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  Frequently Asked Questions

DHI Joins Coalition
Support for ConsensusDOCS 
Construction Contract Documents Grows!

Why has ConsensusDOCS revised its documents? 
ConsensusDOCS updated its core construction contracts 
in January 2011 to better reflect today’s industry, including 
the latest laws and best practices. This includes a better 
incorporation of building information modeling (BIM), 
green construction considerations, and claims mitigation 
to encourage better project results. In the three years since 
the initial release of ConsensusDOCS (which was featured 
nationally, including as the cover story in Engineering News 
Record), the design and construction industry has changed 
dramatically, and the ConsensusDOCS coalition wants to 
continue to lead rather than wait and react. ConsensusDOCS 
has received extensive industry feedback and a wide range of 
experts’ most recent thinking, including a greater degree of 
feedback from the architectural/engineering perspective, to 
make the best standard construction contracts even better. 

What construction contracts are revised? 

Revised contracts include the prime agreements for design-
bid-build (200, 205, 240, 245), design-build (410, 420), 
CM At-Risk (500), and the subcontracting agreements 
(750, 751). These revisions include both long and short 
form agreements between the owner and the design 
professional, owner and constructor, and constructor and 
subcontractor. In addition, new qualification statements 
for constructors (221) and subcontractors (721) were 
released. Minor revisions to the ConsensusDOCS 300 
Integrated Project Delivery Agreement were also made. 

How are these contracts different from the 
initial ConsensusDOCS agreements? 

ConsensusDOCS is keeping a project-first philosophy focus 
with contracts that are written in plain English and place 
owners in an active role in their projects. The revisions 
further this goal by requiring more collaboration and 
communication. A highlights sheet of 30 changes can be 
found at www.consensusdocs.org. The revisions result 

from changes in the law, improvements in industry best 
practices, and trying to write more concise and user-friendly 
contracts. For instance, building information modeling 
(BIM) and consideration of green construction services are 
specific call outs incorporated into the prime agreements. 
New laws expanding reporting requirements have led to the 
contractor’s tax identification number now being requested 
information. A stylistic change renamed contractors to 
constructors to better reflect the value-added services they 
can provide to owners throughout the construction process. 

How are these documents  
different from AIA documents? 

While there are similarities, there are numerous differences 
between ConsensusDOCS and AIA documents, both big 
and small, that at the end of the day dramatically impact 
project results. The biggest difference is that owners are 
given a more active role in ConsensusDOCS contracts, 
while AIA documents create contractual silos between 
contractors and owners. AIA documents put owners 
in a passive role and place burdens on contractors that 
impact liability risks and possible pricing. Many people 
believe that AIA documents contain provisions that 
protect architects from liability, while giving them broad 
authority in areas beyond their expertise, such as claims 
resolution. Moreover, ConsensusDOCS are the only standard 
documents being updated in 2011 to reflect today’s industry, 
whereas AIA typically updates once every 10 years. 

How are ConsensusDOCS  
being received to date? 

During the past three years, the reception to ConsensusDOCS 
has exceeded the coalition’s high expectations. Adoption rates 
continue to grow during a severely depressed construction 
economy, in which dramatically fewer construction contracts 
are being signed. More than 4,400 unique subscribers across 
the nation (with some locations granting access up to 50 users) 
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currently access ConsensusDOCS. Moreover, the diverse 
coalition now boasts 29 leading construction industry 
associations—a 45% increase since its inception. Existing 
users continue to utilize and renew their subscriptions, while 
a steady stream of new users signing up add to collective 
usage. In addition, legal reviewers of the documents 
have given ConsensusDOCS consistently high marks. 

Are there any new documents?

Yes. A new ConsensusDOCS 703 Standard Purchase 
Agreement that provides for terms and conditions and 
an order form for the purchase of material supplies 
has been released. In addition, a new insurance exhibit 
for the ConsensusDOCS 725 Subsubcontract (another 
industry-first document) has also been released. 

How can people get more information? 

The ConsensusDOCS website has lots of free resources, 
including a description of each document, helpful 
articles, comparison matrixes, and excerpted samples. 
Importantly, the ConsensusDOCS Guidebook, available 
for free, includes insightful pointers, and in some cases 
special considerations that coalition member organizations 

highlight to their members. If you have additional 
content questions, you may contact Brian Perlberg, 
Executive Director, at bperlbergb@consensusdocs.org.

How can I purchase the new documents? 

The revised agreements are now available at  
www.consensusdocs.org. All Coalition members 
get a 20% discount off of all purchases. Contact 
your organization to receive the discount code.

What’s in store for the future? 

The ConsensusDOCS coalition has established a five-
year cycle for its revision process but may elect to revise 
documents sooner based on industry developments, such 
as changes in the law or industry feedback. The coalition 
will continue to take a lead role in writing new documents 
that address emerging and innovative developments, as well 
as add to its current catalog of 90+ contract documents. 
Proposed documents include joint venture agreements 
and an addendum addressing how to proactively address 
time delays. Most importantly, ConsensusDOCS looks to 
advance contractual best practices and fair risk allocation 
to benefit the entire design and construction industry.



4	 DOORS	&	HARDWARE £ MARCH 2011

VoLume 75, Number 3

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

Director of Communications:  Sharon Newport
snewport@dhi.org; (703) 766-7009

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

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

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

Director of Certification/Technical Services:  
Keith Pardoe, DAHC/CDC, CDT 

kpardoe@dhi.org; (703) 766-7024 

editoriaL board

Timothy Petersen, LEED AP; Brendan J. Daley 

Patrick T. Donohoe, AHC; Robert D. Maas  

John E. Martin, AHC; David D. McBrier  

James T. White, Jr. AHC/CDC; Hendrik Wolst 

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

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

mailing offices. Postmaster: Send address changes to 
Doors & Hardware, 14150 Newbrook Drive, Suite 200, Chantilly, VA 
20151-2232. Email: publications@dhi.org; Website: www.dhi.org.

editorial Policy: The Door and Hardware Institute is an international not-
for-profit association of individuals and companies in the door and architectural 
hardware profession. Authors’ opinions do not necessarily reflect the official 
views of the Door and Hardware Institute.

The magazine cannot guarantee the validity or accuracy of any data, claim 
or opinion appearing in any article or advertisement. However, the magazine is 
designed to provide accurate and authoritative information on the subject matter 
covered. The information is presented with the understanding that the publisher 
is not engaged in rendering legal or other expert professional services. If such 
assistance is required, the service of a competent professional should be sought.

Advertisements and product information do not constitute an endorsement, 
nor a DHI position concerning their suitability. The publisher reserves the right 
to reject any advertising. Advertisers and their agencies assume liability for all 
advertising content and assume responsibility for any claims that may arise 
from their advertisements. The publisher makes every effort to ensure suitable 
placement of advertising but assumes no responsibility in this regard.

Send subscriptions, advertising, business and editorial matter to Doors & 
Hardware, 14150 Newbrook Drive, Suite 200, Chantilly, VA 20151-2232. Letters 
to the editor are welcome and will be considered for publication in whole or in 
part in “Letters to the Editor.” All editorial sent to the magazine will be treated 
as unconditionally assigned for publication and copyright purposes and are 
subject to the editor’s unrestricted right to edit and comment editorially.

For current subscriptions, enclose an address label or facsimile from a 
recent copy when writing to DHI. For new subscription information, call DHI at  
(703) 222-2010.

Copyright 2011 Door and Hardware Institute. All rights reserved. Nothing 
may be reprinted without permission from the publisher.

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

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

Albany Hardware
stocks Rixson closers, 

pivots and stops. 
Complete units and 
replacement parts.

Rixson Model 27
Offset Floor Closer

Rixson Model 117-1/2
Offset Pivot

Featuring...



 MARCH 2011 £	DOORS	&	HARDWARE	 5

Content s
 M A R C h  2 0 1 1

10  “We Had to Get It Right”  Kenneth Lauziere, former Chief Fire Marshal 
for the U.S. Capitol, recounts the critical acceptance testing process for the  
$621 million Capitol Visitor Center.

20  Case Study: California State University Library  Beverly Vigue of 
Ingersoll Rand looks at how the CSU Library is combining sustainable design 
with increased security and ADA access.

24  Fire Protection Engineering in Existing Buildings  William E. Koffel, P.E., 
FSFPE with Koffel Associates looks at the impact of rehabilitation codes on 
the life safety measures of existing buildings.

28  DHI SpotLight  Michael McCoy of Stanley Security Solutions remembers 
industry legend Harry J. Smith. 

30  Build Green—Don’t Fall into the Red by Neglecting New Processes and 
Risks  Geoffrey Washington Esq. of Adelberg, Rudow, Dorf & Hendler, LLC 
and Brian Perlberg, Esq. of ConsensusDOCS explain how those involved in 
green construction can avoid litigation.

 34  Industry In the Know  DHI President 
Ken Metzler, AHC reviews the State of the Association.

38  DECODED: Manual Flush Bolts  Lori Greene, AHC/CDC, CCPR of Ingersoll 
Rand sheds light on a gray area for our industry—the use of manual flush 
bolts on pairs of doors in a means of egress.

40  All You Need Is a Phone!  Photos of life safety violations from the collection 
of renowned door photographer Mark Berger of Securitech.

 6  In Touch
Jerry Heppes, CAE 

 8  Foundation
Bill Johnson

49  Sales
John Graham

52  Management
Abe WalkingBear Sanchez

54  Shelf Life 
Jason Bader

56 Industry Access

58 Classifieds

58 Ad Index

59 Tech Tip

DepARTMenTs

on The CoveR

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

MARCH 2011

D&H looks at life safety and security measures that are 

being implemented in buildings across the country.

T H I S  M O N T H

L I F E  S A F E T Y  C O D E S

INDUSTRY In the Know
DHI President Ken Metzler, AHC reviews 
the State of the Association.   See page 34

F e A T u R e s

Pilkington 
Pyrostop glass 
and 120-minute 
Fireframes Heat 
Barrier Series 
frames with Heat 
Barrier Series doors 
from Technical 
Glass Products. 
Photo courtesy of 
Pilkington and TGP.

Photo Credit:  ©iStockphoto.com/Arno Jansen



6	 DOORS	&	HARDWARE £ MARCH 2011

R 
ecently I was forwarded a lInk� 
to a copy of a broadcast by nBc channel 
4 los angeles in regards to a flaw in the 

fire safety system at the staples center—a major 
sports arena. the report was a follow-up to an 
investigative report aired in december of 2009.

the background: In december 2009, the channel 
aired the first installment of an investigation of 
the fire protection systems at the staples arena as 
they had obtained documents that raised concerns 
about whether the fire protection control system 
had been successfully tested when staples got its 
final safety certification from the city in early 2000. 
one of the major areas of concern was fire doors—
sound familiar?

In May of 2010, a story was aired about a small 
fire in the staples arena that was contained. that 
report included footage from the december report 
of the president of the staples center stating repeat-
edly that when city officials granted the arena a 
certificate of occupancy in february 2000, they 
were effectively verifying that all fire protections 
there had been properly tested and proven effective.

the story gets more interesting. the news chan-
nel next received a dissenting phone call from 
an interested party, stating that his job during 
construction was to make sure the fire doors 
were installed according to national and local 
fire safety codes. He said he informed city fire 
officials just before the certificate of occupancy 
was issued that many of the fire doors were not 
properly installed. what happened next is the real 
concern—the certificate of occupancy was issued 

even though documents were presented illustrat-
ing defects and violations with numerous doors. 
the finger pointing started, and the rest is predict-
able—the doors sit, while the debate continues and 
the news moves on to the next story.

what is the true issue? a lack of understand-
ing of the codes and standards that govern fire 
doors; a validation system that is over-worked 
and can’t possibly know all of the answers; a 
construction business model built upon speed; 
and a funding mechanism which incentivizes 
quick or on-time completion regardless of the 
risks! How do we change this system? well, I 
don’t think we can. However, there is some-
thing we can contribute—our knowledge and 
expertise prior to the issuing of the certificate 
of occupancy, including the new requirement 
for annual inspections (california has adopted 
the standard) for the lifetime of the building.

How can we contribute our knowledge? By 
conducting foundation education systems for the 
authorities Having Jurisdiction in your local area; 
by offering inspecting services and corrective 
action solutions to endusers; by positioning our 
industry in your marketplace as the purveyor of 
knowledge and life safety and security solutions 
which can make a difference.

I don’t believe that what happened at the staples 
arena happens in every building—of course 
not. But unfortunately, the majority of fire door 
assemblies have violations, and no one knows 
about them. the pace of construction is going to 
continue; incentives for speedy construction will 
continue. the good news is that the cavalry is on 
the way! I challenge each of our members: when 
you think about our future, think about contribut-
ing to the advancement of life safety and security 
through inspections! they need us and we are the 
best equipped to offer the solution. 

Inspections Are Key to  
 Life Safety and Security

By Jerry Heppes, sr. cae

i n  t o u c h

“…the majority of fire door  
assemblies have violations, and  
no one knows about them.”
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T 
He topIc of lIfe safety and securIty 
provides the foundation with an opportunity 
to create awareness and provide education to 

those who are not as familiar with the things that 
each of you accomplish on a daily basis. through 
this awareness and education, we are creating 
opportunities that position the knowledge 
you possess and the products this industry 
manufacturers and distributes as being vital to 
the day-to-day operations of k�-12 schools, college 
campuses and commercial businesses.

In december, foundation president dale Garrett, 
daHc/fdHI; dHI’s ceo Jerry Heppes and I spent 
the day in washington, d.c. talking with three 
organizations:
■ we spent time with the staff of senator Marie 
cantwell (d-wa) discussing the work that a company 
like president Garrett’s does in her state, and helping 
federal legislators understand the role that dHI 
members’ products and knowledge can play when 
discussions of school security are on the table.
■ we had a meeting with the ridge policy Group—
an organization headed by thomas ridge, the former 
department of Homeland security secretary and 
former governor of pennsylvania. our meeting was 
intended to better understand the opportunities that 
an organization like the ridge Group could bring to 
the foundation by being able to efficiently navigate 
the federal and state legislative and regulatory rules 
that could impact our industry. we also wanted this 
group to better understand our industry’s expertise 
and to gauge what opportunities exist for receiving 
state or federal grant dollars that could be used to 
promote the work of life safety and security.  
■ we met with an association that has stated as 
its mission, “Improving urban public school facili-
ties.” the 21st century school fund is a small 
association located in washington, d.c., and its 
sole purpose is to make the school facility a more 
inviting place to be. 

each of these groups has the potential to 
provide something that is of value to us. we in 
turn have the resources (by including you) to 

provide something of value to each of them. If we 
as a foundation ever hope to see grant or appro-
priations money set aside for security and safety 
solutions, then these meetings become a necessity 
for us to remain “a voice at the table.”

the 21st century school fund association 
provides the potential for our industry’s expertise to 
be implemented in a coordinated fashion by work-
ing with high schools that are in need of repair. 

roosevelt High school in washington, d.c. has a 
beautiful main entrance that has not been used in 
years due to security concerns. Instead, all of the 
students come in a back entrance (past a dumpster) 
which allows for a better controlled access point.

and why is this relevant? the more your 
foundation can represent what each of you is doing 
on a daily basis, the more those who are not as famil-
iar with what you do become engaged in the process. 

for leaders outside of this industry, projects like 
roosevelt High school allow them to understand 
the importance of the role this industry fills.  

roosevelt wants to open up that main entrance. the 
21st century school fund is involved with making 
that happen. However, they cannot do it alone. 

once that main entrance is opened, I guarantee 
every local (and federal) politician looking for 
some good press will be there, with their arms 
draped around some high school kid walking 
through that grand entrance. (the u.s. capitol is 
only a couple of miles away.)

with this type of notoriety comes the oppor-
tunity to be a part of larger efforts. there are 
economic policies being discussed now that will 
include large sums of money for school moderniza-
tion. will those policies be implemented next week, 
next month, next year? It’s impossible to say. But 
being involved with school modernization efforts 
staying connected to elected officials and inves-
tigating opportunities that could lead to grant or 
appropriations money takes time and patience. 

life safety and security always seem to have a 
prominent place in the conversation. It is our job 
to keep those conversations going.  

Security & Life Safety—Three Angles By Bill Johnson, Executive Vice President 

Door Security & Safety Foundation

l i fe  safet y  &  secur it y  FouNdatioN

Reach Bill at 
bjohnson@dhi.org 

or 703.766.7039 
(office direct)
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n all my years in fire protection with 
the office of the architect of the capitol 
(aoc) in washington, d.c., no project 
that I was involved with was as intense 
or as politically charged as the final 
stages of the construction of the united 
states capitol Visitor center (cVc), 
which opened to the public in december 
2008. during the construction and fit out 
of the cVc—a structure of more than 
half a million square feet, its three levels 

located entirely underground—countless negotiations 
and meetings between a plethora of designers, contrac-

tors, and congressional committees were held to decide 
on the materials, means, and methods to be used to 
assemble the cVc and its fire and life safety systems. 
over a period of several years, I was called before the 
House and senate appropriations committees, the 
senate rules committee, the House administration 
committee, the capitol preservation commission, 
the united states capitol police Board, and more to 
explain, and urge support for, my position on how the 
fire alarm and detection systems should be configured, 
programmed, and tested. It was my intent to configure 
those systems to fully meet the requirements of nfpa 
72®, national fire alarm and signaling code®, while 

Photo Credit: © Konstantin Lobastov | Dreamstime.com

★  ★  ★

I

Right
B y  K e n n e t H  L au z I e r e

The former Chief Fire Marshal for 

the u.S. Capitol recounts the critical 

acceptance testing process for the 

$621 million Capitol Visitor Center—

and what it was like to have Congress 

watching over his shoulder.

We Had to Get It

RIght
Transparent glass ceiling in the U.S. Capitol Visitor Center
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still accommodating the unique 
needs of congress’s delibera-
tive process. unnecessary alarm 
activations, for example, could 
not be tolerated, since they could 
conceivably interrupt the business 
of congress, and my goal was to 
prevent interruptions by testing the 
limits of the systems.

