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T 
HE 36TH ANNUAL CONFERENCE AND 
 Exposition was recently concluded, and 
despite our industry enduring the third year 

of a significant construction recession, there were 
several high points of our time in New York City. 
While total attendance at this event stood at 2191, 
which is down considerably from the pre-recession 
days, it was only a slight decrease from the 2010 
Chicago event and an increase over the 2009 
Orlando event. Regardless, there were several 
other positive signs, and participation remained 
seemingly aligned with the adjusted expectations 
of those in attendance.

Thanks to onsite registration—the strongest 
we’ve seen in the past six years—we are pleased to 
report a 4% increase in distributor attendance (837) 
from a corresponding 6% increase in distributor 
companies (302) that sent attendees. As expected, 
there was strong attendance by distributors from 
the Northeast, comprising almost 50% of distribu-
tor attendance, but with only 20% of distributors 
from west of the Mississippi. However, most 
distributors on hand were from the executive or 
mid-management level within their firm.

All in all, it was not a bad showing, especially 
taking into consideration that prior years’ atten-
dance included an additional 300 to 400 people 
who attended the DHI National Education classes 
ordinarily held in conjunction with the show. In 
2011, those classes were instead held in September 
in Arizona.

This year’s Conference and Exposition is sched-
uled for Oct. 17 & 18, 2012 at the MGM Grand Hotel 
in Las Vegas. Feedback has been positive and enthu-
siasm is high for taking our event there by the major-
ity of exhibitors and attendees. We look forward to 
implementing some significant enhancements to the 
event that have been in the works recently and will 
boost the value of your investment for participating. 
Look for details early next year.

Concerning the future of the event beyond 2012, 
I hope that you have read the recent white paper 
and participated in the survey to provide your 
input into the impending changes going forward. 
Two distinct concepts are under consideration, 
and DHI staff has been charged with further 
developing them, creating business models to 
determine the value proposition to our industry 
constituents and the financial impact to the 
association, validating these concepts with these 
constituents, and developing transitional plans 
for either concept selected. The DHI Board of 
Governors will consider and approve the concept 
determined to be in the best interests of the indus-
try as a whole at its meeting in March of 2012.

Many other big changes are in the works for 
2012, including a rewrite of DHI’s Strategic Plan. 
This rewrite was considered a high priority in 
order to position the Institute to better meet 
the changing needs of our members due to the 
economic upheaval in commercial construction.

DHI will also be conducting live, instructor-led 
online courses in early 2012 through the Institute’s 
new online Education and Membership system. 
These online courses will include AHC207 – 
Advanced Detailing Hardware, AHC215 – Writing 
Hardware Specifications, and CDC310 – Writing 
Door and Frame Specifications. The start dates of 
these classes will be determined soon, so watch 
the DHI website and your email inbox for updates 
as these classes draw nearer. 

As we begin this New Year, there are a number 
of issues unfolding in the global economy that we 
may feel the effects of. This is not the first time our 
industry has faced a challenging economic climate, 
nor will it be the last. But DHI is dedicated to serv-
ing as a resource, advocate and educator for our 
members, and we are positioning the association 
to offer the maximum level of support to sustain 
our industry through this ongoing recession.   

DHI Conference  
 Highlights & Future

By Jerry Heppes, Sr., CAE

i n  T O U C H
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l i fe  safet y  &  secur it y  FOUNDATION

F 
IRE DOOR INSPECTIONS CONTINUE TO 
 be a key focus for the Foundation. Over the 
course of the last several years, we have trained 

thousands of fire and building code officials on what 
to look for while inspecting a fire-rated opening. 

In addition to our existing classroom and webinar 
training sessions, the Foundation is preparing to 
launch an online tutorial titled “Fire Door Inspections: 
Understanding the Fire-Rated Opening.”* This web-
based training and awareness tool provides a user-
friendly experience while offering a basic overview 
of NFPA 80 annual swinging fire door inspection 
requirements—what to visually verify when asked to 
confirm that openings inspections occurred.

After receiving background information on the 
building codes and standards, the user is given the 
ability to “inspect” six openings, submit an inspec-
tion report, receive feedback on the report, answer a 
series of true/false questions and receive an electronic 
certificate of completion. This fee-based program will 
be a valuable tool for raising awareness and providing 
a level of understanding that helps to support those 
performing a complete inspection. 

From concept to completion—approximately 
a 14-week period—the Foundation’s Education 
Committee and Electronic Communications 
Committee worked with a third-party development 
team to create an application that, prior to its formal 
launch, has already been recognized for its design 
and functionality. At the eLearning Guild’s DevLearn 
2011 conference in Las Vegas, Nevada, more than 1,700 
conference attendees voted the Foundation’s applica-
tion “Best in Show.” 

The DevLearn committee stated, “This authentic, 
practice-based course simulates real-world inspec-
tions and is designed to improve safety and save 
lives.”

With the support of our volunteers and all of 
those who have made financial contributions to the 
Foundation over the years, applications such as this 
have become a reality. None of this work begins to see 
the light of day without the donation of both time and 
money from the members of this industry.

*The McAninch Research & Education Fund was used in 
part to support the development of this application.

Special thanks to the committee members who helped 
develop this exciting new online learning tool!

Education Committee:
Steve Hornyak, DAHC, FDHI, CDT (Chair)
Richard Barnhard, DAHC/CDC, FDHI
Jonathan Cawley, AHC
Lori Greene, AHC/CDC, CCPR
Joe Ambrosius 
Jason Gehrs, AHC

Electronic Communications Committee:
Foster Smith
Aaron Garrett
Joshua Hallgren
Joshua Manes
Kit Shah  

By Bill Johnson, Executive Vice President 

Door Security & Safety Foundation

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

Foundation Develops  
 Online Learning Tool for  
 Fire Door Inspections

Application Highlights:
■ Specific section reference to code publications
■ Helpful tips prior to inspection
■ 11 inspection steps with visuals
■ Interactive presentation—inspect and receive 

feedback on six openings 
■ Questions to test your knowledge
■ Certificate of completion

mailto:bjohnson@dhi.org
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E REVIEWED THE EVENTS OF 2011 IN AN ARTICLE THAT APPEARED IN  
Doors & Hardware in October 2011. In this first issue of 2012, we will complete 
our review of 2011, attempting to illuminate some of the key economic trends 
that were underway at the end of last year. We will also analyze some of the 
key external influences on the industry in the coming year. 

As 2011 drew to a close, the wave of commercial real estate-driven bank 
failures continued. Unfortunately, there is every reason to believe that 2012 
will bring more bank failures, with bad loans on commercial real estate the 
most likely cause of the failures. In a low interest rate environment such as 
this, coupled with the Fed’s commitment not to raise rates for the foreseeable 
future, it should be relatively easy for banks to prosper. However, commer-
cial loan defaults have soared above historical norms. Banks that viewed 
such loans as an attractive way to bolster their earnings are learning about 
the downside of indiscriminant lending in this sector.

In the fourth quarter of 2011, various economic signals were pointing in 
different directions. This made it difficult to discern the precise direction 
of the economy and the velocity of the recovery. The Architectural Billings 
Index was declining at the end of last year, pointing to a downturn in 
commercial construction. However, later in this article we will review some 
of the predictions for positive growth in 2012 in certain commercial building 
sectors, as well as a more broad-based recovery in 2013.

Commercial Door & Window Industry
E c o n o m i c  S i g n a l s  a t  Ye a r- E n d  2 011
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After three years 

of struggling 

through the 

greatest economic 

downturn since the 

Great Depression, 

is there hope on 

the horizon for our 

industry?

2012 Outlook for the 

WBy Michael Collins

Photo Credit: © iStockphoto.com/Chris Lamphear
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Residential and commercial real 
estate price trends are an important 
indicator of likely future building 
activity. The higher prices are at any 
given time, the more attractive new 
projects in that segment will be to 
home owners, investors and real estate 
developers. If general real estate prices 
in a segment are falling, it will be 
very difficult for economic models of 
projects in that segment to lead these 
same groups to invest. According to 
the Case-Schiller home price index, 
residential real estate prices peaked 
between 2006 and 2007, dropping 
sharply to their bottom in mid-2009. 
Home prices recovered somewhat 
through mid-2010 but dropped again 
during 2011. This single indicator 
does not bode well for the commercial 
real estate industry, since recovery 
in the commercial segment tends 
to lag behind recovery in the resi-
dential segment by 12 to 18 months. 
Commercial real estate prices followed 
this lagging pattern when they 
continued rising to their peak in early 
2008. They dropped sharply through 
2009 and stayed within a narrow 
range after that, albeit with choppy up 
and down swings within that range. 
Toward the end of 2011, commercial 
real estate prices had begun to recover, 
despite the lack of an apparent 
recovery in the residential market. It 
is possible that, following a once-in-
100-years recession such as this one, 
old paradigms will break down as the 
economy recovers its footing.

Another mixed signal at the end 
of 2011 came from the Institute for 
Supply Management’s Purchasing 
Managers Index. This index, which 
stood at an expansionary score of 60 
in January 2011, steadily dropped to 
a neutral score of 50 toward the end 
of last year. This shows the average 
purchasing manager as equally 
balanced between contraction and 

expansion. A similar signal could be 
gleaned at the end of 2011 from the 
Small Business Optimism Index. The 
recent peak of this reading took place 
in 2005, after which it trailed steadily 
downward. The index reached a 
bottom in mid-2009 and rose steadily 
in the first half of 2011, falling off 
toward the end of the year. An oppo-
site signal could be gleaned from the 
University of Michigan Consumer 
Sentiment Index. This key pulse of 
the economy dropped steadily in the 
first part of 2011 but regained most 
of that ground heading into the end 
of the year. The readings from these 
indexes in the final month of 2011 
and in early 2012 will help shed light 
on whether this declining trend of 
sentiment will reverse itself.

