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With an average of 2,700 attendees flooding the 
concert hall 44 weeks out of the year, Carnegie 
Hall staff knew it was time to upgrade its out-
dated video surveillance and access control 
systems.
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maintenance costs.

case study: idaho state 18 
capitol Building
By Danielle Weaver, AIA

An inside look at the pres-
ervation and restoration 
of the Idaho State Capitol 
Building’s historic hard-
ware and the integration 
of new modern, accessible 
hardware into the building.

in touch  6
By Jerry Heppes, Sr., CAE 

Foundation  8
By Bill Johnson

shelf life 48
Listening to the  
Right Customers 
By Jason Bader

management 50
CEO Quiz: What CEOs and 
Business Owners Should Know 
About One of the Largest if 
Not ThE Largest Asset
By Abe WalkingBear Sanchez

features
Accessdoors&hardware

industry access 66

ad index 70

classifieds 70

tech tip 71

corporate access

closingopening

advancing life safe t y & securit y solutions 

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

AUGUST 2010

SOUND SECURITY AT 
CARNEGIE HALL  PAGE 10

CASE STUDY: COBB COUNTY 
SCHOOL DISTRICT  PAGE 14

CASE STUDY: IDAHO STATE 
CAPITOL BUILDING  PAGE 18

SECURIT Y

on the cover: Idaho State Capitol 
Building. See story on page 18.

Photo courtesy Danielle Weaver



 AUGUST 2010 £	DOORS	&	HARDWARE	 5

42

28
safety center stage 28
By Christine Theisen & Richard Muller, P.E.

Pushing the boundaries of the theatrical expe-
rience means that productions also push the 
boundaries of the building and fire codes and 
standards with which they must comply—and 
Las Vegas has some of the strictest building 
and fire codes in the nation.

light Gauge metal magic 38
By Valerie Bevens

How is it possible to successfully hang a 500 
pound (or heavier) door in a 20 gauge steel 
frame? Science!

akron Hardware’s Golden anniversary 42
By Jess Madden and Ken and Tom Orihel

Times are hard, finances are tight and compe-
tition is fierce. Against this backdrop of eco-
nomic hardships, a company’s celebration of 
its 50 year anniversary seems that much more 
impressive.
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a look back at the historical gatherings and 
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I 
HoPe you eNjoy THe ArTICLe oN PAge 
46 written by Steve Hildebrand, FDHI, enti-
tled “returning to the Scene of the Crime! 

DHI Celebrates its 35th 75th Annual Conference.”  
What a rich history our industry celebrates this 
year-clearly many monumental benchmarks! our 
industry’s close ties to the city of Chicago and 
the Palmer House Hotel is amazing. In addition, 
there is another story worth chronicling as part 
of our strong tradition and it centers around the 
people who make up this great industry!

Any volunteer organization is only as strong as 
the people who are dedicated to its advancement 
and passionate about its success. our association is 
no different! As an industry, we enjoy our success 
due to the time and effort of many people—from 
our early forefathers through the leadership in place 
today. In fact, in some instances, actual families have 
dedicated a lifetime of service to your association. 

In reviewing our history I was amazed to learn 
of the legacies which exist in our leadership. To 
be the president of an international association 
requires a great deal of dedication and time 
invested over many years. Can you imagine what 
sacrifices were made from one generation to the 
next? Well that is exactly what has taken place in 
our industry within five different families. Let’s 
recall and pay homage to these dedicated families. 

The Worner family, of New orleans, Louisiana, was 
involved in the early years of our predecessor organi-
zations the National Builders Hardware Association 
(NBHA) and the American Society of Architectural 
Hardware Consultants (ASAHC). Specifically, jNo 
Worner Sr., AHC was president of NBHA in 1942-43 
as well as the ASAHC in 1951-52. In addition, his son, 
jNo Worner jr., was president of NBHA 1953-54-only 
one year after his father was president of the Society. 

Next we recognize the Barber family. ralph F. 
Barber, AHC, was president of NBHA in 1943-44 and 
his son, Norman F. Barber, DAHC, followed in his 
footsteps by becoming president of NBHA in 1962-63.

Another family is the Himes family. First Carl D. 
Himes, DAHC, was president of ASAHC in 1944-45 

and later NBHA in 1955-56. Carl was a pioneer in 
our industry as he served as an initial officer in 
the formation of the Society. His son, robert D. 
Himes, DAHC, was president of NBHA 1972-73 
and a tireless contributor to the industry. In fact, 
although he is just recently retired at the age of 90, 
I still communicate with rob from time to time.

The current president of DHI (09-10), james 
r. Tartre, CDC, is the son of raymond C. Tartre, 
DAHC/CDC, who was not only president of 
NBHA in 1971-72 but was very instrumental in the 
formation of DHI in 1975. 

Next we have the Poe family. Donald L. Poe, 
DAHC, was the president of DHI in 1979-80 and 
his daughter Susan P. Flowers DAHC/CDC, FDHI, 
was president of DHI in 1998-99.

Finally, let me also mention another family very 
instrumental in our organization and that would 
be the easby-Smith family. Paul easby-Smith, Sr., 
was one of the founders of the American Society of 
Architectural Hardware Consultants, and became 
their president in 1942-43. Paul was also president 
of the predecessor organization to NBHA- the 
National Contract Hardware Association (NCHA) 
in 1940-41. Paul’s son ran the company for many 
years and had a daughter named Kathleen easby-
Smith who married richard j. Barnhard, DAHC/
CDC, FDHI. Dick was president of DHI in 1995-96.

So as you can see, we have a rich history of 
dedicated families who served in our leadership. 
It seemed appropriate as we look back over our 
35 year and 75 year history that we recognize 
some instrumental families. However, I would 
be remiss not to state that there are hundreds 
of families who have contributed a great deal to 
this industry in numerous capacities. one of the 
most enjoyable parts of my career is to know that 
I work for an industry that is so family rich. So, in 
an effort not to leave anybody out, I also want to 
honor the many families in our industry who have 
allowed us all to enjoy our successes! Thank you 
for all your many contributions to this industry, 
both big and small!  

 DHI's Family Legacies

i n  t o u c H

By jerry Heppes, Sr., CAe 



WHY HAGER?

It takes more than just the same hardware at a higher price to compete 
in today’s economy. With over 210 years of combined industry 
leadership, Hager Companies and Akron Hardware understand. Hager 
has introduced an innovative line of high quality, Grade 1 locks, door 
closers and exit devices that will help you compete in a difficult market. 
Akron Hardware has them on the shelf and ready to ship, freight pre-
paid! We are confident that together we can help you add sales to the 
top line and profit to the bottom line – without sacrificing quality. 

For more information, call us at 1-800-321-9602 or visit us online at 
www.akronhardware.com.

QUALITY. SERVICE. OPPORTUNITY.



7¢ a day.
With everyone giving a little, we can accomplish a lot.

A $25 donation from thousands of DHI members will go a 

long way in helping us maintain a position of leadership in 

our fi ght to set the standard for fi re door inspections. With 

everyone giving a little, we can accomplish a lot.

The Door Security & Safety Foundation strives to raise 

public awareness of door safety & security issues. 

Working with the individuals and organizations that 

design the life safety specifi cations for the architectural 

openings of schools, nursing homes, hospitals and 

commercial buildings, our objective is to create 

and maintain a safe environment for all occupants 

entering, exiting and residing within these facilities.

Provide your support of Foundation activities by visiting 

www.doorsecuritysafety.org and clicking on the ‘Donate’ tab 

located on the upper right-hand corner of the page. 

With everyone giving a little, we WILL 

accomplish a lot.

Contributions received by 
AUGUST 6TH, 2010 are recognized 
in upcoming promotions at the 
35TH ANNUAL CONFERENCE 
and beyond! 

 
       DONATE TODAY!

Show the Industry YOUR Support…
www.DoorSecuritySafety.org

Show the Industry YOUR Support…
 

       DONATE TODAY!



East — Pennsylvania
800-233-4210

Midwest — Missouri
800-211-4607

• Falcon
• FSB
• Hager
• hes

• Kaba
• K2
• LCN
• McKinney

With these manufacturers and more:

Our TOP NOTCH knowledgeable sales staff, averaging
15+ years experience, works with our customer
service, keying and warehouse teams to save you 
and your customers valuable time and money.

With our four distribution points, extensive product inventory,
121/2 hours sales and customer service support 
(7:30 a.m. to 8 p.m. EST), 99+% accuracy, same-day
shipping and our freight-free policy on qualified orders,
TOP NOTCH confirms “when it comes to architectural 
door hardware”

We Know Service!

• Norton
• Rixson
• Rocky Mountain
• Schlage Southwest — Texas

866-693-6903
West — Nevada

800-722-4210
Direct Sales Line 866-418-4223
sales@topnotch.bz www.topnotch.bz

“TOP NOTCH service 
is first class.

Integrity with
a personal touch.”

• Securitron
• Trine
• Von Duprin

GUMBLE BROTHERS, INC.
PAUPACK, PA

TND11417_Ad2_DHI.qxd  6/29/10  12:02 PM  Page 1



10	 DOORS	&	HARDWARE £ AUGUST 2010

The hall’s main security issue began 
at the access control level. AMAg 
Technology’s Symmetry Professional 
was already installed; however, the 
system needed to integrate its existing 
analog cameras, as well as provide the 
option for upgrades in the future.

Carnegie Hall Director of Security Tony Strano turned to garden City, 
N.y.—based TriTech Communications to complete the $70,000 project. 

“We were representing what they already have and what is one of our 
primary go-to-market products,” says Alex Aristides, vice president and 
operations manager for TriTech. “We were able to offer them a solution they 
were already familiar with—just more advanced and more integrated.”

While TriTech has installed a fair share of systems for Fortune 500 and 1,000 
companies, the Carnegie Hall installation posed a unique challenge of its own.

Photo	Credit:	©iStockphoto.com/Aarre	Rinne

CSound Security at Carnegie Hall 

c a s e  s t u d y

Carnegie Hall is home to the most prestigious 

concert stage in the united States. The historic 

building, known for its brilliant musical 

performances, has nearly 250 concerts each 

season. With an average of 2,700 attendees 

flooding the concert hall 44 weeks out of the 

year, Carnegie Hall staff knew it was time to 

upgrade its outdated video surveillance and 

access control systems.

By the Editors of Security Sales & Integration 
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Because of the hall’s historical prop-
erty and concert schedule, it became 
imperative for TriTech to build a close 
relationship with Carnegie Hall’s IT 
department and building experts.

Outdated	System	Poses	Concerns

Carnegie Hall’s security staff had 
long struggled with keeping account 
of who entered the building. Prior 
to the Symmetry integration, the 
security officers were tasked with 
physically watching each door on a 
single monitor. The challenge was 
too daunting and presented too 
many opportunities for mistakes.

The staff also needed to control 
the access of people coming onto the 
stage entrance. The building, which 
takes up an entire city block, is also 
used as a residential and commer-
cial facility. The numerous studios, 
offices and rehearsal rooms required 
card readers at every entry point 
since Carnegie remains active from 
8 a.m. until midnight and runs its 
core business on a 9-to-5 schedule.

“our main concern is control-
ling the access because we have 
artists from all over the world here 
and we wanted to make sure we 
safeguard everyone who comes 
into the building,” Strano says.

With throngs of people passing 
by Carnegie Hall each day, it also 
became critical to monitor public 
spaces and access points behind the 
building; however, the DVrs were 
not on the network. Because the 
cumbersome system was separate 
from the access control system, the 
security staff was forced to manage 
two systems simultaneously.

The solution was AMAg’s 
Symmetry Video system and  
edge Network Video Server (eNVS). 
The eNVS system not only allowed 

Carnegie to use its existing analog 
cameras, but it integrated with the 
hall’s existing access control system 
and gave Strano the option to 
upgrade to IP cameras down  
the line.

Carnegie was now able to link 
its 57 legacy cameras to all its door 
contacts, something that was not 
possible on the old system. The new 
eNVS was dedicated to security 
and rack-mounted network video 
servers replaced the existing DVrs.

one of the immediate improve-
ments for Carnegie Hall was the 
ability to badge and track every 
employee entering the facility. 
Workers’ badges double as proxim-
ity cards and information is stored 
in a comprehensive database.

In addition, the system was 
upgraded to link all doors to the 
monitors. When a door is breached, 
security staff receive an instant noti-
fication and video surveillance feeds 
of the area. Staff can now see real-
time activity based on integration 
with the access control system. More 
importantly, one of the most sensi-
tive areas is now secure—the stage.

“All of our door contact alarms 
are all over the very critical areas of 
our stage,” says Aristides. “That’s 
where we store everything from 
microphones and lighting equip-
ment to violins and spotlights.”

The historic Carnegie Hall 
building is monitored by 57 legacy 
cameras networked with AMAg’s 
Symmetry Video system and edge 
Network Video Server (eNVS). 
With 2,700 attendees flooding the 
concert hall 44 weeks out of the 
year, Carnegie Director of Security 
Tony Strano is now in the process of 
upgrading all analog cameras to IP. 

Because Carnegie Hall operates as 
a nonprofit, it was important for the 

organization to utilize its existing 
equipment while still expanding 
security. According to Strano, it was 
necessary to show upper manage-
ment that the software purchase 
was flexible and offered the ability 
to expand in the future.

“We wanted to take advantage of 
our initial software purchase,” says 
Strano. “We thought it was a wise 
decision to utilize that software and 
put those eNVS servers in.”

According to Aristides, it was a 
no-brainer decision to select the 
eNVS software.

“We already have AMAg as 
access control so they were familiar 
with the software. AMAg has a 
CCTV platform so introducing that 
video platform would be somewhat 
comfortable for them in not trying 
to reinvent the wheel.”

By using Symmetry, Strano is 
able to set up different monitoring 
configurations, including one for 
elevators or for the main lobby entry 
points. The system also allows staff 
to monitor 36 views of Carnegie’s 
performance space.

With the cameras running 
on one system, Carnegie also 
needed to invest in a video 
storage server upgrade.

“With 58 cameras all running 
through the eNVS system, one 
of our main concerns when we 
upgraded to the server was the 
server storage,” says Strano.

While there were initial hang-
ups with the server capacity, both 
TriTech and AMAg returned to the 
building to remedy the problem.

“We had to come together real 
closely with Carnegie IT staff 
for server and storage switching 
so they could support the pres-
ent upgrade and move forward 
in the future,” Aristides says.
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Moreover, in the event that 
Carnegie’s security team ever 
needed to relocate during 
construction, the versatile 
software could network and 
accommodate the move.

“We wanted to go with a software 
package that could do a lot,” says 
Strano. “The software has been a 
wonderful addition for us.”

Teamwork	Leads	to	Effective	Plan

The project, which was awarded 
in August 2008 and completed right 
after the New year, presented a 
unique set of challenges for the inte-
grator. TriTech had to work closely 
with the building’s engineers and 
electricians, particularly when it came 
to cabling. Because of the building’s 
historic design, certain areas were off 
limits to trenching and cabling.

“We had to do some interesting 
reroutes,” says Aristides. “Their 
building engineers know their build-
ing and they were a huge help to us.”

Fortunately for TriTech, even with 
the unique design of the building, 
cabling was made easier through the 

help of Carnegie’s staff, particularly 
when it came to tight areas where 
cable had to be put in vertically.

“everything was difficult in the 
sense of doing the project,” says 
Aristides. “What made it easier 
were the people we had to work 
with. everybody was knowledge-
able of what they had to do and 
where things had to go.”

Another challenge unique to the 
project was Carnegie Hall’s busy 
concert schedule. With entertainers 
and staff entering the facility at 
all hours to prepare for the night’s 
performance, TriTech often had to 
work around their schedule.

“When we had to add a door 
or troubleshoot a couple of dead 
cameras, we couldn’t get into some 
areas because they had events going 
on,” says Aristides. “That inhibited 
us from getting into a certain hall or 
concert area so we had to appease 
them and wait.”

According to Aristides, it took 
nearly a month at one point for 
TriTech to enter an area that was 
temporarily restricted. other times, 
the integrator was unable to work in 

an area unless the building’s engi-
neers were present.

System	Gets	Standing	‘O’

After five months on the project, 
TriTech was able to successfully 
upgrade Carnegie Hall’s access 
control software, cabling, cameras 
and CCTV system. However, plenty 
of room was left for future expan-
sion, particularly in the area of 
video surveillance.

“Now we are getting IP cameras 
and replacing the older analog 
cameras and we are converging 
them smoothly,” Aristides says.

With the Symmetry software, 
Carnegie Hall is able to swap out or 
add IP cameras at its leisure.

“We are a concert hall; we are a 
place of public assembly with 2,700 
people coming in [the building] on 
average,” says Strano. “When both 
halls are sold out, we have over 
3,000 people coming in through the 
main lobby doors in the evenings. 
So having an IP camera out there is 
a tremendous advantage.”

If the budget allows, Strano is 
looking to hire TriTech for another 
phase of installations and expand 
its access control system throughout 
the building even more.

Whatever the challenge, TriTech is 
looking forward to coming back.

“It’s always very rewarding to 
work a project in such a famous 
historical building and business. 
just doing the walkthrough there 
was very prestigious,” Aristides 
says. “It has a rewarding feeling. We 
got to enjoy areas of Carnegie Hall 
that we otherwise might not have 
ever seen.”  

© Copyright 2010 Security Sales & Integration. All Rights 
Reserved. For more information, visit www.Securitysales.com.

C a r N e g i e  H a l l  e q u i p m e N t  l i s t

Manufacturer Model Quantity

CCTV Field Hardware

Existing camera—reuse N/A N/A 57

Analog mini-dome camera Sony SSC-CD43 6

CCTV System Closet Hardware

Video server rack-mount 8-port AMAG G4T-ENVS-832-R 8

Symmetry video management integration 
module and 64 licenses for DVR/ENVS/IP 
cameras

AMAG VD-MOD-064-V6 1

Software upgrade/support 1 year AMAG N/A N/A

Video Storage server license AMAG VD-Store-64-V6 1

Access Control Field Hardware

Edge controller AMAG EN-1DBC 1
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roM A TeST THAT begAn AS A MAInTenAnCe 
initiative a few years ago, Cobb County School 
District (CCSD) has upgraded access at its 
elementary schools to a card access control 
system that helps ensure security for students 
and staff. At the same time, it simplifies access 
management and reduces maintenance costs.

The Cobb County School District, located 
in the northwest suburbs of Atlanta, is the 
second largest school system in georgia. It 
serves more than 106,000 students with a total 
of 114 schools. 

until a few years ago, access to all schools 
was controlled only by mechanical keys. 
executive Director, Maintenance Services 
james H. Carlson says, “The keys were 
marked ‘Do Not Duplicate,’ but there were 
thousands of keys out there. each school was 
responsible for managing its own keys, so it 

was hard to know who had them.” In order to 
determine whether electronic access control 
was feasible, the CCSD Maintenance Services 
ran a pilot test at one elementary school, 
installing card readers and electric latch 
retraction exit devices. These were installed 
at the five most-used entrances, including the 
main doors, bus entrance and exit doors and 
playground doors. All other exterior doors 
were locked and monitored.