By then, I’d been around capitol 
Hill for a long time. prior to being 
appointed chief fire Marshal in 
May 2001, I’d spent 22 years with the 
aoc in fire protection engineering. 
I’d also been a volunteer firefighter 
for 30 years in prince George’s 
county, Maryland, had decades 
of experience as a field instructor 
for the Maryland fire and rescue 
Institute, and was active in a long 
list of professional associations, 
including nfpa. In my fire protec-
tion engineering role at the capitol, 
I had designed and overseen the 

installation of numerous fire detec-
tion, alarm, and sprinkler systems 
in most of the dozens of buildings 
that make up the complex, rang-
ing from the capitol and supreme 
court buildings to daycare centers 
and a power plant. My designs 
included the first fire alarm system 
to be installed in the capitol, the 
massive fire sprinkler system 
protecting the stacks in the library 
of congress, and the first detection 
system for weaponized chemical 
agents, installed outside the House 
and senate chambers (as well as 
other locations I can’t disclose) prior 
to the first war in Iraq. In the 1980s, 
following a fire that occurred in the 
private offices of the speaker of the 
House James wright (r-texas), I set 
about achieving a model fire-safe 
capitol complex; as part of that 
effort, 14 historic buildings were 
equipped with more than 50,000 

smoke detectors and voice annun-
ciating alarm systems, while 13 of 
those buildings were retrofitted 
with automatic sprinkler protec-
tion. all of that experience was 
brought to bear in my work on the 
cVc. It was my intent to turn over 
a visitor center that would stand 
the test of time after completion 
of all required acceptance testing 
by the fire Marshal division.

at the outset of 2008, the cVc 
appeared to be all but completed. 
But final acceptance testing had yet 
to be conducted before I could issue 
a final certificate of occupancy. to 
complicate matters, the project’s 
designers and cost estimators had 
not budgeted any time for accep-
tance testing. there was widespread 
resistance to the idea that this step 
might be something more than 
a quick formality; some factions, 
including congressional committee 

Photo Credit: © Ken Cole | Dreamstime.com

A full size replica of the Freedom Statue on the top of the dome of the U.S. Capitol Building. U.S. Capitol Visitor Center, Washington, DC.
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staff and aoc engineers, objected 
to the time and cost associated with 
this level of testing. a member of 
congress, eager to see the building 
open, suggested to me that we could 
wrap up this final task “in a couple 
of weeks.” But it was imperative that 
the testing be done right. we didn’t 
really know how long the process 
would take until we assembled a 
comprehensive acceptance testing 
plan, which included every aspect 
of the building—fire protection 
systems, sub-systems, inter-related 
building components—comprising 
thousands of details. when we 
looked at the list, we estimated the 
testing would take three months 
if things went well, twice that if 
we ran into problems. additional 
inspectors were contracted to 
supplement the fire Marshal 
division’s inspection staff of eight, 
and specific testing sequences were 
established to allow down time for 
contractor adjustment whenever 
anomalies were uncovered.

we began acceptance test-
ing in april 2008. I took a deep 
breath and hoped we could 
get it done in three months.

Putting	It	to	the	Test

though the cVc is connected 
to the capitol as a subterranean 
addition, it is actually a separate 
building with fire-rated barriers and 
its own set of egress components. 
the building is designed to serve 
as a secure public entry to the 
capitol, and to provide office space 
and other facilities for members 
of congress, their staffs, and 
congressional committees. located 
beneath the east lawn of capitol 
Hill, the completed cVc encom-
passes more than 580,000 square 

feet (53,882 square meters)—of that, 
170,000 square feet (15,793 square 
meters) is for congressional use 
and includes such amenities as two 
orientation theaters, an exhibit hall, 
a 450-seat auditorium, 26 public 
restrooms, and a 530-seat restau-
rant. the center’s total allowed 
occupant load is 6,000, roughly 4,000 
of whom are visitors. some 8,000 
people, on average, visit the cVc 
daily, accounting for more than 2.4 
million annual visitors.

a design for the building was 
finalized in 2000, and the ground-
breaking ceremony occurred on 
June 20, 2000. pre-construction 
began in the fall of 2001, and actual 
construction began in august 2002 
with a budget of $265 million. By 
the time we began our acceptance 
testing, nearly six years and 
hundreds of millions of dollars 
later, most members of congress 
were extremely eager to see the 
project finished; beset by construc-
tion delays, design changes, and 
monumental cost overruns, the cVc 
had become, to its legions of critics, 
a national symbol of government 
spending run amok, with the final 
bill topping $621 million. everyone 
wanted it done yesterday, and it was 
hard to blame them.

It was against this politically 
charged backdrop that we began 
our acceptance testing. the test plan 
incorporated all of the requirements 
found in applicable sections of a 
wide range of nfpa codes, as well 
as specification-cited requirements 
that exceeded minimum fire and 
building codes. the testing itself 
presented a host of challenges. since 
the cVc is attached to the capitol, 
for example, there could be no 
production of sound from the fire 
alarm signaling system while the 

House or senate was in session. as a 
result, almost all testing that created 
or had the possibility of creating 
noise was conducted at night. 
during late-night congressional 
sessions, or during events like the 
state of the union address, testing 
was suspended.

of the approximately 300 
discrete tests or inspections that we 
conducted as part of our acceptance 
testing process, more than 250 
revealed some kind of problem that 
had to be fixed. the following is 
a brief selection that suggests the 
variety of the problems uncovered 
by the testing.

Sprinkler	Piping	Supports	

with the cVc’s heavy reliance 
on automatic sprinkler systems, 
every component and subsystem 
had to be inspected, tested, and 
verified in accordance with nfpa 
13®, Installation of sprinkler 
systems®. among those compo-
nents were the sprinkler piping 
supports—threaded rods anchored 
to the structure that connect to the 
sprinkler pipe within 12 inches of 
the sprinkler—designed to prevent 
movement of the pipe system upon 
activation. for in-place inspec-
tion of these assemblies where we 
couldn’t remove the ceiling—such 
as areas where the ceiling was 
made of plaster or glass, or other 
areas that, due to architectural 
necessity, lacked access panels—we 
resorted to the use of an articulat-
ing borescope with videographic 
capability. typically used to inspect 
welds inside pipes or to peer inside 
engines, the small-diameter bore-
scope allowed our inspectors and 
engineers to view above-ceiling 
conditions via openings adjacent to 
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automatic sprinklers; all they had 
to do was remove select sprinkler 
escutcheon plates. the inspections 
took place only at the end of sprin-
kler system branch lines, which 
would see the most potential move-
ment when the system was acti-
vated—enough movement that the 
sprinkler could be pulled above the 
ceiling, preventing it from putting 
water on a fire.

there were perhaps a couple 
thousand locations inspected, and 
the process found hundreds of loca-
tions where the sprinkler support 
required by nfpa 13® was not 
acceptable. In many instances, the 
solution involved only the instal-
lation of a support clip to prevent 
sprinkler movement, and while not 
an especially expensive fix—the 
clips cost maybe 15 cents apiece—it 
was costly in terms of the time 
and labor required. But the work 
did help produce a fully compliant 
sprinkler system.

Fire	Alarm	System		
Wiring	and	Circuitry	

since false or unnecessary 
alarm activations would force the 
evacuation of large numbers of 
people—including, conceivably, 
both chambers of congress and 
their associated staffs—it was my 
intent to minimize unwarranted 
alarms as much as possible by 
ensuring that the system was fully 
compliant with nfpa 72®, national 
fire alarm and signaling code®. I 
was instrumental in having inserted 
into the construction specifications 
a requirement to test the integrity 
of the fire alarm system’s wiring for 
open, shorted, or grounded condi-
tions with a megaohm meter prior 
to connection of the wire to the 

approximately 10,000 field devices—
fire alarms, heat detectors, smoke 
detectors, water flow switches, and 
more—located throughout the cVc.

Megaohm meters are typically 
used in the power-generation field, 
or to test the effectiveness of motor 
windings, and I thought they would 
provide an ideal test for the wiring 
of the cVc’s fire alarm system. 
during the numerous discussions 
that ensued prior to the start of 
this testing, skeptics insisted that 
the testing was unnecessary or, 
worse, that it could damage the 
wire. In a final effort to convince 
the team that this test was both 
warranted and non-destructive, I 
brought a megaohm meter to one 
of our weekly project meetings. I 
took a coil of wire, hooked it up 
to the meter, and took a reading. 
then I nicked the wire, and the new 
reading showed it wasn’t up to par, 
compared to the good wire. on the 
actual system, all testers would have 
to do was lift the conductors off the 
circuit boards at the control panels, 
connect the meter to the circuit and 
to ground, hit the “test” button, 
and read the result; any problem 
would be immediately apparent. 
soon, the fire alarm system installer 
had purchased a megaohm meter 
and had begun testing all of the fire 
alarm system field wiring.

of the thousands of locations 
tested, about 150 had opens, shorts, 
or grounds on them, meaning 
that if the alarm system had been 
turned on, parts of it would not 
have worked and would’ve been 
damaged. the shorts were located, 
and the faulty wiring replaced, typi-
cally 500–700 feet at a time.

nfpa 72®, as well as nfpa 70®, 
national electrical code®, were 
instrumental when I required the 

testing of fault conditions when 
the fire alarm system was actually 
running. I wanted to be certain that 
it remained operational under the 
most arduous circumstances, such 
as an accidentally cut cable or a 
building collapse. to conduct this 
testing, we removed the devices 
from the junction box and placed 
a jumper across them to produce 
a short or induce a ground while 
looking at the fire alarm panel.

despite assurances from the 
manufacturer, the project team, 
and agency staff that the fire 
alarm system’s architecture and 
installation was robust and fault 
tolerant, our testing uncovered 
significant shortcomings that had 
to be corrected. In some cases, 
an induced fault on fire alarm 
circuitry created trouble condi-
tions that reported hundreds of 
devices being impaired, clearly a 
violation of nfpa 72®. corrective 
actions included style changes to 
select circuits and a decrease in the 
number of devices connected to a 
given circuit or module. In some 
cases, class B circuits had to be 
reconfigured to make them class 
a, meaning that a fault wouldn’t 
disable large parts of the system. 
the process took several months 
and was the most time consuming 
and complicated part of the overall 
acceptance testing process, largely 
due to the specific operational 
architecture of the alarm system 
program. these types of conditions, 
however, proved the necessity and 
value of complete testing of any 
newly installed fire alarm system.

Smoke	Detector	Sensitivity	

additionally, verifying the sensi-
tivity level of each of the thousands 
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of smoke detectors, in accordance 
with nfpa 72®, was vital to overall 
system reliability and reduced 
susceptibility to nuisance alarms, 
especially considering the close 
proximity of the cVc to the capitol. 
I was reminded of a meeting I had 
some years earlier with an associate 
Justice of the supreme court and 
the Marshal of the court when I 
was designing the replacement 
fire alarm signaling system for 
the united states supreme court 
building. during our meeting, I was 
warned by the Justice that if the 
fire alarm system activated due to a 
false or unnecessary alarm, I would 
be cited for contempt of court. that 
admonition continued to resonate 
in me years later whenever I faced 
similar circumstances. 

the manufacturer and others 
argued that this testing was 
unnecessary, since the fire alarm 
control panel would provide the 
sensitivity level of each smoke 
detector. In reality, though, I knew 
the fire alarm control panel could 
not provide such information; what 
it could provide was a value that 
represented the percentage that the 
smoke detector was outside of a pre-
established sensitivity range. that’s 
why I also wanted to make sure the 
sensitivity levels of the detectors 
fell in the correct range, within ul 
listing criteria; we used the manu-
facturer’s published test criteria 
and equipment so that our testing 
provided the base level sensitivity 
setting of each smoke detector.

testing found some of the smoke 
detectors to be outside of their 

required sensitivity range, and 
these had to be adjusted. In a few 
instances, the detectors could not 
be brought within their ul-listed 
range and had to be replaced. the 
actual adjustment or replacement 
took just minutes for each device, 
but paid off significantly in provid-
ing a very high confidence level for 
the entire system.

the use of a specific, calibrated 
smoke particulate generator (as 
required by the ul listing) became 
a source of contention, since some of 
the engineers and installers wanted 
to use canned smoke. the ul listing 
only allowed for a particulate gener-
ator, and I continued to argue for 
its use. In the end, we bought three 
smoke particulate generators to use 
for the testing, and they are kept 
operational for additional testing.
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Gaseous	Fire	Suppression	

select areas of the cVc that 
exhibit or store historic artifacts are 
protected from fire by gaseous fire 
suppression agents and automatic 
sprinkler systems. Gaseous agents 
such as fM-200 or noVec 1230 are 
piped into storage rooms, exhibit 
spaces, and display cases to provide 
initial fire suppression capability 
while preserving important and 
often irreplaceable items, includ-
ing the first draft of senate Joint 
resolution 119, adopted by the House 
and the senate on december 11, 1941, 
declaring war against Germany, and 
the original gavel used by George 
washington when he laid the corner-
stone for the u.s. capitol.

since gaseous fire suppres-
sion relies on specific minimum 

agent concentrations to comply 
with nfpa 2001®, clean agent 
fire extinguishing systems®, the 
integrity of the room, enclosure, 
or cabinet is vital to the successful 
suppression and extinguishment 
of any fire that may occur. to be 
certain that the protected space can 
hold the required concentration 
as long as necessary to achieve 
extinguishment, the eight spaces 
protected with the cVc’s gaseous 
system were subjected to an enclo-
sure integrity test using fan-pres-
sure apparatus—and all eight were 
found to have leaks. some spaces 
were relatively small, meaning 
that even small leakage rates were 
deemed failures since agent concen-
trations would quickly fall below 
necessary levels. all leak points 
were identified and sealed. further 

testing continued to reveal intoler-
able leak rates, however, which 
required alternative approaches 
to seal the spaces. additional non-
combustible fillers were applied, 
such as caulking and proprietary 
fire-retardant foam-in-place mate-
rial. the testing and sealing process 
took about two months to complete.

one positive result of this 
extra sealant material was that 
it decreased the volume of the 
protected space, which meant the 
amount of gaseous agent in the dual 
storage cylinders ended up being 
about twice the amount necessary to 
protect the spaces. this additional 
quantity allowed us to sequentially 
release all of the agent over a timed 
period, thereby providing both agent 
concentration and an extended “soak 
time” necessary for extinguishment.
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C 
onsidered the most ambitious addition to the 
United States Capitol since the construction of the 
iconic cast-iron dome in 1863, the Capitol Visitor 

Center ranks with other significant Capitol construction and 
expansion milestones, including the addition of the Senate 
and House wings (in 1800 and 1811, respectively) and the 
full reconstruction of the Capitol after it was burned by the 
British in 1814.

The need for a visitor center was first identified in the 
mid-1970s in the Capitol Complex master plan developed 
by George White, the ninth Architect of the Capitol, but 
the concept languished for some years. That changed on 
July 24, 1998, when a gunman stormed the Capitol’s House 
Document Door (now renamed the Monument Door), 
shooting and killing U.S. Capitol Police Officer Jacob “J.J.” 
Chestnut before making his way toward the offices of the 
Majority Whip, where he was confronted and wounded by 
another member of the U.S. Capitol Police force, Detective 
John Gibson, during an exchange of gunfire. Gibson was also 
wounded and later died. The attack crystallized the need 
for a facility where visitors could be safely screened before 
being admitted into the Capitol. Within weeks of the shoot-
ings, Congress directed that the visitor center project move 
forward and that appropriate measures be taken to prevent 
similar catastrophic incidents. In deference to a request from 
John Paul Stevens, Associate Justice of the Supreme Court, 
and to preserve the Capitol’s East Front promenades, the CVC 
was designed as an underground structure. (Interestingly, an 
earlier remodeling of the Capitol grounds by Frederick Law 
Olmsted required the in-place abandonment of a 121,000-
gallon fire-protection cistern used during the 19th century; 
the cistern was removed as part of the CVC construction.) A 
design for the building was finalized in 2000.

Then came 9/11 and, the following month, the anthrax attacks 
on the Capitol, which combined to have a profound impact on 
the CVC project. September 11 made us realize that we had to 
build the CVC so it could be completely evacuated, along with 
every other building in the Capitol Complex, in the event of a 
malicious attack. In a fire, people can usually be moved to another 
part of a building, or to another part of the complex; in an attack, 
people have to be able to get out of every structure and out of the 
complex itself, and that’s an entirely different matter. The anthrax 
attacks changed the dynamics of how we provided for heating 
and cooling, as well as the movement of people in an emergency. 
Together, those events changed the CVC’s construction materials, 
methods, and systems—everything. Those changes probably 
added two years to the CVC’s construction, not to mention 
hundreds of millions of extra dollars to the cost.

I had plenty of time to think about that one night during the 
anthrax attack, when for roughly eight hours I was the only 
person in the Capitol building. The last time the Capitol had 
been vacated was during the War of 1812, and the experience of 
being the only person in the building, especially considering the 
circumstances, is one I’ll never forget. Wearing a protective level 
B hazmat suit, I moved from office to office collecting classified 
documents from the Select Committees on Intelligence and 
placing them in burn bags for secure disposal. This task fell to 
me because I was trained and certified in hazardous materials 
operations, had a complete knowledge of the Capitol’s layout, 
and possessed a top-secret security clearance—the three neces-
sary qualifications deemed critical for the operation. After that 
night, I spent the next year on a regimen of powerful antibiotics 
as a precaution against possible anthrax exposure.

