
exit devices, electromechanical products and 
access control systems for new construction, 
renovation and replacement applications.

Securitech Group, Inc.
Booth #1226

54‑45 44th Street
Maspeth, NY 11378
(718) 392‑9000; (800) 622‑5625
Fax: (718) 392‑8944  •  www.securitech.com

Think Securitech for security problem‑solving 
door locks and systems,including multi‑point 
deadbolt exit devices, electrically‑controlled 
levertrim, and high‑security deadbolt exit locks.

SECURITRON Magnalock Corporation, 
An ASSA ABLOY Group Brand
Booth #1407

550 Vista Blvd
Sparks, NV 89434
(775) 355‑5625; (800) 624‑5625
Fax: (775) 355‑5633
info@securitron.com  •  www.securitron.com

SECURITRON Magnalock produces electronic 
locking products and systems including 
electromagnetic locks, electromechanical 
locks, gate locks, power supplies, entry & 
exit devices, power transfer devices, timers, 
switches and lock control panels.

Security Door Controls
See Our Ad on Page 35

Booth #1707

3580 Willow Lane
PO Box 6219
Westlake Village, CA 91359
(805) 494‑0622; (800) 413‑8783
Fax: (805) 494‑8861  •  www.sdcsecurity.com

A manufacturer of access hardware and 
electric locking devices. SDC has received 
20 product awards and commendations 
for “Innovation & Excellence in Product 
Development” from the Security Industry 
Association.

Excab, Inc. and Larsen’s Manufacturing do not sell to
contractors or end users. We are loyal to our distributor
network and refer all end users and contractors to you, 
our customer. We believe in building solid relationships 
and strengthening your business by acting with integrity.

Excab, Inc. offers exceptional service and excellent
products — including the world's foremost inventory of
Larsen’s Manufacturing cabinets — packaged with
competitive prices. Each cabinet is customized to your
specifications, assembled accordingly and shipped with
great care by our experienced warehouse personnel. 
The Excab sales staff shares more than 25 years of
knowledge and expertise in the fire equipment industry.

The world’s finest fire equipment — available exclusively to distributors.

Visit us online at www.excab.com
to view our product catalog 

Tel: 800-525-0763 • Fax: 800-732-6952

EXCAB, Inc., a subsidiary of
Top Notch Distributors, Inc.
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Security Metal Products
Booth #2012

5700 Hannum Avenue
Suite 250
Culver City, CA 90230
(310) 641‑6690; Fax: (310) 641‑6601
sales@secmet.com  •  www.secmet.com

Security Metal Products Corp. is a national 
leader in fabricating standard and custom 
hollow metal in North America with combined 
manufacturing facilities of over 100,000 
square feet throughout North America.

SELECT Hinges, SELECT Products Limited
See Our Ad on Page 61

Booth #2009

9770 Shaver Road
Portage, MI 49024
(800) 423‑1174; Fax: (269) 323‑3815
www.select‑hinges.com

Continuous Geared Aluminum Hinges. 
Continuous warranty. Tested 25,000,000 cycles, 

SELECT  Products Limited Continued —
exclusive pair‑matching, “Green” hinges qualify 
for LEED, 48 Hr. shipping and lifetime lubrication. 
Also stainless steel continuous pin/barrel hinges.

Simon Door Company, LLC
Booth #2002

PO Box 4557
Brownsville, TX 78523
(956) 831‑7511; Fax: (956) 831‑7530
bstirling@simondoor.com

Software for Hardware
Booth #1115

151 Price Hills Trail
Sugar Hill, GA 30518
(770) 945‑2463; Fax: (770) 945‑2463
www.softwareforhardware.net

Software for Hardware is a software 
program designed for the door & hardware 
distributor to quote, detail, order and ship 
material for jobs and sales orders.

Stier Steel Corp.
See Our Ad on Page 97

Booth #1923

14279 Highway 16 E
Spring Valley, MN 55975
(507) 346‑2545; Fax: (507) 346‑2545
www.stiersteel.com

Stier Steel manufactures components for 
the hollow metal door and frame industry.
We supply glazing bead, spreader bars, hat 
channel, closer reinforcements, EMW anchors, 
Z‑Clips, chairs, mullion clips and more.

STREK‑O Doors, LLC
Booth #826

PO Box 9
Abbotsford, WI 54405
(715) 223‑2376; Fax: (715) 223‑2377
www.strekodoors.com

Manufacturing Wood Doors since 1940. Exclusive 
Manufacturer of SafeCore mineral door core 
products. Quick Ship and Customer Service 
leader. Extensive veneer species available.

Knowledge.  We know you and your business. 

This program offers detailed, customized coverage 

specific to the needs of the openings professional 

that will afford you better coverage 

and savings in annual premiums.

With the new DHI-Sponsored Insurance Program 

available in the fall of 2007, we can provide you ways to 

lower your risk through customized insurance policies 

and risk education.

The DHI Board of Governors approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

This new program offers:

We Know Insurance Details!

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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Supa Doors, Inc.
Booth #1913

1732 Universal City Blvd
Universal City, TX 78148‑3351
(210) 698‑8500; Fax: (210) 698‑8507
supadoor@aol.com  •  www.supadoor.com

Tanner Bolt & Nut Corp.
See Our Ad on Page 63

Booth #2108

4302 Glenwood Road
Brooklyn, NY 11210
(718) 434‑4500; (800) 456‑2658
Fax: (718) 434‑3215  •  www.tannerbolt.com

Tanner distributes a complete line of 
fastening solutions to the hollow metal 
door industry, and security fasteners for 
correctional and institutional work.

Tempo Hardware, Inc.
Booth #1127

1455 E Francis Street
Ontario, CA 91761
909) 930‑1898; (877) 468‑3676
Fax: (909) 673‑0881
www.tempohardware.com

Timely Industries, Inc.,
See Our Ad on Page 27

Booth #1103

10241 Norris Avenue
Pacoima, CA 91331‑2292
(800) 247‑6242; Fax: (818) 492‑3530
www.timelyframes.com

The leading manufacturer of pre‑finished 
steel door frames with over 30 years 
experience manufacturing fire‑rated 
door frames, sidelites, borrowed 
lites, adjustable frames and our new 
fixed throat kerf construction.

Top Notch Distributors, Inc.
See Our Ad on Page 9

Booth #1421

417 Erie Street
Honesdale, PA 18431‑0189
(570) 253‑5625; (800) 233‑4210
Fax: (800) 854‑4146  •  www.topnotch.bz

Top Notch Continued—
Top Notch Distributors builds its reputation 
on personal service and a complete in‑stock 
inventory of quality architectural hardware lines. 
We are committed to your complete satisfaction.

Total Openings  
Application Developers, LLC
Booth #1113

5701 E Circle Drive, Suite 365
Cicero, NY 13039
(866) 739‑3953; Fax: (866) 887‑5511
www.toadllc.com

A premier provider of digital content, 
we produce the most robust Product 
Configurators available. Our “plug‑in” 
software components, CRT & DoorDesigner, 
act as add‑ons to any Windows program.

Townsteel, Inc.
See Our Ad on Page 93

Booth #912

707 N Barranca Avenue
Building 6
Covina, CA 91723
(626) 858‑5080; (877) 858‑0888
Fax: (626) 858‑3393
sales@townsteel.com  •  www.townsteel.com

Townsteel offers quality heavy‑duty 
architectural hardware. Grade 1 commercial 
mortise locks, grade 1 and 2 cylindrical locks, 
retrofit solutions, designer trims and locks.

Trans Atlantic Company
Booth #1626

440 Fairmount Avenue
Philadelphia, PA 19123
(215) 629‑0400; (800) 523‑9956;  
Fax: (800) 531‑0844
www.transatlanticco.com

Fifty‑one‑year‑old importer supplying the 
contract hardware trade with a broad line of 
spring hinges, ball bearing hinges, template 
hinges, door closers, panic devices, surface 
bolts and locksets.

11/7/08:Ad # 1, Text added at bottom of ad: 3 lines under “Guardian is an ISO 17025-

2005  

  

 

 

   

        MISSING 
      FIRE DOOR LABELS? 

 
 

 

 
      We Can Re-label Them 

 By Inspection & Examination 
 

• Steel Door Frames—90 min. 

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

 

• Mineral Core Doors—45  

or 90 min. 

• We Label the Door & Frame & 

Comment On the Hardware 
Guardian Fire Test Labs, Buffalo, NY 

Area Office:  15 Wenonah Terr.,  

                   Tonawanda, NY 14150-7027 

Office Phone:  716 835 6880  

               Fax:   716 835 5682  

Email:  gftli@earthlink.net 

Web Site:  www.firetesting.com 

 
      GUARDIAN IS AN ISO 17025-2005 

ACCREDITED TEST LAB; INSPECTION  

        & PRODUCT CERTIFICATION 

AGENCY PER ISO17020 &ISO GUIDE 65 

                           

 

 

GUARDIAN 

Doors ThaT Work

Woodfold Mfg., Inc
PH: (503) 357-7181 or FAX (503) 357-7185

www.woodfold.com
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TRIMCO
Booth #1202

3528 Emery Street
PO Box 23277
Los Angeles, CA 90023‑0277
(323) 262‑4191; Fax: (800) 637‑8746  •  www.trimcobbw.com

Over 60 years of experience, TRIMCO offers a wide variety of door hardware products. 
We engineer high‑quality, innovative accessories from most basic to perfection.

Underwriters Laboratories, Inc.
Booth #2022

333 Pfingsten Road
Northbrook, IL 60062‑2096
(847) 272‑8800; (877) 854‑3577;  Fax: (847) 272‑8129  •  www.ul.com

Underwriters Laboratories Continued—UL offers the most comprehensive fire 
door and window testing including wood fire doors, swinging doors, glazing 
materials, frames, locks, hinges and other related products.

Unison Architectural Hardware
Booth #812

5861 88th Street, Suite 700
Sacramento, CA 95828
(916) 388‑1888; (888) 303‑1033; Fax: (916) 388‑8322
www.unisonhardware.com

VT Industries, Inc.
See Our Ad on Page 7

Booth #1507

1000 Industrial Park
PO Box 490
Holstein, IA 51025‑0490
(800) 827‑1615; Fax: (712) 368‑4184  •  www.vtindustries.com

Manufacturer of environmentally friendly high pressure decorative 
laminate doors, 5‑ply flush wood veneer doors, and stile & rail doors. 
Available with WDMA TR‑6 & OP‑6 factory finish.

