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By Jess Madden,  
Managing Editor of Doors & Hardware Magazine

editor ’s  L E T T E R

A 
S THE EDITOR OF DOORS & HARDWARE� 
magazine, one of the biggest challenges I 
face is convincing members of our asso-

ciation to share their stories in print. One of the 
things that makes the DHI Conference so special is 
the opportunity it provides our industry to swap 
stories, offer advice and commiserate over difficult 
jobs and industry challenges. My goal is to recre-
ate that experience in the pages of this magazine, 
but I need your help. 

Doors & Hardware is the voice of our industry, and 
there are a number of ways you can contribute to 
it. Have a great product photo? Submit it for DHI’s 
cover photo contest! Work on an interesting project? 
Write a case study! See a door with code violations? 
Photograph it and submit it for The Good, The Bad & 
The Ugly column! 

More than anything else, though, I want to turn 
your stories into articles. If you can tell the story, 
you can write an article. No one ever believes me 
when I say this, but I promise you it’s true. Just 
write the story down as you would tell it to some-
one. I can help with the editing and writing process 
if you supply the story! If the writing process is just 
too daunting for you, call and tell me your story, 
and I will write it for you! Whether it’s a “How To/
Troubleshooting” article or a case study of a project 
you worked on, we’re always looking for industry-
related content. To view our 2012 editorial calendar 
and see what topics we’re focusing on each month, 
visit www.dhi.org and click on “Publications.”

Best of all, if you submit an article or case study, 
not only is it free exposure for your company,  
you’ll also be awarded CEP points! All of this at no 
cost to you. 

In addition to editorial content, we also accept 
press releases, advertisements and, as you’ll see 

in this issue, advertorials. The advertorials in this 
issue were contributed by companies who are 
sponsors at this year’s Annual Conference. This 
new form of advertising will also be made avail-
able in our Industry Resource Guide, which will be 
published in December. I hope you, as readers, 
will be pleased with this newer, modern form of 
advertising!

We’re always looking for new ideas, trends and 
issues to cover, and we welcome your suggestions 
and comments. We rely on our readers and the 
volunteers who serve on our Media & Editorial 
Board to be our eyes and ears in the field, so if 
there’s an issue you feel should be covered in the 
magazine, please let us know! 

Speaking of the Media & Editorial Board, I’d like 
to take this opportunity to thank them for all their 
hard work over the past year. This year’s Editorial 
Board was revamped to include media issues in 
order to gain industry guidance on social media, 
web media, video and support for the growth of 
the magazine online. The committee members rose 
to the challenge and have provided us with vital 
feedback, leads and resources, reviewed articles for 
accuracy, participated in conference calls, and read 
through scores of articles to select this year’s Ryan 
Award Winners. Many of them have also written 
articles on a wide range of topics and issues—all 
without any compensation or complaints. So 
thank you all for volunteering your valuable time 
and considerable industry knowledge to help us 
constantly improve this publication. I hope to have 
the opportunity to work with you all again in the 
future!

Jess Madden can be reached at jmadden@dhi.org or 
by phone at 703/766-7033. Follow her on Twitter at 
DoorsHardware!  

D&H Is YOUR Magazine

http://www.dhi.org
mailto:jmadden@dhi.org
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W 
HEN I MADE THE COMMITMENT A 
couple of years ago to take on the position  
of DHI President, we were already seeing 

the early effects of the recession, so I knew what I was 
getting into. I am honored to have had the opportunity 
to represent you and very appreciative of the support 
and understanding I’ve received from everyone at 
LaForce, Inc. These are difficult times and there is 
much to do, and the past two years as President-Elect 
and then as President have passed very quickly. I must 
tell you that it has been a rewarding experience, both 
personally and professionally.

In 2009, we hoped that the recession would pass 
in two or three years, with some predicting it would 
be longer. We are now about three years in, and the 
outlook today for the construction industry over the 
next couple of years is not great. Nearly everyone agrees 
that a robust construction environment is still several 
years off. But remember, this is a cycle, and our industry 
will be strong once again.

The challenges faced by DHI when the recession hit 
were similar to those faced by all of us in our own busi-
nesses. Difficult decisions had to be made, and expenses 
were trimmed in preparation for a prolonged recession. 
In hindsight, I think the decisions made by our Board of 
Governors (BOG) in early 2009 were prudent. We are also 
very fortunate that the leadership at DHI through the late 
1990s had the wisdom and foresight to build up a reserve 
account in preparation for just this type of “rainy day.” 
The challenge at hand for our BOG was, and still is, to pace 
ourselves to weather this economic downturn while main-
taining our member services, and to position ourselves to 
be leaner and better as the economy improves.

I’ve been asked what I see for the future of our associa-
tion and how it will work to help our industry. The inte-
gration of increasingly complex security products into 
the openings industry will require more training. It is in 
the best interest of the building owner, the architect, the 
contractor and the manufacturers that these products be 
supplied and installed by distributors who are educated 
and qualified to integrate the door opening. It should be 
expected that the architectural community will establish 
in their specifications an acceptable level of qualification 

to satisfy their project requirements. And we owe them a 
quick and easy way to look up the level of skill and profi-
ciency of a distributor firm. DHI, through our forthcom-
ing web-based distributor corporate member listing, will 
offer a credible resource for the architect, contractor and 
manufacturer to learn of the qualifications of a corporate 
member distributor company and their employees.  If the 
company is not a distributor corporate member of DHI 
and their employees do not hold any of our association’s 
credentials, what do you really know about them? In 
a recent DHI survey, how to combat “bad competition” 
was a major concern of our members.

Currently there are still far too many distributor firms 
that are not members of DHI. We need to reach those 
distributors and share with them the many reasons why 
they should join. Wouldn’t it be nice if every distributor 
was current on the code requirements? Wouldn’t it be 
nice if everyone was keeping up with the technology that 
continues to change our industry? Wouldn’t it be nice if 
every distributor took advantage of the education and other 
services available to DHI members? I have listed here some 
of the reasons why a distributor should join DHI.

Technology will continue to change our industry, 
and DHI will change with it. DHI’s core purpose is to 
advance the safety and security of the built environ-
ment, and we can do that by bringing standards and 
consistency to our industry through education.

Education is an investment, whether you are a student 
investing your time or an employer picking up the tab. 
Our education program has been the central focus for 
a number of years, and it’s better than ever. The staff at 
DHI, along with the talented volunteer members on our 
Education Committee and Certification Council (formerly 
the Board of Certification), have done a wonderful job 
preparing a curriculum for a wide menu of classes. You 
can choose classes that focus on specific areas of need 
or follow the recommended class schedule to attain 
whatever credentials you desire. The classes are available 
in person, through your local chapter, in your own office 
or online. You can even try to test out of many of them 
ahead of time by taking a challenge exam online.

Credentialing will become increasingly important 
to building owners, architects and contractors moving 

Farewell Address

Ken Metzler, AHC 
DHI President 2010-2011

i n  T O U C H
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forward. Everyone will benefit from sourcing through 
distributor companies that are members of, and creden-
tialed through, DHI to ensure an acceptable level of 
expertise.

The FDAI® (Fire Door Assembly Inspection) program 
is an opportunity waiting for you. Annual inspections 
of fire door openings and all openings in the path of 
egress will inevitably be required everywhere. But 
there is no need to wait for the code requirements to be 
adopted in your area. The healthcare industry is massive, 
and those facilities are already required to have their 
doors inspected. This is an opportunity to develop long-
standing relationships with those facilities. They will be 
delighted to find out that your company has the creden-
tialing and the capability to conduct the inspections and 
provide the remedial solutions.

The Profit Planning Survey comes free with your 
corporate DHI membership! This is an invaluable service 
to every distributor, illustrating how your company 
compares with others. It is far easier to improve your 
business when you understand your strengths and your 
weaker areas. Again, it’s free, and the information you 
submit to a third party is held in strict confidence. Do 
yourself a favor and fill out the form.

Discounted access to tradeshows provides an afford-
able venue to develop strong relationships with suppli-
ers, as well as a nice opportunity to learn from your 
peers. DHI is currently evaluating ways to improve the 
structure of our Annual Conference and Exposition 
to deliver maximum value to our members and our 
exhibitors.

Doors & Hardware magazine is another valuable tool 
that is included in your membership. The staff at DHI 
strives to include the information you are looking for. 
What a great way to stay current on what’s happening in 
our industry!

I want to thank each and every member serving on 
our committees, councils and task forces for their volun-
teer time, their dedication and their selfless contribu-
tions. I also want to thank each member of our Board of 
Governors. It has been a pleasure to work with such a 
wonderful group of professionals. I am so impressed by 
their ability and willingness to set aside personal issues 
and focus on what is truly in the best interests of our 
industry and our association. The leadership for the next 
several years is in place, and I am extremely confident 
that they will do a professional job representing and 
protecting your interests.  

POWER
The Third Generation Concealed Door Closer

Tel (212) 599 5177  E-mail usa@samuel-heath.com

perkopower.com 

the door closer
is hidden
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are clear

NEW
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standards, is maintenance-free and carries a 10-year
guarantee.

To find out more, including a host of other ‘hidden
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POWER™ website or call us for specification advice.

™
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l i fe  safet y  &  secur it y  FOUNDATION

T 
HIS IS A SHORT BASEBALL STORY
 that I shared in this column almost five 
years ago, and the message is equally 

relevant today. 
A third baseman was being interviewed toward 

the end of the baseball season because he was 
about to break the league’s all-time hits record. 
One reporter blurted out, “You only need 35 hits to 
break the record. How many at-bats do you think 
you’ll need to get the 35 hits?” Without hesita-
tion, the player matter-of-factly responded, “35.” 
The reporter yelled back, “Ah, come on, you don’t 
expect to get 35 hits in 35 at-bats, do you?” 

The player calmly shared his philosophy with the 
throngs of reporters who were anxiously awaiting 
his reply to this seemingly boastful claim. “Every 
time I step up to the plate, I expect to get a hit! If I 
don’t expect to get a hit, I have no right to step in 
the batter’s box in the first place! If I don’t go up 
hoping to get a hit, then I probably don’t have a 
prayer of getting one. It is a positive expectation 
that has gotten me all of the hits in the first place.”

Baseball could be defined as a game of failure. 
Anyone who follows the game knows that if a 
player gets a hit three out of every 10 times at bat, 
he is considered a talented hitter. At a minimum, 
70% of the time, the odds are the batter will not get 
a hit. The key mentality, however, is to approach 
every at-bat expecting to get a hit.

This is the mentality of all those who impact the 
Foundation. From the group of volunteers who 
so freely give of their time to teach the fire door 
inspection class to fire and building code officials, 
to those who sit on committees and the Foundation 
Board, to the DHI staffers who support the daily 

work the Foundation is doing, we are making a 
difference because of their efforts. The thousands of 
fire officials who are now aware of fire door inspec-
tions and the expertise of the FDAI®, as well as the 
level at which this industry can assist them—this 
is all due to the hard work of our volunteers, who 
collectively support the work of this industry. And 
they do this because they believe that their efforts 
will result in success.

We all need to continue to approach everything 
we do as if it will be a success. I doubt we would 
knowingly get ourselves into a situation if we 
thought the chance of success was only 30%. But 
situations like that exist everywhere, and we have 
to approach them with a mentality that we’re going 
to hit the ball out of the park.  We have to step into 
the box with a “hitter’s mentality,” believing that 
what we are setting out to do will be a success. 

It’s important to remember, however, that a hit is 
not the only marker of success. It might be a walk, 
a sacrifice fly, or running the bases hard. In other 
words, it might just be one of those things that 
doesn’t show up on the box score. 

We all have things that we can do on a daily basis 
to consistently help move our organization and 
those we work with to the “next base.” Our actions 
may in fact be something less than the equivalent 
of a hit in baseball, but those actions may well be 
exactly what your company needs.

A winning attitude and a positive approach is a 
formula that works well in sports. When it comes to 
the challenges we face in our industry in these tough 
economic times, that formula can also work for your 
company, your life and your association.  

By Bill Johnson, 
Executive Vice President, Door Security & Safety Foundation

Reach Bill at bjohnson@dhi.org or 703/766-7039 (office direct)

Our Baseball Equivalent
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whether a college campus is doing extra 
credit when it comes to the Americans 
with Disabilities Act. As an associate 
professor of architecture at the University 
of Arkansas and the head of its Arkansas 
Universal Design Project, he’d like to see 
more buildings without the ubiquitous 
wheelchair symbol pointing to the back 
door, and instead wheelchairs rolling in 
through the front.

Likewise, Lynne Deninger, an associate 
principal at Cannon Design in Boston, 
pays attention to the landscaping, such as 
pathways that don’t build in steps every 

20 feet to reach a terrace or special space. 
She’s also on alert for ground-floor public 
amenity spaces with a variety of seating 
options in dining rooms.

And there are bigger kudos if these 
experts spot a temporary facility on a 
campus—say, a Homecoming tent—offer-
ing equal access. “Because they don’t 
have requirements to meet certain stan-
dards, this means the university’s disabil-
ity service office is being pre-emptive as 
opposed to waiting for a problem,” points 
out Sean Vance, director of The Center for 
Universal Design at North Carolina State 
University in Raleigh.

Pushing ADA  
Beyond the Limits

The Americans 

with Disabilities 

Act requires 

specific 

measurements 

and codes that 

allow access for 

disabled students. 

Some campus 

planners say that 

isn’t enough—and 

are looking to 

universal design 

concepts.
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Clearly, for these institutions, the 
ADA code isn’t merely a checklist. 
“If you go in with a tape measure, 
lots of buildings meet code,” says 
Elizabeth Watson, Director of the 
Center for Students with Disabilities 
at the University of Wisconsin-
Whitewater. “But in the final layout, 
the functionality just isn’t there.” 
For instance, does an ADA bath-
room still work for a 6’8” basketball 
player? A transsexual? Vance’s 
60-some-year-old mother, who is 
considering going back to college 
for her Ph.D.?

Now they’re flirting with the 
concept that architects have dubbed 
“universal design”—layouts striving 
to be broad-spectrum solutions, 
producing buildings, products 
and environments that are usable 
and effective for everyone, not just 
people with disabilities, as the 
collective wisdom at Wikipedia 
describes it. Architects consider a 
building “universally designed” if 
95% of the population can enter and 
use the facilities and programming 
for their purpose.

The concept is not new (the 
philosophy is pushing 20 years 
now), nor is it interchangeable with 
accessibility, as Vance is quick to 
note. “You can’t circumvent ADA by 
saying ‘I’ll apply universal design 
instead,’” he explains. “And the 
minimum accessibility standards do 
not achieve universal design. That 
requires a holistic analysis of your 
conditions.” The NC State campus, 
he admits bluntly, is not reaching 
for more than ADA—yet.

But some architects estimate 
that day is inevitable. James 
Rayburg, Vice President of Cannon 
Design, recalls working at the 
Center for Inclusive Design and 
Environmental Access while attend-

ing the University at Buffalo. The 
challenge at the time was looking 
for the proper way to attach grab 
bars to walls for ADA compliance. 
Today he’s the project designer for 
that institution’s South Ellicott resi-
dence hall project, which will open 
in fall 2011 with a 100% universal 
design philosophy.

Why might campus planners be 
looking toward universal design 
now? For starters, the education 
market is about to see an influx of 
veterans returning from Iraq and 
Afghanistan. Some will have the 
expected mobility challenges, while 
others will bring learning disabilities, 

psychological disabilities and visual 
impairments to the table. “They 
may have disabilities we previously 
didn’t think of as a disability,” Vance 
says. Smith’s statistics say one in 10 
students today already fall into the 
disabled category.

Vance also sees universal design 
as a model to rope in the best 
researchers and attract alumni 
endowments. After all, the demo-
graphic that looks back fondly with 
its checkbook is reaching an age 
where these folks can’t adapt to 
circumstances like they did when 
they were students. It’s time for the 
surroundings to adapt to them.

Getting a leg up in the competi-
tion for students is a key motivator. 
UW-Whitewater currently has 
between 60 and 65 students in 
wheelchairs among its 9,000 enroll-
ment, a higher percentage than 
any other campus in the country, 

according to Watson’s records.
“A lot of people will say to me, 

‘Our campus doesn’t have a need 
for universal design,’” she notes. But 
she adds, “Once you build your first 
accessible building, somebody will 
come to it.”

The	Starting	Pad

One reason Vance believes NC 
State is not on the universal design 
forefront is because it is a new 
frontier. “Nobody knows whether 
a specific choice will work to 
overcome a barrier,” he says. “And 
without it being built, implemented, 

[and] tested, and a post-occupancy 
evaluation, there’s no way to prove 
it either. It’s guessing—and you’re 
saying someone will invest $40 
million into a new facility based on 
a theory that may or may not work.” 
After all, the human body is a vary-
ing model; what Vance designs for 
one person might not work for the 
next.

That hasn’t stopped UW-Whitewater 
from giving it the old college try, 
however. After spending the better 
part of her career immersed in 
universal design talk, Deninger 
takes the basic ideas, like a hallway 
wide enough for two wheelchairs to 
pass in the night, for granted. And 
so far, she’s received little pushback 
for individual suggestions like this 
at campuses across the country. But 
UW-Whitewater stands out as one of 
the few willing to go for universal 
design in more than one building.

The demographic that looks back fondly with its checkbook is  

reaching an age where these folks can’t adapt to circumstances like 

they did when they were students. It’s time for the surroundings  

to adapt to them.



12	 DOORS	&	HARDWARE £ OCTOBER 2011

Deninger has gotten positive feed-
back from UW-Whitewater students 
on Cannon Design’s proposed idea 
for two-bedroom suites at a new 
dorm that would include a shared, 
universally designed bathroom. 
“The focus group was blown away 
by the concept because they had 
never had an opportunity in their 
lifetime to live with another student 
who was also disabled,” she says. 
“What could be a more normal 
college experience than two best 
friends rooming together? To me, 
that was the peak accomplishment.” 
It also turned out to be a more 
efficient use of square footage than 
25 single suites with accessible 
bedrooms and baths.

And that’s exactly the depth of 
information campus project plan-
ners need to know before they 
get out the power tools, Deninger 
emphasizes. Most of the campuses 
she works with establish an acces-
sibility committee or executive 
director to oversee this aspect. In 
UW-Whitewater’s case, discussions 
for a new universally designed 
residence hall began three full 
years before the institution broke 
ground, and they included input 
from students with a range of 
impairments.

There are budgetary benefits to 
early action. Even when renovating 
historic buildings, campuses are 
budgeting more for energy-efficient 
solutions than universal design 
updates, Smith says.

Watson keeps the cold, hard 
numbers at her fingertips for 
making the case for universal 
design: On a $34 million residence 
hall project, universal design 
options added less than $500,000 
to that bottom line number. “At the 
end of the day, our cost was signifi-

cantly less than putting in shiny 
glass windows,” Watson notes.

The trick, Deninger shares, is to 
thoughtfully draw up the plans 
to support universal design goals 
from the pre-RFP stage so that the 
architect team can deliver at the 
projected price point. It’s when a 
campus tries to retrofit universal 
design as an afterthought that 
the costs for things like automatic 
hardware mount. “There is a square 
footage increase when you try to go 
beyond code, too,” she warns. “To 
minimize the effect, we try to be 
more economical about where we 
place the rooms.”

The	Payoff

The buildings that student 
input sessions helped produce at 
UW-Whitewater are chock-full of 
innovative features:

■ Roomy restrooms. At the 
Timothy J. Hyland Hall, which 
houses the College of Business 
and Economics, each floor offers 
two fully accessible unisex bath-
rooms, which translates not 
only to comfortable space, but 
floor drains to flush urine bags, 
a common necessity for wheel-
chair students. Even the regular 
restrooms are laid out to make it 
a no-brainer for mobile students 
to move easily in and out of the 
disabled stall, as well as reach 
the paper towel dispenser, soap, 
and other amenities not on an 
architectural drawing. “Putting 
the hand dryer where someone’s 
head will whack into it is not 
very accessible,” Watson says.

■ Classroom options. The stan-
dard lecture hall classrooms, 
by law, must offer a percentage 
of accessible seats among the 

bolted chairs for disabled stu-
dents, “and the architect usually 
sticks them where it’s easiest to 
chop some chairs out,” Watson 
explains. “We said, ‘We know 
that’s easiest, but we need more 
choices.’” As a result, they scat-
tered the accessible seats so any 
student at Hyland Hall may 
choose to sit with friends in 
the front row, the back row, the 
middle or in-between.

■ Areas to congregate. The as-yet-
unnamed residence hall keeps 
in mind the need for disabled 
students to mingle with able-
bodied friends throughout the 
building. That means every 
suite allows a 60-inch diameter 
turn for wheelchairs to spin in 
any one direction, whether stu-
dents congregate in the kitchen, 
entryway, living area or bath-
room. Chic pub-height counter 
stools? Forget about them.  
These dorm suites feature 
cookie-cutter counters at ADA 
heights. “Instead of making 
some rooms cool and others 
just accessible, we treat it all 
equally,” Watson says.

The residence hall will also 
include:

	 ◗  Shower stalls that come with 
kick plates and the blocking 
to install handrails at a later 
date.

	 ◗  Kitchens boasting refrig-
erators with bottom drawer 
freezers instead of hard-to-
reach top loaders (a bonus: 
energy efficiency).

	 ◗  In universal suites designed 
specifically for disabled stu-
dents, linoleum in the main 
living area for better tread 
tracking and easier clean-up, 
should a power chair leak oil.
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	 ◗  Also in those suites, bath-
rooms that break the sink/
vanity area out separately 
from the toilet and shower. 

These units actually offer 
two shower spaces, as per-
sonal care time for a dis-
abled person can take 
longer, so the layout doesn’t 
leave a student feeling like 
he or she has infringed 
on a roommate’s time.

	 ◗  Cabinetry in the universal 
suites that avoid open 
shelving. Everything has pull 
drawers or trays that slide 
out from cabinets. (Think 
of the pot drawers hom-
eowners are now building 
into upscale kitchens; that 
will be a standard acces-
sibility feature here.)

	 ◗  Carpeting throughout the 
common areas featuring 
deliberate material changes 
(from linoleum to a tight nap 
carpet, for instance) and high/
low contrast at doorways to 
assist students with vision 
impairment. 

	 ◗  Cinderblock walls burnished 
with grooves at hip height 
so students can run a finger 
down them to follow the 
hallway. The feature is as 
useful for sight-impaired stu-
dents as it is for those whose 
judgment may have been 
impaired during a night out. 

“‘Universally designed’ means 
everybody with every type of 
impairment, whether it’s temporary 
or long-standing,” Watson quips. 
Even the hall bulletin boards 

outside the elevator are color-coded 
to help those with memory difficul-
ties find a location. “It’s not huge, 
but it’s just enough to help someone 

cue in if numbers are not their 
thing,” Watson adds.

One of the most effective touches 
the University at Buffalo will 
include for South Ellicott is that 
outlets will be placed 17 inches 
above the floor. And for countertops 
and flooring, contrasting colors 
were chosen to assist someone with 
vision difficulties. The cost: zero. 
The impact: priceless. “Designing 
this building has changed our 
team’s perspective,” Rayburg says. 
“I’d never do it any other way now, 
even with campuses that don’t 
specifically choose to label projects 
‘universal design.’”

The UW-Whitewater team, mean-
while, took no less than 20 versions 
on the drawing board to settle on 
the details for its residence hall. 
“There is no rulebook,” Watson 
sums up. “If you approach universal 
design as good function, a lot of 
times you demystify it. Everybody 
starts saying, ‘How would that work 
for this?’ instead of ‘Well, what’s the 
measurement?’”  

About the Author: Julie Sturgeon is a freelance 
writer based in Greenwood, Indiana, who fre-
quently covers construction topics.

Originally published in University Business magazine, 
November 2010. Used with permission.
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Y CONVERTING THE ACCESS CONTROL OF ITS residence halls and academic buildings from 
keys to cards, Skidmore College is increasing the safety of its campus, simplifying access 
control management, and reducing staff workload for lockouts and rekeying. In addition, the 
latest door hardware can be changed easily between many different configurations and func-
tions to meet changing requirements without replacement. 

Skidmore College, founded in 1903, is located on an 800-acre campus in Saratoga Springs, 
New York, a cosmopolitan city of 30,000 in the state’s Capital District region. It is a highly 
selective, private, non-denominational, coeducational, liberal arts college with a relatively 
small size—a student-faculty ratio of approximately eight to one—and a reputation for 
creative approaches. The college is a close-knit academic community of approximately 2,400 
talented men and women from some 47 states and 46 countries. 

Photos Courtesy of Ingersoll Rand Security Technologies

c a s e   S T U D Y

B
by Beverly Vigue, AHC/CDC

Security Is in the Cards for  
 Skidmore College

Arthur Zankel Music Center is one of many academic 
buildings that use either hard-wired or wireless locks.
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Moving	from	Keys	to	Cards

Like many educational institu-
tions, Skidmore College used 
mechanical keys for many years 
to control access to residence hall 
exterior and room doors, as well 
as academic buildings. Over time, 
the need for greater security, better 
access management and greater 
flexibility led to the expansion of 
card access from simple student 
identification and purchasing 
to a fully integrated system that 
manages a broad range of functions.

When first introduced, magnetic 
swipe cards were used on campus 
primarily for identification, vending 
machines and dining. Today the 
college is involved in a program 
to convert key locks to card access 
on all new buildings, as well as 

retrofitting existing residence 
halls. Most exterior doors are 
already converted, and interior 
door upgrades are well underway. 
Skidmore is incorporating card 
access control into residential 
units now under construction in 
its Northwoods Village area and 
has upgraded most of its existing 
units as well. The only residential 
area still to be upgraded is Scribner 
Village, which will be completed 
over the next two years or so.

Director of Campus Safety Dennis 
Conway says the college uses access 
control locks controlled by swipe 
cards to increase safety in its build-
ings, especially in residence halls. He 
explains, “This technology is more 
efficient in eliminating the need for 
students to carry additional keys and 
removes the need to re-key doors 

1.  Residence buildings at Skidmore College are being equipped with electronic 
locks that can be changed easily to another configuration if needed.

2.  Exit trim combines a card reader with an exit device on the opposite 
side of the door. A lock cylinder provides emergency key override.

3.  Double doors control access with exit trim on the 
right door and a mortise lock on the left. 

4.  A wireless lockset provides card access control for doors in academic 
buildings where hard wiring is difficult or impractical.
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throughout the entire college year as 
residence needs change.” According 
to Conway, the use of card access 
also cuts down on the need for secu-
rity personnel to respond to lockouts 
and enables his staff to focus on its 
primary security function.

The advantages that have been 
realized by integrating all card 
functions into a single system 
include student identification and 
food and book purchases, as well 
as access control. Skidmore uses a 
modular campus ID card system to 
integrate access control and a range 
of seemingly disparate auxiliary 
services. This one-card system 
incorporates CS Access, which has 
the flexibility to manage the interac-
tion of door locks, door contacts, 
perimeter sensors, motion detectors 
and notification devices. It allows 
access privileges to be granted or 
denied based on a wide range of 
criteria.

Locks	Provide	Flexibility

Mike Davis, who helps maintain 
the campus card system, says 
Skidmore uses both online and 
offline locks. “We use offline locks 
mainly in the dorms because they 
aren’t affected by power outages. 
They run on batteries and aren’t 
dependent on a server, and our 
facilities crew changes the batteries 
regularly.” 

In most of the residence build-
ings, doors to individual dorms 
are controlled by offline locks with 
user access rights stored in the 
user’s magnetic strip credentials. 
Davis points out that this gives the 
flexibility needed to accommodate 
changing users, especially when 
outside groups conduct summer 
programs and the campus may be 
used by 3,000 to 5,000 people. ”They 
wanted something that works like 
a hotel card, where the next card 

bumps out the last one…. 
The access credentials 
are written on the card, 
not programmed into 
the lock.” He estimates 
that more than 1,500 of 
the locks are installed on 
campus.

New residence build-
ings under construction 
in the Northwoods 
Village, as well as some 
buildings in the existing 
Scribner Village, will 
be equipped with new 
locks built on an open 
architecture platform. 
They are designed so 
their configurations 
can be changed easily 
as requirements may 
change in the future. 
Davis says, “Should they 

choose offline locks now and decide 
they need wireless online two years 
from now, they can just change the 
modules instead of the entire lock.”

In new construction and renova-
tions, doors in the residence build-
ings now will be equipped with 
electronic locks that perform the 
same function as the previous locks. 
Both have the user access rights 
stored on the card, but the modu-
lar design of the new locks will 
allow them to be changed easily to 
another configuration if needed.

Academic buildings also have 
been converted from key to card 
access. In many cases, wireless 
online locksets have been used to 
eliminate the need for hard wiring 
in existing buildings. They combine 
a card reader, electric lock, door 
position switch, battery pack, and 
communications module into a 
single package. Where hard wiring 
is feasible, locks whose open archi-

An alarmed exit device protects doors from unauthorized use.
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tecture platform provides real time monitoring of door 
openings are used.

According to Davis, the move from keys to cards 
has made it easier to control who actually has access 
to specific areas. Previously, staff members sometimes 
needed to authorize others to use their keys, but they 
are less likely to need to with the one-card system. 

Data from all types of locks, whether online or 
offline, is managed by the campus card system, which 
eliminates the problems of operating with two separate 
databases. Audit trails and other data from the offline 
locks are downloaded to a PDA and then uploaded into 
the system, while data from the online locks flows into 
the system automatically. 

While mechanical keys still are used on campus, 
they are primarily for overrides in case of power or 
battery failure. Assistant of Construction Services 
Paul Lundberg says, “Our goal is for only a select few 
individuals to have keys, so we don’t have a whole 
dispensary of keys out there that could get lost.” This 
also minimizes the time and expense of replacing lost 
keys and rekeying locks.