In past forecasts and articles, we 
have encouraged companies to care-
fully assess all of the opportunities 
available to them under the stimu-
lus package. Indeed, many commer-
cial door and hardware manufac-
turers have received a significant 
number of stimulus-funded orders. 
Typical areas include government 
buildings, courthouses, military 
housing and educational facilities, 
general educational facilities and 
various stimulus-funded buildings. 
While these projects were a badly 
needed boon to the companies 
that won them, the majority of the 
stimulus package has been allocated 
or spent. Some money remains to be 
spent, a portion of which will go to 
building and construction; however, 
even companies that benefitted 
heavily from stimulus projects have 
begun to report that the number of 
such projects is dropping steadily.

View	from	the	Trenches	

Given the difficulty of ascertain-
ing the direction of the economy 

from often-conflicting economic 
signals, it is important to observe 
the points of view of individuals 
engaged in high-level thinking 
and planning in this economy. In 
late 2011, a roundtable discussion 
was held between chief investment 
officers and senior economists 
from three significant financial 
institutions. These entities manage 
billions of dollars in client assets 
and make investment recommen-
dations that can move markets. 
There were several key points of 
interest to participants in the door 
and hardware industry. One of 
the economists reported that he 
carefully tracks the relationship 
between investor sentiment and 
retail sales. In the past, he has found 
that the same signal sent by investor 
confidence was sent by consumers’ 
willingness to spend money on 
goods. These two factors tracked 
one another closely through 2008 
and then diverged sharply. As of 
year-end 2011, investor sentiment 
was relatively low. This would 
indicate, if that past relationship 
had held, that retail sales through 
the end of the third quarter of 2011 
should have been down 2% year-
over-year. However, retail sales 
were up 6% year-over-year through 
that same period. This means that 
the negative investor sentiment 
prevailing at the end of 2011 was not 
borne out by retail spending at that 
time, and conditions in the overall 
economy may be better than would 
initially appear to be the case. 

Another interesting concept was 
discussed at this conference. There 
is a prevailing sentiment in the U.S. 
right now, when talking to owners 
of middle-market companies, that 
they are optimistic about their own 
business but pessimistic about 
general prevailing conditions. We 
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have had similar conversations with 
owners of commercial door and 
hardware companies. Few people 
seem as fundamentally concerned 
about the future performance of 
their own company as they are 
about the overall economy. If we 
assume that each of these business 
owners has an accurate view of their 
own future prospects, then that sort 
of imbalance of sentiment should 
work itself out for the better.

Corporate	Cash	Hordes

Corporations in the U.S. are 
currently holding record levels of 
cash. There is a general sense that 
corporations are taking a “wait 
and see” approach to investing. 
There is too much uncertainty with 
respect to potential tax and regula-
tory changes and the possibility 
of a changing administration in 
Washington. Investments that 
are on hold include hiring and 
spending money on infrastructure, 
technology and research and 
development. Needless to say, these 
are some of the very engines of 
economic growth that are needed 
to return to prosperity. One of the 
primary factors encouraging invest-
ment, which is followed by one 
of the economists who was at the 
conference, is the spread between 
profitability and cost of capital, 
which is currently very large. In 
other words, companies have access 
to cheap capital and can earn ample 
returns on it by investing in their 
own businesses. In the door and 
hardware industry, in particular, 
many companies made smart cuts 
from 2008 to 2010, greatly improv-
ing their profitability in the last two 
years. These companies often have 
ample cash and access to credit and 
would like to make acquisitions. 

However, the companies that are 
the most likely to be interested in 
selling do not wish to sell their 
companies at a three-decade low 
point. This kind of situation cannot 
persist indefinitely. Eventually, 
sellers’ businesses will recover 
somewhat, and buyers will see an 
increasing need to capture avenues 
of growth through acquisition. This 
will satisfy a portion of the current 
“pricing gap,” and more business 
sales will take place. 

Increasing	Commodity	Prices

An important factor in 2012 and 
over the next several years will 
be increases in commodity prices. 
At a time when gasoline prices 
persistently hover near four dollars 
per gallon, it is easy to think of this 
country as existing in a permanent 
environment of inflation in the 
prices of commodities. However, 
a recent analysis by investment 
manager Jeremy Grantham1 
revealed that, over the past century, 
prices of key commodities have 
drifted slightly downward when 
measured on an inflation-adjusted 
real dollar basis. An equal weighted 
index of the prices of 33 key 
commodities was used to measure 
the average inflation in commod-
ity prices over the 100-year period 
from 1900 to 2000. Commodities of 
relevance to the door and hardware 
industry included aluminum, silver 
and iron ore, as well as energy 
sources such as coal, oil and natural 
gas. There was not a pure lumber 
price included, but the inclusion 
of plywood added a wood prod-
ucts element to the index. It was 
determined that the average price 
of these 33 strategic commodities 
declined by roughly 1.2% annu-
ally during the period studied. 

This is not to say that individual 
commodities, such as oil, did not 
experience price spikes at various 
times. As a group, however, the 
prices decreased over time. Much 
of this price decline was driven 
by improvements in production 
machinery, minerals extraction and 
other technologies. 

Starting in 2000, however, an 
interesting shift in commodity prices 
occurred. The enormous increase 
in consumption among emerging 
economies, particularly China and 
India, has led to a commodities price 
surge. In just 10 years, this acceler-
ated consumption has wiped out 
100 years of general price declines. 
Normally, we might take comfort 
in the fact that deviations from 
long-term averages tend to correct 
themselves by returning to that 
long-term average, a concept known 
as reversion to the mean. However, 
that principle only applies if the 
conditions being measured remain 
fundamentally unchanged. In this 
case, the last 10 years have seen 
roughly 2.5 billion people living 
in China and India undertaking 
an unprecedented push to achieve 
middle class living standards. Add 
to that the ongoing rebuilding in 
Japan, and there has been a signifi-
cant increase in demand among key 
players. The game has very likely 
changed permanently, meaning that 
climbing commodity prices will be 
a permanent part of the landscape 
going forward. 

The question lies in determining 
how door and hardware manu-
facturers should respond in order 
to maintain profitability. In every 
segment of the industry, there are 
companies that are able to pass 
along price increases more quickly 
than others. Often, they also benefit 
from allowing their prices to drift 
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downward more slowly if the price 
of the underlying commodity 
decreases. Other companies are 
only willing to follow the leader’s 
price increases, and they typi-
cally must lower their prices more 
quickly than the leader if the prices 
of materials subside again.

There are a number of ingredi-
ents that are required in order to 
become a price leader who is largely 
insulated from commodity price 
increases. Among these is an empha-
sis on the perception of your brand 
among customers. Strong brands 
are best supported by extremely 
high product quality. Another key 
element is an unwavering level of 
extremely high customer service. 
Customers want a live, knowledge-
able person to pick up the phone 
when they call the manufacturer. 
Simply having a very broad product 
offering also can aid in price leader-
ship. If customers know that they 
will need to seek out two or three 
additional vendors if they leave a 
manufacturer, it increases switch-
ing costs and, therefore, customer 
longevity. Another way to achieve 
price leadership is to be able to offer 
high customization with a short 
lead time. If your customers have 
engineered their businesses to rely 
on swift delivery, they are unlikely 
to take a chance on a new supplier. 
If it is true that we are headed into 
a future where prices rise more 
quickly and persistently, then it 
is incumbent on manufacturers 
to use these and other methods 
to increase the value they add 
to customers and enhance their 
abilities to be a price leader.

Foreign	Competition

Competition from foreign manu-
facturers remains a topic worthy of 

some focus. Total window and door 
imports dropped each year from 
their peak in 2007 at $1.89 billion 
to their 2010 level of $1.03 billion. 
Chinese door and window imports 
managed to grow for an additional 
year and did not peak until they 
reached $322 million in 2008. Like 
world door and window imports, 
Chinese imports dropped in 2009. 
However, Chinese imports actually 
increased from 2009 to 2010. Since 
world imports dropped in 2010, this 
means that Chinese manufacturers 
captured market share in the door 
and window segment at the expense 
of all other world exporters to the 
U.S. Since most Chinese imports 
are of doors, this is of particular 
interest to the commercial door 
and hardware industry. Most 
competition from Chinese door 
manufacturers comes in the area 
of low- and mid-priced wood and 
steel entry doors. Manufacturers 
of costly, high-margin commercial 
entry systems do not face a great 
deal of competition from Chinese 
companies. However, hollow metal 
doors have been under significant 
pressure for some time, a condition 
that is likely to persist. 

Employment:	The	Largest		
Current	Challenge

The most important limiting 
factor in the market today is 
employment. Consumers drive this 
economy, and consumers simply 
do not spend as much when they 
are afraid of losing their jobs. In 
this aptly named Great Recession, 
we have seen job losses unlike any 
post-World War II recession. The 
job losses have been severe, and as 
can be seen in Figure 1, the number 
of workers requiring more than 
26 weeks to secure a new position 
has risen sharply. While it could 
be argued that the extension of 
unemployment benefits to 52 weeks 
has created a disincentive to work, 
at least some of the blame for this 
trend must be placed with the sever-
ity of the recession itself.

In the 10 other post-World War 
II recessions, the average length of 
time after the recession that it took 
for employment to recover to the 
level of the previous peak was 23 
months. As of November 2011, the 
recovery cycle from the current 
recession stood at 45 months, and 
the U.S. was still 4.75% below the 
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Figure 1.  Peak number of individuals unemployed for more than 26 weeks,  
by beginning point of various recent recessions

Charts by Jordan, Knauff & Co. Data from Reed Construction.
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level of the previous employment 
peak. According to the National 
Federation of Independent Business, 
their small business hiring plans 
index drifted lower as year-end 
2011 approached. Given the fact that 
recent employment news has alter-
nated between positive and negative 
indications nearly every month, it 
will be some time before we return 
to the employment level of the 
previous peak. Statistics like these 
also ignore the concept of under- 
employment, in which long-time job 

seekers accept a position for which 
they are grossly overqualified. In 
one bright spot, unemployment 
claims spiked in mid-2011 and 
dropped steadily through the end of 
the year.

