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By Jess Madden,  
Managing Editor of Doors & Hardware Magazine

editor ’s  L E T T E R

A 
S WITH ANY NATIONAL TRAGEDY, 
everyone has a story of where they were on 
“The Day that Changed the World.” We’ve 

spent the last 10 years trying to make sense of that 
day, but in this special issue of Doors & Hardware, 
we’ve tried to look beyond the more complicated 
ramifications of the politics and wars that followed 
9/11 and instead focus on the earliest days of the 
World Trade Center Towers, the role our industry 
played in their construction, and the memories of 
those who had worked on the Towers, as well as 
those who saw the tragedy unfold in their own city. 

Our coverage is centered around the events that 
took place in New York City primarily because of 
the role our industry played in the initial construc-
tion of the WTC Towers, as well as the security 
upgrades that took place after the bombing there in 
1993. The attack on the Pentagon and the crash in 
Pennsylvania were no less tragic, but the absence of 
the Towers in the NYC skyline is a stark reminder 
of that day, both to those who live there, as you’ll 
read in their accounts, and to the rest of the world. 

However, my personal memories of 9/11 are 
focused around the Pentagon attacks. I was working 
in downtown D.C., just two blocks from the White 
House. The day itself was chaos, but what really 
stands out is my mind is September 12th. Overnight, 
the city was transformed into an occupied area. 
Soldiers with dogs and machine guns patrolled the 
streets and metro stations. Military vehicles were 
parked on street corners, and anti-aircraft guns 
and a line of soldiers were positioned on the White 
House roof. Police, fire and ambulance sirens were 
no longer just background noise, but instead a cue 
to feverishly refresh CNN.com for possible news 
of additional attacks. Over the next few weeks, 
repeated bomb threats were made to several 
buildings in the area, and evacuations became 
routine. Then anthrax was found at the facility that 

processed our mail, an attack that was almost more 
terrifying than 9/11 because it was practically invis-
ible. Now not only were we afraid of flying, we 
were afraid to open the mail. 

And yet, slowly, the world began to right itself. 
The military vehicles were moved from the streets. 
The soldiers and dogs disappeared. The guns and 
soldiers still remain on the White House roof, but 
in significantly decreased numbers. The fear of 
flying has been replaced with annoyance at remov-
ing my shoes and undergoing full body scanning. I 
no longer worry that my mail will harbor anything 
more terrifying than my monthly cell phone bill. 

If history teaches us anything, it is that we are 
a resilient people—and by “we,” I don’t just mean 
Americans. In the face of tragedies, both man-made 
and natural, we find ourselves putting aside poli-
tics, national borders and cultural differences and 
uniting as members of one race—the human race. 
Who can forget the incredible stories of the sympa-
thy, generosity and goodwill that the people of the 
world showed toward the United States and its 
citizens in the days that followed 9/11? Our capac-
ity to draw strength from each other in the face of 
adversity, irrespective of our differences, is what 
has allowed us to endure through wars, famines, 
plagues, pestilence and civilization collapses 
that have played out in our history for as long as 
humans have existed on this planet. 

On September 11, 2011, the WTC 9/11 Memorial 
will be dedicated in a ceremony for victims’ 
families. While visiting NYC in October for the 
DHI conference, I plan to pay my respects to the 
memory of those who perished and those who 
survived, to the heroes and the victims, to the spirit 
of a city that continues to endure and the memory 
of the day the world was united by shock and grief. 

We will never forget.  
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The June issue of Doors & Hardware magazine includes 
an article by Mr. Tim Petersen titled “Made in the USA.” 
The essay sets a troubling tone from the perspective 
of our members: steel door and frame manufacturing 
firms based in Canada who are long-time and active 
members of DHI. The article…does not take account 
of the unique statutory access that Canadian-based 
manufacturers enjoy in the USA construction environ-
ment. This access was most recently enshrined in the 
“USA-Canada Agreement on Government Procurement” 
signed by the Office of the USA Trade Representative 
and the Canadian Ministry of International Trade 
dated February 12, 2010. As well, the North American 
Free Trade Agreement (NAFTA), Chapter 10, clearly 
exempts certain purchases of Canadian manufacturers 
from both the Buy American Act and the Buy America 
Act. Unfortunately, the article establishes a misleading 
anti-free trade tone that is prejudicial to the interests of 
manufacturers based on BOTH sides of the border who 
conduct business throughout North America and indeed 
across the globe. Canadian manufacturers of steel doors 
and frames welcome competitive free trade throughout 
the North American marketplace and are supportive of 
any actions that improve that environment. We believe 
that it is important to set the record straight on this 
important matter.

 Yours Truly, Jack Shinder, President
 Canadian Steel Door  

 Manufacturers Association
 Toronto, Ontario, Canada

After reviewing several pages of the Buy America Act and 
the Federal Register, it is clear the article might have been more 
accurately titled “Made in the USA…or Canada, Singapore, 
Morocco, Chile, Australia, Peru, Bahrain, Israel, etc.” As Mr. 
Shinder correctly points out, certain purchases from Canadian 
manufacturers are exempt from both the Buy America and Buy 
American Acts, as are those from several other countries that 
have signed trade agreements with the United States. Doors & 
Hardware magazine will be exploring these agreements and 
their implications for our industry in greater depth in upcom-
ing issues. In the meantime, you’ll find links to a number of 
additional resources relating to these trade agreements on 
DHI’s website, www.dhi.org. As the author of the original 
article stated, there are always exceptions to these rules, and 
business owners are responsible for ensuring their company’s 
compliance. 

 Jess Madden, Editor, Doors & Hardware
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F 
OR MOST OF US, THE ATTACKS ON THE 
World Trade Center Towers and the Pentagon 
will be a major event of our lifetime. Let’s hope 

that there aren’t more like it. I vividly remember where 
I was when the events of September 11th unfolded. I can 
still picture those shocking images of the collapse of 
the Towers and the damage to the Pentagon—the home 
of our military.

There were several outcomes as a result of those 
attacks that have impacted both our nation and our 
industry. The changes to our nation’s security system 
have been vast. After the initial shutdown of U.S. 
airspace, increased security measures were imple-
mented at airports around the world that continue to 
affect everyone who flies today. 

In addition, there were substantial impacts on 
commercial construction and our nation’s infrastruc-
ture. I attended a hearing on the results of a study 
conducted by the National Institute for Science and 
technology (NIST) on what we learned from the 
collapse of the World Trade Center buildings. The code 
changes that were discussed and acted upon with 
regard to high-rise buildings have altered our nation’s 
current and future infrastructure. Discussions on the 
width of stairwells and structural requirements in high-
rises took on a new dimension with results that I’m sure 
can be documented.

Perhaps the most notable impact, however, has been 
a loss of our sense of security that most of us had 
taken for granted our entire lives. We had never before 
experienced an attack on our soil, and we will never be 
comfortable with the notion that it won’t happen again.

Also, those of us who are parents became more and 
more concerned about the safety of our children. Could 

a school be attacked by terrorists? How do we effec-
tively lock down our schools in the event of an attack? 
I remember as a young child in elementary school 
participating in an exercise that involved procedures 
to follow in case of a world war. Our country had not 
been in a world war for more than 20 years, and the idea 
seemed so remote. Unfortunately, my children’s schools 
were among those locked down on 9/11 due to their 
close proximity to Washington, D.C.

One of the lessons confirmed by the bombing of the 
World Trade Center was that fire doors in stairwells, 
if properly maintained, can save lives. After the 1993 
bombing, the management of the Towers adopted a 
strategy to uphold the standard of egress, including 
doors. As a result, lives of building occupants and first 
responders were saved before the eventual collapse.

After this horrific event, our formerly quiet industry 
moved into national prominence. Members of our 
leadership found themselves dialoguing on Capitol 
Hill, discussing ways that our knowledge and products 
could help to make for a safer infrastructure. The fire 
door assembly inspection initiative moved forward as 
the atmosphere around security and safety changed. 
The importance of balancing life safety and security has 
now become an important discussion. As beneficial as it 
has been for us that our products and knowledge have 
become more valuable, I suspect that all of us would 
prefer a pre-9/11 mentality, given the choice.

In closing, I recall one of the decisions that I am 
most proud of that our leadership made quickly after 
the bombings: we decided to keep the DHI Annual 
Conference and Exposition in Baltimore the following 
month as a sign of our solidarity to our country. To be 
associated with an organization and a leadership that 
made such a decision is a real honor. To work for an 
industry that plays an important role in keeping our 
buildings safe every day is a privilege. 

This fall, DHI will be conducting its Annual Conference 
in New York City. We are planning a small tribute at the 
site of the new World Trade Center Memorial. We hope 
you’ll join us as we take a moment to pay homage to those 
who sacrificed their lives that day.  

An Event that Changed Our Nation and Our Industry… 

By Jerry Heppes, Sr., CAEi n  T O U C H

“Now, we have inscribed a new memory alongside 
those others. It ’s a memory of tragedy and shock, of 
loss and mourning, but not only of loss and mourning. 
It ’s also a memory of bravery and self-sacrifice, and 
the love that lays down its life for a friend—even a 
friend whose name it never knew.” 

 ~ President George W. Bush, December 11, 2001
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Photos courtesy of Technical Glass Products (TGP)

HEN A CAR 
won’t start, 
a computer 
program 

malfunctions, or an electrical outlet 
fails, troubleshooting—or methodi-
cally eliminating potential causes 
of error—can help diagnose the 
problem and restore the product 
or process to working order. While 
troubleshooting often takes place 
post-breakdown, in some instances, 
it is beneficial to look at potential 
risks of error in advance of system 
failure. A case in point is fire-rated 
glass in fire door assemblies. 

As a fire and life safety system, 
fire-rated glass that does not 
perform as intended can put build-
ing occupants and property at risk 
for harm. Take a door in which the 
fire-rated glass prematurely breaks 
during a fire. The splintered glass 
may create a pathway through 

W
  BY JEFF RAZWICK

Troubleshooting
Fire-Rated Glass in
Fire Door Assemblies

Fire-resistive-rated glass in doors protects against flames, 
smoke and heat transfer while still allowing views
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which flames and smoke can spread, 
trapping individuals inside the 
building by blocking exit points. 
Applying the basic principles of 
troubleshooting, this article looks at 
some potential causes of insufficient 
fire-rated glass performance in doors 
to help prevent failure during fires. 

1.  The glass in the door does not 
provide sufficient defense.

Fire-rated glass in fire doors can 
provide “fire protection” or “fire 
resistance.” Fire-protective glass 
for fire doors defends against the 
transfer of flames and smoke. 
Common fire-protective glass 
materials include traditional wired 
glass, as well as ceramics. On the 
other hand, fire-resistive glass used 
in temperature-rise doors adds 
extra performance by also acting as 
a barrier to radiant and conductive 
heat transfer. Current fire-resistive 
glass products generally are multi-
laminates incorporating many 
layers of glass with fire-resistive 
interlayers.

Fire-rated glass that fails to 
provide protection as intended 
could jeopardize the safety of 
building occupants. Consider doors 
in egress areas such as stair enclo-
sures, which occupants must pass 
by or through to exit a building. If 
temperatures reach high levels on 
the non-fire side of the door, the 
exit stairs may be impassable when 
needed for use.

Understanding the performance 
features and allowed applica-
tions for each type of glazing 
can help prevent misapplication. 
Fire-protective glazing typically is 
suitable where building codes allow 
“opening protective” assemblies. 
While such glazing is available 
with 20- to 180-minute fire ratings 

for door assemblies, it is subject to 
area and size limitations under the 
International Building Code (IBC). 

The following test standards can 
apply to fire-protective glass in doors: 

 ■ NFPA 252 – Standard Methods 
of Fire Tests of Door Assemblies

 ■ UL 10B – Fire Tests of Door 
Assemblies

 ■ UL 10C – Positive Pressure Tests 
of Door Assemblies

Offering enhanced defense 
against fire, fire-resistive glass is 
suitable for use in temperature-rise 
door applications, such as door 
assemblies located in exit enclosures 
and exit passageways. In these 
applications, the IBC requires the 

temperature rise on the non-fire side 
of the door assembly not to exceed 
450 degrees Fahrenheit above the 
ambient temperature at the end of 
the first 30 minutes. 

The following test standards 
can apply to fire-resistive glass in 
addition to the standards for doors 
indicated previously:

 ■ ASTM E-119 – Standard 
Methods for Fire Tests of 
Building Construction and 
Materials

 ■ NFPA 251 – Standard Methods 
of Tests of Fire Resistance of 
Building Construction Materials

 ■ UL 263 – Fire Tests of Building 
Construction and Materials

Fire-Rated Glass Labels in the 2012 IBC
Fire-rated glass labels include a range of information, including the product 
name, basic characteristics (e.g., tempered, laminated, etc.), compliance 
with impact safety requirements, and listing information for the applicable 
independent testing agency, such as Underwriters Laboratories. Since 
incorrectly deciphered labels could result in misuse, building code officials 
continue to work on simplifying the multi-faceted label marking system. 

Amendments to the 2012 IBC fire-rated glass marking system include 
eliminating the NH (not hose stream tested) and NT (does not conform to 
temperature criteria) designations. As such, the 2012 system includes the 
following marks: 

 ■ “W” for Walls: indicates that fire resistance-rated glazing meets wall 
assembly criteria (ASTM E119 or UL 263)

 ■ “OH” for Openings/Hose stream test: indicates that fire-rated glass 
meets fire window assembly criteria, including the hose stream test 
(NFPA 257 or UL9)

 ■ “D” for Doors: indicates that fire-rated glass meets fire door assembly 
criteria (NFPA 252, UL 10B or UL 10C)

 ■ “H” for Hose stream test: indicates that glazing meets the fire door 
assembly hose stream test 

 ■ “T” for Temperature-rise criteria: indicates that glazing meets 450 
degree Fahrenheit temperature-rise criteria for 30 minutes

The last component of the marking code is a two- or three-digit number 
indicating the fire rating of the fire resistance or fire protection glazing 
assembly in minutes (e.g., 45, 90, 120). For example, if a fire-rated glass label 
reads “D-H-45,” one could determine that the product is suitable for use 
within door assemblies, has passed the required hose stream test, does not 
meet temperature-rise door criteria, and is fire rated for 45 minutes.
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2.  The glass has not passed  
all required tests.

To receive a fire rating and listing 
for use in fire doors, glass must pass 
the fire test and the hose stream test 
for greater than 20-minute ratings. 
Additional tests for fire-rated glass 
include impact-safety testing, 
as well as optional tests such as 
bullet resistance, depending on the 
specific application in which the 
product will be used. 

To facilitate identification and 
proper use in the field, fire-rated 
glazing in compliance with the IBC 
must carry marks that indicate the 
product’s fire rating (in minutes), 
conformance with any temperature-
rise criteria, conformance with the 
hose stream test, and whether it is 
suitable for use in doors, openings 
or walls. The label must also include 
the manufacturer’s traceable identi-
fication number and the mark of the 
third-party testing agency. 

While the easy-to-follow markings 
on today’s fire-rated glass labels (see 
“Fire-Rated Glass Labels in the 2012 
IBC” sidebar) have brought greater 
clarity to which glass products 
comply with the above test standards, 
there are two issues that continue to 
generate confusion. The first relates to 
the fire rating portion of the fire test. 
Some manufacturers were submitting 
engineering reports to Authorities 
Having Jurisdiction (AHJs) in which 
fire-resistance ratings were obtained 
using fire suppression systems (i.e., 
deluge sprinklers to cool the glass 
during the fire test). The 2012 IBC 
now clarifies that fire ratings must be 
established based solely on a mate-
rial’s own performance. According 
to section 703.4, “…the fire-resistance 
rating of a building element, compo-
nent or assembly shall be established 
without the use of automatic sprin-
klers or any other fire suppression 
system….”

 The second point centers on the 
hose stream test and its relevance to 
fire-rated glass performance. Code 
officials and fire protection experts 
continue to uphold its value, and 
NFPA 257 states, “The hose stream 
test provides a method for evaluat-
ing the integrity of constructions 
and assemblies and for eliminating 
inadequate materials or construc-
tions. The cooling, impact, and 
erosion effects of the hose stream 
provide tests of the integrity of the 
specimen being evaluated.” The 
hose stream test is required in the 
United States for glass with fire 
ratings in excess of 20 minutes. In 
Canada, all fire-rated glass products 
must pass the test.

3.  Door assembly components have 
conflicting ratings.

Fire-rated glass is just one piece 
of the fire and life safety protec-
tion puzzle. To work effectively, 

Fire-resistive-rated glass provides size flexibility in fire-rated doors Fire-rated glass must carry the same or greater ratings than the 
opening’s required code minimums
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fire-rated glass must be installed 
into the appropriately rated door 
and lite kit, surrounding frame, and 
fire-rated door hardware for the 
required protection level. Utilizing 
a 90-minute fire door with glaz-
ing listed for 20 minutes may be a 
mismatch for the required protec-
tion level of the assembly. To this 
end, the IBC requires all compo-
nents to have the same or greater 
ratings than the required code 
minimums for the opening.

 
4.  The fire-rated glass size  

exceeds the code limits.
It is important to avoid selecting 

a product with an adequate fire 
rating but in a size that exceeds the 
code limitations. For fire-protective 
glass, maximum allowable sizes 
vary based on the fire rating and 

whether the application requires 
meeting temperature-rise criteria. 
For example, fire-protective glass 
can typically be used in the 
maximum size tested (as tested by 
an independent testing agency) 
in fire doors requiring a 20- or 
45-minute rating. However, for 
code applications that require 
doors with temperature-rise 
criteria, such as those in exit 
enclosures and passageways, 
fire protective glass is typically 
limited to 100-square-inch lites.

Fire-resistive glazing that is 
tested to limit temperature rise can 
provide greater size flexibility for 
such applications. It is not limited 
to 100 square inches, even in doors 
with 90-minute fire ratings or 
temperature-rise requirements. 

Conclusion

When it comes to fire and life safety 
protection in buildings, it’s impor-
tant to specify and install proper 
products. Having the foresight to 
look ahead and envision what might 
cause a fire-rated door assembly to 
underperform can be just as helpful 
as assessing a product’s strengths. 
If doubts arise during the design or 
specification process, manufacturers 
or suppliers can often provide valu-
able insights.  

About the Author: Jeff Razwick is the vice 
president of business development for Technical 
Glass Products (TGP), a supplier of fire-rated 
glass and framing systems and architectural 
glazing. He writes frequently about the design 
and specification of glazing systems for insti-
tutional and commercial buildings, and he 
chairs the Glass Association of North America’s 
(GANA’s) Fire-Rated Glazing Council (FRGC). 
Visit www.fireglass.com, or call 800/426-0279.
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come up, doesn’t it make sense to ask what they 
want rather than guessing what you think they 
may want? In this way, distributors and manufac-
turers of hardware for behavioral healthcare facil-
ities can take a lesson. The single most important 
guiding principle in providing comprehensive 
hardware solutions for institutional clients is 
ascertaining what they would like to accomplish. 
The subsequent requests may be unique, and the 
potential execution may seem elusive (or down-
right impossible), yet they should be the basis for 
our proposed offering. After all, if the clients are 
expending considerable resources to upgrade or 
construct new hardware systems, shouldn’t they 
get what they want?