Because the cards are used intensively for a wide 
range of purposes, they do wear out. Magnetic stripes 
eventually wear thin, or the cards become damaged 
and must be replaced. However, the cost of replacing a 
card is less than that of replacing a key. Campus Card 
Office Coordinator Barbara Kerr says, “We are looking 
at replacing cards after their second year, when more 
of them tend to wear out from constant use. We’re also 
giving users lanyards to carry the cards so they don’t 
punch holes in them.”

As Skidmore moves ahead with its plans to imple-
ment the modular design locks in its residence build-
ings, greater synergy is expected. The seamless integra-
tion of the existing card system with the access control 
function in all buildings has simplified the move to 
upgraded hardware and improved security.  

About the Author: Beverly Vigue, AHC/CDC, is Vice President, 
E�ducation Solutions at Ingersoll Rand Security Technologies, where she 
is responsible for developing the vertical education market. Beverly joined 
Ingersoll Rand in 1999 as Business Development Manager (1999-2000), 
then led the company’s Safe Schools Program from 2000-2002. She has 
been in her current position since 2002.
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n this era of technology, it’s little wonder that automatic sprinkler 
systems are a cornerstone of many college and university fire and life 
safety protection plans. Activating quickly, they can help control or extinguish flames and smoke and prevent 

rapid fire development. There is no doubt that they are an important part of making buildings safer. 
According to a 2010 report by the National Fire Protection Association (NFPA), from 2003 to 2007, automatic sprin-

kler systems operated in 93% of all structure fires large enough to cause activation. When activated, sprinklers were 
effective 97% of the time—for an overall performance rate of 90% (i.e., 97% times 93%). 

However, an overreliance on sprinkler systems can place building occupants and property at risk for harm. Like 
all technological devices, they are not infallible. Referring to the statistic above, sprinkler systems fail to perform 
one in 10 times.

Photos Courtesy of Technical Glass Products (TGP)
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Providing passive  
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safety plan.
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Despite this risk, it is becom-
ing increasingly common to 
rely more heavily on automatic 
sprinkler systems than on building 
compartmentation with fire-rated 
materials due to fire-rated material 
cost concerns. But for colleges and 
universities, which serve millions 
of students each year, the benefits 
of incorporating passive materials 
like gypsum, concrete, fire-rated 
glass and other similar materials far 
outweigh the costs. 

Benefit:	Passive	materials	do	not	
require	activation.

Sprinkler systems are considered 
“active” because they must first 
be triggered before they provide 
protection. Research indicates 
many variables can prevent such 
activation. According to NFPA data, 

the top reasons sprinkler systems 
fail to operate are that the system 
was shut off before the fire started 
(53%), the system was inappropriate 
for the type of fire (20%), lack of 
maintenance (15%), and interven-
tion that defeated the system (9%). 
Since sprinkler failure is often the 
result of human error, there will 
likely continue to be a margin of 
failure, even as systems evolve in 
the coming years. 

Since passive materials do not 
require activation to perform as 
intended, they can work to control 
a fire’s spread with—or without—
sprinkler systems. Fire- and smoke-
blocking materials divide buildings 
into contained spaces that can slow 
or stop a fire from progressing to 
other parts of the building, thus 
providing backup protection if 
sprinklers fail. 

Recognizing the benefits of 
complementary passive protection, 
the NFPA states, “Even a well-
maintained, complete, appropriate 
sprinkler system is not a magic 
wand. It requires the support of a 
well-considered, integrated design 
for all the other elements of the 
building’s fire protection.”

Benefit:	Passive	materials	can	pre-
vent	rapid	fire	development.

According to the NFPA, rapid fire 
development—or the quick buildup 
of flames, smoke and heat—has 
been a primary factor in numerous 
multiple-fatality fires. When auto-
matic sprinkler systems activate, 
fire-resistant materials provide 
supplementary protection by help-
ing contain the fire to its area of 
origin. More importantly, they add 

Fire-rated materials, like fire-rated glass, can provide a ready backup when sprinklers fail to activate.
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a second layer of defense in cases in 
which sprinklers fail. 

For colleges and universities, fire-
rated components and systems also 
provide a secondary benefit when 
it comes to preventing rapid fire 
development: they can help offset 
the quick burning rate of frequently 
installed lightweight building 
materials. Educational facilities, 
like other modern facilities, use 
advanced building designs that 
feature thinner walls, floors and 
ceilings than in years past. While 
these lightweight building materials 
may be more affordable and provide 
a more desirable aesthetic than the 
bulky materials commonly used in 
the past, they do not always defend 
well against fires. For example, 
some materials can ignite within 
minutes, providing cracks and holes 
through which flames and smoke 
can pass. Incorporating materials 
that can block flames, smoke and, in 
some instances, heat transfer for a 
given time period allows the build-
ing itself to provide more inherent 
protection against the spread of fire. 

Benefit:	Passive	materials	can	buy	
students	extra	time.

Fire-rated materials’ ability to 
defend against fires for extended 
time periods provides yet another 
benefit for colleges and universities: 
protected egress. Because study and 
lecture halls, as well as dormitories, 
hold high volumes of people at 
once, a quick exit may not always 
be possible. Fire-rated materials 
can provide safe areas of egress 
for building occupants, protect-
ing against the transfer of flames, 
smoke and sometimes heat. For 
instance, fire-resistive-rated glass 
in exit corridors can allow students 

and faculty to safely pass through 
the hall and out the door, even if a 
fire should rage on the opposite side 
of the glass.

Additionally, students may not 
always recognize fire alarms. A 
study by the Institute for Research 
in Construction (IRC) states that 
45% of building occupants are not 
able to distinguish fire alarms from 
other types of alarm systems due to 
a lack of consistent alarm pattern-
ing. Further, occupants exposed to 
more than three false alarms per 
year typically disregard any addi-
tional alarms as a serious indicator 
of danger. For students subjected 
to frequent fire alarm drills or 
false alarms—particularly those 
in dormitories where pranks are 
common—fire-rated materials can 
provide the necessary protection 
until students recognize a fire and 
safely exit the building.

Conclusion:	Safety	over	Savings

Putting cost into perspective, 
college and university buildings 
typically are in service for 50 
or more years. This provides a 
substantial length of time to amor-
tize the costs of using both sprin-
klers and fire-rated materials. With 
student safety at stake, the benefits 
of incorporating both types of fire 
protection measures over upfront 
cost savings just makes sense.  

About the Author: Jeff Razwick is a Vice 
President for Technical Glass Products (TGP), a 
supplier of specialty architectural glazing prod-
ucts and fire-rated glass and framing systems. 
He writes frequently about the design and speci-
fication of glazing systems for institutional and 
commercial buildings. Visit www.fireglass.com, 
or call 800/426-0279.
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NEVER HAS A SINGLE TOPIC SO COMPLETELY 
enthralled an industry like the emergence of BIM 
(Building Information Modeling) technologies 
for architectural, engineering and construction 
(AEC). Virtually every publication written for 
the construction field has been overwhelmingly 
focused on the discussion and exploration of 
BIM and its implications. Like many emerging 
technologies, however, the BIM phenomenon it is 
surrounded by as much confusion as excitement. 
Although nearly everyone who discusses the 
topic agrees that “it is the future” and “everyone 
should get ready for it,” very few are able to 
define exactly what that “it” is and how it will 
actually affect them.

The purpose of this article is to explore the 
implications and impacts of BIM technologies 
on the architectural openings industry and 
specifically the distributors of its products. In 
researching this article, it became quite apparent 
that everyone has a completely different idea of 
what exactly BIM is. As a software developer, 
having spent the last 15 years of my career in this 
industry, I had formed my own impressions and 
opinions of what BIM means to the industry that 
I serve. I quickly came to the conclusion that I 
needed to go to the source.

The BIM standard was developed by the 
buildingSMART Alliance in the United States, 
which is also responsible for its continuing 
maintenance and evolution. This seemed like 
a good place to start. Dana “Zeke” Smith is the 
Executive Director of buildingSMART and the 

author of Building Information Modeling: A Strategic 
Implementation Guide. He very generously took 
the time to share his many insights into the topic 
of BIM and how it affects our industry. I also had 
the privilege of interviewing R. Allan Partridge, 
the Vice President of the Canada BIM Council 
and the Executive Director of Integrated Practice 
for Group2 Architecture Engineering, Ltd. Mr. 
Partridge very graciously offered a valuable 
perspective on BIM, from both an international 
perspective and from that of a leading architec-
tural design firm.

Armed with these and several other key indus-
try resources, I was ready to begin casting some 
light on this whole BIM phenomenon.

The	Back	Story

BIM reached the height of its notoriety and 
support after U.S. President Bill Clinton issued 
Executive Orders 12906 for Spatial Data and 
13327 for Read Property Asset Management. 
Both called for the implementation of a system of 
common information sharing that could accom-
modate geospatial information. BIM and its abil-
ity to handle 2D and 3D visualizations filled the 
bill nicely.

BIM is a system of data modeling that seeks to 
combine data from every individual aspect of the 
construction process. Instead of the traditional 
approach in which different plan documents exist 
for components of a building (structure, electri-
cal, plumbing, etc.), a BIM model integrates all of 
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these into a single view. The benefits 
of such a merger are potentially 
astronomical, and it’s easy to see 
why project managers and property 
owners are drooling at the possi-
bilities for cost savings and overall 
management.

The	Promise

In order for something as ambi-
tious as BIM to get off the ground, 
it must receive widespread accep-
tance from all of the parties and 
industries involved in the construc-
tion process. In order for that to 
happen, there must be benefits for 
all involved. Although it’s easy 
to see why an architect or project 
manager would be anxious to 
develop a single model of a building 
in its entirety, what’s less apparent 
is what’s in it for all of the various 
individual industry members.

BIM has been described as a 
collaborative process. It’s not 
simply a format for files that are 
to be dropped on some website 
or emailed between vendors. The 
single, all-encompassing database, 
containing all of the products in the 
building, is intended to be a shared 
resource for the benefit of all parties 
in the process. One of the great 
promises BIM makes is to help avoid 
errors and/or conflicts by allowing 
each vendor to be aware of what 
the other vendors are contributing 
to the project. One could also hope 
to be able to “recycle” work done 
by other parties and avoid having 
to re-enter information common to 
multiple components.

These are some very enticing 
promises, and it’s far too early to 
tell whether they’ll actually come to 
fruition. It is, however, possible to 
speculate.

The	Technology

The technology behind BIM can 
be even more confusing than its 
role. For those who are expecting to 
receive data wrapped up in conve-
nient little “.bim” files, stop looking. 
They don’t actually exist. There is 
no such thing as a BIM file per se. 
But there are many different types 
of files and formats that are used in 
the name of BIM. 

Like all things in a construction 
project, it all begins with the archi-
tects. In the past, architects have 
traditionally used packages like 
Autodesk’s AutoCAD exclusively 
to create their building designs. 
Today, they are able to make use 
of extremely powerful design 
and modelling packages, such as 
Autodesk Revit or Navisworks, to 
create and manage complex three-
dimensional models for a given 
project. In addition to all of their 
revolutionary features, these pack-
ages also facilitate the management 
and sharing of information in accor-
dance with the BIM specification.

The BIM specification is designed 
to accommodate the seamless 
exchange of data. It accomplishes 
this by defining an extensive 
dictionary of “attributes” that define 
and identify all of the individual 
pieces of information that make up a 
project. When data is carried within 
a file, it must be associated with 
one of these standard attributes 
so that the receiving application 
knows what that data refers to. They 
work much the same say that “field 
names” work in your favorite email 
application’s contact list. When you 
export your contacts to another 
application, fields are labeled as 
“name,” “phone 1,” “address-city,” 
etc. so that the intended recipient 

can file the data in the correct fields. 
BIM data exchange works exactly 
the same way.

The obvious difference is in the 
extensiveness of the data being 
carried. The BIM specification 
contains an enormous lexicon of 
attributes that define complex sets 
of data. This lexicon is further 
arranged into groups of related data 
components, commonly referred to 
by software developers as “classes.” 
These classes collectively comprise 
a data model referred to as the 
“Industry Foundation Classes,” 
or IFC. IFC data is entered in or 
derived from the original modelling 
files in Revit, Navisworks or others.

The	Reality

If you’re looking for a website 
from which to download and share 
these modelling files, again, you 
can stop looking. Unfortunately, the 
reality isn’t nearly that simple. Due 
primarily to intellectual property 
and copyright concerns, architects 
and project managers are reluctant 
to make these files generally avail-
able. Quite frankly, architects don’t 
want all or portions of their designs 
“recycled” for other projects. 
Although policies vary from person 
to person and design firm to design 
firm, a distributor shouldn’t expect 
to get access to these files very often. 

The answer to this dilemma is 
simple, however. Architectural 
modelling applications allow select 
BIM data to be exported separately 
from the rest of the file. The result 
of such an export is an IFC file that 
contains all of the BIM data along 
with its corresponding IFC attribute 
tags. These files can then be read by 
compatible IFC reader applications. 
It’s worth mentioning that the actual 
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IFC files can exist in two major 
formats, and as such, the choice of 
IFC reader should match the specific 
file being read. Currently, the older 
of the two formats (IFC2x3) is the 
most popular. However, the newer 
(ifcXML2x3), which employs XML, 
is quickly gaining ground.

The people we spoke to from 
buildingSMART envisioned the 
creation of a centralized distribution 

website at some point in the future. 
Such a site would allow architects 
and project managers to post their 
source files online and facilitate the 
automatic export and distribution of 
IFC data to interested parties. Such a 
site would specifically restrict access 
to the actual model files but still 
allow the download of the exported 
IFC files. Unfortunately, such a site 
does not exist today, and to the best 
knowledge of everyone we spoke 
to, nothing is in the works. As such, 
anyone interested in obtaining IFC 
files would need to communicate 
directly with the owners of the 
project’s model files and request an 
IFC export.

For the architectural openings 
and hardware industry, the bad 
news does not quite end there. 
Although the IFC attribute collec-
tion is extremely extensive, the 
data contained relates primarily to 
the geometric aspects of the build-
ing project. Walls and spaces are 
expressed with absolute and stun-
ning accuracy, but details regarding 
doors and frames are not nearly so 
complete. Currently, the only infor-
mation contained in a standard IFC 
file with respect to doors is the size 
of the opening, or more accurately, 

the “hole in the wall” to accommo-
date the opening. In addition, one 
can derive the direction of swing 
but not the “handing,” as a door and 
hardware person would express it. 
The same shortcoming existed in an 
earlier incarnation of an AutoCAD 
add-on product called Architectural 
Desktop. That product also 
attempted to address the needs of 
the door and hardware industry by 

offering openings schedules created 
from within the AutoCAD drawing. 
Unfortunately, both Architectural 
Desktop and IFC have the same 
limitation. Both only identify the 
direction of swing with respect to 
the wall. Neither speaks to the lock 
side of the opening, nor do they 
identify the active leaf in a pair of 
doors. As for all of the other aspects 
of the opening, their specifications 
do not exist in the IFC lexicon.

There is, however, a light at the 
end of the BIM tunnel. The design-
ers of the BIM specification have 
recognized that there is consider-
able amount of industry-specific 
information in respect to every 
component of a building’s construct. 
In fact, there are far too many 
details and components for any one 
specification to ever hope to antici-
pate. Even beyond this, one must 
also consider the fact that new prod-
ucts (and hence new specifications) 
are being invented all the time. 
BIM’s answer to all of this is “feder-
ated” files. Simply put, federated 
files are supplementary files that are 
designed to complement and travel 
alongside the IFC. 

There are numerous individual 
initiatives already launched by 

members of various aspects of the 
construction industry attempting 
to create supplementary specifica-
tion for files that essentially pick up 
where IFC leaves off. Because these 
initiatives are all relatively new, 
there are no absolutely definite stan-
dards. Use of federated files occurs 
at the mutual agreement of the 
parties involved in a project. In fact, 
it would be fair to say that at this 
point in its evolution, BIM as a whole 
is employed at the behest of project 
managers or as a result of an agree-
ment made between the various 
parties involved in a given project. 
Everyone we spoke to characterized 
BIM as a “collaborative” process 
designed to facilitate the exchange 
of information between parties. 
This is largely why no standardized 
distribution mechanism has been 
established for IFC and related files 
within the construction industry.

This brings us to the single largest 
consideration with respect to the 
architectural openings industry: 
data entry. Even if a widely accepted 
standard for federated files were 
to emerge for Division 8 products, 
one large elephant remains in the 
room: Who is going to enter all of this 
information? 

It’s certainly conceivable that 
the industry will agree on a file 
specification that will carry details 
with respect to the doors, frames 
and hardware. The question still 
remains as to who will be given 
the responsibility of entering and 
maintaining all of this information. 
Distributors we’ve spoken to all 
envision a future in which all or 
part of the take-off process can be 
automated by importing data from a 
BIM file of some sort. In theory, this 
is possible, but someone needs to 
enter this data initially. 

For those who are expecting to receive data wrapped up in conve-

nient little “.bim” files, stop looking. They don’t actually exist.
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It’s not realistic to assume that 
architects will be providing any 
more data with respect to doors, 
frames and hardware than they are 
right now. The logical conclusion, 
therefore, is that the onus will fall 
to the spec writer to populate this 
aspect of the database when the 
hardware and/or openings sched-
ules are created. In the alternative, 
the task could fall to the vendor/
distributor to provide this supple-
mentary information as part of the 
submittal package.

Traditionally, architects rely on 
specification writers (AHCs) to 
create a hardware schedule from 
their blueprints. In some cases, this 
task is performed by the hardware 
distributors, and at others times, 
the hardware manufacturers them-
selves undertake the task to ensure 
that their products are favored. In 
either case, it’s highly unlikely that 
anyone would be anxious to provide 
a digital version of their spec to 
make their competitors’ jobs easier. 
It’s more likely that manufacturers 
would want to assist distributors of 
their products by providing a file 
that would simplify their bidding 
process. As an example, ASSA 
ABLOY Canada is already doing 
this by offering completed project 
take-offs and hardware specs in 
AVAproject format for its distribu-
tors. In this example, ASSA ABLOY 
has been able to offer an extremely 
powerful time-saver to its custom-
ers. Hardware and openings sched-
ules are completed by its people, 
and the distributor need only make 
desired modifications and fill in bid 
amounts. 

In practice, the greatest benefi-
ciary of BIM and its standardized 
format is the project manager and 
building owner. The various feder-

ated files can be coordinated with 
the original 3D model to create a 
comprehensive representation of 
every component of a building proj-
ect. The utility of this to building 
owners is obvious. Both they and 
those responsible for the ongoing 
maintenance of the building would 
have a comprehensive reference 
guide that details every nut and 
bolt that went into the building’s 
construct. Imagine how helpful this 
would be when faced with main-
tenance or renovation tasks in the 
future!

This is so helpful, in fact, that it 
could actually become an unfor-
tunate reality for the door and 
hardware distributor. When complex 
keying structures are employed in 
electrified hardware implementa-
tions, distributors often are required 
to provide computer-readable 
versions of those configurations. 
Several lock manufacturers provide 
or support keying software for the 
use of building maintenance person-
nel. In such cases, the configuration 
files for these keying systems are 
required “deliverables” for the proj-
ect hardware vendor. BIM files are 
the natural evolution of this require-
ment. It is absolutely believable 
that architects or project managers 
may begin to demand that vendors 
provide product details and perhaps 
even product drawings as part of 
their submittals and/or deliverables.

Fortunately for the product 
vendors/distributors, the call for 
BIM-compliant drawings and 
renderings will most often be 
answered by the manufacturers 
themselves. In fact, many forward-
thinking manufacturers have 
already made such files available 
on their websites for architects’ and 
designers’ use.

The	Bottom	Line

Although BIM technologies are 
not really a part of the architectural 
openings distributor’s life today, it 
is certainly conceivable that they 
will be in future. The adoption of 
BIM technologies by architects and 
project managers may result in 
new demands and responsibilities 
for product vendors. As for actual 
benefits, it seems apparent that the 
greatest beneficiary of them, in 
terms of the architectural openings 
industry, is definitely the project 
managers and building owners.

Since there are currently no defi-
nite specifications in place for doors 
and hardware, there is very little 
that the Division 8 vendor can do to 
prepare for BIM at this point. The 
best one can do is ensure that any 
software choices made today are 
coming from software developers 
that have made a commitment to 
supporting BIM and this industry 
as they evolve together.  

AVAware Technologies has assembled 
a number of BIM-related web links, 
documents and utilities from which we 
created a small “BIM Resource Kit.” We 
are happy to offer it for download from 
the AVAware website or on CD at the 
AVAware booth during the DHI show.

The author would like to thank Dana 
“Zeke” Smith of the buildingSMART 
Alliance in the United States and Allan 
Partridge of the Canada BIM Council 
for their generous assistance in the 
research of this article.

About the Author: Paul Kirsch is the President 
and CE�O of AVAware Technologies. He has been 
involved in designing and writing software systems 
for nearly 25 years. Paul can be reached through the 
AVAware website at www.AVAware.com.
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REAT SERVICE IS SOMETHING 
we all want to offer our customers. 
We want to impress them with 
what we can do, how we do it, high 
quality, fast shipping and more. 
But back up for a moment, and try 
to remember how you turned each 
prospect into a customer. Did you 
wow them, or did you just win the 
first order based on price? Was it 
just because their boss told them to 
buy from you? If your relationship 
does not make your customers sing 
your praises, they will leave you for 
a company that really gets to know 
them, their needs and their wants—
one that tailors its programs to them. 

Too many times, the selling 
relationship starts out as just that: 
selling. Look what we have to sell to 
you! Look at this new car. Look at this 
house. You need this! You need to put 
an offer down NOW before someone else 

gets it, and so forth. You know this 
salesperson. He or she has never 
asked you what your needs are. 
Think about those annoying sales 
calls you get on the phone. Those 
folks just start in with their script 
without learning anything about 
you, your company or your personal 
requirements.

Sometimes, as sales people staffing 
a booth at a tradeshow, we get into a 
rut. We know that we typically only 
have five to 10 minutes to work with 
people before they are ready to move 
on to the next booth. So what do we 
do? We cram our newest information 
down their throats. You need to see 
this new lock, you need to get our new 
brochure, and you need to hear about 
this great new feature! But we forget 
to qualify these individuals as true 
potential customers of our company 
and products. We fail to make 
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them see how our products might 
increase their existing product lines. 

The book 42 Rules to Turn Prospects 
into Customers, by Meridith Elliott 
Powell, focuses on the idea of 
customer-centric selling versus 
me-centric selling and how using 
this concept and changing how 
you think about selling and rela-
tionships will ultimately result in 
better sales and loyal customers. 
Me-centric selling is all about the 
sales person: I have a product I want 
to sell to you, and you will buy it 
because you like me. Customer-centric 
selling finds out all about the poten-
tial customer first. You ask a lot of 
questions, and you listen, listen, 
listen. You talk very little about 
yourself to begin with. 

The selling typically doesn’t 
happen during this first meeting. 
That comes afterward, when you 
can put together a program or a 
product based on what you have 
learned about the customer’s needs.

A few of the rules from the Powell’s 
book are presented here, with exam-
ples based on the door and hardware 
industry and, most specifically, 
how they can be applied to the DHI 
Conference and Exposition.

Rule	3:	Target	the	Right	Client

Not everyone can benefit from 
your particular product or service. 
In order to know if a person will be 
a good fit for you, your company 
has to define your target market. 
What size company do you typically 
sell to? What end user will most 
benefit from your product? The 
more you know about your perfect 
customer, the better you can define 
to whom you want to be selling. 

This concept really helps those 
of us who are staffing tradeshow 

booths. There are times when I real-
ize that I have nothing to educate 
certain people on concerning our 
products because I have nothing 
that is of benefit to them or their 
end users.

We are not only qualifying 
people for our information; we are 
also piquing their interest in our 
company. Pertinent questions can 
include: 

■ What is your role in the 
company?

■ What type of company do you 
work for?

■ What are your interests in the 
show?

■ What are you looking for?
■ What types of products and ser-

vices do you feel are not the best 
choices for your company?

I sometimes have to ask prospects 
to be patient while these ques-
tions are being asked. Whether it 
is at the booth, in the elevator or 
before a class begins, I don’t want 
to make a presentation to someone 
without actually knowing them! I 
might also ask questions like: “How 
many years have you been in this 
industry?” I will certainly change 
what I want to tell someone if he has 
been in the industry less than a year 
versus if he has been in the industry 
for more than 10 years!

Of course, before you ask all these 
questions, you and your company 
need to know and define who is the 
right customer for your products and 
services. You need to intimately 
know the type of client you are 
trying to attract. You should know, 
for example:

■ What size company is your ideal 
target? 

■ Who in the company, by role, 
is most likely to need your 
product or services? 

■ What type of work does your 
ideal company do? Bid work or 
negotiated? 

■ What is its target market—for 
instance, schools, hospitals, con-
dominiums or commercial retail 
space? 

Don’t forget: Once you have 
identified someone as a potential 
customer, add value immediately. 
Help that person by listening and 
solving the right problem. Then, 
take action.

Rule	8:	Be	Prepared	to		
Go	the	Distance

Are you aware of the number of 
contacts it takes to turn a prospect 
into a customer? This number has 
more than doubled in the past few 
years due to the tough economy, so 
you need to go the distance with 
the prospects, staying with them 
as they decide to do business with 
your company.

Each interaction with a poten-
tial customer is a contact. In my 
company, I used to count it this way. 
Contact 1: Request for information 
over the phone. Contact 2: Send 
them out some sales information. 
Contact 3: Follow up to make sure 
that they got the product binder, 
and ask if they need anything else. 
Contact 4: Then they might ask us 
to quote a job. Contact 5: We do the 
quote and send it off. We are then 
almost at the required number of 
contacts to turn that company into a 
customer. 

But remember: This number has 
more than doubled. Fortunately, 
social media sites such as LinkedIn 
and Facebook have given us new 
ways to reach prospects. These 
can help increase your contacts if 
done professionally. And, of course, 



there are numerous opportunities 
at a tradeshow for contact points 
outside of the tradeshow floor, such 
as attending educational sessions or 
lunch and learn events.

Where individuals working at 
tradeshows often fall short is some-
thing I have personally experienced. 
I stop at a booth for a product that I 
think could benefit my company or 
for information that we need to do 
our jobs better as a manufacturer. 
The booth representative duly scans 
my badge and makes sure to note 
what I am looking for in regard to 
information. After the show, I head 
home, and then I wait, and wait, 
and wait for the materials that I 
requested to arrive. The longest 
I’ve waited is three months for the 
actual product binder, but in reality, 
the longest wait is NEVER. I never 
get the promised information about 
50% of the time. 

I once asked a booth staffer why 
this happens. The response was 
that they send the information to 
a central department, which then 
sends it to the regional sales reps, 
who then send it to the local sales 
reps, who are so overwhelmed with 
potential contacts that they don’t 
have time to follow up on all the 
contacts. It’s hard to turn a prospect 
into a customer when you fail to 
deliver what you promise before the 
process even begins.

Rule	7:	Learn	to	Serve

Why did I put Rule 7 after Rule 
8? The logical order of things. What 
I so often observe at tradeshows 
is that people scan your badge, 
promise to send you information 
(which never comes), and then move 
on to the next person. They haven’t 
talked with you and figured out the 

best approach to sell to you based 
on qualifying you as a prospect. So 
put down that badge scanner for 
a minute and enjoy the tradeshow 
and the selling of your company’s 
products and services. Selling is not 
a dirty word. Done right, it is an 
enjoyable business interaction.

Meridith Elliott Powell succinctly 
summarizes the three basics of 
selling:
Believe in and know the value 
of your product or service.

If you hire people from outside 
of your company to staff the booth 
just to have a presence and possibly 
draw potential customers into your 
booth, you are (for the most part) 
doing your company a disservice. 
How can they possibly know the 
value of what you have to offer? 
Be it magicians or chair massage 
people or models, do they really 
help? Remember, you only have a 
few minutes with each potential 
customer. Do you want them watch-
ing a magician or really learning 
about your company?
Learn to ask questions 
and really listen.

Again, how can you ask questions 
and really listen to your prospects 
if they are distracted by the booth 
model or the sports star signing 
memorabilia? And can a model 
ask qualifying questions of your 
customers?
Provide solutions that  
solve their problems.

The Hollow Metal Manufactures 
Association (HMMA) recently 
produced a video that stresses 
how its member organizations can 
provide solutions to the problem of 
filling an opening with appropriate 
products. What I enjoy most about 
my job in hollow metal is find-
ing ways to solve problems with 

creative solutions. Make sure that 
when prospects leave your booth, 
they know that you can solve their 
problems, be it delivery times or 
specific products or whatever you 
have to offer. When you leave a 
potential client’s office, does he or 
she know how you are going to 
solve the company’s problem? Now 
it is up to you to act on your prom-
ises. Whether it is emailing a draw-
ing or having a technical person 
contact the person, don’t drop the 
ball; it is in your court.

Rule	13:	Follow	the	Steps	to		
Set	up	an	Appointment

The tradeshow is over, and you 
have identified a handful of contacts 
whom you feel your company can 
help. Now it might be time for a 
face-to-face sales call or even a 
phone appointment.