Industry	Growth	Projections

Spending on non-residential 
structures as a percent of GDP 
bottomed in 2003 at 2.5%. By late 
2008, such spending had risen to 
just over 4% of GDP. However, by 

mid-2010, spending had returned 
to 2003 levels. By year-end 2011, 
construction spending stood just 
under 3% of GDP. This increase 
is a positive sign for construction 
spending in 2012. Figure 2 high-
lights the projected growth in vari-
ous sectors of commercial real estate 
through 2015. Figure 3 illustrates 
the predicted growth over the same 
period in industrial construction, 
which includes manufacturing 
facilities, warehouses and labora-
tories. Finally, Figure 4 shows the 
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Figure 2. Historical and projected growth in commercial real estate construction
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projected level of growth in various 
institutional sectors. As may be seen 
in these charts, industry experts 
are not predicting growth in 2012 
across all sectors. The sectors for 
which growth is predicted include 
amusement, office, assisted living, 
schools and colleges, and military 
projects. With the exception of 
hotels/motels and parking garages, 
most market segments are projected 
to remain roughly flat in 2012 versus 
2011. This is not a terrible thing, 
since most of these market segments 
are very large in size and present 
ample opportunities. Looking at the 
projections for 2013 reveals a much 
more positive picture, with stronger 
growth predicted across a wider 
range of industry segments.

The	Path	Ahead

It is easy to become overwhelmed 
by negative news and tepid growth 
predictions. For example, a consul-
tant to manufacturing businesses 
recently shared the results of a 
survey he had conducted of the 
predictions for 2012 from a broad 

range of economists. This survey 
determined that the highest predic-
tion among these economists for the 
growth rate of the U.S. economy in 
2012 was 2.5%. The lowest predicted 
rate of unemployment for this year 
was 8.5%. The federal govern-
ment is wrestling with a huge and 
growing fiscal deficit in a highly 
partisan environment and in an 
election year. Finally, the consultant 
pointed out that the current cost 
disadvantage of U.S. manufacturers 
versus their overseas counterparts 
is 20%, before accounting for other 
countries’ labor cost advantage. 
Non-labor areas in which U.S. 
companies are disadvantaged 
include the corporate income tax 
burden, the rate for which in this 
country is the second highest in 
the world. Manufacturers based in 
this country face a disadvantage of 
that magnitude simply from higher 
regulatory requirements and taxes. 

In contrast to all of these nega-
tive indicators, the consultant went 
on to say that many of his clients 
had developed growth plans that 
included doubling the size of the 

company over the next five years. 
Many small and medium door and 
hardware manufacturers we are 
in touch with have stated growth 
goals that are equally aggressive. 
Why, in the face of all of these 
gloomy economic statistics, would 
so many companies undertake such 
ambitious plans? How will these 
companies achieve such strong 
performance in a tough economic 
environment? Part of the answer 
comes from lean manufacturing, 
which allows companies to do more 
with the same or fewer resources. 
Many companies have picked the 
low-hanging fruit with regard 
to lean manufacturing, but most 
would benefit from revisiting and 
rededicating themselves to lean 
principles as well. Many companies 
undoubtedly began and executed 
their lean programs amidst 
fanfare and a burst of enthusiasm. 
Undoubtedly, though, there are 
companies who lost that enthusiasm 
or, worse, had to sacrifice additional 
lean efforts to conserve cash. 

Other companies feel that 
attempting to grow within the U.S. 
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Figure 4. Historical and projected growth in institutional construction
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would require them to engage in margin-damaging 
competition with entrenched industry participants. 
Many of these companies have begun to explore 
exporting their products to other countries. Areas like 
China, Brazil, Vietnam and others are benefitting from 
the expansion of the middle class and the growth of 
their overall economies. In such countries, the “Made 
in U.S.A.” label connotes quality and a high-end 
imported product in much the same way that American 
companies market the phrase “German engineering” 
for numerous products.

Some door and hardware manufacturers have begun 
to target the Caribbean as an export market, and some 
are looking as far away as South America. Any door or 
hardware company with a high-margin product should 
investigate whether a strong overseas market might 
exist for its products. The introduction of existing prod-
ucts into a foreign market typically requires some reen-
gineering of those products. However, that investment 
in engineering can pale in comparison to the potential 
loss of earnings that can result if maintaining a sole 
focus on the domestic market leads to price-based 
competition. 

Needless to say, there are many markets to pursue 
without turning to export. All of the industry segments 
that are predicted to remain stable or to grow in 2012 
represent huge potential markets. The tide may be 
turned for an individual company in 2012 by sending 
existing sales representatives after the opportunities 
that exist in the more favorable segments. For other 
companies, it may be a new senior manager brought 
in at the retirement of an existing leader, or winning a 
few strategic dealers or builders in growing geographic 
areas. While the trajectory of the market does not yet 
demonstrate a strong and clear recovery, industry 
analysts predict a meaningful recovery over the next 
several years. There are always strategies available to 
companies that are not willing to wait on the sidelines 
for the full force of the recovery and who wish to be 
more proactive about ensuring their future success.  

About the Author: Michael E. Collins is the Managing Director at 
Jordan, Knauff & Company, a firm dedicated to providing experienced, 
professional and sophisticated investment banking services to the  
middle-market of American business.

References:	
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Changing U.S. 
Construction Economy

by Doug Bevill & George Snyder

Trends Related to the

I 
N OUR SEPTEMBER 2011 ARTICLE, WE 
explored several emerging trends that are a 
direct result of the massive, ongoing economic 

correction in the U.S. residential and non-residential 
construction industries. A key message in that piece 
was that even a shrinking construction market, 
with a remarkable expansion in renovation and 
retrofit compared to new construction, can present a 
golden opportunity for value-engineered products, 
mainly from the Pacific Rim and India. It is another 
reminder that we are operating in a global market-
place. This isn’t right or wrong; it is just business. 

The entry of new, lower-priced products also serves 
as a wake-up call to the creeping realization that 
product specifications are becoming more of a guide-
line for performance and no longer a virtual guaran-
tee that a specified product will be purchased. Plus, in 
a large percentage of renovation and retrofit projects, 
there are few if any products specified. Where there 
are specifications, either in new construction or R&R, 
they are, more than ever before, subject to being value 
engineered by the contractor in order to increase 
margin on the job. This is the result of general 
contractors being forced to bid projects very low in 
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order to win them, due in large part 
to the fact that fewer projects mean 
more contractors bidding on each one. 

Those contractors who normally 
specialized in a certain building 
type (offices, hotel/motel, condos, 
retail space, etc.) are now in survival 
mode and bidding at every oppor-
tunity, even following the money 
into the healthcare and educational 
sectors, although they may have 
little or no experience there. Where 
there was once a finite number of 
contractors bidding a project, the 
bid list is now two to three times 
longer or more, leading to increased 
downward pricing pressure on the 
building and all of the products and 
services related to it.

When	Will	Things	Change?	

We are heading into an election 
year, and all of a sudden, both parties 
are turning their focus to jobs. What 
a grand idea! Spending increases, 
spending cuts, tax increases, tax cuts, 
jobs programs…the list of discussion 
topics goes on and on, with no real 
solutions. The long and the short of it 
is that people are not making enough 
money to buy the goods and services 
that we as a country have the capacity 
to produce. This is not political; it is 
factual. 

For the U.S. economy in general, 
and for the commercial construction 
industry in particular, sustained 
recovery starts with a consistently 
increasing level of housing starts. 
Unfortunately, that has yet to 
happen. The increases that have been 
reported in the residential category 
by the Census Department over past 
few months have been exclusively 
in the construction of rental proper-
ties, mainly apartments and condos, 
which is a trend that is directly 
related to the anemic demand for 

new houses and the difficulty of 
qualified home buyers to obtain 
financing. In our opinion, unemploy-
ment and underemployment will 
continue to be a problem for all of 
2012, which does not bode well for 
any meaningful recovery in the 
housing market for 2012, or for the 
construction industry in general.

 

Crystal	Ball	

The graph below represents the 
actual U.S. construction industry 
from January through October 
of 2011 versus the same period in 
2010, followed by our forecast for 
all of 2012 versus all of 2011. Given 
the trend and current economic 
environment, as of November 2011, 
we believe that income properties 
(lodging, office and commercial/
retail) will lose more ground for the 
balance of this year and into the first 
quarter of 2012. However, we do feel 
that there will be a modest increase 
in demand in the second half of 2012 
for lodging and office buildings, 
elevating them to a net positive for 
the year. This means that they will 

bottom out and then start to show 
some modest growth, but nothing to 
write home about. These sectors have 
been decimated over the past three 
years, having lost 64% of their value 
on average since the peak of 2008. 
Given the current unemployment 
and underemployment situation, we 
also feel that the commercial/retail 
sector is still grossly overbuilt, so 
demand will remain weak. 

Healthcare should flatten out in 
2012, although we admittedly could 
be a little bearish on healthcare, 
considering the aging population 
and the lack of needed square foot-
age. So while healthcare could very 
possibly spike next year, at this point, 
we prefer to be conservative. Again, 
given the weak employment situation, 
the shrinking tax coffers—including 
real estate tax revenues—and the 
resulting budget cuts, we feel that 
the education sector will continue 
to constrict in 2012. (We have one 
caveat: This forecast assumes that 
steps to stabilize the European Union 
and its currency will be successful. 
Admittedly, this may be an optimistic 
assumption, and the failure to do so 

Courtesy of Direct Impact, Inc.
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will negatively impact any economic 
recovery in the U.S. and would lead 
to a downward revision in our 2012 
construction outlook.) 