Shortly after the initial installation proved 
to be a success, the CCSD Superintendent 
attended a conference at the White House 
that helped sharpen the focus on improving 
security. Coupled with a special-option sales 
tax that provided funding, this allowed the 
program to be expanded from the original 
maintenance initiative to encompass all the 
elementary schools in the District.

Photos	Courtesy	of	Ingersoll	Rand	Security	Technologies

Security...
is in the Cards for  
Cobb County School District

By Mark A. Blalock, AHC
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At each school, the process began 
with an inspection of every door. 
Carlson explains, “We visited other 
school systems and universities 
and realized that the doors, frames, 
closers and hardware all have to be 
in perfect condition for an access 
control system to work. Then we 
made a determination of what was 
needed to bring every door up to 
standards and be sure it would close 
securely. In some cases we replaced 
wood doors with metal doors.” 
once this was completed, proximity 
card readers and electric latch exit 
devices were installed to control the 
major entrances identified by the 
school’s principal.To control visitors 
during school hours, school offices 
are located adjacent to the front 
entrances.

The system provides flexibility 
to accommodate school schedules. 
Typically it unlocks and relocks the 
controlled doors according to sched-
ule during school hours. The system 
can be programmed to eliminate 
the automatic opening for holidays 
throughout the entire school year, 
and the occasional snow days are 
easy to program when needed. 

The controlled doors are 
equipped with electric latch 
retraction exit devices, which are 
activated to unlock the doors by the 
card reader. Power for the devices 
is carried from the frame to the 
door via an ePT power transfer. In 
some cases, existing exit devices 

1.  Fair oaks elementary School is one of 68 
elementary schools in the Cobb County, 
georgia School District.

2.  Card reader outside door controls access 
at selected entrances.

3.  Von Duprin eL99 electric latch retraction 
exit devices are activated by card reader 
to control access while providing safe 
egress at all times. Door and latch 
positions are monitored to ensure door is 
securely closed.

2

3
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were upgraded to electric latch 
retraction operation by installing 
kits available from the manu-
facturer. This saved the expense 
of replacing the entire device.

Card access makes it easier 
to issue and delete credentials 
than issuing new keys or getting 
them returned if someone leaves. 
Deleting a lost card also is 
considerably less expensive than 
rekeying multiple doors. In addi-
tion, cards can be programmed 

to operate for a limited time or 
specific hours to control access 
for contractors or other special 
needs. Carlson says that the human 
resources department issues the 
cards once background checks 
are complete. each school can 
then give an employee the right to 
access its building as required.

Monitoring plays an important 
role in ensuring door security. 
Carlson explains, “In order to make 
sure the doors really are secure, 

we realized we needed to monitor 
the door to be sure it is closed and 
the latch to be sure it is latched. 
We could have the door closed 
and the latch taped, or the latch in 
the locked position with the door 
blocked open, so we monitor both 
functions. If either is faulty, an alert 
is sent to the school office, and if 
nobody responds in 15 minutes, 
public safety is notified. “

Door security also was enhanced 
by upgrading double doors to 
include key removable lockable 
mullions. These allow the mullion 
center post in the doorway to be 
easily removed to provide sufficient 
space for moving large items, yet it 
cannot loosen or be tampered with 
like bolted mullions.

To date, the initiative has focused 
on the District’s 68 elementary 
schools. Future plans may include 
a similar approach at the 25 middle 
schools, while the open campus 
high schools use video cameras as 
their main security medium.  

about the author: Mark A. Blalock, AhC is 
with Ingersoll Rand Education Solutions. he has 
spent the last 35 years in the architectural open-
ings industry, 15 of those with IR.

4.  Power for electric latch retraction is 
transmitted from frame to door through 
a Von Duprin ePT electric power transfer, 
which is concealed when door is closed.

5.  Wireless card readers, used in several 
locations, eliminate the need for hard 
wiring. 

6.  Keyed removable mullions provide the 
ability to quickly open the entrance to 
move large equipment through while 
maintaining greater security than 
conventional pairs of doors.

4 5
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he Idaho State Capitol restoration project has drawn to a successful conclusion. 
A vast undertaking, it is the largest public works project in Idaho’s history. The 
grand rededication celebration of this extraordinary project was the prelude to 
re-opening the building to the public. “on time and on budget” were the words 
spoken from the podium on the prominent, granite entrance stairs with thou-
sands of people cheering. The People’s House is again open to conduct the busi-
ness of the State of Idaho.

The	History

It all began with a vision of light. Construction of the Idaho State Capitol (in 
Boise, Idaho) commenced in 1905, propelled by a vision of light flooding the 
building through many windows and skylights. The original architects, john 
Tourtellotte and Charles Hummel, imagined that this light would captivate 
its audience by bouncing off the white walls and light-colored, marble interior 
that they envisioned. every detail was considered. From the decorative, plaster, 
Corinthian column capitals to Idaho’s state seal on the red brass door knobs, the 

c a s e  s t u d y

By Danielle Weaver 

Idaho State Capitol Building
Hardware Makes Its Mark on the Restoration of the

T
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Photos	credit:	Danielle	Weaver,	AIA
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extraordinary attention to detail enhanced by the natural light was 
unveiled to the people of Idaho in 1913. The second phase of the 
building was completed in 1920.

In 1998, the Idaho State Legislature created the Capitol 
Commission, a group charged with overseeing a comprehensive 
restoration of the capitol. The original Capitol Commission was 
formed in 1905, when the capitol was first built, to oversee the 
construction of the building. CSHQA, an architecture and engi-
neering firm from Boise, Idaho, was retained by the State to form 
a master plan to restore the building’s historic elegance while 
upgrading the building to accommodate modern technologies. 
After nearly four years of master planning, programming, survey-
ing, and design efforts, the project was put on hold for three years 
due to financial woes. When funding was secured in 2006, the 
documents were dusted off and updated. Construction finally 
began in june 2007. More than ten years after the project became a 
reality, the restoration was complete at last. In january of 2010, the 

1.  The Idaho State Capitol building. The new underground wings  
extend out from both ends of the building.

2.  The central rotunda of the historic Idaho State Capitol building under 
construction. Scaffolding rose 120 feet up into the dome from the first floor.

3.  one of the new bronze door pairs at the south entrance.

2

2
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capitol was re-opened to the people 
of Idaho

The	Project

The restoration project consisted 
of the preservation, restoration, and 
rehabilitation of the 200,000-square-
foot building’s interior, portions 

of the building exterior, the 
surrounding grounds, and the 
addition of two 25,000-square-foot, 
underground buildings (called the 
wings). Changes which occurred 
over time had eroded some of the 
historical character of the building. 
The growth of the state govern-
ment, the changing needs and 

tastes of the occupants, and ongoing 
upgrades to antiquated mechanical, 
electrical, and plumbing systems 
had led to countless modifications 
of the interior spaces. The goals 
of the project were to restore the 
historical elements of the building, 
preserve the integrity of the existing 
materials, rehabilitate the spaces 
for contemporary uses, and provide 
expansion spaces for committee 
meetings and public hearings. 

Assembling a set of construction 
documents for such an enormous 
project entailed many months of 
historical document research. In 
addition to the original construction 
documents, historical articles from 
the Idaho Statesman, documenta-
tion from the Idaho Department of 
Public Works, and documentation 
from the Idaho Historical Society 
were compiled and reviewed. 
Nearly every square foot of the 
building was surveyed and docu-
mented in a series of drawings 
and project manuals. In 1905, the 
original construction drawing set 
for the capitol consisted of approxi-
mately 40 drawings. The restoration 
and wings-expansion, construction 
document set consisted of nearly 
500 drawings and 10,000 sheets 
of specifications and restoration 
information. restoring such a 
distinguished building requires 
considerable forethought and 
meticulous planning. However, it 
was the attention to detail that made 
this project a success.

The	Hardware

early on in the planning process, it 
was decided to preserve and restore 
the historic areas of the building 
as much as possible, and part of 
this preservation and restoration 

5.  The newly restored rotunda interior.
6.  The public hallway and skylight view back to the historic building in the new west 

underground wing.
7.  A typical new meeting/committee room.
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included reusing as much of the 
original hardware as possible. The 
hardware was tarnished, but in 
otherwise good condition. With its 
striking detail, it was a prime candi-
date for restoration. Design elements 
found in the plaster and sandstone 
throughout the building had been 
incorporated into the design of the 
original hardware. For example, one 
of the door knob styles features the 
state seal of Idaho on its face.

The historical hardware package 
consisted of a fairly modest assort-
ment of components, including two 
styles of overhead door closers, three 
styles of door knobs, three styles of 
escutcheon plates, five styles of lock 
bodies, two styles of door pulls, one 
style of push plate, and six styles of 
door stops. Perhaps the most perplex-
ing aspect of the historical hardware 
plan was the sheer number of histori-
cal hinge styles. In addition to three 
styles of pivot hinges, there were nine 
different types of standard hinges. 
About half way through construction, 
the purpose for the multiple hinge 
sizes was finally revealed.

once it was decided to reuse as 
much of the historical hardware as 
was feasible, a team was assembled 
from Isthmus Architecture, 
Inc.—architectural preservation 
consultants from Madison, WI—and 
CSHQA to survey and catalogue all 
of the doors and hardware in the 
capitol. The goal of this survey was 
to determine quantities, establish 
which pieces of hardware were 
historical, assess the existing condi-
tions, and compile information to 
include in a series of door, frame, 
and hardware project manuals. This 
survey took almost two years to 
complete. The existing conditions 
were manually input into a custom, 
computer database. The existing 
types of hardware were established, 
and their conditions and locations 
noted. The doors and frames were 
also surveyed and their conditions 
and locations noted. 

In addition to this survey, metal-
lurgy tests were conducted on the 
historical pieces of hardware to 
determine the exact metal alloys for 
replication. unfortunately, as was 

with metallurgy tests performed on 
other metal elements throughout 
the building, each piece of tested 
hardware had a unique metal 
composition. So, a definitive metal 
structure was never established. 
The historical hardware was simply 
labeled as red brass.

The amount of information 
compiled during this survey was 
overwhelming. The team was 
tasked with wading through the 
information and finding some way 
to organize it. eventually, this infor-
mation was organized floor by floor 
in a series of ten project manuals. 
The first manual was a reference 
manual that listed (in both text and 
photos) all of the existing hardware, 
existing door and frame types, 
details, new hardware, new door 
and frame types, and an overview 
of the methodology that was used 
to create the manuals. The next 
three manuals were a floor-by-floor 
index of the existing openings. 
each page was dedicated to an 
individual opening, and noted the 
opening location, door/frame type, 

5 7.  A new mahogany door and hardware placed within a historic vault opening.  
The vault door is secured open, and was restored.

8.  boxing and tagging the historic hardware for restoration.

7 8
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and if that door/hardware was to be 
reused or relocated. The next three 
manuals compiled the condition 
survey sheets, showing the existing 
damage and expected repair. The 
final three manuals were intended 
to be used with the construction 
plans and contained a floor-by-floor 
index of new and relocated doors 
and associated hardware. They indi-
cated where each new or historical 
door, frame and piece of hardware 
was to be located. 

It was anticipated that all of the 
historical doors and hardware 
would be reused, unless damaged 
beyond repair. There were enough 
historical doors to supply most of 
the 700 openings in the building. 
However, there was only enough 
historical hardware to supply 
about half of the doors. As a result, 
historical hardware was used in the 
historically preserved areas of the 
building and new hardware was 
used in the tenant rehabilitation 
areas and new expansion wings. 
This allowed the tenant areas to be 
ADA compliant because the histori-
cal hardware did not meet ADA 
requirements.

The manuals were continu-
ously updated as the construc-
tion documents were generated. 
The construction specifications 
complemented the manuals as 
they covered the restoration and 
replication process for the histori-
cal hardware and the approved 
manufacturers for the modern 
hardware. once the construction 
documents were completed, the ten 
door and hardware manuals sat 
idle until construction began. After 
the project bid, the historical hard-
ware restoration and replication 
was awarded to rocky Mountain 
Hardware located in Hailey, Idaho 

and the new hardware was awarded 
to Architectural Building Supply 
located in Boise, Idaho. Prior to 
commencing with the new work, 
Treasure Valley Woodworking was 
hired to catalogue, photograph, 
and remove all of the doors and 
hardware. The doors were either 
discarded as noted in the project 
manuals, or boxed up for future 
refinishing. The hardware was 
carefully removed from each door, 
tagged, boxed and sent to the 
state’s warehouse. Any hardware 
not scheduled to be reused was 
returned to the owner. Considering 
the millions of parts and pieces that 

make up the historical hardware 
sets, this was the only logical way to 
keep track of everything.

upon the completion of demoli-
tion, the project was re-evaluated 
and value engineering was imple-
mented. Due to the considerable 
costs involved with refinishing all 
of the historical mahogany doors, 
the owner elected to only restore 
the historical doors located in areas 
identified as historic. These areas 
would also be the only openings 
that would receive the refurbished, 
historical hardware. All other open-
ings identified as non-historic would 

receive modern hardware and 
new mahogany doors. The biggest 
change that resulted from this 
methodology was that the entire 
garden-level (basement level) was 
designated as non-historic. on the 
positive side, decreasing the number 
of historic openings cut down dras-
tically on the need for historically-
replicated hardware pieces. 

The state wanted to incorporate 
a modern security system into the 
building. The path to finding a 
system that would meet the state’s 
needs proved to be challenging. The 
integration of security hardware 
into the historical door openings 
posed the single biggest chal-
lenge to the hardware design. The 
security functions required by the 
state included card-reader access 
to each department suite, the use 
of electric and magnetic locks, and 
door position switches. Most of 
these security devices needed to 
be located in historical locations. 
Not only did the hardware need 
to be mounted on the historical 
wood doors and frames, but the 
wiring had to be run through the 
three-foot-thick concrete and clay 
tile walls. Protecting the historical 
finishes was crucial. Luckily, most 
of the electronic hardware was low-
voltage, which allowed the wiring 
to run freely within the walls, at 
times slipping through tiny spaces. 
once the hardware was installed, 
it then had to communicate back 
to the state’s security system. After 
many rounds of programming, the 
security system was eventually up 
and running and integrated with 
the state’s existing security network.

upon completion of the value 
engineering efforts, historical 
hardware that was scheduled to be 
reused was sent to rocky Mountain 

 A newly refinished historic door knob with 
the Idaho State seal.
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Hardware for refinishing. every single component of 
the hardware went through an extensive, multi-step 
refinishing process. When the hardware arrived at 
rocky Mountain, it was unpacked and hand-brushed 
with a soft-bristle brush to remove heavy oxidation 
and encrusted matter that had built-up over time. The 
pieces were then sand-blasted with silica sand and 
polished in a vibratory chamber for twelve hours. 
once the polishing was complete, the parts were 
rinsed with water, air-dried, and then sealed with an 
acrylic lacquer. The next step involved repairing any 
imperfections, followed by replacement of defective 
parts, lubrication, and reassembly. Finally, the newly 
restored hardware was repackaged, vacuum-sealed, 
and sent back to Boise.

The hardware replication process happened simul-
taneously with the hardware restoration process. 
Samples of red brass, closely matching the color of the 
typical historical pieces, were sent to the architects 
at CSHQA for review. once an acceptable color was 
selected, drawings were produced for the replication 
pieces using samples of the historical hardware as 
templates. Control samples of replicated historical 
door knobs, escutcheon plates, door pulls and window 
pulls were sent to the architect for review. The objec-
tive was to produce replicated pieces of hardware that 
could not be easily distinguished from the histori-
cal pieces of hardware. The replicated pieces were 
sand-cast to mimic the original casting methods. 
over the many years since the original construction, 
historical sand-casting techniques have been lost and 
it was difficult to replicate the crisp detailing of the 
original hardware. Numerous control samples were 
cast before approval was given to begin replication 
of the final hardware. each final piece of replicated 
hardware was then compared to the approved control 
samples by both the architect and the State’s project 
manager. unsatisfactory replicas were sent back to 
rocky Mountain to be reworked or recast. The control 
sample review process lasted about a year. This final 
replicated hardware nicely compliments the historical 
capitol building hardware, and is a beautiful addition 
to the historic fabric. 

During the installation process, the hardware 
installer discovered that some of the historical hard-
ware was not compatible with the modern lock sets. 
New lock sets, replicas of their historical counterparts, 
would need to be made to function with the existing, 
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historical hardware. After determin-
ing the number of the lock sets that 
would need to be replicated, it was 
decided that replicating the histori-
cal knobs, pulls, and escutcheon 
plates to work with the modern lock 
sets would be more cost effective 
than replicating the historical lock 
sets. As a result, there were two 
different lines of replicated hard-
ware—pieces that function with 
the historical lock sets, and pieces 
that function with the modern lock 
sets. It was known that having 
multiple types of hardware would 
be problematic in the future because 
they would not be compatible with 
one another; however, this was the 
most economical and efficient way 
to proceed. 

The final piece to the hardware 
puzzle was the selection of the 
modern hardware. This hardware 
had to be both ADA compliant and 
compatible with the state’s keying 
system. Due to these limitations, 
the hardware available did not 
resemble the historical hardware 
in any way. Hence, a decision was 
made to select modern hardware 
that was simple in design and 
accommodated the states needs. 
The question of metal color became 
extremely important in the selection 
process. Most modern hardware is 
not available in a finish that closely 
resembles red brass. Therefore, a 
uS10 bronze finish was selected for 
all types of hardware. This alloy/
finish was also used for other metal 
elements throughout the building 
where that element was not avail-
able in or could not be fabricated 
in a red brass finish. Modern door 
levers were selected rather than 
knobs to meet accessibility guide-
lines. Standard hinges with ball 
tips; smooth push plates; and small, 

easy-to-grip door pulls were also 
selected with accessibility in mind. 
The historical door closers were in 
rough shape, so historical-looking, 
pot belly door closers were selected 
for the historical doors, and modern 
closers for the non-historical 
doors—all in the uS10 finish.

After a year of weekly meet-
ings and countless submittals, the 
restored, replicated, and modern 
hardware was finally accepted. 
The contractor then embarked on 
the daunting task of installation. 
relying on the precisely labeled 
boxes, installation of the historical 
and replicated hardware was a 
fairly smooth process with a few 
exceptions. During the process, 
installers discovered a few pieces 
of historical hardware that were 
inoperable or incompatible, so new 
pieces had to be ordered. When 
some of the historical sets were 
found to be incomplete, other boxes, 
containing unused hardware, were 
“raided” and parts pilfered. The 
contractor did their best to keep 
track of the mixing and matching of 
historical parts. 