This brings me to another 
problem that I see too often in the 
selling experience. A company 
representative takes the time to 
set up an appointment with me. I 
always assume that he or she has 
an agenda—something worthy of 
my time. However, I have had more 
than one salesperson who I do not 
like to see because, most of the time, 
they have no real reason for stop-
ping in. But there might be things 
I’d like to discuss with them, and I 
might want a chance for my team 
to talk with them. Then, the topic 
changes to college football, leaving 
some of us out of the conversation 
and distracting everyone from 
business questions that need to 
be asked. When the salesperson 
gets back to his office, he doesn’t 
remember to follow up with me on 
my requests. 
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This same thing happens at trade-
shows. There is a time and a place to 
discuss college football (over drinks 
at the bar) and so forth, but in the 
sales booth, it is usually best to keep 
on track.

So what are the correct steps? 

1.  Have a reason to call. You 
know that the person on the 
other end has a need that you 
can fill or that he or she can 
benefit from your product or 
services.

2.  Prepare and plan. Know 
dates that you can meet with 
the prospect, and know the 
person and the company 
that you are calling. Check 
out their website, and gather 
information.

3.  Take control of the call, and 
set the appointment. Get to 
the point, briefly describe the 
benefit that you can offer, and 
show that it will be worth his 
or her  time to discuss it with 
your further.

4.  BE ON TIME. 

If you follow these steps, your 
prospects will welcome your visit, 
they will look forward to meeting 
with you, and they will be more 
open to buying your product or 
service. 

I had a representative from a 
payroll services company follow all 
of these steps. He learned enough 
about my company in advance to 
know that we were the right size 
company that he could help and 
that we were already buying limited 
services from his company. He 
followed the steps so well, in terms 
of setting the appointment and 
learning about our needs, that we 
not only became a good client, we 

have also referred other companies 
to his company, a number of which 
have turned into clients for him. 
There are times when I think that he 
not only read Powell’s book, but he 
might have co-authored it! 

Powell also describes the steps in 
Rules 14 to 20 to understanding that 
a sales call is a privilege. Do your 
homework, define your purpose, 
ask great questions, and deliver a 
strong close. And once you deliver 
the close, don’t forget to ask for the 
sale. Sometimes all a prospect needs 
is “When can we expect the order,” 
or “When will you be signing the 
contracts?”

Conclusion

Participating at a tradeshow is 
more than just staffing a booth. It is 
an opportunity to meet your exist-
ing clients and learn more about 
their needs. It is also an opportunity 
to meet new prospects and learn 
what their needs are and how you 
can serve them. That way, when you 
later call on these new prospects, 

you will not be making a cold call, 
but rather an informed call with a 
purpose—to turn them into custom-
ers who will be so extremely grate-
ful for your company and the way it 
solves their problems that they will 
sing your praises!

Reference: 42 Rules to Turn 
Prospects into Customers, by 
Meridith Elliott Powell (2010), 
Super Star Press. Examples used 
from this book are with permis-
sion from the author.  

Dedication: This article is dedi-
cated to the memory of my father, 
Morris Karpen, founder of Karpen 
Steel Custom Doors & Frames. I 
attended my first DHI tradeshow 
in Boston in 1985 before I joined 
the company. His customers were 
coming up to him (we did not have 
a booth that year) and were shak-
ing his hand and thanking him 
for getting them out of a problem 
or solving a need that they had. 
What impressed me and made me 
want to join the company was that 
they then turned to whomever was 
next to them, made introductions, 
and sang the praises of both the 
company and Morris individually. 
It was then I knew that I wanted to 
join his company because I could 
tell that what we were selling was 
relationships and customer service, 
not just products.  

About the Author: Rachel S. Smith, President 
of Karpen Steel Custom Doors & Frames (www.
karpensteel.com), has attended every DHI trade-
show since 1985 and exhibited at more than 20 
of these shows. She can be reached at rachel@
karpensteel.com, or stop by Karpen Steel Custom 
Doors & Frames booth #452 at the DHI show in 
New York City.
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Rachel S. Smith is ready to meet and greet as 
the show floor opens.
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e have navigated a 

difficult market the 
last several years. In such a time, it 
is more important than ever to stay 
in touch with trends as they unfold 
and to attempt to divine the best 
path ahead. As part of that chal-
lenging process of prediction, it is 
helpful to revisit past predictions 
and test them against actual events. 
At the beginning of 2011, we made 
a number of predictions regarding 
the way the year would unfold. As 
is usually the case when making 
guesses about the future movement 
of a recovering market, some of 
those predictions turned out to be 
true, and some did not. 

Predictions concerning the 
continuing importance of energy-
efficient products were on the mark. 
The momentum behind the green 
movement has only become stron-
ger in recent years. We have long 
maintained the position that the 
phrase “green building products” 
will eventually fall out of usage 
as high energy efficiency becomes 
an expected standard. For now, 
companies wrestle with designing 
green products capable of serving 
as points of differentiation that can 
be offered at a price that consumers 
are willing to pay. It is impossible 

to predict the creation of future tax 
credits and similar programs that 
promote energy efficiency, but it is 
nearly certain that they will take 
place at some point. The more focus 
companies have given to being 
green up to that point in time, the 
more likely it is they will be able 
to take advantage of any future 
programs. Until then, the incentive 
of increased market share will be 
sufficient to drive a continuing 
focus on green products.

Other predictions that turned out 
to be true included the relatively 
strong performance of the multi-
family housing market. Commercial 
door and window manufacturers 
have benefitted a great deal from the 
strength in the multi-family market. 
Manufacturers that focus primarily 
on the residential segment typi-
cally define multi-family housing 
as part of their residential business 
and have enjoyed considerable 
success in this segment as well. In 
addition to years of underinvest-
ment in the multi-family market, 
other factors buoy construction and 
remodeling of multi-family projects. 
Among these is the fact that many 
individuals who lost their homes to 
foreclosure did so without losing 
their jobs. They ran into financial 

trouble when their mortgage teaser 
rates reset in an environment when 
the falling price of their homes 
prevented them from refinancing 
as planned. They ceased to be high-
end homeowners and became rent-
ers of high-end apartments instead. 
This increased demand for high-end 
rentals has spurred construction 
and remodeling of existing units. 

Another prediction from earlier 
this year that has proven to be true, 
unfortunately, is that there would be 
widespread defaults on commercial 
real estate loans. Owners and devel-
opers faced the need to refinance 
existing debt in a high-vacancy, 
high-risk economic environment. It 
was clear that many of them would 
be unable to refinance their projects, 
leading to defaults. This has turned 
out to be very much the case. In fact, 
commercial real estate loan defaults 
have been so pervasive that they 
have caused the failure of many 
local and regional banks this year. 
Through July 2011, there were 61 
bank failures in the United States. In 
many of these failures, the majority 
of the banks’ nonperforming loans 
were backed by commercial real 
estate. Trepp, LLC, a provider of 
commercial mortgage research and 
analytics, has published a list of the 

Revisiting Our Earlier Predictions

Commercial Door Market Update and Outlook
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states in which it believes the great-
est risk exists of additional bank 
failures driven by commercial real 
estate defaults. These areas, along 
with the number of banks consid-
ered as being at the highest risk, are 
presented in Figure 1. 

There are hundreds of billions of 
dollars of additional loans that are 
at high risk and must eventually 
make their way through the default 
process. These defaulted loans are 
highly disruptive to the system and 
create an environment that discour-
ages investors from undertaking 
new real estate projects that would 
otherwise succeed. However, when 
these loans default, it is not always 
a total loss for this industry. In the 
case of an existing building, an 
investor will eventually purchase 
and operate the building. In 
instances where there is a partially 
constructed building, an inves-
tor will most likely purchase the 
development out of bankruptcy and 
complete the project. This means 
that the default can free up a project 
that would otherwise be delayed by 
financing troubles. It is only in the 
case of greenfield or raw land proj-
ects that a very high risk exists that 
a default will mean the complete 
demise of the project. 

With regard to capital transac-
tions in the industry, the results of 
our predictions were mixed. We 
correctly anticipated that there 
would be a very low level of plant 

expansion activity in 2011. This 
has turned out to be the case, with 
very few plants being expanded 
in the year-to-date period. Rather, 
most companies are exploring 

Charts courtesy of Michael Collins, Jordan, Knauff & Company

By Michael Collins
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ways to increase the production 
volume through existing plants in 
order to improve profitability. Our 
prediction regarding an increase 
in merger and acquisition activity 
in 2011 versus 2010 is likely to be 
confirmed as incorrect by year-end. 
At the current pace of M&A activity, 
as displayed in Figure 2, there will 
be fewer transactions in the overall 
door and window industry this 
year than last. While there remain 
a large number of company owners 
who profess a desire to sell their 
businesses and retire, many of them 
are waiting until they are able to sell 
based on more profitable trailing 
numbers. 

At the start of the year, roughly 
40% of the $787 billion stimulus 
package remained to be spent. At 
the time of this writing, the amount 
of unspent stimulus funds was 
roughly $100 to $150 billion, or 
13-19% of the original total. This is a 
significant amount of spending, and 
much of it will go toward construct-
ing government buildings, military 
housing and similar projects. We 
predicted at the outset of 2011 that 
companies offering blast-resistant 
products would find them to be a 
valuable differentiator in the year 
ahead. That has turned out to be the 
case. Much of the building being 
undertaken with stimulus package 
funding goes to fund govern-
ment and military buildings that 
require blast-resistant doors and 
windows. Every blast-resistant door 
or window manufacturer we have 
encountered is enjoying brisk sales.

Another factor mentioned in 
our earlier outlook for 2011 was 
the importance of manufacturers 
growing their dealer networks. 
It is a truism that manufacturers 
need more customers rather than 

fewer. It has come to our attention, 
though, that manufacturers in 
at least one segment of the door 
industry are exploring the possibil-
ity of going around some of their 
dealers in getting to market. The 
factor that has raised this issue is 
the tendency of dealers to lead with 
the lowest-cost products in order to 
win business. This puts manufac-
turers in the position of investing 
capital to develop high-margin, 
high-performance products that 
are ordered less frequently than 
their lowest priced, low-margin 
products. Despite the importance 
of their relationships with their 
dealers, some manufacturers are 
willing to explore owning their own 
dealers or going to market directly. 
This would give them much greater 
control over which of their products 
are presented to customers. It will 
be interesting to monitor how this 
exploration unfolds in the next few 
years and whether it becomes a 
reality.

Reviewing	the		
Industry	Year-to-Date

Taking stock of the performance 
of the commercial door market 
thus far in 2011 yields a mixed 
picture. On both the residential and 
commercial side of the door and 
window industry, many companies 
performed very well during the first 
quarter of the year. In the second 
quarter, economic uncertainties and 
other factors resulted in a nearly 
industry-wide slowdown in build-
ing products sales. While there are 
companies that serve a niche that 
managed to avoid the second quar-
ter slowdown, this pattern held for 
most companies in the industry. It is 
also troubling that the Architectural 

Billings Index, which is an indicator 
of activity nine to 12 months in the 
future, dropped each month from 
February to June 2011. 

At the same time, there are 
medium and large companies 
that have made the right cuts to 
overhead in the last two years that 
find themselves in a strong cash 
position. These companies are seek-
ing acquisitions. There is currently 
somewhat of an imbalance in the 
market, since buyers outnumber 
sellers. That imbalance will correct 
itself as the market recovers and 
more buyers and sellers can be 
matched. Aiding that process is 
the fact that credit is becoming 
somewhat easier to obtain. Whereas 
lenders had previously dismissed 
the building products industry as a 
whole, the market is becoming too 
competitive to allow that posture. 
Banks will look at acquisitions and 
expansions requiring senior debt 
on a case-by-case basis now rather 
than ignoring the building products 
segment altogether.

Brief	Outlook	for	the		
Quarter	and	Year	Ahead

The fourth quarter of 2011 will 
provide significant clues as to 
the likelihood of a meaningful 
commercial recovery next year. 
Nonresidential construction spend-
ing has trended modestly upward 
during 2011, but the industry is 
clearly not in a full recovery as 
of yet. This is due in large part to 
the fact that the residential market 
continues to trend up and down 
within a range. The residential 
segment also has yet to demonstrate 
that it is on the strong road to recov-
ery. There are several important 
factors weighing on the industry 
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right now, any one of which would 
be a meaningful drag on future 
growth. While much of the debt 
limit debate was a mixture of theat-
rics and politics, it created a level 
of uncertainty that is unhelpful at 
a time like this. The downgrade of 
long-term U.S. debt by Standard 
& Poor’s has no major short-term 
implications. It is, however, another 
acknowledgment that we as a nation 
have not yet fully righted the ship. 
With an election year fast approach-
ing, it is certain that the ongoing 
debate of the steps that are needed 
to improve the economy will only 
increase in prevalence.

We would expect a handful of 
mergers and acquisitions in the 
fourth quarter, as pending tax and 
fiscal year-end deadlines always 
spur the closing of a few deals that 

might otherwise be derailed by the 
holidays and drag into the new year. 
Companies seeking acquisitions 
most often cite the desire to expand 
geographically or to increase their 
current product offering in seeking 
targets. When two companies with 
complementary but non-identical 
products combine, there are typi-
cally cross-selling opportunities 
created. Expanding product lines 
also allows companies to take 
advantage of the strong trend 
toward becoming a one-stop shop 
for customers. Every end customer 
is seeking ways to have more of the 
products needed for a project arrive 
on the same truck. 

The industry finds itself at an 
interesting crossroad as we enter 
the final quarter of 2011. While the 
Architectural Billings Index would 

indicate an impending slowdown 
in commercial construction, the 
new projects inquiry index jumped 
sharply in June. This would indicate 
that new projects are preparing 
to move forward, which would 
soon find its way into an improved 
Architectural Billings Index. In 
the fourth quarter and in the year 
ahead, industry participants will 
continue to watch for these and 
other signs that the recovery is gain-
ing momentum.  

About the Author: Michael Collins is the 
Managing Director for the Buildings Products 
Group of Jordan, Knauff & Co.
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What could be more appropriate for the tradeshow issue of 
Doors & Hardware than a report from a trip to a convention center?

My company visits many convention centers over the course of a year, and we 
find tradeshows to be a great way to stay in touch with customers. If you have 
ever seen our samples, you will also realize that tradeshows are the best way for 
us to give dealers and users a chance to touch and try our products without us 
breaking our backs.

Bringing the samples in to the building can be a little tricky, though. Many 
times we carry the samples in ourselves, which means we do a reconnaissance 
run around the convention center to find the shortest route to get them to our 
booth. During one of these expeditions, I happened to have my camera with me. 
I took the time to take a few pictures to give Doors & Hardware readers a behind-
the-scenes peek at doors they rarely see.

I’m not going to identify this central Florida convention center by name, as 
this situation is fairly common in convention centers across the country. I hope 
you will use these photos as an inspiration to photograph serious door issues in 

buildings you visit and bring them to the attention of those responsible for the 
safety of those in the building.

Convention centers typically have banks of doors with several openings of 
pairs of doors in a row. In the old days, these were cross bars, and convention 
centers were famous for chaining pairs of doors together. As the design standard 
moved more toward touchbars, we saw locking slide bolts added to many of 
these doors. I’ve shared photographs of several of these over the years, and if you 
haven’t seen them, I will email them to anyone who drops me a line at mberger@
securitech.com.

Because many convention center doors are pairs in which both leaves are oper-
able, we see a great many concealed and surface vertical rod devices in use in these 
locations. Those of us who have run service businesses know that these doors 
require continuous attention and servicing. Unfortunately, most of the facilities I 
have visited do not take great care to make sure these exits are in proper working 
condition, let alone remain unlocked while the building is occupied.

So… fire door inspectors, this one’s for you! —Mark

Photos Courtesy of Mark Berger, Secret Photographer

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!

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
by Mark Berger

Mark Goes  to  a  Convention Center

It’s safe to say that these were furnished and installed as rated openings. 
The exit devices are fire-rated, and I’m guessing that underneath the 
painted label, we’d find evidence to support the door’s original code 
compliance. I’m impressed with the local jurisdiction, which requires a 
sign on the wall indicating the level of fire rating (in this case, a  
“2 Hour Wall”). What better evidence of the need for annual inspections 
than this sign on the wall and the condition of these doors!

Step one in an 
inspection usually 
involves making sure 
all of the elements 
are installed. Some 
doors do not close 
properly, but after 
seeing the missing 
hinge on one of them, 
it’s no wonder. I’m 
still trying to figure 
out why someone 
would write the 
word “Frame” on 
a piece of masking 
tape and place it 
on the frame next 
to the hinge. If you 
can wager a guess, 
please email it to me.
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When inspecting, you need to 
see if the door closes properly. 
Sometimes you don’t even need 
to operate the doors in order to 
get an answer. If the door’s role is 
to prevent the spread of smoke, a 
door that can’t close is a recipe for 
disaster. These doors are typical 
of back-of-house doors, which can 
be hit by carts, dollies and other 
devices. There is a security breach 
here, as well as the life safety 
issue. Failure to maintain these 
properly can result in loss of life.
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Right below the red standpipe of the fire sprinkler system is a black bean bag set. This is a commercial product 
used to hold doors open. This beanbag has the name of an exposition contractor on it and is probably used 
as a weight to hold booth elements down. Here it has been misappropriated and used to hold the fire-
rated doors open in a non-code-compliant manner. I wonder if the sprinkler inspector noticed it!

Maintaining top 
and bottom latches 
requires constant 
monitoring and 
service. It is the 
nature of the 
beast, especially 
in rough locations. 
This collection of 
latches that do not 
project, bottom 
bolts that don’t 
drop, and bent 
rods are indicative 
of what will be 
encountered. 
Failure to repair 
promptly creates 
a precarious 
scenario.



Contact DHI today at www.dhi.org or 703/222-2010 to find out how you  
can help make a difference in your industry.

Go online to www.dhi.org for the complete Summer issue of The Plan Room newsletter.

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

Door anD HarDWare InStItute

Plan Room
Door anD HarDWare InStItute

Plan Room    Brief

Casino-Centric FDAI® Program in Fall
the Clark County Department of Development Services – 
Building Division finalized details for the requirements of fire 
door assembly inspections and inspectors. In the last stages 
of adopting current mandates, Clark County is very close to 
implementing a program for the inspection of fire doors in 
casinos.

In this issue of The Plan Room, you’ll find all the details on the 
Foundation’s efforts to advance the FDaI® program in this and 
other jurisdictions across the country.

Committee Activities
In addition to our small staff, DHI is dependent upon hundreds 
of volunteers to help guide us in areas from educational 
curriculum to editorial content for Doors & Hardware magazine 
and social media.

Volunteers provide support at both the national and local 
chapter levels. their expertise runs the gamut from 30-year 
veterans to those in mid-career or even some with just a few 
years of industry experience and a strong interest in getting 
involved. as we look ahead to an election determining the new 
Board of Governors, it’s a great time to start thinking about how 
you can get involved and make a difference in your industry.

this issue of The Plan Room features a report on two of our 
committees and their recent work on behalf of the association. 

Be In-the-Know AND Network with 
Professionals
accounts like Facebook and twitter offer exceptional access 
and information to and from people and companies you want 
to contact—as well as people and companies you want to 
know you!

Facebook is useful for openings professionals looking to stay 
in-the-know about new products, trends or services. For a DHI 
member, social networking via Facebook helps facilitate your 
being up-to-date on important industry-related events and 
activities, as well as code changes and legislation that impact 
you and your business.

Be sure to “Friend” DHI on Facebook:

• DHI member

DHI Canada Fall Technical School
november 21-26, 2011, Sheraton Cavalier Hotel, Calgary, aB. Go 
to www.dhicanada.ca for details, or register at dhicanada.ca/
techreg/step1.asp.

Defining Knowledgeable Inspectors
DHI Ceo Jerry S. Heppes, Sr., Cae, and the Foundation’s Bill 
Johnson met with Virginia’s State Fire Marshal ed altizer, 
P.e., and Virginia’s Deputy Fire Marshal ron reynolds, CBo, 
MPH, on Monday, June 27th in Glen allen, Va. they discussed 
the changes in nFPa 80 (2007 edition) regarding fire door 
inspections and worked to clearly define the industry definition 
of “knowledgeable” inspector. 

Similar events are conducted each month across the u.S. by the 
Foundation to advance the awareness of the changes to nFPa 
80 and fire door inspections at the local levels with aHJs.

educating aHJs and those who are enforcing the standard for 
inspections helps code and building officials understand what 
the industry benchmark is for a “knowledgeable” inspector. this, 
combined with awareness of the code, will facilitate demand of 
inspection services by such knowledgeable personnel as DHI’s 
Fire Door assembly Inspectors.
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ew requirements were 
added to the 2009 editions 
of the International Building 
Code, the International Fire 

Code, and NFPA 101 – The Life Safety 
Code regarding luminous egress path 
markings (NFPA 101 calls them “Exit 
Stair Path Markings”). These markings 
on stairs, walls, floors and doors help 
illuminate the egress path in exit enclo-
sures, which can be difficult to navigate 
in emergency conditions. This change 
was one of the recommendations made 
by the World Trade Center Building 
Code Task Force in 2002 and became a 
requirement for high-rise buildings in 
New York City.

The products used for luminous 
egress path markings may be self-
luminous or photoluminescent, in 
accordance with UL 1994 – Standard 
for Safety of Low Level Path Marking and 
Lighting Systems and ASTM E 2072 – 
Standard Specification for Photoluminescent 
(Phosphorescent) Safety Markings. The 
International Building Code defines 
self-luminous as “Illuminated by a 
self-contained power source, other 
than batteries, and operated indepen-
dently of external power sources.” 
Photoluminescent is defined as “Having 
the property of emitting light that 
continues for a length of time after exci-
tation by visible or invisible light has 
been removed.” 

I define it as “glow in the dark.” 
I wanted to find out where and when 

these products are required, since I can 
already hear several architects hyperventi-
lating at the thought of this whitish (with a 
hint of green) material marking the exits.

The codes are very similar when it 
comes to describing the requirements 
for luminous egress path markings 
related to doors:
■ Emergency exit symbol mounted 

within the bottom 18 inches of  
the door

■ Door hardware marked with 
luminous material: 

	 ●  IBC/IFC: 16 square inches of lumi-
nous material located behind, 
immediately adjacent to or on the 
door handle and/or escutcheon

	 ●  NFPA 101: hardware used to 
release latch outlined with 1-inch 
minimum stripe–OR:

	 	 ◗  Panic hardware: 1-inch wide min-
imum stripe for the entire length 
of the touchpad or crossbar

	 	 ◗  1- to 2-inch stripe around frame, 
on face of frame or wall

There are additional requirements for 
other building components.

The doors that require these markings 
are also consistent between the codes, 
and the locations are actually fairly 
limited. The IBC describes these doors 
as “Doors though which occupants 
within an exit enclosure must pass in 

Luminous Egress 
Path Markings

N
BY LORI GREENE, AHC/CDC, CCPR

DECODED:

From the well-known blog 

idighardware.com, 

Lori Greene brings some 

much-needed clarity to 

codes.

http://idighardware.com/2011/05/luminous-egress-path-markings/
http://idighardware.com/2011/05/luminous-egress-path-markings/
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order to complete the exit path,” and 
NFPA 101 describes them as “All 
doors serving the exit enclosure that 
swing out from the enclosure in the 
direction of egress travel.” Basically, 
the codes are describing doors 
within a stairwell or exit passage-
way that lead to the exterior—the 
exit discharge and any additional 
doors that you have to use to reach 
the exit discharge after you are in 
the exit enclosure. The markings 
are not required for doors leading 
into the stairwell, although local 
codes may require this. The IBC also 
contains exceptions for open park-
ing garages and lobbies that serve as 
part of the exit path.

The final piece of the puzzle is 
the list of occupancy types where 
the markings are required. The 
IBC requires luminous egress path 

markings in exit enclosures and exit 
passageways of high-rise buildings 
that house Group A – Assembly, 
B – Business, E – Educational, 
I – Institutional, M – Mercantile, 
and R-1 – Residential occupancies. 
They are not required for buildings 
that are not high-rise or in other 
occupancies, even if the building is 
a high-rise. NFPA 101 states that the 

markings must be installed where 
required by the occupancy chapters. 
However, there are currently no 
occupancy chapters that reference 
the requirements for exit stair path 
markings. I am assuming that future 
editions of NFPA 101 will include 
references within the occupancy 
chapters, at which point exit stair 
path markings will be required.

Photo Credit: Photo courtesy of BALCO, Inc.
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Here is the text from the IBC and 
NFPA 101 2009 editions:

INTERNATIONAL BUILDING CODE:
1024.1 General. Approved luminous 
egress path markings delineating the 
exit path shall be provided in buildings 
of Groups A, B, E, I, M and R-1 having 
occupied floors located more than 75 
feet (22,860 mm) above the lowest 
level of fire department vehicle access 
in accordance with Sections 1024.1 
through 1024.5.
Exceptions:
1.  Luminous egress path markings 

shall not be required on the level 
of exit discharge in lobbies that 
serve as part of the exit path in 
accordance with Section 1027.1, 
Exception 1.

2.  Luminous egress path markings 
shall not be required in areas of 
open parking garages that serve as 
part of the exit path in accordance 
with Section 1027.1, Exception 3.

1024.2 Markings within exit 
enclosures. Egress path markings 
shall be provided in exit enclosures, 
including vertical exit enclosures and 
exit passageways, in accordance with 
Sections 1024.2.1 through 1024.2.6.
1024.2.6 Doors from exit enclo-
sures. Doors through which occupants 
within an exit enclosure must pass in 
order to complete the exit path shall 
be provided with markings comply-
ing with Sections 1024.2.6.1 through 
1024.2.6.3.
1024.2.6.1 Emergency exit symbol. 
The doors shall be identified by a 
low-location luminous emergency exit 
symbol complying with NFPA 170. The 
exit symbol shall be a minimum of 4 
inches (102 mm) in height and shall be 
mounted on the door, centered hori-
zontally, with the top of the symbol no 
higher than 18 inches (457 mm) above 
the finished floor.

1024.2.6.2 Door hardware markings. 
Door hardware shall be marked with no 
less than 16 square inches (406 mm2) of 
luminous material. This marking shall be 
located behind, immediately adjacent to 
or on the door handle and/or escutch-
eon. Where a panic bar is installed, such 
material shall be no less than 1 inch (25 
mm) wide for the entire length of the 
actuating bar or touchpad.
1024.2.6.3 Door frame markings. The 
top and sides of the door frame shall be 
marked with a solid and continuous 1 
inch to 2 inch (25 mm to 51 mm) wide 
stripe. Where the door molding does 
not provide sufficient flat surface on 
which to locate the stripe, the stripe 
shall be permitted to be located on the 
wall surrounding the frame.
1024.4 Self-luminous and photolumi-
nescent. Luminous egress path mark-
ings shall be permitted to be made of 
any material, including paint, provided 
that an electrical charge is not required 
to maintain the required luminance. 
Such materials shall include, but are not 
limited to, self-luminous materials and 
photoluminescent materials. Materials 
shall comply with either:  
1.  UL 1994; or
2.  ASTM E 2072, except that the charg-

ing source shall be 1 foot-candle 
(11 lux) of fluorescent illumination 
for 60 minutes, and the minimum 
luminance shall be 30 millicandelas 
per square meter at 10 minutes and 
5 millicandelas per square meter 
after 90 minutes.

NFPA 101 – THE LIFE SAFETY CODE:
7.2.2.5.5 Exit Stair Path Markings. 
Where exit stair path markings are 
required in Chapters 11 through 43, 
such markings shall be installed in 
accordance with 7.2.2.5.5.1 through 
7.2.2.5.5.11.
7.2.2.5.5.6 Doors Serving Exit 
Enclosure. All doors serving the exit 
enclosure that swing out from the enclo-

sure in the direction of egress travel shall 
be provided with a marking stripe on 
the top and sides of the door(s) frame(s). 
The marking stripe shall also meet the 
following requirements:

(1)  The marking stripe shall have a 
minimum horizontal width of 1 in. 
(25 mm) and a maximum width of 
2 in. (51 mm).

(2)  Gaps shall be permitted in the 
continuity of door frame markings 
where a line is fitted into a corner 
or bend, but shall be as small as 
practicable, and in no case shall 
gaps be greater than 1 in. (25 mm).

(3)  Where the door molding does not 
provide enough flat surface on 
which to locate the marking stripe, 
the marking stripe shall be located 
on the wall surrounding the frame.

(4)  The dimensions and placement 
of the marking stripe shall be 
uniform and consistent on all 
doors in the exit enclosure.

7.2.2.5.5.7 Door Hardware Marking. 
The door hardware for the doors 
serving the exit enclosure that swing 
out from the enclosure in the direc-
tion of egress travel shall be provided 
with a marking stripe. The marking 
stripe shall also meet the following 
requirements: 

(1)  The door hardware necessary to 
release the latch shall be outlined 
with a marking stripe having a 
minimum horizontal width of 1 in. 
(25 mm).

(2)  Where panic hardware is installed, 
the following criteria shall be met: 
(a) The marking stripe shall have 
a minimum horizontal width of 1 
in. (25 mm) and be applied to the 
entire length of the actuating bar 
or touch pad. 
(b) The placement of the mark-
ing stripe shall not interfere with 
viewing of any instructions on the 
actuating bar or touch pad.  
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Host Committee Co-Chair 

Laura A. Wacik, AHC 
Senior Vice President/Partner 

JC Ryan EBCO/H&G, LLC &  

JC Ryan International

WHAT ATTRACTED LAURA to this 
industry was the opportunity for 
advancement. “While I was in college 
as a business major, I was offered a 
position from a family friend and 
co-owner of Karpen Steel Products, 
Farmingdale, New York, [Harold 
Kardeman], to work for a Long Island-

based architectural hardware firm that rented space in its 
building—Superior Hardware Corporation,” she recalls. “I 
apprenticed for five years beside one of the ‘best of the best’ 
consultants in our industry, the late Arthur K. Price, AHC. I 
learned everything I could from him, and from there, I was 
offered opportunity after opportunity within our industry 
to grow and advance in position and experience, and with 
that, I found I could earn a good living within this interesting 
industry that no one in college had ever told me about.” 