It was one more instance during that strange, unsettling 
period that hardened my resolve to make the CVC as safe as 
possible—we had to get it right.

hardening of resolve An historical perspective on how the CVC 
came to be, and how it was shaped by the 
events of 9/11 and the anthrax attacks

Photo Credit:  ©iStockphoto.com/Arno Jansen
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Smoke	Control	System	

with the entire cVc situated 
underground, the building’s 
engineered smoke control system 
received the same kind of close 
scrutiny that the other life safety 
systems received to ensure they 
complied with nfpa 101®, life 
safety code®. using calibrated 
magnehelics—essentially, a digital 
pressure differential meter—to 
measure pressure differentials 
between adjacent smoke zones, it 

was learned that some fan motors 
were not of sufficient horsepower 
to accomplish minimum design 
requirements. during testing, we 
simply couldn’t get the pressure 
differences we needed between 
some of the spaces, which meant 
that, in the event of a fire, there 
could be smoke migration from 
one area of the building to another. 
three fan motors were removed and 
replaced by larger, stronger motors, 
typically going from 35 horsepower 
to 65 or 70 horsepower. while this 
process caused some angst—the 
month-long project cost the contrac-
tor thousands of dollars, and it was 
a scramble to find new motors—
other testing could continue so that 
the final occupancy schedule was 
not affected.

Under	Pressure

throughout this final phase, I 
faced intense congressional and 
organizational pressure to conclude 
the testing and issue the certificate 
of occupancy as quickly as possible. 
My reluctance to issue a certificate 
of occupancy became a lightning 
rod for a host of interested parties, 
from the construction team and the 
aoc staff to members of congress 
and congressional committees. 
as public criticism of the project 

grew sharper—rep. deborah 
wasserman schultz (d-florida), 
who chaired a House hearing on 
the center’s progress, described the 
cVc as a “beautiful disaster”—I 
was summoned before members of 
congress on a number of occasions 
to “discuss” the matter of testing 
and the certificate of occupancy. 
while most recognized the impor-
tance of our efforts, some remained 
convinced that I could shorten the 
test schedule or postpone some of 
the testing until after the cVc’s 
formal opening. on one occasion, 
I was told by a senior member of 
congress that I was being “too 
picky” and that I should “stop being 
so intense.” during a meeting with 
the construction team concerning 
my test plan for the building’s life 

safety systems, one of the attendees, 
a senior management official from 
my organization, left the meeting 
and called me on my cell phone. 
the person advised me that if I was 
unable to reach the “correct” deci-
sion, then they would find someone 
who could. to their credit, though, 
especially considering how much 
they wanted the project completed, 
no member of congress or the 
architect of the capitol overstepped 
me to force the opening of the cVc 
before the testing was complete.

In the end, the testing took six 
months. But it uncovered, and 
ultimately repaired, a wealth of 
problems that would have other-
wise compromised the cVc’s 
complex networks of fire and life 
safety systems. It also removed 
the final barrier to my issuing the 
final certificate of occupancy, 
which I signed on october 9, 
2008, in a brief ceremony in the 
center’s emancipation Hall. two 
months later, the cVc officially 
opened its doors, and for the first 
time the public could experience 
this magnificent structure—one 
that I know is as safe as we 
could possibly make it.  

about the author: Kenneth Lauziere is former 
Chief Fire Marshal for the Office of the Architect 
of the Capitol in Washington, D.C. He is cur-
rently a subject matter specialist for Cabezon 
Group in Columbia, Maryland.

Reprinted with permission from NFPA Journal® (Vol. 104, #6) 
copyright ©2010, National Fire Protection Association, Quincy, 
MA. All rights reserved. NFPA Journal® is a registered trademark 
of the National Fire Protection Association, Quincy, MA 02169.

Despite assurances from the manufacturer, the 

project team, and agency staff that the fire alarm 

system’s architecture and installation was robust 

and fault tolerant, our testing uncovered significant 

shortcomings that had to be corrected…  

In the end, the testing took six months.



From the Desk of Dale P. Garrett, AHC 
Foundation President

Dear Openings Professionals:

One role of the Door Security & Safety Foundation is to advance the initiative promoting fire door safety inspections and 
school security issues as they pertain to the door opening. In 2010, over a dozen training seminars were conducted by the 
Foundation that educated several thousand Authorities Having Jurisdiction (AHJs) and facility engineers (end users). 

By reaching AHJs and end users, the Foundation has positioned itself as the leading advocate for education and awareness 
of the Fire Door Assembly Inspection (FDAI) program. 

Education + Awareness = Enforcement.
Enforcement = Improved and updated life safety products & solutions.

Enforcement by the AHJ will not happen without education. Facility engineers will take proactive steps quicker if they 
have a better understanding of what deficiencies to look for. 

The greater the awareness and understanding of the fire-rated opening and the purpose of an inspection, the more likely 
that fire-rated openings will be brought into compliance. This means building owners and facility managers will turn to 
openings professionals LIKE YOU to provide improved and updated life safety products and long-term solutions. 
This is why the Foundation needs your support.

We can see our efforts paying off to advance this initiative and positively impact openings professionals and their 
companies. We are so close to that tipping point—the point at which events trigger exponential results. But there is more 
work to be done! This is why the Foundation needs your support.

Here are a few ways your financial support helps the work done by the Foundation to provide education and 
create awareness of the FDAI program:

• A $50 contribution covers the expense for one AHJ to take online education.
• A $100 contribution creates 400 Fire Door Inspection Reference Checklists for distribution to AHJs to increase 

their awareness of the FDAI program.
• A $250 contribution provides AHJ and Building Owner’s Reference Guide books for attendees of 10 seminars.
• A $500 contribution affords 20 AHJs the opportunity to attend the Foundation Fire Door Inspection training 

program.

ALL are reasons why the Foundation needs your generous contributions each year.

In recognition of your annual support, the Foundation acknowledges your generosity in our Contributor’s Listings featured 
in signage at DHI’s industry events AND in the pages of Doors & Hardware magazine at the close of the annual fundraising 
campaign in July 2011.

Determine how you want to help continue the Foundation’s work. There are three convenient ways to contribute:

• Donate online at: www.doorsecuritysafety.org/Contribute.php
Click on the “Donate” tab at the top right-hand side of the page.

• Pledge your donation using email: BJohnson@DoorSecuritySafety.org

In advance, thank you for your generous support of the Foundation and its efforts to raise public awareness of door safety 
and security issues. 

Best Regards,

Dale P. Garrett, AHC 
Foundation President

P.S. Visit us online at www.doorsecuritysafety.org to see all the work being done by the Foundation in partnership with affiliate organizations 
whose members are critical to the decisions being made for life safety and security solutions across the country.

14150 Newbrook Drive, Suite 200 
Chantilly, VA 20151

Phone: 703/222-2010
Fax: 703/222-2410

www.DoorSecuritySafety.org



20	 DOORS	&	HARDWARE £ MARCH 2011

t the new tanImura and antle FamIly memorIal lIbrary, located on the california state 
university, Monterey Bay (csuMB) campus, a variety of door hardware solutions provides security 
for the building’s contents and occupants, as well as a high degree of flexibility for its users. 

the building was designed by eHdd architecture of san francisco and features a central three-
story axial atrium between two distinct wings—a collections wing and an office wing. the design 
saved significantly on construction costs, as only the collections wing required the added expense 
of reinforced floors to bear the weight of the book stacks. the collections wing houses book stacks 
in the center of the floor and study spaces around the perimeter. this arrangement, along with a 
delicate external louver system, protects the books from harmful uV rays and provides the students 
with study spaces bathed in daylight. In addition to housing the librarians’ office and library staff 
spaces, the office wing provides space for a unique combination of student services that include 

California State University Library

By Beverly Vigue
c a s e  s t u d y

Contents & oCCupants—seCure

A
Tanimura	and	Antle	Family	Memorial	Library	features	a	three-story	axial	atrium	with	

fully	glazed	ends	aligned	to	face	toward	the	Salinas	Valley	and	Monterey	Bay.

Photos Courtesy of Ingersoll Rand Security Technologies
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Scanners	at	library	exits	prevent	removal	of	unregistered	books.	
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Arched	atrium	roof	rises	three	stories	above	an	expanse	
of	terrazzo	with	a	bright	red	band	that	winds	through	
the	first	floor.

Touch	pad	outside	main	entrance	provides	ADA	
accessibility,	while	proximity	card	reader	controls	
after-hours	access.

writing, tutoring and mentoring 
programs. the atrium provides a 
great place to study by promoting 
collaborative learning and connecting 
the building to the academic campus. 

Securing	the	Contents

while the library was designed to 
provide an open and effective envi-
ronment that supports and enriches 
student life, it also needed to be 
secure without being inconvenient. 
James conway, Inspector of record 
for the university, explains that the 
main entrance doors unlock automat-
ically at 8:00 am and re-lock at 12:00 
midnight. after-hours card access 
is available to authorized individu-
als. conway notes, “the university 
Id card acts as a proximity card for 
access. there is also a touch pad for 
ada access at any time, but for access 
before or after normal hours, the user 
needs a card. the pad alone won’t 
work for anyone without a card.”

doors on the opposite end of the 
building open at 7:00 am to provide 
access to a series of classrooms, which 
seat from 40 to 200 people. Interior 
doors between the lobby on that end of 
the building and the main library area 
remain locked until 8:00 am however. 
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when the library is in operation, students must pass through scanners 
when they leave, which ensures that books are properly checked out. 

an sfIc key system is used throughout the building to simplify 
re-keying when necessary. Main entrance doors incorporate concealed 
vertical rod exit devices that enhance security when locked, yet allow safe 
egress. door position monitors ensure that entrance doors are securely 
closed, while alarmed exit devices on emergency stairwell doors direct 
people to leave through the main exits under normal conditions and 
prevent theft of materials. selected pairs of doors include secure keyed 
removable mullions that allow larger objects to be moved in and out.

Protecting	and	Serving	the	Users

the library building features smoke evacuation windows designed to 
protect occupants in case of a fire. conway says that, because smoke is the 
most dangerous element of the fire, in this type of building construction, 
the building includes four atrium exhaust fans that remove smoke when 
activated by the atrium smoke control system. to provide replacement air, 
50 percent of the windows on the first floor and 25 percent of the windows 
on the second and third floors incorporate door closers and electromag-
netic locks that release when an alarm is activated. the closers are installed 
so they cause the windows to open and allow fresh air to enter.

another protection is the seismic design of the structure. expansion 
joints between floors incorporate teflon pads and allow motion in 
multiple directions. 

the building design concentrates the 
noisier functions on the lower floors, 
while the furniture arrangements and 
program functions encourage quieter 
individual study on the upper floors. 
raised access floors throughout the 
building, other than the central terrazzo 
area, allow flexibility in locating data, 
electrical and wireless connections. 
they also double as an air plenum to 
provide an energy-efficient mechanical 
system and improved indoor air quality. 
daylighting strategies shape the form of 
the building and reduce energy usage 
while also providing greater connection 
to the outdoors.  

about ehdd architecture: EHDD, an architec-
tural firm with a 60-year history specializing in 
architecture, design and sustainability, with excep-
tional expertise in libraries and educational facili-
ties, buildings for science and housing, as well as 
museums, aquariums, and zoos.

A	power	transfer	routes	power	from	the	frame	
to	electrified	door	hardware	and	is	completely	
concealed	and	protected	when	the	door	is	closed.

Keyed	removable	mullion	on	this	and	other	selected	
doors	make	it	easy	to	open	up	the	space	so	large	items	
can	pass	in	or	out.	The	keyed	design	allows	quick	
removal,	while	standard	mullions	are	fastened	with	
nuts	and	bolts	that	require	time	and	tools	to	remove.

Windows	on	all	floors	open	automatically	when	smoke	alarms	are	
activated	to	provide	replacement	air.

Alarmed	exit	devices	on	stairwell	doors	direct	users	to	monitored	
exits	for	security	but	provide	emergency	egress	when	needed.
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everal years ago, I was  
contacted by someone who was considering 
purchasing an existing, high-rise residen-
tial building that was not protected with 

an automatic sprinkler system. In order to make the 
purchase and future ownership of the building attractive, 
the prospective owner wanted to make some improve-
ments to various areas and systems throughout the 
building. He asked if it was necessary to install an auto-
matic sprinkler system because he did not intend to make 
any changes to the use or occupancy of the building, and 
there were no existing requirements imposed by the fire 
official to install sprinkler protection in the building.

at the time of the inquiry, a typical answer might 
have been, “It depends on how this is viewed by the 
appropriate code officials.” such an answer would not 
be responsive to the prospective owner’s request. there 
may have been reasons why, at that time, the prospec-
tive owner did not want regulatory officials involved.

Back then, existing codes typically stated that “altera-
tions to” or “modernizations of” an existing building 
required the building to comply with the requirements 
for new construction to the extent practicable.1 the 
applicable codes would require that new high-rise 
buildings be protected throughout with an automatic 
sprinkler system. ultimately, the code official had the 

Photo Credit: © iStockphoto.com/Manuel Gutjahr

Existing Buildings
Fire Protection Engineering in

From Rehabil i tation Codes to Performance-Based Design

S
By Wil l iam E. Kof fel, P.E., FSFPE
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authority to determine what was practicable, and therefore, it 
would have been necessary to explain the project to the code 
official and have him or her render an opinion.

In addition, some codes as adopted at state or local levels 
would tie the need to comply with the requirements for 
new construction to the cost of the construction activity as 
compared to the value of the building. If a certain percentage 
was exceeded, the entire building needed to comply with 
current codes for new construction. while clearly an argu-
ment could have been made that, from a fire protection stand-
point, sprinkler protection made sense and might eventually 
be required regardless of whether any work was done in the 
building, at that particular point in time, this was not the 
question posed by the prospective owner.

The	Purpose	of	Rehabilitation	Codes

the above scenario is one example of why rehabilitation 
codes started to come into play in the united states in the late 
1990s. whether perceived or reality, many felt that the re-use 
of existing buildings and improvements to existing buildings 
was discouraged by the current regulatory environment.2 the 
inability to provide specific responses to questions such as 
the one posed above could lead a developer to invest his or 
her money elsewhere, possibly in a new building where the 
impact of code requirements was more easily defined, and 
the uncertainty of doing rehabilitation work in an existing 
building—as well as what would be found when doing such 
work—would not add to the financial uncertainty associated 
with the project.

choosing new construction over the re-use of existing 
buildings resulted in an increased number of unoccupied 
buildings in many urban areas. In addition, since land was 
either more available or less expensive in suburban areas, the 
new construction took place on land that was not previously 
developed, resulting in what many refer to as “urban sprawl.”

at the time, there were various codes available for adoption 
in the united states. each of the codes contained requirements 
that addressed various activities in existing buildings, includ-
ing repair, alterations, change of occupancy classification and 
additions. the requirements were typically found in a single 
chapter at the end of the code or, in another case, a section 
of a chapter on general requirements. performance-based 
codes, clearly another alternative for existing buildings, were 
in the process of being developed at about the same time.

Going back to the question posed by the prospective owner, 
the work proposed was not repair, nor did it involve a change 
in occupancy. therefore, it fell into the broad category of 

Application of the 
Maryland Building 
Rehabilitation Code
By Mark A. Aaby, P.E.

IN 2007, BUILDING 
improvements were designed 
for an existing high-rise 
residential building consisting 

of the rehabilitation of the existing dwelling units, 
the upgrade of selected mechanical and electrical 
systems, elevator improvements, and consolidation 
of some common use areas on the ground floor. The 
Maryland Building Rehabilitation Code (MBRC) was 
applied to the project to identify mandatory fire 
protection and life safety requirements that were 
triggered by the building rehabilitation.

Through a review of the architectural concept 
drawings and scope of work for the project, the 
category of work for the various rehabilitation work 
areas were classified according to the MBRC. Based 
on the various classifications of work for this project, a 
majority of the rehabilitation work areas did not trigger 
compliance with the codes for new construction. 
Accordingly, existing code compliant conditions 
were for the most part deemed acceptable and 
remained. As an example, at the time the building was 
constructed in the late 1970s, the exit stairs were not 
required to be smokeproof enclosures. The MBRC does 
not require the exit stairs to be smokeproof enclosures. 
Accordingly, upgrades to the existing stairs to create 
smokeproof enclosures, as would be required for new 
high-rise construction, were not required as part of this 
rehabilitation project.

Another example was the existing limited area 
sprinkler system which protects common areas. 
Based on the classifications of work, the MBRC 
analysis did not require the installation of sprinklers 
in the nonsprinkler protected portions of the 
building, unless the work areas included exits or 
exit access corridors. Furthermore, in lieu of an 
emergency voice/alarm communication system as is 
required for new high-rise construction, the existing 
fire alarm system and dwelling unit smoke alarms 
were permitted to remain.

As illustrated by this case study, utilization of 
the MBRC facilitated the investment in an existing 
building, while ensuring that the basic health, safety, 
and welfare of the building occupants was preserved.

Reference: Maryland Building Rehabilitation Code, Maryland Department 
of Housing and Community Development, Annapolis, MD, 2009.
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“alteration,” which could involve anything from rebuilding an exist-
ing wall to the total rehabilitation of the building. one of the things 
that rehabilitation codes do is to separate the work category referred 
to as “alteration” or “modernization” into multiple work categories—
typically at least three separate work categories. with the additional 
work categories, today one is more able to respond to questions simi-
lar to those posed by the prospective owner. More information on the 
requirements contained in “rehabilitation codes” can be found in the 
International existing Building code,3 nfpa 50004 and nfpa 101.5

the case study in the sidebar on the previous page provides an 
overview of some aspects of a project in which a rehabilitation code 
was applied. the Maryland Building rehabilitation code predated 
the model codes cited above and was in fact used as a basis for 
some of the requirements contained in the model codes that more 
specifically address existing buildings.2 It should be noted that the 
building referenced in the case study was not subject to any require-
ments to upgrade the building prior to the rehabilitation project. the 
requirements came into play due to a voluntary rehabilitation project 
proposed by the building owner. therefore, the base line for the proj-
ect was that the building complied with all codes in effect that apply 
to existing buildings not undergoing a rehabilitation project. the 
new work could not make the building less conforming to existing 
codes and, as noted in the case study, resulted in some fire protection 
improvements to the building. the use and occupancy of the build-
ing did not change as part of the rehabilitation project.