The installation process quickly 
revealed the reasoning behind the 
numerous styles of historic hinges. 
original, mahogany door casings 
and marble plinth blocks (base trim 
pieces that were installed adjacent 
to door openings) were custom-
made. In order to accommodate 
their unique sizes, the original 
hinges were custom fabricated to 
allow the doors to fully open and 
clear the thick casings and plinth 
blocks. Some of the historical doors 
were thicker and taller, and there-
fore, heavier than others, which 
necessitated even larger hinges in 
these locations. Because of the exist-
ing conditions, many of the modern 

hinges would not allow the doors 
to swing completely open. In a near 
fully open position they would bind 
on the edge of the plinth blocks and 
casings. The standard hinges were 
exchanged for special larger hinges. 
Some doorstops were also modi-
fied due to these changes. After 
the hinge hiccup, the remainder 
of the hardware installation went 
smoothly. The building was left 
with a modern, functioning, hard-
ware system that was respectful to 
the building’s rich history.

every spring, with the conclusion 
of the state’s legislative session, 
colorful flowers are planted on the 
capitol grounds. every winter, a 
grand spruce or fir tree adorns the 
front steps of the capitol building 
for a public, tree-lighting ceremony 
to kick off the holiday season. 
The Idaho State Capitol is open 
to the public seven days a week. 
It is truly a building for Idaho’s 
people. With the completion of 
the restoration project, Idahoans 
can once again proudly display 
the people’s house. The state’s rich 
history is entwined in the spirit of 
the building and on display around 
every corner. examples of this 
history can be found even in the 
smallest details such as the state 
seal on the historical door knobs. 
For CSHQA it was the respect for 
this history and attention to detail 
that made the restoration of the 
Idaho State Capitol a success.  

  
about the author: Danielle Weaver, AIA is an 
architect with CShQA in Boise, ID. She can be 
reached at danielle.weaver@cshqa.com
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HIRTy-fOOT	(9-mETER)	bALLS	Of	fLAmE	InDOORS,	EnTIRE 
stages that rise and fall, performers and props 
flying over the audience—it’s all in a day’s 
work in the theaters of Las Vegas, Nevada. That 
also means the building inspectors and fire 

marshals of the entertainment Capital of the World are 
always facing new enforcement challenges.

Pushing the boundaries of the theatrical experience 
means that productions also push the boundaries of the 
building and fire codes and standards with which they 

must comply—and Las Vegas has some of the strictest 
building and fire codes in the nation. The city uses the 
2006 edition of the International Building Code (IBC) 
and associated referenced NFPA standards, including 
those highly specialized documents that regulate flame 
effects and pyrotechnics.

relying on communication with building and fire 
officials, and the creativity Las Vegas is known for, the 
theaters in Las Vegas present unique challenges that 
require unique fire protection solutions. The Las Vegas 

Safety Center Stage

t

Pushing the boundaries of the  
theatrical experience in Las Vegas!

By Christine Theisen and Richard Muller
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office of rolf jenson & Associates, 
Inc. (rjA) has designed fire protec-
tion systems for nine theaters:
n   Blue Man group Theater at The 

Venetian resort-Hotel Casino
n   Phantom™ Theater—The Venetian 

resort- Hotel Casino
n   Zumanity™ Theater at the New 

york-New york Casino
n   Planet Hollywood resort and 

Casino Showroom, which houses 
Stomp out Loud™

n   The Beatles™ LoVe™ Theater at 
The Mirage

n   Steve Wyrick Magical Theater 
at the Miracle Mile

n   KÁ™ Theater at the 
MgM grand

n   jersey Boys™ Theater at the 
Palazzo resort Casino

n   The Venetian Showroom at The 
Venetian resort-Hotel Casino, 
currently featuring Wayne Brady

As evidence of Las Vegas’ growth, 
rjA is currently designing another 
four theaters.

The schemes, themes, and audi-
ence environments are as much a 
part of the show as the performers 
themselves, and each venue pres-
ents a different challenge. The only 
constant is the question, “How can 
we push the envelope?”

A	Pathway	to	Entertainment

Cirque du Soleil® performances—
KÁ, LoVe, and Zumanity—begin in 
the lobby that patrons pass through 
to get to their seats, and each venue 
strives for a distinctive look or feel 
to set the mood or theme for the 
experience to come. In the lobby of 
the Cirque du Soleil production KÁ 
at the MgM grand, for example, 
the architects and designers strove 
for that special creative mystique 

by proposing to use some materi-
als that had not been tested for 
compliance with the interior finish 
guidelines of the Southern Nevada 
Building Code.

These materials included faux 
plant-like leaf elements and resin 
panels that were to be applied to 
the walls and ceilings. While the 
resin would be deemed compliant 
for wall application to a noncom-
bustible surface, the resin in a 
ceiling configuration and the leafy 
elements extending from a wall or 
ceiling configuration would not.

For the leafy element, the 
concerns were that, once attached, 
they would extend out from the 
wall or the ceiling and the leaves 
could not be attached to a noncom-
bustible backing. Potential degrada-
tion of the resin in the elements 
used on the ceiling during a fire 
was also a concern. As the elements 
melted, they could drip onto exiting 
occupants, and the melted remnants 
of the products could interfere with 
sprinkler operation.

To address these issues, the 
AHj required that each product 
be tested separately according to 
NFPA 286, Fire Test for evaluating 

Contribution of Wall and Ceiling 
Interior Finish to room Fire 
growth. The results of the tests of 
the two products were not favorable. 
They degraded well before the time 
limits set by NFPA 286. As a result, 
the leafy product was not used 
in the lobby, but the resin ceiling 
panels were reworked into a code-
compliant solution by encasing the 
resin top and bottom in glass, which 
eliminated the degradation hazard 
significantly while keeping the 
designer’s intent.

once inside the seating area, 
the audience uses the aisles to 
reach their seats. The aisles in a 
theater are one of the most critical 
life-safety portions of the seat-
ing area during an emergency 
because they must be able to deliver 
large numbers of people, who are 
typically unfamiliar with their 
surroundings, to the exits in an 
orderly and timely fashion. Thus, 
the proper arrangement and config-
uration of the aisles are essential. 
Stepped aisles must be uniform in 
height, width, and depth to prevent 
occupants from tripping and fall-
ing. The lighting levels of the aisles’ 
walking surfaces are also an impor-

Photo	Credit:	©iStockphoto.com/Victoria	Wren
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tant consideration. An improperly 
designed aisle could add anxiety 
to an already stressful situation.

Proscenium walls and openings 
When the distance between the 
stage floor and the roof structure is 
more than 50 feet (15 meters), a fire-
rated proscenium wall is required to 
separate the audience and the stage. 
Large openings in the proscenium 
wall are typically protected with 
a proscenium curtain intended to 
keep hot gases, flames, and smoke 
from a fire on stage away from the 
audience for 20 minutes. The prosce-
nium curtain is also used to shield 
the glow of a severe fire on the stage 
from the auditorium for the same 
time period.

In the theater housing KÁ, theatri-
cal equipment tracks are used to 
bring props and performers from 
the stage side of the proscenium 
to the seating side and back again 
through the top of the proscenium 
opening, making the use of a 
standard proscenium curtain 
impossible. The tracks prevent the 
use of an overhead opaque curtain 
typically used in conjunction with a 
water curtain. The size of the open-
ing in the proscenium wall posed 
challenges, too: It is 56 feet (17 
meters) high by 112 feet (34 meters) 
wide, totaling 6,272 square feet (580 
square meters).

To make sure the fire-safety 
design and fire protection systems 
took these challenges into account, 
a water curtain without an opaque 
curtain was used between the stage 
and the seating areas instead of 
a proscenium curtain, and it was 
interlocked with a deluge sprinkler 
system installed above the stage 
at the gridiron level. To overcome 
the momentum of the hot gases 
and smoke and reach a fire on the 

stage, the system was provided with 
larger-orifice sprinklers to create 
larger water drops. A cross-zone 
detection system featuring flame 
detection and air sampling smoke 
detection is used to activate the 
deluge system. In this instance, acti-
vation of the deluge system does not 
occur until both detection modes 
are activated.

Since the water curtain itself 
might not prevent the flow of hot 
gases and smoke from the stage to 
the seating area, a smoke control 
system was designed to keep the 
smoke layer above the height of the 
proscenium opening. This system 
was designed to exhaust the space 
at a rate of approximately 337,000 
cubic feet (9,550 cubic meters) per 
minute based upon a 10,000 BTu/
sec fire, using makeup air from the 
seating area.

In the jersey Boys Theater, the 
performers use a raised catwalk 
that extends from the stage out 
towards the audience, interfering 
with the closing of the proscenium 
curtain during an emergency. To 
make sure this doesn’t happen, the 
proscenium curtain upon release 
activates a switch in the curtain’s 
track near the upper section of the 
stage opening that causes a section 
of the catwalk to drop, allowing the 
curtain to pass through it without 
obstruction. Since the switch and 
the catwalk release are mechani-
cal, they do not require power, 
monitoring, or supervision. Should 
a performer be on the audience 
side of the curtain when it drops, 
a means of egress is provided 
on the audience side so that the 
performer does not have to go back 
through the curtain to the stage.

The Southern Nevada Building 
Code requires that the proscenium 

walls be continuous from the 
foundation of the building to the 
roof, which can be something of a 
challenge when theaters are part of 
a mixed-use facility or are added 
to existing buildings or spaces 
previously used for other purposes. 
In the Planet Hollywood Casino 
and resort, a theater housing the 
production of Stomp out Loud 
was designed as shell space on 
the fourth floor that had no exist-
ing proscenium walls. However, 
Planet Hollywood was designed 
under the 1994 edition of the 
uniform Building Code, which 
required occupancy separations. 
As a result of these separations, 
the floor assembly in the theater 
was designed with a 3-hour fire-
resistance rating, and the AHj 
approved a code modification that 
allowed the designers to terminate 
the proscenium wall at the 3-hour 
floor assembly. At this portion of 
the facility, the roof above the stage 
is the roof of the building, so the 
proscenium wall was designed to 
terminate at the roof as required by 
the code.

Theaters	in	the	Round

A theater in the round presents 
unique design and protection 
challenges. With the audience 
surrounding the stage, separating 
stage and audience is not a simple 
task and is not always practical. 
Take, for example, the theater that 
houses the LoVe production at 
The Mirage. The main stage has six 
symmetrically spaced pathways 
that converge at the stage, splitting 
the seating areas into six sections. 
The performers use the pathways to 
get to and from the stage through-
out the performance. Because the 
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stage is centrally located, strict 
code interpretation would require 
a proscenium curtain around the 
entire perimeter of the performance 
area. In lieu of standard proscenium 
protection, two deluge systems were 

installed to protect the main stage, 
while another three protect the six 
pathways. The stage deluge systems 
are activated by zoned flame detec-
tion and air sampling smoke detec-
tion systems, which are also zoned 
with deluge systems. Both detection 
systems have to be in alarm to acti-
vate their respective deluge systems.

The pathway deluge systems also 
have zoned dual detection systems 
that use pilot sprinklers and air-
sampling-type smoke detection. 
For any deluge system to activate, it 
must receive a positive alarm status 
from both the pilot sprinklers and 
smoke detection systems in the 
associated zone.

Part of the stage at the New york-
New york Hotel & Casino theater 
in which Cirque du Soleil presents 
Zumanity is arranged as a thrust 
stage, with audience seating on 
three sides. originally, the prosce-
nium wall was supposed to follow 
the curvature of the thrust stage, 
but it was redesigned so that the 
standard performance area, or the 
main stage, has a code-compliant 
proscenium separation from the 
audience. The thrust portion of the 

performance area is defined by the 
code as a platform, so separating it 
from the audience was not required. 
This saved Cirque du Soleil money 
and allowed it to perform without 
the boundaries that would have 

been required had a proscenium 
wall design been implemented.

Stage	Support	Access

Many Las Vegas theater arrange-
ments try to use all the areas 
surrounding the performance area, 
known as the stage support areas, 
to the fullest extent possible. The 
fly lofts above and to either side of 
the stage do not have a great impact 
code-wise, but when the area below 
the stage is used as a stage support 
area, some additional considerations 
need to be taken into account.

The stage area of the LoVe 
production uses multiple lifts that 
move between the under-stage area 
and the main stage, and the space 
underneath the stage is used to 
store props and scenery. Because the 
stage is part of the 2-hour fire-rated 
floor assembly, it must be separated 
from the under-stage level. This 
protection, similar to the proscenium 
protection, was accomplished by 
combining a 2-hour floor assembly 
and water curtain protection.  
The 2-hour floor assembly and the 
lifts are similar to a proscenium 

wall and openings. At each floor 
opening underneath the stage, a 
draft curtain at least 18 inches (460 
millimeters) deep is provided within 
a horizontal distance of 4 feet (1.2 
meters) of the opening. A water 
curtain system with sprinklers 
located 6 feet (1.8 meters) on center 
was installed along each side of the 
draft curtain. The combination of 
the water curtain, draft curtain, and 
smoke control systems is designed 
to help keep hot gases and smoke 
from spreading to the stage.

Props and scenery are also 
stored backstage, where they are 
accessible through openings called 
vomitories, which are similar to 
proscenium openings and designed 
in a fashion similar to the stage 
lifts. To protect these openings, 
water curtains were provided at 
each opening on the backstage side 
of the vomitory, and draft curtains 
that are at least 18 inches (460 
millimeters) deep are provided at 
the openings. The draft curtains 
are located within 12 inches (305 
millimeters) of the water curtain to 
help the sprinklers activate. Since 
water curtains may not keep smoke 
from spreading across the vomi-
tory, a smoke control system was 
provided for the backstage areas 
to minimize the flow of smoke and 
hot gases towards the audience.

The theater housing Zumanity 
also uses various traps and lifts 
as part of the performance. There 
are three traps in the main stage 
and four lifts in the platform that 
provide openings between the 
basement and the main level of the 
theater. Three of the four lifts in 
the platforms have sliding covers 
that move over the lift openings. 
Provisions for a 2-hour-rated floor 
separation at the lift openings 

The only constant is the  
question, "How can we push  
the envelope?"





34	 DOORS	&	HARDWARE £ AUGUST 2010

were not possible, so the lift equip-
ment rooms were constructed as 
rated assemblies to separate them 
from one another. This provides 
continuity of the proscenium wall 
and creates a fire-rated separation 
from the balance of the basement. 
As a result, the lift equipment 
room beneath the platform is 
considered part of the first-floor 
seating area, and the lift equipment 
room beneath the main stage is 
considered part of the first-floor 
stage. During normal conditions, 
the two lift equipment rooms have 
to be able to operate as one support 
area during the performance. Two 
pairs of 48-inch (1,200-millimeter) 
doors on magnetic hold-open 
devices and one 16-foot-wide 
(4.9-meter-wide) roll-down door 
provide the opening protection 
in the wall separating the two lift 
equipment rooms in an emergency.

Working with special effects 
To “wow” the audience, many 
performances have special effects 
that may affect a theater’s life safety 
and fire protection systems.

In KÁ, for example, flame effects 
and pyrotechnics are used from 
the pre-show experience through 
the end of the performance. These 
effects include multiple balls of 
flame that rise as high as 10 to 30 
feet (3 to 9 meters) and a lantern that 
produces a constantly burning open 
flame 18 inches (460 millimeters) in 
diameter and 30 inches (762 milli-
meters) high. Since these flames 
potentially increase the chance of 
a fire, manual override of the fire 
protection systems for the duration 
of the performance was not consid-
ered an option. Instead, a dynamic 
approach that permits intermittent 
bypassing of the detection compo-
nents was used.

Since this theater’s deluge system 
and water curtain are activated by 
flame detectors and an air sampling 
system, a solution had to be found 
that would allow the use of the 
flame effects without changing the 
design of the life-safety systems too 
drastically. To prevent the unwanted 
discharge of water, rjA developed 
a system that was arranged to 
monitor the existing handsets of the 
stagehands responsible for indicat-
ing a “ready for activation” signal 
for an effect. The effects coordinator, 
who ultimately activates the effects 
from show control, must receive 
a signal from all stagehands and 
from the fire alarm system before 
activating the flame effects. The 
signal from the fire alarm system 
indicates that all handsets are ready 
for activation and that the detection 
systems have been successfully 
bypassed for the impending effect. 
Any release of a handset during an 
effect will prevent the effect from 
occurring and return the detection 
systems to active status. Should 
an alarm occur elsewhere in the 
theater, the flame effects control 
system will disable all connected 
flame effects and purge the fuel 
from the supply lines. once the 
effect is concluded, handsets are 
released, and the alarm systems 
return to normal activation.

The AHj accepted this solution 
since it limits the downtime associ-
ated with the protection systems, as 
well as the potential for human error.

During the performance of Phantom 
at The Venetian Casino resort theater, 
four pieces of a large chandelier 
appear to “fly” together above the 
audience to become one complete 
chandelier. The challenge with this 
feature was coordinating the sprinkler 
system piping and components with 

the chandelier’s cabling system. If a 
sprinkler were to be in the path of a 
cable while the chandelier was coming 
together, it would be damaged and 
might release water.

back	to	Reality

Since most Las Vegas theaters are 
located adjacent to casinos, special 
consideration has to be given to the 
main exit, which is required in any 
assembly occupancy that can hold 
more than 300 persons. The Southern 
Nevada Building Code requires that 
the main exit be large enough to 
accommodate at least half the occu-
pant load of the assembly space but 
not less than the required width of all 
means of egress leading to the exit. 
The main exit must also discharge 
onto a street or public way, which 
presents an issue since you enter and 
leave most Las Vegas theaters from a 
larger resort property without direct 
access to a street or public way.

During the development of the 
LoVe theater, the AHj noted that 
the theater’s main exit did not meet 
the building code requirements for 
exit discharge onto a street or public 
way. However, the AHj accepted 
the designers’ interpretation that 
the theater’s main exit did not have 
to discharge to the street since the 
theater is part of a mixed-use build-
ing, an issue the Southern Nevada 
Building Code did not address. The 
main exit was allowed to discharge 
into the casino.

The LoVe theater previously 
housed the Siegfried and roy extrav-
aganza, but underwent extensive 
renovation. The dramatically shaped 
theater once had code-compliant 
proscenium protection and seating, 
but during the renovation, the stage 

continues on page 37
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Distributor Best Practices Group
At the recent DHI Board of Governors 
meeting, the newly formed Distributors 
Best Practices Group presented a 
series of recommendations which the 
Board adopted. The recommendations 
addressed assigning a “Contract Task 
Force” the responsibility to review 
and develop an educational document 
which analyzes the impact of certain 
contractual clauses on our industry and 
to develop alternative model riders that 
could be employed.
The recommendation incorporated 
the assignment to develop multiple 
mechanisms for this education such as 
seminars, guidelines and webinars.
   The next suggestion addressed 
the Chain of Custody certification 
requirements for distributors as part 
of the LEED point conveyance for 
projects. The strategy is to continue to 
aggressively educate the industry on the 
requirements, to educate distribution to 
develop the proper skills in estimating, 
bidding and detailing Chain of Custody 
jobs to avoid mistakes. 