What	It	All	Means	to	You

Unfortunately, there is absolutely 
nothing that a building product 
manufacturer or distributor can do 

to change the economy. Although 
it is important to stay informed on 
the state of the economy and your 
industry, it isn’t helpful or healthy 
to dwell on bad news. The fact is 
that we are all faced with the same 
challenges. Those who embrace and 
attack those challenges will succeed. 
Let’s face it: There are fewer oppor-
tunities to sell your products, your 

prices are being driven down, and 
you have more competition than 
ever. You can either choose to use 
these facts as your excuse for lower 
sales and profits, or you can choose 
to plan on growing your business in 
spite of them!

Despite the issues that you and 
your competitors face, there is an 
undeniable truth you can always 
count on: buildings will continue to 
be built and renovated, and doors 
and hardware will continue to be 
purchased for those buildings. 
You will just have to work harder 
and/or smarter to make sure your 
products are used in the available 
projects. And to give yourself the 
best chance, you need to turn the 
current trends in the industry to 
your advantage.

The	Trends

As mentioned earlier, there are 
simply fewer specifications being 
written right now, and those that 
are can often be subject to substitu-
tion based on cost. Plus, with the 
increased shift of renovation work 
versus new construction, chan-
nel responsibilities have changed 
dramatically, leaving less oppor-
tunity for architects and placing 
general contractors, design build 
firms and building owners in a 
more influential position concern-
ing product specifications and 
procurement. 

So if you are a manufacturer 
that has traditionally put a heavy 
emphasis and marketing budget 
behind getting specified, are you 
still going to put most of your effort 
into calling on the fewer architects 
who are designing fewer projects 
with fewer specifications?

As a manufacturer, no matter 
what your brand’s value proposi-
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tion, how are you getting your 
message out to the distributors who 
sell your products? How are you 
capturing their “mind time” when 
they carry such a wide range of 
products and brands?

Whether you are a manufac-
turer or distributor, how are you 
communicating with contractors 
and design build firms? Product 
manufacturers are responsible for 
establishing brand preference to 
help “pull” products through distri-
bution, while distributors need to 
communicate the value they offer to 
get opportunities to bid. 

And what about the “over the 
counter” business that you may not 
have put much emphasis on in the 
past? No matter which side of the 
counter you’re on, in the current 
construction environment, those 
sales (which typically come with 
higher margins) could be the differ-
ence between profit and loss for 
your business. Do you have a plan 
for increasing them?

The point we’re making is this: If 
you want to maximize your sales in 
the current environment, you cannot 
simply focus on one audience or one 
message. You will need to commu-
nicate effectively with the wide 
range of audiences who influence 
purchase decisions: owners, archi-
tects, specifiers, design build firms, 
general contractors, distributors, 
wholesalers, locksmiths and more. 
This requires a marketing communi-
cations strategy that includes deter-
mining the appropriate message for 
each target audience, as well as the 
method to deliver that message. And 
while sales reps should obviously be 
delivering these messages on a daily 
basis, it will take a proactive market-
ing effort of some kind to reach the 
necessary number of people in a 
timely way.

For those door and hardware 
manufacturers and distributors who 
have developed (or will develop) 
a database of the people who can 
make or influence purchase deci-
sions, and who segment that data-
base by audience and consistently 
deliver targeted messages that 
address each audience’s individual 
needs, they will be well positioned 

to survive—and quite possibly 
thrive—in 2012 and beyond.  

About the Authors: Doug Bevill and George 
Snyder are principals of Direct Impact, a stra-
tegic marketing firm specializing in the building 
products industry. Prior to joining Direct 
Impact, Doug spent 18 years with F.W. Dodge/
McGraw-Hill Construction and eight years with 
The Hager Companies. He can be reached at 
dbevill@directimpactinc.com or 314/422-3177. 
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O VISIT NYC IS TO SUBJECT YOUR-
self to a level of sensory overload usually 
reserved for theme parks and Las Vegas. 
Everything is louder, faster, brighter and 
bigger than anything you expected or 
remembered. Everyone is in a hurry—from 
the pedestrians who bravely sprint across 

the streets to the cab drivers who seem almost deter-
mined to run them down. Smells intermingle and drift 
along the sidewalks, creating a sort of olfactory puzzle 
that your nose is constantly struggling to solve as you 
walk from one block to the next. 

As you adjust to the faster pace, the noise and the 
smells, you start to pick out the details that television 
has taught us are classic New York trademarks: the hot 
dog vendors, the horse-drawn carriages, men in trench 
coats hustling knockoff Rolex watches, and an endless 
number of pizzerias, each selling “authentic” NY pizza 
slices the size of your head. 

You round a corner and suddenly find yourself in the 
middle of Times Square. Throngs of camera-wielding 
tourists are posing with costumed characters of every 
variety, from Elmo to Spiderman, and the entire 
spectacle is bathed in the glow 
of towering neon lights. The 
carnival-like atmosphere makes 
it feel like an oasis of fun and 
whimsy in an otherwise bustling, 
no-nonsense city. 

This unexpected intersection of 
business and fun formed a fitting 
backdrop to DHI’s 36th Annual 
Conference & Exposition, which 
was held just a few blocks away 
at the Javits Convention Center on 
October 26-27. The stellar lineup 
of speakers and topics was all 
business, but the smiles and 

T



laughter that echoed around the Expo hall signaled that 
attendees had plenty of fun as well. There were even appear-
ances by a few costumed characters who were happy to pose 
for pictures.

The Conference began early on the 26th with the Industry 
Honors Breakfast, at which DHI recognized some of our 
brightest stars and strongest supporters who have volun-
teered their time and talents as teachers, leaders, writers and 
advocates for this industry. A complete listing of this year’s 
winners can be found on pages 24 and 25.

From there, it was off to the Industry Marketplace, 
where select exhibitors presented informative education 
sessions on emerging trends, industry-specific software, 
new standards, advances in technology and hardware, and 
much more. Attendees had a unique opportunity to meet 
face-to-face with their strategic business partners away 
from the busy show floor and learn from presenters who 
have their fingers on the pulse of today’s rapidly changing 
business environment. 

But the Conference was just getting started, and soon it 
was time to head over to the Forum for the Future  
Kick-Off Luncheon. With the markets becoming increas-
ingly volatile and the financial crisis unfolding in the 

European Union, we’ve seen the economic forecast slide from 
cautious optimism that we were emerging from the Recession 
to fear that we are slipping back into what may prove to be an 

even greater recession. The first speaker, Beth Ann Bovino, 
Chief Economist for Standard & Poor’s, addressed those 
concerns head on with a presentation that charted the prog-
ress (or lack thereof) that had been made in the economic 
recovery since 2008. While last year’s economist offered 
hope that by 2012, the recovery would be well underway, 
Bovino offered no such promises in her presentation, 

titled “Fasten Your Seatbelts.” She explained that while 5% 
GDP growth is normal after a recession, the U.S. saw only 3% 
growth in GDP in 2010 and a meager 1½% for 2011. The risk 
of a double-dip recession was pegged at 40% at the time of 
Bovino’s presentation, but that number is expected to increase 
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as the crisis in the E.U. leads to 
massive amounts of deleveraging 
on a scale not seen even during the 
2008 financial crisis. Nonresidential 
construction is projected to remain 
weak through 2012, particularly as 
budget cuts by federal, state and 
local governments continue to curb 
spending on new construction and 
renovations. There was no good 
news for the residential market 
either, as the 8½ months of supply, 
not including the shadow inventory 
currently being held off the market, 
means the bottom for this market 
has yet to be reached. 

Last year’s forecast was summa-
rized as: “Still mostly cloudy with 
a slight chance for bankruptcy, 
as the remnants of this economic 
recession slowly move offshore, 
but look for clearing skies and 
increasing sunshine in the years to 
come.” This year’s was more along 
the lines of: “Increasingly cloudy 
skies as Hurricane E.U. Debt Crisis 
builds offshore, freezing credit and 
threatening to collapse the world’s 
financial markets.” 

Following this presentation was 
a slightly less somber panel discus-
sion moderated by noted construc-
tion industry leader Norbert Young, 
FAIA, hon FRAIC, Managing 

Director of Duck Cove Associates. 
Young’s construction industry expe-
rience is considerable, and his reach 
into the construction community 
helped him assemble a prestigious 
panel of guests. Carl Galioto, 
Senior Principal, HOK Architects; 
Susan L. Hayes, President/CEO, 
Cauldwell Wingate Co.; Fritz Reuter, 
Senior V.P., New York Presbyterian 
Hospital; Charles Bacon, President/
CEO, Limbach Facility Services; 
and Richard Anderson, President, 
New York Building Congress, were 
all on hand to discuss numerous 
trends that are transforming the 
design and construction industries, 
including BIM, integrated project 
delivery, sustainability and security 
integration. Richard Anderson 
started things off by explaining 
why the construction forecast indi-
cates that “in 2013, things decline 
precipitously.” In the last few years, 
economic stimulus allowed infra-
structure projects to remain well-
funded while the private market 
declined. But as that funding runs 
out, the public sector is slowing, and 
the private sector remains slow. If 
funding for infrastructure projects 
isn’t increased, Anderson expects 
the economy to face major chal-
lenges in the years to come. 