The behavioral healthcare environment 
is undergoing a rapid transformation that 
is literally evolving on a daily basis. These 
changes are marked by anti-ligature and ADA 
compliance requirements (enforced by several 
different agencies), blended with an underly-
ing shift toward materials that contribute to 
an environment of “normalcy.” Facilities are 
often faced with the daunting task of quickly 
replacing their hardware to become compli-

ant. Unfortunately, with a plethora of codes, 
restrictions and special criteria, this can be an 
overwhelming task for industry experts, let 
alone facility personnel whose expertise is in 
providing quality healthcare rather than select-
ing appropriate hardware.

This presents a wonderful opportunity 
for door and hardware manufacturers and 
distributors to be as value added as ever. By 
ascertaining what institutional clients want 
to accomplish, we can provide comprehensive 
hardware solutions for them. The dialogue 
should focus on:

1. Determining existing hardware
2. Defining what the clients want to accom-

plish by extracting their “wish list”
While we may not hear industry-specific 

nomenclature such as “emergency egress” or 
“institutional privacy” from facility personnel, 
we can expect to learn valuable insight from 
what they do say.

What you hear: “I just had an inspection, 
and we got cited for levers that are a hanging 
hazard. We have fire-rated doors on female 
patient bathrooms, and we just spent a bunch 
of money on new locks that have thumb-

from the

Behavioral Healthcare Client

Extracting a 

By Rodd Salvatore

“Wish List ” 
WHEN YOUR CHILDREN’S BIRTHDAYS 
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turns to give patients privacy. 
One of the problems, though, is 
that sometimes the patients lock 
themselves in the room, and we 
can’t get them out. The other issue 
is that every time they leave the 
bathroom, the door stays locked, 
and the staff has to be called the 
next time they need to use the 
bathroom. My locksmith tells me 
that these are mortise style locks. 
What can I do to replace them?”

What it means: Office function 
locks with conventional levers and 
thumbturns are being used. These 
need to be replaced with new anti-
ligature trim with an institutional 
privacy function mortise lock to 
prevent barricades and habitual lock-
outs. The client implicitly said that 
anti-ligature is the priority, but privacy 
is a concern, and an anti-barricade 
feature would be a welcome addition. 

The framework has been estab-
lished and the stage has been set for 
a more detailed line of questioning: 
What are the existing cylinders? 
How thick are the doors? Is ADA 
compliance necessary? How abusive 
is the environment? Dialogue is the 
most important tool to ultimately 
achieve a sound solution. 

What is unique about the health-
care market is the essential inclu-
sion of a variety of sources of input 
at all levels:

 ■ The locksmith has observed that 
the old lock springs failed over 
time.

 ■ The nursing staff has trouble 
operating the conical safety 
knob with moist hands.

 ■ The safety officer is concerned 
that, despite protecting the faces 
of the door, the latch could be 
used as a ligature point.

 ■ The CEO wonders if he/she will 
need to upgrade the new locks 
again in two years to comply 
with yet another standard.

 ■ The geriatric patients cannot 
operate the levers easily. 

All of these groups need to be 
engaged, directly or indirectly, in 
evaluating the options. As a result, 
it is crucial that product samples be 
provided for mock-up prior to order-
ing in quantity. This will ensure that 
the product adequately satisfies the 
wants and needs of all of the end 
users. It also promotes a comfort 
level for the facility, since those 
involved know that they have ample 
opportunity to evaluate the product 
in a realistic setting. Furthermore, it 
is also a great way to introduce some 
“innovative” hardware solutions that 
the facility may otherwise be reluc-
tant to consider.

As an industry, it is critical that 
we not surrender to conventional 
hardware types such as knobs 
or levers in lieu of new and more 
advanced hybrid solutions. It is 
not unusual for opponents of such 

Anti-Ligature Door Hardware Options

Score on
Innovative Conventional Innovative Hybrid Examples of Innovative Auxiliary Features

Dimpled Safety Knob Safety Lever Crescent Handle Beveled Latch
Anti-Ligature 7 5 9
Accessibility 3 8 8

Dimpled Safety Knob Crescent Handle Beveled Latch

Photos Courtesy of Accurate Lock and Hardware

Safety Lever

THE EVOLUTION OF ANTI-LIGATURE. 
The safety knob was invented in 1981, and 
levers emerged in 2007 as a reaction to ADA 
requirements. In 2009, the crescent handle 
supplanted the lever as the more advanced 
anti-ligature/ADA-compliant hardware. 
The beveled latch, introduced in 2010, is a 

feature incorporated into the lock that is 
a significant advancement that prevents 
the latch bolt from being used as a ligature 
point. Since this feature is in the lock, it can 
be combined with any of the above trim sets 
(knob, lever, or crescent handle).
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innovation to invoke principles of 
“prior knowledge” or “intuition” 
as an impediment to such designs. 
The reality is that the industry and 
its clients need to accept, promote, 
advance and educate about new 
genres of hardware to solve issues 
that cannot possibly be solved with 
antiquated systems. This requires 
an emphasis on education within 
the industry and beyond. As a 
notable example, push pull paddles 
would hardly be considered natu-
rally intuitive to operate (in fact, 
most are marked “push” or “pull”). 
However, soon after their introduc-
tion in the 1970s, they became the 
standard in healthcare environ-
ments. Through increased exposure 
to the masses, they quickly came 
to be considered “intuitive” and 
able to be used without “special 

knowledge,” much to the approval 
of appreciative hospital staff.

The fact of the matter is that it is 
possible to achieve virtually ligature-
proof door opening systems that are 
ergonomic, user friendly and aestheti-
cally complimentary. The market 
has made tremendous advances in 
offering comprehensive packages that 
now include ligature-resistant hinges, 
over-the-top door sensors, sloped 
door tops and beveled latch bolts. 
Distributors and OEM manufacturers 
are now vested with the responsibil-
ity to decipher the essential needs and 
wants of the customer, present appro-
priate options, and then thoroughly 
explain the pros and cons of functions 
to deliver the best, most cost-effective 
solution. As complicated as it may 
seem, there has never been a more 
opportune time to become a value-

added partner to institutions around 
the country that are truly in need of 
expert guidance and are extremely 
responsive to our suggestions.

When attempting to deliver 
the client an anti-ligature, 
ADA-compliant, grade 1, fire-rated, 
anti-barricade, privacy, positive 
latching, latch bolt ligature-resistant, 
lockable, auto-unlock hardware 
solution, it is evident that embrac-
ing a new type of hardware is 
imperative. Every facility has its 
own story—its own culture that 
requires its own tailored solution. 
They all need our help; we only need 
to ask them what they want. 

About the Author: Rodd Salvatore is the 
Vice President of New Product Development 
for Accurate Lock & Hardware Co. He 
can be reached at 203/348-8865.
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ARE YOU CONFUSED AND FRUSTRATED WITH THE 
number of questions wood door manufacturers are 
asking regarding what door construction is required 
for projects you are bidding? Do manufacturers’ quotes 
include qualifiers that raise even more questions? Has 
bidding flush wood doors gotten more difficult? If your 
answer to any of these questions is “yes,” you are not 
alone. Manufacturers are qualifying more than ever  
these days, and with good reason. Understanding the 
“whys” for these questions is the key to supplying the 
correct product for the project. 

For those of you who have been in the industry for 
some time, you will remember the days when flush 
wood door cores were limited to staved lumber core and 
mineral core. As fire codes did not require machining at 
the factory, and finishing was done in the field, the major-
ity of doors were shipped non-machined and unfinished. 
Construction offerings were basic, with manufacturers 
building similar doors with little variation. My, how times 
have changed in our industry! 

While most manufacturers continue to offer staved 
lumber core and mineral core doors, a vast array of 
new products is now available. There is wood-based 
particleboard, structural composite lumber, foam core, 
and agrifiber, just to name a few. Now add in acoustic, 
radiation-shield, and environmental requirements, along 
with numerous new surface materials. A door can no 
longer be defined as “something you just walk through.” 

New technology has made it possible for manufactur-
ers to incorporate door components that perform better 
than previously used materials. Traditional hardwood 
door crossbands have been replaced by high-density 
fiberboard material, eliminating press laps and voids 
that were common in earlier constructions, when pieces 
of hardwood material were spliced together. Vertical 
and horizontal edge components now include structural 

Confused Over F lush 
Door Speci f icat ions?

Judy Landwehr, LEED® Green Associate
The result of carefully reviewing specifications and  

manufacturers’ technical sheets for compliance is the  

key to providing the proper product.
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composite lumber, minimizing the potential risk of 
the door telegraphing, cupping, bowing or twisting. 
Replacing hardwood vertical edges with structural 
composite lumber minimizes the potential for splitting 
due to improper drilling of hinge pilot screw holes. 
Doors that were predominantly wood veneer are now 
offered with high-pressure and low-pressure decorative 
laminates. Composite veneers are often specified when 
natural wood is desired, with the requirement of consis-
tency in color and grain from door to door or within 
an area. Durable type surfaces with remarkable impact 
resistance are being utilized for areas of high use. With a 
multitude edge treatment offerings, such as thermoplastic 
polymer materials (polyvinyl chloride—PVC), laminate, 
and numerous hardwood vertical edge configurations, 
the potential exists for mass confusion. 

Knowledge and insight into current constructions stan-
dards and manufacturing processes may prove helpful. 

Most door manufacturers are Window and Door 
Manufacturer Association (WDMA) manufacturing 
members. The standard construction utilized by these 
manufacturers is per the WDMA I.S.1A Industry Standard 
for Architectural Wood Flush Doors. While some manufac-
turers offer other association construction or aesthetic 
standards, such as the Architectural Woodwork Standard 
(AWS), the WDMA standard is predominantly followed. 

The WDMA standard is a general industry standard 
that provides quality construction levels for architectural 
flush wood doors. Performance is a very important 
aspect when specifying these types of doors. Function 
and performance are primarily controlled by the wood 
door construction. The WDMA standard includes three 
duty levels based on eight different performance attri-
butes. Duty levels include extra heavy duty, for doors 
exposed to heavy and frequent use, requiring exemplary 
performance; heavy duty, for typical doors where usage 
is moderate and that require intermediate performance 
standards; and standard duty, for doors where frequency 
of use is low, requiring minimal performance standards 
to be met. The eight performance attributes on which 
these values are based are adhesive bond, cycle slam, 
hinge-loading, door finishes, screwholding, telegraph, 
warp tolerance, and squareness. 

It is important to note that a WDMA performance duty 
level may be referred to in specifications that list the quality 
assurance standard as WDMA I.S.1A and in specifications 
that list the quality assurance standard as the Architectural 
Woodwork Standard (AWS). Totally confused?
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The newest Architectural 
Woodwork Institute (AWI) joint 
standard, referred to as the 
Architectural Woodwork Standards 
(AWS), adopted the WDMA perfor-
mance duty levels. The adoption of 
the performance duty levels by AWI 
should not be interpreted as mean-
ing that all WDMA-constructed 
doors meet the AWS standard. 
Doors that have been tested to meet 
the prescribed WDMA performance 
duty level have different prescrip-
tive construction requirements 
within the AWS standard than 
doors that have not been tested to 
that duty level. Therefore, a refer-
ence to a WDMA performance duty 
level within a specification does not 
necessarily mean that the construc-
tion standard to follow is per 
WDMA I.S.1A. The quality standard 
may be per AWS. 

The WDMA standard is truly 
performance-based, allowing manu-
facturers to utilize components of 
their choice as long as the assem-
bled product is tested and passes 
the minimum performance values 
for the duty level specified. The 
standard is non-prescriptive, allow-
ing manufacturers to incorporate 
improved door components in lieu 
of waiting for a new version of the 
standard to be published. A focus 
on construction methodology such 
as core density, Type 1 and Type II 
adhesives, and pressing techniques 
has been replaced by performance 
standards. 

As noted earlier, manufacturers 
are utilizing structural composite 
lumber (SCL) for vertical and 
horizontal edges. The structural 
composite lumber material used 
for vertical edges is generally 
covered face to face by a veneer 
edge band. The veneer band 

matches the surface material, 
concealing the door crossbands 
while providing the finished 
product with a furniture-like 
appearance. The use of structural 
composite lumber material as a 
door component has been widely 
used in door fabrication for almost 
20 years. This enhanced material 
has minimized the telegraphing 
issues that were common with older 
construction methods utilizing 
solid lumber hardwood stiles and 
rails. Structural composite lumber 
may be used in all three duty levels 
as vertical and horizontal edge 
material, or as a door core in doors 
with oversized lite openings. 

Unfortunately, not all construc-
tion standards accept structural 
composite lumber as a stile mate-
rial, which has led to some of the 
questions and qualifiers you are 
now seeing on your bids. The 
older version of the Architectural 
Woodwork Institute standard, 
commonly referred to as the 
8th Edition or Quality Standards 
Illustrated, required doors with 
particleboard cores to be manu-
factured with a minimum 13/16” 
hardwood lock stile and a minimum 
1" hardwood hinge stile. Structural 
composite lumber material is not 
considered a hardwood. This was 
further defined in the Architectural 
Woodwork Standards (AWS), 
which was published on October 
1, 2009. The AWS joint construc-
tion standard combined AWI, 
AWMAC, (Architectural Woodwork 
Manufacturers Association of 
Canada) and WI (Woodwork 
Institute, aka Woodwork Institute 
of California) standards into one 
construction standard. 

Until recently, the new AWS 
only allowed structural composite 
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lumber to be utilized as a vertical 
edge backing material if it was 
under hardwood that was greater 
than ¼". Hardwood that is ¼" or 
less in thickness is defined as a 
veneer per AWS. Veneered edges 
and those with a laminate edge 
applied were required to have a 
minimum 1" hardwood backer, 
prohibiting the use of structural 
composite lumber material unless it 
was under the minimum hardwood 
prescribed. The above construction 
was only allowed if the assembly 
had been tested to meet the WDMA 
performance duty level that was 
specified. If the assembly had not 
been tested to meet the duty level, 
then more prescriptive requirements 
were called out in the standard. 

The AWS Joint Standards 
Committee, in working with 
WDMA, have recently agreed to 
remove the prohibition of SCL. The 
committee has agreed to accept 
the use of any material that has 
been qualified in accordance with 
WDMA TM-15 for impact resistance. 
Veneer or high-pressure decora-
tive laminate edge bands applied 
directly to structural composite 
lumber material is now consid-
ered acceptable material per the 
AWS. Check with the AWS Errata 
website (www.aws-errata.com) for 
official notice of this change, as 
well as the WDMA website (www.
wdma.com) for publication of 
TM-15. While this change has been 
accepted as part of the new AWS, 
it is not acceptable for previous 
versions of the AWI standards. 

The WDMA I.S.1A and AWS 
industry construction standards 
differentiate themselves when it 
comes to veneer grades. The WDMA 
I.S. 1.A standard for premium grade 
only requires A grade veneer to be 

used. Manufacturers offer AA grade 
veneers on request. The older versions 
of the AWI standard and the current 
AWS require doors specified as 
premium grade to be built with AA 
grade veneer unless otherwise speci-
fied. Doors specified as custom grade 
are allowed to have A grade veneer. 
The AWS and the WDMA standard 
both use face grade standards that 
align with the Hardwood Plywood 
Veneer Association face tables. 

It is also important to note that 
although a new AWS joint stan-
dard was published on October 
1, 2009, older editions of the AWI 
construction standard were not 
phased out and remain in effect. 
If an older AWI edition or version 
of the standard is referenced, you 
should ask specific questions about 
which standard is to be met. By 
contrast, WDMA will phase out 
any old standard over 18 months 
once a new standard is published. 

The older versions of AWI 
standard, such as the 8th Edition, 
required the face flitch width to be 
1” wider for A and AA grades on 
rotary- and plain-sliced cuts than 
what the WDMA standard required. 
The combination of hardwood stiles 
and wider face veneer flitch leaf 
dimensions increases the cost of the 
assembly and may lead to longer 
manufacturing lead times. 

You are probably wondering what 
other changes have occurred that 
you should be aware of. This leads 
to the next item, which is factory 
finishing. The majority of flush wood 
doors are now factory finished, 
reducing VOC emissions within the 
weatherproof system of the build-
ing. Factory finishing means that 
doors can be delivered to the project 
just prior to substantial comple-
tion, avoiding potential damage.
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One of the most durable finishes 
currently offered by manufacturers 
is ultra-violet (UV) light-cured poly-
urethane. This finish is considered 
a standard acceptable finish in both 
the WDMA and AWS standards. 
UV-cured polyurethane finishes 
are considered to be some of the 
most environmentally safe finishes 
utilized by manufacturers today. 
Unfortunately, many specifications 
still refer to older AWI construction 
standards that included finishes no 
longer offered by door manufacturers. 
It would be prudent to qualify your 
bid on the type of finish process that 
will be supplied if it is different than 
what is called out in the specification. 

Close examination of bids from 
the various manufacturers is highly 
recommended, as constructions 
vary. Some manufacturers may 

only build to the WDMA standard, 
while others may offer construc-
tions that meet the older versions 
of AWI standard or the new AWS. 
Qualifiers on manufacturer’s bids 
may note that the “face veneer” 
will meet a particular standard. Be 
cautious, as this statement could be 
interpreted to mean that the balance 
of construction does not meet the 
specified construction standard. If 
your intention is that the doors meet 
the specified construction standard, 
you are going to want to make sure 
that the entire construction meets 
that standard. If you deviate from 
the construction standard that is 
specified, including architect’s notes, 
you will want to make sure that you 
explicitly call these out in your bid 
and gain approval from the architect 
in writing prior to fabrication.

The result of carefully reviewing 
specifications and manufacturers’ 
technical sheets for compliance is 
the key to providing the proper 
product. Contact your flush door 
manufacturer for information 
specific to its manufacturing process. 
A construction comparison chart is 
also available on the WDMA website 
at www.wdma.com/Portals/0/
technical/bulletins/WDMA_Tech_
Bulletin-AWI_WDMA_AWS_
Comparison_(rev).pdf.  

About the Author: Judy Landwehr is the 
Environmental Technical Administrator for the 
Department of Environmental Sustainability 
at Marshfield DoorSystems, Inc. As a certified 
LEED Green Associate with more than 35 years 
of experience, Judy oversees all product certifi-
cation programs for Marshfield DoorSystems, 
including FSC Chain of Custody, AWI QCP, 
Recycled Content, and Finished Product VOC 
Certifications.
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t has been more than a year since I have had the privilege to contribute content in 
Doors & Hardware magazine. My absence was due to consulting projects which gave 
me the unique opportunity to work with virtually every segment of the industry. 