Fire Door Assembly Inspection
The Fire Door Assembly Inspection 
Task Force also presented a series 
of recommendations to the Board of 
Governors which were also adopted. 
The premise of the task force was to 
review the FDAI program to assess its 
current impact and to identify strategies 
to continue the evolution for our 
industry. Clearly one challenge facing 
our industry is finding available labor 
with the experience and knowledge 
necessary to conduct field inspections. 
Many companies have expressed a 
concern that typically those in our 
industry who are qualified to inspect 
doors cannot conduct field inspections 
cost effectively. The knowledge required 
to properly conduct inspections is 
high and the standard cannot be 
lowered. Accordingly, the task force 
recommended the development of 
education and the advancement of a 
process to utilize “field inspectors” who 
are to be closely supervised by the FDAI 
professional. The Board approved the 
development of this concept.

    In addition, the Board approved 
the recommendation to develop 
specification language requiring any 
pre-occupancy inspection and promote 
this language to the appropriate bodies 
(AIA, CSI) and seek inclusion into 
MasterFormat.
   Also, DHI is to develop a simple 
brochure to be incorporated into the 
owners’ package to be delivered during 
the submittal process to make them 
aware of the new standard and code 
requirements for annual inspections. 
In addition it could be incorporated 
into the Operations and Maintenance 
Manual when closing out the job. 
Look for more information as these 
strategies are implemented.

2010 DHI Conference & Expo
An outstanding line up of programs 
is scheduled for the 35th Annual 
Conference and Exposition this 
September in Chicago. DHI negotiated 
an exceptional $189 room rate at an 
iconic old hotel, the Palmer House 
Hotel that recently completed a $170 
million renovation, bringing guests all 
the comfort and convenience you’d 
expect from a luxury hotel while still 
retaining all of its historic charm. 
   DHI also assembled a variety of 
registration options with opportunities 
for significant savings for early 
registration and Team Pricing, where 
you can bring an unlimited number of 
your company employees for one very 
reasonable fixed price.
   Included with your registration package 
again this year is the Forum for the 
Future. All Attendees—manufacturers, 
distributors, and sales agent alike, 
are encouraged to participate in 
these crucial and informative session 
sponsored by DHI and The Door 
Security and Safety Foundation. As 
the hallmark event of the Conference, 
you won’t want to miss this line up of 
presentations. The Forum will begin 
with a Kick-Off Luncheon on Wednesday 
featuring a noted construction industry 
economist presenting his short and 
long-term economic forecast and 
how it impacts the non-residential 
construction industry specifically.

   The Forum program will continue on 
Thursday with four offered sessions 
addressing timely industry topics 
identified in last year’s industry 
research project. The topics will 
be addressed in a series of hour-
long break-out sessions and include 
presentations on Green issues facing 
our industry, Building Information 
Modeling-BIM, Accounts Receivable 
Management, and Service Revenue 
Opportunities for Distributors. 
Finally, the Forum concludes with a 
Wrap-Up Luncheon and presentation 
by a noted go-to-market consulting 
firm with considerable experience in 
our industry, on this year’s industry 
research topic—the convergence 
of the electronic opening.
   In addition to the Forum, the  
Industry Marketplace and Exposition 
will provide you the opportunity to 
network with your channel partners 
and meet new prospective partners, as 
well as gather with your industry peers. 
This opportunity comes only once a 
year, and in these challenging times, 
you will be hard-pressed to find a better 
investment in your business that will 
earn you a larger return on investment 
than what you can gain by attending 
and participating in this event. We look 
forward to seeing you in Chicago!

What States Adopted Requirements 
for Annual Fire Door Inspections?
For a complete listing of which states 
have adopted requirements for annual 
fire door inspections, visit www.ICCsafe.
org. The International Code Council 
offers an interactive map showing which 
states have currently adopted building 
and construction codes. Since both 
IBC and IFC 2009 editions reference 
the NFPA 80, 2007 edition, each 
of these states (unless specifically 
altered by the AHJ) are ready to go with 
implementation of the requirement. 
Even though a state has adopted 
the requirement, local jurisdictions 
must adopt the newest revisions.

An executive summary of events and activities associated with the Institute and Foundation captured from DHI’s member newsletter, 
The Plan Room found online at www.DHI.org

Door anD HarDWare InstItute

Plan room—Brief ContInueD on Page 69
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was moved to allow seating around 
all sides of the existing proscenium 
wall, creating a theater in the round. 
The theater is actually octagonal 
with two main entrances, each 
serving roughly half the respective 
seating area. Neither side of the 
theater can readily access the other.

To comply with building code 
requirements, each main exit can 
handle half the occupants for its 
respective portion of the theater. If 
the theater were a clock face, these 
exits would sit at eleven o’clock and 
one o’clock. The combination of the 
two main exits can handle half of 
the total occupants of the theater, as 
permitted when there is no clearly 
identifiable singular main entrance. 
The other exits that handle the rest 

of the occupants are enclosed stair-
wells, which are distributed evenly 
around the balance of the theater.

These are just a few examples of the 
design challenges encountered during 
the design of fire and life safety protec-
tion systems for Las Vegas theaters, 
each of which has a distinct configura-
tion of seating and stage areas that 
require distinct fire protection systems 
to protect the audience and show 
personnel. So the next time you take in 
a show, enjoy the atmosphere and be 
assured that your safety is as impor-
tant as your enjoyment.  

about the author: Christine Theisen is a con-
sultant for Rolf Jensen & Associates, Inc., in  
Las Vegas. Richard Muller, P.E., is engineering 
manager of RJA’s Las Vegas office.

Reprinted with permission from NFPA Journal®, copyright ©2008, 
National Fire Protection Association, Quincy, MA. All rights reserved.

Honorariums 
awarded for 
submissions 
published! 

Are you a Distributor?

Do you have a talent for writing?

Wonder WHY there aren’t articles 
focusing on the basic issues you 

face within the industry everyday?
Share Your Point of View, Your Experience, Your Two Cents— 

Write for Doors & Hardware!  As experts in the openings 
industry and its operations, DHI relies on people like you to 

suggest and write articles on the day-to-day situations and 
external infl uences impacting our members.

From insight on the impact of code changes, to consolidation, to 
sustainability and the current state of the openings industry, we 

need your perspective!

If you are interested in becoming a writer for Doors & Hardware, 
please contact the editor, Jesse Madden, at 703-766-7033 or e-mail 

jmadden@dhi.org.

Whether you write one article or 20, your 
voice can make a difference in our industry!

Make yourself heard.

1
Enhancing your advErtising mEssagE  
and increasing your frequency contributes to  
“brand association” when purchase decisions about 
products are being made. Maintaining your market 
presence by advertising in Doors & Hardware  
magazine, even in difficult economic times, gives you 
a distinct advantage over competitors who don’t..

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

703-766-7014  •  mlong@dhi.org

Marketing tip
...Center	Stage   from page 34



38	 DOORS	&	HARDWARE £ AUGUST 2010

Light Gauge Metal Magic

I
just sAw it, but i Don’t believe it,” sAiD joe hAwkins, P.e., 

while observing a series of performance tests on various types of door 

frames. he watched as a twisting force was applied to various steel 

frames simulating a force applied at an angle to the face of the frames. 

he had just seen an 18 gauge steel drywall frame torn from a wall 

with a minimal 120 pounds of force. he then watched as a 20 gauge 

steel frame anchored on the face of the frame into the wall withstood 

200 pounds of force, 10 pounds more than a 16 gauge masonry frame 

tested previously. it was as if someone was creating an illusion defying 

all his previous knowledge and assumptions. he was amazed to see 

the light gauge frame out-muscle the two hollow metal frames made 

of much heavier gauge steel. “i was sure the heavy steel frames would 

easily out-perform the light gauge frame,” he said as he continued to 

write down his observations and corresponding values.

By Valerie Bevens

Photo	credit:	Timely	Industries
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In further testing, the magic act 
continued. A door was hung in each 
type of frame and weight was added 
until the frame had moved out of 
alignment to the point the door 
would no longer close. once again, 
the light gauge frame out-performed 
the heavier frames. The 16 gauge 
frame failed at 254 pounds and the 
18 gauge frame at 250 pounds. The 
light gauge frame withstood the 
maximum level of force available 
with the testing equipment used, 
500 pounds, with no failure—the 
door was still fully operable. How 
is it possible to successfully hang a 
500 pound (or heavier) door in a 20 
gauge steel frame? 

It’s	not	magic,	It’s	Science.

The testing described above 
occurred in 1986 but the perfor-
mance of light gauge steel still 
mystifies many construction 
industry professionals. It had 
always been assumed that “heavier” 
always meant “stronger.” But, as has 
been demonstrated with so many 
other products commonly used in 
the building industry, engineered 
products can be designed using 
concepts that greatly reduce mass, 
space requirements and cost while 
out-performing their traditional 
counterparts. The key to the perfor-
mance of these light gauge steel 
door frames was conceived in the 
early 1960s by an engineer, not by 
someone steeped in the tradition of 
the door frame business. By anchor-
ing the frame around the full perim-
eter, a method not possible with 
traditional steel frames, outstanding 
performance was achieved. This 
performance has lead to numerous 
products that have adopted this 
concept. This “out of the box” idea 

remains a mystery to some, but 
to those who have discovered its 
advantages, using this door frame 
has become a true value-added 
choice for thousands of buildings 
throughout the world. 

The physics of this door frame 
concept are actually rather simple. 
The frame sleeves over a finished 
wall and, using common drywall 
screws, the frame is fastened to the 
wall at 11” intervals corresponding 
to the location of each casing clip. 
As a result, the force created by the 
door, a downward lateral force on 
the hinge jamb, is borne by all the 
fasteners in a “shear” rather than 
“direct pull” configuration. As any 
engineer will confirm, it is much 
easier to pull a screw directly out of 
its location than to remove it using a 
lateral shear force. The quantity and 
positioning of the screws actually 
creates a “box” around the framing 
material making the frame a part 
of the structure instead of a “stand 
alone” component. To move the 
frame, you have to move the entire 
wall structure. With traditional steel 
frames, only 8 anchor points make 
it easy to separate the frame from 
the structure. once the separation 
occurs, the frame is “on its own” 
and only has the thickness of the 
steel to support the door or with-
stand the applied forces.

But, the advantages don’t stop 
with this anchorage system. A close 
examination of the hinge prepara-
tion reveals another design concept 
that leads to superior hinge applica-
tion performance. Traditional steel 
frames use a 10 ga. (7 ga. for grade 
1) hinge reinforcing plate. The hinge 
is actually screwed to the plate and 
is not attached to the actual frame 
material. The reinforcing plate is 
attached to the frame material with 

6 “spot” weld points providing a 
contact area of approximately .17 
square inches on each plate. If the 
welding process is not properly 
controlled, the force of the door can 
possibly cause failure of the welds 
and subsequent failure of the door 
assembly. The welding process and 
contact area determine the ability of 
the frame to bear the load, not the 
thickness of the hinge plate. 

The light gauge frame concept 
does not cut a “hole” in the frame 
to attach the reinforcing plate. The 
frame is embossed using specially 
configured dies in heavy presses 
allowing the hinge to be mortised 
into the surface of the frame. The 
reinforcing plate is mechanically 
attached to the frame and, when 
the hinge is screwed to the frame, 
a “sandwich” is produced with the 
hinge and the reinforcement plate 
tightening on the steel of the frame. 
There are no welds to fail. In fact, in 
order to fail, the actual steel frame 
material would have to be torn 
loose. To tear the steel, a force far 
exceeding the weight of even the 
heaviest door would be required. 
And, as a secondary guarantee, 
the reinforcement plate uses an 
extruded and tapped screw prepa-
ration guaranteeing more actual 
thread depth than the 7 ga. plate 
used on heavy gauge steel frames.

But, because of the unique anchor-
ing system, the fasteners have to be 
concealed somehow. The simplest 
solution is just to cover them with 
a hollow casing. Casings on door 
frames have been part of the open-
ing design for centuries and only 
recently have we encountered the 
flat face of traditional hollow metal 
frames. To create an exclusive 
appearance for the door frames 
and related millwork, heavy thick-
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ness wood or PVC moldings must 
be used to cover the return leg on 
these frames. With frames designed 
to accept casings, standard wood 

products that match other project 
profiles are used or, if acceptable, 
most manufacturers have several 
standard casing options available. 
The casings are held on with various 
clip systems designed to keep the 
casing in place even with the contin-
ued vibration of doors opening and 
closing. The same engineer who 
designed the original frame concept 
eventually settled on a unique heat 
treated clip that is attached to the 
frame face. This clip maintains its 
positioning and tensile strength so 
the casing remains tight even if it 
is removed and re-installed several 
times. Loose casing can lead to one 
of the biggest complaints by archi-
tects and designers—open miters at 
casing joints. All manufacturers of 
light gauge steel frames use various 
methods to ensure that the casing 
remains in place.

once the concept was working 
and people began to take interest, 
they needed a version that was fire 
rated. of course, we all knew that the 
tougher the fire rating requirements, 
the heavier the steel needed to be. 
How could a light gauge steel frame 
withstand the nearly 2,000° F. heat 
of a fire test? And, what about fire 
rated sidelights and borrowed lights? 
With heavy gauge frames, stiffeners 
may be required to stabilize the units 
using the added thickness of the steel 
to overcome the forces caused by the 

test. It was assumed that the light 
gauge steel would be so thin it would 
easily melt and the test would fail. 
But, again, science ruled over percep-

tion. The 20 gauge frames easily 
passed a 90 minute positive pressure 
fire test. In addition, the same frames 
withstood the rigors of fire exposure 
for 45 minutes in a 10’ by 10’ sidelight 
frame. But, why did the light gauge 
steel so easily pass these tests? Again, 
physics easily explains it. In most 
cases, door and frame assemblies fail 
fire tests due to excessive bowing of 
the frame assembly. If the bowing is 
severe enough, the latching mecha-
nism fails and the test fails. With 
heavy gauge steel, the molecules 
heat up on the fire side of the frame 
but, because heat is transferred more 
slowly through the heavy steel, the 
molecules on the side away from the 
furnace are cooler. This differential 
makes the hot side of the frame 
“longer” than the cool side and the 
result is that the frame begins to bow. 
The thickness of the steel actually 
contributes to the potential for failure. 
Conversely, with light gauge steel, 
heat is transferred quickly from one 
side of the frame to the other greatly 
reducing the temperature differential 
and the subsequent possibility of 
bowing. The frame becomes a glow-
ing hot, but stable, component with 
very little bowing. The secrets behind 
the illusion have been revealed. 

once design professionals under-
stand the superior performance 
of this door frame, the additional 
benefits begin to appear. 

 n Frame is installed over finished 
walls avoiding jobsite construc-
tion damage and project delays

 n Frame can be supplied pre-fin-
ished, eliminating jobsite painting 
costs for doors and frames

 n Color options are limitless
 n Numerous styles of casings are 

available allowing the designer 
to “decorate with frames”

 n Door, frame and hardware are 
installed as a unit guaranteeing 
perfect fit of all components

 n one trip to the opening greatly 
reduces jobsite labor for distri-
bution and installation

 n Preparation is available for most 
standard hardware applications

 n Application on numerous 
wall conditions providing 
uniformity of appearance 
throughout the project

using light gauge, pre-finished 
frames with pre-finished doors 
results in total opening cost savings 
of up to 60%—for every opening. 
And, as was demonstrated earlier, 
no sacrifice in performance is expe-
rienced. This is the true definition of 
value—no sacrifice of performance 
at significantly lower cost.  

about the author: Valerie Bevens is Technical 
Services Manager for Timely Industries. her 
primary responsibility is to serve as a consultant 
to architects and specifiers. In this capacity, 
she is responsible for increasing the awareness 
of the features and benefits of Timely’s prod-
ucts in the architectural community. Valerie is 
also responsible for the proper application and 
specification of the company’s products. She 
has been in the commercial openings industry 
for nearly 40 years and has broad experience 
working with manufacturers, distributors, 
architects, designers, contractors, and installers. 
Valerie received her Architectural hardware 
Consultant certification in 1977 and has served 
as director of marketing for four different com-
panies, all in the commercial openings industry.

Using light gauge, pre-finished frames with 
pre-finished doors results in cost savings of 
up to 60%—for every opening.
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n today’s economy, we hear a lot about companies 
going out of business. Times are hard, finances  
are tight and competition is fierce. Against this  
backdrop of economic hardships, a company’s 
celebration of its 50 year anniversary seems that 
much more impressive. 

The story is a familiar one. In 1960, joseph orihel 
and roger judy saw an opportunity and decided 
that the time was right to start a new business. 
joe had worked at Morgan Hardware in their 
contract hardware department since 1956. When 
the company’s emphasis on contract hardware 
began to diminish, joe decided that there would 
be a good opportunity in the Akron market. roger 
was working in the circulation department at the 
Akron Beacon journal but wanted to use his busi-
ness/finance degree in a more substantive way. 

They scraped together all of the money 
they had and invested it in the dream of 
being business owners and providing a better 
life for their young families and launched 
Akron Hardware Consultants, Inc. 

joe provided the hardware knowledge 
and salesmanship, while roger contributed 
his business and finance expertise to the 
fledgling company based out of a 1,000 sq 
ft storefront office in downtown Akron.

As with all new businesses, there were long 
hours and late nights. In addition to running the 
company, joe and roger also unloaded trucks, 
delivered hardware to job sites, typed invoices and 
answered the phone. 

By 1969, the company had 10 employees. Akron 
Hardware was a thriving young business and 
needed more space, so they moved to a larger 
facility in the suburbs. The business continued 
to expand in sales, market area and number of 
employees. Between 1969 and 1978 sales tripled and 
the number of employees doubled.

In 1978 industry lead times were 12-16 weeks and 
manufacturers struggled to meet projected ship 
dates. joe and roger decided that Akron Hardware 
could best serve the industry by becoming a 
specialized wholesale distributor. They discontin-
ued all contract and end-user sales and concen-
trated on becoming the industry’s first nationwide 
wholesale distributor of Corbin products. 

over the next ten years Akron Hardware added 
four more product lines. The number of employees 
doubled and sales increased five-fold.  Before long, 
they were a true national wholesaler with custom-
ers in every state and Canada. 

Since that time, they’ve continued to grow and 
be successful—no easy feat in today’s market. 

I

Akron Hardware Original Logo, 1960-1980 Akron Hardware Logo, 1980-1998 Akron Hardware Logo, 1998 - Present

akron hardware's Golden anniversary
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But the company has also been 
extremely generous with their 
time and resources over the years. 
Akron Hardware executives have 
held volunteer leadership positions 
in DHI education Council, DHI 
Strategic Planning Committee, DHI 
Chapter Leadership Committee, and 
the DHI Buckeye Chapter. In 2000, 
Tom orihel became the President 
of the DHI Board of governors. He 
was the first wholesale distributor 
to be elected to the board and the 
first to hold an officer position in the 
national organization. The company 
has also been very active in chari-
table and community organizations. 

Curious to find out what the compa-
ny’s secret for success was, we sat 
down with Akron’s Ceo Ken orihel 
and Coo Tom orihel to find out more. 

Doors & Hardware: Is there a mission 
statement or core belief that has influ-
enced the way Akron does business?
Ken Orihel: Akron Hardware’s 
mission is that all architectural 
hardware manufacturers and 
distributors consider Akron 
Hardware to be their first and best 
option as in wholesale distribution.