Fritz Reuter spoke about some 

of the challenges specific to NYC 
healthcare construction projects—
namely, the incredibly high costs. 
Construction costs in NYC are 
twice what they are elsewhere in 
the world due to the number of 
external regulatory agencies that are 
involved and the prices they charge. 
While the goal is to build safe and 
compliant facilities, Reuter said they 
are unsure where they will find the 
funding to do so going forward. 

Next up was Carl Galioto who is 
responsible for leading the build-
ingSMART Alliance™, a unique 
organization that is working to 
make the North American real 
property industry more efficient 
by promoting the use of Building 
Information Modeling, or BIM. He 
discussed how technology has led 
to major advances in productivity 
over the last 50 years, but not in 
the design industry because it is 
too fractured. “Our challenge is to 
increase productivity,” he said. “We 
can bring greater value to clients by 
smoothing the flow of information.” 
BIM is a valuable building informa-
tion management tool that is rapidly 
changing and streamlining the way 
information is shared between all 
of the various layers of individuals 
who are involved in a construction 
project, including our industry. 

22	 DOORS	&	HARDWARE £ JANUARY 2012



Joseph	F.	Ambrosius	
LaForce, Inc.

Paul	G.	Baillargeon,	AHC	
Trim Door Systems

Jeffrey	S.	Batick	
Builders Hardware

H.	Stephen	Bettge,	AHC	
Specification Consultant

Anthony	A.	Boatman,	DAHC/EHC	
Ingersoll Rand Security Technologies

Jody	Warden	Boatman,	AHC/EHC	
Ingersoll Rand Security Technologies

Richard	J.	Bradbury,	EHC	
Logical Access Solutions Corp.

John	J.	Burd,	AHC,	CDT,	LEED	AP	
Johnson, Finch & McClure Construction, Inc.

Mark	W.	Chester,	AHC	
Cook & Boardman Group, LLC

Brian	C.	Clarke,	AHC	
Hager Companies

Robert	R.	Cullum,	AHC	
Dugmore & Duncan Group

Katherine	A.	Flower,	AOC	
ASSA ABLOY Door Security Solutions 
South Central Region

Laura	Jean	Frye,	AHC	
Stanley Security Solutions, Inc.

David	R.	Gale,	EHC	
Independent Specification Consultant

Lee	A.	Garver,	DAHC,	FDHI	
ASSA ABLOY Door Security Solutions

Travis	M.	Graboyes,	AHC	
House of Doors, Inc.

Daniel	J.	Heinz,	DAOC,	FDHI	
Nelson Holland, Inc.

J.	Philip	Henk,	AHC	
Davis Fetch Corp.

Francis	J.	Hueber,	AHC/CDC,	FDHI,	CDT	
Hueber Consulting

Mark	E.	Lineberger,	AHC/EHC	
Valley Doors and Hardware, Inc.

Alan	D.	McMurtrie,	AHC	
Ingersoll Rand Security Technologies

David	Pedreira,	AOC,	CSI,	CDT	
ASSA ABLOY Door Security Solutions

Helen	Rose	
PEMKO Manufacturing Company,  
An ASSA ABLOY Group Brand

Sarah	Russell	
ASSA ABLOY Americas

Scott	A.	Sabatini,	AOC,	CSI,	CCPR,	FDHI	
ASSA ABLOY Door Security Solutions of 
The Southwest Region

Lloyd	Seliber,	CML,	CDT	
Keying Solutions

Roslyn	Shender,	AHC/CDC	
W. Lewis Frame ‘N’ Door, Inc.

Mark	Sorrenti,	EHC	
Sorrenti Security Solutions

J.	Patrick	Stewart,	AHC/EHC,	CMA,	CFM	
Construction Hardware Company

Reid	W.	Wilson	
ASSA ABLOY Door Security Solutions

Robert	R.	Cullum,	AHC	(Chair)	
Dugmore & Duncan Group

Paul	G.	Baillargeon,	AHC	
Trim Door Systems

Anthony	Boatman,	DAHC/EHC	
Ingersoll Rand Security Technologies

Jason	P.	Gehrs,	AHC	
Walsh Door & Hardware Co.

Paul	W.	Jackson,	DAHC		
ASSA ABLOY Canada 
Door Security Solutions 

Jon	R.	Laing		
ASSA ABLOY Americas

Mark	E.	Lineberger,	AHC/EHC	
Valley Doors and Hardware, Inc.

David	Pedreira,	AOC,	CSI,	CDT	
ASSA ABLOY Door Security Solutions

Helen	Rose	
PEMKO Manufacturing Company

Scott	A.	Sabatini,	AOC,	CSI,	CCPR,	FDHI	
ASSA ABLOY Door Security Solutions of 
The Southwest Region

Lawrence	Beatty,	AHC	
Shanahan’s Building Specialties, Ltd.

Rene’	A.	Bouchard,	DAHC/CDC,	CCPR	
Smoot Associates, Inc.

Kristi	A.	Dietz,	AHC	
LaForce, Inc.

Malcolm	Eyre,	FDHI,	CSC	
Fleming Door Products &  
Baron Steel Doors and Frames  
ASSA ABLOY Door Group

Katherine		A.	Flower,	AOC	
ASSA ABLOY Door Security Solutions

J.	Patrick		Stewart,	AHC/EHC,	CMA,	CFM	
Construction Hardware Company

2011 EDUCATIONAL COUNCIL

DHI CANADA INSTRUCTORS

An	additional	huge	
“Thanks!”	 to	
our	hardworking	
education	council…	
and	to	the	countless	
subject	matter	
experts	who	have	
been	diligently	
working	alongside	
them.	With	special	
gratitude	to	the	
education	council	
task	force.

TASK FORCE

Lawrence	Beatty,	AHC	
Shanahan’s Building Specialties, Ltd.

Kelly	Chimilar,	AHC	
Allmar Inc.

Tim	Ettinger,	AHC	
Coastal Door & Frame, Inc.

Malcolm	Eyre,	FDHI,	CSC	
Fleming Door Products,  
An ASSA ABLOY Group Brand

Susan	Gosney,	FDHI	
Wentworth Associates, Ltd.

Brad	Hewlett,	AHC/EHC	
CP Distributors, Ltd.

Steve	Isaac,	AHC	
Penner Doors and Hardware, Ltd.

Paul	Jackson,	DAHC	
ASSA ABLOY Canada  
Door Security Solutions

John	Kalnay,	EHC	
KM Thomas Co., Ltd.

John	Manes,	DAHC/EHC,	FDHI	
Spalding Hardware Systems

Jill	McCreary,	AHC	
Quinte Builders Hardware, Ltd.

Ryan	McLachlan,	AHC	
Knell’s Door & Hardware

Alan	D.	McMurtrie,	AHC	
Ingersoll Rand Security Technologies

Andy	Pope,	EHC	
JPW Systems, Inc.

Robert	Rowarth,	AHC	
Bramdoor and Hardware, Ltd.

David	Sargent,	AHC	
Allmar International

Kristi	Scott,	AHC	
McGregor & Thompson Hardware, Ltd.

Mark	Sorrenti,	EHC	
Sorrenti Security Solutions

Thank You!To DHI 2011 Instructors…
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 2011 DHI AWARD RECIPIENTS

FELLOW AWARDS
The Fellow Award is DHI’s second highest award based on service and 
is reserved for members deemed to have contributed significant and 
outstanding service to the Institute or to the architectural openings 
industry at large.

Scott A. Sabatini, AOC, CSI, CCPR
Scott has been a strong supporter of DHI, having 
served on numerous committees, the DHI Board 
of Governors, and as DHI President in 2008-
09. He has done extensive work on the FDAI 
program, both locally and nationally. Scott has 
taught many national and international classes 

for DHI and the Foundation and has worked on behalf of DHI with 
Underwriters’ Laboratories, Inc. (UL) and its programs. Scott was also 
instrumental in developing and instituting the Chapter Resuscitation 
Program benefitting chapters in Connecticut and Florida.

James R. Tartre, CDC
Jim has been a member of the association since 
1981 and has served on the Foundation Board 
of Trustees and the DHI Board of Governors, as 
well as all major committees. He has continued 
the legacy of his father, Red Tartre, who was also 
involved in the leadership of the association.

Jim has been appointed into various positions in the Foundation. 
During his presidential term, the Foundation transitioned into an indus-
try advocate for key stakeholders such as fire marshals and code officials.

In 2005, Jim was elected to the DHI Board of Governors and has served 
as First VP and President-Elect before serving as President of DHI in 
2009-10. He had a passion for tackling distributor issues and oversaw 

FOUNDER’S AWARD 
The Institute’s highest and most presti-
gious award recognizes significant and 
outstanding technical expertise and 
service to the Institute or to the architec-
tural openings industry over an extended 
period of time.
Charles F. Smith, Jr., FDHI
Chuck Smith of National Guard Prod-
ucts has been a long-term, unbelievable 

supporter of both DHI and the Door Security & Safety Foundation. 
Chuck was President of the Door and Hardware Institute and transi-
tioned the organization from a basic financial reporting system to a 
sophisticated system to assist the leadership in monitoring this vital 
activity. Although Chuck was a national president, he has continued to 
support his local chapter by sponsoring numerous events and encour-
aging his staff to be actively involved.

Furthermore, from the very first day the Foundation was created, 
both Chuck and National Guard Products have been Silver-Level 
supporters every year. Chuck also served on the early board of the 
Foundation and has provided substantial leadership. As President of 
BHMA, he worked to strengthen the relationship between the two 
organizations. He is truly an outstanding individual deserving of the 
Founder’s Award.

PINNACLE AWARD
This award recognizes affiliate organiza-
tions or individuals of the Door and 
Hardware Institute who have excelled in 
their efforts to help advance life safety and 
security in the built environment.
Paul D. Martin 
Paul D. Martin is Chief of the Bureau of 
Fire Prevention with the New York State 
Office of Fire Prevention and Control, 

where he served as a principle architect of New York State’s nationally 
acclaimed Campus Fire Safety Program.