Warminster Fiberglass Company
Booth #2220

725 County Line Road
Southampton, PA 18966‑0188
(215) 953‑1260; Fax: (215) 357‑7893
sales@warminsterfiberglass.com  •  www.warminsterfiberglass.com

Wikk Industries, Inc.
See Our Ad on Page 44

Booth #2121

6169 A Industrial Court
PO Box 167
Greendale, WI 53129
(414) 421‑9490; (877) 421‑9490

A manufacturer
with a distributor’s 

perspective! 

MegaMet has incorporated 
modern philosophies in 
designing and engineering 
a heavy duty functional steel 
door and frame by using 
3-D drawing programs and 
automated computerized 
equipment.

Custom Hollow Metal 
the way it was meant 

to be—Hassle Free! 
We accept your order 

in any format or 
nomenclature. No forms 

required, we can use 
existing schedules or 

drawings.

• Lead-lined
• Bullet Resistant
•  Over sized 

Doors and 
Frames

• Custom Profi les
• Stainless Steel
•  Custom arched tops and 

radiused work.
•  1.0 “PSI” Blast Doors

Dealing Directly with 
Hollow Metal Experts 
that have been in the 

business all their lives!

Quick ship 
lead-times at 

reasonable prices!

Avail yourself to the services 
of MegaMet to calculate and 
fabricate frames with sloped or 
arched heads. Even chorded 
(or segmented members) to 
produce radius frames in the 
plan view. We have hardware, 
software, facilities and personnel 
dedicated to this function, 
freeing your people to more 
worthwhile endeavors.

Announcing our new STC product line "Mega-Sonic" 
offering the latest in High Range Acoustical Doors. 

State-of-the-Art internal Door Core meets LEED construction 
requirements; tested to ASTM E90 in July 2009, we achieved an 

STC-50 with 4½” Heavy Weight Hinges on a 1¾” Metal Door. 

Available on our Quick Ship Program!

A manufacturer 
that is in tune with 

today’s project 
requirements!

We are a NAAMM member 
and adhere to its manufacturing 
procedures. Our “UL” 
procedures are quite extensive.

We offer three, fi ve, and ten day 
lead times at reasonable prices.WE DO IT ALL!

Go to — megametUSA.com 
(888) 322-7750  (205) 322-7700
fax: (205) 322-4600

Birmingham, AL

Metal Magicians at Work

SEE YOU AT THE DHI SHOW BOOTH #1014

FBC 2007 Approved

Wind Storm 

Certifi ed

FBC 2007 Approved

Wind Storm 

Certifi ed

Can't hear me now?
"Mega-Sonic"

STC-50 
with no Cam Lifthinges required!!

Can't hear me now?
"Mega-Sonic"

STC-50 
with no Cam Lifthinges required!!
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Wikk Continued—
Fax: (414) 421‑3158 
www.wikk.com

For 29 years our industry has relied on AccessAbility(tm) automatic door 
activation solutions for reliability, versatility and classic good looks. Products: 
wall switches, the INGRESS’R, bollards and accessories. We customize!

Woodfold Mfg., Inc.
See Our Ad on Page 77

Booth #1815

PO Box 346
Forest Grove, OR 97116‑0346
(503) 357‑7181; Fax: (800) 257‑9282  •  www.woodfold.com

A full line of custom made accordion and solid hardwood roll‑up doors. For 
installations calling for sight, security and acoustic control, we have the 
solutions for your customers’ needs.

Woodtech Trading Company, Inc.
Booth #2026

455 4th Avenue EN
PO Box 2609
Columbia Falls, MT 59912‑2609
(406) 892‑5140; (800) 775‑1352; Fax: (406) 892‑2678
www.woodtechdoor.com

Woodtech offers FSC Certified premium grade fire‑rated and non‑rated 
wood stile and rail doors in standard and custom configurations. Wood 
frames are also available.

Yale Commercial Locks and Hardware, 
An ASSA ABLOY Group Brand

See Our Ad on Page 13
Booth #1407

100 Yale Avenue
Lenoir City, TN 37771
(865) 986‑7511; (800) 438‑1951; Fax: (800) 338‑0965
www.yalecommercial.com

Yale Commercial Locks & Hardware provides a comprehensive line of door 
hardware, including an extensive range of mechanical and electromechanical 
mortise and cylindrical locks, exit devices, door closers and cylinders.

Zero International, Inc.
Booth #1412

415 Concord Avenue
Bronx, NY 10455‑1004
(718) 585‑3230; (800) 635‑5335; Fax: (718) 292‑2243
zero@zerointernational.com • www.zerointernational.com

Zero is a leading manufacturer of gasketing products as well as hinges 
intumescent items, photo luminescent products and now door lites and 
louvers through our newest company Advantage.

  EXHIBITORS LIST  Orlando 09

Medical 
Security 
Cabinets

Dupli-Key® 
Two-Tag 

Key Control

Dual Locks 
For Enhanced 
Key Security

Visit mmfi nd.com 
to see our full line of security cabinets 

or call 800.323.8181 for more information

Specify MMF
For All Your Security Cabinet Needs

Security

Organization

Quality

0907367_DoorsAndHardwareAd_4c3.indd   1 8/4/09   4:31:18 PM
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BOLTS
ABH Manufacturing
Baldwin Hardware Corp.
C. R. Laurence Company, Inc.
Cal Royal Products, Inc.
Design Hardware
DonJo Manufacturing, Inc.
Door Controls International
DORMA Architectural Hardware
FMS, Inc.
Frame Material Supply, Inc.
Ingersoll Rand Security Technologies
Lawrence Hardware, Inc.
Securitech Group, Inc.
Tempo Hardware, Inc.
Townsteel, Inc.
Trans Atlantic Company
TRIMCO

BRACKETS
Baldwin Hardware Corp.
BreyKrause Manufacturing Company
Cal Royal Products, Inc.
Lawrence Hardware, Inc.
Trans Atlantic Company
TRIMCO

CABINET HARDWARE
ABH Manufacturing
Baldwin Hardware Corp.
C. R. Laurence Company, Inc.
DonJo Manufacturing, Inc.
HES, Inc.,  
 An ASSA ABLOY Group Brand
Ingersoll Rand Security Technologies
Kaba Access Control
Lawrence Hardware, Inc.
MEDECO eCYLINDERS,  
 An ASSA ABLOY Group Brand
Tempo Hardware, Inc.
Trans Atlantic Company
TRIMCO

CLOSERS
Alarm Lock Systems, Inc.
C. R. Laurence Company, Inc.
Cal Royal Products, Inc.
CORBIN RUSSWIN Architectural Hardware,  
 An ASSA ABLOY Group Brand

Design Hardware
Dictator US, Inc.
DORMA Architectural Hardware
Hunter Access Technologies, Inc.
Ingersoll Rand Security Technologies
LARCO
NORTON Door Controls,  
 An ASSA ABLOY Group Brand
RIXSON Specialty Door Products,  
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company,  
 An ASSA ABLOY Group Brand
Trans Atlantic Company
Yale Commercial Locks and Hardware,  
 An ASSA ABLOY Group Brand

COMPUTER SOFTWARE
Access Information Technologies, Inc.
Alarm Lock Systems, Inc.
Comsense, Inc.
CORBIN RUSSWIN Architectural Hardware,  
 An ASSA ABLOY Group Brand
emullion Corporation
Kaba Access Control
Yale Commercial Locks and Hardware,  
 An ASSA ABLOY Group Brand

COORDINATORS AND ACCESSORIES
ABH Manufacturing
Cal Royal Products, Inc.
DonJo Manufacturing, Inc.
Door Controls International
DORMA Architectural Hardware
Ingersoll Rand Security Technologies
TRIMCO

DOOR ACCESSORIES
Activar Construction Products Group
Air Louvers, Inc. Division of Activar 
Construction Products Group
Alarm Lock Systems, Inc.
Anemostat Door Products
Baldwin Hardware Corp.
Cal Royal Products, Inc.
Design Hardware
DonJo Manufacturing, Inc.
FIB-R-DOR
FMS, Inc.
Frame Material Supply, Inc.
Ingersoll Rand Security Technologies

Lawrence Hardware, Inc.
Lorient North America
MARKAR Architectural Products, Inc.,  
 An ASSA ABLOY Group Brand
Medallion Entry Systems, Inc.
National Guard Products, Inc.
Securitech Group, Inc.
Tempo Hardware, Inc.
Trans Atlantic Company
TRIMCO
Zero International, Inc.

DOOR OPERATORS
DORMA Architectural Hardware
Ingersoll Rand Security Technologies

DOOR STOPS
ABH Manufacturing
Baldwin Hardware Corp.
BreyKrause Manufacturing Company
Cal Royal Products, Inc.
Design Hardware
Dictator US, Inc.
DonJo Manufacturing, Inc.
Door Controls International
DORMA Architectural Hardware
FIB-R-DOR
HES, Inc.,  
 An ASSA ABLOY Group Brand
Ingersoll Rand Security Technologies
Lawrence Hardware, Inc.
RIXSON Specialty Door Products,  
 An ASSA ABLOY Group Brand
Trans Atlantic Company
TRIMCO

DOORS, ALUMINUM
Fingershield Safety (USA, Inc.)
Woodfold Mfg., Inc.

DOORS, METAL
A&L Shielding, Inc.
ADAMS RITE Manufacturing Co.,  
 An ASSA ABLOY Group Brand
Ambico Limited
Concept Frames, Inc.
CURRIES Company,  
 An ASSA ABLOY Group Brand
Daybar Industries Limited
Deansteel Manufacturing Company, Inc.
DKS Steel Door & Frame Systems, Inc. 
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Subsidiary of CalRoyal Products, Inc.
Dunbarton Corporation
Fingershield Safety (USA, Inc.)
FLEMING/BARON,  
 An ASSA ABLOY Group Brand
Gensteel Doors
HMF Express
Hunter Access Technologies, Inc.
Ingersoll Rand Security Technologies
KVAL Inc.
Medallion Entry Systems, Inc.
Mesker Door, Inc.
National Custom Hollow Metal
Overly Door Company
Pioneer Industries
Premier Products, Inc.
Republic Doors and Frames
Security Metal Products
Timely Industries, Inc.,
Woodfold Mfg., Inc.