Fire	Protection	in	Existing	Buildings

the introduction of rehabilitation codes in the united states 
provided a more easily understood and more consistent regulatory 
environment regarding work in existing buildings. However, even 
with the rehabilitation codes, work in existing buildings presents 
interesting challenges to the design team. unlike new buildings, in 
which concepts can be more easily changed to address the specific 
needs, most projects in existing buildings come with bounding 
conditions. there are aspects of the existing building that may 
restrict the options available to the design team.

the Gilman Hall case study (see sidebar, this page) illustrates 
one such restriction. when working in historic buildings, there are 
aspects of the building that must be preserved since they are of 
historical significance. In the case study, those historical features 
were able to be maintained by upgrading other fire protection and 
life safety features of the building using concepts commonly found 
in prescriptive codes. In other instances, operational features may 
need to be implemented as a means to compensate for an existing 
condition that cannot be modified due to its historical significance. 
when working in historic buildings, the fire protection engineer 
needs to work closely with the historical preservationist to deter-

Gilman Hall 
Case Study 
By Clay P. Aler, P.E.

Gilman Hall was 
the first major 
academic building 
on the Charles Street 

campus of Johns Hopkins University 
(JHU) in Baltimore, MD. Gilman Hall was 
carefully based upon Homewood House 
(1803), beginning the tradition of Federal 
style academic buildings on campus. The 
original construction of Gilman Hall was 
completed in 1915. It is five stories in height 
with a utility basement, and is considered 
a historic structure by the Commission for 
Historic and Architectural Preservation of 
Baltimore City. JHU retained the New York 
City architectural firm of Kliment Halsband 
Architects to rehabilitate and modernize 
the existing building through the use 
of the Maryland Building Rehabilitation 
Code (MBRC), which references the 
International Existing Building Code (IEBC).

The rehabilitation of Gilman Hall provides 
supplementary fire protection and life 
safety features that do not currently exist in 
the building, which will include a complete 
automatic sprinkler system, a standpipe 
system within the exit stairs, and a new 
addressable voice evacuation fire alarm 
system. Egress for Gilman Hall is via two 
new enclosed exit stairs, which will replace 
the eight existing open stairs. The original 
building included an enclosed courtyard 
open to the environment. As part of the 
rehabilitation project, the courtyard will 
be covered with a skylight supported by a 
state-of-the-art lightweight steel framing 
system, in effect creating a four-story tall 
atrium space. A performance-based analysis 
was used to size the smoke exhaust system 
for the atrium. In addition, qualitative 
analysis was used to justify omission of 
sprinkler protection at the skylight level 
of the atrium. The design team worked 
closely with the Baltimore City Fire Marshal 
to incorporate the supplementary fire 
protection and life safety features into 
Gilman Hall while still maintaining its 
important historic architectural features.
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mine what aspects of the building are of historical 
significance and then decide upon an approach that will 
result in an acceptable level of safety. nfpa 914 provides 
requirements for protection of historic structures from 
fire while protecting the elements, spaces and features 
that make these structures historically or architecturally 
significant.6 the document contains both a prescrip-
tive approach and a performance-based approach.

when one hears about the application of performance-
based codes, it generally involves some new structure 
that has unique needs and considerations. However, 
performance-based codes have tremendous application 
to existing buildings where, like Gilman Hall, some 
existing features cannot be changed and alternative 
approaches need to be identified to provide an accept-
able level of safety. a prescriptive code, no matter 
how well it is written, cannot envision all the possible 
issues that may arise when working in existing build-
ings, especially buildings of historical significance.

although not in existence at the time of design for the 
project cited, many of the concepts of modern perfor-
mance-based codes were applied to the case study project 
described in the sidebar on this page. the project involved 
the change of occupancy, using traditional prescriptive 
codes, from a business occupancy to an assembly occu-
pancy due to an increase in occupant load. the use of the 
building would include the reenactment of a trial during 
the colonial period in the u.s. Most likely, there would be 
more than 50 people in the building during the reenact-
ment. the existing building had a single exit, the door did 
not swing in the direction of travel, and the floor level was 
not at the same elevation on both sides of the door. all 
three features were considered to be of historical signifi-
cance and all three features were not acceptable using 
existing prescriptive codes.

one aspect of work that commonly occurs in existing 
buildings that has not been addressed by the three case 
studies is to add onto an existing building. the addition 
may involve an increase in height, an increase in building 
area, an increase in aggregate floor area, or an increase 
in the number of stories (not necessarily involving an 
increase in building height). In addition to making sure 
that the new work complies with the applicable code 
requirements, consideration must also be given to main-
taining compliance in the existing portion of the building. 
for example, it is not uncommon for the design team to 
provide a fire wall to separate the addition from the existing 

Performance-Based 
Case Study 
By William E. Koffel, P.E., FSFPE

The goals for the design of 
 the rehabilitation of Gilman Hall
 were limited to life safety 
from fire and preservation of 
the features determined to be 

of historical significance. Although recommended 
by the fire protection engineer on the project, 
an automatic sprinkler system was not installed 
since it was not required by applicable codes. As 
such, property protection and preservation of the 
historic structure were not necessarily considered 
by the stakeholders as critical goals to be met.

A hazard analysis and subsequently a risk analysis 
were performed to address the life safety considerations. 
Typical fire scenarios were developed based upon the 
contents of the building, which were representative 
of the Colonial period and therefore did not include 
many of the contents found in modern buildings. 
Using computer fire modeling, the level of protection 
provided was analyzed with the single means of 
egress from the building. It was determined by the fire 
protection engineer that an acceptable level of safety 
(as determined by comparing available safe egress 
time to time required to safely egress the building) 
was provided for all but one identified fire scenario. 
After reviewing the fire scenario and the location 
and security provided to the site, the stakeholders 
determined that the fire scenario in question was 
not a reasonably credible fire scenario. That scenario 
involved an incendiary fire at the single exit door.

As a result, it was determined that a single means of 
egress was acceptable. With respect to the door swing, 
the risk analysis indicated that changing the direction 
of door swing could result in an increased risk of trips 
and falls since the floor was not at the same elevation 
on both sides of the door (there was an immediate 
step down on the outside of the door). Therefore, 
operational requirements were put into place to require 
that a staff person be present at the door during all 
reenactments and that an announcement be made 
prior to the reenactment indicating that there is a single 
means of egress and that the door swings inward.

With automatic detection installed in areas 
separated from the assembly space, limitations on 
the fuel packages permitted in the building, the 
features identified above and after receiving peer 
review comments, the stakeholders determined 
that an acceptable level of safety was provided.continues on page 42
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The Door and Hardware Industry affords us the opportunity 
to earn a living supporting our families in addition to the development 
of many great friendships along the way. Many of us have been fortu-
nate enough to befriend a lot of quality people from around the industry. 
recently we lost one of the industry’s great ambassadors. Harry J. smith 
was the consummate professional who filled everyone’s day with passion, 
enthusiasm and, most importantly, a positive approach. 

Born in waukegan, Illinois, february 28, 1919, Harry developed a strong 
work ethic early in life. when Harry was 15, his father passed away. as a 
result, Harry quit school to help support his mother. determined to gradu-
ate, he attended night school courses. after graduation and one week prior 
to the attack on pearl Harbor, Harry enlisted in the navy. His initial job 
description involved working with a little known technology—“radar.” His 
unit provided support and escort protection for the u.s.s. enterprise during 
the “doolittle raid,” and later for the Battle of Midway. the subsequent 
conflict at Guadalcanal resulted in the loss of his ship.

Harry John Smithdhi Spotlight:

Harry J. Smith 

1919-2010

by Michael McCoy

Photos Courtesy of Ted Smith, Silverado Sales, Inc.
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after serving with distinction 
in wwII, Harry tried his hand 
at railroading in the southwest. 
His travels included stops in 
an emerging community called 
Hollywood where he met cary 
Grant and others. soon Harry chose 
to settle down back in waukegan, 
where he met and married freda 
and soon the family began to 
grow (patricia - 1949, ted - 1952 
and sue - 1957). Harry had found 
work with the sager-Barrows lock 
company in north chicago in the 
late forties and learned the basics 
of door hardware from foundry 
to finish. In 1950, most of the 
employees moved with the company 
to Berrien springs, Michigan. 
settling in Benton Harbor, Harry 
and freda focused on their family 
and enjoyed playing golf after work.

More changes in the hardware 
business came calling and several 
years later, Harry found himself 
managing the commercial division 
at schuham Hardware company 
in Glen ellyn, Illinois. one of his 

favorite projects was 
the Marina towers on 
the chicago river—at 
that time, the tallest 
residential buildings and 
the tallest reinforced 
concrete buildings in the 
world.

In 1964, Harry took 
on a new role as a sales 
representative for the 
norton door closer co. 
He had a subsequent 
role as the national sales 
Manager for norton 
as well. to enable 
additional growth and 
missing the sales role 
in the trenches, Harry 
relocated to northern 

california taking the role as sales 
representative in 1971. at a time 
when most of us would be winding 
down our careers, in 1980 Harry 
launched an independent hard-
ware agency within the northern 
california region. adding to 
his portfolio, Harry took on the 
precision Hardware exit device 
product line. 

during the next 20 years, Harry 
pioneered the end-user sales concept 
in california, where the sales strat-
egy at that time was to sell to the 
architect and distributor. starting 
with a 15k/year territory, Harry 
took his wares to the maintenance 
departments of schools, primarily. 
He did his “dog and pony” show, 
demonstrating a hands-on approach 
to basic hardware concepts and the 
technology that went behind it. He 
felt that since the owner (i.e., school 
district) was footing the bill, they 
should have the last word in the 
products that were being specified. 
He liked to say that he could “make 
a bulldog out of a locksmith” if he 

had only 20 minutes with him. In 
this way he reached the ears of the 
key architects, and distributors were 
fond of his friendly visits, where 
he strove to meet and greet every 
person in the building.

In 1993, Harry joined forces with 
his son, ted. ted’s background as 
a general contractor and furniture 
maker brought an unusual mix to 
the team. following in his dad’s 
footsteps, he learned the tricks 
of the trade and found great 
success in serving end-users, and 
eventually the sales grew to $1.5 
million per year. In 1995, Harry 
J. smith and associates took on 
the special-lite door line, which 
ted still represents today.

after a successful business 
venture that included a variety of 
industry-related products, Harry 
finally chose retirement in 1999. 
However, those folks who had 
the opportunity to be a part of his 
morning workout class realized he 
didn’t lose his zeal. aside from all of 
his experience and knowledge, one 
could only wish to carry the infec-
tious positive attitude that Harry 
conveyed to anyone within ear shot. 

His common quips of “top o’ 
the morning to you laddie buck,” 
“cheerio” and “let’s go get ‘em 
charlie” were all Harry J. smith 
classics. everyone liked Harry’s 
style, be it friend or foe. If the 
measure of a man is based on the 
positive influence left behind, our 
friend Harry John smith is certainly 
without equal. He served his family, 
country and all of us with the 
utmost professionalism. we will 
certainly miss him.  

Harry	enlisted	in	the	Navy	a	week	prior	to	Pearl	Harbor.

“Let’s go get 
’em Charlie”
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ONE OF THE CLEAREST and most dramatic trends in the 
design and construction industry has been the adoption 
of green buildings. according to a McGraw-Hill study, 
markets for green commercial and institutional build-
ings in the united states will have increased from $3 
billion in 2005 to $96-140 by 2013. In 2007 alone, owners 
registered almost 1 billion square feet of new construc-
tion, and in 2008, an estimated 10 to 12 percent of non-
residential construction starts were green projects.

favorable government support, coupled with increas-
ing energy price volatility and more affordable and 
tested green technology, will fuel the demand for 
greener construction and building operation. In 2008, 
31 states passed green building policies compared with 
13 states in 2005. the city of Baltimore recently enacted 
legislation—now in effect—which incorporates certain 
performance standards for “green building” into the 
building code for certain new construction projects. 

an industry that is sometimes reluctant to change has 
reached its tipping point. However, despite a critical 
need, construction contracts and risk management have 
simply not kept pace. Indeed, many form construction 
documents fail to account for these dramatic changes, 
leaving basic issues regarding terminology, process and 
risk often unaddressed. accordingly, several commenta-
tors predict increased litigation and frustration among 
project owners seeking to build green.1 this article 
identifies the issues and highlights a new tool which 
attempts to address these coming problems. 

choosing between green building or a tradition-
ally built project fundamentally is a business decision 
from an owner’s perspective. estimates approximate 
increased construction costs of 2.5 to 6 percent for a typi-
cal green building project. state and local governments 
have attempted to mitigate this impact by extending an 
array of tax incentive programs to offset the tax impact 
on green projects that achieve and conform to certain 
performance criteria. By reducing the tax burden by 
as much as 70 to 80 percent, these credits can make the 
difference for owners deciding whether green projects 
are worth their increased costs. 

still, though some studies show that there is a 10-fold 
payback on the increased costs, initial results from some 
projects are starting to raise doubts about whether certi-
fied green buildings are performing any better than tradi-
tionally designed and built buildings. 

the u.s. Green Building council (usGBc) has 
released a new third version of its rating system named 
leadership in energy and environmental design (leed) 
called v3 that attempts to address performance account-
ability by mandating biannual recertification of building 
performance.2 accountability for performance is a good 
thing for all parties, but a serious side effect is that a new 
type of uncertainty is thrown into the mix: tax credit 
incentives, which potentially were an essential part of 
financing, would presumably be subject to potential 
biannual decertification. consequently, buildings failing 

By Geoffrey Washington, Esq. and Brian Perlberg, Esq.

Don’t Fall into the Red by
Neglecting New 
Processes and Risks

Photo Credit: © iStockphoto.com/bronswerk
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to meet projected outcomes often 
lead to something that is all too 
common in the construction indus-
try—claims and litigation.

one of the first green build-
ing cases in the country recently 
occurred in Maryland and could 
preface the start of increased 
litigation associated with green 
buildings. the case highlights that 
traditional standard form contracts 
inadequately address green building 
construction from both a process 
and risk management perspective. 
a developer built a condominium 
project which then encountered 
certain project delays. the contrac-
tor, complaining about a lack of 
payment, instituted a mechanics lien 
suit. the delays caused the loss of 
the tax credits for the project, which 
were issued on an annual “use it 
or lose it basis”; the passing of the 
calendar year resulted in loss of the 
tax credits as the delays pushed 
the project past its completion 
date. the owner, therefore, filed a 
counterclaim against the contractor 
for millions of dollars in losses for 
failure to receive the tax credit.

this scenario highlights how 
pitfalls can occur when contract 
negotiations and documents fail to 
incorporate intervening changes 
in business practices. the same 
should be said for considering 
new green insurance products and 
endorsements3, and may help cover 
costs to rebuild to meet new leed 
certification standards.4 It is therefore 
important to understand that build-
ing green encompasses new business 
practices and procedures. this should 
be addressed before the contract 
is signed and work commenced 
rather than relying upon ill-suited 
standard practices and standard 
documents in a changed world. In 

other words, update your process, 
practices and contracts so that build-
ing green will benefit the environ-
ment, as well as your bottom line. 

New	Standard	Contract		
Document	for	Green	Buildings

How might you go about doing 
this? fortunately there are some 
new tools to help you adapt.5 
published in november 2009, 
the consensusdocs 310 Green 
Building addendum is the first 
standard construction contract 
document that comprehensively 
addresses green building construc-
tion.6 the document clarifies and 
establishes roles, responsibilities 
and procedures for green buildings 
to maximize the successful delivery 
of green building objectives. the 
10-page document is intended 
to be appended to each project 
participant’s contract agreement. In 
addition to coordinating with the 
consensusdocs family of contract 
documents, the consensusdocs 
310 works well with other standard 
documents and “original” agree-
ments, and addresses:

	■ Terminology	and	General	Principles: 
defines key terms and prin-
ciples so that everyone is on the 
same page

	■ Green	Status: clarifies the owner’s 
desired project goals

	■ Green	Measures: establishes the 
required physical and proce-
dural measures

	■ Green	Building	Facilitator: 
coordinates various partici-
pants’ roles and responsibilities 
to achieve Green Measures and 
Green status. addresses who 
will be in charge of document 
collection and submission, and 
if necessary resubmission

	■ Implementation: describes how 
the parties incorporate and 
refine green measures into the 
plans and specifications, and 
resolving potential differences

	■ Risk	Allocation: clarifies legal 
responsibilities

Neutral	Rating	System

one of the more striking things 
about the consensusdocs 310 is 
its flexibility. the document is very 
well suited for owners who desire 
leed certification, but the docu-
ment is not tied to leed alone.7 
not all owners are seeking formal 
certification and the “leafy green 
plaque on the wall.” Many owners 
want higher performance or green 
measures without the third-party 
certification. the 310 is equally 
appropriate for either use.

Green	Building	Facilitator

a new key concept that is intro-
duced by the consensusdocs 310 
is a central point-person to guide 
the project to achieve desired green 
measures through a Green Building 
facilitator (GBf). while classifying 
one party to coordinate the success 
and documentation for a green build-
ing, in today’s reality, these functions 
are being haphazardly lumped onto 
existing project participants without 
much thought. a design professional, 
contractor, construction manager or 
even a third-party consultant can 
be designated to serve as the GBf. 
Initially, it is anticipated that the 
additional work scope requirements 
will be included in the underlying 
contract with design professional, 
design builder and contractor or 
construction manager. However, it is 
possible that a cottage industry could 
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be created in assigning an indepen-
dent expert the role of successfully 
coordinating the development and 
execution of a green building. 

the consensusdocs 310 takes 
into consideration the increased 
coordination needed in design and 
construction. the use of new mate-
rials, equipment and design compo-
nents associated with potentially 
limited field-tested track records are 
contemplated. design development 
strategies and re-evaluation of tradi-
tional design are also addressed. 
Importantly, the design professional 
remains ultimately responsible for 
design, and the contractor retains 
ultimate responsibility for means 
and methods. However, the GBf 
provides assistance to the owner in 
coordinating the design, construc-
tion and document submissions 

that are necessary to accomplish 
the green building objectives. to 
assist the GBf in performing his or 
her duties and obligations, there are 
numerous coordination, cooperation 
and documentation requirements 
placed upon the appropriate project 
participants throughout the design 
and construction process. project 
participants, including specialty 
contractors, subcontractors, mate-
rial suppliers or other consultants 
assisting in achieving green build-
ing measures, are encouraged 
to communicate and coordinate 
their efforts. detailed resolution 
procedures address objections by 
a project party to selected green 
measures, and the GBf is placed in 
a counseling role to the owner on 
alternatives to address objections. 