During most of 2010 and part of this year, my company was retained by one of the 
market leaders in construction content distribution for the purpose of helping them 
understand the construction economy and how they could best position themselves in 
this new market landscape. For more than two months, we traveled around America 
speaking with large project owners/developers, architects, interior design firms, the 
nation’s largest design build firms, general contractors and building product manu-
facturers. We attended an eclectic mix of trade shows from DHI, the National Home 
Builders Show, Greenbuild, and The American Society of Heating, Refrigerating and 
Air Conditioning Engineers, better known as ASHRAE. This experience has given me 
a unique perspective on how emerging technologies and more streamlined processes 
in the O/AEC space, combined with global competition and an ever-shrinking U.S. 
construction economy, are changing the market landscape for U.S. building product 
manufacturers. 

The focus of this article is to: 
1. As succinctly as possible, review the economy as it relates to architectural 

construction
2. Explain how the economy is impacting the O/AEC space
3. Demonstrate how points 1 and 2 are drastically changing the market landscape 

for building products—e.g., product specifications, channel market dynamics 
and foreign competition

The economy is the protagonist for the rapidly shifting market dynamics in the U.S. 
construction industry.

Economy	as	It	Relates	to	the	Architectural	Construction	Space

To clarify, I define the architect segments to include the following markets as 
designed by the U.S. Bureau of Census: lodging, office, commercial/retail, healthcare, 
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and education. I then group these into two catego-
ries due to the varied uses and motivations for their 
existence:

 ■ Investment Properties: Lodging, Office, and 
Commercial/Retail

• Purpose: Business driven; built for the sole 
purpose of making profit

• Market: Very competitive for products and 
services; price sensitive

 ■ Institutional Construction: Healthcare and 
Education

• Purpose: Politically driven; built to educate, serve 
the community and provide important services

• Market: Budget driven; product specifications 
very important; profit is not a motive; not price 
sensitive

Because these segments consume the vast majority of 
building products, construction services and building 
trades, they are the focus of this article. 

For most of 2007 and 2008, the subprime loan crisis had 
already begun to take a heavy toll on the residential build-
ing markets, which for the purpose of this article includes 
all single and multi-family housing, with declines of 30% 
and 51% for 2007 and 2008 respectively. However, with 
the exception of a very small decline in the commercial/
retail market, 2008 proved to be by far the best year in this 
young century for architectural construction, with more 
than four billion dollars in spending. 

Because the unrestrained borrowing and lending 
up to 2008 were used for investment in residential and 
commercial real estate, investment properties began an 
immediate decline in 2009, with a 91 million dollar or 
9% constriction in architectural building compared to 
2008. Institutional buildings continued to show modest 
growth throughout much of 2009 until the fourth quar-
ter, when states started to feel the revenue pinch from 
accelerating unemployment, despite posting modest 
gains for the year. For those of us who make our living 
in the commercial door, frame and hardware business, 
institutional building is our bread and butter; this sector 
possesses the most potential for solid specifications 
combined with higher revenue and margin. I will refer 
back to this shortly. 

During a few consulting projects and speaking engage-
ments in 2009, most executives said that they could 
not wait until 2009 was over, thinking that this was an 
episodic correction and all would be better soon. But it 
was just the beginning of the massive constriction in the 
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construction marketplace that would worsen and last for 
a few years. 

As the graph above illustrates, 2010 was much worse, 
as the construction of investment properties started to 
dry up due skyrocketing unemployment and the toxicity 
in the banking industry. To add insult to injury, more 
people were finding themselves without jobs and/or 

unable to pay for their homes. 
The loss of income and 
property tax revenue in most 
states and local municipali-
ties forced a curb in spending 
on institutional construction, 
pushing all architectural 
segments into the “red,” with 
a 30% overall decline for 2010, 
following 9% in 2009. 

The saga continues into 
2011. Many building product 
manufacturers and distribu-
tors had planned on seeing 
improvement this year. As 
you can see from the graph 
below, the industry has 
continued to give up ground 
through April of 2011, surren-
dered another 13%, on top of 

a 27% constriction for the same period of 2010. As a point 
of reference, one of the “Blue Chip” manufacturers in our 
industry, Ingersoll Rand, has already publicly announced 
that it expects a further decline in construction for 2011, 
and it revised its forecast early this year.

For a real perspective, let’s look at where we have 
come since the construction bubble “popped” in 2008. 

See the graphs at the top of 
page 34.

As the bar graph illustrates, 
the architectural market has 
lost a category average of 
88% since 2008, or in round 
figures, 1.5 billion dollars, 
or 34% in total value. What 
is more, the pie charts show 
that the share of institutional 
building currently represents 
almost 60% of the potential, 
which has resulted in a 135% 
reduction in the value of 
income properties versus 18% 
in institutional building.

The most significant 
event in the contemporary 
construction economy 
is a monumental shift in 
new versus renovation 
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and retrofit (R&R) construc-
tion. According to the April 
edition of Buildings Magazine 
and The American Society of 
Heating, Refrigerating and 
Air Conditioning Engineers 
(ASHRAE), 86% of construction 
spending is R&R, with only 
14% going to new construction/
new square footage. I found this 
statistic staggering, although 
plausible, given the constric-
tion in the marketplace. Even 
so, I took the time to run these 
numbers by one of the country’s 
leading industry economists, 
who verified that these numbers 
are more or less accurate. In the 
best of times, R&R is roughly 
30-40% of total spending, and 
the highest that I have ever seen it was about 60%. An 
increase in R&R is common when new construction 
slows; however, these numbers are very significant and 
not likely to change anytime soon. This will quickly and 
profoundly change the construction market landscape. 

The purpose of this article is not economic in nature; 
it is to lay out the ever-changing landscape of the 
construction market, which is being driven by the 
aforementioned and illustrated new economic ecology.

The	Changing	Face	of	Building	Design	and	Construction

Since the architectural construction segment has lost 
34% in value since the peak of 2008, all segments of the 
O/AEC space have been looking for ways to survive 
in the new construction economy. According to the 
American Institute of Architects (AIA), unemployment 
in the architectural profession is an estimated 25%. This 
is much higher than unemployment in the construction 
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trades. Also, many architects still working have taken 
up to a 50% pay cut. There is more at play here than just 
the economy; design and construction processes, with 
the help of technology, are becoming more efficient. 

With the scarcity of projects, more general contrac-
tors are assuming a leadership position in bringing 
increased value to the building owner by adopting 
Building Information Modeling (BIM) for complete proj-
ect collaboration and hiring architects as part of their 
staff. For the building owner, this means a 5-7% savings 
in design fees, with few to zero change orders. On top 
of this, the project owner realizes valuable revenue from 
the project much more quickly because the project is 
completed roughly 30% faster than using traditional 
processes. Note the two graphs at the bottom of page 
34 illustrating the legacy process versus the evolving 
process and its built-in efficiency.

This devalues the traditional architectural firm, which 
contributes to the constriction in its employment and 
pay rates. The significance of this accelerating shift to 
commercial door and hardware manufacturers and 
distributors is that the contractor is making final prod-
uct decisions on a more frequent basis, which will make 
it necessary to review and adjust our channel strategies 
with more of a product focus on the contractor. 

The	Effects	of	the	New	Economic	Ecology	and		
Foreign	Competition

How has the market changed, and what can we do to 
get our fare share and more? We have a much smaller 
market with an increasing number of players and evolv-
ing channel dynamics. 

Specific to the door and hardware market, foreign 
competition is nothing new. Since the mid to late 1990s, 
companies have been establishing themselves in the 
U.S. as national distributors of commercial hardware 
sourced mainly from the Pacific Rim, namely Taiwan 
and China, and marketed through rep networks to 
contract hardware distributors in the U.S. In the past, 
these products were primarily sold over the counter 
for repair and replacement and on the occasional 
new commercial construction project with open to 
very loose product specifications. These companies 
posed little threat to the market leaders in the door 
and hardware industry because they targeted low-tier, 
less profitable segments of the commercial market. In 
addition, products coming from the Pacific Rim were 

of lower quality than those made in the U.S. and could 
not pass the rigorous testing required to receive the 
appropriate ANSI or Warnock-Hersey certifications, 
which precluded them from being specified or even 
substituted. 

This all started to change in the early and middle part 
of the last decade. I was involved in leading the develop-
ment of an extensive line of commercial locks, closers 
and panic hardware to be marketed for specification 
and substitution into the income property segment for 
a U.S. manufacturer. Since these products needed to be 
ANSI certified but sourced from China and Taiwan, we 
found and created partnerships with companies who 
made product that met the BHMA standards. During 
my several years in working with these Pacific Rim 
manufacturers, I observed how quickly they morphed 
their manufacturing processes for optimal efficiency by 
adopting lean processes and cellular manufacturing in 
order to sell more and higher-quality product into the 
U.S. Many of these Pacific Rim manufacturers now have 
onsite ANSI-approved testing facilities very much like, 
and in some cases superior to, domestic door hardware 
manufacturers. 

In the mid to late part of the last decade, these 
ANSI and non-ANSI approved products were being 
purchased by and marketed through domestic manufac-
turing concerns, again mainly for over-the-counter sales 
into renovation and retrofit business. The market land-
scape was much different from 2004 to 2008; now the 
architectural market is 34% smaller. More significantly, 
income properties have surrendered more than one 
billion dollars since 2008, or an average of 135% in total 
value for the three representative segments. 

During this time, the amount of ANSI and Warnock-
Hersey certified doors, frames and hardware coming 
from the Pacific Rim has increased many fold, and 
since 2008, new companies have started and/or set up 
shop in the U.S. offering products, as well as complete 
door systems, at 30-50% of the cost of domestically 
manufactured products. This is not just happening in 
the door and hardware industry; over the past year, I 
have spoken and worked with companies from Turkey, 
the former Soviet Union, Israel, South America and the 
Pacific Rim who have opened offices and distribution in 
the U.S. These companies are offering certified products, 
from laboratory equipment to drywall to thermal glass 
to acoustical ceilings and more, all at much lower prices 
than product by American manufacturers. 
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Why is there more foreign competition for doors and 
hardware? It is very simple:

 ■ The U.S. architectural construction economy  
is in crisis.

 ■ The renovation and retrofit market has expanded. 
• In 2008, the split between income and institu-

tional construction was 56% versus 44% respec-
tively, with a total value of 4.1 billion dollars. 
In 2010, the split for income versus institutional 
construction was 42% versus 58% respectively, 
with 2.7 billion dollars in total value. 

• In 2008, 30% of construction spending, 1.2 billion 
dollars, was R&R, and 70% new square footage, 
2.8 billion dollars, for a total value of 4.1 billion 
dollars. In 2010, 86% of spending was R&R,  
2.3 billion dollars, and 14%, 378 million dollars, 
was new square footage, for a total value of  
2.7 billion dollars. (Please note the graph below 
illustrating the shift in value to R&R.) 

 With 86% of architectural construction being R&R, 
this greatly diminishes architectural involvement. 
Given this, there are very few specifications being writ-
ten, and the contractors are negotiating for all products 
and services. Specifications are scarcer than ever before. 
The 14% of projects with new square footage that 
require product specifications are vulnerable to low-
priced substitution for two reasons:

1. In order to win the project, the contractor’s bid is 
very low and looking for ways to value engineer 
or increase the margin on the project.

2. The architect is allowing the contractor to control 
all tactical aspects of the project, which means 
lower-priced products and services are specified 
and procured in a new, more efficient design and 
build collaboration environment. 

The new economic ecology has given birth to a new 
market landscape for the American construction indus-
try. This economic crisis, combined with new, more 
efficient design and construct models powered by BIM, 
have diminished the traditional role of the architect 
and empowered the contractor in ways never before 
seen in our industry. Given this, the value proposition 
for quality, certified, less expensive, imported products 
has never been greater, and foreign manufacturers 
are responding by opening offices with supply chain 
infrastructures in the U.S. They are taking products to 
market via a combination of direct and independent 
sales personnel who predominantly call on contrac-
tors; however, they are also working with specifiers 

and distributors. In the 
new market landscape, 
quality has become a 
commodity, and price 
and service will serve as 
the differentiators.

In my opinion, a 
building product is not 
a true brand unless it is 
consistently specified, 
so it is important to 
maintain our architec-
tural as well as specifier 
strategies and relation-
ships. However, with the 
shift in the design and 
construction processes, 
as well as the new 

market landscape, to remain viable and vital, we must 
drastically modify our channel strategies to include a 
much more intense product focus on the contractor and 
design build community. 

If you have any questions or comments regarding the 
article or the services offered by my firm, please contact 
me at dougb@con-econ.com or 314/422-3177.   

About the Author: Doug Bevill is the president of Construction Economics 
& Strategies, LLC.
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Y MEMORIES AS A 
14-year-old at the 
time of the building 
of the World Trade 
Center (WTC) revolve 
around my late father, 
Emanuel “Manny” 
Kanner, AHC, and 

his company, Charles Kurzon, Inc. I remember a big 
celebration the evening the hardware contract for 
the WTC project was awarded. Many of the office 
workers joined in the festivities at a local restaurant 
in New York City. It was quite the celebration. 

I worked in the shipping and receiving department 
of my father’s company during school holidays and 
in the summer, and I remember the weekly tractor 
trailer loads of tenant hardware for the WTC build-
ings being offloaded, inventoried and segregated 
by floors, then repackaged and readied for delivery 
to the project site. The core and shell hardware was 
drop-shipped direct to the site, and Kurzon person-

nel, including myself at times, inventoried the mate-
rial on site and set up the hardware room for storage.

Another vivid memory I have is when the factory 
workers of the Corbin division of Emhart Corporation 
(the lock and cylinder manufacturer) went out on 
strike. The factory was in Berlin, Connecticut, and I 
remember the enormous number of trips we made 
there during that time. Production of materials 
needed to continue, so Corbin’s management team 
members went back to their roots and manned the 
factory floor in an effort to keep on schedule. It was 
a stressful time for my father and his employees, but 
due to the efforts of many people, the schedule was 
maintained and deliveries continued.

Many years later, I became employed at the now-
defunct Atlantic Hardware, which was a competitor 
of Charles Kurzon at the time. Hi Greenberg, the 
president and a long-time business associate of my 
father, used to joke with me that the reason Kurzon 
won the contract for the WTC was because it was only 
making 25 cents a lock. I used to laugh when he said 
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that, as I knew it was sour grapes 
over Atlantic’s loss to Kurzon for the 
hardware contract.

My fond memories were shattered 
on September 11th, 2001. Our previ-
ously peaceful lives were interrupted 
by the terrorist attack on the World 
Trade Center. This dreadful attack, 
costing thousands of people their lives 
and devastating families, transformed 
the World Trade Center into pieces. 

It has been said since September 
11th that on that date, Americans 
stood at a juncture in history at which 
the world changed forever into a 
“before” and an “after.” This attack, 
among other things, resulted in the 
unity of millions of Americans—
“United We Stand.” The meaning 
of those two towers changed in an 
instant; never had they signified 
more than in their absence. Standing 
untouched, the World Trade Center 
had been invested with many mean-
ings in its duration of almost 30 years: 
the folly of oversized public building 
projects, the banal glass towers of 
modernity’s fading years, the symbol 
of New York tourism, and later, the 
arrogance of American capitalism. 
Yet once fallen, their absence spoke 
more profoundly than their presence 
ever could. 

Part of the legacy that my father 
handed down and I treasure to this 
day is a piece of granite left over 
from the original lobby flooring of 
Tower 1, which now sits on a piece 
of furniture in my home.

To look at the New York City 
skyline today is to experience 
the shock of absence; all images 
of the towers have now taken 
on a poignancy that was, before 
September 11th, unimaginable. The 
site is slowly being redeveloped as we 
move forward, but the memories will 
always remain. “Never Forget.”  

Jackie Damone, Weinstein & Holtzman

I 
live in the neighborhood of the World Trade Center, and I lived the horror long after most people 
went home that fateful evening. I lived with the eerie silence, broken only by the occasional 

bagpipes playing “Amazing Grace” through the night, which meant another body had been found. 
The odor diminished on the rare occasion of the wind shifting. Elderly neighbors borrowed cell phones 
to call loved ones because most of us had no phone service restored until Thanksgiving weekend.

Then one day I began to realize that, little by little, the sounds of traffic and blaring horns were back. 
Garbage trucks replaced the bagpipes at the night. Kids called and played while waiting for school 
buses. Even the hollering of rowdy drunks leaving the Seaport was back. Those sounds that I used to call 
noise were back—the sound of life—life before 9/11. 

One day while at home, I noticed an orange and red glow in the corner of the room; I thought there 
was a fire. But I realized that the sunset was reflecting from a building that previously had been blocked 
by the Trade Center towers. It was then I thought that now I have a beautiful sunset to view from my 
house. As the months have passed, I’ve come to appreciate this new light that has come into my life. 

Nicole Peters, Weinstein & Holtzman

W 
hen I was young, my father used to take my twin sister Christine and me to the city for a day 
outing. He did it every year. My father always loved the hustle and bustle of the city, and we, 

in turn, began to love it also. He took us everywhere, from the Twin Towers (ironically, Christine and 
I would each claim a tower as our own), to the Empire State Building, to Lady Liberty and Ellis Island, 
where we would find our great-grandmother’s name on the wall. As I think about it, life through a 
child’s eyes makes everything beautiful, and that was New York City to me—absolutely breathtaking!

As we got older, my sister and I stopped going on those trips with my father. Instead, we went to the 
city with our friends to hang out, misbehave, and go home. After a time, I started to take New York City 
for granted. It was just another train ride for me!

I was at school when I saw what happened on 9/11 on television. My father works on Water Street, and I 
was afraid. The pain in my chest was for my father and for my city. My father had given me a love for this place 
when I was little, and I thought I lost both that day. When Dad called to say he was all right, we both sounded 
weary and hurt. That pain in my chest did not subside for days, until I went home for Thanksgiving break. From 
the New Jersey transit approaching the city, I could see the Manhattan skyline, and I was deeply moved. I got 
off the train, and instead of heading straight toward the Long Island Railroad to go home, I walked around 
the city. I went to Lincoln Center, FAO Schwartz, and Rockefeller Center. For the first time in a long time, out of 
that horrible day in September, I looked at my beautiful city again with the eyes of a child and loved it. I left 
that night and went home, making a pact with myself that I would never take my city for granted again.

Photo Credit: ©iStockphoto.com/Robert Pears
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MY EARLIEST MEMORY? 
As a young boy driving in the city 
with my parents and seeing these 
massive buildings under construc-
tion. It was later afternoon or early 
evening, and I still recall staring in 
amazement at the size and scope of 
those steel girders.

Later memories? My first time at 
the observation deck, taking multi-
ple family members up the elevators 
which swayed side to side and had 
a great swooshing side, bringing 
business guests up to Windows on 
the World for special celebratory 
dinners, my 18th birthday with 
my parents, a college graduation 
party….