How we accomplish the goal is 
as important to us as the goal itself. 
our core values are:
People… our people are our greatest 
resource. They provide our corpo-
rate intelligence and determine our 
reputation and vitality.
Customers… Customers are the 
focus of everything we do and 
the purpose of our existence. To 
be successful, we realize that 
customers must value the products 
and services we provide.
Profits… Profits are the ultimate 
measure of how efficiently we serve 
both our customer’s and vendor’s 
needs. Profitability is not an option, 
it is required to survive and grow.
Vendor Relationships… We will 
constantly strive to partner with our 
vendors as a means of attaining the 
best possible products, information, 
services and growth opportunities.
Operational Excellence… AH will 
operate at peak efficiency based on 
thoroughly reviewed and refined 
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procedures; a professional trained 
and motivated staff, and facilities 
that provide the necessary equip-
ment, systems and environment.
D&H: how has the recession impacted 
your company?
Ken: Like everyone else, the reces-
sion has impacted our daily volume, 
but it has also given us an oppor-
tunity to focus on efficiency and 
proactive sales efforts. We are using 
this tough economic time to become 
an even stronger company and a 
better supplier to our customers.
D&H: What strategies have you imple-
mented to mitigate its effects?
Tom Orihel: In the past 18 months, 
Akron Hardware has stepped up 
our efforts at communicating with 
our customers. Through more 
targeted conversations on incoming 
calls and a concerted effort at 

making outgoing calls to each one 
of our customers on a regular basis, 
we feel that we know our customers 
better than we ever have. 

We have also evaluated our prod-
uct offering and in April added the 
full line of products from Hager 
Companies to ensure that we have 
a complete range of products to 
satisfy our customers’ needs. 

In May, we introduced our new 
full-service e-sales site. “Akronline” 
is a new, state-of-the-art web-site 
that will allow our customers to 
place orders, check stock, track ship-
ments, verify account status and 
a variety of other activities. We’ve 
spent a year building this website 
from the ground up so that it would 
function at a high level, but also 
offer an Akron Hardware-like expe-
rience to our customers. It is clean, 

intuitive and very secure. So far, the 
results have exceeded our expecta-
tions and our customers have been 
very positive in their feedback.
D&H: What do you feel is responsible for 
the company’s longevity? 
Tom: Akron Hardware is very 
determined to do one thing and 
do it better than anyone else. We 
focus all of our resources (people, 
technology, etc) on being the best 
wholesale distributor of builders’ 
hardware in the industry. What we 
do is not “rocket science” but we 
continually examine every aspect 
of our process to ensure that we are 
doing the best that we can. 

A few years ago we started an 
internal program called “TCS” 
(Total Customer Satisfaction). It chal-
lenged every department and every 
employee to evaluate our procedures 

akron hardware 
arizona branch

akron hardware 
headquarters,  
1998 - present  

(akron, oh)

Ken orihel (ceo),  
tom orihel (coo), 
nancy murray (cFo)

Joseph orihel & roger Judy

akron original headquarters

1960 –  Akron Hardware Consultants, Inc. was founded by 
Joseph Orihel and Roger Judy as a contract hardware  
distributor in downtown Akron, OH. 

1969 – The company has grown to 10 employees

1978 –  Akron becomes a specialized wholesale distributor. They 
discontinue all contract and end-user sales and concentrate  
on becoming the industry’s first nationwide wholesale  
distributor of Corbin products. 

1990 –  In order to service their customers in the Western United 
States, Akron Hardware establishes a Western branch in 
Phoenix, AZ.

1995 –  Joe Orihel and Roger Judy retire from their positions as the 
executive officers of Akron Hardware. Ken Orihel is named 
President, Tom Orihel and Nancy Murray are named  
Vice-Presidents.

1998 –  Akron Hardware moves in to a new facility in Akron, OH, 
increasing their space by two and half times.

2000 –  Tom Orihel becomes the President of the DHI Board of 
Governors. He is the first wholesale distributor to be elected  
to the board and the first to hold an officer position in the 
national organization.

2005 – A Distribution Center is established in Memphis, TN.

2006 – A Distribution Center is added in Philadelphia, PA.

2010 – Akron introduces a new e-sales center. 

A K R O N T I M E L I N E
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and policies to make certain that we 
were delivering total customer satis-
faction in every situation. From the 
very beginning, Akron Hardware 
has always emphasized service and 
it remains the center of all we do.
D&H: No company can stay in business 
for 50 years without great employees 
supporting it. Employee retention is a big 
problem in this industry, though. how 
has Akron dealt with this problem?
Ken: The turnover at Akron 
Hardware is incredibly low. Many 
members of our management 
team have been with us since high 
school. our sales staff ranges from 
5 to 32 years of experience with 
Akron Hardware, with the average 
being 17 years of service. From the 
very beginning, our company has 
broken what some believe to be a 
fundamental rule in hiring—we 
hire our friends. We believe that if 
you hire good, honest, hardworking 
people, you can teach them the 
business. our employees want 
Akron Hardware to succeed and 
they know that when it does, the 
company will take care of them.
D&H: You often hear that the leaders 
in this industry are nearing retirement 
age and there has been a lot of concern 
about how to attract “new blood” to this 
industry. has this been an issue for Akron 
and, if so, how have you dealt with it?
Ken: It has not really been an issue 
for us. All of our management is 
“home grown” and has been with 
us a long time. They fundamen-
tally understand what drives our 
company and we are confident 
that as time marches on, Akron 
Hardware will remain true to our 
core beliefs and our long term goals.
D&H: has Akron started, or made plans 
to start, going green?

Tom: We do not have any specific 
“green” initiatives, but we are 

constantly trying to be as efficient as 
possible. Saving energy and reduc-
ing waste is just smart business. 
D&H: What do you see as being the 
biggest challenge facing this industry 
over the next ten years?
Ken: Most “experts” that predict 
the state of the world ten years 
out are usually incredibly wrong, 
so it is tough to say. In the shorter 
term, navigating the economic 
circumstances today is at the top 
of the list. We have seen contract 
distributors who have been in the 
industry longer than we have close 
their doors. The lack of money 
in State budgets, the tightness of 
commercial construction credit, the 
reduced confidence in the markets 
and our government are all cause 
for concern.  reducing costs, adding 
value and remaining an indispens-
able resource for the construction 
sector is vital for contract distribu-
tors as well as wholesale distribu-
tors to survive.
D&H: For a company to stay in business 
for 50 years, a lot of transformation has 
to take place to stay current and competi-
tive. What advice would you give to 
newer businesses struggling to compete? 
Tom: yes, it is important to evolve 
and “stay current”. We have always 
embraced the latest technology, 
but it has not changed the funda-
mental business model of Akron 
Hardware. Quality products, excel-
lent service, honest answers, fair 
prices—the cornerstones of our 
company philosophy have not 
changed, but technology helps us 
to deliver them faster and more effi-
ciently. our advice to newer busi-
nesses is to know who you are and 
know how technology will help you 
to strengthen who you are—don’t 
allow technology to redefine your 
company’s vision.  
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The story you are about to read is true, only the names have been eliminated 
to protect the innocent, or guilty, depending upon your perspective!

By Steve Hildebrand, FDHI

As you can see in our Conference and� 
exposition logo, we are celebrating the 
35th anniversary of this event under the 
DHI stewardship, coinciding with the 
formation of the Door and Hardware 
Institute in 1975, when the National 

Builders Hardware Association (NBHA) and the American 
Society of Architectural Hardware Consultants (ASAHC) 
formally joined forces under the DHI banner.

But the history of an annual gathering or convention in 
our industry goes way back before the beginning of DHI. 
In fact, 2010 is a celebratory year for several waypoints in 
the history of our industry. And it is no coincidence that 
we return to the city of Chicago and the Palmer House 
Hotel in particular, where previous industry leaders 
gathered often to make significant decisions that affected 
our industry. Follow along as we take a summary look 
back at the historical gatherings and milestones of our 
industry during the past 75 years of our Association, 
many that took place in that spectacular city.

The birth of our present day trade association actually 
took place on September 20, 1934 at the famous Stevens 
Hotel in Chicago. The National Association of Contract 
Builders Hardware Distributors (NACBHD) was formed 
in the midst of the great Depression by a group of dedi-
cated distributor owners and executives with tremen-

dous courage and foresight considering those extremely 
difficult economic times.

The objectives for which this organization was 
formed were as follows:

 n a more careful study of the distributors’ economic 
functions

 n clarifying the channels of distribution
 n bring into closer contact the relationships of manu-

facturers and distributors
 n search out better business methods
 n encourage uniformity of trade practices and the 

reform of commercial evils
 n maintain friendly cooperation among distributors 

to advance their mutual interests
They remain exceptionally applicable today as they 

did in 1934, don’t you agree?
In 1935 the newly formed Association met again in 

Chicago, this time at the Palmer House Hotel. Seventy-
five years ago, it seemed like a great place to meet, so we 
decided to do it again this year in the same hotel! A few 
manufacturers had product displays, so this could well 
be considered the first “trade show” of the organization. 
September 1936 saw a more serious participation in the 
trade show, with 17 manufacturers displaying their wares.

The second highlight of 1936, two years into the fledg-
ling organization’s existence, brought the inaugural 

DHI Celebrates its 35th 75th Annual Conference (Our 23rd in Chicago!)

Photo	Credit:	©	City	of	Chicago	

A	view	of	the	skyline	from	the	Chicago	River.		
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publication of the Profit Bound magazine, the predeces-
sor to today’s Doors & Hardware magazine. Seventy-
five years of bringing information and education to a 
dedicated readership—what a great lineage!

In 1937, they returned to the Palmer House Hotel with 
now a total of 27 manufacturers exhibiting, including 
some recognizable names still with us today; Bommer, 
glynn johnson, Ives, McKinney, Norton, rixson, 
Schlage, and Stanley. The editor of Hardware Age 
magazine, a well-known publication of its time, called 
it, “The finest display of hardware ever shown”!!

The year 1938 saw the name of the organization change 
to National Contract Hardware Association (NCHA). 
During the 1938 and 1939 conventions, there were 
addresses to the attendees that spoke to creating a sepa-
rate, legally organized, professional organization with a 
code of conduct for its members, originally intended to 
be called “Builders Hardware engineers.” The designa-
tion “engineer” usually implies a college degree, and 
our predecessors realized back then that the only way to 
attain “expert status” in our industry was through the 
school of hard knocks, experience, and trial and failure. 
The Technical Consultant to the American Institute of 
Architects at the time coined the title “Architectural 
Hardware Consultant,” and so it was to be.

The first meeting of the new American Society of 
Architectural Hardware Consultants took place on 
September 26, 1940, at where else but the Palmer House 
Hotel! The objective was to establish definitive stan-
dards of experience and knowledge of the relationship 
between architecture, hardware, and building engineer-
ing. The proposed standards were patterned after those 
set by the AIA and various engineering societies.

one year later there were 138 members with the 
charter membership requirement of ten years of accept-
able hardware experience. By 1946, there were 522 AHC 
members when the charter was closed and subsequent 
membership required industry tenure and satisfactory 
completion of a written exam. 

In 1950, the Honorary AHC designation was established 
to recognize individuals without the technical qualifica-
tions but with significant contributions to our industry. 
This was essentially the predecessor to the FDHI creden-
tials. In 1954 the Apprentice membership classification 
was added and in 1965 the Distinguished AHC (DAHC) 
credential was established to recognize technical excel-
lence in the industry with a minimum of ten years experi-
ence and significant contribution to the Society.

DHI Technical education was formalized in 1959 
with the Architectural Hardware Institute being estab-
lished at ohio State university. Prior to that, “builders 
hardware schools” were held starting in 1949 in New 
york City, the same year the ASAHC saw its first female 
member. In 1980, the Certified Door Consultant (CDC) 
credentials were added and the corresponding classes 
added to the curriculum.

In 1953 there were two significant changes to the 
NCHA—the name was changed to National Builders 
Hardware Association (NBHA), and the magazine 
originally called Profit Bound now became Hardware 
Consultant.

In the early 1970’s, the two separate organizations, 
NBHA and ASAHC, had been working closely for quite 
some time, at times sharing the same executive Director 
and office space. The magazine was the mouthpiece 
of both organizations and the annual convention 
embraced attendance by membership in both, as well 
as the Builders Hardware Manufacturers Association 
(BHMA) membership, which obviously represented the 
industry manufacturers who were the majority of the 
exhibitor community at the annual trade show.

It became evident that an umbrella organization could 
do a better job of education more cost efficiently. After 
joint exploration meetings starting in 1973, the member-
ships of both organizations voted to consolidate, which 
took place formally May 1, 1975. Shortly thereafter, upon 
insistence of the BHMA members, the concept of an 
annual conference but an every other year trade show 
was tried, but proved to be a failed experiment.

So this September in Chicago, we gather together in 
a city that obviously played a tremendous role in our 
industry and where we will celebrate many milestones;

 n The 35th annual Conference and exposition since 
the formation of DHI.

 n The 75th annual convention of our industry, consec-
utive since 1934 except for two years during WWII.

 n The establishment of our industry credentials; 70 
years for the AHC, 60 years for the HAHC/FDHI, 
and 45 years for the DAHC.

 n our convention being held in Chicago 23 times, 13 
of them at the Palmer House Hotel

So come join us at the famous Palmer House Hilton 
and Navy Pier® for a great line-up of programs address-
ing timely industry issues and our industry’s only trade 
show. Help celebrate the long and glorious history of 
our industry and dedicated Association.  
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By Jason Bader

Listening to the Right Customers

W 
HeN I WAS MANAgINg 
a large facility in Denver, 
I would get all sorts of 

goofy product requests from the 
sales team. Since Denver was a new 
territory for our company, the sales 
team was not steeped in the prod-
ucts or trade focus of my company. 
They had a rough idea who we were 
going after, but we were not always 
on the same page. each person 
brought bits and pieces from their 
previous experience, so we became 
the melting pot of the industry. 
Although a melting pot can provide 
a rich and diverse culture, it can 

also produce a product mix without 
any direction or focus. This became 
brutally apparent when I had to 
liquidate the facility. I could liter-
ally attach a name tag to all of the 
oddball products I had been talked 
into. “If you get some, this customer 
will buy some.” Have you ever tried 
to put “some” on a Po? 

This scenario came up in a recent 
conversation with my brother. He is 
the president of the family business 
and we can always share a laugh 
over some of the dumber things 
we have done in our career. He is 
opening up a new territory similar 

to our adventures in Denver. I had 
to remind him about the potential 
for product proliferation with a 
new sales force. Fortunately, he is 
bringing several veteran people 
with him, but the potential problem 
is still there. As distributors, we 
can easily get talked into bringing 
in some really strange products. 
We are sales organizations first 
and foremost, thus sales often has 
the loudest voice. After observing 
this for several years, here is my 
advice in a nutshell: If a salesper-
son wants to bring something in 
for a customer, make sure it is 
a customer who contributes to 
our bottom line profitability. 

over the last several years, I have 
been teaching distributors how to 
segregate their customers by profit-
ability. one of the key benefits of 
this type of analysis is determining 
how to allocate money in the name 
of customer service. I typically 
approach this from an asset alloca-
tion discussion, but there is a great 
deal of merit in looking at this segre-
gation to help make product and 
sales investment. essentially, the 
analysis breaks down the customers 
by contribution to net profit. Some of 
the key data points are: gross profit 
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dollars, number of transactions 
and cost per transaction. If you 
would like a full explanation of the 
process, I would be happy to send 
you a copy of the article I wrote a 
few years ago. The analysis usually 
produces a small group of custom-
ers at the top who contribute posi-
tively to your net profit. By the way, 
biggest doesn’t always translate to 
most profitable. For most distribu-
tors, this positive group represents 
25-30% of the customer base. For 
some, this may be new information; 
but it really isn’t that shocking. Let 
me put a positive spin on it. Since 
this is the group we will be looking 
at to help us decide what products 
to pick, isn’t it better to have a 
smaller sample?

Is it easier to sell deeper into an 
existing customer or go out and find 
new customers for our products? 
If you have been around the sales 
game for a few years, you know 
the former to be true. Isn’t it really 
embarrassing when one of your 
best customers asks if you can get a 
product and you have been stocking 
it for the past 20 years? The fact of 
the matter is, we don’t do a great job 
telling customers all the categories 
we have invested in. It’s our little 
secret—it’s only for sale if you ask.

Many sale managers have 
received the nasty task of analyz-
ing our sales penetration in the 
current accounts. While the exercise 
is extremely necessary, the overall 
volume tends to freeze the manager 
in their tracks. I generally advocate 
a different approach. just take a 
hard look at the customers who 
are currently producing a positive 
contribution to the bottom line. This 
group also tends to be the folks who 
stay within our credit terms. Since 
this only about 25% of the total 

customer base, the task is far more 
manageable. 

I recently started this process 
with a client of mine. In a fit of 
frustration, my client fired the 
entire outside sales team. Come on 
now—you know you have fanta-
sized about this more than once. 
Having realized that this might 
have been a bit hasty, he is slowly 
creating a more focused outside 
sales program. How do you become 
most effective with a limited head-
count? Start with the customers in 
your profitable group. 

In working with his marketing 
manager, we have begun to look at 
how many categories each of these 
customers are touching. We actu-
ally found a canned report in the 
system that shows sales by product 
category. We found that several of 
the customers were touching fewer 
than 30% of the product categories. 
In several instances, the dollars in 
a particular category were so low 
that it shouldn’t even count. This 
new information gave the sale team 
a direction. Why is the customer 
not buying in certain categories? Is 
the category outside of their target 
market? Is our pricing out of line? 
Do they buy the product from their 
brother-in-law? By just asking the 
questions, we will naturally gener-
ate activity. The best part of this 
work is that we will be generating 
activity in products we have already 
invested in.

I have challenged this company 
to go beyond the product category 
questions. While we are develop-
ing a stronger relationship, why 
not ask questions that will help us 
shape our future customer service 
direction. Try asking about commu-
nication preferences. When and 
how would the company prefer to 

receive product? Is there market-
ing literature that would help their 
sales efforts? Most importantly, are 
there products and categories the 
customer is having trouble sourc-
ing? If we are going to bring on new 
products and services, why not take 
our cues from the customers who 
contribute to the bottom line. 

Don’t make the mistake of rely-
ing on your outside sale person for 
gathering all the data. remember, 
we want them out selling product. 
This is where a strong marketing 
coordinator can help assist the 
sales effort. email correspondence 
and web survey technology can be 
used to analyze customer service 
direction. Don’t get me wrong, I 
believe in the power of face-to-face 
interaction. These pieces of technol-
ogy, and some person telephone 
interviews, can augment the infor-
mation gathering process. you will 
be amazed at how your customers 
want to be serviced. Again, it is 
important to take your feedback 
from the right people. 