Under Paul’s leadership, the staff of the Bureau of Fire Prevention is 
responsible for fire and life safety inspections in a multitude of facili-
ties throughout New York State, including all colleges and universities; 
fire safety education and information dissemination intended to el-
evate the public’s understanding of the danger of fire; and enforcement 
of the laws and regulations of the state regarding fire safety.

Paul also serves on the International Building Code’s Means of 
Egress Committee for the International Code Council, where he is ac-
tive in the development of the codes promulgated under the auspices 
of the ICC. Additionally, he is a principle member of the NFPA techni-
cal committee currently drafting a new standard on Fire Prevention 
Unit Organization and Deployment.

James	R.	
Tartre,	CDC

August	W.		
Hager,	III

Charles	F.		
Smith,	Jr.,	FDHI

Scott	A.	Sabatini,	
AOC,	CSI,	CCPR
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the creation of the Distributor Best Practices Group, which has advanced 
numerous distributor initiatives. Wood door issues such as the Q Program 
were addressed under Jim’s term. He is a fierce DHI supporter and will 
continue making contributions to this industry going forward.

August W. Hager, III
Rusty has been a member of DHI since 1976. 
During that time, he has served on several com-
mittees and was President of the Foundation in 
2001. He constantly encourages his employees’ 
participation in DHI’s programs and has been a 
key supporter of the Institute and this industry, 

both with his time and talent, as well as financially. He chaired the 
Capital Campaign effort of the Foundation.



AWARD OF MERIT
This award is reserved for presentation to any individual who has rendered 
outstanding contributions to the advancement of the aims and objectives of 
the Institute and of the architectural openings industry in any capacity.

Robert R. Cullum, AHC
Bob is a passionate, dedicated, and motivated 
leader who has the ability to energize, engage, 
and produce results from those he is leading. He 
is a superlatively effective leader because he does 
so with a tone of unconditional patience and 
respect. 

When charged with leading a small group (including his National 
School instructor teams), the level of preparation and thoroughness 
he requires of himself and his fellow instructors is unparalleled. He 
has made significant contributions as a team member on the COR153 
curriculum review team (merging COR150 and COR155 to become 
COR153), working diligently to effectively and efficiently project-
manage the merging of these two courses. 

DISTINGUISHED CONSULTANT AWARDS
This award may be conferred on any DHI consultant member with 
at least 10 years as a contributing member at any level of the Institute 
who has demonstrated a high degree of technical excellence and stan-
dards of performance as an AHC or CDC and has contributed to the 
improvement and promotion of the technological advancement of the 
door and hardware industry.

Paul W. Jackson, DAHC 
Paul has been a vital and respected member of 
DHI for more than 25 years. Although consid-
ered a thoughtful and quiet individual, he is te-
nacious in his desire to further the goals of DHI 
and his fellow industry members. Considered by 
his peers to be a knowledgeable and respected 

instructor, Paul has volunteered countless hours teaching for local, 
chapter and national education events. He has also been very active in 
his Ontario Chapter and served as President of DHI Canada. 

Edwin Toy, DAHC
Through his dedication to the hardware industry 
as a whole, Ed has improved the perception 
and relevance of the AHC designation, the use 
of DHI Guidelines and the appropriate use of 
ANSI/BHMA Standards. Known as both a leader 
and educator in the hardware industry, Ed has 

an incredible breadth of knowledge within the hardware field. He has 
a passion for educating and communicating with the construction 
industry as a whole, and his commitment to this profession and dedi-
cation to sustaining excellence at all times is unparalleled.

MARY ROTH AWARD
The Mary Roth Award is conferred on a DHI chapter for presenting an 
outstanding chapter education program or series of programs.
Ontario Chapter

■  Material Purchasing Concepts (COR160), 
Presented by Jill McCreary, AHC and Michael MacKay, AHC

■  Tour and Presentation by the Carpenters Union Local #27 
and Richard Bradbury

■ Fire Door Inspection Update, Presented by Milt Allred, AHC
New England Chapter
Codes, Codes, Codes and More Codes: Fire, Life Safety, Disability 
and Now the Green Movement. Education Chair: William D. Lawliss, 
AHC/CDC, CCPR

ROBERT G. RYAN AWARD
The articles that appear in Doors & Hardware magazine are written 
by volunteer authors within our industry. Each year, the Ryan Award 
is presented to the author of the best technical article as selected by 
DHI’s Editorial Committee.
First Place: Mark J. Berger
“Life Safety Needs in Behavioral Healthcare,” April 2011
Second Place:  Steve Farley, CSI, CDT, LEED GA and 

Tim Petersen, LEED AP
“Going Green: What Our Industry Needs to Know,” April 2011

RECOGNITION OF OUTSTANDING  
SERVICE AND INVOLVEMENT (ROSI)
Industry members lend their expertise to the Institute’s technical 
programs. This award recognizes the vital contributions that these 
knowledgeable individuals make.
10-Year.......................................................................................

Sarah Russell
5-Year......................................................................................... 

Joe Ambrosius  Jason P. Gehrs, AHC
Paul G. Baillargeon, AHC David Pedreira, AOC, CSI, CDT
Jeffrey Batick Lloyd Seliber, CML CDT
Robert R. Cullum, AHC

Edwin	Toy,	DAHCPaul	W.	Jackson,	DAHC
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2011	ROSI	Award	RecipientsRobert	R.	Cullum,	AHC



Noting that 100% of his company’s projects are now in BIM, Galioto coun-
seled that late adopters may soon find themselves losing opportunities to 
bid as projects increasingly require its use. 

Charles Bacon followed up on Galioto’s comments by noting that “The 
economy is forcing us to think creatively, and our industry is just starting to 

grab hold of the information superhighway.”
Susan Hayes agreed, saying, “As an industry, we are 

behind. It’s such a cumbersome process to keep up with 
the changes. We need to streamline it.” She encouraged 
audience members to embrace this technology that 
promises to revolutionize how projects are designed and 
managed. “We are only as good as our subcontractors,” 
she said. “We don’t want to leave you behind.”

A 
s the Forum drew to a close, attendees began lining 
up outside the Exhibit Hall, ready to switch gears and 

mingle some fun into the day’s business. DHI President 
Ken Metzler cut the ribbon, and the crowd streamed into 

a hall full of industry suppliers showcasing the latest technologies, products 
and services. Existing business relationships were strengthened and new ones 
forged, products were demonstrated and new ideas exchanged and debated. 
The hours flew by, and soon it was time to close the hall for the evening. 

T 
he next morning began with 
a series of breakout sessions 

expanding on the issues discussed 
during the Forum, as well as others. 
Attendees had the opportunity to 
learn more about BIM, green issues 
impacting our industry, fire door 
inspection, B2B trade credit sales, 
family businesses and personnel 
development. The sessions on 

BIM were particularly well-
attended, indicating that 
many in our industry were 
taking seriously the advice 
given by the Forum panel.

After three hours of sessions,  

it was time to head back to the 
Exhibit Hall for one last tour through 
the exhibits and the closing recep-
tion. While the economic realities 
remain grim and the future no less 
uncertain, the jovial atmosphere and 
general feeling of camaraderie that 
pervaded the hall gave us all the 
feeling that we had found an oasis in 
the desert of this recession.  

We hope that all of you will join us 
for this incredible gathering of your 
industry peers next year, October 17-18, 
at the MGM Grand in Las Vegas. For 
additional highlights from this year’s 
conference, please visit www.dhi.org.  
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ROTECTION	REQUIREMENTS	FOR	OPENINGS	
located in exterior walls are determined 
in a manner completely different than 
that for interior openings. One of the 
most notable differences is that just 
because an exterior wall is required to be 
of fire-resistive construction, it does not 
mean that openings in that same wall 
are required to be protected.

Fire-resistive requirements for exterior 
walls are determined in Chapter 6 of the 

International Building Code 
(IBC).1 Table 601 sets the 
fire-resistive construction 
for exterior bearing and 
nonbearing walls based 
on construction type. For 
nonbearing walls, Table 601 
references Table 602, which 
determines the fire resis-
tance rating based on three 
factors: fire separation 
distance, type of construc-
tion, and occupancy group. 
The fire resistance rating 
for exterior bearing walls 
will vary from 1 hour for 
Type VB construction to  
3 hours for Type IA 

construction, but according to footnote 
f of Table 601, the fire resistance rating 
cannot be less than that required by 
Table 602. Therefore, if Table 601 indi-
cates that the rating for the exterior bear-
ing wall is 1 hour, and Table 602 requires 
the same wall to be 2 hours, Table 602 
governs, and the wall must be of 2-hour 
fire-resistive construction. 

That explains the requirements for 
exterior walls, but it establishes no 
criteria for openings. To determine the 
fire-resistive requirements for openings, 
one must consult Section 705. Unlike 
interior fire resistance-rated assemblies, 
in which all openings are required to be 
protected based on the fire-resistance 
rating of the wall assembly, openings 
in exterior walls may be unprotected, 
protected, or a combination of both. The 
allowable area of each is determined by 
the percentages indicated in Table 705.8, 
based on fire separation distance and 
sprinkler protection; however, the sprin-
kler protection only affects the allowable 
area of unprotected openings.

The percentages provided in Table 
705.8 are the maximum areas permitted 
for openings per story. For example, if a 

Openings
By Ronald L. Geren, AIA, CSI, CCS, CCCA, SCIP

In Part 1, the importance of protecting openings was addressed, with a focus 

on interior windows and doors. But openings protection is not limited to 

interior construction; openings in exterior walls are also subject to protection. 

c o d e  C O R N E R

PART 2

IN EXTERIOR WALLS

P

Photo Courtesy of the International Code Council®
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fire resistance-rated exterior wall is 
located 12 feet from the lot line, and 
the building is two stories in height, 
then 45% of the wall area of each 
story is permitted to have protected 
openings, or unprotected openings  
if the building is sprinklered 
throughout; or, if the building is not 
sprinklered throughout, then 15% of 
the wall area at each story is permit-
ted to have unprotected openings. 