Before 1993, it was hard to find a 
New Yorker who liked those twin 
monstrosities downtown. They 
were post-modern something, but 
nobody could say what. They lurked 
over Lower Manhattan like two 

giant architectural mistakes, inel-
egant and interrupting the skyline.

After the 1993 bombing, those 
were our towers, and how dare 
anyone say a negative word about 
them.

I visited and walked the build-
ings many times after that. Meeting 
with Port Authority security 
personnel and the outside security 
consultants, I learned first-hand 
what it meant to design for safety 
and security. I learned how door 
hardware could become an integral 
part a security system, not a remote 
or distant cousin. 

But most of all, I learned that 
safety and security could coex-
ist. Following the lead of Doug 
Karpiloff, first the Director of 
Security and later the Director of 
Safety and Security, I learned that 
there are no excuses when it comes 
to maintaining the means of egress 

in a code-compliant manner each 
and every day. It was possible to 
provide state-of-the-art locking 
solutions while maximizing safety 
if you had security professionals 
and visionaries like Doug leading 
the way.

If Doug could make sure the 
stairwells were clear of debris, that 
all doors were properly operating, 
that tenants did not make unsafe 
door modifications in the name 
of “security” in the two 110-story 
buildings and the other buildings 
in the complex, then there are no 
excuses, anywhere and anytime, to 
impede safe exiting. Doug and the 
others learned the lessons after the 
1993 bombing and ensured that the 
World Trade Center complex was 
the safest and most secure office 
complex in the world. His legacy 
and that of his colleagues who gave 
their lives that day must be reflected 

BY M A R K J .  BERGER

WORLD TRADE CENTER MEMORIES

Photo Credit: ©iStockphoto.com/massimo giannini
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in our efforts to lead the way to safe 
and secure buildings.

Each of us who participates in 
any way in the inspection process, 
in providing code-compliant 
hardware, in teaching and train-
ing others the right way to safely 
secure buildings is respecting their 
memory.

Now? I try to walk the buildings 
every day in my mind. I try to honor 
the memory of Bob Kirkpatrick (Port 
Authority Locksmith Supervisor) 
and the five others who perished 
in 1993 by remembering what a 
pleasure it was and how carefree 
it was to enter the buildings before 
that bombing. I try to remember the 
environment they created, how you 
could see young children running 
around inside the enormous lobby 
area where the different flags of 
nations were flying, where airlines 
like Eastern, TWA and Pan Am had 
ticket counters, manned by real 
agents, where you could converse 
with the elevator operators, not secu-
rity guards. I remember entering the 
cavernous parking garage under the 
complex and trying to make sure 
we parked near an elevator which 
brought us up to the right tower 
(invariably we guessed wrong).

I was certainly in the buildings 
far more after that first bombing. I 
try to remember the offices, the hall-
ways, when I received the magical 
parking pass which allowed me to 
enter the parking area that was now 
closed to the general public. I try to 
remember all of the presentations, 
parking outside of the complex and 
schlepping in our little sample door, 
which remained in the building as 
the model for what was used for the 
back-of-house security project. 

I recall visiting the new lockshop, 
as the old one was destroyed in the 

first bombing. I remember being 
shown the keys with barcodes on 
them for inventory control (state of 
the art, at the time) and the sophisti-
cated cabinets where they were kept.

I went from visiting the engineer-
ing offices to visiting the electri-
cians’ office as they went about 
installing the locks and exit devices. 
I still remember the joke the fore-
man told me as the project was 
winding down and he was trans-
ferred to another job (the Madame 
Tussaud’s construction project on 
42nd Street). 

I recall being called in to inspect 
some doors at the top of one stair-
well and walking on the roof of 
the tower. It was breathtaking and 
inspiring. I try to remember each 
office, elevator, hallway and plaza. 
I remember the shops and opening 
an IRA at the Chase Bank in the 
lower level on April 15, 1984. I recall 
looking for the shortest lines for 
coffee and a roll before heading into 
some meetings. I recall the smokers 
huddled outside the exit doors in 
the winter after they were banished 
from the building.

I remember driving down 
Varick Street in August 2001. I was 
impressed at how, eight years after 
the bombing, security personnel 
were still following the protocol 
of marshaling the trucks making 

deliveries a block before the 
entrance ramp. They were checking 
the driver’s credentials, inspecting 
the contents, wanding the bottom of 
the vehicle with a mirror and check-
ing for explosives. Everything was 
done by the book and with a sense 
of purpose.

People ask me why terrorists flew 
planes into the buildings. The only 
answer is that it was the only way 
to get at the symbol of capitalism 
in the capital of the free world. The 
security was as tight in September 
2001 as it was when it was enacted 
after the 1993 bombing. Doug and 
his security team talked the talk 
and walked the walk—these were 
true professionals.

The victims and families have 
paid far too steep a price, and we 
owe them a debt which we can 
never repay.

I went online to order tickets 
to go see the memorial to the 
Twin Towers the week it opens in 
September. It seems surreal, and I’m 
preparing for the emotional roller-
coaster that day will be.

It may be 10 years later, but it 
seems like yesterday.  

About the Author: Mark Berger is a life-long 
New Yorker. He used to walk out of his apart-
ment building and turn to the right to see the 
Empire State Building and turn to the left to see 
the Twin Towers.

If you are coming in for the convention, go to 
www.911memorial.org to register and reserve 
tickets (free) for the memorial at Ground Zero.

http://www.911memorial.org
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BY M A ISH A GILYA R D - DE J E A N

 AT  
THEMY TIME    WORLD TRADE CENTER

BORN AND RAISED IN 
Uptown Manhattan, I really had 
no reason to visit the World Trade 
Center as a young person for day-to-
day living. The first time I saw those 
Twin Towers was probably getting 
on the ferry to Staten Island; another 
time may have been on the Circle 
Line boat, which rides around the 
island of Manhattan. When friends 
of the family visited from England, 
they took me along sightseeing; 
that’s when I visited the observation 
deck and took in the magnificent 
view of my city and its harbor.

Fast forward to 1996: My first corpo-
rate job was working for Securacom, 
later known as Stratesec, a security 
integration company which was 
the brains behind the World Trade 
Center Capital Security Improvement 
Project. This was initiated by the 1993 
bombing via a parked truck loaded 
with explosives. The new security 
system would include control devices 
like ID badges and parking passes 
that would allow access to specific 

zones per an individual’s role: tenant, 
visitor, contractor, or Port Authority of 
NY/NJ personnel. Specialized motion 
detector cameras would be activated 
in the parking levels and ground floor 
perimeter if motion was not detected, 
an innovation at the time. We were to 
integrate information using a massive 
Microsoft Access database. 

My role was small; I was part of a 
team led by Chris DelPercio that took 
the AutoCAD drawings by the origi-
nal architects of the Center and added 
the door details. They were very 
simple details really: door elevations 
with small rectangles and circles to 
indicate the hardware. But this is 
where I was first introduced to one 
of the great tenets of door hardware: 
What hand is the door (lock)? After 
a too-brief explanation from Mark 
Berger of Securitech, we found that 
we were going to have to go re-survey 
the site to get this small yet vital 
datum correct. So Eugene Zlotnik and 
I drove from the far northeast corner 
of Jersey to Hoboken and made the 

short hop across the Hudson River. 
So many people cross via the New 
Jersey Transit or Port Authority Trans-
Hudson underground trains, but you 
cannot beat crossing over on New 
York Waterways ferries. The view 
of lower Manhattan was—and still 
is—breathtaking. 

We made this trip many times to 
survey the entire complex: North 
Tower (#1), South Tower (#2), and 
buildings 3-5. Building #6 was the 
federal government’s customs house, 
and #7 was only connected to the site 
via one tunnel, so those were omit-
ted. From the subterranean depths of 
B6, where one could see the bottom 
of the “bathtub” foundation, to the 
observation deck and antenna towers 
on #2 and #1 respectively; from the 
Commodities Exchange in #4 to back 
doors of almost every store in the 
Mall of the World, Eugene and I saw 
nooks and crannies of the site that 
probably only the most veteran Port 
employees and the rats had seen. 
I remember opening a door in the 

Photo Credit: ©iStockphoto.com/Ken Graff
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antenna room of Tower 1 and stand-
ing 107 stories above the ground on 
a tiny catwalk. In one corner of B3 
was a memorial to victims of the ’93 
bombing. I think a door on B5 led 
us to a track on the PATH system. A 
guard in Building #4 let us onto the 
mezzanine of the Exchange, final 
scene of “Trading Places.” And of 
course we checked stairs A, B, and 
C of both towers, walking down the 
flights between sky lobbies.

During breaks and after work, we 
enjoyed being in this city-within-the 
city. For lunch, there were all kinds 
of cuisines available, although most 
of us enjoyed the courtesy of the 
Morgan Stanley cafeteria. When 
the jobsite trailer was moved to 
their lobby, our manager Kenneth 
DelPercio made sure we all ate 
outside, weather-permitting, and on 
summer Fridays, this meant a free 
concert on the plaza. The kids from 
the daycare center also in #5 would 
ride their buggy train to go out 
and play at Battery Park and trick-
or-treated among the shops on the 
lower level.

Later tasked with leading the ID 
badging component of the project, I 
saw yet another side of the world of 
the Center. On Tuesday nights, The 
Windows of the World restaurant 
was a nightclub. Early morning 
breakfast was free at the employee 
cafeteria, located on the basement 
level of the Marriott (B3). We met 
so many employees of Cantor 
Fitzgerald through taking and 
printing their ID photos. 

Later during my time at the 
project, there were some conflicts: 
Which side would the P.A. want 
secure? Then why was an exit device 
scheduled for an inswing door? So 
who would be paying to change 
the swing of the door? I knew the 

answers to some of these, but I 
found that the answers to the others 
were what really set the pace of the 
project. Unfortunately, as it is with 
many projects, the technical aspects 
were outweighed by economic and 
political factors. Eventually I fell 
out of touch with this aspect of 
the project and was not asked to 
renew as an independent contractor 
for either ID badging or door and 
hardware detailing. I was hired on 
at Securitech near the end of 1999, 
and spreadsheets I had sent to Mark 
eventually were updated and used to 
provide the hardware.

I kept in touch with some of the 
security/electrical subs like Neale 
Morris and John Barrigan. Thank 
goodness they were still in Building 
#5 on that Tuesday in September and 
were closest to those “survivor stairs” 
off Vesey as the disaster unfolded. 
It seems petty now, but they were 
upset that the battery backups for 
the IT backbone of the system were 
the last puzzle pieces to be installed 
by the end of the month. Another 
independent contractor still on site, 
Jason from Newark, called later to let 
me know he was okay and related a 
story now familiar to us all as part 
of the legend of 9/11. He told of the 
pedestrian migration uptown, how 
some decided to hide out in Central 
Park, and he and others went west to 
Riverside Drive, where denizens of 
the 79th Street Boat Basin ferried New 
Jerseyites across the Hudson in their 
house- and sailboats.

Although it would seem that all 
the work was in vain, I am proud to 
have been a part of the efforts to safely 
secure the Twins and their siblings.  

About the Author: Maisha Gilyard is a project 
manager for Trebor USA Corp. 



HE WORLD TRADE CENTER, with its gleaming 
twin 110-story towers, adds a new symbol of inter-
national trade to the world-famous Manhattan 

skyline. The principal design elements of the Center 
include two towers, the tallest buildings in the world, 
soaring 1,350 feet above a spacious plaza of almost five 
acres surrounded by other buildings, each with a specific 
function in international trade. 

The entire $650 million complex will be completed 
late in 1973, but the doors of the Center opened to inter-
national businessmen in December 1970, when the first 
tenants moved in.

Surrounding the plaza will be four low-rise Plaza 
Buildings—an enlarged and consolidated United States 
Custom House, two multi-level structures for exhibits 
and other world trade activities, and a hotel for on-the-
spot convenience of people who come to transact busi-
ness. Below the plaza are a great concourse, the relocated 
and transformed PATH railroad terminal, parking 
garages, and other facilities spread over half a dozen 
subterranean levels. 

In all, the World Trade Center occupies a 16-acre site 
in lower Manhattan bounded by West Street and the 
Hudson River on the west, Barclay and Vesey Streets on 
the north, Church Street on the east, and Liberty Street 
on the south.

The Trade Center, when completed, will contain 
approximately 10 million square feet of office space! It 
will accommodate a wide variety of governmental agen-
cies, world trade services, product display areas and 
private business firms engaged in export-import trade. 
Eventually, 50,000 people will be working in the Center, 
as well as 80,000 business and other visitors coming 
to the Center daily. Here, the sale of anything from 
anywhere will be negotiated.

Virtually every phase of World Trade Center construc-
tion involves unprecedented quantities of labor and 
materials. The actual construction of the Center has 
involved the employment of some 5,000 workers at peak 
periods of construction activity.

The quantities of materials required for the Center are 
nothing short of prodigious. More steel will be erected at 
the Center than that required for the construction of the 
Verrazano-Narrows Bridge. The largest single air condi-
tioning system in the world, comprising seven refrigera-
tion machines with a total capacity of 49,000 tons, will 
generate the chilled water for the Trade Center—enough 

BY ROBERT G. RYAN, HAHC

This article was originally 
published in the October 1971 
issue of Doors & Hardware. 
The author, Robert Ryan, HAHC, 
was the editor of D&H at the 
time and is the namesake of 
the Ryan Award, presented 
each year to the author of 
the best technical article 
published in the magazine.

44	 DOORS	&	HARDWARE £ SEPTEMBER 2011

AND
Formerly  HARDWARE  CONSULTANT

O
CT

O
B

ER
,  

19
71

   
   

   
VO

L.
 3

6 
   

 N
O

.  
2

Ph
ot

o C
re

di
t: 

©
 Ja

nk
al

ici
ak

 | D
re

am
st

im
e.c

om



to serve a city of more than 
15,000 homes.  T he 3,000 
miles of wire and the 100,000 
lighting fixtures now being 
installed in the Center repre-
sents enough wire to span 
the country from New York 
to San Francisco and enough 
electrical fixtures to light the 
way every 160 feet. 

These extensive insta l-
lat ions—represent ing the 
most modern technology 
available—will help create 
the ultimate expression of 
Twentieth Century high-rise 
architecture. 

The firm of Charles Kurzon, 
Inc., used to superlatives in 
the construction industry, has 
another achievement to shout 
about, for this New York City 
distributing firm was awarded 
the hardware contract for the 
World Trade Center. 

T h e  c o nt r a c t  f o r  t h i s 
massive project is expected to run well over a million 
dollars; it’s difficult to calculate accurately at this time 
because of tenant changes still to come. 

This concern was well equipped to handle this tremen-
dous project, for it is accustomed to thinking big, having 
furnished the hardware for such large commercial 
edifices as the 50-story Time & Life Building; the 52-story 
Esso Building, now under construction; the 48-story 
Seagram Building; and the five buildings in the Lincoln 
Center complex, to name a few of their Manhattan under-
takings which have tourists looking up as they stroll by. 

There are approximately 40,000 openings in the twin 
towers of the Center.

Thirteen schedules, totaling 2,960 pages, were prepared 
by Edward Singer, AHC—six for Tower A, six for Tower 
B and one for tenant hardware. The reason for the quan-
tity of schedules was because they had to comply to the 
delivery schedule. 

On a project of this proportion, the scheduling of deliv-
ery had to be exact, and every effort was made to comply 
with the precise needs of job progress. Delivery of mate-
rial was set up as follows: 

Delivery Date Tower A Tower B

Lower level to the 16th Floor 4/27/70 11/2/70

17th to 34th Floor 6/17/70 1/18/71

35th to 54th Floor 12/28/70 7/28/71

55th to 74th Floor 4/15/71 11/17/71

75th to 95th Floor 8/23/71 3/22/72

95th Floor to Roof 12/6/71 7/5/72

Under this delivery program, by the time one shipment 
is installed, another is delivered. 

The material for the core only is being drop-shipped to 
the jobsite, where Kurzon personnel open the shipments, 
check for accuracy, and store in a specially assigned 
hardware room. Hardware covering tenant changes is 
brought into the Kurzon warehouse, then reshipped. 

This project has not been saddled with delays due to 
keying demands, because the Kurzon firm furnished 
500 temporary cylinders to be used during installation. 
When permanent cylinders were received, the tempo-
rary cylinders were removed and used elsewhere. This 
procedure has been repeated over and over again, saving 
considerable installation time. 

 SEPTEMBER 2011 £	DOORS	&	HARDWARE	 45

This	is	a	building	project	like		
no	other—in	size,	in	complexity,		
in	revolutionary	concepts.		
The	construction	of	the		
World	Trade	Center	is	sure	to	
provide	a	progressing	spectacle	of	
change	over	a	number	of	years	for		
millions	of	interested	watchers.



The speci f icat ions for 
this project were written by 
Robert E. Rusch, president of 
a consultant firm bearing his 
name. Thomas E. Hennessy, 
keying systems engineer of 
Emhart Corporation, and 
Emanuel Kanner, president 
of the Kurzon firm, conferred 
with Mr. Rusch regarding the keying system, which was 
based on using the regular type six-pin cylinder. 

“This system was so large that it would require 18 
different key sections to achieve over 200 master keys 
and approximately 20,000 different change keys,” 
Mr. Hennessy said. “I explained to Mr. Rusch that, by 
using the Corbin Master Ring Cylinder, we could set 
up a security system for the entire World Trade Center 
using only four key sections instead of the 18 specified. 
This proposal of using the Master Ring Cylinder was 
accepted, and the system is now approximately 25% 
complete.”

Corbin’s #8500 Series mortise locks with special Du 
Sell design knobs in stainless steel, US32D finish were 
furnished for doors in the lobby and key tower areas. 

All other doors in the world’s tallest buildings are 
being quipped with the same Corbin #8500 mortise lock, 
but with a cast stainless steel knob. 

Doors to areas prohibited to the public bear the 
commonplace “No Admittance” sign, but to warn the 
blind of prohibited entry, 156 knobs for locks to be used 
on such doors were knurled on the bottom so that the 
ridges would caution the blind against entry.

The complex is in two parts, the first covering Tower 
A, Tower B and the Sub-Grade portion. For this part, four 
heavy-duty, six-drawer vertical key filing cabinets, the 
Telkee Chancellor, model CDF-1680-S was specified. Each of 
these cabinets is equipped with five keys, all keyed alike. A 
fifth Chancellor drawer file system is also specified for the 
other portion, the Northeast Plaza Building of the complex. 

The five-part indices of the system, which include 
the alphabetical, hook numerical, key numerical, 
cylinder identification coding and master key control, 
is being done on special index forms, designed by  
Robert E. Rusch Associates and approved by the Port of 
New York Authority. 

This portion covers the “core” doors principally. 
Tenant keying will be included in the key control system 
in the future. 

The systems and all keys are under the guardianship 
of the Port of New York Authority’s Security Chief at the 
Center. 