Risk	Allocation

the GBf is responsible for 
promptly preparing and resubmitting 
documentation submittals should 
a project fail to achieve an elected 
green status, such as leed rating. 
Importantly, the consensusdocs 
310 clarifies that many of the risks 
associated with green buildings are 
consequential in nature and therefore 
classified as consequential damages. 
for instance, failure to achieve a tax 
credit based on a level of leed certi-
fication is a consequential damage. 
liability exposure for a consequential 
damage is explicitly determined by 
the applicable governing contract—
the contract between the owner and 
the party acting as the GBf. the 
green addendum explicitly does not 
attempt to relieve or expand funda-

We Know Insurance Details! 

TrusT.   As members of the Institute, DHI has your 

company’s best interests at heart. DHI and its 

strategic partner will work to meet and exceed all 

of your insurance needs. The program offers a full 

range of insurance coverages including: Property 

and Casualty, Directors and Officers, Employment 

Practices Liability, and Professional Liability.

With the DHI-Sponsored Insurance Program, 

we can provide you ways to lower your risk through 

customized insurance policies and risk education. 

The DHI Board of Governor’s approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

Like most other small to mid-sized 

businesses, our daily focus is in our core 

competencies. When we need insurance 

help we lean on the folks at Telcom.

We have a lot of options today and 

let’s face it, we’re all challenged to 

exceed the expectations of our own 

customers. Telcom has worked hard 

to earn our business and solve our 

problems. They asked the questions to 

truly understand our business in order 

to build a program that fit our needs.

—Greg Lunde, President 

Builders’ Hardware & Supply Company, Inc.

DHI-SponSoreD InSurance program  ★  aDmInIStereD  by tISc

Peter J. Elliott, CPCU – President & CEO  •  800-222-4664  Ext. 1086  •  eMail: pje@telcominsgrp.com

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

6301 Ivy Lane, Suite 506, Greenbelt MD 20770   •  Fax: 301-474-6196
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mental risk allocation issues. the 
consensusdocs family of standard 
agreements specifically calls out such 
risks for the parties to communicate 
and negotiate.8 other standard docu-
ments typically have a consequential 
damages waiver. However, this provi-
sion is one of the more hotly negoti-
ated clauses, further highlighting that 
the parties should make sure they 
coordinate their traditional contract 
practices to reflect new green goals.

Outlook

the penetration of green building 
design and construction has taken 
hold in the united states. It may be 
that well-designed, high-performing 
buildings will become synonymous 
with green buildings. However, 
building green requires an update of 

standard documents to reflect new 
business practices. now is a great 
time to proactively address these 
issues to avoid going from green 
to red (claims and litigation). the 
consensusdocs 310 Green Building 
addendum was written and 
endorsed by a coalition of owner, 
contractor and surety groups, among 
others, to establish best practices in 
regard to contracting for green build-
ings. a separate standard owner—
GBf agreement for consultants who 
may serve in the GBf role will follow 
in the future.

More	Information

you can find a free excerpted 
sample and a guidebook document 
on the consensusdocs 310 at 
www.consensusdocs.org.   

We’re also “On Your Side” and you’ll still be “In Good Hands,” but sorry... 

No talking lizards here.

www.dhi.org

For more 
information, scan 
with a QR Code 
reader-enabled 
mobile phone.

 
about the authors: Geoffrey W. Washington, an 
associate with Adelberg, Rudow, Dorf & Hendler, 
LLC, concentrates his practice in complex civil and 
commercial litigation. For more information, call 
410-539-5195 or visit www.AdelbergRudow.com. 
 Brian Perlberg is Executive Director and Senior 
Counsel for ConsensusDOCS. He can be reached 
at 703-837-5318 or bperlberg@consensusdocs.org 
or visit www.consensusdocs.org
Footnotes
1.  See Powderly, Henry, “Green industry tills fertile ground 

for lawsuits” at http://libn.com/blog/2008/09/05/
green-industry-tills-fertile-ground-for-lawsuits/

2.  See www.duanemorris.com/articles/static/gentilcore_
constructiontoday_sept09.pdf for an excellent discussion 
about LEED v3 by Ed Gentilcore.

3.  See Tom, Patricia-Anne, “Insurance Agents: Get Ready for 
Green Buildign Exposures” at www.insurancejournal.com/
news/national/2010/03/30/108563.htm

4.  See www.zurichna.com/zna/products/industry/realestate/
Green+buildings+insurance.htm

5.  See AGC’s “A Contractor’s Guide to Green Building 
Construction” at www.agc.org/bookstore

6.  See www.ConsensusDOCS.org.
7.  Note that Green Globes and EPA Energy Star buildings are 

other possible certification or ratings sought in the green 
building marketplace.

8. See for instance ConsensusDOCS 200 § 6.6.
reprinted with permission courtesy of 
adelberg, rudow, dorf & hendler, llc
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Industry In the Know
A Focused Resource Highlighting Industry Events that Are Impacting You and Your 

Company and How DHI Is Advancing and Influencing These Efforts on Your Behalf

I 
hope this article finds you and your 
business doing well, having made 
all the right decisions to properly 

position yourself and your company 
as we begin a long, gradual emergence 
from The Great Recession. Prospects 
for the construction industry moving 
into 2011 are very similar to what we 

experienced last year. Almost no one 
is forecasting a great year ahead, but 
maybe more importantly, very few are 
forecasting a drop off from last year. If 
you’ve made it this far, and managed 
to maintain a backlog with reasonable 
margins, you are one of the winners.

So, how are we doing at DHI? 
Although our budget is tight, financially 
we are in pretty good shape, all things 
considered. Our expenses have been 
trimmed and we are seeing the positive 
effects on our statement. Our reserves 
are still strong, and our forecast for 
the fiscal year ending June 30, 2011, 
is better than budget, meaning we 
probably won’t need to rely on our 

reserves for help to the degree that we 
had anticipated. If you’ve been following 
the articles in the Plan Room and those 
in the DHI magazine, you know that 
we began to focus two years ago on 
making the necessary adjustments to 
position our association for a tough 
stretch. I am happy to share with you 

that our association is doing well and is 
focused on expanding and enhancing 
the benefits available to our members.

Education
One of the most exciting new 

offerings available to our members is the 
online education program. Education 
through DHI is getting a whole lot less 
expensive than it was before. No more 
travel and hotel expenses. No more 
extended stays away from home and 
your businesses. We recently conducted 
our first online course, AHC215-
Writing Hardware Specifications, 
an “instructor-led” course. Twenty 
students signed up to participate in 

the weekly two-hour session over 
the course of seven weeks. The initial 
feedback from the students has been 
spectacular. The staff at DHI is now 
working diligently to expand the online 
offering. A curriculum will be created 
for several more courses, including 
other instructor-led courses like 
AHC207-Advanced Detailing Hardware, 
CDC310-Writing Door & Frame 
Specifications, and EHC400-Drawings 
for Electrified Hardware Systems. In 
addition to the instructor-led courses, 
curriculum will be created for several 
“self-paced” online courses. Our goal 
is to have a handful of online courses 
available by the end of the Summer.

FDAI
We are getting traction with respect 

to the Fire Door Assembly Inspection 
(FDAI) initiative. A dramatic increase in 
the demand for inspections of fire door 
and exit door openings is inevitable. 
The new code language is in place and 
its adoption is just a matter of time. The 
Foundation, in its continued effort to 
create awareness relative to the new fire 
door and exit door opening inspection 
code requirements, is working together 
with the National Association of State 
Fire Marshals to reach and educate 
fire marshals and AHJs all over the 
country. The demand for inspections 
and inspectors created by that awareness 
is already apparent, even in market 
areas where the new codes have not yet 
been adopted. The health care industry 
has required inspections of its fire door 
openings for many years through the 
Joint Commission and there is a lot of 

State of the Association

By Ken Metzler, AHC

Photo credits: Mike Roemer/RoemerPhoto.com
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money at stake. Health care facilities 
are welcoming the opportunity to have 
their door openings inspected by our 
FDAIs as a precursor to their Joint 
Commission inspections (see Heppes’ 
column, In Touch, in the February issue 
of Doors & Hardware to learn more).

To date, about 290 people have taken 
the FDAI classes, with a pass rate of 
about 90%. Having earned the credentials 
of FDAI through DHI, many have 
also elected to participate in Intertek’s 
certification program, and are Certified 
Fire Door Inspectors (CFDI). DHI has 
also assembled an FDAI Task Force 
to strengthen the program and help 
grow the ranks of qualified inspectors 
available in the marketplace. One 
strategy is to offer field labor training 
for inspecting companies, essentially a 
qualified assistant to the FDAI or the 
CFDI, trained to conduct inspections 
and complete corrective action.  These 
classes will be delivered by DHI, taught 
by FDAIs (whether certified by Intertek 
or not), and will address both the 
inspection criteria as well as the technical 
knowledge of what can and cannot be 
done to a fire door. The inspection work 
conducted by these individuals must be 
reviewed and approved by an FDAI.

A second strategy will be classes 
offered by the Foundation (whose 
purpose is to serve the general public), 
designed to train an employee of a 
building owner, end user, or institution, 
to manage their fire door assemblies and 
conduct “basic inspections,” working in 
partnership with inspecting companies 
from our industry. Of course, the final 
inspections and remedial work will 
be accomplished by our members.

Distributor Best Practices
Our new Distributor Best Practices 

Group (DBPG) will be getting together 
again this year to continue its work on 
several initiatives identified last year to 
be the most pertinent issues needing 

attention, on behalf of our distributor 
members. Just a few of those issues 
include a Contracts Task Force, which 
was assembled to improve the voice of 
distribution in our industry with respect 
to contract documents, purchase orders, 
indemnification, retention, lien rights, 
etc. DHI has joined ConsensusDOCS, 
a coalition of over 30 separate 
organizations interested in improving 
construction related documents. 
Another focus of the DBPG is addressing 
the chain of custody requirements 
of the Architectural Woodworkers 
Standards (AWS) “Q” Program. A 
Distributor Certification Program is 
another topic being explored, which 
could be designed to establish criteria 
to help define levels of competency 
among the ranks of distribution.

2011 DHI Convention
Our convention this year will be in 

New York City. Some of our members 
might be wondering why we are having 
our annual convention in New York City 
during a down economy. You might recall 
that our 2008 convention was scheduled 
for NYC, but we flip-flopped that year 
for a convention in Boston. In exchange 
we were able to negotiate very favorable 
2011 hotel rates in NYC. And since the 
Boston venue was owned by the same 
group, we were able to save a large sum 
of money on the exhibit hall costs in 
Boston. So, we’ve been locked into NYC 
for our 2011 site since then. I will tell you 
that our Board of Governors and DHI 
staff spent substantial time last spring 
investigating the pros and cons of moving 
it to a more centrally located venue 
with more economical travel costs and 
hotel rates. The penalty associated with 
making that move would have been huge, 
mainly due to the block of hotel rooms 
reserved. In the end, the BOG agreed 
unanimously that keeping the convention 
in New York City was the right and best 
decision for our association. I sincerely 

hope you will do your very best to 
make the trip to join us October 26th 
and 27th in the Big Apple. The 2011 
NYC Host Committee has already met 
several times to plan what promises to 
be a really great show. A recent New 
York Chapter meeting drew about 100 
people! They are excited to be the host 
of the 2011 convention, and they’re 
working hard to make it a great one.

Las Vegas will be the site for our 2012 
convention on October 24th and 25th. 
DHI staff is making efforts to partner 
with manufacturers in our industry 
to explore new ideas, concepts and 
programs for our industry conventions 
moving forward. If you would like to 
be a part of that, I urge you to contact 
Jerry Heppes (jheppes@dhi.org), 
Marcia Slakie (mslakie@dhi.org) or 
Steve Hildebrand (steveh@ptd.net).

Our local DHI chapters are going to 
be more important than ever. In recent 
years DHI has offered something called 
a Chapter Leadership Conference, 
which received very high marks from 
those who attended. Moving forward, 
we will likely continue that effort with 
leadership webinars, designed to attract 
more people from more chapters and 
help to prepare them for a leadership 
position within their own chapters.

I want to take this opportunity to 
thank all of our committee member 
volunteers for their support and 
dedication. In addition, I want to extend 
an invitation to DHI members across 
the country to get involved with either 
your local chapter, or at DHI national. 
There are a variety of committees to 
peak your interest. It is a great way to 
get to know more about your industry 
from the inside, and an opportunity to 
get to know many of your peers from 
across the country. I know that you 
will find it rewarding. Thank you very 
much for supporting DHI, whether 
it is through your financial support, 
or by volunteering your time.  •
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A 
s our economy creeps cautiously out of the 
Great Recession, working smarter and more efficiently 
is still a corporate focus. Errors cost money and impact 

the bottom line. Having a knowledgeable and well-trained staff 
means fewer mistakes, greater productivity, and helping avoid those 
unbudgeted expenses. Successful, forward-thinking companies 
recognize the need to ensure that employees are well-educated and 
up-to-date with skills and changes in codes and industry trends. 
To meet your staff ’s on-going education needs, DHI’s In-House 
Training program enables companies to provide many of DHI’s 
technical courses to your employees conveniently and economically. 

“In-House Education provides the same DHI curriculum as offered 
in DHI’s National schools in the spring and fall,” said Courtney 
Starkey, DHI’s Director of Education. “Classes are also taught by 
DHI-approved instructors following a prescribed curriculum. 
Students complete a standardized end-of-class exam that tests their 
mastery of the subject matter. Those who pass the final test receive 
the same credit as if they had attended a DHI National school.”

Companies can purchase the instructor and student manuals 
for the classes at a VERY reduced rate and conduct the education 
session locally for your employees. Ultimately, In-House education 
further saves employers money by alleviating the need for employees 
to travel out-of-town, thereby eliminating costs for overnight 
stays and meals, and minimizing time spent away from the office. 
“Overall, In-House Education offers the ultimate win-win situation 
for companies within the openings industry,” said Starkey.

A complete list of courses available through the local education 
program and guidelines to help you plan your education sessions 
can be found online at www.dhi.org/education/inhouseEd.

If you’re interested in bringing DHI’s In-House Education to your 
office, contact Paige Horton or Amee Patel at 703-222-2010 for more 
information. DHI staff will guide you from “start to finish” with course 
and instructor selection AND help you coordinate dates and schedules.

“It’s really THAT easy!” assures Starkey.  •

DHI IN-HOUSE EDUCATION
Seattle, Portland, Austin, Augusta, Atlanta or Mendota. No matter what city YOUR company is located in— 

DHI brings National Education directly to your office or event space!

“DHI has helped me achieve my goals 

in this industry and to further my role 

in the success of my company and 

the Door and Hardware Industry as a 

whole. It’s helped [me] and my employer 

understand the importance of a structured 

educational program for those who are 

new to the industry. DHI also plays an 

important role for those who already 

have experience but wish to advance 

their knowledge of the industry.”

Student—Scottsdale, AZ, June 2010

 

“DHI has allowed me to fast track my 

career by giving me the educational 

opportunity to put credentials behind 

my name. That, in conjunction with 

hard work and commitment on my part, 

propelled me into a very enjoyable, 

fun, rewarding, and lucrative career.” 

M. A. Thompson

“Overall, DHI’s educational program is 

extremely valuable… it provides targeted 

educational classes specific to our 

industry and my personal needs!” 

Anonymous, March 2010

What Industry Colleagues Say about 

DHI’s In-House Education…

Industry In the Know
Cont inued
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Kim McCallum
DORMA Canada 

For this month’s “Faces of DHI,” we sat down with 
Kim McCallum of DORMA Canada in Toronto. She’s been  
involved with DHI for the last six years and is currently serving  
her second term as President of the Ontario Chapter. 

Like many in this industry, she began her career working for her 
father who is also in the business. “I began as a receptionist and 
have worked my way up through the ranks of distribution and 
manufacturing,” said Kim. “Now I am in manufacturing as a rep.”

However, she is quick to give DHI the credit for helping her land 
her current job. “When I got involved on the Chapter Board I was 
able to show my qualifications, my ability to be organized and, when 
given a task, to be able to not just do the task at hand but to excel at 
it,” she explained. “My boss, William A. Morris, DAHC, President 
of DORMA Door Controls, Ltd., saw that and had a new position 
he was creating and thought I would be perfect for it and offered 
me the position. And I don’t think that would have been possible 
without being exposed to individuals like Bill Morris through DHI.”

While her involvement with the Chapter Board was initially “a 
challenge,” she encourages anyone 
who is considering a Chapter Board 
position to, “Take it. Don’t look back. 
You put in an hour’s work but what 
you get back is incredible. It is hard 
to put a finger on it, but the respect 
that you get, the relations you build 
through meeting different people and 
the hands-on experience are very 
rewarding. And you never know what 
you are going to learn, but you’ll never 
regret a moment that you give DHI.” Kim McCallum, DORMA Canada Toronto

A barcode scanner 
application is required 
to read the QR code. 
To get the app, start a 
search and download 
an app for “Barcode 
Scanner” compatible 
with your Smart Phone.

Why DHI
Membership IS

Important!

YOU are the Face of DHI!

Want More Information? 
Contact DHI’s Member Services 
Department at 703.222.2010 or 
membership@dhi.org. 

Go to www.dhi.org 
to see what DHI is doing for 
you, your company AND the 
openings industry.

“DHI has been able to help 
me actually find the current 
job that I have.”