DOORS, SLIDING
A&L Shielding, Inc.
American Building Supply,  
 The Millennium Collection
CURRIES Company,  
 An ASSA ABLOY Group Brand
DKS Steel Door & Frame Systems, Inc. 
Subsidiary of CalRoyal Products, Inc.
Dunbarton Corporation
Hunter Access Technologies, Inc.
Ohio Valley Door Corp.
Overly Door Company
Woodfold Mfg., Inc.

DOORS, SPECIALTY
A&L Shielding, Inc.
ADAMS RITE Manufacturing Co., 
 An ASSA ABLOY Group Brand
Algoma Hardwoods, Inc.
Ambico Limited
American Building Supply,  
 The Millennium Collection
Ampco Products, Inc.
CORRIM Company
CURRIES Company,  
 An ASSA ABLOY Group Brand
Deansteel Manufacturing Company, Inc.
Dunbarton Corporation
Eggers Industries

FIB-R-DOR
HMF Express
L. E. Johnson Products, Inc.
Lambton Doors
MARKAR Architectural Products, Inc.,  
 An ASSA ABLOY Group Brand
Marshfield DoorSystems, Inc.
National Custom Hollow Metal
Overly Door Company
Premier Products, Inc.
Protective Door Industries
Security Metal Products
Warminster Fiberglass Company
Woodfold Mfg., Inc.

DOORS, WOOD
A&L Shielding, Inc.
Algoma Hardwoods, Inc.
Ambico Limited
American Building Supply,  
 The Millennium Collection
Ampco Products, Inc.
Construction Specialties, Inc.
Eggers Industries
Fingershield Safety (USA, Inc.)
GRAHAM Manufacturing Corporation,  
 An ASSA ABLOY Group Brand
Haley Brothers, Inc.
Harring Doors, Division of Jamestown 
Manufacturing, Inc.
IPIK Door Co., Inc.
Karona, Inc.
KVAL, Inc.
Lambton Doors
Marshfield DoorSystems, Inc.
Mohawk Flush Doors
Ohio Valley Door Corp.
Overly Door Company
Security Metal Products
VT Industries, Inc.
Woodfold Mfg., Inc.
Woodtech Trading Company, Inc.

DUSTPROOF STRIKES
ABH Manufacturing
Accurate Lock and Hardware Co., LLC
Design Hardware
DonJo Manufacturing, Inc.
Door Controls International
Ingersoll Rand Security Technologies
TRIMCO

EXIT DEVICES
ADAMS RITE Manufacturing Co.,  
 An ASSA ABLOY Group Brand
Alarm Lock Systems, Inc.
Cal Royal Products, Inc.
CORBIN RUSSWIN Architectural Hardware,  
 An ASSA ABLOY Group Brand
Design Hardware
Detex Corporation
Door Controls International
DORMA Architectural Hardware
FIB-R-DOR
Ingersoll Rand Security Technologies
SARGENT Manufacturing Company,  
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp.,  
 An ASSA ABLOY Group Brand
Trans Atlantic Company
Yale Commercial Locks and Hardware,  
 An ASSA ABLOY Group Brand

FIRE/SMOKE CLOSING AND  
DETECTION DEVICES
ABH Manufacturing
CORBIN RUSSWIN Architectural Hardware,  
 An ASSA ABLOY Group Brand
Dictator US, Inc.
DORMA Architectural Hardware
Ingersoll Rand Security Technologies
NORTON Door Controls,  
 An ASSA ABLOY Group Brand
RIXSON Specialty Door Controls,  
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company,  
 An ASSA ABLOY Group Brand
Yale Commercial Locks and Hardware,  
 An ASSA ABLOY Group Brand

GASKETING
Anemostat Door Products
FIB-R-DOR
Lorient North America
National Guard Products, Inc.
PEMKO Manufacturing Company,  
 An ASSA ABLOY Group Company
Reese Enterprises, Inc.
Zero International, Inc.

p
r
o
d
u
c
t
s 

L
i
s
t



82 DOORS AND HARDWARE £ SEPTEMBER 2009  •  dhi ConferenCe eXhiBTorS

 Orlando 09 EXHIBITORS LIST  — Produc ts

HINGES
ABH Manufacturing
Accurate Lock and Hardware Co., LLC
ADAMS RITE Manufacturing Co.,  
 An ASSA ABLOY Group Brand
Cal Royal Products, Inc.
Design Hardware
Dictator US, Inc.
DonJo Manufacturing, Inc.
DORMA Architectural Hardware
FIB-R-DOR
Ingersoll Rand Security Technologies
MARKAR Architectural Products, Inc.,  
 An ASSA ABLOY Group Brand
McKINNEY Products Company,  
 An ASSA ABLOY Group Brand
PEMKO Manufacturing Company,  
 An ASSA ABLOY Group Company
RIXSON Specialty Door Controls,  
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp.,  
 An ASSA ABLOY Group Brand
SELECT Hinges, SELECT Products Limited
Tempo Hardware, Inc.
Trans Atlantic Company
Zero International, Inc.

HOOKS
Baldwin Hardware Corp.
BreyKrause Manufacturing Company
Cal Royal Products, Inc.
DonJo Manufacturing, Inc.
Ingersoll Rand Security Technologies
Lawrence Hardware, Inc.
Trans Atlantic Company
TRIMCO

KEY CONTROL SYSTEMS
CORBIN RUSSWIN Architectural Hardware,  
 An ASSA ABLOY Group Brand
DORMA Architectural Hardware
Ingersoll Rand Security Technologies
Lund Equipment Co., Inc.
MMF Industries
Yale Commercial Locks and Hardware,  
 An ASSA ABLOY Group Brand

LATCHING DEVICES
Baldwin Hardware Corp.
C. R. Laurence Company, Inc.
Dictator US, Inc.
DonJo Manufacturing, Inc.
Door Controls International
FIB-R-DOR
Ingersoll Rand Security Technologies
Trans Atlantic Company
TRIMCO

LOCKS AND LATCHES
ABH Manufacturing
Accurate Lock and Hardware Co., LLC
ADAMS RITE Manufacturing Co.,  
 An ASSA ABLOY Group Brand
Alarm Lock Systems, Inc.
Baldwin Hardware Corp.
C. R. Laurence Company, Inc.
Cal Royal Products, Inc.
CORBIN RUSSWIN Architectural Hardware,  
 An ASSA ABLOY Group Brand
Design Hardware
DORMA Architectural Hardware
FIB-R-DOR
Hunter Access Technologies, Inc.
Ingersoll Rand Security Technologies
Kaba Access Control
Lawrence Hardware, Inc.
MARKS USA
MEDECO eCYLINDERS,  
 An ASSA ABLOY Group Brand
PDQ Manufacturing
SARGENT Manufacturing Company,  
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp.,  
 An ASSA ABLOY Group Brand
Townsteel, Inc.
Trans Atlantic Company
TRIMCO
Yale Commercial Locks and Hardware,  
 An ASSA ABLOY Group Brand

PARTITIONS
Woodfold Mfg., Inc.

PROTECTIVE HARDWARE
ABH Manufacturing

Activar Construction Products Group
Anemostat Door Products
Baldwin Hardware Corp.
BreyKrause Manufacturing Company
Cal Royal Products, Inc.
Design Hardware
DonJo Manufacturing, Inc.
FIB-R-DOR
Hiawatha, Inc. Division of Activar 
Construction Products Group
Ingersoll Rand Security Technologies
MARKAR Architectural Products, Inc.,  
 An ASSA ABLOY Group Brand
Medallion Entry Systems, Inc.
Trans Atlantic Company
TRIMCO

PUSH AND PULL HARDWARE
Activar Construction Products Group
ADAMS RITE Manufacturing Co.,  
 An ASSA ABLOY Group Brand
Alarm Lock Systems, Inc.
Baldwin Hardware Corp.
BreyKrause Manufacturing Company
Cal Royal Products, Inc.
Design Hardware
DonJo Manufacturing, Inc.
DORMA Architectural Hardware
FIB-R-DOR
HES, Inc.,  
 An ASSA ABLOY Group Brand
Hiawatha, Inc. Division of Activar 
Construction Products Group
Ingersoll Rand Security Technologies
LARCO
Lawrence Hardware, Inc.
Medallion Entry Systems, Inc.
SARGENT Manufacturing Company,  
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
Trans Atlantic Company
TRIMCO

SECURITY HARDWARE, ELECTRIFIED 
AND ELECTROPNEUMATIC
ADAMS RITE Manufacturing Co.,  
 An ASSA ABLOY Group Brand
Alarm Lock Systems, Inc.
Baldwin Hardware Corp.
Cal Royal Products, Inc.

Intelligent Access Management
Now available at HSI

The concept is simple: 
Electronic access management that’s 
secure and surprisingly affordable.  
Sometimes, simple is simply genius.

Introducing a brilliant new innovation in access 
management:  bright blue™ from Schlage.  It’s 
a web-based access control system that gives 
you the freedom to access, manage and control 
your facility’s points of entry from anywhere.  
It’s powerful.  It’s affordable.  It’s easy to use.