Corbin	#8500	Series	mortise	lock,	with	
Du	Sell	knob,	specially	designed	for	the	

World	Trade	Center

Emanuel	Kanner,	AHC,	looks	over	a		
scale	model	of	lower	Manhattan	which	
shows	how	the	World	Trade	Center	
dominates	the	scene.
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The majority of interior doors in the twin towers are of 
hollow metal 8'6" high and 3' wide. All of these doors are 
being equipped with four hinges to a door. 

Stanley’s #CB1900 and CB1961 Series butts in stainless 
steel, US32D finish are being furnished for doors in the sky 
tower and lobby areas. In quantities that stagger the imagi-
nation, other doors in the twin towers are being equipped 
with Stanley’s FBB179 Series in steel, US26D finish. 

LCN’s 4010, 4110 and 4020 Smoothees are being ordered in 
the thousands, and hundreds of LCN overhead concealed 
closers either with completely concealed arm, 2010 Series, 
or with exposed arm, 5010 Series, also are being furnished. 

Von Duprin’s #5537, #5534K and #5534NL, UL-listed 
fire exit devices in stainless steel, US32D finish are being 
supplied. For pairs of labeled fire doors, Von Duprin’s 
#1237 coordinators are being furnished. 

Primarily for use on doors in the five sub-levels of 
the complex, 1,740 pairs of Bommer’s #U-4½ spring 
hinges, steel, single acting, with prime coat finish were 
ordered. Doors to trucking and receiving areas are being 
equipped with Bommer’s #170 x 270 industrial type 
spring steel door bumpers with prime coat finish. 

Other products being furnished within the vast 
complex include: Corbin’s #2846 flush bolts and #3846 
automatic flush bolts; Quality Hardware’s #161 modified 
door pulls, #40 push plates and #311 and #312 door stops; 
and pairs of special stainless steel offset door pulls, fabri-
cated by Builders Brass Works. 

The programming of the World Trade Center empha-
sizes the need for making the most efficient use of time, 
material, space and manpower. 

This emphasis on performance carries over into satis-
fying tenant changes for the twin towers. No delays are 
experienced in providing tenant hardware because of an 
arrangement whereby the Port of New York Authority, 
usually every two months, places an order and secures 
prompt shipment of the following material:

Quantity Material

2,000 pr.  Stanley’s #FBB179 4½ x 4½ butts

250  Corbin locksets #125-8551, 
 entrance locks for tenant offices

1,000  Corbin latchsets #830-410

500  Corbin closers #5005-3

1,000  Corbin door stops #384½ 

The Kurzon firm always is one order ahead of the 
Port. When the distributing firm delivers one order from 
stock, another such order is received from the factories 

involved and held in inventory until needed by the Port. 
A master schedule, which adheres to the bulk purchase 

order, exists and is modified when necessary to satisfy 
the particular needs of a tenant.

As has been done in the core, temporary cylinders are 
used for tenant changes, then replaced when permanent 
cylinders are received. 

The schedule calls for the first tenants to occupy approx-
imately 600,000 square feet of space in 1971 (approximately 
350 tenants have already moved into Tower A); some 4½ 
million square feet of rentable office space will be made 
available for tenancy in 1972, in addition to which 3½ 
million square feet will be completed; and in 1973, the 
balance of the space will be made available. 

The stakes are big in a job of such magnitude. It’s obvi-
ous that financing quantities of material for such a huge 
project takes capital. 

The Kurzon firm licked this problem by signing a 
contract with the Port of New York Authority as a materi-
als supplier. Under the terms of this contract, the concern 
submits each month to the Port an application for payment 
of 90% of the total in dollars of all material shipped for the 
project during the month under consideration. 

World trade is the lifeblood of the Port of New York. 
Ever since the Dutch first settled Manhattan Island, the 
New York-New Jersey metropolitan area has served as 
the major gateway for trade moving between the Old 
World and the New World. 

All this movement of cargo means jobs for thousands 
upon thousands of New York and New Jersey citizens. 
As a matter of fact, studies made by the Port of New 
York Authority indicate that one out of every four people 
living in the metropolitan area owes his livelihood to 
this flow of international commerce.

The promotion and protection of this trade is one of the 
responsibilities assigned to the Port Authority by the states 
of New York and New Jersey in 1921. The World Trade 
Center represents a major step forward in assuring that the 
bi-state Port of New York will continue to be a focal point 
for the movement of international trade. The Port Authority 
is building the World Trade Center in accordance with 
legislation enacted by the two states in 1962. 

Two leading architectural firms, Minoru Yamasaki & 
Associates of Troy, Michigan, and Emery Roth & Sons of 
New York City, were engaged by the Port Authority in 
September 1962 as architects for the World Trade Center. 
In January 1964, they completed their preliminary  
architectural plan. 
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Mr. Yamasaki’s achievements have received international 
recognition as outstanding examples of contemporary archi-
tecture. At the time he accepted the World Trade Center 
assignment, he described it as “The most exciting thing we 
or anyone else in the architectural profession will have the 
opportunity of working on for a long time to come.”

Emery Roth & Sons, one of New York’s leading 
architectural firms, who have designed some 60 of 
Manhattan’s most important buildings, described the 
World Trade Center project as “One of the most challeng-
ing and gratifying in our long experience.”

In their design for the World Trade Center, the archi-
tects have solved major problems in cost, structural 
design and vertical transportation to produce a self-
supporting facility of unparalleled magnitude. 

The architectural treatment of the plaza buildings 
features textured exteriors of precast concrete of a deep 
gray-brown hue with bronze colored anodized metal 
spandrels and vertical mullions to complement the 
brightly polished metallic finish of the towers. 

The design also includes a landscaped West Street 
entrance to the North Tower Building. This feature 

makes it possible to integrate the architectural plan for 
the World Trade Center with the development of the 
Hudson River waterfront after the West Side Highway is 
depressed, as proposed by the New York City Planning 
Commission.

The most outstanding feature of the architectural plan 
is the twin 110-story towers. The two towers, each 209 
feet square, are faced with an aluminum skin. 

At their base, the exterior columns of the tower build-
ings are spaced at 10-foot intervals. As the columns rise 
to a height of 40 feet, they gracefully separate into three 
columns, each 3'4" apart, forming the normal building 
module. These columns serve as dramatic frames for 
floor-to-ceiling windows, each 22" wide. The columns 
terminate in a delicate tracery at the crown. The spacing 
of the columns at the lower portion of the tower build-
ings allows a visual tie-in between the towers’ main 
lobbies and the plaza. 

Most of the World Trade Center site is man-made 
land. In George Washington’s time, Greenwich Street 
was the shore line. What is now West Street was under 
water. But gradually the Hudson River was pushed back.  
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As new docks were built, property owners filled over the 
old structures. And as a by-product of restless changes 
and development, with men creating new land all the 
while, burying abandoned wharves and even old sailing 
ships, the bulkhead line has marched 700 feet west in the 
course of a couple of centuries. 

Interesting as this may be to the archeologist and local 
historian, it causes a hideous problem in foundation 
construction. For the bedrock of Manhattan is 70 feet below 
all these layers of rubble, soft river silt, sand, gravel, boul-
ders, and the welter of obstructions left by forgotten people. 

Before excavating for foundations, there has to be prep-
aration. The 164 buildings on the site were removed, yet 
not all at once. One of the basic imperatives was that the 
PATH railroad to New Jersey, with its station underneath 
the Hudson and Manhattan structures, must serve the 
commuters as usual until a new terminal was completed. 

Next came another complexity. The man-made geology 
from Greenwich Street to Hudson River is not only an 
ancient and uncertain accumulation of generations, it is 
also a maze of utility installations—telephone and elec-
trical cables, fire alarm wires, pneumatic tubes, and gas, 
steam, water and sewer lines. Every one of them has to 
be relocated. 

The foundations to support the World Trade Center 
buildings are gigantic. These are the strong shoulders, 
resting in a bedrock 70 feet below ground surface, which 
carry 1,250,000 tons of buildings. 

In the area which contains the twin 110-story towers, 
more than a million cubic yards of earth, rock and subterra-
nean miscellany were removed to make way for a basement 
980 feet long, 510 feet wide and 70 feet deep which provided 
for a new and bigger PATH station, mechanical rooms, stor-
age rooms for tenants and parking space for 2,000 cars. 

But before the start of excavation, the whole eight-block 
area required underground walls down to and into the rock 
to withstand the external water and earth pressure and to 
prevent the undermining of adjacent buildings and streets. 

Because of the anticipated difficulty of building conven-
tional foundations within this area, the Engineering 
Department of the Port Authority used the “slurry wall” 
foundation system, a method first used in Italy and since 
used in Canada. 

In the slurry wall system, excavating equipment was 
used to dig a trench 36" wide from grade to bedrock. 
This trench, constructed in segments 22' long, was placed 
around the entire periphery of the site. As the trench was 
dug, a Bentonite slurry was poured into it. The slurry, 

which is a viscous semi-fluid material, served to brace the 
wall of the trench to prevent its collapse and tended to seal 
the trench against ground water intrusion. After the trench 
had been extended to bedrock, a chopping bit was used to 
extend the trench into the rock. A pre-assembled cage of 
reinforcing was then lowered in the Bentonite-filled trench. 
Next, tremie concrete was placed within the trench. The 
concrete displaced the Bentonite, which flowed from the 
trench, where it was collected, cleaned and made available 
for re-use. In this way, a reinforced concrete wall keyed 
into bedrock was constructed around the entire site. The 
site area was then drained. Because of the impervious wall, 
ground water level in the adjacent areas was not affected, 
and damage to adjacent structures did not occur. 

The area was then excavated. When an excavation level 
10 feet below existing grade was reached, the concrete wall 
was braced by drilling through it on a diagonal line from 
the interior to rock and placing preassembled wire preten-
sioning units in the bore holes. These were socketed in to 
the bedrock and then jacked against the wall to permit it 
to carry the earth pressure against its exterior face. 

These diagonal braces, which are temporary, were added 
at every 10-fooy level. They were replaced in the final 
structure by the finished floors which assist the wall in 
reaching the lateral pressure. The tiebacks were then aban-
doned. This system of construction permitted a detailed 
and thorough examination of rock surfaces before the 
placing of the tower foundations. In this way, the allow-
able bearing stresses of the rock may be calculated with 
the certainty required for these monumental structures. 

The towers of the World Trade Center are not only 
physically striking—a pair of 209-foot squares with 
almost an acre of space on each of the 110 floors, rising 
1,350 feet in a sheer, uninterrupted line—they are differ-
ent in that the structural design of the towers uses the 
exterior wall as the load-bearing wall. Most of the steel 
is on the outside, instead of inside. The only interior 
columns are in the core, which contains the elevators. 
Thus, there is a maximum open, column-free floor space.

The outer wall carries the building’s vertical loads and 
provides the entire resistance to wind. It consists of closely 
spaced vertical columns tied together by massive horizon-
tal spandrel beams which girdle the towers at every floor. 
On the inside of the structure, the floor sections consist of 
trusses spanning from core to outer wall. 

In effect, the builders erect a huge four-sided lattice, 
bound together for enormous strength. The tower build-
ings, literally, are gigantic square box beams.
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Each tower building is divided into three zones. 
Each zone has its own lobby. Zone One’s lobby is on 
the concourse, one level below the plaza; Zone Two’s 
skylobby is on the 44th floor; Zone Three’s skylobby is on 
the 78th floor. Express cars from the concourse, each with 
a capacity of 55 persons and the fastest of their size ever 
built, serve the skylobbies. Here, the passengers transfer 
to local elevators. The system is the same as that of hori-
zontal mass transit, which separates express and local 
runs. No trip requires more than two minutes in total.

This makes for efficient use of floor space. Elevator 
shaft requirements are reduced by limiting local runs 
to one-third of the building. Thus, in effect, three local 
elevators operate at different levels within a single shaft.

Sidewalk superintendents had a fascinating experience 
as they watched eight “kangaroo” cranes busy at work 
atop the fast-rising towers that now dominate the skyline 
of the Port of New York. 

The cranes, in the elevator shafts at the corners of the 
core, lifted 90,000 tons of steel up the sides of each tower 
building as construction steadily rose day by day.

These kangaroo cranes are extraordinary pieces of 
equipment. Each one can lift a 50-ton load at one time. The 
pedestrian at ground level sees perched high up in space 
a long tentacle-like boom, a tiny operating cab and a coun-
terweighted after section.

Presently, the interested layman begins to ask ques-
tions. For instance, how can the cranes always remain 
above the top level, apparently raising themselves as the 

tower buildings keep going up and up? The cranes are 
ingeniously able to “jump” upward and thus literally 
keep on top of construction. This explains how the cranes 
came to be called kangaroos.

As the watcher can see from the street below, the 
kangaroo cranes are considerably above the top working 
level. In fact, they sit on thin braced steel structures—12 
feet square and 120 feet high. However, the lower two-
thirds of this structure fits into the elevator core area like 
a sword in a sheath, with the steel columns in the core 
area forming the sheath. The kangaroo crane is on top of 
the stub that sticks into the air. 

When the building walls rose to the height of the 
cranes, it was time for the kangaroo equipment to “jump” 
upward again. Tremendous diesel-driven hydraulic jacks 
go to work. In three successive heaves, a dozen feet each 
time, the more than 200 tons of crane and braced tower 
are lifted to a new position straddling the construction. 
The process was repeated over and over as the tower 
buildings rose. 

After placing the final piece of steel at the top of the 
1,350 foot high tower, the kangaroo cranes finished their 
slewing, luffing and lifting. How were they brought 
down to the ground again? Simple. Three cranes were 
dismantled and lowered by the fourth. Then the last 
kangaroo was disassembled and brought down piece by 
piece. The job was done.  
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Four	large	“kangaroo”	cranes	were	used	to	build	each	1,350	foot	high	Tower	Building	
of	the	World	Trade	Center.	The	giant	cranes	raised	90,000	tons	of	steel	into	place	in	the	
North	Tower	Building.	Hydralic	jacks	on	the	bottom	of	the	120	foot	high	supporting	
towers	of	each	200	ton	crane	pushed	the	crane	upward	as	the	work	progressed.	How	
would	these	cranes	with	their	majestic	100	foot	long	booms	ever	get	down?

After	three	of	the	large	cranes	were	lowered	in	sections,	the	derrick	was	raised	onto	
the	top	of	the	tower	by	the	last	crane.	This	special	equipment	is	an	American	Guy	
derrick	with	a	123	foot	mast	and	110	foot	boom.	Lifting,	and	lowering,	power	was	
provided	by	a	20	ton	hoist	made	by	the	Skagit	Corporation,	a	subsidiary	of	the	Bendix	
Corporation.	This	new	equipment	provided	part	of	the	solution	to	the	problem.
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tairwell doors are often locked 
on the stair side to prevent 
unauthorized entry into 

tenant spaces. The term stairwell reentry 
refers to the code requirements that 
allow a building occupant to leave a 
stairwell during a fire emergency and 
find another exit. If stairwell doors do 
not allow for reentry and a stairwell 
becomes impassible, it can jeopardize 
the lives of those using the stairwell as 
a means of egress. There are quite a few 
myths surrounding this requirement, 
which I will address here. 

Myth	1:	Only	high-rise	buildings	are	
required	to	comply	with	stairwell	reentry	
requirements.
Fact: There have been many changes to 
this section of the code in the last 10 years, 
which is why there is so much confusion 
surrounding it. The 2000 edition of the 
International Building Code (IBC) and 
the model building codes that existed 
prior contained reentry requirements for 
high-rise buildings but required passage 
sets for stair doors that were not in high-
rise buildings. The 2003 edition of the 
IBC added an exception, which allowed 
mechanical locks on stair doors if the 
stair was serving four stories or less. In 

the 2006 edition of the IBC, that exception 
was changed to require remote unlocking 
from the fire command center or a loca-
tion inside the building’s main entrance, 
effectively removing the exception for 
mechanical locks. This language remains 
unchanged in the 2009 edition of the IBC. 
Although NFPA 101 – The Life Safety Code, 
and NFPA 5000 – The Building Construction 
and Safety Code do allow mechanical locks 
on stair doors serving four stories or less, 
this only applies to buildings where one 
of these codes is being enforced. The 
IBC is currently the predominant build-
ing code for most jurisdictions, and the 
majority of buildings must be built in 
accordance with the IBC. 

Myth	2:	The	door	to	every	fifth	floor	must	
be	unlocked,	but	the	doors	to	the	rest	of	
the	floors	can	be	locked.
Fact: The requirement for every fifth 
floor to be unlocked is part of the 
“selected reentry” conditions in NFPA 
101 – The Life Safety Code and NFPA 
5000 – The Building Construction and Safety 
Code. This section requires at least two 
doors in a stair to be unlocked and no 
more than four locked floors between 
unlocked floors; either the top or next-
to-top level must be unlocked and must 

Stairwell Reentry 
Requirements

S
BY LORI GREENE, AHC/CDC, CCPR

DECODED:

From the well-known blog 

idighardware.com, 

Lori Greene brings some 

much-needed clarity to 

codes.
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allow access to another exit, the doors 
allowing reentry must be marked as 
such, and doors not allowing reentry 
must have signage that indicates 
the closest unlocked door in each 
direction. Again, this only applies to 
buildings where one of these codes 
is being enforced; the IBC does not 
include the selected reentry option. I 
have only seen selected reentry used 
on one project that I have specified, 
and in my opinion, the codes were 
being creatively applied in that case.

Myth	3:	A	fail-safe	electric	strike	can	
be	used	on	a	stair	door	to	provide	
reentry.
Fact: Stair doors providing reentry 
must have a fail-safe lock or fail-safe 
exit device trim that unlocks the 
lever handle upon fire alarm/power 
failure but does not unlatch the 
door. A fail-safe electric strike will 
not maintain the positive latching 
required for fire-rated doors, and 
the pressure from a fire could push 
the door open, allowing smoke and 
flames to enter the stairwell. The IBC 
specifically states that stair doors 
must unlock “without unlatching.”

Myth	4:	The	stairwell	reentry	require-
ments	state	that	stair	doors	must	
unlock	automatically	upon	fire	alarm.
Fact: There is a slight distinction 
between codes, but the IBC states 
that the stair doors must be “capable 
of being unlocked simultaneously without 
unlatching upon a signal from the fire 
command center, if present, or a signal by 
emergency personnel from a single loca-
tion inside the main entrance to the build-
ing,” while NFPA 101 states that “an 
automatic release that is actuated with 
the initiation of the building fire alarm 
system shall be provided to unlock all 
stair enclosure doors to allow re-entry.” 
The same type of hardware—fail-safe 

locks or fail-safe exit device trim—is 
used in either case, but the fire alarm 
interface will be different. Please note 
that there are additional require-
ments for two-way communication 
in the stairwell when stair doors do 
not allow free access at all times. 

Myth	5:	Both	sides	of	a	stair	door	can	
be	locked	as	long	as	the	door	unlocks	
upon	fire	alarm.