Today, in addition to serving as co-host for the DHI 
Conference, Laura is also the New York Chapter president. 
“After many, many years of attending chapter meetings and 
DHI National Conferences and being told ‘we need you to step 
up’ [ala Carmen Gagliano], I finally made the commitment to 
put the time in to give back to an industry that had given so 
much to me,” she says. 

Laura is incredibly proud of the fact that this year’s 
conference is being held in her backyard. “What better place 
to be on the tenth anniversary of 9/11?” she asks. “The WTC 
Memorial is being opened, and the Freedom Tower is rising 
through the sky…. Being in the construction field, there is a 
pride that goes along with witnessing and participating in the 
reconstruction of that area.” She encourages all DHI members 
to “Come, enjoy and savor the sights and flavor! New York City 
is phenomenal! There is no city like it in the world.” 

Host Committee Co-Chair 

Kenneth R. Raikowski, AHC, CSI
Door Opening Consultant, Northern Region 

ASSA ABLOY Door Security Solutions

LIKE MANY MEMBERS, KENNETH 
inadvertently became involved in this 
industry. “When I accepted my first 
job in the industry, I thought it would 
be a temporary position,” he recalls. “It 
eventually became my career, and my 
involvement with DHI has become a 
major contributor to my success in the 

door and hardware industry.”
Over the course of his 26-year membership in DHI, Kenneth 

has had a number of accomplishments, from obtaining his 
AHC to serving as the New York Chapter president. But of 
all his accomplishments, which is he most proud of? “Having 
the opportunity to co-chair the Host Committee for the 2011 

Meet the NYC Host Committee!
Are you planning to attend this year’s conference in NYC and wishing you knew a local who could 
give you advice on where to go and what to see? DHI has got you covered! Meet the members of this 
year’s Host Committee. This group of volunteers is thrilled that DHI is coming to their great city, and 
they’re eager to make sure you enjoy your stay. So whether you want advice on where to get a slice 
of authentic New York-style pizza or need suggestions for sightseeing, these are the people to ask!
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National Conference in New York,” he says. “It’s been a long 
time coming, and we cannot wait to show off our town to the 
rest of the county. This is our opportunity to show off our city 
to visitors who may never have been here and may never have 
another opportunity to visit. I look forward to greeting as 
many visitors to the city and conference as possible.”

Tours/Activities Co-Chair

Ellen Badome, Contract Sales

JC Ryan EBCO/H&G, LLC &  

JC Ryan International

A SELF-DESCRIBED “family member 
of DHI,” Ellen jokes that she was 
born into the association. She became 
involved in the industry at an early age 
through her father’s factory, Redstone 
Hardware Manufacturing. “The door 
and hardware industry has been very 
good to me,” she says. “Every time I 

strayed even a bit…I came back to it. It’s a good industry.”
To say that Ellen is excited about DHI coming to her 

hometown would be an understatement. “How lucky are we to 
have NYC as our backyard, playground, and market for doing 
business? Unbelievably lucky!” she gushes. “New York is an 
amazing amalgamation of people, architecture and food, and it 
still is cutting edge.”

So what does Ellen suggest you do while you’re in town? 
“Eat! Don’t be on a diet when you come. Spend money! It’s not 
every day you get to tour a great city and shop in one, too. Take 
advantage of the tours. They will help you to maximize your 
visit. And lastly, if you get a chance, visit the WTC site. It’s epic 
to all of us here in New York and across the country.”

Marketing Chair 

Lauchlin MacMillan, AHC, CSI, FDAI
Architectural Consultant

Ingersoll Rand Security Technologies,  

Metro NY/NJ

LIKE MANY MEMBERS, Lauchlin 
stumbled into the field of doors and 
hardware rather unexpectedly. “I was 
going to school to become an architect, 
and I worked a summer job at my first 
hardware supplier,” he recalls. “I enjoyed 
working in this field, and it was great 

being involved with the life safety and security of these high-
profile buildings, so I decided to stay in the industry.”

When he heard that NYC was going to be the site of the 
conference, he knew he had to be involved. “Hosting the 
conference is something this chapter has been trying to secure 
since I started more than 20 years ago,” he says. “I had to be 
involved as, being a past president of this chapter, I know how 
important it is to have energized and motivated volunteers. It 
will make this show not a good event, but a great event!”

His advice to attendees is simple: “Come and see NYC!” The 
city will speak for itself. 

Operations Chair

Alvin C. Medina, Director of Operations

Zero International, Inc.

ALVIN REMEMBERS BEING attracted 
to the industry “because of all the 
possibilities in growth and education.” 
So the fact that DHI will be offering 
its national education right in his 
hometown is the best of both worlds. 

“I am very pleased that the convention 
is being held in our backyard,” he says. 

“It gives an opportunity nationally for our members to see the 
hustle and bustle of New York City.”

His only suggestion for someone attending the conference is 
to “Get ready for the ride. It will be a memorable experience, I 
am sure!”

Registration Co-Chair

Madeline Messina
Estimating & Sales Dept.

JC Ryan EBCO/H&G, LLC &  

JC Ryan International

WHEN MADELINE WAS FIRST 
introduced to the industry, she was 
thrilled to discover there were so many 
different facets to it. “The possibilities 
were endless,” she recalls. After joining 
DHI, she was determined she wouldn’t 
just be a member, but would actually 
get involved in the association.  

“The most valuable benefit of being an involved member is 
getting to meet the people I usually speak to on the phone face 
to face,” she says. 
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The fact that this year’s show is in NYC, allowing her the 
opportunity to have face time with clients and show them 
how incredible her city is, has her truly excited. “I’m looking 
forward to meeting new people and seeing those I’ve met at past 
conferences,” she says. “I’m sure my job as registration co-chair 
will help me accomplish this!”

The advice she offers is aimed at both attendees and the 
undecided: “My suggestion for those who haven’t decided if 
they are attending: Don’t think about it; just do it! It’s a great 
city. My advice for those who have decided they are coming: 
After you walk the floor, go out, explore the city and have fun!“

Registration Co-Chair

Juan Murillo, Assistant VP of Sales 

Weinstein & Holtzman

LIKE SO MANY of today’s graduates, Juan 
was unable to find a job after finishing 
college in 1996. “I went back to my college 
to get some career guidance and help, and 
the dean happened to be neighbors with 
the owner of AAA Hardware, and that’s 
how my career was born,” he explains. Juan 
quickly found that he liked the industry 

because “It’s small, fast-paced, and every job is a new experience.”
Juan is not only a NYC local, he is also a native and thinks 

every part of his city is great. “My favorite thing about NYC is 
the diversity,” he says. “You can go one mile and be in China 
Town, and two miles from China Town, you’re in Little Italy.”

So what does this NYC native suggest you do while you’re 
visiting his hometown? “Buy a metro card, get a map and 
just explore what this great city has to offer!” With so much 
diversity packed into one city, you won’t have any trouble 
finding unique and amazing places to discover.

Foundation Event Chair

R. Larry Niedt, AHC, CSI 
Architectural/Specification Consultant

Ingersoll Rand Security Technologies

LARRY CONSIDERS HIMSELF extremely fortunate to be 
working in his current field. “It was purely by luck that I landed 

in this industry. Otherwise, I would have struggled with my 
theater degree that I spent five years achieving,” he says.

He is excited that the conference is being held in NYC, as it 
offers him “a chance to give back to an organization that has 
given me so much.” It is also “a chance to show off our city and 
our people,” he says proudly.

His advice to those visiting this great city? “Get out to some 
of the finest restaurants in the world,” he suggests. “See a show 
on Broadway, stroll down 5th Avenue, visit SoHo and, for a real 
thrill, ride the subway—it’s the best way to get around NYC!”

Foundation Event Chair

Rachel Sama, AHC
General Sales Manager

Ingersoll Rand Security Technologies

WHEN RACHEL ENTERED the 
workforce, her dream was to work for the 
airlines as a flight attendant and travel 
around the world. But the airline workers 
were on strike at the time, and she began 
working as an administrative assistant 
with a manufacturer’s rep instead. Thirty 
years later, given the current state of the 

airline industry and the successes she’s achieved in this field, this 
was clearly a fortuitous disappointment. 

Although Rachel is not a native of NYC, she has called the city 
home for the last 30 years. She noted that it seems fitting for the 
conference to coincide with the tenth anniversary of September 
11th, as “it gives us an opportunity to honor the lives lost in our 
city on this day.” She continued, “Having the conference in New 
York also gives us a great opportunity to show our visitors the 
progress at the World Trade Center site, which is amazing.”

After so much time living in the city, Rachel has plenty of advice 
to share with visitors. “I suggest you embrace all that New York 
has to offer,” she advises. “The best way to get around town is the 
subway. It’s safe, clean, efficient and easy to navigate. Don’t be afraid 
to ask a New Yorker for help. We are some of the friendliest folks 
you’ll ever meet. Last but not least, if you’re interested in taking in 
a Broadway/Off Broadway show and have some flexibility in your 
schedule, make sure you use the TKTS booth on West 47th Street 
and 7th Avenue. Tickets are 50% off for a same-day performance!”

Cont inued
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Tours/Activities Co-Chair

Darren Weinstein, Manufacturer’s Representative

pj polke company

DARREN IS ANOTHER “DHI LIFER” who was born into 
the lock business. “I am third generation, so I guess I had no 
choice,” he jokes. But he’s genuinely pleased with the career he 
was born into. “There is nothing I would rather be doing in life 
than selling doors and hardware!” he says proudly. 

Like so many others, Darren volunteered to serve on the 
Host Committee as a way to give back to DHI. “It is an honor 
and a privilege to be part of the host committee,” he says. 

“Volunteering is a way of giving back to an industry that has been my life for many 
years. Being part of this on a national level has given me a new appreciation of the 
Door and Hardware Institute.”

Darren claims: “NYC is the most incredible city in the world,” although he admits he 
may be biased. “It is only logical to hold the DHI Conference in this venue,” he says. “I 
am not sure of the statistics, but I would bet NYC has the biggest install base of doors 
and hardware in the world.”

So what does Darren suggest attendees do in this most incredible city? “Have fun! 
Take advantage of what this great city has to offer. World-class museums, restaurants, 
Broadway shows, architecture…it is never-ending.”

Board Liaison

Ira Hymowitz, AHC, President, Owner

Weinstein & Holtzman 

IRA IS ANOTHER DHI MEMBER who was groomed to join 
the industry from an early age. In addition to volunteering as 
the Board liaison to DHI’s Host Committee, he also serves on 
DHI’s Board of Governors. 

When asked his thoughts on DHI holding the conference 
in his hometown, he replied, “Given the events of the past 
10 years, I feel it’s important to show that NYC has really 
bounced back…. I applaud DHI for its efforts in getting this 

accomplished, given all of the challenges.”
So what advice did this local have for attendees? “People don’t need to ‘fear’ the 

expense of coming to NYC.” He explains: “Yes, it can be costly, but only as costly as one 
lets it. There are so many different things to do, places to see, restaurants to dine in, 
etc...that it can be done on anyone’s budget.” •
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TUESDAY, OCTOBER 25

7:35 am – 7:55 am National Education Registration (Sheraton New York)
8:00 am – 5:30 pm National Education (Sheraton New York)
8:00 am – 8:00 pm Shuttle Service between Sheraton and Javits
12:00 pm – 5:00 pm Conference Registration
6:00 pm – 10:00 pm Door Security & Safety Foundation Dinner Cruise

WEDNESDAY, OCTOBER 26

7:00 am – 7:00 pm Shuttle Service between Sheraton and Javits
8:00 am – 9:00 am Industry Honors Breakfast 
8:30 am – 6:00 pm Conference Registration
8:30 am – 12:30 pm New York City Sightseeing Tour
9:00 am – 11:15 am Industry Marketplace
11:30 am – 1:30 pm Forum for the Future Kick-Off Luncheon
1:30 pm – 6:00 pm Exclusive Exhibit Hours
4:00 pm – 6:00 pm Opening Reception on the Show Floor

THURSDAY, OCTOBER 27

8:00 am – 11:00 pm Shuttle Service between Sheraton and Javits
8:30 am – 6:00 pm Conference Registration
9:00 am – 12:30 pm Forum for the Future Break-Out Sessions
9:00 am – 1:00 pm NBC Backstage Tour
12:30 pm – 1:30 pm Networking Luncheon on the Show Floor
12:30 pm – 6:00 pm Exclusive Exhibit Hours
5:00 pm – 6:00 pm Closing Reception on the Show Floor

FRIDAY, OCTOBER 28

7:35 am – 7:55 am National Education Registration (Sheraton New York)
8:00 am – 12:00 pm Shuttle Service between Sheraton and Javits
8:00 am – 5:30 pm National Education (Sheraton New York)
8:30 am – 2:30 pm Liberty Island and Ellis Island Tour

*Times subject to change.

SCHEDULE AT-A-GLANCESCHEDULE AT-A-GLANCE

REGISTER ONLINE!
For details, visitwww.dhi.org.
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THE EXPOSITION
Running for a total of 10 hours over two days, the Exposition will provide you with 
opportunities to build and strengthen relationships with your current suppliers, as well as 
investigate prospective new ones. Understand the future direction of your strategic trading 
partners and how it impacts you and your business.

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

INDUSTRY MARKETPLACE
Visit with selected suppliers in a quieter setting away from the Expo floor as they provide 
insight into their marketing strategies and share product-specific information and industry 
experience. With the ever-increasing need to stay competitive, these informative educational 
sessions delivered by several of this year’s exhibitors help keep you on the cutting edge.

NATIONAL EDUCATION
We’re offering our most popular technical and elective one-day classes, presented the day 
prior to and the day immediately after the Conference and Exposition. Advance your career 
with these select courses, and get the maximum benefit while in New York.

FORUM FOR THE FUTURE
Admission to this increasingly popular event is  included with most registration packages. We 
strongly urge all attendees—manufacturers, distributors, and sales agents—to participate 
in this crucial and informative session, sponsored by DHI and the Door Security & Safety 
Foundation. As the hallmark event of the Conference, you won’t want to miss it.

The 2011 Forum for the Future will begin with a Kick-Off Luncheon on Wednesday 
featuring a panel discussion of industry stakeholders, noted architects, general contractors, 
developers, and facility managers addressing the key issues facing our industry as it 
navigates out of this recession. Moderated by renowned construction industry veteran 
Norbert Young, this session will highlight issues impacting numerous facets of your business.

The Forum program will continue on Thursday with Break-Out Sessions focusing in greater 
detail on most of the topics addressed at the Kick-Off Luncheon. A series of six hour-long 
sessions repeated three times offers you the choice of attending the three topics of most 
interest to you. These Break-Out Sessions include presentations on green issues facing our 
industry, building information modeling (BIM), personnel development, family businesses, 
B2B credit, and the Fire Door Inspection Program.

CONFERENCE HIGHLIGHTS

VISIT WWW.DHI.ORG FOR 
MORE INFORMATION AND TO REGISTER.

VISIT WWW.DHI.ORG FOR 
MORE INFORMATION AND TO REGISTER.

As of 8/30/11
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INDUSTRY MARKETPLACE
WEDNESDAY, OCT. 26  |  9:00–11:15 AM  |  LEVEL 1, JAVITS CONVENTION CENTER

ACCESS IT
contractERP RoleTailored: Ready for the 
Future of Your Business
9:00 am–10:00 am

Attend this session to find out why so many 
distributors have chosen contractERP to run 
their business!

Modernizing the way your business runs 
with a solution that is designed specifically to 
optimize each and every employee’s efficiency 
is no longer a luxury, but has become a 
necessity to prepare and build for the future. In 
this session, we’ll dive deep into contractERP 
RoleTailored and let you see first hand the 
difference contractERP can make across your 
entire organization. 

contractERP In the Cloud
10:15 am–11:15 am

Access IT is excited to announce the release 
of its hosted online version of contractERP at 
this year’s DHI Conference! contractERP In the 
Cloud offers the same amazingly rich feature 
set, integration to estimating and detailing 
applications, and automation efficiency as 
our on-premise version, and it now gives you 
the choice to deploy, manage, and invest 
in whichever business model best fits your 
company’s IT strategy.

Come to this session and learn more about 
contractERP Cloud Computing and the 
strategic advantages of both deployment and 
cost management.

COMSENSE, INC.
Streamline Your Purchasing with Electronic 
Order Entry
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

Tight margins and increased competition 
for work are forcing distributors to focus on 
efficiency and productivity. Save the time 
you spend re-entering orders on complicated 

order forms or in vendor applications by using 
our new electronic order features for wood 
doors, hollow metal doors and frames, and 
hardware. Join us to see how you can easily 
use the information you’ve already entered 
during detailing to create electronic orders 
without any re-entry or reconfiguration.

DORMA
The DORMA Customer Experience
9:00 am–10:00 am and  
10:15 am–11:15 am

Invitation Only

Join us for an informative session that will 
introduce our new president, Wil VandeWiel, 
his vision of the customer experience, and 
what it means to you and your company. 

EMULLION
emullion Corporation Demonstrates 
“Opening Manager”
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

The BIM solution to manage the entire life 
cycle of the opening, via the Cloud.

GENERAL PARTITIONS
General Partitions’ New Estimating and 
Design Software Class
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

Learn how to master the easiest and most 
useful software program for designing toilet 
partition layouts. Simply select the layout 
required, input the measurements, and in 
seconds, the drawing is completed, and so is 
your price quote.

GLASSOPOLIS SPECIALTY GLASS
Advances in Glass for the Door Industry
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

Learn about advances in specialty glass that 
affect the door industry. Stay on top of new 
products that can help you deliver more value 
to your door and hardware customers. We’ll 
cover fire- and safety-rated glass, decorative 
glass, switchable privacy glass, x-ray glass, 
security glass, and more. Learn about eco-
friendly glass that can help green your 
products and projects. Glassopolis supplies 
door OEMs and distributors with specialty 
glass in 10 countries.

HOLLOW METAL MANUFACTURERS 
ASSOCIATION (HMMA) DIVISION OF 
NAAMM
Selection and Usage of Hollow Metal Doors 
and Frames HMMA-805   
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

NAAMM/HMMA’s presentation provides a 
detailed understanding of best practices in 
selecting and specifying the right hollow metal 
door and frame constructions targeted to meet 
projected use, abuse, and job requirements. 
The presentation reviews HMMA construction 
specifications, frequency of use, abuse, and 
selection-based door opening location and the 
various IBC occupancy groups.

INGERSOLL RAND SECURITY 
TECHNOLOGIES
Electronic Locks: Grow with CO
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

The CO-Series from Schlage makes it easy to 
upgrade from traditional mechanical solutions 
to electronic access control. Join our session 
to learn more about the typical customers 
who purchase standalone electronic locks, the 

VISIT WWW.DHI.ORG FOR UPDATES. NEW DECADE  •  NEW OPPORTUNITIES  •  NEW BEHAVIOR



Industry Marketplace
Wednesday, Oct. 26  |  9:00–11:15 am  |  level 1, javits cOnventiOn center

considerations that go into making a purchase, 
and tips to help customers make the right 
decisions in securing their doors. Experience 
how easy it is to install the CO-Series from 
Schlage. 

securItecH GrOup, Inc.
Creating Custom Locking Solutions
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

Welcome to New York City, where Securitech 
has created custom locking solutions below 
the ground (for New York City Transit), above 
the ground (the highest lock in NY at the 
World Trade Center), and all around the 
town (including the entrance gates at Yankee 
Stadium). What is the process of creating a 
method of locking that meets all of the different 
users’ needs? Come by and we’ll show you. 
(Distributors only; no manufacturers, please.) 

sOFtWare FOr HardWare  
Software for Hardware: Product Overview
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

Learn how to quote a job (including 
installation labor); prepare a hardware 
schedule, door/frame schedule, and Division 
10 schedule; draw door/frame elevations; 
prepare shop fabrication reports; and create 
purchase orders, picking tickets, and packing 
slips. You will also see how to create sales 
proposals/orders and much more.

stanley securIty sOlutIOns
Advances in Behavioral Healthcare Locking
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

Meeting the needs of mental health wards and 
ensuring patient safety requires continuous 
improvement and creation. See the latest 
locking and alarm solutions, and learn how 
they help prevent patient suicides. Samples of 

the industry-leading solutions will be displayed 
and reviewed.

strek-O dOOrs
Imagination Brought to Wood:  
Visionary Series – Specialty and Custom 
Flush Wood Doors
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

The Visionary Series is a lineup of hand-
crafted specialty inlay veneer faces that 
encompasses true craftsmanship and helps 
achieve your design strategy. Since quick lead 
times are a requirement in today’s industry, 
we’ll also explain our Sprinter Program, which 
allows you to specify the ship date. A gift will 
be given to each person attending.

supa dOOrs, Inc.
Latest Trends in Hospitality Door Design
9:00 am–10:00 am, repeats  
10:15 am–11:15 am
Presented by Ian Fisher, President of Supa 
Doors, Inc.
Become a resource to your clients and 
owners’ reps by understanding what the latest 
hospitality trends are and how to provide a 
“Valu-Lux” product mix (luxury look and feel 
at value-engineered pricing). As occupancy/
room rates begin to rise and major brands 
pressure hotels to modernize, the hospitality 
industry is in the beginning phases of an 
upswing in renovations. Learn from a Marriott- 
and Hilton-approved manufacturer how to 
capitalize on this growing opportunity. 

tOad, llc
Software Tools Every Distributor Can Use
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

This is an introduction to the TOAD “Software 
Toolset.” See a demonstration of our innovative 
new use of QR/barcodes to quote, sell, and 

detail hardware. We will demonstrate our 
Hardware Configurator (integrated into several 
industry software solutions), as well as C.R.T. 
(Catalog Replacement Tool), DoorDesigner, 
and Add-Libs (a tool for managing PDF 
libraries of cut-sheets, warranties, LEED info, 
and templates). See how our tools can be used 
to compliment any detailing or business system.

trIMcO
CuVerro Antimicrobial Copper:  
An Approach that Works
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

This session will outline the health benefits that 
result from the use of CuVerro antimicrobial 
copper. The session will be about the 
exhaustive testing that has been performed 
around the world to prove claims that these 
metals, when used on touch surfaces, kill 
harmful microbes in any public environment, 
especially hospitals. Attendees will learn that 
nearly all infectious microbes are killed in two 
hours or less. The session will also feature a 
guest speaker from the Copper Development 
Association.

WIndOW and dOOr ManuFacturers 
assOcIatIOn (WdMa)
New WDMA Architectural Wood  
Door Standards 
9:00 am–10:00 am, repeats  
10:15 am–11:15 am

Architectural wood flush and stile and rail 
doors are part of a superior environment. 
Now there are improved standards to guide 
their specification: WDMA I.S. 1A-2011, 
Industry Specification for Architectural Wood 
Flush Doors, and WDMA I.S. 6A-2011, 
Industry Specification for Architectural Stile 
and Rail Doors. This session highlights what 
has changed in the updated standards and 
describes the differences among the wood 
door standards in the marketplace.

VIsIt WWW.dHI.OrG FOr updates. New DecaDe  •  New OppOrtuNities  •  New behaviOr
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DHI would like to recognize and thank many of our 2011 
Conference & Exposition exhibitors for their long-standing 
commitment to this event and our industry. Through their continued 
participation, they not only display their products, services, and solutions 
to our industry’s openings issues, they demonstrate the latest developments 
and technologies available to attendees, while confi rming the importance of 
this annual gathering of the industry’s infl uential players. They highly value 
the opportunity for face-to-face business meetings, whether demonstrating 
products or discussing mutually benefi cial strategies with their channel 
partners. This opportunity comes only once each year at our industry’s only 
gathering, and they invest signifi cantly to be there as an exhibitor. Please 
thank them for their participation and support, especially in these challenging 
times.

Since 1976, we have held an annual convention and, 
a special few exhibitors have participated in every one of them. 

The following exhibitors deserve special recognition for 
exhibiting at all 36 conventions:

ASSA ABLOY Americas

Detex Corp.

Ingersoll Rand Security Technologies

National Guard Products

Republic Doors and Frames

Stanley Security Solutions/Stanley Black & Decker

EXHIBITOR RECOGNITION

Go to www.dhi.org for the latest 
conference information or to register for DHI’s 

36th Annual Conference & Exposition!
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COMPANIES EXHIBITING 30+ TOTAL YEARS:
Accurate Lock and Hardware ................................................35
Algoma Group ....................................................................35
DORMA ..............................................................................35
Pioneer Industries .................................................................35
Security Door Controls  .........................................................35
Bommer Industries ................................................................34
Zero International .................................................................34
Ampco Products ...................................................................33
Anemostat Door Products ......................................................33
Door Controls International ....................................................33
Reese Enterprises .................................................................33
TRIMCO .............................................................................33
Woodfold-Marco ..................................................................33
Kaba Access Control ............................................................32
Mesker Door/Design Hardware .............................................32
Activar Construction Products.................................................31
Eggers Industries ..................................................................31
Alarm Lock Systems ..............................................................30

COMPANIES EXHIBITING 25-29 TOTAL YEARS:
MARKS USA .......................................................................29
Intertek Testing Services ........................................................28
L. E. Johnson Products ...........................................................28
Marshfi eld DoorSystems ........................................................28
Omnia Industries ..................................................................28
Timely Industries ...................................................................28
Securitech Group .................................................................27
Don-Jo Manufacturing ...........................................................26
HMF Express LLC .................................................................26
VT Industries ........................................................................26
Dunbarton Door and Entry Systems ........................................25

COMPANIES EXHIBITING 20-24 TOTAL YEARS:
Cal-Royal Products ...............................................................23
Mohawk Flush Doors ............................................................23
National Custom Hollow Metal ..............................................23
Dayton Industries..................................................................22
Karpen Steel Custom Doors & Frames .....................................21
A & L Shielding ....................................................................20
ABH Manufacturing ..............................................................20
Haley Bros. .........................................................................20

COMPANIES EXHIBITING 15-19 TOTAL YEARS:
Daybar Industries .................................................................19
Telkee Inc. ...........................................................................19
MMF Industries ....................................................................18
SELECT Products ..................................................................18
Boyle and Chase .................................................................17
Comsense, Inc. ....................................................................17
CORRIM Co. .......................................................................17
Gensteel Doors ....................................................................17
Tanner Fasteners & Industrial Supplies .....................................17

Tempo Hardware .................................................................17
Ambico Ltd. .........................................................................15
Overly Door Co. ..................................................................15

COMPANIES EXHIBITING 10-14 TOTAL YEARS:
Access Information Technologies ............................................14
Doormerica .........................................................................14
Direct Security Supply ...........................................................13
Karona ...............................................................................13
Baillargeon Doors Inc. ..........................................................12
BASF/NGFL Inc. ..................................................................12
Burns Manufacturing ............................................................12
C. R. Laurence Company ......................................................12
Krieger Specialty Products .....................................................12
Lorient North America ..........................................................12
Dictator U.S. ........................................................................11
KVAL ..................................................................................11
Premier Products ..................................................................11
Stier Steel ............................................................................11

COMPANIES EXHIBITING 5-9 TOTAL YEARS:
Brey Krause Manufacturing .....................................................9
Concept Frames .....................................................................9
Dynalock Corp. .....................................................................9
Midwest Wholesale ................................................................8
Poncraft Door Co. ..................................................................8
Top Notch Distributors ............................................................8
Townsteel ..............................................................................8
Codelocks LLC .......................................................................7
Unison Hardware, Inc. ............................................................7
C-S Group .............................................................................6
General Partitions ..................................................................6
Guardian Fire Testing Laboratories ...........................................6
SUPA Doors ...........................................................................6
Custom Metal Products ...........................................................5
emullion Corp. .......................................................................5
International Door Closers .......................................................5
OSG Doors ...........................................................................5
Software for Hardware ...........................................................5
Wikk Industries ......................................................................5

A SPECIAL WELCOME TO OUR FIRST-TIME 
EXHIBITING COMPANIES:
Accredited Lock Supply
Antimicrobial Copper-CDA
CX5 Security Solutions
Galaxy Metal Products
Manhattan Door Corp. 
Michbi Doors Inc.
Onity Inc.
PRL Glass Systems
Resistance Welding Solutions
Simonswerk North America

Following are this year’s exhibiting companies with fi ve or more total years’ 
participation. Those company names in RED indicate consecutive years exhibiting.
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Our industry currently faces a business “succession”—a series of 
changes that occurs a	 er a disturbance. � ere is a distinct sense 
of uncertainty and a confusing picture of the future that our 
industry members face, of not only their individual companies, 
but of our industry, our country, and the world. � e economy 
is on everyone’s mind and needs to be understood with a clear 
perspective of what is happening locally, regionally, nationally, 
and globally. It demands an understanding of what the direct 
implications are to our businesses.

� ere are numerous trends that are transforming the design and 
construction industry. � ey include:

• Virtual design and construction, including building 
information modeling (BIM)

• Integrated project delivery

• Modularization and o� -site fabrication

• Sustainability issues a� ecting design and its implementation

• Security integration due to the geo-political climate (i.e., 
terrorism)

• Cultural and generational issues of the changing workforce and 
issues impacting them

• Regulatory changes impeding e�  cient progress and a� ecting 
construction costs

Underlying all of these trends are our customers’ insatiable needs 
for better productivity—the litany of “faster, better, cheaper!” While 
it is virtually impossible to predict what will be the “new normal” 
for our industry and for our businesses, we can address the “new 
behavior” required to thrive in this changing environment.