Kim McCallum, Ontario, Canada
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ne of the gray areas the door 
and hardware industry has 
struggled with is the use of 

manual flush bolts on pairs of doors in a 
means of egress. the language in nfpa 
101—the life safety code prohibiting 
manual flush bolts—applies to openings 
that are REQUIRED to be pairs—i.e., the 
occupant load is more than a single door 
can accommodate. The International 
Building Code (IBC) has always stated 
that manual flush bolts are not permit-
ted except for very limited exceptions. 
the IBc doesn’t clearly define whether 
this applies to all pairs, or only pairs 
where the inactive leaf is required for 
egress width. I have seen code officials 
interpret this to mean no manual flush 
bolts—period.

pairs of doors are often used when 
a single door would provide sufficient 
egress width, possibly for aesthetics, 
traffic flow, or the movement of large 
equipment. Manual flush bolts are often 
the preferred method of locking the 
inactive leaf on those pairs, rather than 
panic hardware on both leaves or auto-
matic flush bolts and a coordinator. the 
2009 edition of the IBc includes some 
new exceptions which clarify the intent 
of this requirement.

In Business, factory, and storage occu-
pancies, manual flush bolts are allowed 
on the inactive leaf when the doors are 
serving fewer than 50 people, or when 
the building is sprinklered and the inac-
tive leaf is not needed for egress width. 

according to these exceptions, the inac-
tive leaf can not have a doorknob, panic 
device, or anything that looks like oper-
able hardware. other exceptions include 
individual dwelling units, storage or 
equipment rooms, and patient rooms in 
I-2 occupancies. please note that these 
exceptions do not apply to fire-rated 
doors that require positive latching. for 
fire-rated doors, consult NFPA 80.

technically, this requirement 
doesn’t apply until the 2009 edition is 
adopted by the jurisdiction where a 
project is located, but I consider this 
more of a clarification than a change. 
clarifications like this can often be used 
to show intent of the code when there 
are questions.

Here is the text from the 2009 IBC: 
1008.1.9.4 Bolt locks. Manually operated 
flush bolts or surface bolts are not permitted.

exceptions:
1. on doors not required for egress 

in individual dwelling units or 
sleeping units.

2. where a pair of doors serves 
a storage or equipment room, 
manually operated edge- or 
surface-mounted bolts are permit-
ted on the inactive leaf.

3. where a pair of doors serves 
an occupant load of fewer than 
50 persons in a Group B, f or 
s occupancy, manually oper-
ated edge- or surface-mounted 
bolts are permitted on the 

Manual Flush Bolts

O
By Lori Anne Greene, AHC/CDC, CCpr

DECODED:

From the well-known blog 

idighardware.com by 

Lori Greene, D&H is 

pleased to bring you a 

new column on codes—

DECODED!
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inactive leaf. the inactive leaf shall 
contain no doorknobs, panic bars 
or similar operating hardware.

4. where a pair of doors serves a Group 
B, f or s occupancy, manually oper-
ated edge- or surface-mounted bolts 
are permitted on the inactive leaf 
provided such inactive leaf is not 
needed to meet egress width require-
ments and the building is equipped 
throughout with an automatic 
sprinkler system in accordance with 
Section 903.3.1.1. the inactive leaf 
shall contain no doorknobs, panic 
bars or similar operating hardware.

5. where a pair of doors serves patient 
care rooms in Group I-2 occupancies, 
self-latching edge or surface-mounted 
bolts are permitted on the inactive leaf 
provided that the inactive leaf is not 
needed to meet egress width require-
ments and the inactive leaf contains 

no doorknobs, panic bars or similar 
operating hardware.

and here is the text from the 2009 edition of 
NFPA 101: 7.2.1.5.10 Where pairs of door leaves 
are required in a means of egress, one of the follow-
ing criteria shall be met: 

1. each leaf of the pair shall be 
provided with a releasing device 
that does not depend on the release 
of one leaf before the other.

2. approved automatic flush bolts shall 
be used and arranged such that the 
following criteria are met:

 (a)  the door leaf equipped with 
the automatic flush bolts 
shall have no doorknob or 
surface-mounted hardware.

 (b)  unlatching of any leaf shall not 
require more than one operation.  

CONVENIENT      ECONOMICAL      EFFICIENT

SELECTIONS OF DHI’S RENOWNED      

   NATIONAL EDUCATION WILL BE 

    AVAILABLE ONLINE IN EARLY 2011.

  For Program Details visit 
www.dhi.org

Coming in 2011...

DHI Online Education
A Community of  online teaching and learning for the Openings Industry

Manual	flush	bolts	must	
be	projected	and	retracted	
manually,	so	there	are	
limitations	regarding	their	use	
on	fire	doors	and	egress	doors.	 Photo Courtesy of Ingersoll Rand Security Technologies
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This	is	an	exit	door	within	
a	roll\down.	There	is	an	
extra	set	of	hinges	to	
swing	the	entire	opening	
out	of	the	way.	Too	bad	
they	violate	the	exit	with	
the	extra	nightlatch.

have pictures you’d like to share? email your high resolution pictures (300 dpi or higher) to Jess madden at jmadden@dhi.org or  
mail them to Jess madden, dhi, 14150 Newbrook dr., suite. 200, chantilly, Va 20151. Be sure to include your name, descriptions of  
what the photos show and where you were when you took them!

By submission of your photos to DHI, you, the copyright holder, grant DHI copyright permission to use these images in all media,  
throughout the universe, in perpetuity. Submission of your photos is not a guarantee of use by DHI.

I took my first picture of an illegally locked door 
many, many moons ago. It was before the advent 
of digital cameras. 

My first shot was in one of those dollar-type stores. I 
didn’t have a camera on me, so I actually took a dispos-
able camera off a shelf, went to the back of the store 
and photographed the blocked exit, went to the cashier 
and bought the camera.

I later developed the pictures and used them as hand-
outs while I did my presentations. this was in the days 
before powerpoint, so  you’ve gathered that I’m over 30.

as technology advanced, so did I, and my digital 
pictures have graced the pages of this magazine. In 
fact, I even went back to that dollar store years later 

and re-photographed the same door. It had been 
untouched and was still in rotten shape.

I’ve always included a request for pictures in  
my articles. a few have been emailed to mberger@
securitech.com, and they were great ones. 

I realize not everyone carries a digital camera with 
them, so perhaps that limited my getting pictures.

But no more excuses!  all the photos taken on this page 
are courtesy of the camera on my phone. Just set it to the 
highest resolution, click away and email it right over.

I expect to receive pictures from many different locales. 
More importantly, I hope the folks taking the pictures 
bring the violations to the attention of the facility or store 
manager and ask them to correct it, for safety’s sake.

r e a l  o p e n i n g s  t h e  G o o d ,  t h e  B a d ,  t h e  u G ly

all you need Is your Phone! By Mark Berger

Step	right	up…	but	don’t	
get	out.	This	store	had	many	
things	marked	down…	but	the	

blocked	exit	was	a	step	up.
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We	were	looking	to	
rent	some	additional	
space	and	this	is	an	
office	in	a	warehouse	
building.	Not	for	me!

No	room	for	an	
exit	sign…	no	

ability	to	get	out	
either	for	these	
office	workers.

DHI’S INTERACTIVE MEMBERSHIP 
DIRECTORY

New for DHI’s Online Membership 
Directory...

Monthly Updates Featuring:

• Certifi ed DHI Consultants who actively participate in the 
Continuing Education Program (CEP). Look for the “#” sign 
that denotes a DHI Member as a CEP participant!

• Interactive “DHI Chapter Map” that lets you easily 
identify local DHI Chapters in the immediate area within 
any state

Go to: www.dhi.org to access this Exclusive Member Only Benefi t.
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building. the reason for provid-
ing the fire wall is that it creates 
a new building, and therefore the 
impact on the existing building 
does not need to be considered. 

unfortunately, building area limits 
in u.s. building codes generally 
take into account the open perim-
eter around the building. adding on 
to an existing building using a fire 
wall between the addition and exist-
ing building results in a reduced 
open perimeter for the existing 
building, so the building area may 
need to be re-evaluated.

Other	Possible	Approaches

while the content of this article 
focused on some new construc-
tion or activity within the existing 
building, there are also projects that 
involve upgrading existing build-
ings to meet the requirements of an 
applicable fire code. the rehabilita-
tion codes referenced in this article 
do not apply to such projects, but 
clearly the use of equivalencies, 
alternative methods and perfor-
mance-based codes could apply.

with respect to new construction 
or some new use or occupancy 
of existing buildings, there are a 
number of options available. Many 
jurisdictions now adopt a code that 
contains rehabilitation provisions 
that are intended to encourage the 
re-use of existing building while 
still providing an acceptable level of 
safety. equivalencies and alternative 
methods may be used in addition 
to the specific prescriptive code 

requirements. alternatively, perfor-
mance-based codes may provide 
a methodology for determining 
acceptable protection strategies that 
would not otherwise be identified.

lastly, the fire protection engineer 
should give due consideration to a 

wide range of protection strategies 
that may be available. one resource 
that can be used to determine alter-
native protection strategies is nfpa 
550.7 the risks to be addressed 
can be determined using a fire 
risk assessment methodology as 
outlined in the sfpe engineering 
Guide to fire risk assessment.8 the 
limitations presented by the exist-
ing building can be overcome by 
a thorough analysis of the options 
available to provide an acceptable 
level of safety.  

about the authors: William Koffel, Mark Aaby 
and Clay Aler are with Koffel Associates, Inc.
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A prescriptive code, no matter how well it is written,  
cannot envision all the possible issues that may arise…

Existing	Buildings  from page 27

Guardian Fire Test Labs, Buffalo, NY
Area Office:  15 Wenonah Terr.,

Tonawanda, NY 14150-7027
Phone: 716-835-6880

Fax: 716-835-5682
Email: gftli@earthlink.net

Web Site: www.firetesting.com

MISSING
FIRE DOOR LABELS?

n  Steel Door Frames .  .  .  .  .  .  .  . 90 min .
n  Steel Doors .  .  .  .  .  .  .  .  .  .  .  .  .  . 90 min .
n  Wood Frames  .  .  .  .  .  .  .  .  .  .  .  . 20 min .
n  Wood Core Doors  .  .  .  .  .  .  .  . 20 min .
n   Mineral Core Doors  .  .  .  .45/90 min .
n   We Label the Door and Frame,

and Comment on the Hardware

GUARDIAN IS AN ISO 17025-2005

ACCREDITED TEST LAB; INSPECTION AND 

PRODUCT CERTIFICATION

AGENCY PER ISO17020 AND ISO GUIDE 65

WE CAN RE-LABEL THEM BY  
INSPECTION AND ExAMINATION
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COURSE CURRICULUM

Track/Course 
Options

Sunday, 
May 15

Monday, 
May 16

Tuesday, 
May 17

Wednesday, 
May 18

Thursday, 
May 19

Friday, 
May 20

Saturday, 
May 21

Sunday, 
May 22

COR
(7-day)

Understanding & 
Using Construction  

Documents 
(COR103)*

Architectural 
Hardware & 
Applications 

(COR113)

Architectural 
Hardware & 
Applications 

(COR113) 

Architectural 
Hardware & 
Applications 

(COR113) 

Using Codes 
& Standards 
(COR140)+

Using Codes 
& Standards 
(COR140)+

Using Codes 
& Standards 
(COR140)+

COR 
(8-day)

Understanding & 
Using Construction  

Documents 
(COR103)*

Architectural 
Hardware & 
Applications 

(COR113)

Architectural 
Hardware & 
Applications 

(COR113) 

Architectural 
Hardware & 
Applications 

(COR113) 

Door & Frame 
Applications 

(COR120)

Door & Frame 
Applications 

(COR120)

Takeoff & 
Estimating 
(COR125)*

Takeoff & 
Estimating 
(COR125)*

COR/EHC
(8-day)

Electrified  
Architectural  

Hardware 
(COR133)

Electrified 
Architectural 

Hardware 
(COR133)

Electrified 
Architectural 

Hardware 
(COR133)

Electrified 
Architectural 

Hardware 
(COR133)

Electrified 
Architectural 

Hardware 
(COR133)

Drawings for 
Electrified 

Hardware Systems 
(EHC400)* 

Drawings for 
Electrified 

Hardware Systems 
(EHC400)*

Drawings for 
Electrified 

Hardware Systems 
(EHC400)* 

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)*+

EHC
 (3-day)

Writing Electrified 
Hardware System 

Specifications 
(EHC415)*

EHC Exam Prep 
(EHC420)*

EHC Exam Prep 
(EHC420)*

EHC
(8-DAy)

Access Control 
& Electrified 

Hardware Systems 
(EHC405)*

Access Control 
& Electrified 

Hardware Systems 
(EHC405)*

Access Control 
& Electrified 

Hardware Systems 
(EHC405)*

Installing & 
Troubleshooting 

Electrified 
Hardware Systems 

& Access Control 
Devices (EHC410)*

Installing & 
Troubleshooting 

Electrified 
Hardware Systems 

& Access Control 
Devices (EHC410)*

Installing & 
Troubleshooting 

Electrified 
Hardware Systems 

& Access Control 
Devices (EHC410)*

EHC Exam Prep 
(EHC420)*

EHC Exam Prep 
(EHC420)*

Additional 
Courses

Principles of 
Specification 

Writing (COR145)+

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)*+

DHI National Education
May 15 - 22, 2011   •  Lansdowne, VA  

*  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.



SCHOOL_Regforms_Spring2011_2-7-11_JA Edits

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 are 
an important step in your development as a professional in the 
architectural openings industry. Many hardware items can be 
used in more than one application. Knowing which application 
is correct for a particular opening will make you indispensable to 
your customers and clients.

COR120 Door and Frame Applications
(16 Hours) (48 CEP points)

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.

Prerequisites: 
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.

IMPORTANT INFORMATION

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

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

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

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

CHALLENGE EXAM – DHI offers a series of exams al-
lowing you to earn credit for courses using knowledge you have 
gained by DHI education, industry training, and on-the-job train-
ing. Passing an exam gives you credit for that course in the DHI 
Credentialing Program. For Challenge Exams, go to www.dhi.org.

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

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

TUITION POLICIES – 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 April 15, 2011. 

•  A $200.00 administration fee will be applied to cancellations 
received from April 1, 2011, to April 15, 2011.

•  After April 15, 2011, no refunds will be allowed.

•  Prior to April 15, 2011, 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 April 15, 2011, will incur the $200 
administrative 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 April 15, 
2011, will forfeit the class tuition. Notifications occurring from 
April 1 – April 15, 2011, 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 March 31, 2011, to complete 
the course prerequisite(s). Students who do not satisfy 
this condition will receive an automatic cancellation of 
registration on April 1, 2011, and will also incur the $200 “late 
cancellation” administrative fee.

•  A $100 administration fee will apply to cancellations (requested 
on or after April 1, 2011) that are emergency 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.

Course Descriptions  

+  Students attending these classes are  
required to bring reference materials that 
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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DHI National Education Course Descriptions cont’d

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 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.

Prerequisites:  
COR113 – Architectural Hardware and Applications 
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

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

EHC400 Drawings for  
Electrified Hardware Systems
(24 Hours ) (72 CEP points)

Perhaps the most tedious aspect of electrified hardware systems 
is creating the final point-to-point wiring diagrams for all of the 
separate components. This course teaches use of correct industry 
symbols and drawing techniques to help you communicate the 
project’s requirements more effectively with the installer.

Prerequisites: 
COR133 – Electrified Architectural Hardware

EHC405 Access Control and  
Electrified Hardware Systems
(24 Hours) (72 CEP points)

Building security is one of the most important concerns for 
today’s projects. This class teaches you how to incorporate and 
integrate electrically controlled hardware items into an access 
controlled security system. You will learn how to: use controllers, 
interface with auxiliary systems (including CCTV), communicate 
with electrical and alarm systems professionals, and layout access 
control and electrified hardware systems.

Prerequisite:  
EHC400 –  Drawings for Electrified  

Hardware Systems

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

Proper installation of electrified hardware and access control 
devices is critical. Fire and life safety requirements can be 
compromised when these products are incorrectly installed. 
This course covers how to direct the installation of electrified 
hardware and access control devices, as well as troubleshooting 
circuits and systems in the field. Learn how to: use a multimeter 
to troubleshoot circuits, review wiring diagrams, read electrical 
blueprints, verify electrical connections, field test systems, and 
coordinate with other trades.

Note: Students are required to bring a digital multimeter (equal to 
WaveTek Model DM15XL).

Prerequisite:  
EHC405 –  Access Control and  

Electrified Hardware Systems 

EHC415 Writing Electrified Hardware 
SystemsSpecifications
(8 Hours) (24 CEP points)

Electrified hardware systems specifications require coordination 
with mechanical hardware and doors and frames, as well as 
communication, fire alarm, life safety and access control security 
systems. Learn to coordinate  your electrified hardware systems 
specifications throughout the architect’s project manual, using 
the Construction Specifications Institute’s (CSI) MasterFormat™ 
as a guide.

Prerequisite:  
COR145 – Principles of Specification Writing

EHC420 EHC Exam Prep
(16 Hours) (48 CEP points )

This course is designed to walk you through the exercises 
required to complete the EHC certification exam, under exam-like 
conditions. You will leave this class with a firm understanding of 
how to prepare for the EHC exam.