Fact: I can’t count the number of 
times an architect or end user has 
asked me to specify hardware for 

Code Section Mechanical	Locks Selected	Reentry Electric	Locks

NFPA 101 7.2.1.5.7
Allowed on stairs 
serving four 
stories or less

Yes, refer 
to code

Automatic release 
actuated by the 
fire alarm system

NFPA 
5000

11.2.1.5.2
Allowed on stairs 
serving four 
stories or less

No
Automatic release 
actuated by the 
fire alarm system

IBC 2009
1008.1.9.10 
and 
403.5.3

Not allowed No

Unlocked by signal 
from fire command 
center or location 
inside building 
main entrance

IBC 2006
1008.1.8.7 
and 403.12

Not allowed No

Unlocked by signal 
from fire command 
center or location 
inside building 
main entrance

IBC 2003
1008.1.8.7 
and 403.12

Allowed on stairs 
serving four 
stories or less

No
Unlocked by 
signal from fire 
command center

Cook County Administration Fire: 

On October 17, 2003, a fire started in a supply room on the 12th floor of the 
35-story Cook County Administration Building in Chicago’s Downtown Loop. 
The fire was relatively small, but the supply room was adjacent to one of the 
two stairwells in the building that employees could use to evacuate during 
emergencies. Responding to the fire with 135 firefighters and paramedics and 
45 pieces of equipment, the Chicago Fire Department successfully contained 
and extinguished the fire, but six civilians died from smoke inhalation. To 
attack the fire, firefighters opened a door that connected the supply room to 
the building’s southwest stairwell, giving them access to the flames, but also 
letting smoke escape into the enclosed stairway. Simultaneously, workers 
were attempting to evacuate the building down the same stairwell, where 
smoke was now rising as if in a chimney. When the evacuees turned back to 
exit the smoke-filled stairwell, they found that the doors back into their offices 
were locked. Luckily an employee on the 27th floor had placed a doorstop in 
the stairwell door, allowing many of the trapped people to escape the smoke. 
After the fire was contained, however, firefighters found the bodies of 13 
workers who did not make it up to the 27th floor. Fire department personnel 
revived seven of the victims, but the remaining six suffocated in the stairwell.
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Plan Room    Brief
Board of Governor’s (BOG) Election
DHI members can help shape the future of their association 
by voting in the 2012 DHI BoG election. Beginning at 8 am 
(eDt) on august 1, 2011, you have the opportunity to select 
additional members for the Board of Governors who will guide 
the Door and Hardware Institute. Seven candidates are being 
considered for four vacant board positions. each candidate 
brings unique qualifications and aspirations for the association.

Vote online at votenet.com/dhi. review the board slate and 
personal biographies; then cast your vote by october 1, 2011. 
eligible voting members have until 11:59 pm (eDt) october 1 to 
cast a ballot.

IAS Standard AC415 Update
the International accreditation Service (IaS) is developing a 
new standard that establishes the minimum requirements 
for companies performing inspections of fire door assemblies 
in accordance with NFPA 80, Fire Doors and Other Opening 
Protectives (2007 edition). 

In april, IaS held a public hearing at which aC415 was 
considered for acceptance and subsequent release. the IaS 
accreditation Committee tabled its decision to accept aC415 as 
a new standard until that work is completed. In June 2011, the 
IaS reconvened to further discuss how it will move forward on 
this issue. More details on aC415 and its impact on DHI’s FDaI 
program are in this issue of The Plan Room.

Foundation Educates VFPA Members
the Door Security & Safety Foundation conducted a half-
day class, “Fire-rated Doors and Hardware—a Guide to Field 
Inspections,” for 150 attendees from the Virginia Fire Prevention 
association (VFPa) in Virginia Beach, Va. Comprised of fire 
officials from every jurisdiction in Virginia, VFPa members actively 
inspect and approve the inspections of fire-rated openings.

Learn more about the Foundation’s efforts to advance 
awareness of fire door inspections across the u.S. in The Plan 
Room newsletter.

Being In-The-Know AND Networking
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!

Follow each of DHI’s twitter accounts for the latest on the 
openings industry:

• DHIorg for details on all DHI-related news, events and 
activities.

• DHIconf for all conference-specific news, updates, deals and 
giveaways.

• DandHmagazine for Doors & Hardware magazine features 
and insights.

• DSSFoundation for all Door Security & Safety Foundation-
related activities and updates.

• DHIFDaI for news, information and advances on DHI’s FDaI 
program. 

4-1-1 on Particip-ACTION! 
Particip-aCtIon is a point-based program that challenges 
each chapter to earn points throughout the year for activities 
and events. Chapters accumulate points throughout the year, 
culminating with national recognition and an award for the 
top-producing chapters. Chapters compete with each other 
to showcase their accomplishments and successful programs 
throughout the year. 

Particip-ACTION Leader Board
the Wisconsin, Georgia, Buckeye, new York and new england 
chapters aren’t out of the running to earn top honors, but check 
out this issue of The Plan Room to see which chapters are in 
contention for the coveted top four spots!
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a door that is locked all the time 
except during a fire alarm. If a door 
is a required egress door, there are 
very limited applications that would 
allow this—NFPA 101 lists excep-
tions for certain existing occupan-
cies, buildings permitted to have a 
single exit, and certain healthcare 
and detention/correctional occupan-
cies. Most stair doors must allow 
free egress from the non-stair side 
at all times, and if there is a need to 
limit egress, the two options would 
be delayed egress hardware, which 
delays egress for 15 seconds, or an 
alarm to discourage use of the door. 
Note that delayed egress locks are 
not allowed in every occupancy 
type, and there are additional code 
requirements for doors equipped 
with delayed egress locks.

 

Myth 6: Stair discharge doors  
opening to the exterior must unlock  
automatically upon fire alarm to 
allow firefighter access to the stair. 

Fact: The IBC specifically states 
that “stairway discharge doors shall be 
openable from the egress side and shall 
only be locked from the opposite side.” 
There is no requirement in the IBC or 
NFPA 101/5000 for the exterior doors 
to automatically unlock and provide 
firefighter access, although it may be 
required by some local jurisdictions. 
Unlocking these doors automatically 
upon fire alarm would impact the 
building’s security, and there are 
other ways for firefighters to gain 
access. If remote release of the stair 
discharge doors is required by a local 
jurisdiction, I would highly recom-
mend that these doors be controlled 

by a switch at the fire command 
center, rather than unlocked auto-
matically upon fire alarm.

Stairwell reentry is an important 
feature of life safety, and the require-
ments are often misunderstood or 
stair doors modified after the build-
ing is completed. With proper atten-
tion and education, tragedies like the 
death of six people in Chicago’s Cook 
County Administration Building 
(2003) may be averted.  

About the Author: Lori Greene, AHC/CDC, 
CCPR has been involved in the door and hard-
ware industry since 1986. She is currently the 
Specification Team Lead for Ingersoll Rand 
Security Technologies. Lori holds a degree 
in Architecture and Building Engineering 
Technology from Vermont Technical College and 
is a member of the NFPA and ICC.
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Door and Hardware Institute



60	 DOORS	&	HARDWARE £ SEPTEMBER 2011

INDUSTRY In the Know
A Focused Resource Highlighting Industry Events that Are Impacting You and Your 

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

YOU’VE HEARD THE EXPRESSION 
“It takes a village….” Ask anyone 
who is involved with DHI in any 
capacity—instructor, board member, 
committee member, staff—and they 
will tell you that it takes a village to 
run DHI. But just how large a village 
would come as a surprise to most 
members, and even many volunteers. 

Among those most surprised are 
incoming board members. On a local 
level, it’s difficult, if not impossible, 
to see the myriad of projects that are 
ongoing at DHI and the number of 
hours that are committed to advancing 
these projects by both volunteers 
and staff. But as new board members 
are brought up to speed on DHI’s 20 
different committees and task forces, 
they regularly make a comment similar 
to new Board of Governors member 
Rick Calhoun, who said, “I never knew 
there were so many committees, task 
forces and volunteer opportunities 
within DHI and the Foundation!”

As difficult as it is for those outside 
of the inner workings of DHI to see just 
how large our “village” is, we realized that 
those who have recently become board 
members could give us valuable insight 
into just how different the view is from 
the inside. We interviewed four of our 
newest board members: Al Hilkert of 
Botzum Brothers Hardware, Mark Berger 

of Securitech, Jon Laing of ASSA Abloy, 
and Rick Calhoun of Walters & Wolf. 

The first thing we wanted to know was, 
“Have your perceptions of DHI staff/
leadership/Board of Governors (BOG) 
changed since you joined the BOG and 
became more involved? If so, how?”

“I knew that the officers committed a 
great deal of time to DHI,” said Al Hilkert. 
“I was still surprised at how much time 
and effort the president and other officers 
spend on the job. I bet that between the 
president and the president-elect, they 
spend 2,000 hours a year on DHI.”

“In participating in my first BOG 
meeting, I was pleasantly surprised by 
how everyone in the room was given as 
much time as needed to express their 
opinion, regardless of how their point of 
view may be viewed by the others,” said 
Rick Calhoun. “Leadership took everyone’s 
feedback seriously, and I felt the voting 
process on every item and issue reviewed 
was handled fairly. Not everyone got what 
they wanted, but everyone was heard. We 
were also constantly reminded to keep 
our ‘employer’s hat’ outside the door and 
focus on the overall membership’s needs 
before our own interests. I felt the group of 
individuals present did a really good job at 
that. I came back from the meeting feeling 
really good about the potential being 
involved in DHI at this level could bring to 
our membership. Everyone should know 

there are some really good people involved 
who care about where DHI is heading.”

“My involvement with the BOG 
has reinforced my perception of DHI 
staff as being hard-working, focused, 
and driven to continue to advance the 
overall professional image of the door 
and hardware industry on behalf of 
our membership,” said Jon Laing.

“I’ve worked on and off with DHI 
staff for 20 or so years, so I was 
hardly surprised by the high level 
of professionalism that I saw when 
I attended my first board meeting,” 
said Mark Berger. “I’ve always known 
DHI staff to be exceptionally caring 
and detail-oriented, and it clearly 
showed in the presentations that were 
made in the board meeting and their 
care in distributing the information 
before meetings so board members 
could review material beforehand and 
be better prepared to comment.”

The next question we asked was, 
“Are there any DHI programs or 
initiatives that you were unaware of 
prior to joining the BOG but have 
since learned about and feel we should 
highlight more for our members?”

We felt that this question was 
particularly important. From the FDAI 
initiative to the annual conference to 
the new online education program, 
DHI has a number of tools available to 

DHI: The View  
from the Inside
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members to advance their companies 
and careers. Information about these 
programs is regularly included in 
The Plan Room, Doors & Hardware 
magazine, the e-newsletter Industry 
Watch and on our website, but with 
so many courses, programs and 
new initiatives, it’s sometimes a 
struggle to include them all! And if 
information about these programs 
isn’t reaching members, how are they 
going to take advantage of them? 

“Are there programs I was unaware of? 
No,” said Mark Berger. “Are there DHI 
programs that I feel should be better 
communicated to members? Yes. The 
online education that is moving forward 
and the continuance of communication 
through social media is something more 
DHI members should take advantage of.”

The online education program Mark 
references was launched this spring 
and is currently ending the BETA 
testing of two instructor-led classes. 
Staff is now focused on implementing 
and releasing an expanded course 
selection that will allow students to 
have convenient online access to DHI’s 
classes. Courses are offered in two 
formats: either a self-paced format 
or a live instructor-led format. 

In self-paced courses, students proceed 
through the archived curriculum at their 
own pace. For instructor-led courses, 
students are guided by instructors 
during weekly “live” sessions that meet 
via the Online Education System. 

Typically, live  instructor-led courses 
are conducted over a 7-8 week period 
(depending on how the class goes). 
Periodically during the term of the 
class, students and instructors meet live 
via webinar to go through the instructor-
led portions of the course. In between 
the meetings, students are tasked 
with working on portions of the class 
specification and submitting their work 
throughout the duration of the class. 

For a complete list of online courses 
available, price information and 
detailed course descriptions, visit www.
dhi.org and click on “Education.”

“I would like to see DHI make all 
the committees and their volunteer 
positions more available, explain in 
detail what is involved, and how to 
volunteer,” said Rick Calhoun. “I believe 
the membership wants to see new 
blood inserted in to this organization 
along with the many highly qualified 
individuals we currently have. I am 
not sure our members know how to 
get involved. This could help to revive 
enthusiasm and participation at all 
levels. Our leadership needs and is 
looking for new people to get involved. 
This would bring new perspectives to 
both new and old challenges we have. 

“I would encourage every member 
to reach out and get involved at some 
level,” he continued. “I never expected 
to be involved at this level within our 
industry, but now that I am, I have been 
very impressed with the dedication 
I have seen. I know our processes 
and decisions are not perfect, but 
sitting back and complaining about 
them is not the answer. If you have 
something to share, no matter the 
topic, I have witnessed that you are 
given an ear in this organization.”

This led to the last question we asked 
our newest board members, which 
was, “What new value do you feel DHI 
brings to your career/company, and 
how could that value be increased?” 

“I have been personally very involved 

in our FDAI program and the awareness 
efforts the Foundation is heading,” said 
Rick Calhoun. “Our industry really 
needs to work together at all levels in 
getting this program implemented. We 
can’t just sit back and wait for the phone 
to ring with inspection requests and 
material replacement orders. If we do, 
we will be waiting quite a while longer. 
The Foundation is doing what it can, 
but it has limited resources and funds to 
do everything that could be and needs 
to be done. Many parts of the country 
are really close to getting this up and 
running. It would be a shame to let what 
momentum we have been able to muster 
so far slow down. Find out what part 
you can play to help in this important 
effort. It has real potential to make an 
impact and provide value to us all.” 

“One way to grow as a professional 
in any industry is to get involved on a 
local, regional or national level,” said Jon 
Laing. “DHI provides opportunities for 
everyone to get involved if they choose to 
do so. I have grown both personally and 
professionally as a result of the people I’ve 
met and the projects I’ve been involved 
in with DHI over the years. I encourage 
everyone to challenge themselves to get 
involved on some level with DHI.”

In spite of the incredible talent and 
dedication of our current volunteers, 
the village that is DHI is always looking 
for individuals willing to help us work 
on new initiatives and maintain our 
current ones. Whether you volunteer 
for a year or a lifetime, you’re making 
a difference in your industry! •

Interested in becoming a volunteer? 

Getting involved is easy! Visit www.dhi.org/INDUSTRY/about/committee.php 

and read the descriptions on our current list of committees to see where you 

might want to contribute your industry expertise. Then call 703/222-2010 or 

email membership@dhi.org. We’ll answer all of your questions and find a way 

for you to contribute your talents and experience to advancing this industry 

and your association!

http://www.dhi.org
http://www.dhi.org
http://www.dhi.org/INDUSTRY/about/committee.php
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Michael O’Connor was born in  
New Britain, Connecticut, and grew up in the 
shadow of Stanley Works, Corbin Hardware, 
and Russwin Hardware. “Those were the 
corporate opportunities after college,” O’Connor 
remembers. “Everyone in New Britain knew that 
if you were successful in getting hired at one of 
the hardware manufacturers, you could have 
a career for life. I guess that was an old-school 
belief to work for one company forever.” 

O’Connor was able to secure a position as 
a sales trainee at Russwin Hardware in 1983, 
and over the next several years, he worked diligently to learn every aspect of the 
industry with the help of his industry peers. “I have been very fortunate to have 
many industry mentors over the years—really smart people from manufacturing, 
sales, distribution and vendors,” he says. “Any success I have is truly shared with 
the people I have been associated with during my career. “

O’Connor became a corporate member of DHI in 1987 but admits to having very 
little involvement with the association and subsequently missing the value that 
membership offered. “My DHI membership value was directly related to the amount 
of effort that I put forth in the membership, which was minimal,” he remembers. 
“I started getting active in DHI about 10 years ago in committees, both local and 
national. My opinion of DHI dramatically changed the more active I became.”

Today, O’Connor’s list of committee involvement includes several years of 
volunteering on the national DHI Conference & Expo committee, the Editorial 
Committee, and the Independent Sales Agents Committee. He’s also active in his 
local Connecticut Chapter and served two years on its board.

“Without participation, it is impossible to become intimate with the organization 
or understand its true value,” he says. “Can you be successful in this industry 
without becoming a DHI member? Yes, you can, but maybe you can be more 
successful in the industry by participating in the DHI membership.”

Although O’Connor didn’t end up working at the same company for his entire 
career, he certainly found a lifelong career that he enjoys. As a partner at the 
independent sales representative agency of Stoessel, Sedgwick and O’Connor, LLC, he 
finds the daily interactions with his customers and manufacturers truly rewarding.

As he says, “Doors and hardware may not be the most glamorous career path for 
the next generation, but its opportunities are endless.”  •

Michael W. O’Connor
Stoessel, Sedgwick and O’Connor, LLC
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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

• Liberty Island and Ellis Island Tour (Wednesday)  $63

• 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 703/222-2010.

Registration pricing does not include costs for housing or optional events.

REGISTRATION INFORMATION

REGISTER NOW!
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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

	 Advance Special Standard
RegistRation Fees Through 8/31/11 After 8/31/11

Full ConFerenCe PACkAge
member/Non-member Fee $150/$250 $200/300 = $ _________
Non-exhibiting manufacturer Fee $200/300 $250/350 = $ _________

TeAm PriCing (DiSTribuTorS AnD SAleS AgenTS only)
member/Non-member Fee $750/$1,100 $950/$1,315 = $ _________

one-DAy PASS	
Wednesday – member/Non-member $100/$150 $125/$175 = $ _________
thursday – member/Non-member $100/$150 $125/$175 = $ _________

exPo-only PASS (Distributors & Sales Agents only.)	
Wednesday $25 $35 = $ _________
thursday $25 $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 = $

Liberty island and ellis island tour (Wednesday 10/26)  x $63/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:
august	31,	2011
Final day to receive advance 
special registration fees.

septemBer	23,	2011
housing cut-off.

septemBer	27,	2011
Final day to receive “early Bird” 
tuition discount.

oCtoBer	5,	2011
deadline for registrant’s name 
to appear in the Conference 
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



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 smoke-
free, 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.

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

LAST NAME FIRST NAME

AFFILIATION/COMPANY

STREET ADDRESS/P.O. BOX NUMBER

CITY STATE/PROVINCE ZIP/POSTAL CODE COUNTRY 

DAYTIME PHONE NUMBER EXT. HOME PHONE NUMBER

FAX  EMAIL

1.	 ROOM	ASSIGNMENT: Rooms are assigned on a first-come, first-
served basis. Room rates do not include applicable tax and hotel 
fees. Suite information may be obtained by calling DHI Housing at 
888/872-8899 or emailing dhihousing@conferencedirect.com.