FORUM KICK-OFF LUNCHEON 
Wednesday, Oct. 26th, 11:30 am to 1:30 pm

� is year’s Forum for the Future Kick-O�  Luncheon will provide 
attendees the opportunity to hear a panel of our industry 
stakeholders address the most pertinent issues facing our industry 
as we navigate this business succession. � is panel of prominent 
leaders represents the key components of a building life cycle: 
owner, designer, construction manager/general contractor, 

specialty trade contractor, and facilities manager. � ese leaders 
will give us their perspectives on the issues in� uencing the “new 
normal”—the scaled-back economy and the “do more with less” 
mentality born of the recent recession.

� e session will be moderated by noted 
construction industry leader Norbert 
Young, FAIA, hon. FRAIC. For 10 years, 
Norbert was President of McGraw-Hill 
Construction, comprised of such prestigious 
and familiar brands as F.W. Dodge, Sweets, 
and Architectural Record. His construction industry experience is 
considerable, and his reach into the construction community has 
helped him assemble this prestigious panel:

Beth Ann Bovino, Chief Economist, Standard & 
Poor’s, leaders in ¢ nancial market intelligence

Carl Galioto, Senior Principal, HOK Architects, 
global provider of planning, design, and delivery 
solutions for the built environment

Susan L. Hayes, President/CEO, Cauldwell 
Wingate Co., a construction management/general 
contracting ¢ rm

Fritz Reuter, Senior V.P., New York Presbyterian 
Hospital, world’s leading comprehensive 
university hospital

Charles Bacon, President/CEO, Limbach Facility 
Services, nationally recognized mechanical 
contractor and service ¢ rm

Richard Anderson, President, New York Building 
Congress, a coalition of construction industry 
associations in New York City

FORUM FOR THE FUTURE
NEW DECADE  •  NEW OPPORTUNITIES  •  NEW BEHAVIOR
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Forum For the Future is proudly sponsored by:

NEW DECADE  •  NEW OPPORTUNITIES  •  NEW BEHAVIOR FORUM BREAK-OUT SESSIONS 
Thursday, Oct. 27th, 9:00 am to 12:30 pm
All sessions will run three times: 9:00 am–10:00 am, repeats 10:15 am–11:15 am 
and 11:30 am–12:30 pm

Attendees can select from a portfolio of Break-Out Sessions that 
expand upon the topics discussed during the Kick-O�  Luncheon, 
as well as others. Six hour-long sessions will be presented at three 
di� erent times, allowing the opportunity to attend three sessions 
on the topics of most interest.

BIM 201
Tony Chatman
President, emullion

� e 2010 presentation at the Chicago Conference & Expo was 
an introduction to this technology that is growing rapidly in use 
with architects, general contractors, and building owners. � e 
door and hardware industry will be reshaped by the principles of 
BIM, sooner rather than later. BIM is not a technological fad, but 
a truly revolutionary concept that will have a widespread impact 
on our industry. We will explore the principles of BIM, as well as 
how each business segment utilizes BIM to improve overall project 
productivity, including:

• How the architect uses BIM to reduce design time

• How the general contractor uses BIM to coordinate with the 
distributor to control schedules and quality control

• How the distributor uses BIM to reduce workload, increase 
accuracy, and generate more revenue

GREEN 201
Tim Petersen, LEED AP
VP Sales, Door Division of VT Industries

Steve Farley, CSI, CDT, LEED GA
Regional Sales Manager, Mohawk Flush Doors

� is topic was introduced at the 2010 Chicago Conference & Expo. 
However, that was just an overview of the basic sustainability 
issues that a� ect contract hardware distribution. � e focus of this 
session is on what’s next with sustainability: life cycle assessment, 
third-party certi� cation, and more. In this session, we will also 
review where the sustainability movement has taken us and where 
we see it going in the next few years. We will discuss LEED and 
FSC. We will also discuss life cycle assessment, carbon footprints, 
MR Certi� ed Products (Pilot Credit 43), the UL Environmental 
Program, EDPs, and a little common sense from Green Peace.

FIRE DOOR INSPECTION PROGRAM
Jerry S. Heppes, CAE
CEO, Door and Hardware Institute

Jim Narva
Executive Director, National Association of State Fire Marshals

William Johnson
Managing Director, Door Safety & Security Foundation

Joe Ambrosius, FDAI Inspector
Aftermarket Sales Manager, La Force, Inc.

� is session will update attendees on the recent developments 
of the Fire Door Inspection Program initiative, with a focus on 
code updates, getting engagement at the local level, and primary 
prospects (i.e., healthcare facilities). Learn about the current 
progress of the NFPA 80 and 101 inspections with regard to 
adoption, successful strategies, and available tools. Questions that 
will be answered in this session include: 

• Who is adopting the requirement?

• How can you assist in adoption in your area?

• What is the ICC doing to advance inspections?

• How do you work with the � re service?

• What strategies are successfully being employed to advance 
demand?

• What markets are hot?

• What tools exist to advance this initiative?

• Is the inspection business for every company?

A NEW PROACTIVE ROLE FOR FRONTLINE MANAGERS IN 
SUCCESSFULLY INTEGRATING A CRITICAL BUSINESS FUNCTION: 
B2B TRADE CREDIT SALES
Abe WalkingBear Sanchez
Founder and President, A/R Management Group, Inc.

Branch and frontline business managers must be focused on 
continuous improvement. In the sales order to cash process, sales 
and credit departments 
are charged with much 
of the day-to-day contact 
with the crucial customer 
lifeblood, yet their 
objectives o¡ en compete 
with one another or they 
operate in a vacuum 

Everyone in the door 
and hardware industry 
needs to know this 
material.”

—2010 Attendee

“
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they operate in a vacuum apart from each other. � e integration 
or alignment of these critical business functions is both an art 
and a science. Bene� ts of learning a new pro� t understanding 
include an increase in the size and number of new sales, more 
repeat business, enhanced customer service, new internal and 
external e�  ciencies, higher customer retention levels, and more. 
� is presentation will assist you in the B2B arena by discussing the 
following:

• A new understanding of and proactive management role in 
credit sales 

• How frontline managers, branch managers, and sales people 
can help to improve cash � ow and customer retention

• Tools for frontline business leaders to enhance e�  ciency, spot 
trends, and drive down the total cost of doing business

• Positioning the sales/credit team to gain and maintain a 
competitive advantage

FAMILY BUSINESSES
David Lansky, Ph.D.
Senior Associate, Family Business Consulting Group, Inc.

To perform at high levels and endure for multiple generations, 
a family business must have e� ective leadership, ownership, 
and solid structures for communicating. Many family members 
wear more than one hat, but they soon learn that there can be 
signi� cant di� erences in the roles of a business leader, owner, and 
family member. 

� is session will address critical dynamics of ownership and 
leadership and look at a variety of best practices employed by 
multigenerational � rms to aid in transition. It will also deal with 
some of the common structures that family businesses use to allow 
them to communicate e� ectively about both business and family. 
Some of the issues and solutions presented include:

• E� ective transition of ownership and leadership

• How to develop good leaders and owners

• How to balance the needs of the family with the needs of the 
business

• How to develop e� ective family governance

• � e role of good communication and decision making in the 
family business

• Steps to learning e� ective communication in both the family 
and business systems

• How to harmonize the relationship between family members 
working in the business and those not working in the business

• How to develop non-family executives and their role in the 
business

PERSONNEL DEVELOPMENT
Larry Johnson
Author, Speaker

Getting work done through others is very di� erent from doing 
the work yourself. As Gen Xers and New Millennials move into 
management roles, they face many challenges. � is is a fast-
moving program that focuses on giving supervisors and managers 
practical tools for reducing employee turnover, increasing morale, 
and improving productivity. � is session gives participants 
easy-to-use tools to help them motivate their employees to be 
those happy, turned-on service providers every business needs. 
Participants will learn how to:

• Give employees the 12 tools they require to maximize 
productivity

• Apply Do’s and Don’ts that will make or break a manager

• Build a positive workplace where people will want to come to work

• Select a coaching style that meets each team member’s needs

• Communicate clearly to avoid operational “snafus” and hurt 
feelings

• Build a cohesive work team

• Give feedback that actually changes behavior

• Correct performance problems

• Stretch your trust level to help your team grow 

• Identify what makes each individual strive to exceed

• Give your team a therapeutic taste of terror, for which they will 
thank you 

VISIT WWW.DHI.ORG TO REGISTER ONLINE TODAY!

2011-Conference-Program-DH-v1.indd   6 8/22/11   10:58 AM





	 New	York 	11	 E XHIBITORS LIST

70	 DOORS	AND	HARDWARE £ OCTOBER 2011  •  DHI CONFERENCE EXHIBTORS

Conference Sponsor  

A&L	Shielding,	Inc.
Booth #142

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

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

ABH	Manufacturing
See Our Ad on Page 88

Booth #228

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

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

Access	Information	Technologies,	Inc.
Booth #857

422 Conklin Street
Farmingdale, NY 11735
(631) 756-2700; (866) 743-5665
Fax: (631) 756-2910
nbauer@accessit.com
www.contracterp.com

contractERP® RoleTailored, powered by 
Microsoft Dynamics™ NAV, a world-class 
business management and accounting 
system, provides the highly specialized 
functionality needed to support the special 
needs of the life safety and security industry.

Accredited	Lock	Supply
Booth #134

1161 Paterson Plank Road
Secaucus, NJ 07094
(201) 865-5015; Fax: (201) 865-2435

Accredited Lock Supply Continued—

mail@acclock.com
www.acclock.com

Locksmith software.

Accurate	Lock	and	Hardware	Co.,	LLC
See Our Ad on Page 2

Booth #222

One Annie Place
Stamford, CT 06902
(203) 348-8865; Fax: (203) 348-5234
sales@accuratelockandhardware.com
www.accuratelockandhardware.com

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

Activar	Construction	Products	Group
Booth #842

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

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

ADAMS	RITE	Manufacturing	Co.,		
An	ASSA	ABLOY	Group	Brand

See Our Ad on Page 91
Booth #523

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

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

Air	Louvers,	Inc.,	Division	of	Activar	
Construction	Products	Group
Booth #842

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

Manufacturer of quality door louvers and 
vision lites, door edges and astragals, plus 
a full line of fire- and impact-rated glass, 
with five stocking locations in the U.S. We 
specialize in custom and odd-size orders.

Alarm	Lock	Systems,	Inc.
Booth #442

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

Alarm Lock Systems, Inc. has a strong 
reputation as a respected leader in door 
technologies. Our electronic access locks 
provide keyless access dependability, 
time-automated security, and a wealth 
of management information.

Algoma	Hardwoods,	Inc.
Booth #743

1001 Perry Street
Algoma, WI 54201
(920) 487-5221; (800) 678-8910
Fax: (920) 487-3636
sales@algomahardwoods.com
www.algomahardwoods.com

Architectural wood door manufacturer 
building hot- and cold-pressed, stile and 
rail, impact-resistant, fire-retardant, plastic, 
FSC, LEED, lead-lined, and detention doors.

Ambico	Limited
Booth #822

1120 Cummings Avenue
Ottawa, ON K1J 7R8, Canada
(613) 746-4663; (888) 423-2224
Fax: (613) 746-4721
specialized@ambico.com
www.ambico.com
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Ambico Limited Continued—

Manufacturer of specialized doors and 
frames, including acoustic steel/wood, 
blast-resistant, brass/bronze clad, bullet-
resistant steel/wood, detention, lead-
lined, marine, stainless steel, recessed 
panel steel, and tornado-resistant.

Ampco	Products,	LLC
Booth #342

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

Ampco manufactures architectural 
wood doors and toilet partitions. We 
have manufacturing facilities in Florida, 
Tennessee, Texas, and Washington. 
We makes quality products to meet 
any specifications. Ampco proudly 
celebrates 50 years in business.

Anemostat	Door	Products
See Our Ad on Page 58

Booth #550

1220 Watson Center Road
PO Box 4938
Carson, CA 90745-4206
(310) 835-7500; (800) 982-9000
Fax: (310) 835-0448
door@anemostat.com
www.anemostat.com

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

Antimicrobial	Copper
Booth #131

260 Madison Avenue
New York, NY 10016
(212) 251-7212
www.antimicrobialcopper.com

Antimicrobial Copper Continued— 

Antimicrobial Copper is a family of 
copper-based alloys that continuously kill 
bacteria. They can be fabricated into a wide 
assortment of products. Please visit our 
website for a list of EPA-registered alloy 
suppliers and approved health claims.

Architectural	Woodwork	Institute
Booth #268

46179 Westlake Drive, Suite 120
Potomac Falls, VA 20165-5874
(571) 323-3630; Fax: (571) 323-3630
www.awinet.org

ASSA	ABLOY	Americas
Booth #523

110 Sargent Drive
New Haven, CT 06511
(203) 624-5225; (800) 377-3948
Fax: (203) 785-8108
info@assaabloydss.com
www.assaabloydss.com

ASSA ABLOY is the global leader in door 
opening solutions and is dedicated 
to satisfying end-user needs for 
security, safety, and convenience.

ASSA	ABLOY	Door	Security	Solutions
See Our Ad on Pages 90 and 91

Booth #523

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

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

The	Associated	Locksmiths	of	
America,	Inc.
Booth #267

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

AWI	Quality	Certification	
Corporation

See Our Ad on Page 85
Booth #268

46179 Westlake Drive, Suite 120
Potomac Falls, VA 20165 
(571) 323-3636; (800) 449-8811
Fax: (571) 323-3630
www.awiqcp.org

Baillargeon	Doors,	Inc.
Booth #135

430 Route 108 West
Saint Ephrem, PQ G0M 1R0, Canada
(418) 484-5666; (800) 804-5666
Fax: (800) 804-5688
www.baillargeondoors.com

Baron,	An	ASSA	ABLOY	Group	Brand
Booth #523

101 Ashbridge Circle
Woodbridge, ON L4L 3R5, Canada
(416) 749-2111; (800) 263-7515
Fax: (905) 851-8346
sales@baronmetal.com
www.baronmetal.com

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

The	Blue	Book	Building	&	
Construction	Network
Booth #736

800 E Main Street
Jefferson Valley, NY 10535
(800) 431-2584; Fax: (914) 245-0288

Conference Sponsor
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Bommer	Industries,	Inc.
Booth #243

19810 Asheville Highway
PO Box 187
Landrum, SC 29356
(800) 334-1654; Fax: (877) 426-0388
hardware@bommer.com
www.bommer.com

A 132-year-old family-owned 
manufacturer of quality builders 
hardware, contract hinges, spring hinges, 
specialty pivots, and postal specialty 
products proudly made in the USA.

Boyle	and	Chase,	Inc.
See Our Ad on Pages 44 and 45

Booth #629

72 Sharp Street
Hingham, MA 02043
(800) 325-2530; Fax: (800) 205-3500
tom@boyleandchase.com
www.boyleandchase.com

Boyle and Chase is a leader in the wholesale 
distribution channel for access control, 
commercial, and decorative hardware. 
We have 20 major product lines and 
more than 60 years of experience.

Brey-Krause	Manufacturing	
Company

See Our Ad on Page 89
Booth #762

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

Brey-Krause manufactures quality washroom 
accessories, 100% made in the USA and ADA 
compliant, including grab bars, mirrors, and 
shower seats. We offer custom fabrication 
and powder coating service, and we carry a 
full line of security washroom accessories.

Burns	Manufacturing,	Inc.
Booth #365

2001 Lowell Avenue
Erie, PA 16506
(814) 833-7428; (800) 519-2610
Fax: (814) 833-9650
burnsmfg@burnsmfg.com
www.burnsmfg.com

Burns Manufacturing provides a complete 
line of architectural door hardware and a 
new line of architectural vertical door pulls.

C.	R.	Laurence	Company,	Inc.
Booth #236

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

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

Cal-Royal	Products,	Inc.
Booth #722

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

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

CECO	Door,		
An	ASSA	ABLOY	Group	Brand
Booth #523

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

CECO Door Continued— 

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

Codelocks,	Inc.
Booth #563

2930 B College Avenue
Costa Mesa, CA 92626
(714) 979-2900; Fax: (714) 979-2902
sales@codelocks.us
www.codelocks.us

Comsense,	Inc.
See Our Ad on Page 15

Booth #557

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

Comsense is the leading provider 
of information systems to the 
architectural openings industry.

Concept	Frames,	Inc.
Booth #935

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

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

Construction	Specialties,	Inc.
Booth #939

6696 State Route 405
Muncy, PA 17756
(570) 546-4632; Fax: (908) 849-4066
acrovyndoors@c-sgroup.com
www.c-sgroup.com
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Construction Specialties, Inc. Continued— 

Acrovyn® doors feature high-impact 
Acrovyn sheet laminated to both sides, 
as well as patented door stiles that are 
field-replaceable if ever damaged.

CORBIN	RUSSWIN		
Architectural	Hardware,		
An	ASSA	ABLOY	Group	Brand
Booth #523

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

Corbin Russwin Architectural Hardware 
offers advanced levels of physical security 
with superior aesthetics. We provide a 
comprehensive line of mechanical and 
electromechancial door hardware and 
locks, exit devices, and door closers.

CORRIM	Company
Booth #723

1870 Stillman Drive
Oshkosh, WI 5490-1010
(920) 231-2000; Fax: (920) 231-2238
info@corrim.com
www.corrim.com

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

CURRIES	Company,		
An	ASSA	ABLOY	Group	Brand

See Our Ad on Page 37
Booth #523

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

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

Custom	Metal	Products
Booth #953

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

Custom Metal Products is dedicated to 
offering the fastest available lead times and 
the absolute best quality in custom metal 
doors and frames. Other specialties include 
stainless steel doors and frames, radius 
doors and frames, and lead-lined frames.

CX5	Security	Solutions
Booth #140

PO Box 240
Dorval, PQ H9R 4N9, Canada
(514) 636-8763

Daybar	Industries	Limited
Booth #835

50 West Drive
Brampton, ON L6T 2J4, Canada
(905) 625-8000; (888) 332-9227
Fax: (905) 625-4204
sales@daybar.com
www.daybar.com

DAYBAR is a manufacturer of commercial-
quality steel doors and frames, offering 
a complete line of commodity, custom, 
fire- and hurricane-rated products.

Dayton	Industries,	Inc.
Booth #725

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

Innovative product engineering and 
fabrication. Guaranteed quality. 
ISO 9001:2000. Catalog and custom 
proprietary components. On-time 
deliveries and fast emergency 
response. Fair, competitive pricing.

Detex	Corporation
Booth #344

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

Detex has earned the trust of millions. From 
life safety and security door hardware to 
integrated door security systems and safety, 
security and risk management, Detex is 
a recognized best-in-class manufacturer. 
Designs and ships from New Braunfels, Texas.

Dictator	US,	Inc.
Booth #462

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

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

Direct	Security	Supply,	Inc.
Booth #363

36 Lincoln Street
Boston, MA 02135
(617) 787-5200; (800) 252-5757
Fax: (617) 787-5533
sales@dirsecinc.com
www.dirsecinc.com

Direct Security Supply is a specialty 
distributor of builders and electronic 
security hardware. Our goal is to provide 
customers with quality products and 
the best customer service possible. 
We are the security specialists.
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DKS	Steel	Door	&	Frame	Systems,	Inc.,	
Subsidiary	of	Cal-Royal	Products,	Inc.
Booth #722

2142 Tubeway Avenue
Commerce, CA 90040
(323) 888-7763; Fax: (323) 888-0063
sales@dksdoors.com
www.dksdoors.com

Manufacturer of hollow metal doors and 
frames with three-hour fire labels on all 
doors and frames. Variety of widths and 
sizes in stock for immediate shipment.

Don-Jo	Manufacturing,	Inc.
Booth #734

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

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

Door	Controls	International
Booth #738

2362 Bishop Circle E
Dexter, MI 48130-2599
(734) 426-0400; (800) 742-3634
Fax: (800) 742-0410
sales@doorcontrols.com
www.doorcontrols.com

Celebrating 40 years as a U.S. manufacturer 
of life safety and security products for 
the commercial door hardware industry, 
specializing in high-security rim exit 
devices, electromagnetic locks, power 
supplies, coordinators, flush bolts, 
and miscellaneous door hardware.

Doormerica
Booth #242

8360 Elder Creek Road
Sacramento, CA 95828-1705
(916) 503-4192; (888) 454-2888
www.doormerica.com

Doormerica Continued— 

Doormerica is the manufacturer of the 
Millennium Collection of doors, as well as 
architectural flush and molded doors. From 
stile and rails to plastic laminate doors with fire 
ratings up to 90 minutes, we can fill the opening.

DORMA
Booth #443

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

DORMA delivers the next generation 
of door system technology, including 
closers, locks, exit devices, low-energy 
operators, coordinator systems, fire/
life safety, overhead stops/holders, 
access control, and pivots.

Dunbarton	Corporation
Booth #251

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

Dunbarton is the manufacturer of 
Rediframe prefinished steel door frames 
with fixed and adjustable-throat styles 
and a positive pressure fire rating; 
Slimfold steel bifold and mirror wardrobe 
doors; and Achiever prehung entry door 
systems. BIM drawings available.

DynaLock	Corp.
Booth #965

705 Emmett Street
PO Box 2728
Bristol, CT 06011-2728
(860) 582-4761; (877) 396-2562
Fax: (860) 585-0338
info@dynalock.com
www.dynalock.com

Dynalock Corp. Continued— 

Manufacturer of quality American-made 
electronic locking and access control products, 
including magnetic locks, electric strikes, 
power supplies, and controls for egress 
and access. All standard products carry our 
exclusive DynaLife lifetime warranty.

Eggers	Industries
Booth #343

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

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

emullion	Corporation
Booth #543

126 Southern Pointe Drive
Madison, AL 35758
(305) 295-0811
www.emullion.com

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

Galaxy	Metal	Products
Booth #956

2960 Woodbridge Avenue
Edison, NJ 08837
(908) 668-5200; (800) 294-8199
Fax: (908) 668-5202
galaxymetal1@aol.com
www.galaxymetalproducts.com

General	Partitions	Manufacturing	Corp.
Booth #663

1702 Peninsula Drive
Erie, PA 16505
(814) 833-1154; Fax: (814) 838-3473
sales@generalpartitions.com
www.generalpartitions.com
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Gensteel	Doors
Booth #457

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

Gensteel Doors: “Tough to the Core” is a 
respected leader in the hollow metal door 
and frame industry. Our commitment is to see 
that all of our customers are served with the 
highest possible quality products and service.

Glassopolis
Booth #659

92 Railside Road
Toronto, ON M3A 1A3, Canada
(800) 262-9600; Fax: (800) 872-9601
sales@glassopolis.com
www.glassopolis.com

Glassopolis Continued— 

Glassopolis distributes specialty glass (like 
fire-rated glass, x-ray shielding, bullet- and 
blast-resistant, etc.) and vision lite kits 
to door manufacturers, distributors, and 
installers. Expert service, great prices.

Global	Door	Controls,	Inc.
Booth #139

5808 Long Creek Park Drive, Suite A
Charlotte, NC 28269
(704) 596-2444; (800) 256-7377
Fax: (704) 596-5659
sales99@globaldoor.com
www.globaldoor.com

A manufacturer and supplier of commercial 
and residential locksets and commercial door 
hardware. All products are supported by our 
unconditional guarantee of satisfaction.

GRAHAM	Manufacturing	Corporation,	
An	ASSA	ABLOY	Group	Brand
Booth #523

1502 12th Street NW
Mason City, IA 50401
(641) 423-1334; Fax: (800) 672-8110
graham@grahamdoors.com
www.grahamdoors.com

GRAHAM Manufacturing Corporation 
produces non-fire-rated and fire-rated 
architectural flush wood doors for the 
commercial construction industries.

Guardian	Fire	Testing	Laboratories,	Inc.
See Our Ad on Page 112

Booth #863

15 Wenonah Terrace
Tonawanda, NY 14150-7027
(716) 835-6880; Fax: (716) 835-5682
gftli@earthlink.net • www.firetesting.com

...your total security and access control solutions with our unique 
combination of products and services:

Comprehensive portfolio of UL Listed and ANSI/BHMA certified
keying systems, mechanical and electromechanical products.

SpecCentre Services to support architects, engineers, and owners
around the world.

Stanley Learning and Innovation Center to provide advanced
education programs.

Stanley Mechanical Services with an unmatched 24/7 national
service footprint of over 1,000 highly qualified technicians.

Stanley Security Solutions delivers...

VISIT US AT THE 36TH ANNUAL
DHI CONFERENCE & EXPO,

BOOTH #433
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Haley	Brothers,	Inc.
Booth #362

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

More than 50 years of steady growth have 
made Haley Brothers one of the nation’s 
largest manufacturers of architectural 
flush wood doors and jamb systems.

HES,	Inc.,		
An	ASSA	ABLOY	Group	Brand

See Our Ad on Page 91
Booth #523

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

HES is a leading manufacturer of 
electric strikes and locking devices and 
develops products and services that 
solve customers’ access control needs.

Hiawatha,	Inc.,	Division	of	Activar	
Construction	Products	Group
Booth #842

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

A full line of architectural door hardware, 
including pulls, pushes, flush bolts, door 
stops, door edges, flush pulls, coordinators, 
and protection plates for doors. Several 
warehouse and production locations.

HMF	Express
Booth #727

2501 Northchase Parkway SE
Wilmington, NC 28405
(910) 452-1845; (866) 452-1845
Fax: (910) 452-1848

HMF Express Continued— 

sales@hmfexpress.com
www.hmfexpress.com

Quick-ship hollow metal doors and 
frames, made to order, shipped on time!

HMMA,	Division	of	NAAMM
Booth #266

800 Roosevelt Road
Building C, Suite 312
Glen Ellyn, IL 60137
(630) 942-6591; Fax: (630) 790-3095
www.naamm.org/hmma

Ingersoll	Rand	Security	Technologies
See Our Ad on Pages 27 and 95

Booth #323

11819 N Pennsylvania Street
Carmel, IN 46032
(877) 671-7011; (800)-847-1864
Fax: (317) 340-4185
www.securitytechnologies.ingersollrand.com

A leading provider of products and services 
that help make environments safe, secure, 
and productive. Products include electronic 
and biometric access control systems, time/
attendance and personal scheduling systems, 
doors, door hardware, and related accessories.

Institutional	Locksmiths’	Association
Booth #270

10 S 348 Alma Lane
Naperville, IL 60564
(630) 726-8729
www.ilanational.org

International	Door	Closers,	Inc.
Booth #364

1140 N Kraemer Place
Anaheim, CA 92806-1922
(714) 666-0390; (800) 544-4422
Fax: (714) 666-2215
www.intldoorclosers.com

International Door Closers manufactures 
and supplies a full line of concealed door 
closers, surface door closers, panic devices, 
and other door hardware-related products. 
2008 marked our 40th year in business.

Intertek
Booth #332

70 Codman Hill Road
Boxborough, MA 01719
(978) 263-2662; (800) 967-5352
Fax: (978) 264-9403
icenter@intertek.com
www.intertek-etlsemko.com

Intertek provides testing and certification 
services on building and construction 
products. As evidence of compliance, 
our building products group issues 
our proprietary Warnock Hersey 
(WHI) mark. For more information, 
visit www.intertek.com/building.

J.	L.	Industries,	Inc.,	Division	of	
Activar	Construction	Products	Group
Booth #842

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

For more than 60 years, J. L. Industries 
has provided fire extinguishers, AED’s 
and cabinets, access doors, roof hatches 
and accessories, smoke vents, entrance 
mats and grates, and corner guards. 
Seven stocking locations in the U.S.

Kaba	Access	Control
See Our Ad on Page 39

Booth #742

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

Kaba Access Control offers a varied product 
line of access control solutions, including 
Simplex mechanical push-button locks, 
E-Plex electronic access control products, and 
Peaks patented key control systems. We offer 
a solution for every door and every budget.
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Karona,	Inc.
Booth #353

PO Box 888410
Grand Rapids, MI 49588-8410
(616) 554-3551; (800) 829-9233; Fax: (616) 554-3902
steves@karonadoor.com • www.karonadoor.com

Karona produces hardwood stile and rail doors for commercial and 
residential projects. We produce fire-rated doors up to 90-minute ratings. 
Prefinished available, STC, wood door frames, and green products.

Karpen	Steel	Custom	Doors	&	Frames
Booth #452

181 Reems Creek Road
Weaverville, NC 28787-8228
(828) 645-4821; Fax: (800) 851-2131
karpensteel@karpensteel.com • www.karpensteel.com

Karpen Steel is a custom quick-ship manufacturer of 12-, 14-, 16-, and 
18-gage hollow metal doors and frames emphasizing high quality and 
superior service. Products include pocket frames, lead-lined doors/frames, 
two-piece slip frames, acoustic units, and round top doors/frames.

Krieger	Specialty	Products	Company
Booth #129

4880 Gregg Road
Pico Rivera, CA 90660
(562) 695-0645; (866) 203-5060; Fax: (562) 692-0146
www.kriegerproducts.com

Krieger’s doors and windows are custom manufactured for acoustical, 
bullet, blast, pressure, radio frequency, thermal shielding, or any hybrid 
combination, as well as various shapes and sizes for your unique needs.

KVAL,	Inc.
Booth #250

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

KVAL specializes in computer-controlled, high-production architectural 
and commercial door machinery, as well as residential pre-hung door 
and jamb preparation machinery. We also offer specialized equipment.