NC 800.334.5625
FL 800.282.8499
GA 800.358.6016
TX 800.334.5625
CA 800.325.3833  
w w w . H a r d w a r e S u p p l i e r s . c o m
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CORBIN RUSSWIN Architectural Hardware,  
 An ASSA ABLOY Group Brand
Design Hardware
Detex Corporation
Door Controls International
DORMA Architectural Hardware
HES, Inc.,  
 An ASSA ABLOY Group Brand
Hunter Access Technologies, Inc.
Ingersoll Rand Security Technologies
Kaba Access Control
LARCO
MARKAR Architectural Products, Inc.,  
 An ASSA ABLOY Group Brand
MARKS USA
PEMKO Manufacturing Company,  
 An ASSA ABLOY Group Company
SARGENT Manufacturing Company,  
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp.,  
 An ASSA ABLOY Group Brand
Security Door Controls
Trans Atlantic Company
Yale Commercial Locks and Hardware,  
 An ASSA ABLOY Group Brand

SECURITY HARDWARE, NONELECTRIFIED
ABH Manufacturing
Alarm Lock Systems, Inc.
Anemostat Door Products
BreyKrause Manufacturing Company
CORBIN RUSSWIN Architectural Hardware,  
 An ASSA ABLOY Group Brand
Detex Corporation
Ingersoll Rand Security Technologies
Kaba Access Control
MARKAR Architectural Products, Inc.,  
 An ASSA ABLOY Group Brand
MARKS USA
MEDECO eCYLINDERS, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company,  
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
Tanner Bolt & Nut Corp.
Townsteel, Inc.
TRIMCO
Yale Commercial Locks and Hardware,  
 An ASSA ABLOY Group Brand

SLIDING/FOLDING DOOR EQUIPMENT
ADAMS RITE Manufacturing Co.,  
 An ASSA ABLOY Group Brand
Baldwin Hardware Corp.
C. R. Laurence Company, Inc.
Cal Royal Products, Inc.
Dictator US, Inc.
DonJo Manufacturing, Inc.
Hunter Access Technologies, Inc.
L. E. Johnson Products, Inc.
Lawrence Hardware, Inc.
PEMKO Manufacturing Company,  
 An ASSA ABLOY Group Company
Tempo Hardware, Inc.
TRIMCO

SPECIAL PRODUCTS FOR 
INSTALLATION AND FABRICATION
C. R. Laurence Company, Inc.
Design Hardware
DORMA Architectural Hardware
KVAL Inc.
Pyrophobic Systems, Ltd.
Stier Steel Corp.
Tanner Bolt & Nut Corp.

SPECIAL PRODUCTS  
FOR THE DISABLED
Baldwin Hardware Corp.
C. R. Laurence Company, Inc.
CORBIN RUSSWIN Architectural Hardware,  
 An ASSA ABLOY Group Brand
DORMA Architectural Hardware
Hunter Access Technologies, Inc.
Ingersoll Rand Security Technologies
LARCO
MARKS USA
National Guard Products, Inc.
NORTON Door Controls,  
 An ASSA ABLOY Group Brand 
PEMKO Manufacturing Company,  
 An ASSA ABLOY Group Company
SARGENT Manufacturing Company,  
 An ASSA ABLOY Group Brand
Trans Atlantic Company
TRIMCO
Yale Commercial Locks and Hardware,  
 An ASSA ABLOY Group Brand
Zero International, Inc.

SPECIALTY BUILDING PRODUCTS
Activar Construction Products Group
Air Louvers, Inc. Division of Activar 
Construction Products Group
Ampco Products, Inc.
Anemostat Door Products
FIB-R-DOR
J. L. Industries, Inc. Division of Activar 
Construction 
Products Group
Lorient North America
MARKAR Architectural Products, Inc.,  
 An ASSA ABLOY Group Brand
MIFAB Manufacturing, Inc.

THRESHOLDS
LARCO
National Guard Products, Inc.
PEMKO Manufacturing Company,  
 An ASSA ABLOY Group Company
Reese Enterprises, Inc.
Trans Atlantic Company
TRIMCO
Zero International, Inc.

WASHROOM ACCESSORIES
Ampco Products, Inc.
BreyKrause Manufacturing Company
MARKAR Architectural Products, Inc.,  
 An ASSA ABLOY Group Brand
Medallion Entry Systems, Inc.
SELECT Hinges, SELECT Products Limited

WHOLESALE DISTRIBUTORS
Top Notch Distributors, Inc.

WINDOW HARDWARE
Baldwin Hardware Corp.
C. R. Laurence Company, Inc.
Lawrence Hardware, Inc.
Trans Atlantic Company
Zero International, Inc.

WINDOWS
C. R. Laurence Company, Inc.
HMF Express
Overly Door Company
Premier Products, Inc.
Protective Door Industries
Security Metal Products

DHI National Education is for EVERYONE!  
National  |  Chapter  |  In-house  |  Online  |  Challenge Exams

Flexible  |  Convenient  |  Customized

DHI National Education

DhI National Education Sessions:  
September 18-25

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

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

Be a part of the most comprehensive and unparalleled technical 
education in the openings industry.  With a curriculum to suit the needs 
of every openings professional, increase your knowledge to advance 
your career.  Increase your competitive edge and potential through DHI 
certifications.

•	 Refine your technical skills through the guidance of veteran 
industry professionals in this hands-on environment.

•	 Advance your knowledge and understanding of the openings 
industry.

•	 Learn about the latest industry developments in products, 
codes and trends.

•	 Experience increased productivity, morale and loyalty by 
investing in your employees’ careers through continuing 
education.  

Earn Continuing Education Program points. Attending DHI classes 
allows for 3 points per hour for each technical class and 1 point per 
hour for each non-technical class.  For additional information, please 
visit our website at www.dhi.org or call DHI at 703-222-2010.

Buy one day of National Education and attend the Conference 
and Exposition for FREE!

Surviving to thriving, Preparing to Prosper!

09HouseAds6_09.indd   5 6/6/09   8:02 PM
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Go to www.dhi.org for COMPLETE COURSE LISTINGS AND COURSE DESCRIPTIONS

IMPORTANT INFORMATION

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

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

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

TUITION STRUCTURE – Member tuition 
applies to any DHI individual member or any 
employee of a corporate member. Tuition in 
Orlando, FL includes course material, breakfast, 
lunch, and refreshments.

CHALLENGE EXAM – DHI has developed 
a series of exams allowing you to earn credit for 
courses using the knowledge you have gained 
through DHI education, industry training, and 
on-the-job training. Passing an exam will give 
you credit for that course in the DHI Credentialing 
Program.  To apply for a Challenge Exam, please 
visit www.dhi.org.

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

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

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

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

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

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

REGISTRATION HOURS 
 ✪ Tuesday, September 15 12:00pm - 5:00pm

 ✪ Wednesday, September 16 8:00am - 8:00pm

 ✪ Thursday, September 17 8:30am - 7:00pm

REGISTRATION IS
STILL AVAILABLE!
REGISTRATION IS
STILL AVAILABLE!

Didn’t get a chance to pre-register for DHI’s 34th Annual Conference and Exposition?  
Don’t worry, you can still come to the Show! 

Just register ON-SITE at the Gaylord Palms Resort & Convention Center. 
Take advantage of DHI’s Full Conference Package  
and receive complete access to: 
 ✪  Forum for the Future Program with 

Kick-Off and Wrap-Up Luncheons 

 ✪ Conference Education Sessions 

 ✪ Industry Marketplace 

 ✪  Exposition Hall including Opening and 

Closing Receptions on the Show Floor 

 ✪ And so much more! 

For more information about all this year’s event  

has to offer go to www.dhi.org or contact our 

Member Services department at 703-222-2010. 

09CONF_6.indd   1 8/18/09   9:48 PM

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

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

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

      

track/course 
Options

friday, 
september 18

saturday, 
september 19

sunday, 
september 20

Monday, 
september 21

tuesday, 
september 22

Wednesday, 
september 23

thursday, 
september 24

friday, 
september 25

COR
(6-day)

Architectural 
Hardware & 
Applications 

(COR113)

Architectural 
Hardware & 
Applications 

(COR113) 

Architectural 
Hardware & 
Applications 

(COR113) 

Using Codes 
and Standards+ 

(COR140)

Using Codes 
and Standards+ 

(COR140)

Using Codes 
and Standards+ 

(COR140)

COR 
(8-day)

Understanding and 
Using Construction 

Documents 
(COR103)*+

Architectural 
Hardware & 
Applications 

(COR113)

Architectural 
Hardware & 
Applications 

(COR113) 

Architectural 
Hardware & 
Applications 

(COR113) 

Door and Frame 
Applications 

(COR120)

Door and Frame 
Applications 

(COR120)

Takeoff and 
Estimating 
(COR125)*

Takeoff and 
Estimating 
(COR125)*

COR
(5-day)

Electrified  
Architectural  

Hardware (COR133)

Electrified 
Architectural 

Hardware (COR133)

Electrified 
Architectural 

Hardware (COR133)

Electrified 
Architectural 

Hardware (COR133)

Electrified 
Architectural 

Hardware (COR133)

AHC 
(7-day)

Masterkeying 
(AHC200)

Detailing Hardware 
(AHC205)*

Detailing Hardware 
(AHC205)*

Detailing Hardware 
(AHC205)*

Advanced Detailing 
Hardware (AHC207)*

Advanced Detailing 
Hardware (AHC207)*

Advanced Detailing 
Hardware (AHC207)*

AHC
 (5-day)

Principles of 
Specification Writing 

(COR145)

Writing Hardware 
Specifications 

(AHC215)*

Writing Hardware 
Specifications 

(AHC215)*

Writing Hardware 
Specifications 

(AHC215)*

Writing Electrified 
Hardware System 

Specifications 
(EHC415)*

CDC
(5-day)

Writing Door and 
Frame Specifications 

(CDC310)*

Writing Door and 
Frame Specifications 

(CDC310)*

Writing Door and 
Frame Specifications 

(CDC310)*

CDC Exam Prep 
(CDC315)*

CDC Exam Prep 
(CDC315)*

ELT 
(3-day)

Effective 
Management of 

Employees 
 (ELT505)

Aftermarket Sales 
and Building 
Renovations 

(ELT500)

How to Develop and 
Retain Customers 

(ELT510)

Additional
 COR Courses

Professional Sales 
(COR165)

Material Purchasing 
Concepts
 (COR160)

Additional
COR/CDC 
Courses

Installation 
Coordination and 

Project Management 
(COR153)*

Installation 
Coordination and 

Project Management 
(COR153)*

Using Door and 
Frame Standards  

(CDC300)

Detailing Doors and 
Frames  

(CDC305)

Detailing Doors and 
Frames  

(CDC305)

Additional 
AHC Courses

AHC Exam Prep 
(AHC220)*

AHC Exam Prep 
(AHC220)*

AHC Exam Prep 
(AHC220)*

Additional 
EHC Courses

Drawings for 
Electrified Hardware 
Systems (EHC400) 

Drawings for 
Electrified Hardware 
Systems (EHC400)

Drawings for 
Electrified Hardware 
Systems (EHC400) 

Additional
 EHC Courses

EHC Exam Prep 
(EHC420)* 

EHC Exam Prep 
(EHC420)* 

DAI Course 
(4-day)

Fire and Egress Door 
Assembly Inspection 

(DAI600)*

Fire and Egress Door 
Assembly Inspection 

(DAI600)*

Fire and Egress Door 
Assembly Inspection 

(DAI600)*

Fire and Egress Door 
Assembly Inspection 

(DAI600)*

COURSE CURRICULUM

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

Member Price 
On and After 

9/1/09

Non-Member 
Price

$TOTAL

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

ENROLLMENT INFORMATION

TOTAL AMOUNT DUE $___________________

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

Price

Member Non-Member

$1895 $2395
$650 $870

Example:

PART 1 of 2

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

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

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

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

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

PART 2 of 2

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

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

Card Number_____________________________________________________________________   Expiration Date  _______________ / ___________________

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

Signature _______________________________________________________________________________________________________________________

CREDIT CARD BILLING ADDRESS: 

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

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City __________________________________ Province/ST ____________________________  Zip/Postal Code_____________________________________ 

PAYMENT INFORMATION

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

Door and Hardware Institute

14150 Newbrook Drive, Suite 200, Chantilly, VA 20151

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

Register online at www.dhi.org

Accounting use only.