 ARRIVAL:  Day ___________________ Date ___________________

 DEPARTURE: Day ___________________ Date ___________________

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

	 Sheraton	New	York	Hotel	&	Towers
 q $249 Single q $269 Double q $289 Triple q $309 Quad

	 Club	Level	(limited	availability):
 q $329 Single q $349 Double

	 Type	of	Room*:
 q King q Double q Triple  q Quad

	 Room	preference(s):	
 q Wheelchair-accessible room q Rollaway 
 q Adjoining room  q Other: ______________________

 * We will attempt to accommodate your request; however, room types and special 
requests are NOT guaranteed. The Sheraton New York is a non-smoking facility.

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

 A)

 B)

 C)

2.	 ROOM	RATES/TAXES: In order to take advantage of the DHI rates, 
be sure to book your reservation by Friday, September 23, 2011. 
After this date, the official DHI block will be released, and the hotel 
may charge significantly higher rates. Room rates are valid three (3) 
days before and after the Conference, based upon availability. Rates 
are subject to applicable taxes and hotel fees. 

3.	 ACKNOWLEDGEMENTS: Acknowledgements will be sent to 
the email address or fax number noted above. Please check your 
acknowledgement immediately to ensure that all information is correct. 
If you do not receive an acknowledgement via email or fax within 14 
days after sending in your request, please contact DHI Housing at 
888/872-8899.

4.	 CHANGES/CANCELLATIONS/REFUNDS: DHI Housing will 
be available to make changes and cancellations until 5:30 pm on 
Monday, October 17, 2011, after which all inquiries should go directly 
to the hotel. Cancellations will be subject to a $30 processing fee. This 
is in addition to the hotel’s cancellation policy, which requires you to 
cancel your reservation 72 hours prior to arrival or one night’s room 
and tax will be charged.

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

6.	 GUARANTEE	INFORMATION: All reservations must be guaranteed 
by a major credit card valid through October 2011 or with one night’s 
deposit by check. Rooms guaranteed by credit card will be charged first 
night’s room plus tax as early as Friday, September 23, 2011. Checks 
received after September 23 will be returned.

HOUSING	RESERVATION	INFORMATION

To make housing reservations, call DHI Housing toll-free within the 
U.S. at 888/872-8899 or email dhihousing@conferencedirect.com. 
Regular business hours are Monday–Friday, 8:30 am–5:30 pm EDT.

Mail this completed form to DHI Housing, c/o ConferenceDirect, 
PO Box 241714, Charlotte, NC 28224-1714 or fax to 704/927-
1439. Your reservations must be made no later than Friday,	
September	23. Please do not mail this form if you have already 
registered by phone, fax or online. 

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

PAYMENT	INFORMATION

PAYMENT METHOD

NAME ON CREDIT CARD (Please print clearly.) 

SIGNATURE OF CARDHOLDER

CREDIT CARD NUMBER EXP. DATE 

CONFERENCE HOUSING 
RESERVATION FORM

Housing	Deadline:	September	23,	2011

q Check enclosed q VISA q MasterCard q American Express

Make checks payable to DHI/ConferenceDirect (in U.S. funds drawn on a 
U.S. bank). Checks must accompany form to be processed and mailed to DHI/
ConferenceDirect, PO Box 241714, Charlotte, NC 28224-1714 by September 
23. After September 23, checks must go directly to the hotel with a copy of each 
acknowledgement.
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Last Name First Name

aFFiLiatioN/CompaNy

street address/p.o. Box NumBer

City state/proviNCe Zip/postaL Code CouNtry 

daytime phoNe NumBer ext. home phoNe NumBer

Fax  emaiL

1.	 ROOM	ASSIGNMENT: rooms are assigned on a first-come, first-
served basis. room rates do not include applicable tax and hotel 
fees. suite information may be obtained by calling dhi housing at 
888/872-8899 or emailing dhihousing@conferencedirect.com.

 arrivaL:  day ___________________ date ___________________

 departure: day ___________________ date ___________________

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

	 Sheraton	New	York	Hotel	&	Towers
 q $249 single q $269 double q $289 triple q $309 Quad

	 Club	Level	(limited	availability):
 q $329 single q $349 double

	 Type	of	Room*:
 q King q double q triple  q Quad

	 Room	preference(s):	
 q Wheelchair-accessible room q rollaway 
 q adjoining room  q other: ______________________

 * We will attempt to accommodate your request; however, room types and special 
requests are NOT guaranteed. The Sheraton New York is a non-smoking facility.

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

 a)

 B)

 C)

2.	 ROOM	RATES/TAXES: in order to take advantage of the dhi rates, 
be sure to book your reservation by Friday, September 23, 2011. 
after this date, the official dhi block will be released, and the hotel 
may charge significantly higher rates. room rates are valid three (3) 
days before and after the Conference, based upon availability. rates 
are subject to applicable taxes and hotel fees. 

3.	 AckNOwlEdGEMENTS: acknowledgements will be sent to 
the email address or fax number noted above. please check your 
acknowledgement immediately to ensure that all information is correct. 
if you do not receive an acknowledgement via email or fax within 14 
days after sending in your request, please contact dhi housing at 
888/872-8899.

4.	 cHANGES/cANcEllATIONS/REfuNdS: dhi housing will 
be available to make changes and cancellations until 5:30 pm on 
monday, october 17, 2011, after which all inquiries should go directly 
to the hotel. Cancellations will be subject to a $30 processing fee. this 
is in addition to the hotel’s cancellation policy, which requires you to 
cancel your reservation 72 hours prior to arrival or one night’s room 
and tax will be charged.

5.	 TO	AvOId	dElAYS	IN	pROcESSING: Be sure all information is 
legible and arrival/departure dates are included. if specific dates are 
not requested, the official conference dates will be entered. Failure to 
arrive on your confirmed arrival date will result in forfeiture of deposit 
and loss of room for the entire stay. 

6.	 GuARANTEE	INfORMATION: all reservations must be guaranteed 
by a major credit card valid through october 2011 or with one night’s 
deposit by check. rooms guaranteed by credit card will be charged first 
night’s room plus tax as early as Friday, september 23, 2011. Checks 
received after september 23 will be returned.

HOuSING	RESERvATION	INfORMATION

to make housing reservations, call dhi housing toll-free within the 
u.s. at 888/872-8899 or email dhihousing@conferencedirect.com. 
regular business hours are monday–Friday, 8:30 am–5:30 pm edt.

mail this completed form to DHI Housing, c/o ConferenceDirect, 
PO Box 241714, Charlotte, NC 28224-1714 or fax to 704/927-
1439. your reservations must be made no later than friday,	
September	23. please do not mail this form if you have already 
registered by phone, fax or online. 

plEASE	print	or	type.	complete	All	information	requested.	Retain	a	copy	of	this	form	for	your	records.	

pAYMENT	INfORMATION

paymeNt method

Name oN Credit Card (Please print clearly.) 

sigNature oF CardhoLder

Credit Card NumBer exp. date 

ConferenCe Housing 
reservation form

Housing	deadline:	September	23,	2011

q Check enclosed q visa q masterCard q american express

Make checks payable to DHI/ConferenceDirect (in U.S. funds drawn on a 
U.S. bank). Checks must accompany form to be processed and mailed to DHI/
ConferenceDirect, PO Box 241714, Charlotte, NC 28224-1714 by September 
23. After September 23, checks must go directly to the hotel with a copy of each 
acknowledgement.

Code: WeB

q attendee q exhibitor
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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

Register NOW for “Early Bird” Tuition Rates!Offer ends: Sept. 27, 2011

 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



Dh
i N

at
io

Na
l E

Du
ca

ti
oN

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 
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By Irving L. Blackman

To Be or Not to Be an S Corporation: That Is the Question
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A 
RE YOU A CLOSELY HELD 
business that operates as a C 
corporation? If your answer is 

“yes,” then this article is a must-read. 
If you are already an S corporation, 
chances are that you will learn one or 
more tax tricks from this article that 
enrich you or your family, instead 
of the IRS—tricks that most people 
don’t know. 

To start, burn this into your mind. 
There are only three good reasons 
to be C corporation: (1) your taxable 
profits are, and are likely to remain, 
under about $125,000, and you need 
the after-tax dollars in the corpora-
tion to maintain growth or pay down 
debt, (2) you use the C corporation as 
a vehicle to get the benefit of deduct-
ing your health insurance and/or 
long-term care premiums, and (3) you 
have carry-forward losses or other tax 
credits that would be lost if you make 
an S election.

Okay, you C corporation guys and 
gals, listen up. Following is a list of the 
pros and cons of staying a C corpora-
tion or electing S corporation status. 
(Hint: Nine out of 10 corporations 
enjoy tax advantages by being an S 
corporation.)

Why	You	May	Not	Want	to	Be	an		
S	Corporation	(the	Cons)

1. You probably would pay more 
income tax in the current year than 
an S corporation. (C corporations only 
pay 15% in income tax on the first 
$50,000 of net profit, and 25% on the 
next $25,000.) But remember, when you 
want to get those after-tax dollars out 

of your C corporation someday, you 
will be double taxed. Also, see Pros 1. 
And consider that the top individual 
rate and the C corporation rate are 
currently the same 35%.
2. Health insurance premiums for 
shareholders/employees and their 
families are not fully deductible.
3. Long-term care premiums for share-
holders/employees and their families 
are not fully deductible.
4. Any assets owned as of the date of 
the S election are subject to the “Built-
in-Gain Tax” (a whopping 35%) if sold 
within five years after the election. 
(This tax is easy to avoid.)
5. Use of a fiscal year is either not 
available or is impractical. It usually 
forces a December 31 year-end (rarely 
a consideration).
6. The accumulated C corporation 
earnings are permanently frozen at 
the date of the S election—not a real 
problem (generally, those earnings are 
frozen anyway).
7. Life insurance proceeds cannot be 
distributed from an S corporation until 
all S corporation and prior C corpora-
tion earnings have been paid out.  
(A corporation—C or S—should not 
own life insurance in the first place.)

Why	You	Want	to	Be	an		
S	Corporation	(the	Pros)

1. Earnings, after making the S elec-
tion, are not subject to double taxation 
and do not increase accumulated C 
corporation earnings. For example, 
suppose your new S corporation 
makes a total of $1.2 million in profits 
during the first three years ($300,000, 

$400,000 and $500,000). You pay tax on 
the profits each year as earned. Those 
profits are like a piggy bank; you can 
take any amount at any time, tax-free, 
as a dividend. Just don’t exceed the 
accumulated S corporation profits. 
(Over time, this is reason enough for 
most C corporations to switch to S.)
2. It opens up significant tax-saving 
estate planning opportunities. For 
example, it opens the door for using 
an intentionally defective trust, 
which allows you to sell your busi-
ness tax-free to your children (or 
key employees). (The typical client 
saves more than $1 million in taxes, 
including income tax, capital gains 
tax and estate tax.)
3. Reasonable compensation (a corpo-
rate plague) becomes a nonissue with 
the IRS.
4. Unreasonable surplus “problems” 
(often a big and expensive C corpora-
tion deal) disappear.
5. It provides an opportunity to 
divide family income among family 
members, saving huge amounts of 
income tax and estate tax. The trick 
is to give nonvoting stock to kids and 
grandkids, while the founder keeps 
control by retaining the voting stock.
6. Dividends (automatic double taxa-
tion for a C corporation) are no longer 
required. Sure, only 15% for C corpora-
tion dividends is a low tax rate, but a 
rather high toll to pay when compared 
to zero for an S corporation. 
7. You enjoy low capital gains tax rates 
(only 15%) as an S, instead of high ordi-
nary income tax rates (35%) on the sale 
of capital assets by a C corporation.

continues on page 79



DHI’s 36th Annual Conference and Exposition is your ONLY 
opportunity this year to meet face to face with the largest number of industry 
leading manufacturers and suppliers in one location. Over 100 companies will be 
exhibiting the latest technologies, products, and services which offer solutions and 
opportunities for your business. Learn about new developments that directly impact 
the openings industry, your company, and your career.

Wednesday, October 26, 2011

1:30–6:00 pm Exclusive Exhibit Hours
4:00–6:00 pm Opening Reception on Tradeshow Floor

Thursday, October 27, 2011

12:30–6:00 pm Exclusive Exhibit Hours
12:30–1:30 pm Networking Luncheon on the Tradeshow Floor
5:00–6:00 pm Closing Reception on Tradeshow Floor

For an up-to-the-minute list of participating exhibitors, visit www.dhi.org.
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by William Blades, CMC, CPS

Vision: Help Your Organization See It
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M 
ANY PEOPLE REGARD 
the oak tree as one of the 
strongest. Actually, the 

oak tree began as a little nut that 
would not go away. As business 
people, we need to take a lesson 
from the oak tree and be a little 
“nuts” ourselves in order to grow. 
Being “nuts” means that we must 
be willing to “go out there” once 
in a while. Why? Because very few 
organizational leaders have the 
vision to do so, which causes their 
teams to become boring and stale. 
Such a lack of vision is what ruins 
many companies.

Instilling vision in your group 
starts with the mind. After all, if 
you don’t use it, you lose it. Stretch 
the way your people think, and 
their minds will not go back to 
their original dimensions. If you 
don’t stretch them, you’ll wind up 
with premature dementia and the 
“death” of many managers and 
salespeople.

Consider the following vision 
questions:

 ■ What new value-added service 
will you provide that no one 
else in your industry dispenses?

 ■ What personal services are 
your salespeople delivering, in 

a customized manner, to each 
major client?

 ■ As the CEO or sales chief, are 
you too caught up in the day-
to-day routine of mundane 
administration, or are you 
leading a group of professional 
change agents?

 ■ Do you teach and then expect 
enhanced creativity from every 
manager and salesperson?

 ■ Are you flooded with resumes 
from top sales professionals 
because of your reputation for 
creativity, leadership and fun?

 ■ Do your employees and 
prospective employees fully 
understand your vision?

There is only one correct answer 
to each of these questions, and “I 
don’t know” is not it. In general, 
only one to two sales groups out of 
every hundred truly have a belief in 
greatness. They can clearly answer 
the six questions above. The other 
98-99 organizations only have a 
casual interest in greatness; their 
thoughts and actions simply do not 
overlap.

All business leaders must take 
time to think, even daydream. If 
not, you may not see the opportuni-
ties that are too good to resist. Why 

daydream? Because what you see 
will be determined by what you 
are seeking. Daydream what your 
management/sales groups and 
revenues will look like in one, two 
and three years. You won’t hit the 
big picture if it is not clearly in sight.

As you set forth with your vision, 
consider how you can improve 
some critical areas, including the 
following.

The	CEO

All company CEOs must be 
strong-willed. One person with a 
belief in greatness equals 99 who 
only have an interest in it.

In order to see a vision through, 
the CEO’s initial mission is to obtain 
the right people and remove or reas-
sign the wrong people. So it’s not a 
matter of what the CEO is going to 
do; it’s a matter of whom the CEO 
is going to get to do it. After all, a 
great vision without great people is 
irrelevant. 

The CEO can delegate and 
empower the right people the abso-
lutes that they must accomplish. This 
removes the big list of “maybes” that 
are uttered daily in many businesses. 
CEOs must effectively communicate 
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their vision throughout the orga-
nization and expect (and demand) 
buy-in. When the CEO’s expectations 
are high, he or she builds trust and 
respect. As a result, the people follow 
the CEO’s lead.

The	VP	Team

The CEO must have the best 
group of VPs to see the vision 
through. If any individual in this 
group does not have the respect and 
trust of his or her people, the CEO 
must act. Why? You can’t be the best 
at what you do without great VPs. 
And you will never have the best 
sales team without a great VP of 
Sales. The CEO must have the disci-
pline to confront the most brutal 
facts of the company’s current real-
ity and know how to change that 
reality for the better.

At times, the CEO may need the 
assistance of an outside coach to 
facilitate a VP’s understanding of 
what he or she must do better. Often, 
people simply don’t know what they 
don’t know yet. That is not a crime, 
because they usually got the promo-
tion without the prior education of 
how to be a great VP. Instead, they 
got a desk with the usual instruc-
tions to “go get after it.” Without 
the necessary training investment 
to provide them with needed 
knowledge, your VPs will never 
accomplish physical speed or the 
ability to execute faster than your 
competition. Eliminate the gap that 
exists between “what” and “how.” 

You need leaders, not managers, 
in the VP role. Many VPs have 
ingrained habits that are unhealthy 
to the team and to your results.  
Are your VPs scoring a 10 with 
vision, discipline, communication, 
greatness and results? The true 

enemy is always the ordinary. 
Attack the enemy.

Culture

Most firms have a culture (of 
whatever), and some have disci-
pline, but very few have a culture of 
discipline.

Discipline means you develop a 
list of things you will stop doing 
(e.g., being the low-ball vendor) 
before you develop a list of things 
to do. Hiring and educating well-
disciplined people who do not have 
to be managed frees you to stay 
focused on the big picture.

You need people who will go to 
extreme measures to get things 
done right and fast. You need people 
who will pay attention to their 
part of the business. And you need 

Same Day Shipping

800-458-8707 • Fax 800-667-8701
email :  sales@fastrackhardware.com • www.fastrackhardware.com
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people who have a passion for self-
improvement. It’s that simple—and 
that challenging. Hard work has a 
future payoff, while laziness pays 
off now.

Ask yourself: For your vision to 
become a reality, does your group look 
like it should? What will it look like 
in two years? In three years? Don’t be 
lazy in designing your future.

Self-Improvement

Benchmark against the best in 
your industry, and decide that you 
will be better than the best. Then 
invest in the training and education 
necessary to accomplish the task. 
The biggest obstacle for your sales 
improvements will be to stop your 
managers and salespeople from 
teaching and acting on Sales 101. 

That teaching mode is five decades 
old. It’s time for Sales 501.

A study conducted by Proudfoot 
Consulting revealed that of 225 work 
days in the U.S. (85% of capacity), 137 
were “productive work days,” while 
88 were “wasted work days.” Causes 
of lost productivity were:

 ■ 37% - insufficient planning  
and control

 ■ 28% - inadequate management
 ■ 15% - poor working morale
 ■ 8% - IT-related problems
 ■ 8% - ineffective communication
 ■ 4% - other

The results show that leaders need 
to focus on proactive management, 
delegation, processes, achievements, 
and communication, both internally 
and externally. “U.S. productiv-
ity levels will rise dramatically 
if steps are taken to improve the 

management and supervisory 
roles, ensuring that managers 
tackle problems before they occur, 
spend their time on “managerial” 
activity rather than administrative 
and manual tasks, and commu-
nicate effectively to employees” 
(Consulting, February 2002).

As we have heard many times 
before, it starts at the top. We can 
only regain productivity when 
the top level of the organization 
becomes more effective. The fact 
is that the average sales person in 
North America loses 3½ hours daily 
due to a variety of issues. These 
people might look busy, but are they 
productive? Working on the right 
things will help their new-found 
knowledge work more effectively. 
Do the right things, and then teach 
your team to do the same.

We Know Insurance Details! 