To better explain how Table 705.8 
is applied, consider the building 
elevation in Figure 1. Each story is 
10 feet in height; the parapet cannot 
be included in the second story 
exterior wall area since the IBC 
definition of “story” is the measure-
ment from the floor to the next floor 
or roof above, so the measurement 
must be to the roof line and not to 
the top of the wall. Therefore, the 
area of wall for each story is 750 ft.2 
For this example, the building is 
non-sprinklered, and the wall has a 
fire separation distance of 18 feet. 

To determine if the openings 
in this building elevation require 
protection or not, the first step is to 
determine the actual area of open-
ings per floor. The first story has a 
total opening area of 366 ft.2 
(81 ft.2 × 4) + 42 ft.2; the second story 
has 105 ft.2 of openings (21 ft.2 × 5). 
The next step is to determine the 

percentage of openings per story. 
The percentage of openings in the 
first floor wall area is 49% (366 ft.2 ÷ 
750 ft.2). The second story has 14% of 
its wall area as openings (105 ft.2 ÷ 
750 ft.2). With these percentages, we 
can determine whether or not the 
openings require protection. 

As previously mentioned, the fire 
separation distance for the wall is 
18 feet. Looking at Table 705.8, each 
story is permitted to have protected 
openings in 75% of the wall area, 
or 25% unprotected openings, since 
the building is non-sprinklered. 
The percentage of actual openings 
at the second floor is 14%, which 
is less than 25%; therefore, all of 
the windows in this story may be 
unprotected. However, the first 
story has openings that cover 49% of 
the wall, which exceeds the allow-
able 25% but does not exceed the 
75% allowable area for protected 
openings. Thus, the first floor must 
have protected openings.

If unprotected openings are 
desired, then the building must 
be sprinklered, since 75% of the 
wall area is permitted to have 
unprotected openings if the build-
ing is sprinklered throughout. But 
if sprinklering the building is not 
an option, and the project cannot 
afford the cost of protected open-

ings, then there are only two alter-
natives available: 1) reduce the area 
of openings so that the percentage 
is equal to or less than the allowable 
area for unprotected openings, or 
2) provide a mix of protected and 
unprotected openings to reduce the 
area of protected openings required. 
The first solution is easy but may 
not achieve the desired result. The 
second one requires some manipu-
lation to achieve compliance.

Therefore, in our example, the 
door will be considered unpro-
tected, while the storefront glazing 
is protected. If a combination of 
protected and unprotected openings 
is used, then the sum of the ratios 
of actual to allowable areas cannot 
exceed 1, which is provided by 
Equation 7-2 in the IBC: (Ap/ap) + 
(Au/au) ≤ 1, where Ap is the actual 
area of protected openings, ap is 
the allowable area of protected 
openings, Au is the actual area of 
unprotected openings, and au is 
the allowable are of unprotected 
openings. The allowable area for 
protected openings (ap) would be 
75% of the wall area for the story, or 
562.5 ft.2, and the allowable area for 
unprotected openings (au) would 
be 25%, or 187.5 ft.2 Since the actual 
area of the door is 42 ft.2 (Au), and 
the actual area of the storefront 
glazing is 324 ft.2 (Ap), the equation 
would be set up as follows: (Ap/ap) + 
(Au/au) = (324 ft.2/562.5 ft.2) + (42 ft.2/
187.5 ft.2) = 0.576 + 0.224 = 0.8 ≤ 1

The discussion thus far has only 
mentioned openings as either 
protected or unprotected, with no 
mention of the requirements for a 
protected opening in the discus-
sion of fire resistance ratings. For 
openings in exterior walls, the fire 
resistance ratings are provided in 
Table 715.4. For walls with a 1-hour 
fire resistance rating, openings are 

Figure 1: Building elevation

Figures 1-4 Courtesy of RLGA Technical Services, LLC.

10’

10’

4’

75’
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required to have a ¾-hour or greater 
rating. For exterior walls with a 
2- or 3-hour fire-resistance rating, 
the openings must have a 1½-hour 
or greater rating. If our example 
building is of Type VA construction 
with a Group B occupancy and the 
wall is nonbearing, then the fire 
resistance rating of the wall would 
be 1 hour per Tables 601 and 602. 
Therefore, the openings in the wall 
would need to have a ¾-hour rating.

Walls	Not	Parallel	with	Lot	Lines

Determining protected openings 
is easy when the exterior walls are 
parallel with the lot line; however, 
not all buildings are constructed 
square with their lots, nor are all 
lot shapes rectilinear. So when a 
building has an exterior wall that 
is not parallel with the adjacent lot 
line, the determination of protected 
openings gets a little more compli-
cated. The easy approach is to use 
the fire separation distance between 
the exterior wall and the lot line 
at the closest point and apply that 
percentage to the entire length of 
the exterior wall. However, that can 
be somewhat overly restrictive.

Even though the IBC does not 
address nonparallel exterior walls 
and lot lines, the following method 
uses the IBC principles of exterior 
wall opening protection in a segmen-
tal application over the entire length 
of the wall (see Figure 2). 

The method requires establishing 
lines parallel to the wall in question 
at distances equal to the ranges 
used in Table 705.8. The reason the 
lines are parallel to the wall is that 
fire separation distance is measured 
perpendicular to the wall and not 
the lot line per IBC definition. At the 
point where each distance line inter-
sects the lot line, establish another 

line perpendicular to the distance 
line back to the building’s wall. 
These lines create the zones of fire 
separation distance along the length 
of the exterior wall.

For each zone, determine the 
length, and identify the permitted 
allowable opening percentage. The 
percentage is then applicable to 
each zone based on the area for that 
zone (length of zone × story height). 
Using the example in Figure 2, if the 
building has a story height of 13 feet 
and is non-sprinklered, the permit-
ted unprotected opening areas 
would be as follows:

	■ Zone	A:	No	openings	permitted
	■ Zone	B:	15.6	ft.2	(12	ft.	×	13	ft.	×	10%)
	■ Zone	C:	23.4	ft.2	(12	ft.	×	13	ft.	×	15%)
	■ Zone	D:	39	ft.	2	(12	ft.	×	13	ft.	×	25%)
	■ Zone	E:	40.95	ft.2	(7	ft.	×	13	ft.	×	45%)

The same process is used for each 
zone for protected openings, or for 
unprotected openings if a sprinkler 
system is installed throughout. For 

a combination of protected and 
unprotected openings, the same 
process described earlier for mixed 
openings is used but is applied to 
each zone separately.

Exterior	Opening	Exceptions

There are several exceptions to 
the requirements for openings in 
exterior walls. In Section 705.8.1, 
there are two exceptions. The first 
exception applies to openings in 
the first story for all occupancy 
groups except Group H and has 
two conditions, of which only one 
or the other needs to be met. The 
first condition allows unlimited 
unprotected openings when the 
exterior wall faces a street and has 
a fire separation distance greater 
than 15 feet. The second condition 
allows unlimited unprotected open-
ings when the exterior wall faces 
an occupied space that is at least 30 
ft. wide and is accessed by a street 
using a fire lane. This condition may 

Figure 2:  Opening protection for angled lot lines. (P) Protected;  
(UP, S) Unprotected, Sprinklered; (UP, NS) Unprotected, Non-sprinklered

Lot Line

Fire Separation Distance Lines

12’

12’

12’
2’-9”

7’

20’

15’

10’

3’
5’



 JANUARY 2012 £	DOORS	&	HARDWARE	 31

seem odd, since Table 705.8 allows 
unlimited unprotected openings 
when the fire separation distance 
is 30 ft. or greater. However, this 
condition permits the open space to 
be one that is not on the building’s 
lot, as long as the space is dedicated 
for public use or is an open space 
between buildings on the same lot.2

The second exception to Section 
705.8.1 allows unlimited unpro-
tected openings when the exterior 
bearing and nonbearing walls, as 
well as the exterior primary struc-
tural frame, are not required to be 
fire resistance rated. Therefore, this 
exception only applies to Types 
VB, IIIB and IIB, and if a sprinkler 
system is used to substitute for 
1-hour construction, the exception 
also applies to Types VA, IIIA and 
IIA.

Although not technically consid-
ered exceptions, the footnotes 

of Table 705.8 also provide some 
alternatives to the general require-
ments for exterior wall openings 
protection. Footnote d allows 25% of 
the wall area to have protected and 
unprotected openings in a Group 
R-3 building when the fire separa-
tion distance is 3 feet to less than 
5 feet; footnote e does not permit 
openings for Groups H-2 and H-3 
when the fire separation distance is 
less than 15 feet; footnote f allows 
unlimited protected and unpro-
tected openings for Group R-3 when 
the fire separation distance is 5 feet 
or greater; and the area of openings 
in an open parking structure is not 
limited when the fire separation 
distance is 10 feet or greater.

Vertical	Separation	of	Openings

Openings in exterior walls may 
need to be vertically separated in 

accordance with Section 705.8.5. 
If openings in adjacent stories are 
within 5 feet of each other (see 
Figure 3), and the window in the 
story below is unprotected, then 
the openings must be separated 
by a 3-foot, 1-hour fire resistant-
rated spandrel or a 30-inch, 1-hour 
fire resistant-rated horizontal 
flame barrier (see Figure 4). As 
always, there are exceptions to the 
requirements.