TOTAL AMOUNT DUE $___________

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

Name ______________________________________________________________      Name for Badge _______________________________________________

Title _______________________________________________________________       Company ___________________________________________________

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City _____________________________________ Province/ST _____________________________   Zip/Postal Code _____________________________________

Telephone   (                        ) ________________________________________________ Fax (                          ) ____________________________________________

E-mail (REQUIRED**) _________________________________________________

**Provide current e-mail address. All registration confirmations and exam results will be sent via e-mail.
Courses run daily from 8:00 a.m. to 5:30 p.m. Register online at www.dhi.org. 
Registrations MUST be received by Sept. 11, 2009.

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

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

1 Great Price = 2 Great Events!

DHI NATIONAL EDUCATION REGISTRATION FORM
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Course Title (Course Number) Date(s)** “Early Bird”
Member Price 
thru 8/31/09

Member Price 
On and After 

9/1/09

Non-Member 
Price

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

ENROLLMENT INFORMATION

TOTAL AMOUNT DUE $___________________

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

Price

Member Non-Member

$1895 $2395
$650 $870

Example:

PART 1 of 2

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

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

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

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

Special “Early Bird” Pricing Offer Ends August 31, 2009
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Card Holder’s Name (Print name as it reads on card): _____________________________________________________________________________________________

Signature _______________________________________________________________________________________________________________________

CREDIT CARD BILLING ADDRESS: 

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

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City __________________________________ Province/ST ____________________________  Zip/Postal Code_____________________________________ 

PAYMENT INFORMATION

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

Door and Hardware Institute

14150 Newbrook Drive, Suite 200, Chantilly, VA 20151

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

Register online at www.dhi.org

Accounting use only.
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q  DHI Member  I.D. Number  ___________________________       q  Non-Member
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Title _______________________________________________________________       Company ___________________________________________________

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City _____________________________________ Province/ST _____________________________   Zip/Postal Code _____________________________________
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E-mail (REQUIRED**) _________________________________________________

**Provide current e-mail address. All registration confirmations and exam results will be sent via e-mail.
Courses run daily from 8:00 a.m. to 5:30 p.m. Register online at www.dhi.org. 
Registrations MUST be received by Sept. 11, 2009.
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Are You Prepared for an Epidemic?

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

By Heidi K. Abegg

l e g a l
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I 
nfluenza a(H1n1), 
 commonly referred to as swine 
flu, is a subtype of the Influenza 

A virus.1 Some strains of H1n1 are 
endemic in humans, while some are 
endemic in animals, such as pigs 
(swine flu) and birds (avian flu). The 
World Health Organization (WHO) 
has stated that a new strain of 
swine-origin H1N1 flu was respon-
sible for the 2009 flu pandemic. 
It is this novel H1N1 strain that 
health officials are watching as we 
approach the flu season.

Although it is impossible to 
predict the extent or severity of a 
flu pandemic this fall, what officials 
can predict is that most people will 
have no immunity to the novel 

H1N1 virus that will most likely 
resurge this fall. Given that there is 
a potential for high absenteeism and 
other affects on business, businesses 
should begin planning now if they 
haven’t already.2

As a starting point, the Centers 
for Disease Control and Prevention 
(CDC) has many helpful resources 
for businesses and employers, which 
can be found at www.cdc.gov. The 
WHO website for international 
issues is another helpful resource: 
www.who.int. Government officials, 
however, have said that the best 
place for timely and accurate infor-
mation may be at the local level, e.g., 
your local health department, the 
U.S. Embassy.

As this article went to press, 
the WHO raised the worldwide 
pandemic alert level to Phase VI. 
This means that there has been a 
global spread of the novel H1N1 
virus. Keep in mind that the phase 
designation is not a designation of 
severity. Rather, it means that the 
virus has sustained transmission 
between person to person in many 
places around the world, an impor-
tant fact to know when developing 
preparedness plans.

Since the virus is new, it is still 
adapting in humans. The virus also 
has heterogeneity—that is, there is 
a different picture of transmission, 
depending upon where one looks. 
Some countries have not seen large 
outbreaks, whereas other countries, 
or even communities within certain 
countries, have seen large, rapid 
outbreaks. Therefore, in developing 
your plans, you need to remain flex-
ible and keep checking for updates to 
the current guidance from the CDC 
and the WHO, as it will change as 
more is learned about the virus.

Basic Prevention Measures

As we approach the fall, businesses 
need to implement the normal basic 
measures to prevent the spread of 
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the flu. A flu vaccine is being devel-
oped, which will be administered 
as a Federal program, but it won’t be 
available at the beginning of the fall. 
As more is learned about the novel 
H1N1 flu, guidance will change. 
Therefore, employers need to be flex-
ible and prepared for change because 
the severity and impact is still very 
uncertain and will be for some time.

Employers are well-advised to 
implement a thorough education 
program that covers the funda-
mentals—signs and symptoms of 
influenza; modes of transmission; 
personal and family protection 
and response strategies (e.g., hand 
hygiene, covering your cough, 
contingency plans); allay fears and 
respond to misinformation; dissem-
inate information as appropriate 
regarding the company’s prepared-

ness and response plan; transmit 
up-to-date information regarding 
vaccines and antivirals.

The novel H1N1 flu virus seems to 
be transmitted much like seasonal 
influenza: via droplets that are 
expelled through sneezing, cough-
ing or speaking. Individuals cannot 
normally tell the difference between 
seasonal influenza and H1N1 influ-
enza without medical assistance. 
Typical symptoms to watch for are 
similar however and include fever, 
cough, headache, body aches, sore 
throat and runny nose.

Employers can reinforce basic 
measures, such as frequent hand 
washing, covering coughs, having 
sick employees stay home from 
work, and avoiding contact with 
sick individuals. If there are 
members of your workforce who 

are at a higher risk of complica-
tion, such as pregnant women, or 
those with chronic conditions, they 
should be encouraged to seek imme-
diate medical care if they develop 
flu-like symptoms. There are antivi-
ral medicines available that can help 
shorten the duration of the illness 
and the severity of the symptoms, 
including those of the novel H1N1 
virus, but they must be given early 
if they are to be effective.

Planning for Implementation  
of Control Strategies

One thing that is known about 
the H1N1 virus is that most people 
have no immunity. Therefore, the 
CDC has stated that the number one 
control strategy is to keep sick and 
well people apart. Employers should 
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encourage sick workers to stay 
home and away from the workplace 
for as long as they are contagious. 
Reducing transmission of the virus 
will be very important to lessening 
the severity of an outbreak.

In implementing this control 
strategy, employers should revisit 
their leave policies. An outbreak of 
the H1N1 virus might require sick 
employees to stay away from work 
for seven to ten days. Additionally, 
employers need to consider the fact 
that employees may need to stay 
home to care for sick family members, 
especially if local schools are closed 
in the event of a severe outbreak. 
Officials have warned that if the situ-
ation becomes severe, action might be 
taken, including closing schools, clos-
ing daycares, and asking parents to 
keep kids at home and out of crowded 
community events.

Another recommendation may 
cause a little heartburn for employ-
ers—do not automatically ask for a 
note from the doctor to clear some-
body back to work. While a doctor’s 
note may be required in some cases 
(under the Family Medical Leave Act 
or the Americans with Disabilities 
Act), requiring a note when it is not 
legally necessary will clog doctor’s 
offices and emergency rooms. Not 
only will this tax the medical system, 
but it may increase the spread of the 
virus, not to mention that it may be 
very difficult to get a timely note to 
return to work.

An essential part of any business 
preparedness plan is to plan for 
business continuity. If you have 
already wrestled with this issue 
in the context of planning in the 
event of a terrorist attack, you have 
already done much of the work. If 
not, you should identify key posi-
tions, that is, jobs that are critical 

to the operations of your business 
so that you can ensure there is a 
redundancy or protection of those 
key positions. For example, you may 
need to plan so that a staffing short-
age has minimal effect on payroll 
and customer order fulfillment. You 
may want to begin training some 
employees to handle additional 
functions in the event other employ-
ees must stay home.

You should also conduct assess-
ments of your suppliers and vendors 
and consider whether alternative 
plans are necessary in the event 
that a key supplier or vendor has to 
temporarily shut down.

You should also establish poli-
cies to be implemented during a 
pandemic. The following questions 
can provide a starting point for your 
preparation. What will be the proce-
dure to notify employees, custom-
ers, vendors and others if you must 
temporarily shut down? Do you 
have an infection control response 
for when employees are suspected 
to be ill or become ill at work? What 
is your travel policy, both domestic 
and international? Do you have 
employees who work offsite that 
may need to be evacuated from an 
affected area?

What will you do if you are 
required to take steps to reduce social 
interaction, both within and outside 
the workplace? Will you need to 
cancel mass events or not participate 
in crowded events? Do you have the 
appropriate cancellation insurance?