TrusT.   As members of the Institute, DHI has your 

company’s best interests at heart. DHI and its 

strategic partner will work to meet and exceed all 

of your insurance needs. The program offers a full 

range of insurance coverages including: Property 

and Casualty, Directors and Officers, Employment 

Practices Liability, and Professional Liability.

With the DHI-Sponsored Insurance Program, 

we can provide you ways to lower your risk through 

customized insurance policies and risk education. 

The DHI Board of Governors approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

Like most other small to mid-sized 

businesses, our daily focus is in our core 

competencies. When we need insurance 

help we lean on the folks at Telcom.

We have a lot of options today, 

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

to exceed the expectations of our own 

customers. Telcom has worked hard 

to earn our business and solve our 

problems. They asked the questions to 

truly understand our business in order 

to build a program that fit our needs.

—Greg Lunde, President 

Builders’ Hardware & Supply Company, Inc.

DHI-SponSoreD InSurance program  ★  aDmInIStereD  by tISc

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

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

6301 Ivy Lane, Suite 506, Greenbelt, MD 20770   •  Fax: 301/474-6196
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Innovation	and	Creativity

Organizations fail when they do 
not manage effectively and when 
they don’t innovate. Fall in love with 
innovation—not just with products, 
but with the ways you think and 
act. The last frontier, other than 
searching farther into outer space, 
is the human brain. So to be super 
successful, we must think until it 
hurts. And that’s our challenge, 
because most people get in the habit 
of just doing and not thinking. With 
that posture comes same-old, same-
old—and in many cases, same-old 
energy and same-old results.

To ramp up sales, an organi-
zation needs to be famous for 
something—and then something 
else. Salespeople also need to be 
famous for something—and then 

something else. If not, you are in 
the proverbial box. Fortunately, 
you can teach creativity. That’s a 
good thing, as some studies show 
that only one out of 100 people are 
considered creative. Start hiring 
creative, even eccentric people. 
Then challenge these people to 
help bring new-found sparks 
to complement your vision.

What do I mean by creativity? 
I mean linking two seemingly 
unrelated things. It’s like seeing an 
empty, transparent flower vase in a 
potential client’s lobby. Fill it with 
exotic fish and decorations, and it 
comes with a year’s supply of fish 
food—with your private label on it, 
of course. (At least tape your busi-
ness card to the food container.)

Expose your people to creative 
and inspirational individuals. Get 

them to read more business books 
and novels (and even poetry). 
Encourage them to enjoy art 
and music that can’t be found at 
Joe’s Bar & Fun Joint. In a recent 
Businessweek article written by 
Robert Barker, the recently retired 
CEO and Chairman of Honeywell 
International, Inc., Lawrence 
Bossidy, said, “You’ve got to 
promote people who want to be 
creative and innovate. Drones don’t 
have good ideas.” He further says 
that we should resist the tyranny of 
the drones.

Is creativity in your organiza-
tion? Ask yourself: What did each 
member of my management team 
do last week that they had not done 
before? How about the salespeople?

The bottom line is that you must 
recruit, select, train and motivate 

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

No talking lizards here.

www.dhi.org

For more 
information, scan 
with a QR Code 
reader-enabled 
mobile phone.
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better than anyone else. This is 
one rule you cannot break, as your 
successors will come from this 
commitment. And remember to 
look for and teach creativity. Being 
boring is out, if it was ever in. Even 
accountants can be creative. For 
example, they could add this note 
to past-due notices: “We’ve done 
more for you than your own mother. 
We’ve carried you 10 months.”

Know	Your	Business

Rule number one is to keep it 
simple. Make it challenging and fun 
internally, and valuable and fun 
externally. Don’t stray from your 
vision or your values.

Work smarter, not cheaper. 
Improve sales and profits through 
innovation and creativity. It’s called 

“delivering joy and value.” What are 
you doing to own the marketplace at 
greater margins than all or most of 
your competitors? If you are caught 
in price wars, the value your team is 
bringing is woefully weak at best.

Focus on value. Realize that this 
doesn’t mean just shipping on time. 
You’re supposed to do that. What is 
the value you bring that no one else 
does? While it may not be easy to 
figure out, it is doable 100% of the 
time. So if one of your salespeople 
says your 2x4 piece of lumber is 
“just a commodity item,” hit him 
on the backside with it. Ask your 
salespeople what they have done for 
their clients to bring joy and value 
to the transaction.

Are your salespeople targeting 
the right clients? Are they (and you) 
building loyalty? Are they making 

the same “pitch” at other places? 
Great leadership and education will 
keep everyone focused on the right 
things and right clients—with the 
right margins.

Find	Your	Vision	Today

Finding your company’s vision is 
a lot like an old water pump. You 
have to put a little water in it and 
then pump it. For a little while, 
nothing comes out. Then a little 
comes out. And then a lot.

You cannot look for one single 
defining moment or action, not one 
single innovation, not one lucky 
break. Finding and maintaining 
your vision is a process like the 
pump. What you put in will deter-
mine what comes out. Prime and 
pump it every day.

Can’t make the National Education  
sessions this September in Scottsdale? 
In conjunction with the Annual Conference & Exposition, we’re offering a  
slate of seven one-day classes that will run before and after the convention  
dates. Attend any one course and receive a complimentary Full 
Conference Registration package!

www.dhi.org  •  Follow #DHIConf on

DHI EDucatIon Is for EvEryonE! 
For complete course listings and details,  
go to www.dhi.org.

sElEct natIonal EDucatIon sEssIons In nEw york cIty
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Much of your vision starts with 
surrounding yourself with people 
who have vision. The right people 
will help you with strategy and 
tactics so you can put the vision 
in place and see it through. Great 
vision from the CEO, without great 
people, is just another visionary 
thing.

Vision: the good news is that many 
competitors just don’t see it.  

About the Author: Bill Blades, CMC, CPS, 
is a professional speaker and consultant special-
izing in sales and leadership issues. He is based 
in Scottsdale, Arizona. He can be reached at  
480/563-5355; fax: 480/563-0515; email:  
bill@williamblades.com.

www.dhi.org  •  Follow #DHIConf on

FACE TIME…It Really Does Matter 

  

Digital exchange overload?
� e electronic marketplace is truly a wonder—smartphones 
and tablet PCs, Facebook and Twitter—but at some point in 
the business process, people need to see and feel the products 
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interaction is what our Annual Conference and Exposition delivers 
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� is October in New York City, experience the di� erence 
of doing business face-to-face, with a handshake instead 
of a click. 
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OCTOBER 26 & 27 • Javits Convention Center

  

8. The tax basis of your stock is 
increased dollar-for-dollar for 
undrawn profits. For example, if profits 
of the S corporation over a period of a 
year was $900,000 and you only took 
$400,000 as tax-free dividends, the 
basis of your stock would increase by 
$500,000. If you sold your stock, that 
$500,000 would be tax-free. If you are 
thinking of selling down the road, an S 
corporation is a must.

The	Best	of	Both	Worlds
Often, a family business gets the 

best tax results by having one (or 
more) S corporations and a separate C 
corporation (typically a management 
company). The new C corporation 
and old operating S corporatio(s) 
are structured to take advantage of 

the tax law for the family business 
owner to enjoy the tax advantages 
available to both a C corporation 
and an S corporation. Neat!

Finally, it should be noted that 
whether to be or not to be an S 
corporation is one of the most 
important tax decisions a business 
owner ever makes. If you are still 
a C corporation and have a taxable 
income of about $250,000 (or more) 
per year, I invite you to call me at 
847/674-5295 to review how to apply 
the information in this article to 
your exact facts and circumstances. 

If you are already an S corporation, 
make sure you are taking advantage of 
the many tax breaks available to an S 
corporation. Need help? Call me.  

About the Author: Irv Blackman is a certified public 
accountant and lawyer who specializes in estate 
planning, business succession and asset protection.
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PEOPLE

Wil	VandeWiel	Named	
President	of		
DORMA	Architectural	
Hardware
Wil VandeWiel has been 
named president of 
DORMA Architectural 
Hardware,  a  manu-

facturer and marketer of door system 
technology, including surface closers, 
concealed closers, locks and key systems, 
exit devices, low-energy operators, coor-
dinator systems, fire/life safety, overhead 
stops/holders, access control, and pivots.

Mr. VandeWiel brings to this leader-
ship position broad and deep domestic 
and international experience, most 
recently in the high security industry. 
He was managing director for Bosch 
Security Systems, a major security busi-
ness based in Lancaster, PA. He has also 
held numerous senior-level positions at 
Bosch and elsewhere in business devel-
opment, sales and marketing, quality 
and operations. 

A native of the Netherlands, Mr. 
VandeWiel received his mechanical engi-
neering degree at Eindhoven Technical 
University in his homeland and his 
MBA at the Massachusetts Institute of 
Technology. 

For more information, visit www.
dorma-usa.com.

PRODUCTS

Expansion	of	
OMNIA	TRADITIONS	
Line

In recent years, 
O M N I A  h a s 
i n t r o d u c e d  a 
line of classic yet 
transitional door 

hardware. Today, OMNIA TRADITIONS is 
enhanced with the addition of five time-
less styles.

Four new levers and one new knob 
bring the TRADITIONS collection to 19. 
While all of these designs make their 
own statement, two standouts are the 
octagonal knob and octagonal lever. 
Thru-bolted roses, which are available 
for doors with 21/8" holes, now include 
a new round traditional option and a 
unique octagonal rose that is a striking 
companion piece to our octagonal knob 
and lever. Compact surface-mounted 
roses, with 1¾" or 23/16" diameters, are 
also available. The finish options remain: 
Unlacquered Brass, Lacquered Brass, 
Polished Chrome, Oil-Rubbed Bronze, 
Polished Nickel, Satin Nickel and Antique 
Bronze. Locksets are available in tubular 
deadbolt or mortise lock functions. All 
OMNIA TRADITIONS are also available as 
multipoint trim. 

For more information, visit www. 
omniaindustries.com or call 800/310-7960.

New	Auto-Reverse	Grade	1	Mortise	Lockset	

Marks USA is proud to announce its new 
AUTO-REVERSE (patent pending) 5 Series 
Mortise Lock. AUTO-REVERSE enables 
the lock handing to be reversed without 
removing the lock cover. The simplicity 
of the procedure allows reversal without 
ever exposing the internal components. 
AUTO-REVERSE 5 Series Locksets are UL 
listed, BHMA/ANSI certified to Grade 1, 
and are backed by Marks USA’s limited 
lifetime mechanical warranty. Locksets 
are available in more than 40 functions, 
all with thru-bolted trims for automatic 
trim-lock alignment. Lever trims and 
lock bodies include independent sup-
port springs and self-adjusting spindles. 
Marks USA offers a wide variety of both 
standard and custom trims with knobs, 
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levers, rosettes and escutcheon plates, 
which can accommodate even the most 
challenging customer’s needs.

For more information, visit www. 
marksusa.com or call 800/526-0233.

Zero’s	Patented	New	Gasketing	Helps		
Protect	Residents	in	Correctional	and	
Psychiatric	Facilities

Zero International has introduced an 
anti-ligature option to prevent its gas-
keting from being used for other-than-
intended purposes, including harming 
self or others. The rubber in Zero’s anti-
ligature gasketing is sectioned or scored 
prior to insertion into aluminum hous-
ings or adhesive application to doors or 
frames. It functions normally for its speci-
fied application but is designed to break 
into pieces if removed for any reason 
from housings or surfaces. 

Zero’s anti - l igature gasketing is 
installed as usual, with no special han-
dling required. The anti-ligature option 

is available with various models, includ-
ing #328 gasketing for head and jamb 
protection or meeting stiles and #188 
self-adhesive door seals. It can also be 
supplied on request with most other 
Zero gasketing. 

For more information, visit www. 
zerointernational.com.

HÄFELE	Offers	the	Silent	Aluflex	

Häfele America Co. introduces the latest 
addition to its vast product range of slid-
ing hardware systems, the Silent Aluflex 
40. This new bottom rolling hardware sys-
tem provides a wealth of options for inte-
rior space requirements. The large, made-
to-order aluminum frame sliding doors 
can be installed to a ceiling height of up to 
2.5 m (8'2") and can be accessorized with 
different decorative glass designs or with 
different translucent materials to meet 
unique space requirements. For added 
safety, the Aluflex 40 is equipped with 
a soft closing mechanism that prevents 
slamming and bouncing, ensuring gentle 
and reliable closing every time. 

To learn more about this extraordinary 
sliding hardware system or any of our 
other sliding hardware systems, please 
visit www.hafele.com/us.

LCN	4040XP	Now	Standard	in	Door	Controls

Ingersoll Rand Security Technologies 
announces that the LCN 4040XP closer, 
the strongest and most durable closer 

of fered by LCN, will now be 
offered as the standard door 
closer from LCN. The 4040XP 
was previously offered as an 
upgrade over the LCN 4040 but 
will now replace the 4040.

The primary upgrade in the 
4040XP is within the pinion, 
which is 20% larger than the 
4040 and by far the largest in the 
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industry. The new pinion also utilizes revamped teeth geom-
etry, increasing efficiency while in operation. The result is a 
40% increase in strength, as well as a significant increase in the 
lifespan of the door closer. 

For more information, visit www.securitytechnologies. 
ingersollrand.com.

CORPORATE CORNER

SIMONSWERK	Opens	North	American	Facility

SIMONSWERK, a manufacturer of adjustable door hinges, is 
continuing its international expansion by establishing a new 
subsidiary in Whitewater, Wisconsin. The German company is a 
European manufacturer of heavy-duty, high-performance and 
premium hinges and has produced hinge systems for 120 years. 
SIMONSWERK serves more than 60 international markets and 
has representation in 19 countries, including its own subsidiar-
ies in the UK, Russia, Poland and Germany. 

SIMONSWERK’s new facility will be its North American head-
quarters and distribution center. The North American subsid-
iary plans to be fully operational and provide customers with a 
complete line of inventory by July 2011.

For more information, visit www.simonswerk-usa.com or call 
262/472-9500.

Brey-Krause	Goes	Live	with	New	Website

Brey-Krause introduces its new interactive website, www.
breykrause.com, featuring online ordering for existing custom-
ers and a clearer page design for easy navigation to find perti-
nent product information. 

Customers now have the ability to place orders through the 
online portal after completing an online registration. This new 
service features automated order confirmation and shipping 
updates via email. In addition to ordering, users can obtain 
quick price quotes through this module, eliminating wait times 
on formal quote submittals, especially for after-hours inquiries.

The website’s overall design invites users to easily follow 
click-through paths to view product information and other rele-
vant material. Included on nearly all product pages are detailed 
specification sheets for printing and download, streamlining 
the bidding and specification process.

Brey-Krause manufactures a comprehensive line of commer-
cial and industrial washroom accessories. 

For more information, contact www.breykrause.com or call 
610/867-1401.
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September 18–25
Chaparral Suites  •  Scottsdale, AZ

Knowledge is Power.
And, Industry Education may very well be your 

MOST powerful tool. 

DHI is conducting its next National 
School this fall:

The certifi cate is good toward the enrollment in any one of DHI’s Online Education courses (up to the value of $250). 
Certifi cate will be awarded to the person responsible for tuition payment (either the individual student or the employer, if 
paying on behalf of the employee). Certifi cate can be transferred from employee to another employee, colleague to colleague, 
spouse to spouse, etc. Certifi cate value cannot be split or divided among more than one person. One certifi cate awarded 
for any single individual student who purchases and completes 6 or more total days of education at the Arizona school in 
September 2011. Two (or more) students cannot combine individual days to qualify for the six total days of education required 
to be eligible for the $250 certifi cate. No actual cash value. Certifi cate cannot be applied to other forms of DHI National, Local 
or In-House education programs, or applied to the cost of other DHI-branded products (including Challenge Exams, technical 
literature, or FDAI materials). Certifi cate expires December 31, 2013.

• Register at www.dhi.org for even MORE savings! 
“Early Bird” Tuition rates end August 18th, 2011.

• Complete Course Descriptions and Important 
Information available at www.dhi.org.

• For questions or more information, contact DHI Registrar, Linda 
Saylor at lsaylor@dhi.org or 703/766-7021.

SPECIAL OFFER!
Take 6 days of DHI National Education in Arizona 
and receive a $250 credit toward any single DHI 
Online Education course.

 for even MORE savings! 

REGISTER 
NOW ATWWW.DHI.ORG!

1/4 Page 
3 1/2”  x  4 3/4  4/C

Doors&Hard_5C  (InDesign doc.)

Runs in:
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DOORS AND HARDWARE
Salsbury Industries

1010 East 62nd Street • Los Angeles, CA 90001-1598
Phone: 1.800.624.5269 • Fax: 1.800.624.5299
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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
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Business For Sale

WELL ESTABLISHED  
MIDWEST DOOR &  

HARDWARE COMPANY  
FOR SALE

Turnkey opportunity to own 
established specialty trade 

business with  
30 year history.

• Customer List   • Inventory   
• Established Employees

Serious Inquiries only please to:
classifieds@dhi.org 
Attention Box 0511

NORTHERN  
CALIFORNIA

Wholesale Distributor for sale. 
Established over 50 years. 

Gross sales $4MM.

Broker; Andrew Rogerson 
(916) 570-2674 or  
Email: Andrew@ 

RogersonBusinessServices.
com 

Krause & Scheelar, a division of Shanahan’s, is ready to grow 
and looking for a strong experienced hardware candidate to join 
the team as a Project Manager in our Redmond, WA branch.

This is a unique opportunity to join a family of companies poised to 
be an industry leader.

AHC designation or DHI education strongly desired.

Experience with Division 8/10 products, ability to read blue 
prints and experience with Comsense strongly encouraged. Ex-
perience in project 

management or coordination of distributed and manufactured 
product considered an asset.

Send resumes to:
KRAUSE & SCHEELAR, INC.

Attn: Office Manager 
careers@knscheelar.com 

PO Box 2018 
Redmond, WA 98073-2018

CAL-ROYAL

Leading Manufacturer of quality commercial and residen-
tial hardware seeks independent sales representatives 
across the U.S., Canada, Mexico and South America

Send resumes to: classifieds@dhi.org 
Attention Box 0411

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

mailto:classifieds@dhi.org
mailto:classifieds@dhi.org
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DHI’S 2011 MEMBERSHIP DIRECTORY

NEW for DHI’s Online Membership 
Directory...
Monthly Updates Featuring:

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

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

Go to www.dhi.org to access this exclusive members-only benefi t.



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.



800-847-5625
WWW.SECLOCK.COM

The Schlage AD-Series is the only lock that supports multiple credential types and lets you upgrade any time without taking the 
lock off the door. Our electronic access control experts can tell you where and how to use the AD-Series, and how best to integrate 
it with the system you already have in place.

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 and best online technical library. 
Security Lock Distributors has a solution for... Every budget. Every schedule. Every time.   

Now you can get the most adaptable lock in the business from the industry’s most versatile distributor.

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

Schlage AD-Series is fl exible, adaptable, scalable 
and available at Security Lock Distributors.