As distribution companies, we 
invest a tremendous amount of 
money in products and services. By 
mining the sales data in our distri-
bution software, and following up 
with some good old fashioned foot-
work, we can make better invest-
ments in the future. good luck.  

about the author: Jason Bader is the managing 
partner of The Distribution Team, a firm that 
specializes in helping distributors become more 
profitable through operating efficiencies. The 
first 20 years of his career were spent working 
in distributor operations. Today, he is a regular 
speaker at industry events and spends much 
of his time working with individual distribu-
tion companies. For more information, call 
(503) 282-2333 or contact him by e-mail at 
Jason@Distributionteam.com. Also visit The 
Distribution Team’s web site at www.thedistri-
butionteam.com. 
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 c o r p o r a t e  a c c e s s

What CEOs and Business Owners Should Know  
  About One of Their Largest, if Not THE Largest Asset

m a n a g e m e n t

 By Abe WalkingBear Sanchez 

CEO QUIZ
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1. 
oN AVerAge WHAT % 
of B2B (business to busi-
ness) trade sales involve 

credit terms? 
2. In companies that sell their prod-
ucts or services based on payment at 
a later date, Accounts receivable, on 
average, makes up what % of their 
total assets? 
3. In your company, where is the 
credit function located and who 
does it report to? 
4. How do you measure the perfor-
mance of your credit function? 
5. What is the greatest source of 
return from the investment made in 
the credit function? 

my	Answers…	What	About	in		
your	Company?	

1. 80 to 90 % or more of B2B Sales 
involve credit terms (payment at 
a later date) and as commercial 
lenders have cut back on business 
lending the use of trade credit has 
grown. In the u.S., as of Sept. 09, the 
spread between business to busi-
ness trade credit and commercial 
lending had grown by nearly $100 
billion since the end of 2008. 

In a recent on-line posting Simon 

groves, experiential Marketing 
Manager at Atradius and based in 
Cardiff, wrote, “In tough times, the 
use of trade credit goes up and not 
down despite the fact that there’s 
the additional risk of non-payment. 
A recent Atradius survey on the 
economic crisis, covering 3500 
companies in 20 countries, showed 
that in all but six of those countries 
the use of credit had risen during 
the economic downturn. 

What’s behind the rise in the 
use of credit as the medium 
for sales? There’s probably an 
element of rejuvenating flagging 
markets, but in the main, it’s to 
fill the gap left by the lack of bank 
lending available to buyers.”

The Atradius economic Crisis 
report can be downloaded from 
www.atradius.com.  It makes for 
interesting reading.
2. Accounts receivable (A/r) is one 
of if not the largest asset of a 
company selling on credit terms. on 
average the A/r represents 40% of 
total assets and as more trade credit 
is extended it can only increase 
in size. The A/r is also one of the 
most liquid assets that of a busi-
ness, being but one step removed 

from money in the bank. 
Short-term money due from 

customers, the A/r is far more 
than just an accounting transaction 
involving the billing of customers 
or a journal entry on the balance 
sheet; it represents the very 
reason why any business exists... 
the profitable sale of goods and 
services. The management and 
the condition of A/r has a direct 
implication and effect on cash flow 
and on what is often the most profit-
able sales – that of repeat sales to 
established customers. Consider 
the cost difference between find-
ing new customers to sell to and 
additional sales to existing credit 
customers. And that in a tight 
economy new customers are harder 
than ever to find, making existing 
customers ever more valuable.

Debits and credits are accounting 
terms used to record credit sales 
and payment on those sales but the 
creation of A/r and of its proper 
management are sales-related.
3. In many companies the Credit 
and A/r Management function is 
still found in accounting and reports 
to the CFo or Finance depart-
ment, but the only reason that the 
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costs involved with trade credit are 
incurred is to acquire profitable sales 
that would otherwise be lost by 
having the ability to sell to customers 
who won’t or can’t pay at the time of 
purchase. Credit Approval and the 
management of the resulting A/r is 
primarily a sales support function 
and, as such, should be located within 
or in close proximity to Sales, but it 
should not report to sales.

In the course of approving credit 
sales and then working with the 
issues involving past due payments, 
the credit function interfaces with 
just about every facet of the busi-
ness operation. It deals directly with 
customers (new and established), 
sales, billing, A/P, and other 
internal functions as well as with 
vendors and suppliers. It has access 
to information and insights that, 
if understood and used, can help 
direct marketing and sales efforts 
toward specific types of customers 
or markets. The credit function 
knows who is buying and paying.

Purchasing managers need to 
keep on top of changes affecting 
the supply of products and materi-
als. Now you may be thinking 
that sellers/suppliers extend credit 
to buyers and not the other way 
around and you’d be correct, but 
a supplier’s credit worthiness or 
lack of it can adversely affect its 
downline customers. james early, of 
Marsh Trade Credit in Croydon, uK 
recently wrote, “one must under-
stand the supply chain up the line 
also. An example (in the uK) would 
be the retailer Zavvi who failed at 
the end of last year as a direct result 
of the failure of Woolworths/euK. 
Zavvi’s main supplier was euK and 
when the Woolworths group failed 
they suddenly found themselves 
in the position of having to pay the 

administrators for the stocks they 
already had on credit. Then they 
were unable to secure new supplies 
on credit terms, of best-selling titles 
in the Christmas market!”

The cost or loss resulting from 
a key supplier failing can also 
adversely affect its customers. The 
credit function can provide an 

initial and then on-going investiga-
tion and review of key suppliers. 
And of course there is the cash flow 
resulting from the management of 
the A/r and its impact on purchas-
ing being able to secure the best 
deal from suppliers by being able 
to meet or exceed their payment 
requirements. The credit function 
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has a role to play in supporting the 
purchasing function.

The credit function can also 
support the operations function by 
identifying and reporting “areas 
of opportunity for improvement” 
throughout the entire business 
chain, thus bringing about new effi-
ciencies that result in lower costs of 
doing business for everyone, includ-
ing customers and suppliers.

It often seems as if the best 
input from participants at training 
programs and seminars comes 
during a break and so it was 
recently in Phoenix, AZ. The group 
was made up mostly of Sales, 
operations and Finance managers 
from the Floor Covering Industry. 
The program was on the copy-
righted Profit System of B2B Credit 
and how it can best contribute to 
corporate profitability. During the 
lunch break, an operations manager 
based on the West Coast and work-
ing for an international company 
told how she had once been the 
credit manager; how in dealing 
with approving credit lines (never 
limits) and in dealing with past due 
issues (not collections) she found 
that she interfaced with customers, 
sales, finance, accounting, billing, 
the warehouse, transportation, 
vendors, and other areas of the 
business internally and externally. 
She went on to say that from her 
position as the credit manager, she 
could identify inefficiencies that 
were driving up costs for the entire 
supply chain, including customers, 
and how she kept pointing out these 
areas in need of improvement and 
how that led to her promotion to 
operations.

Credit Managers can directly 
contribute to new efficiencies 
throughout the entire business 

chain of suppliers, sellers and 
customers, if but asked. The credit 
function can and should support 
more and larger, new and repeat 
sales, customer service and reten-
tion levels, marketing, sales, 
purchasing and operations efforts... 
all while maintaining good cash 
flow and controlling bad debt. 

Due to a lack of understanding 
on the part of Ceos and business 
owners, they don’t ask more from 
their Credit Function resulting in 
a missed profit opportunity.  Most 
credit operations’ ability to more 
fully contribute to profitability is not 
being utilized. 

The accounting/finance function 
has a responsibility to safeguard 
assets and it must have oversight 
regarding the credit function as 
with all business functions, but the 
credit and A/r management func-
tion should report directly to the 
Ceo or, in larger companies, to the 
operations area.
4. What is watched gets done. DSo 
(days sales outstanding), the average 
time it takes credit customers to pay 
and % bad debt are measurements 
of risks and, if used to measure 
the performance of the credit and 
A/r management function, will 
adversely impact profitability. 
The performance of the credit and 
A/r management function should 
be measured according to how it 
can best contribute to profitability, 
and risk management is but one 
factor in the profit equation and not 
the desired solution.

How hard is credit working to 
find ways to approve profitable 
sales while remaining confident of 
payment? What % of the applied for 
dollars, pesos, euros, yuans, yen are 
approved? A good credit manager 
being measured and paid to focus 

on profit may well find ways to 
exceed the amount of credit applied 
for by customers while remaining 
confident of payment.. A good 
credit manager properly trained 
and incentivized can be worth 3 to 4 
good sales people.

Credit customers paying on their 
accounts, even if not current, most 
often keep buying. good credit 
customers allowed to become and 
stay delinquent may take that next 
order elsewhere, resulting in a nega-
tive impact on cash flow, the loss of a 
repeat sale (often the most profitable 
sale), and a chance that the customer 
may be lost forever to their new 
supplier and friend. 

Past due accounts not dealt with in 
a timely and positive way may also 
result in negative word of mouth 
advertising, for all too often there 
are “issues” that must be resolved 
before a customer pays and the 
longer these “issues” go unidentified 
and unresolved, the higher the cost 
of doing business... for all involved.

Past due A/r management is not 
“collections,” the enforcement of 
payment...it is about “completing the 
sale”, about keeping credit custom-
ers paying and buying. 
The credit function should be 
trained on how to identify the differ-
ent types of past due customers 
(every past due will be 1 of 3 types) 
and on how to use a sales approach 
to deal with the different types.

Past due A/r Management 
should be measured based on the 
% of credit customers paying....
and BuyINg. The incentive should 
be based on elevating profit levels 
and not on placing orders on credit 
holds/stops, on keeping good credit 
customers from buying. And yes, 
there will be those credit custom-
ers, the smallest percentage, who 
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represent a potential for loss (type 
2 financial serious and type 3s). 
Potential bad debt can be identified 
early and controlled by having the 
credit function determine what 
“type” every past dues falls into.

When something goes wrong 
somewhere, credit customers don’t 
pay. Fixing whatever went wrong, 
wherever it when wrong, will 
contribute to improved cash flow, 
repeat sales, customer service/reten-
tion levels and, if these “areas of 
opportunity for improvement” are 
tracked and then communicated to 
the operations function, new levels 
of efficiencies and lower cost of 
doing business will result....measure 
and pay for “systems problems” 
identified, fixed and reported.
5. The costs incurred/investments 
made in extending trade credit 
include: 
a) Additional administrative 

expenses 
b) The cost of carrying A/r, the 

time and opportunity value of 
cash on hand 

c) Bad debt losses from customers’ 
failure to pay. 

So what is the greatest source of 
return from this investment in trade 
credit?

The most obvious answer would be 
more and larger, profitable, new and 
repeat sales while controlling losses. 
The less obvious answer is the support 
that the credit function can and should 
provide to customer service/retention, 
purchasing, marketing and sales 
efforts and to new levels of efficiency 
throughout the entire business chain 
of suppliers/customers/downline 
customers. over the long term, it is 
this last contribution of the credit func-
tion that may prove the most valuable.

Not to discount the value of 
knowing of a failing supplier that 

may also spell your own failure, 
or of larger new and repeat sales 
and good cash flow, but being able 
to identify “areas of opportunities 
for improvement” is like getting a 
good compounded interest rate, for 
not only does it drive down costs of 
doing business for your company, 
your customers and even your 
suppliers, it also creates an open 
environment where thinking about 
improvements is allowed, encour-
aged and rewarded.

In too many companies credit 
management is still viewed and 
managed from an old and out of 
date “risk” perspective and is not 
being utilized to provide a competi-
tive advantage. It is still often 
thought of as the ugly stepchild of 
accounting (as one Ceo put it), as 
the place where sales go to die, as a 
cost center, a negative and of course 
as a necessary evil.  

Credit and A/R Management is about 
sales… and about much more

about the author: Developer of the copy-
righted Profit System of B2B Credit Sales 
and A/R Management, Abe WalkingBear 
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Business Owners, CEO and senior business 
managers groups internationally, including 
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COMPANY	 	BOOTH	
	ABH	Manufacturing		 1224	
Access	Information	Technologies	Inc.		 2019	
Accurate	Lock	and	Hardware	Co.	LLC		 1100	
Activar	Construction	Product	Group		 1118	
A’dor	Inc.		 2118	
A	&	L	Shielding		 1019	
Alarm	Lock	Systems	Inc.		 1318	
Albany	Hardware	Inc.	 	1231	
Algoma	Hardwoods	Inc.		 1119	
ALOA	-	Associated	Locksmiths	of	America		 1233	
Ambico	Ltd.		 1330	
Ampco	Products	Inc.		 1613	
Anemostat	Door	Products		 1711	
Architectural	Control	Systems	Inc.		 1104	
ASSA	ABLOY	Americas		 1501	
AVAware	Technologies		 2115	
AWI		 1633	
Black	and	Decker	HHI		 1011	
Boyle	and	Chase	Inc.	 	2011	
Brey-Krause	Manufacturing		 1127	
Burns	Manufacturing	Inc.		 1223	
Cal	Royal	Products		 1010	
Codelocks	Inc.		 1800	
Comsense	Inc.		 1529	
Concept	Frames	Inc.		 1829	
CORRIM	Company		 1424	
C.	R.	Laurence	Co.	Inc.	 	2001	
Construction	Specialties	Inc.		 819	
Custom	Metal	Products		 2106	
Daybar	Industries	Ltd.		 1919	
Dayton	Industries	Inc.		 1723	
The	Delaney	Co.		 1929	
Detex	Corp.		 1810	
Dictator	U.S.	Inc.	 	900	
Don-Jo	Manufacturing	Inc.		 1611	
Door	Controls	International		 1801	
DORMA	Architectural	Hardware		 1319	
Dunbarton	Door	&	Entry	Systems		 1625	

Eggers	Industries		 1719	
emullion	Corp.		 1811	
FMS	Inc.		 2100	
General	Partitions	Mfg.	Inc.		 1128	
Gensteel	Doors		 1320	
Glassopolis		 1524	
Greensteel	Industries	Ltd.		 1131	
Guardian	Fire	Testing	Laboratories		 2007	
Hager	Companies		 1419	
Haley	Brothers	Inc.		 2000	
Hardware	Suppliers	of	America		 902	
Harring	Door		 1730	
HMF	Express	LLC	 	1818	
HMMA	Div.	of	NAAMM	 	1229	
Hollow	Metal	Xpress		 1018	
International	Door	Closers		 2004	
Intertek	Testing	Services		 1901	
Ingersoll	Rand	Security	Technologies		 1201	
KABA	Access	Control	 	1819	
Karona	Inc.		 1023	
Karpen	Steel	Custom	Doors	&	Frames		 1325	
Krieger	Specialty	Products		 1631	
KVAL	Inc.	 	910	
L.	E.	Johnson	Products	Inc.		 1124	
Lorient	North	America		 1005	
Lund	Equipment	Co.		 1213	
MARKS	USA		 1324	
Marshfield	Door	Systems	Inc.		 1107	
Marwin	Co.	 	1122	
MegaMet	Industries		 1701	
Mesker	Door	-	Design	Hardware		 1610	
Midwest	Wholesale	Hardware		 1705	
Millennium	Door		 911	
MMF	Industries	 	1001	
Mohawk	Flush	Doors	Inc.		 1519	
National	Custom	Hollow	Metal	1905	
National	Guard	Products	Inc.		 1101	
Ohio	Valley	Door	Corp	 	1822	
Omnia	Industries	Inc.		 1911	

Oshkosh	Architectural	Door	Company		 1310	
OSG	Doors		 2025	
Overly	Door	Company		 904	
PDQ	Manufacturing		 1900	
Philadelphia	Hardware	Group	1028	
Pioneer	Industries	Inc.		 1311
Poncraft	Door		 1928	
Premier	Products	Inc.		 1601
PDI	Protective	Door	Industries		 1221	
Reese	Enterprises		 1328	
Republic	Doors	&	Frames		 1619	
SELECT	Hinges	 	919	
Samuel	Heath	&	Sons	plc		 818	
Securitech	Group	Inc.	 	1918	
Security	Metal	Products/	Security	Acoustics		2010	
Security	Door	Controls		 901	
Simon	Door	Co.	LLC		 2110	
Software	For	Hardware		 1706	
Steward	Steel	 	2111	
Stier	Steel	Corp.		 918	
Strek-O	Doors		 1003	
Sugatsune	America	Inc.		 801	
Sunnect	Inc.		 1425	
Supa	Doors	Inc.		 1828	
Tanner	Bolt	&	Nut	Corp.		 1710	
Tempo	Hardware		 1824	
Timely	Prefinished	Steel	Door	Frames		 1712	
Top	Notch	Distributors		 922	
Total	Opening	Application	Developers	1607	
Townsteel	Inc.		 1125	
TRIMCO	 	1211	
Underwriters	Laboratories	Inc.	 	1729	
Unison	Architectural	Hardware	1322	
VT	Industries	Inc.		 1411	
Woodfold	Mfg.	Inc.	 	1219	
Woodtech	Trading	Co.	Inc.		 1820	
Zero	International	Inc.		 1511



An iconic landmark in the heart of 
Chicago, the Palmer House Hilton 
will serve as a most memorable con-
ference headquarters hotel.  While 
staying at the Palmer House, you 
will be within walking distance to 
many of Chicago’s premier attrac-
tions including the Millennium Park, 
Grant Park, Lake Michigan, the Art 
Institute of Chicago, the theater dis-

Truly a Grand Dame, the Palmer 
House was originally built for about 
$300,000 in 1871 as a wedding gift 
from Potter Palmer to his bride Ber-
tha Honoré.  Potter Palmer is identi-

In addition to his world class hotel, 
Mr. Palmer owned almost a mile of 
State Street and is attributed with 
turning mid town Chicago’s axis 
from east-west on the lesser desirable 
Lake Street to a north-south on the 
wider, more gracious State Street.

Tragically, the original Palmer House 
burned in the Great Chicago Fire 
just 13 days after its opening.  With 
just his word and his signature, Potter 
Palmer was able to negotiate a loan 
for $1.7 million to rebuild the Palmer 
House.  At the time, this was said to 
be the single largest individual loan 
ever recorded. Built across the street 
from the original, the new Palmer 
House was opened less than a year 
later. Built of mostly iron and brick, 
it was touted as “The World’s Only 
Fireproof Hotel.”  

An eight-story property, which was 
unheard of at the time, the Palmer 
House was home to many technolog-
ical marvels.  One of the most note-
worthy was what one guest described 
as “a perpendicular railroad [that] 

passage by the stairs unnecessary” or 



electric lights and telephones in each 
guestroom.

Today, the Palmer House Hilton is 
world-renowned not only for its 
abundant comforts, but also for its 
breath-taking decor and one-of-a-
kind art.  Two of the most widely 

Bronze Peacock Doors and the lob-
by ceiling.  Originally designed for 

forged brass doors will make anyone 
feel like a true VIP.  Interior décor 

  .gniliec ybbol suomaf eht sedulcni
Produced in France by Louis Pierre 
Rigal, the ceiling consists of 21 in-
dividual paintings depicting scenes 
from Greek mythology.

Having the distinction of the lon-
gest continuously operated hotel in 
North America, the Palmer House 
Hilton recently received a $170 mil-
lion renovation ensuring guests all 
the comforts and conveniences of the 

newest, most luxurious resorts.  With 
1,639 well-appointed guestrooms 
and suites, it is the second largest ho-
tel in Chicago. 