Can you use staggered shifts to 
reduce crowding at your workplace? 
Can you segregate the workspace so 
that employees are physically apart? 
Can some of your employees work 
from home? If so, you should look 
at your telecommuting policy—does 
it need to be updated? Is it flexible 

enough? Do your employees have 
the tools they need if they suddenly 
need to telecommute? If you don’t 
have one, now is the time to draft 
one and educate your employees 
about how it would work should 
you need to implement it in the 
event of an outbreak.

If your employees travel, whether 
domestically or internationally, you 
should plan for the curtailment of 
transportation facilities and/or restric-
tions on travel. As with adopting a 
telecommuting policy, advance plan-
ning can lessen the impact of travel 
restrictions. For example, are you 
technologically prepared to conduct 
virtual meetings if necessary?

Conclusion

There will not be enough time to 
react on the fly so businesses should 
begin planning now for the upcom-
ing flu season. Communication to, 
and education of, your employees 
is important, even now. You should 
not only plan for the impact of 
a pandemic on your business, 
employees and customers, but you 
should also establish policies to be 
implemented during a pandemic. 
Finally, you should take advantage 
of any local resources available and 
collaborate with insurers, health 
plans, local healthcare facilities, and 
other local businesses to improve 
your community response.

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

purposes only and is not intended to constitute legal advice.
2.  Legal issues that employers will face if there 

is a severe outbreak of the H1N1 virus may 
be discussed in a future article.

About the Author: Heidi Abegg is an asso-
ciate at Webster, Chamberlain & Bean—a 
Washington, DC-based law firm. She can be 
reached at habegg@wc-b.com.
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For 34 consecutive years since 1976, 
we have held this event and many 
Exhibitors have participated in every 
one of them. The following exhibi-
tors deserve special recognition for 
exhibiting at all (34) conventions:

ASSA ALOY Americas

Detex Corp.

Ingersoll Rand Security Technologies

National Guard Products 

Republic Doors and Frames

Following is a list of the rest of this 
year’s exhibiting companies with (5) 
or more total years of participation. 
Those company names in BOLD indicate 
consecutive years exhibiting.

Companies exhibiting  
30 total years or more:

Accurate Lock and Hardware  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 33

Algoma Group . . . . . . . . . . . . . . . . . . . . . . .33

DOrmA Architectural Hardware .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 33

pioneer Industries  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 33

Security Door Controls . . . . . . . . . . . . . . . .33

Lund equipment Co .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 32

Zero International  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 32

Ampco products  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 31

Anemostat Door Products . . . . . . . . . . . . .31

Door Controls International . . . . . . . . . . .31

reese enterprises .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 31

trImCO  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 31

Woodfold-Marco . . . . . . . . . . . . . . . . . . . . .31

Kaba Access Control  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 30

mesker Door/Design Hardware  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 30

Companies exhibiting  
between 25 to 29 total years:

Activar Construction Products . . . . . . . . .29

eggers Industries  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 29

Alarm Lock Systems .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 28

MARKS USA . . . . . . . . . . . . . . . . . . . . . . . . . .27

PDQ Manufacturing . . . . . . . . . . . . . . . . . .27

Intertek testing Services26

L. E. Johnson Products26

Marshfield Door Systems . . . . . . . . . . . . . .26

timely Industries  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 26

trans Atlantic Company .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 26

Securitech Group. . . . . . . . . . . . . . . . . . . . .25

Companies exhibiting  
between 20 to 24 total years:

Don-Jo manufacturing  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 24

HmF express LLC .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 24

VT Industries . . . . . . . . . . . . . . . . . . . . . . . .24

Deansteel manufacturing  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 23

Dunbarton Door and entry Systems  .  .  .  .  .  .  .  .  .  .  . 23

Hollow metal Xpress  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 23

Cal-royal products .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 21

Mohawk Flush Doors. . . . . . . . . . . . . . . . . .21

National Custom Hollow Metal . . . . . . . . .21

Underwriters Laboratories  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 21

Dayton Industries .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 20

Companies exhibiting  
between 15 to 19 total years:

A & L Shielding  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 18

Haley bros .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 18

Daybar Industries .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 17

mmF Industries  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 16

SeLeCt products  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 16

dhiDHI would like to recognize many of our 2009 Conference 
and Exposition Exhibitors for their long standing 
commitment to this event and our industry. Through their 
continued participation, they not only display their prod-
ucts, services, and solutions to our industry’s openings 

2009 Exhibitor Recognition
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Warminster Fiberglass  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 16

Woodtech trading Co .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 16

bDHHI, baldwin & K2 Commercial Hdw .  .  .  .  .  .  .  .  . 15

Boyle and Chase  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .15

Comsense  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 15

CORRIM Co .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .15

Gensteel Doors  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 15

Ohio Valley Door  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .15

Tanner Bolt & Nut  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .15

Tempo Hardware .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .15

Companies exhibiting  
between 10 to 14 total years:

ABH Manufacturing  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .13

Ambico, Ltd .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .13

Overly Door Co . .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .13
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Direct Security Supply  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .12

FIb-r-DOr  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 12

Millennium Door  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .12

Karona  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .11

NGFL/BASF  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .11

Security Metal Products/Security 

Acoustics .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .11

C . R . Laurence Company  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .10

Lorient North America .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 10

premier products  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 10
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between 5 to 9 total years:
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Stier Steel  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 9

Harring Doors  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .8

BMG Door Hardware  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .7

Brey Krause Manufacturing  .  .  .  .  .  .  .  .  .  .  .  .7

Concept Frames  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 7

DKS Steel Door & Frame Systems  .  .  .  .  .  .  .  .7

Lambton Doors .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 7

Larco  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .7

mifab  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 7

protective Door Industries  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 7

Hunter Access technologies  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 6
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A special welcome to our  
first time exhibiting companies:

Distribution One, Inc .

Doorland Group

DSA Door Seals of Australia

everest metal products

ryan transportation Services, Inc .

issues, they demonstrate the latest developments and tech-
nologies available to attendees, while confirming the impor-
tance of this annual gathering of the industry’s influential 
players. They value the opportunity for face-to-face business 
meetings, whether demonstrating products or discussing 

mutually beneficial strategies with their channel partners. 
This opportunity comes only once each year at our indus-
try’s only gathering, and they invest significantly to be there 
as an Exhibitor. Please thank them for their participation and 
support, especially in these difficult times.

2009 Exhibitor Recognition

Please join us in thanking our 2009 Conference &  
Exposition Exhibitors for their participation and support!
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Activar Construction 
Products Group 
Announces Promotion 
of Greg Kamman 
to National Sales 
Manager for the 
Division

Greg Kamman has 

b e e n  p r o m o t e d 

to National Sales Manager of the five 

companies in the Construction Products 

group. Formerly National Sales Manager 

of JL Industries, Samson Products and 

Thomas Enterprises, Greg now heads Air 

Louvers and Hiawatha as well. 

Headquar tered in Bloomington, 

Minnesota, the Activar Construction 

Products Group is a major supplier of 

Division 7, 8 and 10 products for the 

commercial  construc tion industr y. 

ACPG brings over 60 years of experi-

ence, dependable service and high-

quality products to the market, and 

with the addition of a new warehouse 

in Chicago Illinois, ACPG now features 

seven shipping locations nationwide. 

For more information visit www.acti-

varcpg.com, call 1-877-554-6077, or email  

sales@activarcpg.com.

Wikk Industries, Inc. 
and New Business 
Development Director 
Team Up for Growth 
Strategy

Wikk Industries, Inc., a 

Greendale, Wisconsin-

based designer and 

manufacturer of the AccessAbility™ 

automatic door activation solutions line, 

is pleased to announce the addition of 

Ms. Kyle Holloway in the company’s new 

role of business development director. 

Holloway’s unique background includes 

more than two decades of hands-on expe-

rience in the automatic door and commer-

cial door sides of the industry. She is also 

an accredited American Association of 

Automatic Door Manufacturers (AAADM) 

inspector, and has been factory-certified 

by many automatic door manufacturers. 

Her first priority for Wikk is to grow Wikk’s 

national network of manufacturer’s repre-

sentative agencies. 

Contact Kyle Holloway at 562-217-7811, 

or email at: kyle@wikk.com. Visit www.

wikk.com for more imformation.

PRODUCTS

Bilco Offers Fall Protection  
Grating for Access Doors

T h e 

Bilco 

Company, manufacturers of specialty 

access products for residential and archi-

tectural applications, offers a grating 

option that provides a permanent means 

of fall protection on the company’s line of 

floor, vault, and sidewalk doors. 

The fall protection grating is construct-

ed of corrosion-resistant fiberglass and 

includes lift assistance and an automatic 

hold open arm for ease of operation and 

user safety. It is equipped with stainless 

steel hardware for maintenance-free per-

formance and is rated for a 300 PSF live 

load. Bilco offers its fall protection grat-

ing on standard and special sizes and kits 

can be supplied to retrofit the product 

onto Bilco doors in the field. 

For more information on Bilco’s fall pro-

tection grating or other Bilco products, 

call (203) 934-6363 or visit www.bilco.com.
 

CyberLock Goes for the Green with  
Two Rechargeable Keys

CyberLock goes green with two choices 

in rechargeable keys: the Standard 

Rechargeable Key for light duty applica-

tions and the new XD Rechargeable Key 

for all types of applications. Both recharge-

able keys eliminate the need to regularly 

replace and discard batteries. Small and 

environmentally-friendly, the recharge-

able keys join an extensive line of products 

offered by Videx as part of the CyberLock 

Electronic Lock System.

Please contact Videx by phone at (541) 

758-0521, by fax at (541) 752-5285, by 

email at sales@videx.com, or visit our 

web site at: www.videx.com.

Detex Corporation Provides Weatherized 
Delayed Egress Hardware Ideal for Healthcare 
Facilities

Detex Corporation is filling an important 

market need by offering delayed egress 

hardware that stands up to the weather. 

Of the many applications for this weather-

ized product—ranging from outside gates 

to interior doors that get wet—one of the 

most often specified uses is to protect 

patients from unauthorized entry or exit 

in outdoor areas at healthcare facilities.