Prerequisites:  
All courses required to sit for the exam

ELT500 Aftermarket Sales and  
Building Renovations
(8 Hours) (8 CEP points)

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

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 that 
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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ENROLLMENT INFORMATION

Course Title (Course Number) Date(s)**
“Early Bird”

Member Price 
thru 04/15/11

Member 
Price 

Non-Member 
Price $TOTAL

Fire and Egress Door Assembly Inspection (DAI600)*+ May 15, 16, 17, 18 $2245 $2245 $2745 $______________

Understanding & Using Construction Documents (COR103)* May 15 $345 $370 $445 $______________

Architectural Hardware & Applications (COR113) May 16, 17, 18 $1035 $1110 $1335 $______________

Door and Frame Applications (COR120) May 19, 20 $690 $740 $890 $______________

Takeoff and Estimating (COR125)* May 21, 22 $690 $740 $890 $______________

Electrified Architectural Hardware (COR133) May 15, 16, 17, 18, 19 $1825++ $1950++ $2325++ $______________

Using Codes and Standards (COR140)+ May 19, 20, 21 $1035 $1110 $1335 $______________

Principles of Specification Writing (COR145)+ May 16 $345 $370 $445 $______________

Masterkeying (AHC200) May 15 $345 $370 $445 $______________

Detailing Hardware (AHC205)*+ May 16, 17, 18 $1035 $1110 $1335 $______________

Advanced Detailing Hardware (AHC207)*+ May 19, 20, 21 $1035 $1110 $1335 $______________

AHC Exam Prep (AHC220)*+ May 19, 20, 21 $1035 $1110 $1335 $______________

Drawings for Electrified Hardware Systems (EHC400)* May 20, 21, 22 $1035 $1110 $1335 $______________

Access Control and Electrified Hardware Systems (EHC405) May 15, 16, 17 $1035 $1110 $1335 $______________

Installing and Troubleshooting Electrified Hardware Systems 
and Access Control Devices (EHC410) May 18, 19, 20 $1035 $1110 $1335 $______________

Writing Electrified Hardware Systems Specs (EHC415)* May 20 $345 $370 $445 $______________

EHC Exam Prep (EHC420)* May 21, 22 $690 $740 $890 $______________

TOTAL AMOUNT DUE $___________________+++

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

PART 1 of 2

*  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 and take home for future use.

+++  See Tuition Policies detailed under Important Information at the  bottom of Course Description page.

DHI NATIONAL EDUCATION REGISTRATION FORM

DHI National Education
    May 15 - 22, 2011 • Lansdowne, VA

Register NOW for “Early Bird” Tuition Rates!Offer ends:APRIL 15, 2011



 c o r p o r a t e  a c c e s s
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PART 2 of 2

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

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

Card Number_____________________________________________________________________   Expiration Date  _______________ / ___________________

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

Signature _______________________________________________________________________________________________________________________

CREDIT CARD BILLING ADDRESS: 

q  Check if the credit card billing address is the same as address listed for student above. If different, please note “credit card billing address” below:

Address ________________________________________________________________________   Apt/Suite No. ______________________________________

City __________________________________ Province/ST ____________________________  Zip/Postal Code_____________________________________ 

PAYMENT INFORMATION

PLEASE COMPLETE PARTS 1 & 2 OF THIS FORM AND RETURN TO:

Door and Hardware Institute

14150 Newbrook Drive, Suite 200, Chantilly, VA 20151

Phone: 703/222-2010  Fax: 703/222-2410   
or  

Register online at www.dhi.org

Accounting use only.

TOTAL AMOUNT DUE $___________  
(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 ___________________________________________________
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 c o r p o r a t e  a c c e s s
s a l e s

by John Graham

Turning the Tide in Your Favor

E 
Ven tHe Most self-assured 
and stoic among us feels the 
intensity of the times. the 

economic recovery seems quite 
elastic at best. today’s good news 
can disappear as quickly as it 
appeared. the end of the economic 
drought isn’t in sight, as far as retail-
ers are concerned. they continue 
their deep discounting in spite of 
having trimmed orders. It may be a 
good idea to prepare for even more 
demanding conditions.

In spite of this extended “dry 
spell,” we’re still faced with the 
necessity of doing business, of 
making sales and meeting customers 
expectations—and, yes, demands.

Here’s a series of strategies that 
can help turn the tide in your favor. 
they’re straight from the real world 
and doable. some may seem more 
significant than others. perhaps they 
are, but each one may help gain a 
prospect’s attention and solidify a 
customer relationship. while these 
strategies may not solve every prob-
lem, they can help turn the tide in 
your favor:
1. Increased customer expectations 

require real-time responses. 
seemingly innocent comments 
can send the wrong message. 
for example, “I’ll get that for you 
when I get back to the office” 
can make sales reps look like 

they’re out of sync with the times. 
whatever else is happening, busi-
ness today is a “no waiting zone.” 
 although apparently surprising 
to some, the ipad’s appeal to the 
business community seems rather 
obvious as it provides continuous 
connectivity and its touch screen 
makes it a seamless extension of 
the person using it. It keeps the 
attention focused on the person 
using it rather than on a piece of 
equipment, such as a laptop. and 
unlike a laptop, the ipad is uniquely 
designed for sharing. whether 
these distinctions are actual or 
perceived makes no difference; the 
results are what count and that’s 
real-time responses.

2. Salespeople must be competent 
business consultants. while 
“there will always be a need for 
salespeople,” those who only want 
to “get the order and get going” 
are fast disappearing. 
 the change is evident in most 
industries. “In our business, we 
bring a lot more than the next load 
of gasoline to our dealers,” says 
Jonathan shaer, vice president 
of Mutual oil co., Inc., a large 
independent gasoline distributor 
based in Brockton, Mass. “to 
earn a gasoline dealer’s business 
today, we must be consultants, 
bringing a wide array of technical 

and business solutions to help 
them cope with changing circum-
stances and to take advantage of 
new opportunities for growth,” 
says shaer. “that’s a demanding 
task that requires both experience 
and expertise.”

3. Keep your promises. who wants 
to do business with someone 
who ignores deadlines, who jokes 
about being late to meetings and 
then bows out early? this is no 
small problem for business orga-
nizations. If you Google “time 
management,” there are 195 
million entries! 
 for some reason, it’s easy to 
forget that appointments are 
promises. Meeting times are 
promises. due dates are prom-
ises. proper preparation is a 
promise. deadlines are promises. 
 By consistently keeping 
these promises, you send your 
co-workers, supervisors and 
customers the message that you 
are someone they can count on, 
someone who delivers.

4. Develop your own networking 
group. with all the networking 
opportunities that exist via the 
Internet and with face-to-face, why 
spend the time doing it yourself? 
 although that’s what most 
of us might think, preston 
diamond, executive director 
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of the Institute of workcomp 
professionals sees it differently. 
at his suggestion, insurance 
sales executive curt dumbleton 
of widerman & company in 
Haddonfield, n.J., started a 
networking and sales group with 
a few current clients, along with 
several prospects he wanted the 
chance to work with. when he 
approached them, “the response 
truly surprised me,” dumbleton 
reports. “everyone jumped at the 
opportunity to join us.” and for a 
good reason. rather than taking 
the popular “so, what do you 
do?” approach, dumbleton turned 
networking on its head. “we keep 
it very simple,” he says. “It’s about 
‘How can I help you grow your 
business?’” 
 dumbleton says that this isn’t 
a message that those involved 
are used to hearing from insur-
ance people. “My clients have no 
problem inviting others to our 
monthly luncheon because it’s 
different from other networking 
groups they’re involved with.” He 
says there’s a new success story 
every month. “It’s gone so well 
that I’ve been asked to start two 
other groups.” 
 dumbleton summarizes his 
success this way, “I’m meeting new 
people and opportunities keep 
coming. I’m currently working on 
two very nice accounts, primarily 
because we wanted to help these 
people grow their businesses.”

5. Stay away from the lowest price 
trap. “It’s easier said than done,” 
you say. perhaps. But progressive 
Insurance, the company that goes 
head-to-head with GeIco on low 
price, introduced its “freedom 
to name your price” advertising 
campaign, an effort to move the 
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focus from telling the customer 
what to pay to what the customer 
wants to pay. Beyond being an 
excellent attention-getter, it’s an 
effective strategy for engaging the 
customer in the buying process. 
 In a similar way, Goodyear 
lets customers decide what they 
want to pay with a comparison 
rating system for its four lines of 
car and minivan tires. using this 
educational tool, customers select 
the qualities that are most impor-
tant to them, which is an effective 
way to relate value and price.

6. Stay away from “entrapment 
marketing.” while it’s nothing 
new, the Internet has elevated 
“entrapment marketing” to new 
dizzy heights. It might also be 
called “marketing for suckers.” 
It starts with a lure, usually a 
free “report” or an article with 
an intriguing title that captures 
a viewer’s interest. then, when 
someone clicks on it, up pops 
a page with the first few para-
graphs of the article. Getting to 
the rest of it takes another click—
and filling out a form with your 
contact information. 
 this is just one example of 
entrapment marketing. How did 
you feel if this has happened 
to you? probably angry and 
resentful. and you want nothing 
to do with a company that plays 
you for a sucker. 
 If you offer valuable informa-
tion, then make it available 
instantly without any strings 
attached. then, at the end of the 
article, make your offer of “more 
information,” a subscription to 
the company’s newsletters or the 
opportunity to complete a survey. 
If you have captured the reader’s 
interest, they may be ready to share 

their contact information with you. 
Instead of eliciting anger, you are 
rewarded with appreciation.

7. Make it easy for customers to find 
you. this may sound so obvious 
it’s silly. yet compare the amount 
of time and money companies 
spend on trying to find customers 
with their pitifully limited invest-
ments in having customers find 
them. Most salespeople know that 
the chances of making a sale go 
way up if the customer calls them. 
It’s at that moment that the twin 
conditions of need and urgency 
come together. 
 yet most companies continue 
to ignore the value of working 
with motivated buyers. Instead, 
we continue to pursue prospects 
with outdated sales strategies 
that focus on cold calling in one 
form or another.

today’s customers want to be 
in charge of making purchases; 
they don’t want someone chasing 
them. the task, then, is staying in 
front of customers, whether it’s on 
the Internet, through advertising, 
articles or using the social media 
so that when they get ready to buy, 
you’re there. the “hottest” lead of all 
is when the customer contacts you.

each of these strategies aims at 
turning the tide in your favor, a chal-
lenging task anytime, but even more 
so today. the winning success formula 
calls for new ideas, careful execution 
and consistent implementation.  

about the author: John R. Graham is President 
of Graham Communications, a marketing services 
and sales consulting firm. He is the author of the 
new Magnet Marketing and Break the rules 
selling, writes for a variety of business publica-
tions, and speaks on business, marketing and sales 
issues. Contact him at 40 Oval Road, Quincy, MA 
02170; 617-328-0069; jgraham@grahamcomm.com.
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m a n a g e m e n t

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

By Abe WalkingBear Sanchez
Soaring Above the Oblivion

R 
ecently I Had a conVer-
sation with a very knowl-
edgeable and successful ceo, 

and a question came up concerning 
how many of today’s businesses 
will survive the next five years. 
His guess was that fully half of the 
companies now in business will 
either fail, fall by the wayside and be 
replaced by new start-up companies, 
or be bought out and consolidated 
by other companies.

I suggest that you want to be 
the consolidator, and not the 
consolidated. 

look at the structure of your 
company. the old top-down 
hierarchy, command-and-control 
model may be necessary in deal-
ing with wars, major oil spills and 
other crises. But there’s a better 
way of organizing and managing a 
company to meet today’s challenges.

Move away from a hard-rule 
methodology with strict organiza-
tional charts and lines. transition to 
a flatter and more innovative orga-
nization guided by the interest and 
passion of those involved in doing 
the work.

C-level managers need to be 
mentors and storytellers who are 

the keepers of the core values. If 
you don’t have core values, or if 
your managers don’t know what 
they are, this would be a great time 
to start identifying them.

cross-train sales, credit, opera-
tions, customer service and market-
ing managers so they’re familiar 
with each others’ jobs. doing this 
will uncover and reduce the inef-
ficiencies created by old depart-
mental thinking and behavior. 
work groups that cut across old 
department lines are better able to 
get the work done in a more efficient 
manner. these new work groups 
need to be inclusive and passionate 
about their tasks.

Inspiring	Improvement

a business manager not focused 
on improvement becomes an 
administrator at best and a bureau-
crat at worst. consider having your 
key people stay late one night a 
week or come in saturday morn-
ing for an “ongoing Improvement 
Meeting.” constantly remind every-
one, yourself included, that any little 
improvement has a real and signifi-
cant effect on reducing the cost of 

doing business for your company 
and for your business customers.

there’s a cascading effect 
to ongoing small improve-
ments; one begets another. 

take time to establish an under-
standable purpose for each major 
and key function that tells how 
that function can best contribute 
to meeting or exceeding expecta-
tions—at a profit. 

establish and document the goals 
for each function and the meth-
odology for achieving the goals. 
remember that the people carrying 
out the processes are the people best 
suited to tell you how the goals are 
to be achieved; they’re the experts. 
put the right people in the right job, 
and make sure that employees have 
what they need to carry out the 
processes involved. 

Monitor the key steps in your 
processes to ensure quality. a 
good book to read in this regard is 
The Goal by eli Goldratt. Measure 
against the goals, and if you are not 
hitting the goals, review the process 
or the people involved. 

If you are the owner or ceo, or 
desire to be, get to the office early, 
and if there’s if there’s snow, shovel 

There are many ways to recalibrate operations and find  
true success despite all the economic uncertainty.
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the walk. If there’s trash, pick it 
up. and whether you feel like it or 
not, greet everyone you meet with 
a big smile and walk like you have 
places to go and things to do. It’s the 
example thing. nothing is worse 
and more detrimental to morale 
than having a sad-sack boss.

Learning	from	Stone

don’t even start to believe that 
there’s nothing you can do to ride out 
the rough times and come out ahead.

w. clement stone began selling 
life insurance in detroit when he 
was 16. In 1922 he borrowed $100 
and moved to chicago, where he 
rented a desk for $25 a month and 
started the combined registry co. 
when the Great depression hit in 
1929 and other insurance agents 
sat around drinking coffee, stone 
took to the street and targeted new 
policyholders.

He’d stake out the parking lots of 
factories and companies that were 
still in operation, and then he’d 
follow people home. He’d give the 
prospect 15 to 20 minutes to give 
mama and the kids hugs and take 
off their shoes. and then he’d knock 
on the door and say, “I’m contacting 
employees of the name of the company 
by the parking lot about a financial 
security plan,” by which he meant 
life insurance. 

even if they couldn’t or wouldn’t 
see him right then, he’d get a name 
and, if they had one, a phone 
number. then he’d set up a later 
appointment to see them.

Instead of wasting time and energy 
crying about what was wrong, stone 
figured a way to not only survive but 
to excel. It was during the worst of 
times that he developed his “blue-
print for success” and went on to 

found the combined Insurance co. 
of america.

More recently, Jim stanley, manag-
ing director of nexum software, 
related the following story: “I 
attended a client meeting last week 
in london. the company is a highly 
respected and long-established busi-
ness. the meeting focused on client 
retention and how to ensure that the 
business model changes to retain 
existing revenue streams.

“after an hour, we were joined by 
George, who listened for a while as the 
board members journeyed through 
some ‘blue sky’ thinking. George then 
stood up and glanced at each person 
in the room for a brief moment—only 
for a second but it conveyed an inten-
tion to all. the room fell silent. ‘we 
have many competitors around the 
world, and you are focusing on how 
to prevent them stealing our market 
share. But they have market share, and 
they have clients.

“‘your plan must be to grow, to 
survive, to ensure there is a plenti-
ful supply of fruits coming into the 
company to feed our needs,’ George 
continued. ‘By all means defend, but 
also create a strategy to wobble the 
opponent, weaken them and eventu-
ally out-survive them. this is what 
the next five years is all about!’

“George is not employed by the 
company nor is he a director or a 
shareholder. He just walked into 
the meeting, everyone listened, and 
it created such an amazing boost. 
He was… one of a handful of men 
who survived one of the most brutal 
Japanese prison of war camps during 
the second world war. now in his 90s, 
George is the most qualified thought 
leadership person I know on all 
matters relating to human survival.”

Training,	Training,	Training

you can’t continue to live off 
yesterday’s knowledge any more 
than yesterday’s meal, and neither 
can the people who will determine 
your company’s survival and future.

spending some money on training 
sends a message of hope to your 
people and gives them permission 
to think and improve.

things are tough right now and 
may get worse before they get better, 
but they will get better. the job at 
hand is to survive, improve and be 
prepared for the upswing. k�eep 
busy and stay positive. a better day 
is coming. always has and always 
will. you need to be ready for it.  

about the author: An international speaker 
and trainer, WalkingBear is a founding member 
of PCCG www.profitcreditgroup.com, an inter-
national group based on the Profit System, 
has authored hundreds of business articles, is 
a contributing columnist for the wholesaler 
Magazine, is the author of profit centered 
credit and collections 1999, co-author of 
stafda’s foundations of a Business 2007, 
and co-author of the new international book, 
the Best k�ept profit secret: the executive’s 
Guide to transforming a cost center 2009. 
WalkingBear was both a panelist and featured 
speaker at the 2007 World Credit Congress held in 
Mexico City and the 2009 World Credit Congress 
held in Dublin. He can be reached through  A/R 
Management Group, Inc., www.armg-usa.com

© Copyright 2010 A/R Management Group, Inc. 
www.armg-usa.com All Rights Reserved.

T.S. Arthur wrote back in 1885:

Life is a profound mystery the striving  
 spirit motivated by selfish instincts.
There is a good time coming, 
 if we work and wait for it.
But we must be patient and look 
 in the right direction.
When we give care to the common good, 
 when we manifest a neighborly 
 regard for others, 
 we look in the right direction.
And the light of a better morning  
 will break upon our spirit.



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

By Jason Bader

Hunting for Cash in the Warehouse

s h e l f  l i f e

E 
Veryone Is talk�InG 
about lean manufacturing, 
lean distribution, lean opera-

tions and a whole lot of other fancy 
terms designed to make the person 
discussing the subject look a whole 
lot smarter. But doesn’t “lean” 
boil down to “trimming the fat”? 
I guess it doesn’t sound as MBa 
when you say it that way. 

another way of looking at the 
lean concept is something we, at the 
distribution team, have been doing 
for almost 20 years—hunting for 
cash. I kind of like the ring of that. 
sounds like an adventure. let’s face 
it, pouring over operating expenses 
and looking for areas to cut isn’t 
going to get the troops excited. so 
let’s put on the bwana helmet, sling 
a rifle over our shoulder and drop a 
little lead in those cash-eating critters 
running all over your company.

the inventory in the warehouse 
is a great place to start looking 
for cash. over the course of this 
article, I will throw out a few 
ways to find money through some 
really simple reporting. don’t 
be surprised if you find yourself 
muttering, “Has this guy been 
sneaking around our place?”