Every guest will enjoy deluxe accom-
modations. From the plush-top mat-
tresses of the new Serenity Dream 

ens to the MP3 compatible radios, 
you will be tempted to extend your 
stay. All DHI guests will also enjoy 
complimentary in room high-speed 
internet access.

The luxury doesn’t end when you 
leave your guestroom.  The Lock-
wood Restaurant and Bar provides 
an elegant in-house dining option for 
breakfast, lunch and dinner, and Pot-
ter’s Lounge will surely become the 

  .gnikrowten wohs-retfa rof topstoh
The Lockwood Lobby Bar is also a 
wonderful place to enjoy the compa-

lobby ceiling.  With a state-of-the-

maintain their exercise routines while 
at the conference, and also get reju-
venated after a productive day on the 

with the concierge on fees for both.  

$3.00 sleeping rate of its 1873 open-

ence rate of $189 per night, so you can 
stay at one of country’s true Grand 
Dame hotels while conducting your 
business at the DHI Conference and 
Exposition.  Shuttle service will be 
provided between the Palmer House 
Hilton and the Navy Pier® where 
all DHI conference activities will 

take place.



Last Name  ________________________________________________________________________________________________________________________________________________

First Name _________________________________________________________________________________________________________________________________________________

Affi liation/Company _________________________________________________________________________________________________________________________________________

Street Address or P.O. Box Number  __________________________________________________________________________________________________________________________

City/State/Province  ______________________________________________________  Zip/Postal Code/Country ___________________________________________________________

Daytime Phone Number  _____________________________________________________________________  Ext. ___________________________________________________________

E-mail  ____________________________________________________________________________________________________________________________________________________

Fax _______________________________________________________________________________________________________________________________________________________

Home Phone Number  

1. Rooms are assigned on a fi rst-come, fi rst-served basis. Room rates 
do not include applicable tax and hotel fees. Suite information may be 
obtained by calling DHI Housing at (888) 872-8899 or e-mailing: 
DHIHOUSING@conferencedirect.com.

ARRIVAL:  Day_______________________ Date  ________________________

DEPARTURE:  Day ___________________ Date  ________________________

Note:  Hotels charge an “early check-out” fee of up to one night’s room fare plus 
applicable taxes. Please verify your departure date upon arrival.

Palmer House Hilton, 17 East Monroe Street, Chicago IL

 ❐ $189 Single/Double ❐ $214 Triple  ❐ $239 Quad

 Executive Level:

 ❐ $219 Single/Double ❐ $244 Triple  ❐ $269 Quad

Type of Room*:

 ❐ King  ❐ Double beds

 ❐ Triple   ❐ Quad

Room preference(s): 

 ❐ Non-smoking  ❐ Smoking

 ❐ Wheelchair-accessible room  ❐ Rollaway bed 

 ❐ Adjoining room   ❐ Other:

* We will attempt to accommodate your request; however, room types and 
special requests are NOT guaranteed.

If sharing a room, please list additional occupants’ names:

A) ________________________________________________________________

B) ________________________________________________________________

C) ________________________________________________________________

2. ROOM RATES/TAXES: In order to take advantage of the DHI rates, 
be sure to book your reservation by Monday, August 9, 2010. 
After this date, the offi cial DHI block will be released and the hotels may 
charge signifi cantly higher rates. Room rates are valid three (3) days before 
and after the Conference based upon availability. Rates are subject to 
applicable taxes and hotel fees. 

3. ACKNOWLEDGEMENTS: Acknowledgements will be sent to the email 
address or fax number noted above. Please check your acknowledgement 
immediately to ensure that all information is correct. If you do not receive 
an acknowledgement via e-mail or fax within 14 days after sending in your 

request, please contact DHI Housing at (888) 872-8899.

4. CHANGES/CANCELLATIONS/REFUNDS: Cancellations will be subject 
to a $30 processing fee. DHI Housing will be available to make changes 
and cancellations until 5:30 p.m. on Friday, August 13, 2010, after which 
all inquiries should go directly to the hotels or be taken care of on site. 
Cancellations within 24 hours of arrival are subject to forfeiture of 
fi rst night’s deposit at hotels.

5. TO AVOID DELAYS IN PROCESSING, be sure all information is legible 
and arrival/departure dates are included. If specifi c dates are not requested, 
the offi cial conference dates will be entered. Failure to arrive on your 
confi rmed arrival date will result in forfeiture of deposit and loss of 
room for the entire stay. 

6. GUARANTEE INFORMATION: All reservations must be guaranteed by a 
major credit card valid through September 2010 or with one night’s deposit 
by check. Rooms guaranteed by credit card will be charged 1st night’s room 
+ tax as early as Monday, August 9, 2010. Checks received after August 
9th will be returned.

❐ VISA ❐ MasterCard ❐ American Express  

❐  Make checks payable to DHI/ConferenceDirect (in US funds drawn on 
a US bank). Checks must accompany form to be processed.

Name on Credit Card (print clearly)  _____________________________________________

Signature of Cardholder _______________________________________________________

Credit Card Number __________________________________________________________

Expiration Date _______________________________________________________

Conference Housing Reservation
To make housing reservations, call DHI Housing 

Toll Free (888) 872-8899 | International (704) 927-1450 ext. 1 | Fax (704) 927-1439

8:30 a.m. – 5:30 p.m. EST Monday – Friday

You may mail or fax completed form to DHI Housing by Monday, August 9, 2010. 
Send mail c/o ConferenceDirect, 1900 South Boulevard, Suite 110, Charlotte, NC 

28203; fax: (704) 927-1439.  Do not mail this form if you have registered by phone, 

fax or on-line.  

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

Housing Information
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WEDNESDAY, SEPTEMBER 22  •  9:30AM – 11:45AM  •   LEVEL 3, NAVY PIER®

ACCESS IT
contractERP – The Next Generation!

ANEMOSTAT DOOR PRODUCTS 
Make Money: Sell Glazing Products  
(It’s not a pane in the glass)

ARCHITECTURAL WOODWORK INSTITUTE

AVAWARE TECHNOLOGIES
An introduction to AVAproject

COMSENSE, INC.
Software Demonstration

CORRIM COMPANY
Industrial Fiberglass Doors:  A Rapidly 
Growing Niche Market

DORMA ARCHITECTURAL HARDWARE
The Time is Now (Invitation Only)

EMULLION CORP.
emullion Corporation Introduces BIModal 
Technologies

GENERAL PARTITIONS
General Partitions Estimating & Design 
Software Class

HOLLOW METAL MANUFACTURERS 
ASSOCIATION (HMMA) DIVISION OF NAAMM
Introduction to the Hollow Metal Manual 
and Fire-Rated Doors and Frames

INGERSOLL RAND SECURITY TECHNOLOGIES
Protecting Your Investment with Innovative 
Solutions from Ingersoll Rand 
(AD-Series electronic locks and readers 
and credentials from Schlage)  

INTERNATIONAL DOOR CLOSERS
Proud of Our Past  -  Focused on the Future
International Door Closers presents a new 
look and expanded product range.

MOHAWK FLUSH DOORS
Strategies for Bidding Environmental Projects 
and Changing Standards

SOFTWARE FOR HARDWARE DBA PETERSEN 
CUSTOM SOFTWARE, INC.
Software for Hardware – Product Overview

STREK-O DOORS
A Must Attend for Distributors in the 
Healthcare Industry, and Government 
projects!

TOAD, LLC
Software Tools for Productivity, Precision & 
Presentation

VT INDUSTRIES, INC.
Preparing for the Future…Now is the time 
for Growth (Invitation Only)

Participate in DHI’s 2010 Industry Marketplace and experience informative educational sessions conducted by this year’s 
selecte Exhibitors. Meet face to face with your strategic business partners away from the busy tradeshow floor and learn 
about their new products and plans. With a finger 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 the participating Exhibitors and their programs will be made available prior to the event, in 
Doors & Hardware magazine and online at www.dhi.org.

Visit DHI’s conference web site for newly added participants and session descriptions at www.dhi.org



* 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 daily. Punctual and complete
 attendance is mandatory.

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

      

Track/Course 
Options

Tuesday, 
September 14

Wednesday, 
September 15

Thursday, 
September 16

Friday, 
September 17

Saturday, 
September 18

Sunday, 
September 19

Monday, 
September 20

Tuesday, 
September 21

COR
(7-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)

Professional Sales 
(COR165)

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
 (4-day)

Principles of 
Specification Writing 

(COR145)+

Writing Hardware 
Specifications 
(AHC215)*+

Writing Hardware 
Specifications 
(AHC215)*+

Writing Hardware 
Specifications 
(AHC215)*+

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)

How to Develop and 
Retain Customers 

(ELT510)

Effective 
Management of 

Employees 
 (ELT505)

Aftermarket Sales 
and Building 
Renovations 

(ELT500)

Additional
 COR Course

Material Purchasing 
Concepts
 (COR160)

Additional
COR/CDC 
Courses

Using Door and 
Frame Standards  

(CDC300)+

Detailing Doors and 
Frames  

(CDC305)*

Detailing Doors and 
Frames  

(CDC305)*

Installation 
Coordination and 

Project Management 
(COR153)*

Installation 
Coordination and 

Project Management 
(COR153)*

Additional 
AHC Course

AHC Exam Prep 
(AHC220)*+

AHC Exam Prep 
(AHC220)*+

AHC Exam Prep 
(AHC220)*+

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

dHi national education
September 14-21, 2010   •  Chicago, Illinois  

COR103 Understanding and Using Construction Documents
(8 Hours ) (24 CEP points )
Understanding how construction projects are organized and designed 
requires a thorough knowledge of the construction documents that 
administrate, illustrate, detail and describe them. (Estimators, detailers 
and project managers need to understand the purpose and use of 
specifications and drawings. Knowing where to find specific information 
in the specifications, and on the drawings, and understanding how that 
information applies to our trade can make the difference between a 
profitable or unprofitable job.) This program provides estimators, detailers 
and project managers with the essential knowledge needed to sort through 
these documents to find the information they need.

Prerequisite: SSC100 - Fundamentals of Architectural Doors and 
Hardware Self-Study Course

COR113 Architectural Hardware and Applications

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

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

COR125 Takeoff and Estimating
(16 Hours) (48 CEP points)
Profitability of a company often hinges on the accuracy and efficiency of 
the bids that estimators turn out. This course introduces you to material 
takeoff techniques and estimating skills that will help you become a more 
accurate and efficient estimator.

Prerequisite: COR103 – Understanding and Using Construction 
Documents
COR120 – Door and Frame Applications

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

COR140 Using Codes and Standards+

(24 Hours) (72 CEP points)
Knowledge of the many industry-related codes and standards 

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

COR145 Principles of Specification Writing+

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

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

Prerequisites: COR103 – Understanding and Using Construction 
Documents

WHAT IS A TRACK?

A “track” is a series of two or more classes that are 
arranged in a sequence that provides the most educa-
tionally beneficial learning experience to the student.

PREREQUISITES

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

OPTIONAL COURSES

Exam Prep courses (AHC220, CDC315, EHC420) are 
available to assess student’s skills and abilities in prep-
aration 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 includes 
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 appli-
cation and tuition payment. If waitlisted students are not 
able to attend the course of their choice, they may opt to 
transfer to another course, or another class session, or 
seek a refund.

HOTEL  ACCOMMODATIONS

Students are responsible for making their own hotel 
reservations. Complete Education Housing Information 
will be made available online at www.dhi.org.

TUITION POLICIES

The tuition policies below have been developed to 
encourage students to be certain of the classes they’ve 
selected prior to registering for their classes.  Prompt 
and decisive registration is necessary to fully prepare 
for the school.
•	“Early	Bird”	tuition	rates	apply	to	registrations	received	

on or before August 16, 2010. 

•	A	 $200.00	 administration	 fee	 will	 be	 applied	 to	 
cancellations received from August 2, 2010 to August 
16, 2010.

•	After	August	16,	2010	no	refunds	will	be	allowed.

•	Prior	to	August	16,	2010	a	student	may	transfer	his/her	
tuition from the current school to the next school or to 
another member of his/her company so that they may 
attend the current school.  Either type of transfer will 
incur a $100 administrative fee.  (Transfers occurring on 
or after August 16, 2010 will incur the $200 administra-
tive fee.)  Transfers of any kind may be done only once. 

•	Students	 will	 owe	 the	 balance	 due	 if	 tuition	 rates	
change between the current school and the school that 
they are transferring their monies to.

•	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 16, 2010 will forfeit the class tuition.  
Notifications occurring from August 2 – August 16, 
2010 will incur the additional $200 “late cancellation” 
administrative fee (bringing the cancellation total to 
$300).

•	Students	who	register	for	a	class	prior	to	fulfilling	the	
course’s prerequisite(s) will have until August 1, 2010 
to complete the course prerequisite(s).  Students who 
do not satisfy this condition will receive an automatic 
cancellation of registration on August 2, 2010 and will 
also incur the $200 “late cancellation” administrative 
fee. 

•	A	 $100	 administration	 fee	 will	 apply	 to	 cancellations	
(requested on or after August 2, 2010) that are emer-
gency related.  “Proof of emergency” will be required, 
otherwise all other applicable fees will be due and all 
applicable terms will apply.  

•	Students	will	 incur	a	$200	administration	 fee	 should	
they switch their classes while at the school. 

IMPORTANT INFORMATION

COURSE DESCRIPTIONS

+   Students attending these classes are required to bring reference materials which will pertain to the class exercises. Please see DHI’s online Education Resource Guide found at 
www.dhi.org for the complete list of required materials.
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COR160 Material Purchasing Concepts
(8 Hours) (24 CEP points)
Once the shop drawings are approved and you move into the order 
processing stage of a project, you need to accurately and efficiently 
communicate the project’s requirements with each of the manufacturers. 
Purchase orders have to be reviewed for accuracy, acknowledgements 
verified and materials inspected upon receipt. In addition, everything must 
arrive on time and for the right price! This course teaches you how to 
communicate and coordinate your material purchases with the project and 
manufacturing schedules.

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

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

AHC205 Detailing Hardware+

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

Prerequisite: COR140 - Using Codes and Standards

AHC207 Advanced Detailing Hardware+

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

Prerequisites: COR133 - Electrified Architectural Hardware
AHC205 - Detailing Hardware

AHC215 Writing Hardware Specifications+

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

Prerequisite: COR145 - Principles of Specification Writing

AHC220 Exam Prep+

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

Prerequisites: All courses required to sit for the exam

COURSE DESCRIPTIONS

+   Students attending these classes are required to bring reference materials 
which will pertain to the class exercises. Please see DHI’s online Education 
Resource Guide found at www.dhi.org for the complete list of required 
materials.
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CDC300 Using Door and Frame 
Standards +
(8 Hours) (24 CEP points)
Knowledge of the many door and frame standards 
is essential to properly detail these products in 
shop drawings. These standards contain a wealth 
of information and can be used to establish levels 
of quality for all types of buildings.

CDC305 Detailing Doors and Frames
(16 Hours) (48 CEP points)
Proficiency in creating shop drawings only comes 
through practice and attention to detail. Students 
learn the techniques and skills necessary to 
become an expert detailer.

Prerequisites: COR120 - Door and Frame 
Applications 
COR140 - Using Codes and Standards

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

Prerequisites: COR145 - Principles of 
Specification Writing
CDC300 - Using Door & Frame Standards

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

Prerequisites: All courses required to sit for 
the exam

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

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

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

DAI600 Fire and Egress Door 
Assembly Inspection +
(32 Hours) (96 CEP points)
Please see the applicable pages of DHI’s 
Education Resource Guide for the full DAI600 
course description.

Prerequisites: SSC100 - Fundamentals of 
Architectural Doors and Hardware Self-
Study Course
COR113 - Architectural Hardware  
and Applications
COR140 - Using Codes and Standards

+   Students attending these classes are required 
to bring reference materials which will 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.

COURSE DESCRIPTIONS
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Course Title (Course Number) Date(s)** “Early Bird”
Member Price 
thru 8/16/10

Member Price 
On and After 

8/17/10

Non-Member 
Price

$TOTAL

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

Understanding & Using Construction Documents (COR103)* Sept. 14 $335 $350 $435 $______________

Architectural Hardware & Applications (COR113) Sept. 15 –17 $1005 $1050 $1305 $______________

Door and Frame Applications (COR120) Sept. 18, 19 $670 $700 $870 $______________

Takeoff and Estimating (COR125)* Sept. 20, 21 $670 $700 $870 $______________

Electrified Architectural Hardware (COR133) Sept. 14–18 $1775++ $1850++ $2275++ $______________

Using Codes and Standards (COR140)+ Sept. 18 – 20 $1005 $1050 $1305 $______________

Principles of Specification Writing (COR145)+ Sept. 15 $335 $350 $435 $______________

Installation Coordination and Project Management (COR153)* Sept. 20, 21 $670 $700 $870 $______________

Material Purchasing Concepts (COR160) Sept. 21 $335 $350 $435 $______________

Professional Sales (COR165) Sept. 21 $335 $350 $435 $______________

Masterkeying (AHC200) Sept. 14 $335 $350 $435 $______________

Detailing Hardware (AHC205)*+ Sept. 15 – 17 $1005 $1050 $1305 $______________

Advanced Detailing Hardware (AHC207)*+ Sept. 18 – 20 $1005 $1050 $1305 $______________

Writing Hardware Specifications (AHC215)*+ Sept. 16 – 18 $1005 $1050 $1305 $______________

AHC Exam Prep (AHC220)*+ Sept. 19 – 21 $1005 $1050 $1305 $______________

Using Door and Frame Standards (CDC300)+ Sept. 14 $335 $350 $435 $______________

Detailing Doors and Frames (CDC305)* Sept. 18, 19 $670 $700 $870 $______________

Writing Door and Frame Specifications (CDC310)*+ Sept. 16 –18 $1005 $1050 $1305 $______________

CDC Exam Prep (CDC315)*+ Sept. 19, 20 $670 $700 $870 $______________

Aftermarket Sales and Building Renovations (ELT500) Sept. 21 $335 $350 $435 $______________

Effective Management of Employees (ELT505) Sept. 20 $335 $350 $435 $______________

How to Develop and Retain Customers (ELT510) Sept. 19 $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  14–21, 2010     Chicago, IL
DHI NATIONAL EDUCATION REGISTRATION FORM

Special “Early Bird” Pricing Offer Ends August 16, 2010

*        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 (daily). Punctual and complete attendance is mandatory.

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

++    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.
+++  See TUITION POLICIES section under IMPORTANT INFORMATION section for more details.

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

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

Card Number_____________________________________________________________________   Expiration Date  _______________ / ___________________

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

Signature _______________________________________________________________________________________________________________________

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 $___________  
(carry over total from Part 1 of 2 Page Reg Forms)

       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***) _________________________________________________________________________________________________________

**  Courses run daily from 8:00 a.m. to 5:30 p.m.
*** Provide current e-mail address. All registration confirmations AND exam results are sent via e-mail.
 