L.	E.	Johnson	Products,	Inc.
Booth #234

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

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...
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L. E. Johnson Products, Inc. Continued— 

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

Lorient	North	America
Booth #233

2121 Capstone Drive
Lexington, KY 40511-8921
(859) 252-7441; Fax: (859) 381-1241
info@lorientna.com
www.lorientna.com

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

The	Maiman	Company,		
An	ASSA	ABLOY	Group	Brand
Booth #523

3839 E Mustard Way
Springfield, MO 65803
(417) 862-0681; (800) 641-4320
Fax: (417) 862-3780
www.maiman.com

Manufacturer of the finest architectural 
stile and rail wood doors, thermal fused 
flush doors and frames, all available in 
non-rated or fire-rated up to 90 minutes.

Manhattan	Door	Corp.
Booth #456

109 Kero Road
Carlstadt, NJ 07072
(718) 963-1111; (800) 366-7748
Fax: (718) 387-7941
richard@manhattandoor.com
www.manhattandoor.com

MARKAR	Architectural	Products,	Inc.,	
An	ASSA	ABLOY	Group	Brand
Booth #523

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

MARKS	USA
Booth #451

365 Bayview Avenue
Amityville, NY 11701-2801
(631) 225-5400; (800) 526-0233
Fax: (631) 225-6136
wjs@marksusa.com
www.marksusa.com

MARKS USA introduces the “Triple Play” 
of heavy-duty grade 1 panic devices, 
closers, and mortise and cylindrical 
locksets, all meeting “Buy America” 
requirements. Electronic access control, 
life safety locksets, custom escutcheons 
and levers, and high-security cylinders.

Marshfield	DoorSystems,	Inc.
Booth #653

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

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

The	Marwin	Company
Booth #454

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

The Marwin Company, Inc. has been 
family-owned and operated for more 
than 62 years. Our quality line of pine 
louvered doors, bifolds, mirror bifold/
bypass units, and pocket door frames 
can be found in both single and multi-
family projects around the country.

Mayflower	Sales	Company,	Inc.
Booth #635

614 Bergen Street
Brooklyn, NY 11238
(718) 622-8785; (800) 221-2052
Fax: (718) 789-8346
pilgrim@mfsales.com • www.mfsales.com

For more than 90 years, Mayflower Sales, 
distributors of access controls and architectural 
hardware, has brought unparalleled selection, 
service, and support to our industry. With 
more than 100 major brands in stock, 
Mayflower provides in-depth inventory, 
including parts and hard-to-find items. We’re 
a company marketing more than hardware; 
we’re marketing know-how. Mayflower 
is “your advanced security authority.”

McKINNEY	Products	Company,	
An	ASSA	ABLOY	Group	Brand
Booth #523

225 Episcopal Road
Berlin, CT 06037
(860) 346-7707; (800) 346-7707
Fax: (800) 541-1073
customerservice@mckinneyhinge.com
www.mckinneyhinge.com

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

MEDECO	eCYLINDERS,		
An	ASSA	ABLOY	Group	Brand

See Our Ad on Page 91
Booth #523

3625 Allegheny Drive
PO Box 3075
Salem, VA 24153-0330
(800) 839-3157; (800) 839-3157
Fax: (540) 380-5010
customer-service@medeco.com
www.medeco.com

Digital keys and cylinders from MEDECO 
provide sophisticated access control 
without any wiring, door and frame 
modifications, or additional hardware.



The  

EXCAB, Inc., an affiliate of 
TOP NOTCH DISTRIBUTORS, Inc.

Tel: 800-525-0763 • Fax: 800-732-6952

www.excab.com • sales@excab.com
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At EXCAB, we work with you!
EXCAB offers exceptional service and excellent products, including
extensive inventory of Larsen’s Manufacturing cabinets, packaged with
competitive prices.  Each cabinet is customized to your specifications,
assembled accordingly and shipped with great care by our
experienced warehouse personnel. 

Visit us online at

Experience is Our Products !

®
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Mesker	Door,	Inc.
Booth #439

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

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

Michbi	Doors,	Inc.,	dba		
Open	and	Shut	Doors
Booth #567

75 Emjay Blvd.
Brentwood, NY 11717
(631) 231-9050; (800) 854-4541
Fax: (631) 231-9042
sales@michbidoors.com
www.michbidoors.com

Celebrating 30 years, Michbi Doors, Inc., 
dba Open and Shut Doors, is a family-
run manufacturer of hollow metal 
doors and frames and a distributor of 
hardware and wood door products. In 
addition to being a WBE, Michbi is a 
proud member of DHI and NAAMM.

Midwest	Wholesale	Hardware
See Our Ad on Inside Back Cover

Booth #463

1000 Century Avenue
Kansas City, MO 64120-1903
(800) 821-8527; Fax: (800) 621-6581
hdwsales@midwestwholesale.com
www.midwestwholesale.com

Let Midwest Wholesale Hardware be your 
hardware connection. Whether you need 
locks, exit devices, closers, electrified, or 
security hardware, we will have it and be 
able to get it to you quickly and accurately. 
We carry the finest products by the most 
respected names in the business.

MMF	Industries
Booth #826

1111 Wheeling Road
Wheeling, IL 60090
(847) 537-7890; (800) 445-8293
Fax: (847) 537-1120
gsmith@mmfind.com
www.mmfind.com

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

Mohawk	Flush	Doors
Booth #535

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

Manufacturer of premium 5-ply architectural 
wood doors, available in neutral and positive 
pressure ratings through 90 minutes. Consult 
our factory for details on our expansive 
LEED and green product offerings.

National	Association	of		
Architectural	Metal	Manufacturers
Booth #266

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

National	Custom	Hollow	Metal
Booth #843

1701 East 22nd Street
Little Rock, AR 72206
(501) 372-3441; (800) 334-3070
Fax: (501) 375-3070
www.nationalcustomhollowmetal.com

National Custom Hollow Metal quick-ships 
hollow metal in 5-10 working days. Other 
specialties are DEFENDDOOR stainless steel 
doors/frames, arched hollow frames, lead-
lined doors/frames, doors up to 5’x12’, and 
fire doors/frames labeled by UL and WHI.

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

Booth #223

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

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

NGFL	Incorporated
Booth #355

8 Tulip Drive
Huntington, NY 11743
(631) 424-0589; Fax: (631) 424-0589
usapalusol@aol.com

NGFL is the only official licensed distributor 
in the NAFTA region for Palusol/Palusol SW 
cores as manufactured by BASF SE, as well as 
for Interdens and Exterdens manufactured 
by Dr. Wolman GmbH. Expertise in all 
facets of intumescent technology.

NORTON	Door	Controls,	
An	ASSA	ABLOY	Group	Brand
Booth #523

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

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



800-847-5625
WWW.SECLOCK.COM

HAS FOUR LOCATIONS THAT CAN GET your order anywhere in 48 hours or less 

2.1 MILLION SKUs from all the leading manufacturers IN STOCK

25 years of SUPERIOR KNOWLEDGE and CUSTOMER SERVICE

24/7 ONLINE QUOTING, ORDERING and TRACKING

plus an ONLINE TECHNICAL LIBRARY that’s the BEST IN THE BUSINESS.

* * Factory-recognized Factory-recognized 
Master Stocking Distributor

No matter what your challenge, Security Lock Distributors delivers unparalleled service you can depend on. 
From integrating electronic and mechanical hardware solutions, to the industry’s most extensive in-stock inventory, 
Security Lock Distributors has a solution for... Every budget. Every schedule. Every time.

Boston, MA         Pompano Beach, FL         Chicago, IL         Las Vegas, NV
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Omnia	Industries,	Inc.
Booth #751

5 Cliffside Drive
PO Box 330
Cedar Grove, NJ 07009-0330
(973) 239-7272; (800) 310-7960
Fax: (800) 542-7611
www.omniaindustries.com

A complete range of solid brass and stainless 
steel architectural hardware, with an 
emphasis on entry locksets and interior 
latchsets. Our mortise locks are UL listed.

Onity,	Inc.
Booth #758

2232 Northmont Parkway, Suite 100
Duluth, GA 30096-5895
(678) 512-8114; (800) 749-2983
Fax: (800) 498-5056
moreinfo@onity.com • www.onity.com

Onity is a leading global provider of electronic 
locks, in-room safes, and energy management 
systems to the hospitality, commercial, 
education, military, and marine markets.

OSG	Doors		
(Opening	Solutions	Group)
Booth #944

400 Industrial Street
PO Box 345
West Pittsburg, PA 16160
(724) 740-1777; (888) 674-8889
Fax: (724) 740-1888
www.osgdoors.com

OSG Doors manufactures commercial 
steel doors, frames, and accessories, 
with an emphasis on quality, service, 
and market-leading value.

Overly	Door	Company
See Our Ad on Page 83

Booth #256

574 W Otterman Street
Greensburg, PA 15601-0070
(724) 834-7300; (800) 979-7300
Fax: (724) 830-2871
www.overly.com

Overly Door Company Continued—

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

PEMKO	Manufacturing	Company,	
An	ASSA	ABLOY	Group	Brand
Booth #523

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

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

Philadelphia	Hardware	Group,	Inc.
Booth #143

6590 Top Gun Street
San Diego, CA 92121
(800) 545-2309; Fax: (800) 828-0988
www.philihardware.com

Pioneer	Industries
Booth #731

171 S Newman Street
Hackensack, NJ 07601
(201) 933-1900; Fax: (201) 933-9580
contact@pioneerindustries.com
www.pioneerindustries.com

Pioneer manufactures custom and 
standard hollow metal doors and 
frames. An SDI member selling through 
independent distributors for new 
and retrofit construction projects.

Poncraft	Door	Company,	Inc.
Booth #262

2005 Pontiac Road
Auburn Hills, MI 48326
(248) 373-6060; (800) 782-3667
Fax: (248) 373-1511
sales@poncraft.com
www.poncraft.com

Since 1965, Poncraft Door Company has 
been specializing in the manufacture of 
architectural decorative laminate wood doors 
for the commercial/institutional markets 
and is one of the original manufacturers of 
architectural plastic laminate wood doors.

PRL	Glass	Systems,	Inc.
Booth #144

251 Mason Way
City of Industry, CA 91746
(800) 433-7044; Fax: (626) 968-9256
info@prlglass.com
www.prlglass.com

Reese	Enterprises,	Inc.
Booth #359

16350 Asher Avenue
PO Box 459
Rosemount, MN 55068
(651) 423-1126; (800) 328-0953
Fax: (800) 334-8823
info@reeseusa.com • www.reeseusa.com

Reese provides a full selection of premium-
quality products to the commercial 
construction industry, including thresholds, 
weatherstrips and intumescent seals, 
aluminum floor mats, and grates.

Republic	Doors	and	Frames
Booth #623

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

Republic is an American manufacturer 
of standard and custom steel doors and 
frames. Products include bullet-resistant, 
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Republic Doors and Frames Continued—

STC, lead-lined, and FEMA units. Republic 
has a network of service centers offering 
set-up and weld and modified products.

Resistance	Welding	Solutions,	dba	
LORS	Machinery
Booth #955

1090 Lousons Road
Union, NJ 07083
(908) 964-9100; Fax: (908) 964-4492
www.lors.com

RIXSON	Specialty	Door	Controls,	
An	ASSA	ABLOY	Group	Brand
Booth #523

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

RIXSON Specialty Door Controls Continued—

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

ROCKWOOD	Manufacturing	Company,	
An	ASSA	ABLOY	Group	Brand
Booth #523

300 Main Street
PO Box 79
Rockwood, PA 15557
(814) 926-2026; (800) 458-2424
Fax: (800) 922-9212
info@rockwoodmfg.com
www.rockwoodmfg.com

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

Samuel	Heath
See Our Ad on Page 7

Booth #664

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

The PerkoPower door closer fits between 
the door and the door jamb, so it is 
totally concealed when the door is 
closed. PerkoPower is engineered to 
the most exacting standards, meets 
all relevant UL and ANSI standards, 
and carries a 10-year guarantee.

Samuel	Stamping	Technologies
Booth #565

1760 Broadway Avenue
Hermitage, PA 14086
(330) 717-1347; (800) 272-6835
Fax: (724) 981-8175

The Best Specialty Doors...Period!

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

From the Green...

to the Extreme!

Acoustic

Blast

Security

OXP

ODC-11-H-DH-Corp-Best-4c-F1:Doors & Hardware  8/15/11  11:43 AM  Page 1
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SARGENT	Manufacturing	Company,	
An	ASSA	ABLOY	Group	Brand

See Our Ad on Page 91
Booth #523

100 Sargent Drive
New Haven, CT 06511
(203) 562-2151; (800) 727-5477; 

Fax: (888) 863-5054
webmaster@sargentlock.com
www.sargentlock.com

SARGENT® is a market leader in locksets, 
cylinders, door closers, exit devices, 
electromechanical products, and access 
control systems for new construction, 
renovation, and replacement applications.

Securitech	Group,	Inc.
See Our Ad on Page 113

Booth #851

5460 46th Street
Maspeth, NY 11378-1037
(718) 392-9000; (800) 622-5625
Fax: (718) 392-8944
www.securitech.com

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

SECURITRON	Magnalock	Corporation,	
An	ASSA	ABLOY	Group	Brand

See Our Ad on Page 53
Booth #523

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

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

Security	Door	Controls
See Our Ad on Page 87

Booth #229

801 Avenida Acaso
PO Box 3670
Camarillo, CA 93012
(805) 494-0622; (800) 413-8783
Fax: (805) 494-8861
service@sdcsecurity.com
www.sdcsecurity.com

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

CALL TODAY!
NATIONAL: 1-800-445-0728

LOCAL: (210) 732-6273
FAX: 1-210-732-7660

EMAIL: texaslock@aol.com

1819 West Avenue
San Antonio, Texas 78201

FULL LINE IN-STOCK
FOR IMMEDIATE SHIPMENT!

FALCON LOCK
Architectural Locks and Hardware

Interchangeable Cores
Cylinders and Locks

FALCON LOCK

CALL TODAY!
NATIONAL: 1-800-445-0728

LOCAL: (210) 732-6273
FAX: 1-210-732-7660

EMAIL: texaslock@aol.com
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SELECT	Hinges,	SELECT	Products	Limited
See Our Ad on Page 43

Booth #458

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

SELECT continuous geared aluminum hinges: continuous 
warranty, tested 25,000,000 cycles, exclusive pair-matching, 
“green” hinges qualify for LEED, 48-hour shipping, and lifetime 
lubrication. Also stainless steel continuous pin/barrel hinges.

SMP	Specialty	Doors,	
An	ASSA	ABLOY	Group	Brand
Booth #523

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

Started in 1955, Security Metal Products has become the national leader in 
the manufacturing of standard and custom hollow metal doors and frames. In 
addition to standard and custom hollow metal, our specialty products division 
encompasses the fabrication of sound-rated acoustical, stainless steel, bullet-
resistant, blast-/pressure-resistant, and watertight/sanitary doors and frames.

Software	for	Hardware
Booth #766

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

Software for Hardware is a software program designed for the door and 
hardware distributor to quote, detail, and draw door/frame elevations, 
as well as to order and ship material for jobs and sales orders.

Stanley	Security	Solutions,	Inc.
See Our Ad on Page 75

Booth #433

6161 E 75th Street
Indianapolis, IN 46250-2783
(317) 849-2250; Fax: (317) 806-3276
www.stanleysecuritysolutions.com

A provider of security solutions for institutional, commercial, and industrial 
businesses. Emphasizing service, Stanley delivers a comprehensive 
suite of security products, software, and integrated systems.

1/4 Page 
3 1/2”  x  4 3/4  4/C

Doors&Hard_5C  (InDesign doc.)

Runs in:
Jan, Apr, Jul, Oct

DOORS AND HARDWARE
Salsbury Industries

Call regarding our
        Dealer Program!

New MoNth, New Look, New Features!

•	 Manufacturer’s Buyer’s Guide (23rd edition)	
—	a	comprehensive	reference	to	more	than	800	
manufacturing	companies	within	the	door	and	
hardware	industry.

•	 DhI Distributors’ Guide	—	an	invaluable	resource	
for	industry	end-users,	architects,	specifiers,	and	
building	owners.

•	 DhI Consultants’ Directory	—	a	guide	to	locating	
certified	DHI	consultants	worldwide.

CaLL toDaY. ad space closing now!

Don’t wait, secure your ad space toDaY! 

Industry Resource Guide, December 2011
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Steel	Door	Institute
Booth #265

30200 Detroit Road
Cleveland, OH 44145-1967
(440) 899-0010; Fax: (440) 892-1404
www.steeldoor.org

Stier	Steel	Corp.
See Our Ad on Page 51

Booth #637

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

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

STREK-O	Doors,	LLC
Booth #937

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

Manufacturing wood doors since 1940. 
Exclusive manufacturer of SafeCore 
mineral door core products. Quick-
ship and customer service leader. 
Extensive veneer species available.

Sugatsune	America,	Inc.
Booth #123

18101 Savarona Way
Carson, CA 90746
(310) 329-6373; (800) 562-5267
Fax: (310) 329-0819
sales@sugatsune.com • www.sugatsune.com

We provide a rich tradition of manufacturing 
high-quality hardware, including 
door dampers, three-way adjustable 
concealed hinges, and upscale wooden 
sliding door systems with a soft closing 
function. We also offer a vast selection 
of stainless steel decorative hardware.

Supa	Doors,	Inc.
Booth #662

1732 Universal City Blvd.
Universal City, TX 78148-3351
(210) 698-8500; (888) 787-2366
Fax: (210) 698-8507
customerservice@supadoor.com
www.supadoor.com

Tanner	Fasteners	&		
Industrial	Supplies

See Our Ad on Page 22
Booth #943

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

Yes, It’s all that
& A BAG OF CHIPS

Spectra™ Class 
Quiet Elegance. All Exits.
Spectra™ Class mechanical exit devices are ideal
for specifications that require ruggedness, sophisticated 
looks, and quiet operation. Trim styles, electric levers and 
functions enable use of one brand for virtually all applications.

Spectra™ S6000

Spectra™ N6000

sdcsecurity.com
800.813.8783    Fax 805.494.8861

service@sdcsecurity.com

SCAN ME FOR MORE INFO

Yes, It’s all that
& A BAG OF CHIPS

Spectra™ Class 
Quiet Elegance. All Exits.

DHI Expo
Booth 229

Security Door Controls

Spectra™ Electric Access & Egress

Delayed Egress Exit Device
Display, voice, tone annunciation,
exit confirm, assign reset & control

QUIET DUO™ Latch Retraction
Retrofit latch & pushpad retraction, 
UL listed for most exit device brands

Exit Alarm
Wired or battery power & options

Electric Mortise
Full featured lockset, optional outputs

Dual Latch Retraction & Dogging
Low 450mA, no costly power supply.

HiTower®  Frame Controller
No electric hinge, no wire in door.
(Yale 7130 also available)
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Tanner Fasteners & Industrial 
Supplies Continued—

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

TELKEE
Booth #263

222 E Campus View Blvd.
Columbus, OH 43235
(614) 861-1350; Fax: (614) 322-4557
info@telkee.com • www.telkee.com

Tempo	Hardware,	Inc.
Booth #453

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

Timely	Industries,	Inc.
See Our Ad on Page 33

Booth #639

10241 Norris Avenue
Pacoima, CA 91331-2292
(818) 492-3500; (800) 247-6242
Fax: (818) 492-3530
sales@timelyframes.com
www.timelyframes.com

Timely’s superior performance, design 
flexibility, and lower cost has made this 
the product of choice. For more than 40 
years, we have continued to innovate and 
adapt, resulting in reduced costs for end 
users and profitable results for our dealers.

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

Booth #335

PO Box 189
Honesdale, PA 18431
(570) 253-5625; (800) 233-4210
Fax: (800) 854-4146
www.topnotchinc.com

TOAD,	LLC
Booth #942

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

TOAD, LLC is a premier provider of digital 
content to the door and hardware 
industry. We produce and manage the 
most robust product configurators 
available. Our “plug-in” software 
components, CRT and DoorDesigner, act 
as add-ons to any Windows program.

Townsteel,	Inc.
See Our Ad on Page 99

Booth #763

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

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

TRIMCO
Booth #538

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

With more than 62 years of experience, 
TRIMCO offers a wide variety of door 
hardware products. We engineer high-
quality, innovative accessories from the 
most basic to custom-made perfection.
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Brey-Krause manufactures a full 
line of commercial washroom 
accessories that are 100% made in 
the USA.
 
We now manufacture a Heavy- 
Duty Curved Shower Rod made in 
the USA. All of our products 
comply with the Buy American and 
American Recovery & Reinvestment 
Acts. 

S-1034-SS
Heavy-Duty Curved Shower Rod

Visit our website to learn more 
about this product and our 
complete line of accessories. 

Our People...

Our Products...

 Quality Service...

Since 1909

www.breykrause.com

Continuing the Tradition of Manufacturing Excellence

 100 years
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Unison	Hardware,	Inc.
Booth #643

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

VT	Industries,	Inc.
See Our Ad on Page 5

Booth #551

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

Manufacturer of environmentally friendly 
high-pressure decorative laminate doors, 
5-ply flush wood veneer doors, stile and 
rail doors, powder coated doors, and fiber 
reinforced laminate (FRL) doors. Available 
with WDMA TR-6 and OP-6 factory finish.

Wikk	Industries,	Inc.
See Our Ad on Page 14

Booth #245

6169 A Industrial Court
PO Box 167
Greendale, WI 53129
(414) 421-9490; (877) 421-9490
Fax: (414) 421-3158
sales@wikk.com
www.wikk.com

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

Window	and	Door	
Manufacturers	Association
Booth #264

401 N Michigan Avenue, Suite 2200
Chicago, IL 60611-4245
(312) 321-6802; Fax: (847) 299-1286
wdma@wdma.com • www.wdma.com

Woodfold	Manufacturing,	Inc.
Booth #444

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

Employee-owned Woodfold offers a full line of 
custom-made accordion and solid hardwood 
roll-up doors. For installations calling for 
sight, security, and acoustic control, we have 
the solutions for your customers’ needs.

Yale	Commercial	Locks	&	Hardware,	
An	ASSA	ABLOY	Group	Brand
Booth #523

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

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

Zero	International,	Inc.
See Our Ad on Page 1

Booth #434

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

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

Control
Maximize energy efficiency with  
high performance doors and hardware
Whether building a new facility or renovating an existing one, 

one needs to consider the implications of sustainable design and 

construction. High performance doors and hardware from ASSA ABLOY 

Group brands can improve overall facility energy efficiency by reducing 

thermal and air leakage as well as reducing the impact of electronic 

access control (EAC) systems.

One of the greatest efficiencies can be found with the use of IP-based  

access control solutions, which reuse existing WiFi or Power over 

Ethernet (PoE) equipment. This reduces or eliminates the need for 

security infrastructure, lessening both power requirements and 

materials used.

Integrated PoE locks like the SARGENT Profile Series v.S1 combine  

all access control functionality into the lock and use existing network 

cabling for both power and data. This offers the lowest power 

consumption with a maximum of 7 watts per lock — 50% less than  

typical PoE installations. 

WiFi access control solutions such as the Corbin Russwin Access 800® 

WI1 leverage current 802.11b/g WiFi infrastructure, offer the same 

reduction of components as PoE, and optimize power consumption  

for long battery life. 

Another great option for energy savings is exit devices with electric latch 

retraction (ELR), such as the SARGENT 56-. Driven by motor instead of 

solenoid, electricity savings per activation can easily exceed 50%. 

ASSA ABLOY is committed to providing products and services that are 

environmentally sound throughout the entire production process and 

product lifecycle. Our unconditional aim is to make sustainability a 

central part of our business philosophy and culture. 

PoE systems are particularly energy efficient 
and reduce the number of components needed, 
lessening the impact of manufacturing, shipping 
and installation processes.

SARGENT  
Profile Series v.S1

Corbin Russwin  
Access 800® WI1

Visit www.assaabloydss.com/sustainability  

to learn more about how ASSA ABLOY can help  

green your specifications.

Copyright © 2011 aSSa abloY inc. all rights reserved.

C O N F E R E N C E  &  E X P O S I T I O N  S P O N S O R  PA I D  A D V E R T O R I A L



Access Control Goes Deeper

ADAMS RITE  |  HES  |  MEDECO  |  SARGENT

Download the free mobile app at http://gettag.mobi

Deeper into your business, that is. Aperio™ wireless locks make it easy and cost-effective 
to protect “medium-security” doors, helping you increase access control revenue and 
deliver more value to your customers. Want to get immersed in the details? Visit us at 
DHI booth #523, go to www.intelligentopenings.com/aperio or scan the tag below!

Copyright © 2011 ASSA ABLOY Inc. All rights reserved.
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BOLTS
ABH Manufacturing
Accurate Lock and Hardware Co., LLC
ASSA ABLOY Door Security Solutions
Boyle and Chase, Inc.
Burns Manufacturing, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Direct Security Supply, Inc.
Don-Jo Manufacturing, Inc.
Door Controls International
Global Door Controls, Inc.
Hiawatha, Inc., Division of Activar 
 Construction Products Group
Ingersoll Rand Security Technologies
International Door Closers, Inc.
Midwest Wholesale Hardware
Omnia Industries, Inc.
ROCKWOOD Manufacturing Company,  
 An ASSA ABLOY Group Brand
Samuel Heath
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
TRIMCO
Unison Hardware, Inc.

BRACKETS
Antimicrobial Copper
Brey-Krause Manufacturing Company
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Direct Security Supply, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Sugatsune America, Inc.
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
TRIMCO
Unison Hardware, Inc.

CABINET	HARDWARE
Accredited Lock Supply
Antimicrobial Copper
ASSA ABLOY Door Security Solutions
Boyle and Chase, Inc.
C. R. Laurence Company, Inc.
Direct Security Supply, Inc.

Don-Jo Manufacturing, Inc.
HES, Inc., An ASSA ABLOY Group Brand
Ingersoll Rand Security Technologies
Kaba Access Control
MEDECO ECylinders, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
Omnia Industries, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Samuel Heath
Security Door Controls
Stanley Security Solutions, Inc.
Sugatsune America, Inc.
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
TRIMCO
Unison Hardware, Inc.
Woodfold Manufacturing, Inc.
Yale Commercial Locks & Hardware, 
 An ASSA ABLOY Group Brand

CLOSERS
Accredited Lock Supply
ASSA ABLOY Door Security Solutions
Boyle and Chase, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORBIN RUSSWIN Architectural Hardware, 
 An ASSA ABLOY Group Brand
Detex Corporation
Dictator US, Inc.
Direct Security Supply, Inc.
DORMA
Global Door Controls, Inc.
Ingersoll Rand Security Technologies
International Door Closers, Inc.
MARKS USA
Midwest Wholesale Hardware
NORTON Door Controls, 
 An ASSA ABLOY Group Brand
Philadelphia Hardware Group, Inc.
RIXSON Specialty Door Controls, 
 An ASSA ABLOY Group Brand
Samuel Heath
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
Unison Hardware, Inc.

Yale Commercial Locks & Hardware, 
 An ASSA ABLOY Group Brand

COMPUTER	SOFTWARE
Access Information Technologies, Inc.
Accredited Lock Supply
ASSA ABLOY Door Security Solutions
Boyle and Chase, Inc.
C. R. Laurence Company, Inc.
Comsense, Inc.
CORBIN RUSSWIN Architectural Hardware, 
 An ASSA ABLOY Group Brand
Direct Security Supply, Inc.
Emullion Corporation
Kaba Access Control
Marshfield DoorSystems, Inc.
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Software for Hardware
TOAD, LLC

COORDINATORS	AND	ACCESSORIES
ABH Manufacturing
Accredited Lock Supply
Activar Construction Products Group
Boyle and Chase, Inc.
Burns Manufacturing, Inc.
Cal-Royal Products, Inc.
Direct Security Supply, Inc.
Don-Jo Manufacturing, Inc.
Door Controls International
Hiawatha, Inc., Division of Activar 
 Construction Products Group
Ingersoll Rand Security Technologies
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
Philadelphia Hardware Group, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Top Notch Distributors, Inc.
TRIMCO

DOOR	ACCESSORIES
Accredited Lock Supply
Activar Construction Products Group
Air Louvers, Inc., Division of Activar  
 Construction Products Group
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Anemostat Door Products
Baillargeon Doors, Inc.
Bommer Industries, Inc.
Boyle and Chase, Inc.
Burns Manufacturing, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORRIM Company
Custom Metal Products
Dayton Industries, Inc.
Direct Security Supply, Inc.
Don-Jo Manufacturing, Inc.
Galaxy Metal Products, LLC
Glassopolis
Hiawatha, Inc., Division of Activar 
 Construction Products Group
Ingersoll Rand Security Technologies
International Door Closers, Inc.
Lorient North America
Midwest Wholesale Hardware
National Guard Products, Inc.
Omnia Industries, Inc.
Philadelphia Hardware Group, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Samuel Heath
Securitech Group, Inc.
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
TRIMCO
Unison Hardware, Inc.
Zero International, Inc.

DOOR	OPERATORS
Accredited Lock Supply
ASSA ABLOY Door Security Solutions
Boyle and Chase, Inc.
Direct Security Supply, Inc.
DORMA
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Tempo Hardware, Inc.
Woodfold Manufacturing, Inc.

DOOR	STOPS
ABH Manufacturing
Accredited Lock Supply
Activar Construction Products Group
ASSA ABLOY Door Security Solutions
Boyle and Chase, Inc.

Burns Manufacturing, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Dictator US, Inc.
Direct Security Supply, Inc.
Don-Jo Manufacturing, Inc.
Door Controls International
DORMA
Galaxy Metal Products, LLC
Global Door Controls, Inc.
Hiawatha, Inc., Division of Activar 
 Construction Products Group
Ingersoll Rand Security Technologies
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
Omnia Industries, Inc.
Philadelphia Hardware Group, Inc.
RIXSON Specialty Door Controls, 
 An ASSA ABLOY Group Brand
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Samuel Heath
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Stanley Security Solutions, Inc.
Sugatsune America, Inc.
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
TRIMCO
Unison Hardware, Inc.