Reduce	the	Number	of	Shelves

when we get a new warehouse, 
the first thing we want to do is load 
it with shelves. More shelves means 
more stuff, right? distributors love 
to see a lot of stuff on the shelves—
that is, until someone enlightens 
them to the cost of carrying inven-
tory; but that’s just for those bean 
counting folks to worry about. 
an empty warehouse feels coun-
terintuitive. In a sales-dominated 
utopia, more stuff means more 
sales volume. come on, be honest, 
how many of your sales people 
would like to see you get a smaller 
warehouse? the fact of the matter is 
that most distributors carry 25-30% 
more inventory than they need to 
satisfy their customers at a really 
high level. 

the first step is to reduce the 
number of shelves to fill. this has 
a two-fold advantage. one, your 
inventory stocking decision makers 
are going to have to start looking at 
product movement from a systems 
perspective and quit relying on 
their gut instincts. two, reducing 
the number of shelves will open 
up the working space so that your 

operating teams can do their jobs 
right the first time. as distributors, 
we are really good at getting it right 
the second time—especially with a 
customer order, but man, does it kill 
our bottom line. 

Reduce	the	Number	of	SKUs

In order to make the reduction 
of shelves possible, we are going to 
need to rid ourselves of some of the 
beloved stuff. don’t kid yourself; we 
get emotionally attached to inven-
tory. this is especially apparent in 
the relationship between the owner 
of the company and the great-
est thing since sliced bread they 
brought back from the trade show 
three years ago. 

attacking the problem from a 
non-emotional place begins with 
your distribution software. some 
of you may recall me talking about 
my favorite inventory management 
report—the hits report. this report 
is simply a popularity contest for 
your sk�us. It asks the question, 
“How many times did this sk�u, 
regardless of quantity sold, appear 
on a sales ticket in the last 12 
months?’ no emotion here. this is 
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just the cold hard truth. If you need 
some help creating this report, just 
get a hold of me and I will give you 
all the assistance you can handle. 

from this report, we can deter-
mine which items have fallen out 
of favor with our customer base. If 
the report shows zero hits in the 
last year, we may want to question 
our reasons for keeping it on the 
shelf. In fact, we might want to take 
a really hard look at anything with 
less than four hits in the last year. 
there may be some good reasons to 
keep a handful of these sk�us, but 
“just in case inventory” is not part 
of a cash hunter’s vocabulary. 

Reducing	the	Quantity	on	Hand

once we figure out what stays and 
what goes, we need to start looking 
at our quantity on hand. the hits 
report can help us in this phase of 
our hunt as well. when I go hunt-
ing for cash in a distributorship, I 
usually find a ton of opportunity 
in the slower moving inventory. 
I often discover that the sk�us in 
the bottom half of the hits ranking 
report are sold fewer than 10 times 
per year. this usually results in a 
shaking of the client’s head and a 
slow, steely glare in the direction 
of the purchasing manager. after a 
few tense moments, I remind them 
of the opportunity. now we know 
where to look.

In the hits report, the final column 
is “number of months on hand.” 
this is where I want us to zero in 
on. Is there any reason we should 
have more than 12 months of inven-
tory on hand? I can’t think of too 
many. remember the golden rule 
about stocking inventory—More bad 
things than good things happen to 
anything we bring into stock.  

the one good thing that happens is 
we sell it. on the bad side: it leaves 
the building without documenta-
tion, we damage it, we lose it, it 
becomes obsolete, etc. think of all 
the bad things we can do in a year. 
use the “months on hand” column 
to look for stocking levels to lean 
out. this will generally require a 
change in your inventory replenish-
ment parameters. 

Choosing	the	Right	Scope

Hunting for cash in your stock-
ing inventory is all about choosing 
the right tool for the job. I am often 
surprised that more distributors 
don’t analyze product movement 
the way I have described. your 
distribution software is a very 
powerful tool. some of us just stop 

at the ordering, buying and invoic-
ing functions. there is a whole lot 
more under the hood. take some 
time and learn how to extract the 
data your system collects on a daily 
basis. you will be bagging the big 
game in no time. Good luck with the 
hunt and please let me know if I can 
help get you started.  

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 distribution 
companies.  
 For more information, call (503) 282-2333 or 
contact him by email at Jason@Distributionteam.
com. Also visit The Distribution Team’s website 
at www.thedistributionteam.com.
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Linda	Varnadore	Joins	Von	Morris	Corp./RHI	
Associates	

Von Morris Corporation, along with Rick 

Hubbard, President of RHI, an independent 

manufacturer’s representative firm repre-

senting Von Morris Corporation in the state 

of Florida, is proud to announce the addi-

tion of Linda Varnadore, Sales Manager to 

the RHI team.  Ms. Varnadore, based in the 

Miami area, has over 20 years of sales expe-

rience specializing in door hardware. 

Her many years of industry knowledge 

along with her professional relationships 

will assist in her new role as Von Morris 

Rep in Southern Florida. “I am very excit-

ed to have Linda on board as she fills a 

much needed role in this expanding mar-

ket,” states Rick Hubbard.

RHI Associates is an independent man-

ufacturer’s representative firm for Von 

Morris Corporation in the state of Florida. 

Rick Hubbard will continue represent-

ing Von Morris in Central and Northern 

Florida; Linda Varnadore will represent 

Southern Florida. For more information, 

visit www.rhiassoc.com.

New	Overly	Door	Sales	Representatives

Overly Door Company, manufacturer 

of Specialty Door Products, is proud to 

announce the addition of three new agen-

cies to its sales representative network for 

Overly Door and Tiger Door products.

Greenmark architectural Products 

is located in Little Elm, TX (tel: 972-765-

7507). Principals Chris Bianco and Kelly 

Green and their associates will represent 

Overly and Tiger in Texas (except El Paso 

and South Texas) and Oklahoma.

Jim young company is located in Land 

O’Lakes, FL (tel: 813-996-3251). Principal 

Jim Young will represent Overly and Tiger 

in the state of Florida.

mangin sales Group is located in 

Madisonville, LA (tel: 985-630-6648). 

Principal Kevin White will represent 

Overly and Tiger in the states of Arkansas, 

Louisiana, and Mississippi.

the overly companies, P.O. Box 70, 

Greensburg, PA 15601-0070 U.S.A. (tel: 724-

834-7300; 800-979-7300) Email: overly@

overly.com Web: www.overly.com

Three	Great	Additions	to	the	Mesker	Door	Co.	
and	Design	Hardware	Team

Mesker Door Co. and Design Hardware 

are pleased to introduce dan dorton 

as their new sales/territory manager 

for Territory 21. Based in Rowlett, Texas, 

Dan brings a wealth of knowledge to our 

outside sales force and will be leading 

the charge in Mesker and Design’s Texas 

logistics expansion.

rose clif f- olsen  shif ts positions 

within the Mesker Door Co. and Design 

H ardware comp anies  to  N at ional 

Architectural Marketing Manager. Her 

position will entail all architectural com-

ponents including AIA interaction along 

with sales rep / distributor support.

r i c h  h u n t e r  h a s  b e e n  n a m e d 

Communication Manager for Region 3, 

which mainly encompasses Texas and 

Florida. Rich will work closely with the 

outside sales force and its customer base.

PRoduCTS

Corbin	Russwin	Introduces	Access	800®	WI1	
Lockset	With	Intelligent	Wifi	Access	Control	

Corbin Russwin, an innovator and manufac-

turer of architectural hardware and security 

solutions for over 160 years, introduces its 

Access 800® WI1 lockset with intelligent 

WiFi access control.  

The Access 800 WI1 is ideal for bringing 

access control to areas of a building that 

are cost-prohibitive and challenging to 

For over 25 years, 
Securitech has surpassed 
end-users’ expectations 
with the industry’s most 
ingenious solutions to 
their special locking needs.
Securitech listens to Securitech listens to 
architects, engineers, 
consultants, designers, 
facility managers, 
life-safety consultants, 
security directors and 
even users to provide 
effective products which effective products which 
satisfies everyone without 
sacrificing.
Think Securitech for the 
latest in windstorm-
resistant locks and exit 
devices, forced entry 
protection, code-compliant protection, code-compliant 
access control locksets, 
and a myriad of other 
locking needs.
Call 718.392.9000 to 
speak to us or email 
info@securitech.com

TOM
ORROW

’S INNOVATIONS TODAY
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wire.  It is a complete solution, integrating all components—

ANSI/BHMA, Grade 1 Corbin Russwin hardware, proximity 

reader and door monitoring—into a single device.  The Access 

800 WI1’s open architecture design simplifies integration with 

any access control system, and because there are no wires to 

run, it significantly reduces installation and labor costs.

The Access 800 WI1 is offered in ANSI/BHMA Grade 1 cylin-

drical locks, mortise locks and exit devices in a variety of lever 

styles—for a consistent design aesthetic throughout a facility.

For more information, visit www.corbinrusswin.com.

InduSTRy nEWS

Horton	Automatics	Acquires	Automatic	Door	Enterprises

Horton Automatics, a division of Overhead Door Corporation, 

has completed its acquisition of Automatic Door Enterprises 

(ADE) of Lansdale, Pennsylvania, and its affiliated companies. 

This transaction combines the strongest U.S. manufacturer and 

marketer of automatic entrances with the leading distributor 

and service provider in the Northeast U.S. market.

George T. Reed, Jr., President of Horton Automatics, com-

mented, “Horton’s success in the marketplace, to a great extent, 

can be attributed to the strength of its independent distributor 

network. It is through them that we provide the best execution 

at the local market level, and this move will further strengthen 

our service levels to all customers.”

“The ability to better integrate the entire supply chain, from 

the factory to the end user, is strategically important to Horton 

to support our future growth,” added Dennis Stone, President 

and CEO of Overhead Door Corporation.

Horton Automatics will maintain Automatic Door Enterprises’ 

identity and entrepreneurial drive. ADE and its affiliates serve 

the automatic door installation and service needs for custom-

ers in Pennsylvania, New Jersey, New York, Maryland, Delaware 

and West Virginia.

For more information, visit hortondoors.com.

Guaranteed	Door	Service,	Inc.	Acquires	Diablo	Doors

Guaranteed Door Service, Inc. (GDSI) of Glendale, AZ, has 

completed negations and acquired the assets of Diablo  Doors 

of Phoenix, AZ. The addition of Diablo Doors automated wood 

and hollow metal door machinery along with Timely frame 

machinery will give GDSI the capability of a complete com-

mercial door shop to enhance our product offerings through 

our branches in Glendale, Tucson, Prescott, Flagstaff, Pinetop 
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and Yuma. Our wholesale, contractor and retail customers will 

benefit from the one stop shop aspect of being able to pur-

chase their garage doors systems, hollow metal door systems, 

pre-finished wood doors, Timely frames, Builders hardware, 

storefronts and automatic door and gate systems from any of 

our branch offices.

This is the third acquisition since 2006 that GDSI has made as 

part of a strategy of product expansion through strategic pur-

chases. GDSI has serviced the Arizona market since 1985 with 

Professional Sales, Service, Installation and Repair and is a lead-

ing distributor of residential and commercial door systems and 

related products.
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Building Relationships, Careers, and Business!
Privately owned • Over 800 employees and 80 years of success

Sales $175MM+ • Committed to continued growth and excellence
for all employees and customers. 

We are seeking experienced DOOR INDUSTRY professionals for
operations, commercial sales, and commercial field installation in existing

marketings and new markets. Current operations include:
Phoenix, AZ • Denver, CO • Atlanta, GA • Wichita, KS

Kansas City, MO • Springfield, MO • St. Louis, MO
Baltimore, MD • Las Vegas, NV • Albuquerque, NM

D.H. PACE COMPANY offers a complete range of door and door-related
products and services, including:

• commercial entry doors
• finish hardware
• automatic pedestrian doors
• integrated security systems
• loading dock equipment
• high speed industrial doors

We invite applicants with a minimum of three
years experience in the door industry 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
E-Verify participant

0910
www.dhpace.com
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W 
elcome to the 2011 series of dHI tech tips. 
throughout 2011, the tech tips will be focus-

ing on writing hardware sets for specifications (a.k.a. 
spec sets) for different types of door openings. our 
model project will be a hospital, since hospitals typi-
cally include different types of occupancies. some 
of the openings we will be presenting will require 
knowledge and application of electrified hardware 
items and systems. In all cases, you will need to ap-
ply your knowledge of codes and standards, as well 
as hardware product knowledge and application.

the 2009 edition of nfpa 101, life safety code and 
the 2010 edition of nfpa 80, Standard for Fire Doors and 
Other Opening Protectives will be the prevailing codes 
and standards for these tech tip exercises. 

stair tower door assemblies sometimes offer a 
particular challenge to the consultant, especially 
when there are security considerations that need to 
be addressed. for example, consider how you might 
need to outfit a stair tower door assembly that is 
in an area of a hospital that houses the operating 
rooms; a sterile core, if you will. corridors provide 
a path of travel to and from the operating rooms, as 
well as access to and from the stair towers. typically, 
only the authorized hospital staff is permitted to 

move about this area; patients on gurneys, beds, 
or possibly wheel chairs are escorted by hospital 
personnel. at a minimum, a stair tower door assem-
bly that is not properly outfitted with hardware 
might pose a potential risk to maintaining the integ-
rity of the sterile core, not to mention there could be 
other security considerations as well. 

under normal conditions, the hospital mainte-
nance personnel need to be able to enter and leave 
the stair towers as needed to perform their duties. 
However, in an emergency situation the people in 
that area of the building need to be able to quickly 
evacuate the area, which means that they will need 
to use the stair tower. at the same time, if the stair 
tower is compromised (e.g., filled with smoke), the 
people in the stair tower need to be able to re-enter 
the building and possibly travel to another stair 
tower to continue their evacuation.

when faced with challenging openings like this, 
specifiers need to be prepared to discuss the func-
tional requirements of the opening with the owner 
rather than making uninformed decisions that 
might provide unsatisfactory results. Be prepared 
to offer alternative solutions for the owner’s 
consideration.

tech tip
do you know?

Volume 75 
Number 3

A Note about Tech Tip
After nearly 10 years of appearing in monthly 
issues of Doors & Hardware magazine, the 
“Tech Tip” column is getting a 21st Century up-
grade and will be relocating to appear on DHI's 
new online education resource in  
April 2011! 

The new “Tech Tip” format will feature the same 
Q&A setup as the magazine column but will al-
low you to complete each new monthly install-
ment online and submit it electronically. 

No more hand writing each issue and faxing 
or mailing them in! 

Once submitted, your “Tech Tip” exercise will 
be graded and credit applied to your  

DHI account as having earned DHI Continuing 
Education Program points! 

What’s not changing... 

✓  You STILL earn CEP points with completion 
and submission of each “Tech Tip”! 

✓  A new “Tech Tip” exercise will be available 
each month! 

✓  All installments of the “Tech Tip” series will 
be archived online for your easy access, 24/7! 

It’s THAT simple. 

Look for more details about accessing  
DHI’s NEW! Online Education Resources in  
April 2011! www.dhi.org
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Study On Your Own… February, 2011

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:  __________________________________________________________________________________________

Assignment
Write a spec set using descriptive key 
words (e.g., hinges, storeroom mortise 
lock, parallel arm door closer, etc.) only 
to describe the hardware items—no 
part numbers, sizes, handing, or other 
detailed information are required. Your 
solution needs to include all of the 
mechanical hardware (including spe-
cial-purpose hardware items), as well 
as electrified hardware items. Since this 
door assembly requires the use of elec-
trified hardware items, include an oper-

ational description that explains how 
this opening will function under normal 
and emergency conditions. 

Example

1. Set 1 (Office doors) 

Hinges 

Mortise Lock - Office  

Kick plate 

Mop plate  

Wall Bumper 

Silencers

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).

with all of the aforementioned in mind, consider 
the following door assembly and create a spec set that 
satisfies the owner’s functional requirements and 
complies with the applicable codes and standards.

Door	Opening	Information

door assembly location: stair tower (3rd floor 
landing of a seven-story building) from sterile core 
corridor, door swing is limited to approximately 100 
degrees by masonry wall.
Fire rating: 90-minutes, 250 degree temperature rise

door type: standard steel door, 
flush design, 1-3/4" thick
Frame: standard steel frame, 5-3/4" 
jamb depth, 2" face with 2" head
opening size: 3'-6" x 7'-2"
owner’s requirements: this door is normally in the 
open position during the day and might be partially 
or completely closed at night. door needs to swing 
without resistance and stay in the open position at 
any point along its path of travel. upon fire alarm 
signal, the door is required to close and latch. 



Where can you find all of these fine 
brands from ASSA ABLOY under one roof?

at MIDWEST WHOLESALE
and technically it is under four different roofs.

midwestwholesale.com“The Friendly Hardware Wholesaler”

Missouri   800 821 8527
Florida   800 659 8527
California  888 707 8527
Pennsylvania  800 821 8527
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Optimize 
Energy 
Performance

•	Higher	quality	
	 materials	create	
	 a	tighter	&	more	
	 durable	seal

•	Minimized	air	
	 leakage	at	exterior	
	 doors	lowers	
	 energy	costs

•	 Efficient	seal	on
	 interior	doors	
	 creates	an	
	 acoustic	barrier

•	Adjustable	
	 products	can	
	 be	reset	to	
	 original	efficiency

Improve 
Environmental 
Quality & 
LEED Score

•	NGP	products	
	 exceed	ASHRAE	
	 air	infiltration	
	 standards

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

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

•	Recyclable	packaging

•	Products	
	 manufactured	
	 in	USA	in	our
	 environmentally	
	 friendly	facility

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

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

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

Seal 
the 

Envelope. 
Seal 

the Deal.
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