Detex weatherized delayed egress 

hardware can be ordered as an Easy Kit®, 

complete with everything needed for easy 

installation, including pre-wiring. In the rug-

ged, high-quality Advantex® line, it is avail-

able in an architect-approved stainless steel 

finish. Other Detex EasyKits often specified 

Kyle Holloway

Greg Kamman
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by healthcare facilities include AOD (Automatically Operated 

Doors), DE (Delayed Egress), ACD (Access Controlled Doors), and ED 

(Electrically Dogged Doors). For more information, visit www.detex.

com or marketing@detex.com.

CORPORATE CORNER

Akron Hardware Relocates Pennsylvania Distribution Center

Akron Hardware, a national wholesale distributor of architectural 

hardware and security products, announces the relocation of its 

Eastern Pennsylvania Distribution Center. Effective August 31, 

2009, this facility will move into a new state-of-the-art building 

designed specifically for Akron Hardware. This distribution center, 

located in Phoenixville Pennsylvania, will continue to service the 

Eastern United States with an extensive inventory of products 

from ASSA ABLOY, Dorma, ACSI, and Kaba Access. Akron Hardware 

provides same day shipping, knowledgeable sales professionals, 

and free freight on all UPS Ground orders.

Please call an Akron Hardware sales professional at (800) 321-

9602. Visit Akron Hardware’s website at www.akronhardware.

com for further information.

VT Industries to Relocate Stile & Rail Door Division

In an effort to ensure future growth and achieve long-term goals, VT 

Industries has announced that the stile and rail door production will 

be relocating to VT’s IDEAL Door Division located in New Albany, 

Indiana. “This move is a great opportunity to not only increase 

production of flush wood doors produced in Holstein, but also to 

increase production of our stile and rail doors and our high-end 

custom doors manufactured at the IDEAL facility”, explains Jason 

Farver, vice president of VT Architectural Wood Doors. Currently, 

both stile and rail and flush doors are manufactured at the Holstein, 

Iowa manufacturing facility. Visit the company’s Web site at www.

vtindustries.com for more information.

Woodfold MFG. Recognized For Small Business Environmental Stewardship

The National Steering Committee (NSC) for the small Business 

Ombudsman/Small Business Environment Assistance Programs 

(SBO/SBEAP) recently recognized Woodfold Mfg. of Forest Grove, 

OR for their achievements in pollution prevention efforts, industri-

al environmental leadership, and community environmental lead-

ership. The award was accepted at the Association’s 6th Annual 

Small Business Recognition awards ceremony on Wednesday, 

June 30, 2009 at the Muhammad Ali Center in Louisville, KY in 

Conjunction with the 16th Annual SBO/SBEAP conference.
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2009
CONTRIBUTORS

Platinum Level

MANUFACTURER ($10,000)
Mohawk Flush Doors
VT Industries, Inc.

DISTRIBUTOR ($2,500)
Allmar International
H & G Sales, Inc.
Kamco Supply Corp. of Boston
Spalding Hardware Systems
Top Notch Distributors, Inc.

INDIVIDUAL ($1,000+)
Barnhard, Richard, DAHC/CDC, FDHI, 

and Easby-Smith, Kathleen
Eckles, Walter (Mike), AHC/CDC and Karen
Gerbing, Douglas E. , AHC, FDHI, CSI, and Susan, 

AHC
Garrett, Dale, AHC, FDHI, and Karen
Hallgren, Mark, AHC, FDHI, and Becky Kimmel
Heppes Sr., Gerald S., CAE, and Mara
Johnson, William J. and Sara
Sabatini, Scott A., AOC, CSI, CCPR, and Mary Lou 
Tartre, James R., CDC and Ann
Walsh, Marty and Suzanne

Silver Level

MANUFACTURER ($5,000)
National Guard Products, Inc.
Stanley Security Solutions, Inc.

DISTRIBUTOR ($1,500+)
American Building Supply
Builders Hardware and Supply Co., Inc.
� e Hallgren Company
RDL Supply
Weinstein and Holtzman, Inc.

SALES AGENCIES ($1,500+)
D.L. Neuner Co.,Inc.

INDIVIDUAL ($500+)
Leckey, Harold, AHC and Wanda
Lenger, Gerald M. and Kathee
Manes, John, DAHC/EHC, FDHI and Janice
Shovlin, Barry and Monica

Bronze Level

DISTRIBUTOR ($1,000+)
Beacon Metals and Hardware
Builders Hardware and Specialty Co., Inc.
Girtman & Associates
Kelley Bros.
Long Island Fireproof Door, Inc.
Negwer Door Systems
S. A. Morman and Company
Walsh Door & Hardware Co.

SALES AGENCIES ($1,000+)
Wentworth Associates, Ltd

Contributors Committed to Making a Diff erence C L   A , 

 ($35,000)

 ($35,000)

MANUFACTURER ($25,000+) ASSOCIATION ($5,000+)DISTRIBUTOR ($5,000+)

PROUD SUPPORTER 
of the Foundation for the 

Advancement of Life Safety and Security

DIAMOND PREMIER LEVEL ASSOCIATION ($10,000+)

DIAMOND Premier Level 

DIAMOND Level

DISTRIBUTOR ($10,000+)

INDIVIDUAL
Austen, � omas M. 
Binford, James
Blackwell, Philip
Blevins, Steve and Kathy
Boatman, Anthony A., DAHC/

EHC
Boatman, Jody, AHC/EHC
Britton Jr., Wesley P., AHC, CSI
Cusick, William R. 
Cusick-Rindone, Kendall L., CSI, 

CCPR
Daley, Brendan
Del Conte, Henry
DuBois, Sylvain
Dupuis, David R., AHC, 

and Roxane 
Flowers, Susan, DAHC/CDC, 

FDHI and Steve
Grenier, Serge, AHC
Hahn, Harold K., AHC, 

and Kay Lynn
Hansen, Randall AHC/CDC 

and Carol

Harburg, Robert
Haverkampf, � omas P., AHC, 

and Debbie
Hayre, Gurvinder
Heinz, Daniel J., DAOC, FDHI, 

and Linda
Hellberg, Jon, AHC and Susan
Hornyak, Stephen T., AHC, 

CDT, and Shirley
Hummel, Charles, FDHI 

and Jan
Kelton, Harold, AHC/CDC, 

CDT and Wendy
Keyser, Julie, AHC and Karl
Kumagawa, Ken, AHC
Laing, Jon R. and Mary
Larson, Robert, AHC 

and Connie
McCaff ery, Christine
McClendon, Don, AHC 

and Janalee
Nowak, Michael 
Pekoc, � omas A., AHC, CDT, 

CSI, and Sue

Phillips, Gary L., AHC, 
and Lucy

Pulliam, Jason
Rodriguez, Nicolas
Sahr, Gene, AHC and Phyllis
Smith, Kenneth, AHC,CSI,CDT
Strauss, Charles J. and Mary
� ompson, Kenneth, AHC  

and Rebecca
Wacik, Laura, AHC 

and Michael
Wilson, Gary and Dorene
Windfeldt, John M. 

DHI CHAPTERS
Buckeye Chapter (Supporter)
Caribbean Chapter (Supporter)
Denali Chapter (Supporter)
DHI Canada Chapter (Bronze)
Hoosier Chapter (Supporter)
New England Chapter 

(Supporter)
Puget Sound Chapter (Silver)
Rocky Mountain Chapter (Silver)
Iowa Chapter (Supporter)
Ontario Chapter (Bronze)
Potomac Chapter (Silver)
St. Louis Chapter (Derek 

Ringman) (Silver)

AFFILIATED ORGANIZATIONS
Builders Hardware 

Manufacturers Association, 
(BHMA)

SUPPORTER Level

MANUFACTURER (Up to $2,499)
ABH Manufacturing
Accurate Lock and Hardware 

Co., LLC
A-Fabco, Inc.
Algoma Hardwoods, Inc.
Ambico Limited
Anemostat Door Products
Architectural Control Systems, 

Inc.
Comsense, Inc.
Steward Steel, Inc., Door 

Division
Technical Fibre Products, Inc.
Vancouver Door Company
Windsor Republic Doors

DISTRIBUTOR (Up to $999)
Anderson Lock Co., Ltd.
Architectural Doors & 

Hardware
B. A. Hoft, Inc.
Butler Doors, Inc.
C. H. Edwards
Capitol Door and Hardware Co., 

Inc.
Evergreen Construction 

Specialists
JS Archer Company, Inc.
Norwood Hardware and Supply 

Company
R. E. Friedrichs Company
Seeley Brothers
Special Projects Group, Inc.
� e A. G. Mauro Company
Trebor USA Corp.
Yates and Felts, Inc.
Walters & Wolf Interiors

� ank You for Your Continued Support
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Door and Hardware Institute          14150 Newbrook Drive, Suite 200         Chantilly, VA 20151
P: 703-222-2010          F: 703-222-2410         www.dhi.org 

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

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

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

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

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

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

VIRTUAL CONFERENCE EDUCATION

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

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

manufacturer seeks representation.
PARTITION CORP.

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

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

Fax info to: 714-882-7738

Classifieds Corner

>>> CONTINUED at www.dhi.org

Help Wanted

Building Relationships, Careers, and Business!

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

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

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

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

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

Non-smoking environment • drug screen required
www.dhpace.com 0409
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THE GIRTMAN GROUP 
Nashville, TN

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

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

• DETAILING

• PROJECT MANAGEMENT

• SALES

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

Interested parties please forward resume in strict confidence to:

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

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

AG MAURO
ESTIMATORS/SALES

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

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

Send resume & salary requirements to:

A.G. MAURO  
COMPANy Of fLORIDA 

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

E-mail: ray.mauro@agmaurofla.com

ESTIMATOR/PROJECT MANAGER 
Experienced person needed to join 
Iowa’s largest employee-owned 
commercial door and hardware com-
pany at its Cedar Rapids location. 

Send resume to: 
DOORS INC.,  

Attn: Brian Logan,  
642 66th Ave. SW 

Cedar Rapids, IA 52404 
E-mail: brian.logan@dybb.com

Hull Supply Company, a dynamic fast-
paced distributor of hollow metal frames 
and doors, architectural wood doors, 
finish hardware, toilet partitions, toilet 
accessories and many more specialty 
items is seeking experienced individuals 
to fill the following positions:

DIVISION 8 & DIVISION 10 
PROJECT MANAGER/

ESTIMATOR
DIVISION 8 & DIVISION 10 

INSTALLERS
PROJECT MANAGER 

ASSISTANTS
CONSTRUCTION BILLING 

ADMINISTRATOR
Hull Supply offers a team-oriented en-
vironment with excellent salaries, ben-
efit package and career opportunities.