DOORS,	ALUMINUM
ABH Manufacturing
Boyle and Chase, Inc.
C. R. Laurence Company, Inc.
Galaxy Metal Products, LLC
Sugatsune America, Inc.
Woodfold Manufacturing, Inc.

DOORS,	METAL
A&L Shielding, Inc.
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Ambico Limited
ASSA ABLOY Door Group, 
 An ASSA ABLOY Group Brand
ASSA ABLOY Door Security Solutions
Baron, An ASSA ABLOY Group Brand
C. R. Laurence Company, Inc.

Concept Frames, Inc.
CURRIES Company,  
 An ASSA ABLOY Group Brand
Custom Metal Products
Daybar Industries Limited
Dayton Industries, Inc.
DKS Steel Door & Frame Systems, Inc.,  
 Subsidiary of Cal-Royal Products, Inc.
Dunbarton Corporation
Galaxy Metal Products, LLC
Gensteel Doors
HMF Express
Ingersoll Rand Security Technologies
Karpen Steel Custom Doors & Frames
Krieger Specialty Products Company
KVAL, Inc.
Mesker Door, Inc.
Michbi Doors, Inc.,
 dba Open and Shut Doors
National Custom Hollow Metal
OSG Doors (Opening Solutions Group)
Overly Door Company
Pioneer Industries
Republic Doors and Frames
Security Metal Products, 
 An ASSA ABLOY Group Brand
Tempo Hardware, Inc.
Timely Industries, Inc.,
Woodfold Manufacturing, Inc.

DOORS,	SLIDING
Ambico Limited
Ampco Products, LLC
Baillargeon Doors, Inc.
DKS Steel Door & Frame Systems, Inc.,  
 Subsidiary of Cal-Royal Products, Inc.
Doormerica
Dunbarton Corporation
Eggers Industries
Krieger Specialty Products Company
Marshfield DoorSystems, Inc.
National Custom Hollow Metal
Overly Door Company
Pioneer Industries
Poncraft Door Company, Inc.
STREKO Doors, LLC
Supa Doors, Inc.
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DOORS,	SPECIALTY
A&L Shielding, Inc.
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Algoma Hardwoods, Inc.
Ambico Limited
Ampco Products, LLC
ASSA ABLOY Door Group, 
 An ASSA ABLOY Group Brand
ASSA ABLOY Door Security Solutions
Baillargeon Doors, Inc.
C. R. Laurence Company, Inc.
Construction Specialties, Inc.
CORRIM Company
CURRIES Company,  
 An ASSA ABLOY Group Brand
Custom Metal Products
Doormerica
Dunbarton Corporation
Eggers Industries
HMF Express

Karpen Steel Custom Doors & Frames
Krieger Specialty Products Company
L. E. Johnson Products, Inc.
Marshfield DoorSystems, Inc.
National Custom Hollow Metal
Overly Door Company
Pioneer Industries
Poncraft Door Company, Inc.
Republic Doors and Frames
Security Metal Products, 
 An ASSA ABLOY Group Brand
STREKO Doors, LLC
Supa Doors, Inc.
Tempo Hardware, Inc.
The Maiman Company, 
 An ASSA ABLOY Group Brand
The Marwin Company
Woodfold Manufacturing, Inc.

DOORS,	WOOD
A&L Shielding, Inc.
Algoma Hardwoods, Inc.

Ambico Limited
Ampco Products, LLC
ASSA ABLOY Door Security Solutions
Baillargeon Doors, Inc.
Construction Specialties, Inc.
Doormerica
Dunbarton Corporation
Eggers Industries
Galaxy Metal Products, LLC
GRAHAM Manufacturing Corporation, 
 An ASSA ABLOY Group Brand
Haley Brothers, Inc.
Karona, Inc.
Krieger Specialty Products Company
KVAL, Inc.
Marshfield DoorSystems, Inc.
Mohawk Flush Doors
Overly Door Company
Poncraft Door Company, Inc.
Security Metal Products, 
 An ASSA ABLOY Group Brand
STREKO Doors, LLC

What “new behavior” is required in this 
changing business environment? 

Come hear the perspectives of a panel of 
prominent industry stakeholders representing 
internationally recognized companies such as 
Standard and Poors, HOK Architects, Skanska 
Construction, Limbach Facility Services, New York 
Presbyterian Hospital and New York Building 
Congress. They’ll address economic, regulatory, 
sustainability, security, technology, and cultural 
issues our industry faces going forward.

Come to New York this October to 
discover the “new normal”!

www.dhi.org • Follow #DHIConf on

NEW PERSPECTIVES, NEW BEHAVIOR... NEW YORK! 
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Extend the reach of access control with the AD-Series 
Wireless System from Schlage. It’s a complete solution with 
seamless integration to existing systems and to areas where 
running wires is diffi cult, expensive or virtually impossible.
Installations on interior doors, remote doors, historic 
buildings, 24/7 facilities, elevators and parking gates are 
now made possible by eliminating the need to run wires 
directly to every  access point.

With the AD-Series Wireless System, you can quickly install 
up to 16 wireless devices from one Panel Interface Module 
(PIM) – unlike other networks that require costly hubs at 

every door.  And since the proven 900 MHz communication 
operates on a different frequency versus 802.11 (WiFi), it 
won’t burden the IT infrastructure. Plus, it utilizes patent-
pending Wake-Up On Radio technology to deliver real-time 
activation at a remote wireless lock while maintaining up 
to a 2 year battery life.  This feature enables a centralized 
emergency lockdown and unlock commands in as fast as 1 
second for applications where speed is critical.
 
Choose the AD-Series Wireless System from Schlage and get 
more by wiring less.  Learn how at schlage.com/whatif.

What if you could secure more 
doors in a facility and run less wires?

877-671-7011  schlage.com/whatif

SC_6269_DHI_Advertorial_Rev1_081811.indd   1 8/18/11   3:28 PM
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Supa Doors, Inc.
The Maiman Company, 
 An ASSA ABLOY Group Brand
The Marwin Company
VT Industries, Inc.
Woodfold Manufacturing, Inc.

DUSTPROOF	STRIKES
ABH Manufacturing
Accredited Lock Supply
Accurate Lock and Hardware Co., LLC
Boyle and Chase, Inc.
Burns Manufacturing, Inc.
Cal-Royal Products, Inc.
Direct Security Supply, Inc.
Don-Jo Manufacturing, Inc.
Door Controls International
Hiawatha, Inc., Division of Activar 
 Construction Products Group
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand

Midwest Wholesale Hardware
Philadelphia Hardware Group, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Top Notch Distributors, Inc.
TRIMCO
Unison Hardware, Inc.

EXIT	DEVICES
Accredited Lock Supply
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Alarm Lock Systems, Inc. 
ASSA ABLOY Door Security Solutions
Boyle and Chase, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORBIN RUSSWIN Architectural Hardware, 
 An ASSA ABLOY Group Brand
Detex Corporation
Direct Security Supply, Inc.

Door Controls International
DORMA
Global Door Controls, Inc.
Ingersoll Rand Security Technologies
International Door Closers, Inc.
Kaba Access Control
MARKS USA
Midwest Wholesale Hardware
Philadelphia Hardware Group, Inc.
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp., 
 An ASSA ABLOY Group Brand
Security Door Controls
Stanley Security Solutions, Inc.
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
Townsteel, Inc.
Yale Commercial Locks & Hardware, 
 An ASSA ABLOY Group Brand

www.dhi.org  •  Follow #DHIConf on

New TechNology, New Behavior... New york!
Introducing DHI ConExTions!
Maximize your time and money with this new  
web-based technology from DHI. 

DHI ConExTions allows you to: 

•	 Pre-schedule	meetings	before	leaving	home.	

•	 Manage	valuable	time	with	your	channel	partners	and	
new	prospective	suppliers.

•	 Plan	your	schedule	for	attending	the	Industry	Marketplace,	
Forum	for	the	Future,	and	National	Education	sessions.

Visit www.dhi.org or call 703/222-2010 
for more information on this invaluable tool.

regisTer Today.
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FIRE/SMOKE	CLOSING	AND		
DETECTION	DEVICES
ABH Manufacturing
Accredited Lock Supply
ASSA ABLOY Door Security Solutions
Boyle and Chase, Inc.
C. R. Laurence Company, Inc.
CORBIN RUSSWIN Architectural Hardware, 
 An ASSA ABLOY Group Brand
Dictator US, Inc.
Direct Security Supply, Inc.
DORMA
Ingersoll Rand Security Technologies
Midwest Wholesale Hardware
RIXSON Specialty Door Controls, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand

GASKETING
Accredited Lock Supply
Anemostat Door Products
C. R. Laurence Company, Inc.
Direct Security Supply, Inc.
Glassopolis
Hiawatha, Inc., Division of Activar 
 Construction Products Group
Lorient North America
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
National Guard Products, Inc.
PEMKO Manufacturing Company, 
 An ASSA ABLOY Group Brand
Reese Enterprises, Inc.
Top Notch Distributors, Inc.
TRIMCO
Zero International, Inc.

HINGES
ABH Manufacturing
Accredited Lock Supply
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
ASSA ABLOY Door Security Solutions
Bommer Industries, Inc.
Boyle and Chase, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.

Dayton Industries, Inc.
Dictator US, Inc.
Direct Security Supply, Inc.
Don-Jo Manufacturing, Inc.
DORMA
Global Door Controls, Inc.
Ingersoll Rand Security Technologies
International Door Closers, Inc.
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
Omnia Industries, Inc.
OSG Doors (Opening Solutions Group)
PEMKO Manufacturing Company, 
 An ASSA ABLOY Group Brand
Philadelphia Hardware Group, Inc.
RIXSON Specialty Door Controls, 
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp., 
 An ASSA ABLOY Group Brand
Security Door Controls
SELECT Hinges,  
 SELECT Products Limited
Stanley Security Solutions, Inc.
Sugatsune America, Inc.
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
Unison Hardware, Inc.
Zero International, Inc.

HOOKS
Accredited Lock Supply
Boyle and Chase, Inc.
Brey-Krause Manufacturing Company
Burns Manufacturing, Inc.
Direct Security Supply, Inc.
Don-Jo Manufacturing, Inc.
Midwest Wholesale Hardware
Omnia Industries, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Samuel Heath
Sugatsune America, Inc.
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
TRIMCO
Unison Hardware, Inc.

KEY	CONTROL	SYSTEMS
Accredited Lock Supply
ASSA ABLOY Door Security Solutions
C. R. Laurence Company, Inc.
CORBIN RUSSWIN Architectural Hardware, 
 An ASSA ABLOY Group Brand
Direct Security Supply, Inc.
Midwest Wholesale Hardware
MMF Industries
Onity, Inc.
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Stanley Security Solutions, Inc.
Telkee

LATCHING	DEVICES
ABH Manufacturing
Accredited Lock Supply
Burns Manufacturing, Inc.
C. R. Laurence Company, Inc.
Dictator US, Inc.
Direct Security Supply, Inc.
Don-Jo Manufacturing, Inc.
Door Controls International
Hiawatha, Inc., Division of Activar 
 Construction Products Group
Midwest Wholesale Hardware
Philadelphia Hardware Group, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
TRIMCO

LOCKS	AND	LATCHES
ABH Manufacturing
Accredited Lock Supply
Accurate Lock and Hardware Co., LLC
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Alarm Lock Systems, Inc.
ASSA ABLOY Door Security Solutions
Boyle and Chase, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORBIN RUSSWIN Architectural Hardware, 
 An ASSA ABLOY Group Brand
Direct Security Supply, Inc.
DORMA
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Global Door Controls, Inc.
Ingersoll Rand Security Technologies
International Door Closers, Inc.
Kaba Access Control
MARKS USA
MEDECO ECylinders, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
Omnia Industries, Inc.
Onity, Inc.
OSG Doors (Opening Solutions Group)
Philadelphia Hardware Group, Inc.
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp., 
 An ASSA ABLOY Group Brand
Security Door Controls
Stanley Security Solutions, Inc.
Sugatsune America, Inc.
Top Notch Distributors, Inc.
Townsteel, Inc.
TRIMCO
Unison Hardware, Inc.
Yale Commercial Locks & Hardware, 
 An ASSA ABLOY Group Brand

PARTITIONS
Ampco Products, LLC
Sugatsune America, Inc.
Tempo Hardware, Inc.
Woodfold Manufacturing, Inc.

PROTECTIVE	HARDWARE
ABH Manufacturing
Accredited Lock Supply
Accurate Lock and Hardware Co., LLC
Activar Construction Products Group
Anemostat Door Products
Bommer Industries, Inc.
Boyle and Chase, Inc.
Brey-Krause Manufacturing Company
Burns Manufacturing, Inc.
C. R. Laurence Company, Inc.
Construction Specialties, Inc.
Direct Security Supply, Inc.
Don-Jo Manufacturing, Inc.
Hiawatha, Inc., Division of Activar 
 Construction Products Group

McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Stanley Security Solutions, Inc.
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
TRIMCO

PUSH	AND	PULL	HARDWARE
Accredited Lock Supply
Accurate Lock and Hardware Co., LLC
Activar Construction Products Group
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Antimicrobial Copper
Boyle and Chase, Inc.
Brey-Krause Manufacturing Company
Burns Manufacturing, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Direct Security Supply, Inc.
Don-Jo Manufacturing, Inc.
Hiawatha, Inc., Division of Activar 
 Construction Products Group
Ingersoll Rand Security Technologies
International Door Closers, Inc.
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
Omnia Industries, Inc.
Philadelphia Hardware Group, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Samuel Heath
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
Stanley Security Solutions, Inc.
Top Notch Distributors, Inc.
TRIMCO
Unison Hardware, Inc.
Wikk Industries, Inc.

SECURITY	HARDWARE,	ELECTRIFIED	
AND	ELECTROPNEUMATIC
ABH Manufacturing
Accredited Lock Supply
Accurate Lock and Hardware Co., LLC

Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Alarm Lock Systems, Inc. 
ASSA ABLOY Door Security Solutions
Bommer Industries, Inc.
Boyle and Chase, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORBIN RUSSWIN Architectural Hardware, 
 An ASSA ABLOY Group Brand
Detex Corporation
Direct Security Supply, Inc.
Door Controls International
DORMA
DynaLock Corp.
HES, Inc., An ASSA ABLOY Group Brand
Ingersoll Rand Security Technologies
Kaba Access Control
Midwest Wholesale Hardware
Onity, Inc.
PEMKO Manufacturing Company, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp., 
 An ASSA ABLOY Group Brand
Security Door Controls
Stanley Security Solutions, Inc.
Top Notch Distributors, Inc.
Wikk Industries, Inc.
Yale Commercial Locks & Hardware, 
 An ASSA ABLOY Group Brand

SECURITY	HARDWARE,	
NONELECTRIFIED
Accredited Lock Supply
Alarm Lock Systems, Inc.
Anemostat Door Products
ASSA ABLOY Door Security Solutions
Boyle and Chase, Inc.
Brey-Krause Manufacturing Company
Burns Manufacturing, Inc.
C. R. Laurence Company, Inc.
CORBIN RUSSWIN Architectural Hardware, 
 An ASSA ABLOY Group Brand
Dayton Industries, Inc.
Detex Corporation
Direct Security Supply, Inc.
Ingersoll Rand Security Technologies
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Kaba Access Control
MARKS USA
MEDECO ECylinders, 
 An ASSA ABLOY Group Brand
Philadelphia Hardware Group, Inc.
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
Security Door Controls
Stanley Security Solutions, Inc.
Tanner Fasteners & Industrial Supplies
Top Notch Distributors, Inc.
Townsteel, Inc.
TRIMCO
Yale Commercial Locks & Hardware, 
 An ASSA ABLOY Group Brand

SLIDING/FOLDING	DOOR	EQUIPMENT
Accredited Lock Supply
Accurate Lock and Hardware Co., LLC
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand

Boyle and Chase, Inc.
Burns Manufacturing, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Dictator US, Inc.
Direct Security Supply, Inc.
Don-Jo Manufacturing, Inc.
L. E. Johnson Products, Inc.
Midwest Wholesale Hardware
Omnia Industries, Inc.
PEMKO Manufacturing Company, 
 An ASSA ABLOY Group Brand
Stanley Security Solutions, Inc.
Sugatsune America, Inc.
Tempo Hardware, Inc.
Top Notch Distributors, Inc.
TRIMCO
Unison Hardware, Inc.

SPECIAL	PRODUCTS	FOR	
INSTALLATION	AND	FABRICATION
ABH Manufacturing
Accredited Lock Supply
Boyle and Chase, Inc.
Brey-Krause Manufacturing Company
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Dayton Industries, Inc.
Global Door Controls, Inc.
KVAL, Inc.
Midwest Wholesale Hardware
Resistance Welding Solutions, 
 dba LORS Machinery
Security Door Controls
Stanley Security Solutions, Inc.
Stier Steel Corp.
STREKO Doors, LLC
Tanner Fasteners & Industrial Supplies
Tempo Hardware, Inc.
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SPECIAL	PRODUCTS	FOR	THE	DISABLED
ABH Manufacturing
Accredited Lock Supply
Accurate Lock and Hardware Co., LLC 
ASSA ABLOY Door Security Solutions
Boyle and Chase, Inc.
Burns Manufacturing, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORBIN RUSSWIN Architectural Hardware, 
 An ASSA ABLOY Group Brand
Direct Security Supply, Inc.
Global Door Controls, Inc.
Hiawatha, Inc., Division of Activar 
 Construction Products Group
Ingersoll Rand Security Technologies
MARKS USA
Midwest Wholesale Hardware
Omnia Industries, Inc.
PEMKO Manufacturing Company, 
 An ASSA ABLOY Group Brand
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Security Door Controls
Stanley Security Solutions, Inc.
Sugatsune America, Inc.
Top Notch Distributors, Inc.
TRIMCO
Unison Hardware, Inc.
Wikk Industries, Inc.
Yale Commercial Locks & Hardware, 
 An ASSA ABLOY Group Brand
Zero International, Inc.

SPECIALTY	BUILDING	PRODUCTS
Accredited Lock Supply
Activar Construction Products Group
Air Louvers, Inc., Division of Activar  
 Construction Products Group
Ampco Products, LLC
Anemostat Door Products
Bommer Industries, Inc.
C. R. Laurence Company, Inc.
CORRIM Company
Direct Security Supply, Inc.
Glassopolis

Hiawatha, Inc., Division of Activar 
 Construction Products Group
HMF Express
J. L. Industries, Inc., Division of Activar  
 Construction Products Group
Lorient North America
Midwest Wholesale Hardware
Zero International, Inc.

THRESHOLDS
Accredited Lock Supply
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Direct Security Supply, Inc.
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
National Guard Products, Inc.
OSG Doors (Opening Solutions Group)
PEMKO Manufacturing Company, 
 An ASSA ABLOY Group Brand
Reese Enterprises, Inc.
Zero International, Inc.

WASHROOM	ACCESSORIES
ABH Manufacturing
Activar Construction Products Group
Ampco Products, LLC
Antimicrobial Copper
Brey-Krause Manufacturing Company
Burns Manufacturing, Inc.
C. R. Laurence Company, Inc.
Custom Metal Products
Midwest Wholesale Hardware
Philadelphia Hardware Group, Inc.
Sugatsune America, Inc.
Top Notch Distributors, Inc.

WHOLESALE	DISTRIBUTORS
Accredited Lock Supply
Boyle and Chase, Inc.
C. R. Laurence Company, Inc.
Direct Security Supply, Inc.
Midwest Wholesale Hardware
Stanley Security Solutions, Inc.
Unison Hardware, Inc.

WINDOW	HARDWARE
Accredited Lock Supply
Antimicrobial Copper
C. R. Laurence Company, Inc.
Direct Security Supply, Inc.
Samuel Heath
Top Notch Distributors, Inc.
Zero International, Inc.

WINDOWS
C. R. Laurence Company, Inc.
HMF Express
Krieger Specialty Products Company
Overly Door Company
Security Metal Products, 
 An ASSA ABLOY Group Brand
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is convenient. It allows you to shop for product the way you feel most comfortable 
- by manufacturer, product type or through an advanced search feature. Access information about 
Akron Hardware’s current inventory as well as transit times to your destination. Build, save and 
view custom lists of recurring  items  for  future  reference.  

is secure. It uses the most advanced security features to protect your account. You 
manage your individual users’ login credentials and accessibility to each feature, determining who 
has authority to purchase, check pricing, and view account information. View accounting details 
such as recently placed orders, payment history, and current balances at anytime.

is available. Experience doing business with Akron Hardware in a new, e�  cient and 
economical way. Just log on to www.akronhardware.com and click on the 
logo to get started.

Akron Hardware  •  www.akronhardware.com  •  800-321-9602

C O N F E R E N C E  &  E X P O S I T I O N  S P O N S O R  PA I D  A D V E R T O R I A L

Ready, wherever you are.



Full Conference Package
Participate in two full days of conference and exposition activities 
with full access to the Industry Marketplace, Forum for the Future 
Kick-off Luncheon, Tradeshow Floor, Opening Reception, expanded 
Forum Breakout Sessions, Networking Luncheon, and Closing 
Reception.

Team Pricing
Available to distributors and sales agents only, Team Pricing allows an 
unlimited number of attendees to participate in two days of conference 
and exposition activities with full access to the Industry Marketplace, 
Tradeshow Floor, Opening Reception, expanded Forum Breakout 
Sessions, Networking Luncheon, and Closing Reception. Additionally, 
each Team will receive fi ve tickets to the Forum for the Future Kick-off 
Luncheon. Additional luncheon tickets are available for $25 each. 
Please contact DHI to purchase.

To learn more about team pricing and to register, call 703/222-2010.

One-Day Pass
Wednesday: Full access to all DHI-sponsored conference activities 
on Wednesday, including the Industry Marketplace, Forum for the 
Future Kick-off Luncheon, Wednesday Exhibit Hall hours and the 
Opening Reception.

Thursday: Full access to all DHI-sponsored conference activities on 
Thursday, including expanded Forum Breakout sessions, Thursday 
Exhibit Hall hours, Networking Luncheon, and the Closing Reception.

Expo-Only Pass
Wednesday: Industry Marketplace sessions, Wednesday Exhibit 
Hall Hours and Opening Reception.

Thursday: Thursday Exhibit Hall Hours, Networking Lunch and 
Closing Reception.

Spouse Registration
Allows spouse attendee to participate in two days of conference 
and exposition activities with full access to the Industry 
Marketplace, Forum for the Future Kick-off Luncheon, Tradeshow 
Floor, Opening Reception, expanded Forum Breakout Sessions, 
Networking Luncheon, and Closing Reception.

Optional Events
• Door Security & Safety Foundation Dinner Cruise 

(Tuesday)  $145

• New York City Siteseeing Tour (Wednesday)  $55

• Spouse Opening Reception Only (Wednesday)  $25

• NBC Studios Tour (Thursday)  $50

• Spouse Closing Reception Only (Thursday)  $25

• Liberty Island and Ellist Island Tour (Friday)  $63

REGISTER ONLINE AT WWW.DHI.ORG. 
Call DHI Member Services for additional information at 703/222-2010.

Registration pricing does not include costs for housing or optional events.

REGISTRATION INFORMATION

REGISTER NOW!

2011ConfPgs-Reg-DH.indd   1 9/6/11   11:00 AM



First Name m.i.  Last  Name iNFormaL For Badge

titLe    spouse’s Name (only if spouse is registering)

CompaNy  CompaNy Category:

street address (Will be used in Conference attendee Booklet)     NeW address?

City   state/proviNCe CouNtry Zip+4/postaL Code

daytime phoNe Fax emaiL WeBsite

DHI ConferenCe & exposItIon  
AttenDee regIstrAtIon form

q distributor   q manufacturer  q sales agent   q specifier  q other: _____________

q yes     q No

I understand and acknowledge that during my attendance at the DHI 36th Annual Conference & Exposition (“Conference”), I may be photographed, videoed or otherwise recorded by the Door and Hardware Institute (“DHI”) and/or those designated by DHI. As a condition of my attendance at the Conference, I agree 
to irrevocably grant to DHI, its assigns, licensees and successors the right to photograph, publish, record, broadcast, exhibit, digitize, display, copyright, license, transfer, reproduce, translate, modify, edit or otherwise use perpetually throughout the world, in all media now and hereafter known or devised, in whole or in 
part, my image, likeness, name, biographical information, actions, performance, voice, conversations, quotes and material spoken or otherwise provided by me (collectively, the “Material”) during my attendance at the Conference. I also agree that DHI shall be the sole owner throughout the universe and in perpetuity 
of any and all rights in and to any and all works containing the Material, in whole or in part, for all purposes whatsoever and in any manner or media including, without limitation, printed works, videocassette, DVD, and computer online services. I shall have no rights or interest thereunder whatsoever.

Code: Bro

RegistRation Fees

Full ConFerenCe PaCkage
member/Non-member Fee $200/300 = $ _____________
Non-exhibiting manufacturer Fee $250/350 = $ _____________

Team PriCing (DisTribuTors anD sales agenTs only)
member/Non-member Fee $950/$1,315 = $ _____________

one-Day Pass	
Wednesday – member/Non-member $125/$175 = $ _____________
thursday – member/Non-member $125/$175 = $ _____________

exPo-only Pass (Distributors & Sales Agents only.)	
Wednesday $35 = $ _____________
thursday $35 = $ _____________
(Available for on-site pick-up only.)

naTional eDuCaTion regisTraTion	
Purchase any national education Course and receive  
a complimentary Full Conference Package.
 Total from national education registraton Form = $ _____________

ConFerenCe evenTs 
Please indicate the number of persons attending each event.     
	 No.	of	persoNs
eveNt		 atteNdiNg	 	Cost	 total

door security & safety Foundation dinner Cruise (Tuesday 10/25)  x $145/person = $

New york City sightseeing tour (Wednesday 10/26)  x $55/person = $

Forum for the Future Kick-off Luncheon (Wednesday 10/26)  
included w/full package $0Space at the Forum Luncheon is limited. only registered attendees 

w/luncheon tickets will be admitted.

opening reception (Wednesday 10/26)  included w/full package $0

spouse opening reception only (Wednesday 10/26)  x $25/person = $

Networking Luncheon (Thursday 10/27)  included w/full package $0

NBC studios tour (Thursday 10/27)  x $50/person = $

Closing reception (Thursday 10/27)  included w/full package $0

spouse Closing reception only (Thursday 10/27)  x $25/person = $

Liberty island and ellis island tour (Friday 10/28)  x $63/person = $

  totaL = $ ___________

q Check enclosed       q visa       q mC       q amex

PaymenT inFormaTion ProCess PaymenT seCurely online aT www.Dhi.org
paymeNt method (Make checks payable to DHI; U.S. dollars only): Card NumBer: exp. date:

CardhoLder’s Name (please print): CardhoLder’s sigNature:

CardhoLder’s FuLL BiLLiNg address: 

Visit www.dhi.org for more information on the  
Foundation Fundraiser and Optional Tours.

36TH ANNUAL CONFERENCE & EXPOSITION

Javits Convention Center • October 26 & 27

Buy	oNe	day	of		
NatioNal		eduCatioN,	
atteNd	the	dhi	CoNfereNCe	
&	expositioN	free!	

importaNt	dates:

oCtoBer	5,	2011
deadline for registrant’s 
name to appear in the Con-
ference attendee List.

Final day to preregister; no  
refunds after this date.

Final day to register for  
National education.

oCtoBer	25,	2011
on-site registration opens at  
the Javits Convention 
Center.

oNliNe: www.dhi.org

phoNe: 866/977-3667
 mon.–Fri.
 8:30 am–5:30 pm edt

fax: 703/222-2410
 All faxed registrations 
 must include credit 
 card payment.

mail: dhi registration
 14150 Newbrook dr. 
 suite 200 
 Chantilly, va 20151

Please do not mail this form if you 
have already registered by phone, 
fax or online.

Buy	oNe	day	of	NatioNal		
eduCatioN,	atteNd	the	dhi	
CoNfereNCe	&	expositioN	

FRee!

RegisteR

atteNdee	registratioN	form
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best rates  •  renovated rooms  •  conference headquarters 

accomodations 
Sheraton New York Hotel  
and Towers
811 Seventh Avenue, New York

In the city that never sleeps, DHI has reserved some of the best 
rooms at rock-bottom rates. DHI’s Conference Headquarters Hotel, 
the Sheraton New York Hotel and Towers, will more than satisfy all 
of your needs and act as your home away from home. This AAA-
rated AAA Diamond Award-winning hotel is located in the heart of 
Midtown Manhattan’s business and entertainment district, situated 
between Central Park and Times Square. From your hotel room, you 
are just steps away from Broadway theatres, the David Letterman 
Show, Radio City Music Hall, Carnegie Hall, Lincoln Center, and the 
world-famous Fifth Avenue. Whether you’re interested in taking in a 
show, experiencing some of New York’s best eateries, or doing some 
marathon shopping, you won’t have to go far.

The Sheraton has just undergone major renovations to update its 
sleeping rooms for your enjoyment. All guest rooms are smokefree, 
and as a special benefit to DHI, guests have complimentary 
Internet access. Other guest room amenities include the Sheraton 
SweetSleeper™ Bed, hypo-allergenic and feather pillows, hairdryers, 
dual-line telephones, clock radios with alarm, coffee/tea makers, 
oversized desks with ergonomic chairs, irons and ironing boards, 
complimentary newspapers, and more.