  Register online at www.dhi.org.  Registrations MUST be received by August 31, 2010

DHI NATIONAL EDUCATION REGISTRATION FORM

DHI National Education
September 14–21, 2010  •  Chicago, IL  Special “Early Bird” Pricing Offer Ends August 16, 2010

PART 2 of 2

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

++    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.
+++  See TUITION POLICIES section under IMPORTANT INFORMATION section for more details.
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PrODUCTS

CURRIES	factory	finished	Doors	and	frames

CURRIES, an industry leader in the manu-

facture of commercial hollow metal 

doors and frames, is announcing their 

expanded capability to provide standard 

and custom commercial grade factory 

prefinished doors and frames.

CURRIES prefinishing provides project 

managers more flexibility to complete 

projects correctly and on time since the 

door and frame installation can occur at 

the end of the job. Factory prefinishing 

also eliminates concerns with on-site 

painting: jobsite mess, dirt in the paint, 

toxic-smelling fumes, disposal of solvents 

and other painting supplies.

“The CURRIES prefinish is extremely dura-

ble and is factory-applied in a controlled 

environment to ensure consistent and high 

quality results,” says Dean Peterson, director 

of sales administration. “The beauty of the 

finish cannot be matched by applied coat-

ings at the job site.” 

CURRIES factory f inish is also very 

green because it complies with LEED 

EQ 4.1 and 4.2 for Volatile Organic 

Compound (VOC) levels at jobsites. Waste 

and solvent disposal is controlled at the 

factory and meets all the requirements 

of the Environmental Protection Agency.

For more information, visit www. 

curries.com.

Ampco	Doors	Launches	Acoustic-Rated	Doors

Ampco Doors of Miami FL, a manufactur-

er of flush wood doors in the Southeast 

United States for commercial applica-

tions, has launched a range of Acoustic-

Rated Doors. These products, which are 

marketed under the Ampco Products, 

LLC name, come in four sound attenua-

tion ratings: STC 41, STC 42, STC 45, and 

STC 46 rating.

These STC doors are designed func-

tionally and aesthetically for high-end 

applications like professional offices, mili-

tary, hotels, and hospitals. The STC doors 

will be governed by the E90 standard. 

These acoustical doors require specific 

sealing hardware, which Ampco can pro-

vide as a turnkey package.

All Ampco Products STC Doors can 

be manufactured with high-pressure 

laminate or wood veneer finishes. Ampco 

Acoustical Doors are rated at “Operable” 

conditions. 

For further information, please go to: 

www.ampco.com.

OmnIA	Launches	Line	of	multipoint	Trim

In response to 

recent demand, 

OMNIA has add-

ed Multipoint 

T r i m  t o  i t s 

door hardware 

o f f e r i n g s . 

Manufactured 

using the high-

est quality brass and stainless steel, this 

line will allow consumers to upgrade the 

hardware on their swinging glass patio 

doors. The design options complement 

any aesthetic, be it traditional, modern or 

ornate.

Extraordinarily well received at trade 

shows this year, general sentiment 

echoed the value in providing high-end 

alternatives to the basic trim offered 

standard on these doors.  Another 

popular attribute of the new line is the 

opportunity to match OMNIA trim on a 

wider array of interior and exterior doors 

throughout the home.

The following Multipoint Lock Trim 

configurations are available: American 

Cylinder Above (ACA), American Cylinder 

Below (ACB), and European Cylinder 

Below (ECB). For all options, the position 

of the cylinder is 35/8” (92 mm) center-to-

center from the lever hole. Ph: 800-310-

7960, www.OmniaIndustries.com.

COrPOrATE NEWS

Schlage	and	idOnDemand	form	Technology	
Partnership

Ingersoll Rand Security Technologies, 

a global provider of security and safety 

solutions and manufacturer of Schlage 

contactless smart credentials and read-

ers, and idOnDemand, pioneers in smart 

identification, are partnering to offer a 

joint solution that consolidates a user’s 

identity across the enterprise.  This solu-

tion provides customers with the ability 

to migrate to credentials that can satisfy 

both physical access control (building) and 

logical access control (computer network), 

through a cloud based model, using a 

single, multipurpose corporate badge.

For the first time, small to medium-

sized businesses will be able to take 

advantage of standards-based security 

across the enterprise without the busi-

ness risk of creating a complex infra-

structure or experiencing upfront capital 

costs.  Paired with Schlage’s multi-tech-

nology readers, customers can obtain a 

robust credential that allows seamless 

transition away from legacy technologies 

to higher security open standards that 

are compatible with recent U.S. govern-

ment initiatives such as FIPS 201.

For more information, visit www.secu-

ritytechnologies.ingersollrand.com.
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VT	Industries’	Architectural	Wood	Door	Division		
Announces	Re-branding	Initiative

Beginning June 1st, 2010, VT Industries will unify the VT brand 

by transitioning away from the use of the IDEAL Door verbiage 

and name in all print, web, and advertising material. With this re-

branding initiative, all of the products VT Industries produces will 

be recognized under the VT Architectural Wood Doors brand. 

Two years ago, VT acquired IDEAL Doors, Inc. After the acqui-

sition, VT maintained the name IDEAL Doors for the facility 

located in New Albany, Indiana. Moving forward, VT is pleased 

to announce two collections that describe the products we pro-

duce and signify where the company has been and where we are 

going. The Heritage Collection symbolizes where our company 

has been and the foundation that it is built upon. The Artistry 

Collection represents our hand-crafted, custom products that 

come with our focus on continuous improvement, quality to the 

highest degree, and lead-times to fit your business.

For more information, visit www.vtindustries.com. 

PEOPlE

Door	Opening	Consultants	now	Representing	Zero	

Zero International has appointed Door Opening Consultants as 

its representative in Ohio, West Virginia, Northern Kentucky and 

Western Pennsylvania. In announcing the appointment, Zero’s 

vice president of sales Jerry Heid, AHC noted the agency is pro-

viding sales and technical support for Zero and two additional 

Zero companies, Advantage Lites & Louvers and Ind-Ex Inc., a 

specialty rubber and plastic extrusion manufacturer.

Established by principal Jason Heid as a life safety and security 

consulting agency, Door Opening Consultants provides building 

owners, designers, specifiers and distributors with expert sup-

port in those critical specialties, including up-to-date informa-

tion regarding standards, code requirements and best available 

solutions. In addition, the agency is committed to help provide 

code-compliant, high-value door opening systems to meet the 

full spectrum of project needs.

Door Opening Consultants can be reached at: 2359 Graydon 

Boulevard, Columbus, OH 43220; phone: 513-295-1735; fax: 888-

882-7343; email: DoorOpeningConsultants@yahoo.com

For the names of Zero reps in other areas, or a copy of Zero’s 

catalog, contact: Zero International; phone: 800-635-5335 or email: 

Zero@zerointernational.com; website: www.zerointernational.com.

DHI Education Resource Guide
Flexible  |  Convenient  |  Customized

Now Available

Go online at www.dhi.org or call 703.222.2010 

 to get your copy today.



Both NFPA 80 2007 ANd NFPA 101 2009 require the 

inspections and testing of fire 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 fire 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 has received the 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 fire and egress doors 

in commercial buildings across the U.S. DHI and our partners 

(Intertek, TISC, and the Door Safety and Security Foundation) 

are COMMITTED to supporting the openings industry to 

capitalize on this opportunity by offering all ot the necessary 

business tools.

We offer established, turnkey programs for your company—

from attaining the necessary knowledge through education, by 

securing company and individual certifications, by limiting your 

liability through risk management, by offering the necessary 

program documentation, and by benefitting from advocacy 

efforts that help build and grow awareness of this effort… with 

our COMMITMENT you can succeed! 

Knowledge and Documentation. DHI COMMITMENT: 

complete training and education to attain the necessary 

inspection knowledge and help you become certif ied. 

Furthermore, DHI provides the necessary tools such as 

inspection forms and sample agreements for you, as a certified 

inspector and company, to hit the ground running. Check out 

our website for the details.

Certification. Intertek’s (through its Warnock Hersey Mark) 

COMMITMENT: an exclusive partnership with DHI to offer a 

certification to advance this program. Upon passing the FDAI 

class exam, individuals and their company will be invited to 

enroll in Intertek’s “Certified Fire and Egress Door Inspector” 

certification program. Intertek certification 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 

certified fire-door inspector and parent company, TISC can offer 

you and your company an insurance product that specifically 

covers you for errors and omissions insurance that was developed 

specifically to support DHI member companies conducting 

inspections. Telcom has also retained an independent risk and 

insurance consulting firm in order to assist and guide members 

in adapting their broader insurance portfolios to better address 

exposures inherent in this important new business opportunity. 

Simply call DHI member services at (703) 222-2010 and we will 

put you in touch with our partner, Telcom. 

Awareness. The Door Securit y & Safety Foundation 

(formerly the Foundation for the Advancement of Life Safety 

and Security) is investing substantial resources to creating 

awareness through education and the publishing of Guidelines 

for the fire service community, school systems, building owners 

and code officials.

Fire Door Assembly Inspection Program Update

Visit www.dhi.org for complete details on the FdAI program and to check the schedule for upcoming  

dAI600 class sessions that start you on the way to becoming a certified fire door inspector.

Contact dhI today at 703/222.2010 and learn how you, too, can be actively involved in and 

benefit from dhI’s Fire door Assembly Inspection program.

DHI, Intertek, TISC, and your Foundation are committed to the inspection opportunity!
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DHI Membership Affords You 
Networking Opportunities
Got Facebook? DHI does. Make 
sure you’re “LinkedIn,” too! Engage 
in pertinent discussions on timely 
subjects. Connect with other Openings 
Professionals. Become actively involved 
in advancing your Industry. 
   Join DHI’s Group on LinkedIn.com. 
Reconnect with old friends, colleagues, 
and co-workers at the DHI Member site 
at Facebook.com.

Local Champion Campaign
Foundation announces new delivery 
method for fire door training program 
Individuals that will lead the efforts 
to bring fire door training to local fire, 
building code and healthcare officials, 
facility engineers and other interested 
parties. What the Foundation has been 
doing on a national level can now be 
done in greater numbers by qualified 
individuals—at the local level. Contact 
Bill Johnson for more information 
about qualifications for instructors and 
pricing of the course material. Phone: 
703.766.7039 or bjohnson@dhi.org

Positive “Pressure” from 
Foundation Efforts
Last October, the Foundation held a 
fire door training session for healthcare 
facility engineers in Cobleskill, NY. 
Because of the Foundation class, 
additional items were added to the 
inspections already being performed 
by facility engineers at hospitals in the 
Albany area.

Tens of thousands of dollars were 
recently spent on upgrades to fire 
doors in these hospitals. A hospital 
decision-maker in the October class 
also recently requested another training 
session for another twenty of his 
healthcare facility engineers. This class 
is scheduled to take place this summer.

Over the last couple of months, fire door 
awareness training programs have taken 
place in the St. Louis area, Orlando and 
Somerset County, New Jersey. 

We know these programs are having 
a positive effect on decision makers 
because of our recent follow-up on 
the effectiveness of this program. 
In both the St. Louis and Orlando 
area, where NFPA 80 2007 has not 
yet been adopted, inspections—
based on information presented in the 
Foundation’s training class—are being 
implemented at some level. St. Louis 
area distributors received numerous 
calls from building code and fire 
officials looking for guidance—a direct 
result of the Foundation’s efforts.

Foundation to work with Joint 
Commission (JCAHO)
The Foundation has been invited to 
provide fire door training at the Joint 
Commission’s once a year educational 
sessions for all of their field engineers. 
Life Safety Surveyors—those tasked 
with the inspections of hospitals 
across the country—will be the primary 
attendees for this training session. 
This Foundation led course will provide 
additional training for JCAHO’s life 
safety team to learn what to focus on 
while inspecting fire-rated openings in 
health care facilities across the country. 
A better understanding of what to look 
for as it pertains to the rated opening 
will only increase the awareness and 
enforcement of properly maintained fire-
rated doors in hospitals and health care 
facilities across the country.

DHI’s INTERACTIVE MEMBERSHIP 
DIRECTORY
The all-new Interactive Membership 
Directory for 2010 provides contact 
information about all DHI members; 
National and Chapter Leadership, 
distributors, manufacturers and sales 
agencies.
 •  Hotlinks to ALL websites and/or 
    e-mail address.
 • Perform multiple searches and 
    easily print results.
 • Save document as a PDF to your 
    desktop OR external drive for 
    use as an east, portable, 
    ‘on-the-go’ reference!

 • Monthly web updates keep the 
    Directory current! 
 • Scrolling ‘News Ticker’-- 
    Highlights DHI’s Advertisers... 
    Keeping You In-the-Know about 
    New Products and Services!
 • ZOOM in and out at the ‘Click of 
    your Mouse’

DHI Education…In Your Backyard!
Check out the 2010 schedule for 
chapters hosting education in your area!

Particip-ACTION!
Is YOUR chapter leading the race?

More DHI Details?
Read it in YOUR newsletter, 
The Plan Room, at www.dhi.org

Door anD HarDWare InstItute

Plan room—Brief ContInueD from Page 36
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Classifieds Corner
Help Wanted

Building Relationships, Careers, and Business!

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

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

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

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

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

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

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

>>> ConTInUeD at www.dhi.org

National manufacturer of door sealing systems seeks sales agencies in 
several territories. Requirements include experience in promoting high-
quality product solutions and influencing specifications accordingly.
Contact Jerry Heid, VP Sales
Send resume to:

email: jheid@zerointernational.com

Regional Business Development Managers needed to represent our 
complete line of products in a variety of locations (www.osgdoors.com).  
Extensive hollow metal experience required. 
Send resume to: 

Personnel Department 
P O Box 345,  

West Pittsburg, PA 16160  

lmakarevich@osgdoors.com
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W 
eLCoMe To THe AuguST INSTALLMeNT oF
the 2010 series of DHI Tech Tips. If you missed 

the Tech Tips from previous months, you can catch 
up by reading them in their respective issues of 
Doors and hardware, reading the PrM sections, and 
completing the assignments.

This month’s Tech Tip concentrates on develop-
ing Master guide Specifications that can be used to 
facilitate professionally writing specifications—in 
our case, hardware specifications. 

Master and office guide specifications are useful 
tools that can be used to develop well-written door, 
frame, and hardware specifications. As with any 
tool, the users need to be aware of the tool’s correct 
usage and the potential problems that might occur 
when the tool is used incorrectly. It is essential for 
specification writers to understand that the use 
of a guide specification requires the users to have 
a thorough knowledge and understanding of the 
principals of specification writing. Master and office 
guide specifications cannot replace the necessity of 
expertise and experience the specification writers 
need to have when writing specifications. 

In the case of writing hardware specifications, 
specifications writers need to have an immense 
knowledge of the many different hardware prod-
ucts, their applications (and limitations/restrictions), 
and a very strong working understanding of the 

fire, life safety, accessibility, and building codes that 
affect commercial door assemblies. Without master-
ing this body of knowledge, even the best written 
guide specification is rendered nearly unusable. 

These days, many manufacturers of products 
produce their own set of guide specifications for 
their product lines. In the majority of cases, these 
particular guide specifications have been developed 
to limit competition from like products from other 
manufacturers for understandable reasons. Sorting 
through the myriad of guide specifications requires 
specification writers to be able to identify the rele-
vant details and ignore the inconsequential details 
of the manufacturers’ guide specifications. 

Likewise, today’s word processors cannot replace 
the skill and expertise that specification writing 
requires. For example, specification writing requires 
precise construction of the sentences and choice of 
words and phrasing. Writing specifications requires 
a very specific type of language, or “manner of 
speaking” if you will. By “manner of speaking” 
we mean that the sentence structure and phrasing 
is much different than the manner of speaking we 
use for casual, or even professional, conversation. 
remember, project specifications become part of a 
set of documents that are legally binding and can be 
arbitrated in court when necessary

tech tip
do you know?

Volume 74 
Number 8
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tech tip
do you know?

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:  __________________________________________________________________________________________
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reading Assignments: Read the section 5.13 (pages 
5.128 through 5.138), “Master Guide Specifications,” in the 
CSI Project Resource Manual (PRM):

exercise: Based on the information you learned in the 
reading assignment, complete the following on a separate 
sheet of paper:

1. List three advantages and three disadvantages of 
using Master (and/or Office) Guide Specifications.

   __________________________________________

2. Describe how Office Guide Specifications are main-
tained and updated.

   __________________________________________

3. Create an outline of the information you would 
need to include when creating an Office Guide 
Specification for the Architectural Hardware section 
(08710, 08 71 00). Your outline needs to include CSI’s 
Section Format numbering system with article titles.

   __________________________________________

Only Tech Tip assignments that are submitted via fax 
or mail and are accompanied by the monthly form will be 
accepted. Email submissions will not be acknowledged 
or accepted. Each Tech Tip is valued at 3 technical CEP 
points—partial points are NOT awarded for incomplete 
submissions. Be sure to include your name (and DHI ID 
number), date of submission, and the Tech Tip number at 
the top of each page of your written assignment(s).

CAUTIon: Remember, the specification writing assignments 
are to be your original work. Do NOT submit manufacturer's 
or other specifications, regardless of their source, as your own 
work. Submission of plagiarized work will result in non-recog-
nition of CEP points for that assignment.)

On the first working day of the following month, the 
answer(s) will be posted in the Tech Tips section of the DHI 
web site. In some cases, examples (good and bad) of speci-
fications that were submitted will be posted with an expla-
nation discussing the highlights and important elements 
of each month’s assignment.

Study On Your Own… August, 2010



midwestwholesale.com“The Friendly Hardware Wholesaler”

Missouri   800 821 8527
Florida   800 659 8527
California  888 707 8527
Pennsylvania  800 821 8527

Call it old fashion... 

 but our sales staff answers the phone.“C
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Experienced People
 Your call is truly important to us that we still have our knowledgeable sales staff answer the phone. 

 
Electrical Expertise

 Our staff includes trained individuals ready to help you with electrified hardware. 

Available 14 Hours per day 
We are available to take your calls 14 hours a day from 7:00am Eastern time to 6:00pm Pacific time.

All Of The Top Product Lines
 Midwest carries an extensive inventory of over 40 brands.

Outstanding Fill Rates
 Midwest ships greater than 99% of stock orders on the same day that they are received.

Multiple Warehouse Locations
Our extensive inventory is strategically located in warehouses in Missouri, Florida, California and Pennsylvania.

State Of The Art Keying Services
 Midwest keying services at each of the four branches to provide for the development and maintenance of master key systems.

User Friendly Catalog and Website
 Our catalog includes prices to help you while working in the field and our website includes a real-time updated catalog.

Your Partner Not Your Competitor 
Midwest has a strict policy of not selling to contractors or end users, we do not compete with you.

Competitive Pricing 
Midwest provides all of the above to you at a competitive price. Ask for our Quote Department when bidding on large jobs.

Professional Outside Sales Force
 Our outside sales force is ready and willing to visit you at your location to discuss your individual issues and needs in person.

∫∫



REDHOT
RIXSON!

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

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

www.mfsales.com

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