Submit resume to:

HULL SUPPLy COMPANy 
Attn: Dan Snyder 

5117 E Cesar Chavez 
Austin, TX 78702 

Fax: 512-385-0225 
E-mail: dansnyder@hullsupply.com

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

E-MAIL: BHENDERSHOT@
PINNACLEDH.COM

Quick-ship hollow metal 
 made-to-order 
shipped on-time

Your Service and Quality leader is 
seeking a unique individual to join 
our sales team.  
Qualifications include a track re-
cord of outstanding service, 100% 
accurate communications, product 
and application expertise, a com-
mitment to doing the right thing for 
customers, and good humor.  
We will give you the tools you need 
to succeed, including 100% on-time 
shipping, investment in business im-
provement, continuing education, and 
the benefits and compensation com-
mensurate with your performance.

Please contact:  
Steve Adams

HMF ExPRESS
2501 Northchase Parkway, SE

Wilmington, NC 28405
866-452-1845 

www.hmfexpress.com

AUSTIN, Tx



Fire and Egress Door Assembly Inspection Class

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

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

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

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

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

 Why Participate in the 
Fire Door Assembly 
Inspection Program?

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

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

 inspections, upgrades and 
 residual maintenance for fi re-  

 rated doors
• Establish credibility as a leader in  

 life safety and security  
• Be directly responsible for   

 increasing life safety 
• Advance your career and increase  

 your value as an employee 
• Increase your competitive edge 

®

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

DHI CONFERENCE: Sept.16–25
DHI EXPO: Sept.16–17
DHI EDUCATION: Sept.18–25
Gaylord Palms Resort & Convention Center • Orlando, FL

For more information about this class, its prerequisites, or Conference/school registration details go to: 
www.dhi.org or Contact DHI at 703/222-2010

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

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center

FDAI Adv-vertorial6.29.09.indd   1 6/30/09   1:59 PM
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T he Standard on materials and finishes approved 
December 5, 2006 is the latest standard, and 

contains a description of types of finishes and divides 
them into categories. A numbering system has been 
established which identifies base material and finish.

The finish test methods, code numbers and finish 
descriptions contained in this Standard are intended 
to apply to the builders’ hardware industry. However, 
the Standard is suitable for use in other industries.
1. SCOPE

This Standard establishes finish test methods and 
code numbers for finishes on various base materi-
als. It includes criteria for viewing comparative 
finishes to the BHMA match plates and establishes 
five categories of finishes.
2. DEFINITIONS

 2.1 Blackened
 2.2 Bright
 2. 3 Coating 

2.3.1 Organic Coating 
2. 3.2 Inorganic Coating 

2.3.2.1 Plating 
2. 3.2.2 Oxidizing  

2.3.2.2.1 Anodizing (aluminum)
 2.3.3 Vacuum Applied Coating
 2.4 Corrosion
 2.6 Finish Matching
 2.7 Relieved
 2.8 Satin
 2.9 Significant Surfaces
 2.10 Stain
 2.11 Substrate
 2.12 Unstable Finish

3. FINISH TEST METHODS AND CRITERIA
 3.1.1 Exempt Surfaces
 3.1.2 Exempt Finishes
 3.1.3 Test Specimens
 3.2 Salt Spray Test
 3.3 Humidity Test
 3.4 Pencil Hardness Test
 3.5 Perspiration Test

 3.6 Ultraviolet Light and Condensation Test
 3.7 Taber Abrasion Test 
 3.8 CASS Salt Spray Test

4. MATERIALS, CATEGORIES, AND FINISHES
4.1  Materials: Except for the generic classifica-

tions of materials shown, there shall be no 
restrictions other than those specified in the 
applicable ANSI/BHMS A 156 Series Standard 
and so long as good commercial practices 
are observed. The following identification 
numerals are used and often appear as the first 
numeral in the product type numbers used in 
individual ANSI/BHMA A 156 Series Standards 
and identify the predominant material from 
which the product is made: 
0 Optional material 
1 Cast, forged or extruded brass or bronze 
2 Sheet, coil or strip brass or bronze 
3 Cast, forged or extruded aluminum 
4 Sheet, coil or strip aluminum 
5 Stainless steel 
6 Malleable iron 
7 Cast iron 
8 Steel 
9 Zinc alloy

Note: All reference in this document to “bronze” 
shall exclude the nickel silver alloy known as “white 
bronze.”
4.2  Categories BHMA code numbers for finishes 

fall into one of five categories defined as follows: 
A. Category A finishes are those that shall 
match BHMA match plates and are applied 
to the base material or are the base mate-
rial defined by the description in 5.2 when 
viewed according to the formula in 4.3.3. 
B. Category B finishes are those that are unstable 
and are applied to the base material or are the base 
material defined by the description in 5.2. These 
finishes shall be compatible with the BHMA 
match plates, but these finishes cannot and do 
not match from one alloy or form of material to 

tech tip
do you know?

ANSI/BHMA A156.18–2006 FOR MATERIALS & FINISHES

Fire and Egress Door Assembly Inspection Class

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

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

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

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

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

 Why Participate in the 
Fire Door Assembly 
Inspection Program?

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

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

 inspections, upgrades and 
 residual maintenance for fi re-  

 rated doors
• Establish credibility as a leader in  

 life safety and security  
• Be directly responsible for   

 increasing life safety 
• Advance your career and increase  

 your value as an employee 
• Increase your competitive edge 

®

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

DHI CONFERENCE: Sept.16–25
DHI EXPO: Sept.16–17
DHI EDUCATION: Sept.18–25
Gaylord Palms Resort & Convention Center • Orlando, FL

For more information about this class, its prerequisites, or Conference/school registration details go to: 
www.dhi.org or Contact DHI at 703/222-2010

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

34TH ANNUAL CONFERENCE & EXPOSITION

Gaylord Palms Resort & Convention Center
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the next and from one manufacturer to the next. 
C. Category C includes ornamental finishes 
that are applied to the base material defined 
by the description of 5.2. The material is black-
ened or oxidized then relieved or highlighted. 
D. Category D finishes are functional protec-
tive finishes and appearance is not a factor. 
E. Category E finishes shall be equivalent in 
appearance when compared with the correspond-
ing Category A, B or C finishes. They shall be 
viewed using the method specified in 4.3.3.

4.3 Finishes
4.3.1 There are separate numbers for finishes as they 
are applied to each separate base material except when 
brass or bronze is permitted to be used interchange-
ably without affecting the final finish, and with some 
painted finishes which apply to several base materials.

4.3.3 Test Methods for Finish Matching
4.3.3.1 Comparative finishes shall appear the same 

when viewed two feet apart and three feet away on 
the same relative plane.
4.3.3.2 Viewing Conditions. Place the specimen on a 
neutral background (middle gray to white) and illu-
minate it with natural or artificial daylight in 4.3.3.3.
4.3.3.3 Light source. The artificial daylight source 
shall approximate the color and spectral quality of 
average daylight as represented by CIE illuminant D65 
in accordance with ASTM D 1729-96 (2003).
5. Finish nOMenCLATURe AnD CODe nUMBeRs
5.1 Finish nomenclature Finishes shall be specified 
using the categories listed in 4.2. A finish designation 
with a letter suffix E indicates the finish code that the 
BHMA match plate is derived from.
5.2 Tables of Finish Description and equivalents Refer 
to pages 10 through 20 of the Standard for the BHMA 
Code Number, Finish Description, Base Material, 
Category, and Nearest Former US Equivalent Charts

1.  Under which section are the Test Methods for 
surface appearance described? 

  ____________________________________________

2.  Category A Finishes are defined under Section

  ____________________________________________

3.  Finish Nomenclature and Code numbers are 
found under what section of the Standard?

  ____________________________________________
4.  Identify the material from which product type # 3 

is made.

  ____________________________________________

To acquire CEP points, answer the following questions:

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

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

Name:  ___________________________________________________ DHI ID number: ___________________________

Address: _________________________________________________________________________________________

City: ______________________________________  State: _____________________  Zip: _______________________

Phone:  __________________________________________________________________________________________

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

Missouri
800 821 8527

Florida
800 659 8527

California
888 707 8527

Pennsylvania
800 821 8527 or 800 659 8527
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“The Friendly Hardware Wholesaler”

SARGENT® 
in stock and ready to ship.

• 7800 Line Mortise Locks 26D
• 8200 Line Mortise Locks 3, 4, 10, 10B, 26, 26D
• T-Zone / 11 Line Cylindrical Locks 10B, 26D
• 7, 10 Line Cylindrical Locks 3, 4, 10, 10B, 26, 26D
• 6, 6500, 8 Line Cylindrical Locks 3, 10, 10B, 26, 26D 
• 470 Series Deadbolts 3, 10B, 26D
• 480, 4870 Series Deadbolts 3, 10, 10B, 26, 26D
• 281, 351, 1130, 1331, 1431 Series Door Closers EN, EB, EAB
• MPower 3000, 4000 Low Energy Door Operator EN
• 20, 30 Series Exit Devices EN, EB
• 80, 9898 Series Exit Devices 10B, 32D
• 8700, 8888 Series Exit Devices 3, 4, 10, 10B, 32, 32D
• Keypads & Profi le Series
• Hospital Latches 26D
• Exit Alarms, Electromagnetic Locks, Power Supplies 

• 1560 Series Electromagnetic Door Holders EN
• 590, 690, 1530, 1540 Series Holders & Stops 3, 4, 10, 10B, 26, 26D

Midwest offers the width and depth of the SARGENT® products 
that you need, all in stock and ready for immediate delivery.
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NGP stays on top of code compliance, specifi cations and product improvements 
for all your door hardware needs.  Constant product testing and ongoing education 
have helped us create a team of experts who stand ready with immediate answers 

to your installation, compliance, and technical questions. 
 

Call us today and get an earful.
1.800.647.7874

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

Call NGP Call NGP Call NGP 
and get and get and get 

answers answers answers 
from from from 

a real a real a real 
know-it-all.know-it-all.know-it-all.
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