If you prefer to indulge in a Club Level room, you will also receive 
free bottled water daily, complimentary access to the onsite fitness 
center, terrycloth robes, and upgraded amenities. Your Club Level 
room will also allow you to use the 44th Floor Club Lounge, with 
breathtaking views of Central Park and Times Square. Here you are 
welcome to enjoy complimentary continental breakfast and evening 
hors d’oeuvres, in addition to priority hotel check-in and wireless 
Internet access. (Limited Club Level rooms available.)

On-site dining options include Hudson Market, which is available 
for buffet breakfast daily until 11:30 am, Hudson Market Burger, 
which is open for dinner from 5 pm until 11 pm daily, and room 
service.

Contact the DHI Housing Bureau at 888/872-8899 
for reservations. After October 17th, please contact the hotel 
directly at 212/581-1000  for all changes, including cancellations 
and reservations. (All rates and reservations are based on availability.)

Special for DHI Conference &  
Exposition Attendees: 

• Complimentary Internet access in guest rooms

• Complimentary shuttle service to DHI Conference 
and Expo events at Javits Convention Center

• One complimentary drink coupon per DHI  
guest to be used at the Sheraton between  
October 25th and October 28th

unbeatable dHi conference rates:

dHi standard rooms: $249 single/$269 double

online standard rooms: $499 single
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2011
CONTRIBUTORS

Platinum Level

MANUFACTURER ($10,000+)
Mohawk Flush Doors
VT Industries, Inc.

DISTRIBUTOR ($2,500+)
Allmar International
Dallas Door and Hardware
Kamco Supply Corp. of Boston
RDL Supply
Spalding Hardware Systems
Top Notch Distributors, Inc.

INDIVIDUAL ($1,000+)
Garrett, Dale, AHC, FDHI and Karen
Heppes, Sr., Gerald S., CAE, and Mara
Maas, Robert

Silver Level

MANUFACTURER ($5,000+)
Karona
National Guard Products, Inc.
Security Door Controls (SDC)
Stanley Security Solutions, Inc.

DISTRIBUTOR ($1,500+)
American Building Supply
H & G Sales, Inc.
Long Island Fireproof Door, Inc.
Walters & Wolf

SALES AGENCIES ($1,500+)
D.L. Neuner Co., Inc.

Bronze Level

DISTRIBUTOR ($1,000+)
Builders Hardware and Specialty Co., Inc.
S. A. Morman and Company
� e Hallgren Company

Contributors Committed to Making a Di erence
– www.doorsecuritysafety.org –

MANUFACTURER ($25,000+) ASSOCIATION ($5,000+)DISTRIBUTOR ($5,000+)

DIAMOND Premier Level 

DIAMOND Level

DISTRIBUTOR ($10,000+) ESTATE OF WALTER &
DR. MYRENE MCANINCH

(FOUNDER OF CONTRACT 
HARDWARE, INC. IN SEATTLE)

DIAMOND PREMIER  •  DIAMOND
PLATINUM  • SILVER  • BRONZE

� ank You for Your Continued Support
� ank you to our Diamond Premier, Diamond, Platinum, Silver and Bronze Level distributors and manufacturers. 

A complete listing of all Foundation supporters will appear at the 2011 Conference & Exposition, as well as all upcoming publications.

2011FoundationContribList.indd   1 8/31/11   11:47 AM
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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 follow the suggested education path when registering for classes.

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

CHALLENGE EXAM – DHI offers a series of exams allowing you 
to earn credit for courses using knowledge you have gained by 
DHI education, industry training, and on-the-job training. 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 in which 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 that follow 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 September 27, 2011. 

• A $200.00 administration fee will be applied to cancellations 
received from September 14, 2011, to September 27, 2011.

• After September 27, 2011, no refunds will be allowed.

• Prior to September 27, 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 he/she may attend the current school. 
Either type of transfer will incur a $100 administrative fee. (Transfers 
occurring on or after September 27, 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 who notify DHI after September 27, 2011, 
will forfeit the class tuition. Notifications occurring from September 
14 to September 27, 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 September 13, 2011, to complete the 
course prerequisite(s). Students who do not satisfy this condition will 
receive an automatic cancellation of registration on September 14, 
2011, and will also incur the $200 late cancellation administrative 
fee.

• A $100 administration fee will apply to cancellations (requested 
on or after September 14, 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. 

Dhi NatioNal  
EDucatioN
October 25 & 28, 2011
Sheraton New York Hotel & Towers, New York, NY

 DHI Education is for 

EVERYONE!
Important InformatIon

2011-CONF-Education.indd   1 7/27/11   10:09 AM



Dhi NatioNal EDucatioN

COR103 Understanding and Using 
Construction Documents
October 25
(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 specifi cations and drawings. Knowing where to 
fi nd specifi c information in the specifi cations, and on the drawings, 
and understanding how that information applies to our trade can 
make the difference between a profi table and an unprofi table job. 
This program provides estimators, detailers and project managers 
with the essential knowledge required to sort through these 
documents to fi nd the information they need.

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

COR145 Principles of 
Specifi cation Writing +
October 28
(8 Hours) (24 CEP points)

Whether you are pursuing the designation of 
Architectural Hardware Consultant (AHC), Certifi ed Door 
Consultant (CDC) or Electrifi ed Hardware Consultant 
(EHC), you need to master the basic principles of writing 
architectural specifi cations. Specifi cation 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.

COR160 Material Purchasing 
Concepts
October 28
(8 Hours) (24 CEP points)

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

couRSE DEScRiPtioNS  

+    Students attending this class are required to bring reference materials that pertain to the class exercises.

Please see DHI’s online Education Resource Guide at www.dhi.org 
for the complete list of required materials.

2011-CONF-Education.indd   2 7/27/11   10:09 AM
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COR165 Professional Sales
October 28
(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.

ELT500 Aftermarket Sales and 
Building Renovations
October 25
(8 Hours) (8 CEP points)

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

ELT505 Effective Management 
of Employees
October 25
(8 Hours) (8 CEP points)

Employees are a company’s most valuable 
resource. learning how to effectively manage 
employees creates a better work environment for 
your company. This course helps you improve 
employee morale and loyalty through more 
effective management techniques.

ELT510 How to Develop and 
Retain Customers
October 28
(8 Hours) (8 CEP points)

Developing long-term professional relationships with your customers is essential to sustaining your company’s longevity. 
understanding how your customers make purchasing decisions and determining what their expectations are for the order they 
placed are critical aspects of developing and retaining customers. This course presents ideas and techniques you can use to better 
develop your company’s customer relations.

couRSE DEScRiPtioNS, cont’d.  

2011-CONF-Education.indd   3 7/27/11   10:09 AM



Dhi NatioNal EDucatioN

Circle course(s) attending, and insert total at bottom of form.

PAYMENT INFORMATION

PlEaSE REtuRN coMPlEtED FoRM 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.

NAME NAME FOR BADGE

TITlE MEMBERSHIP STATuS

COMPANY ADDRESS APT/SuITE NO.

CITY STATE/PROVINCE ZIP/POSTAl CODE

TElEPHONE FAx EMAIl (REQuIRED)

 

Dhi NatioNal EDucatioN
October 25 & 28, 2011
Sheraton New York Hotel & Towers, New York, NY

Register online at www.dhi.org. 

Register NOW for “Early Bird” Tuition Rates!Offer ends: Sept. 27, 2011

REGiStRatioN FoRM

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

ENROLLMENT INFORMATION

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

Member Price 
thru 9/27/11

Member Price 
on or after 
9/28/11 

Non-
Member 

Price
$TOTAL

understanding & using Construction Documents (COR103)* Oct. 25 $345 $370 $445 $____________

Principles of Specification Writing (COR145)+ Oct. 28 $345 $370 $445 $____________

Material Purchasing Concepts (COR160) Oct. 28 $345 $370 $445 $____________

Professional Sales (COR165) Oct. 25 $345 $370 $445 $____________

Aftermarket Sales and Building Renovations (ElT500) Oct. 25 $345 $370 $445 $____________

Effective Management of Employees (ElT505) Oct. 25 $345 $370 $445 $____________

How to Develop and Retain Customers (ElT510) Oct. 28 $345 $370 $445 $____________

PAYMENT METHOD 

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 STATE/PROVINCE ZIP/POSTAl CODE

 

q Check enclosed, payable in u.S. dollars to Door and Hardware Institute              q Please charge my:      q Visa     q MasterCard      q AMEx 

total aMouNt DuE $___________________+++

Registrations MUST be received by October 5, 2011.

*	 	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.	Punctual	and	complete	attendance	is	mandatory.
+	 		Students	attending	this	class	are	required	to	bring	reference	materials	which	will	pertain	to	the	class	exercises.	See	DHI’s	online	Education	Resource	Guide	at		

www.dhi.org	for	the	complete	list	of	required	reference	materials	used	during	classes.

2011-CONF-Education.indd   4 8/8/11   10:57 AM



By	Ed	Rigsbee,	CSP

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

m a n a g e m e n t

The Real Cost

110	 DOORS	&	HARDWARE £ OCTOBER 2011

H 
AVE YOU EVER WONDERED 
 what the real cost of medioc-
rity within your organization 

might be? Has there ever been a 
time when a mess-up by someone 
internally proved to be quite costly 
in both money/resources and time/
energy? Has there been a time when 
a mess-up by someone in your 
organization caused a huge toll on an 
outsider, i.e., a supplier or customer?

In the world of selling, medioc-
rity can demand untold costs. In 
selling, there are generally two 
categories: hunters and farmers. The 
hunters are the salespeople, both 
inside and outside, that specialize 
in going after new business; their 
thrust is the hunt—bringing in new 
customers. Farmers, on the other 
hand, specialize in nurturing house 
accounts and business that the 
hunters have brought in. Too often, 
organizations settle for farmers that 
are mediocre or careless and don’t 
tend to their crops. The prices that 
businesses or organizations pay for 
allowing this kind of behavior are 
truly unnecessary.

My first real job in outside sales, 
besides selling encyclopedias door-
to-door, was in selling to retailers. 
The owner of the business, Ray Kahn, 
once told me, “If you lose an account 
because you were outsold, it’s okay. 

But if you lose an account because 
you weren’t paying attention to that 
account, you’re out of here!” Several 
years later, I saw first-hand that he 
meant it. Ray fired a hunter/farmer 
salesman, Mike, who had been with 
him for a decade. Unfortunately for 
all involved, Mike got complacent and 
lazy, losing a major account because 
he wasn’t paying attention to the 
needs of the customer.

When a farmer doesn’t pay 
attention, it is an absolute travesty. 
Mike was an okay hunter, but not 
a great farmer. This situation is not 
unusual. But if you manage sales-
people and you tolerate farmers not 
tending to their crops (accounts), I 
believe that you are just as guilty as 
they are. It is you, after all, to whom 
they are accountable.

Not long ago, I traveled to the 
East Coast to speak on selling at a 
chapter of the National Speakers 
Association (NSA), of which I am 
a member in Los Angeles. This 
NSA chapter had been meeting at 
the same suburban-area hotel on 
the same Saturday of each month 
for the previous three years. This 
particular Saturday in January 
turned out to be different.

The “you know what” hit the fan 
on Friday. Following dinner that 
evening, my contact with the group 

dropped me back at the hotel where 
I was staying and where the meet-
ing would be the next day. In pass-
ing, she asked if I knew that I’d be 
presenting the next morning in the 
hotel’s restaurant—during regular 
service hours—with the public pres-
ent! Their usual meeting room had 
been booked out from under them. 
Well, that was a surprise to me.

Three days earlier, when the NSA 
chapter’s program chair called the 
hotel to check if everything was in 
place for their upcoming Saturday 
meeting, the hotel sales contact, 
Lois, told the program chair that 
they had no reservation for the 
group for that Saturday. Lois also 
told the program chair that the 
room they usually use, along with 
every other meeting room and space 
in the hotel, was also sold out. Wow, 
what a predicament! Even worse, 
Lois offered no possible solutions to 
this long-time customer.

The meeting chair asked Lois how 
this could be—especially since the 
group had been using that meeting 
room on the same Saturday of the 
month for the past three years and 
had an ongoing relationship with the 
hotel. Lois answered by stating that 
she thought it was odd that the orga-
nization had not signed a contract for 
the coming year. She further stated 
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that since the hotel’s customers call 
them (and not the other way around), 
she hadn’t given it a second thought. 
Excuse me! If I was Lois’ boss, I’d do 
to her what Ray Kahn did to Mike—
fire her! There is no excuse for this 
kind of behavior.

That farmer, Lois, definitely was 
not tending her crops. What was 
worse was that this salesperson 
was ignorant enough to say, “Our 
customers call us.” She sold the 
room out from under this group. 
Perhaps the group to whom she did 
sell the room was generating higher 
revenue. Perhaps she was only 
mindful of her commission check. 
Perhaps it was her way of telling 
this NSA chapter that it was no 
longer welcome at that property.

The	Real	Cost

What do you think might be the real 
cost to the hotel from Lois’ debacle?

To the credit of the hotel’s general 
manager, late that Friday evening, I 
worked with him and the food and 
beverage (F&B) manager for more 
than an hour, looking at possibilities 
to make the next day’s presentation 
work, even though it was to be in 
the hotel’s restaurant during service 
hours to the general public. The 
hotel general manager explained to 
me that he and his staff had been 
working on the problem for the past 
three days. They had even called 
other hotels to try and move the 
meeting—but without success.

Let’s take a rough look at the real 
cost to this hotel. A hotel general 
manager making around $100,000 a 
year working a six-day work week 
equates to about $333 per working 
day. If we take into account that the 
general manager, F&B manager, 
sales staff and others had been deal-

ing with the issue for three days and 
just add up the general manager’s 
pay, that gives us about a $1,000 cost 
to the hotel. I’m sure Lois’ commis-
sion on the sale of the room and 
F&B was nowhere near that much.

Now let’s add in the damage to 
both the national brand and that 
particular location. This group 
happened to be a gathering of 
local-area professional speakers. 
Since many are intimately familiar 
with hotels, their expectations 
tend to be a bit higher than most. 
What will they say to local meet-
ing planners about this hotel? I 
doubt it will be complimentary. If 
the approximately 50 professional 
speakers each mention the situation 
to only one meeting planner over 
the following year, that’s potentially 
50 local meeting planners who have 
received a poor report about this 
property. What’s the cost of that?

If only one of those 50 meeting 
planners decides not to book a 
meeting at that property based 
on what they heard, how many 
thousands of dollars would that 
property not receive in future 
revenue because of Lois’ behavior? 
Let alone how much the tarnished 
perception of this particular brand 
could cost the chain nationally. 
Surely it would be more than Lois’ 
commission on that particular 
room on that particular Saturday.

The	Rest	of	the	Story

This was the second time that this 
property—or should I say, Lois—had 
pulled this kind of situation on the 
NSA chapter. As a result, the board 
of directors immediately decided to 
start looking for another property 
at which to hold their monthly 
meetings, and by the next month’s 

meeting, the chapter had already 
found a new home. That adds even 
more to the real cost, as the revenue 
from the chapter was valuable to the 
hotel during slow times.

Because that farmer, Lois, was too 
unorganized, oblivious, lazy, apathetic, 
ignorant or greedy, the real cost to the 
hotel’s productivity and revenue was, 
and will continue to be, substantial. 
What does this mean to you? In select-
ing and/or maintaining the wrong 
people to represent your organization’s 
interests, you will pay dearly for their 
impoverishment of skills.

Solutions

The TEA Master Key should  
prove helpful here. The three key 
areas necessary to explore in serv-
ing your customers well are train-
ing, ego and attitude.

The importance of training your 
employees well is a given. The 
subtleties are in their understand-
ing the DNA of your organization’s 
culture and an advanced under-
standing of how to most effectively 
use the tools that you have made 
available to them. Understandably, 
this takes time, but few companies 
devote the necessary hours to this 
endeavor. And if your employees 
are not continually learning, you 
must re-examine the limited value 
they deliver to your organization.

Ego is good, when kept in check, 
allowing one to be confident yet not 
arrogant. Unfortunately, too many 
employees let their ego get in the 
way of their performance—so much 
ego that they never admit a mistake. 
Mistakes are good, if one learns from 
them. Years ago, Ray Kahn would 
say, “If you aren’t making mistakes, 
you aren’t learning, and I don’t need 

continues on page 115
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PEOPLE

Tracey	Rutherford’s	
Retirement

Rutherford	 Controls	

Int ’ l 	 Corp. 	 (RCI) —a	

global,	privately	held	

organization	 estab -

lished	in	1923,	provid-

ing	the	security,	locksmith,	architectural	

hardware	and	OEM	markets	with	elec-

trified	 locking	 solutions—announces	

the	 retirement	 of	 one	 of	 its	 owners,	

Tracey	Rutherford,	Director	of	Human	

Resources.

Tracey	has	experienced	a	lot	of	change	

over	 her	 30 -year	 career	 as	 RCI	 has	

evolved	from	a	small,	 regional,	 family	

business	to	the	well-respected	interna-

tional	designer	and	manufacturer	it	 is	

today.	

In	1990,	Tracey	relocated	to	the	USA	as	

Director	of	Operations	and	was	actively	

involved	in	opening	the	Virginia	Beach	

facility,	where	she	continued	to	work	and	

reside	for	15	years.	In	2005,	she	returned	

to	Canada	and	eventually	became	the	

Director	of	Human	Resources,	where	she	

successfully	implemented	HR	strategies	

to	improve	employee	engagement	and	

organizational	effectiveness.	

She	 will	 be	 missed	 both	 within	 the	

industry	and	at	RCI,	where	she	is	appre-

ciated	for	her	dedication	and	contribu-

tion	to	the	growth	and	success	of	the	

company.

PRODUCTS

Door	Group	Resources	Introduces		
Magna	Fire	Frames

Door	Group	Resources,	a	manufacturer	

of	fire-rated	products	for	the	door	indus-

try,	 introduces	the	next	advancement	

in	rated	frames	for	doors	and	glazing	

designed	for	the	architect	or	builder	who	

wants	the	beauty	of	wood	and	needs	the	

security	of	a	fire-rated	product.		Magna	

Fire	Frames	for	doors	are	rated	up	to	60	

minutes	and	provide	a	real	wood	sur-

face	to	compliment	any	wood	door.	The	

Magna	Fire	Frames	for	 transoms,	side	

lites,	and	borrowed	lites	are	rated	to	45	

minutes.	Special	sizes	and	configurations	

are	available.

The	patent-pending	mounting	system	

makes	the	Magna	Fire	Frames	easy	to	

install	and	requires	no	intumescent	or	

other	flame-resistant	material	between	

the	 back	 of	 the	 frame	 and	 the	 rough	

opening.	The	mounting	system	allows	

for	double	rabbet,	single	rabbet	and	split	

jamb	applications	for	doors,	and	stop	

glazed	or	framed	glazed	transoms,	side	

lites,	or	borrowed	lites.

For	 more	 information,	 visit	 www.

d o o r g r o u p r e s o u r ce s . co m 	 o r 	 c a l l	

866/963-2366.

SECO-LARM	Offers	Outdoor	No-Touch		
Request-to-Exit	Sensors

There	are	six	new	sensors	available	from	

SECO-LARM:	 slimline	 or	 single-gang	

plates,	with	English	or	Spanish	printing.	

Both	the	slimline	and	single-gang	ver-

sions	are	also	available	with	a	manual	

override	 button	 that	 functions	 with-

out	electricity	in	case	of	power	failure.	

Models	with	a	manual	override	button	

are	available	with	English	printing.

The	sensors	are	weather-resistant	for	

outdoor	use	with	an	IP	rating	of	IP65,	and	

the	clean	and	simple	“no	touch”	opera-

tion	allows	the	user	to	open	the	door	

Tracey	Rutherford

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

112	 DOORS	&	HARDWARE £ OCTOBER 2011



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

with	just	a	wave	of	a	hand,	reducing	the	

risk	of	cross-contamination.	The	sensing	

range	can	be	adjusted	up	to	7	inches	(18	

cm).	The	trigger	duration	can	be	adjusted	

between	0.5-20	seconds,	and	the	plate’s	

LED	can	either	turn	from	red	to	green	or	

green	to	red	when	activated.

For	more	information	regarding	the	

new	 line	 of	 outdoor	 and	 indoor	 no-

touch	 request-to-exit	 sensors,	 or	 any	

other	SECO-LARM	products,	please	call	

800/662-0800,	fax	949/261-8326,	or	visit	

www.seco-larm.com.

CyberLock	Flex	System	Door	and	I/OTM	Module	

Videx	 has	 unveiled	 the	 CyberLock	

Flex	 System	 Door	 and	 I/OTM	 Module.	

James	McGowan,	Videx	VP	of	Sales	and	

Marketing,	shares,	“What	sets	the	new	

Flex	System	Door	and	I/O	Module	apart	

from	other	door	controllers	on	the	mar-

ket	 is	 its	ability	 to	greatly	expand	the	

capabilities	of	legacy	hardwired	systems.	

A	Door	and	I/O	Module	installation	can	

be	done	at	a	fraction	of	what	it	would	

cost	to	replace	all	or	even	part	of	an	origi-

nal	system.”

Behind	the	scenes	 is	 the	CyberLock	

Flex	 System	 Hub	 that	 communicates	

between	the	Flex	System	modules,	other	

input	and	output	devices,	and	the	system	

software.	The	robust	software	structure	

has	built-in	communications	for	 inter-

operating	not	only	with	the	Flex	System	

access	 modules,	 but	 other	 Wiegand	

access	devices	and	existing	hardwired	

systems	as	well.

For	more	information,	contact	Videx	

by	 phone	 at	 541/738-5500,	 by	 fax	 at	

541/738-5501,	by	email	at	sales@videx.

com,	or	visit	www.videx.com.

Rockwood	Manufacturing	Introduces		
LP	Series	Locking	Pull	System

Rockwood	 Manufacturing	 Company	

announces	the	availability	of	its	new	LP	

Series	Locking	Pull	System	for	swinging	

and	sliding	doors.	

Key	operated	from	the	outside,	with	

a	turn	piece	on	the	inside,	the	LP	Series	

integrates	 Rockwood’s	 contemporary	

postmount	style	door	pull	with	a	dead-

bolt	locking	system.	Engineered	for	ease	

of	installation,	the	locking	pull	is	manu-

factured	to	ensure	strength	and	durabil-

ity	with	clean	and	appealing	lines.

The	LP	Series	requires	only	two	holes	

for	half-height	pulls,	and	three	holes	for	

full	height.	This	device	can	be	used	on	

multiple	door	types,	and	multiple	locking	

options	are	available:	floor,	head	or	both.	

Custom	sizes	provide	a	high	degree	of	

flexibility	for	a	variety	of	applications.

Available	in	brass,	bronze	and	stain-

less	steel,	the	LP	Series	is	offered	in	four	

different	aesthetic	options:	PostMount,	

GripZone	 (brushed	 two-tone	 f inish),	

English	Bridle	Leather	and	Upholstery	

Leather	Wrapped.	

For	more	information,	contact	www.

rockwoodmfg.com.
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Boon	Edam,	Inc.	to	Launch		
New	Manual	Security	Revolving	Door	

Boon	 Edam,	 Inc. 	 has	 launched	 the	

Tourlock	120M,	a	new,	three-wing,	manu-

ally	 operated	 security	 revolving	 door	

that	allows	bi-directional	traffic	to	pass	

through	 it	 in	 one	 direction	 at	 a	 time.	

Upon	 a	 valid	 authorization	 from	 any	

access	control	system,	the	door	rotates	

120	 degrees	 to	 allow	 just	 one	 user	 to	

enter	the	secure	area.	An	overhead	sen-

sor	system	detects	the	occurrence	of	an	

unauthorized	entry	attempt	in	the	oppo-

site	compartment	and	stops	 the	door	

from	rotating	completely	to	allow	entry.	

The	Tourlock	120M	is	suited	for	unsu-

pervised,	 internal	 areas	 with	 modest	

traffic	flow	that	require	a	high	degree	of	

aesthetic	appeal.	The	new	Tourlock	120M	

offers	stylish,	fully	enclosed,	anti-tailgat-

ing	protection	for	moderate	throughput	

applications	 where	 automatic	 opera-

tion	is	not	required.	To	learn	more,	visit		

www.boonedam.us.

Top	Notch	Introduces	Electronic		
Access	Control	Team

Top	Notch	Distributors	introduces	easy	

access	for	electronic	access	control	prod-

ucts	and	information.	Speak	directly	to	

a	member	of	the	Top	Notch	Electronic	

Access	Control	team	by	calling	800/233-

4210	 and	 entering	 extension	 8609	 or	

asking	our	operator.	You	will	be	instantly	

connected	to	a	member	of	the	Top	Notch	

EAC	team	to	help	with	ordering,	product	

information	and	answers	to	your	electro-

mechanical	door	hardware	questions.	

Top	 Notch	 Distributors	 offers	 a	 full	

range	of	electronic	access	control	prod-

ucts,	including	electric	strikes,	mechani-

cal	and	magnetic	locks,	and	access	and	

security	 devices	 from	 brands	 such	 as	

ACSI,	 Alarm	 Lock,	 Detex,	 Hes,	 Rixson,	

Schlage,	Securiton,	Simplex,	Trine,	and	

Von	Duprin.	

Top	 Notch	 is	 a	 distributor	 of	 archi-

tectural	door	hardware	for	residential,	

commercial	and	now	electronic	access	

control	products.	For	more	information,	

visit	www.topnotch.bz.
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Classifieds Corner
Help Wanted

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

DHI_Ad_2010:DHI_Ad 9/23/2010 10:59 AM Page 1

ASSISTANT PROJECT MANAGER/LEAD SALES SUPPORT

Builders’ Hardware and Supply, an employee owned, 50+ 
year old door, frame, and hardware distributor is look-
ing for experienced door, frame, and hardware consul-
tants. We have multiple positions to fill and are seeking 
DHI certified AHC’s, CDC’s, EHC’s, and/or AOC’s. The suc-
cessful candidate will demonstrate the following:

Construction document understanding; Specifica-
tions, drawings, and construction correspondence

• Finish hardware, wood, and hollow metal specification writing

• Finish hardware, wood, and hollow metal Project management

•  Perform take-offs in Pro-Tech from blue 
prints and specifications.  . 

•  Detail hardware schedules, and shop draw-
ings with locations, handing, and any other in-
formation needed for ordering material.

• Pull catalog cuts and templates.

• Enter wood door quotes & detail wood door orders. 

• Enter hollow metal quotes & detail hollow metal orders

• Strong computer skills/experience

We offer the following:  
Medical/Dental/Vision, 401k, Performance Based Compensation

Send resumes to:

clift@builders-hardware.com or fax to 206-281-3717.

Builders’ Hardware & Supply is and Equal Opportunity Employer
The ResouRce foR 

Openings Industry  
Empoyment Opportunities 

Is Just a Click Away...

www.dhi.org
For classified advertising rates for  

online or print advertising, deadlines, 
and other information, contact:

Kara Burgess 
Email: classifieds@dhi.org

Call: 703/766-7026

Visit: www.dhi.org

you. But if you don’t learn from your mistakes, I don’t 
need you either.” Other ego issues revolve around one’s 
need to be right. In serving customers, it is more impor-
tant to get things done than to focus on being right.

Attitude can make or break an employee and a custom-
er’s perception of your organization’s value proposition. 
Employees with an attitude of apathy are like termites 
eating away at the fiber of your organization, and one day, 
that fiber that holds your organization together will fail. 
On the other hand, employees with an attitude of service, 
not servitude, flourish, and with them, so does your orga-
nization. Give your employees plenty of reasons to have 
superior attitudes—it will serve you well.

About the Author: Ed Rigsbee, CSP, is the author of PartnerShift, 
Developing Strategic Alliances and The Art of Partnering. Additionally, 
he has more than 1,500 published articles to his credit. Ed travels inter-
nationally to deliver strategic alliance keynotes and workshops. He can be 
reached at 805/498-5720 or ed@rigsbee.com, or visit www.rigsbee.com.

Corporate	Access   from page 111

mailto:clift@builders-hardware.com
mailto:ed@rigsbee.com
http://www.rigsbee.com/


Forum For the Future Kick-Off Luncheon

A Very Special

Thank You

Networking Luncheon on the Trade Show Floor

To our 2011 ConferenCe SponSorS

Hotel Room Key Cards
Shuttle Buses

Pocket Guide
Badge Laynards Attendee List

Program Wrap Tote Bags Relaxation Station

Opening Reception on the Trade Show Floor

Lunch and Learn

2011ConfSponsor-FullPg.indd   1 8/29/11   10:26 AM



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

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

midwestwholesale.com

Missouri 
  

800 821 8527
Florida 

  
800 659 8527

California 
 

888 707 8527
Pennsylvania 

 
800 821 8527

Texas 800 821 8527

Give us a call today so we can provide you
with door hardware solutions from ASSA ABLOY.
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Hello! 
You’ve reached the automated answering service of some other threshold 

and weatherstrip company. Choose one of the following options:

• To reach an order taker, 

PRESS 1

• To buy a bundle of pre-packaged parts instead of what you need, 

PRESS 2

• To experience the frustration of not fi nishing your specifi cation because 
you can’t get in touch with someone in code compliance, 

PRESS 3

• To receive a return call from the technical help department, 

PRESS 4

(and hold your breath)

• To talk to a real person, hang up and call NGP

1.800.647.7874

When you need it, you need NGP.

THRESHOLDS • GASKETS • LITE KITS • LOUVERS • THRESHOLDS • GASKETS • LITE KITS • LOUVERS • THRESHOLDS • GASKETS • LITE KITS •

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