The exceptions exclude build-
ings under certain conditions from 
complying with the vertical separa-
tion requirements. The first excep-
tion is for buildings that have three 
or fewer stories above grade plane. 
The second applies to any building 
that is sprinklered throughout with 
either an NFPA 13 or NFPA 13R 
system. The final exception applies 
to all open parking garages.

Alternate	Methods	for	Determining	
Fire	Ratings	of	Openings

As mentioned in Part 1 of this 
article, one of the standards for fire 
resistance-rated doors is NFPA 252. 
For fire resistance-rated windows, 
the acceptable standards include 
NFPA 257 and UL 9. For alternative 
methods of determining fire resis-
tance ratings of openings, the IBC 
identifies four methods or proce-
dures in Section 715.3. However, 
whichever method or procedure is 
selected must be based on one of 
those three standards.

The four methods and procedures 
listed in the IBC include: 1) designs 
documented in approved sources, 
2) calculations performed in an 
approved manner, 3) engineering 
analysis based on comparison 
to openings with a fire rating 
determined by one of the three 
standards, and 4) alternative 

Figure 3: Horizontal distance that requires compliance with vertical separation requirements

< 5’
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methods allowed by Section 104.11. 
The first method allows selecting 
openings that have been tested 
and listed in various sources such 
as UL and FM Global. The second 
requires using a calculated method 
that has been approved by the 
building official; this may require 
consulting a specialist, which is 
also likely for the third method. The 
fourth method allows the use of the 
alternative materials, design and 
methods section of the IBC, which 
may require a research report, test-
ing or both.

Windows	that	Are	Not	Openings

Even though this two-part 
article series is titled “Openings,” 
it would not be complete without 
a discussion on windows that are 
not considered openings but are in 
fact considered fire resistance-rated 
walls. Section 715.2 states that glaz-
ing tested in accordance with ASTM 
E 119, Test Methods for Fire Tests of 
Building Construction and Materials, 

or UL 263, Standard for Fire Test of 
Building Construction and Materials, 
are not subject to the require-
ments of Section 715 for opening 
protectives. 

A few manufacturers provide 
products that have been tested 
using these two standards and are 
thus not openings but more like 
“fire-rated transparent walls,” since 
they have been tested using the 
same standards as required for fire 
resistance-rated wall assemblies, 
such as fire walls and fire barriers. 
Although not currently addressed 
in the IBC, glazing that has been 
tested and has passed the require-
ments of ASTM E 119 or UL 263, 
including the prevention of radi-
ant heat, are given the “W” mark 
for “Walls” in lieu of the “D” and 
“OH” marks mentioned in Part 1 
of this article.3 Therefore, they can 
be included in exterior and interior 
locations where fire resistance-rated 
assemblies are required and not be 
limited to the size and area restric-
tions for openings. Fire-rated trans-

parent walls may have unlimited 
area as long as each lite of glazing, 
bounded by the frame, does not 
exceed the maximum tested area.

Another difference between 
glazed openings and fire-rated 
transparent walls is the required 
fire resistance rating. As mentioned 
earlier in this article series, the fire 
resistance ratings for openings are, 
in most cases, lower than the fire 
resistance rating of the walls in 
which the openings are installed. 
However, fire-rated transparent 
walls, when installed in place of 
typical fire resistance-rated wall 
assemblies, must have a fire rating 
that is equal to or greater than the 
required rating for the wall assem-
bly. For example, if the required 
rating for a fire barrier used as an 
occupancy separation is 2 hours, 
then the rating for the fire-rated 
transparent wall must also be 2 
hours or greater.

While many fire-rated glaz-
ing systems are manufactured 
using ceramic, wired or specialty 
tempered glass, fire-rated trans-
parent walls utilize tempered 
glazing that is laminated with an 
intumescent interlayer. When a fire 
reaches a temperature to shatter the 
tempered glass on the fire side, the 
intumescent layer will create a char 
that will insulate the opposite side 
from radiant heat transfer. 

There are a few things to keep in 
mind when considering the use of 
fire-rated transparent walls. The 
first is the cost; fire-rated transpar-
ent walls are not inexpensive. The 
second is possible resistance from 
the local building department to 
accept these systems as anything 
but openings. This resistance is 
usually derived from the miscon-
ception that “if you can see through 
it, then it’s an opening.” Even 

Figure 4:  Vertical separation of openings in exterior walls 
(A) Provides separation by use of vertical, fire resistance-rated spandrel  
(B) Provides separation by use of horizontal, fire resistance-rated flame barrier
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though this perception is contrary 
to the IBC, building departments 
are made up of people, and it may 
take some effort on the part of the 
design team to convince the local 
building department that these 
systems are in compliance with the 
code.

Coordination	with		
Other	Requirements

The placement of openings in 
fire-resistive assemblies must be 
carefully considered to ensure that 
maximum allowable areas are not 
exceeded, but coordination with 
other sections of the IBC is just as 
important. Fire resistance-rated 
doors must also conform to the 
means of egress requirements of 
Chapter 10, and fire resistance-rated 
windows need to comply with the 
safety glazing requirements of 
Chapter 24 when located in one 
or more of the hazardous loca-
tions listed. Additionally, exterior 
fire resistance-rated openings 
are subject to the structural load 
requirements of Chapters 16 and 
24, as well as the energy require-
ments of the International Energy 
Conservation Code, if adopted.

Protected openings are essential 
in order to make buildings func-
tional when fire-resistive construc-
tion is required by the building 
code. Otherwise, to move from 
one fire area4 to the next would 
require exiting and reentering the 
building. Just installing a door or 
window in these assemblies is not 
enough; the fire-resistive perfor-
mance of the wall assembly must 
not be significantly compromised. 
Therefore, opening protection is 
required to maintain that minimum 
fire-resistive performance.  

About the Author: Ronald L. Geren, AIA, 
CSI, CCS, CCCA, SCIP, is an ICC-certified 
Building Plans Examiner and is the principal of 
RLGA Technical Services, located in Scottsdale, 
Arizona, which provides specifications and code 
consulting services to architects, engineers, 
owners and product manufacturers. A 1984 
graduate of the University of Arizona, Ron has 
more than 26 years of experience with military, 
public and private agencies. You can contact him 
at ron@specsandcodes.com. 
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remembers those 
sign-in books at the reception desk, but not 
with fondness. At Navistar, the giant holding 
company whose individual units provide 
integrated and best-in-class transportation 
solutions, he now has a centralized visitor 
management system deployable to multiple 
locations.

From the viewpoints of security and facility 
and building management, there are a vari-
ety of ways to control access of visitors and 
contractors. The trends? More controls, use of 

databases for repeat vendors and audit trails, 
integration with card access, security video 
and turnstiles, as well as the growing insis-
tence on pre-registering people before they 
arrive. It is that balance between convenience 
and inconvenience that’s the mark of a solid 
security approach.

For Adrian Mayers, with Nokia North 
America’s corporate security, lobby and visi-
tor management is a matter of the culture of 
the enterprise. With tight entrance protocols, 
Mayers sees the receptionist as concierge 

with a set of knowing security 
eyes: “I have internal customers 
with common as well as diverse 
needs.”

It was a challenge to bring 
in lobby security that would 
blend with the architectural 
integrity of the United Building, 
a mixed-used facility in Chicago, 
anchored by United Airlines, 
according to Myrna Coronado of 
Jones Lang Lasalle, the property 
management firm. In came digital 
security video in the lobby, as 
well as elsewhere in the build-
ing’s public areas.

In Toronto, Georgetta Semlyen 
of Kindle Property Management 
matched business goals with a 
mixture of monitored security 
video services in a condo lobby. 
Eschewing the need for a recep-
tionist or concierge, tenants can 
receive packages, dry cleaning 

Striking the Balance  
Between Safety and Convenience

By Bill Zalud 
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and visitors under the watchful 
eyes of a firm looking in by security 
video linked with audio.

Moving	to	the	Campus	Gate

When power and fuel firm 
SCANA Corporation’s headquarters 
moved from a high-rise building 
to a campus with five buildings, it 
pushed visitor admissions to the 
campus entry gate. As a result, it 
became critical to verify visitors 
before they are allowed on the 
campus grounds. So, according to 
SCANA’s Scott Cleary, employees 
must pre-register people into the 
visitor management system.

Scott Volin, Director of Security 
for a class A building located in 
Chicago’s downtown Loop, mixes 
a staffed security desk with a self-
service kiosk that can generate 
barcoded visitor passes for use in 

the lobby’s optical turnstiles.
The business bottom line, no 

matter the use of a receptionist or a 
security officer or the type of visi-
tor management system, includes 
reflecting the organization’s culture, 
providing the needed level of 
customer service, and increasing 

security while investing the right 
amount of time and money in the 
approach and its ongoing operation 
and maintenance. 

Scribner, covering health, safety, 
security and productivity techni-
cal support and development at 
Navistar, says he used a three-step 
plan when considering a visitor 
management system. “I first identi-
fied the best in breed. I narrowed 
down the choices based on budget 
and then tested the remaining 
programs.” 

Among his requirements: a 
system that is managed with a 
central database, and one that is 
deployable to multiple locations. 
“We collect some basic information. 
We have a guarding service at some 
locations, receptionists at some 
others, and self-service, too.” While 
some employees pre-register their 
visitors, Scribner sees future value 

in extending pre-registration as a 
requirement.

Links	to	the	Core	Business

Mayers, Nokia’s Deputy Head 
of Security for North America, 
believes visitor management must 

enable and enhance the core busi-
ness. “We practice security from 
both a corporate cultural and an 
operations standpoint.” The two 
dozen plus Nokia locations in 
Canada and the U.S. include many 
sensitive research and development 
facilities. Still, receptionists with a 
concierge feel also ask questions of 
visitors and require them to provide 
identification to meet a host’s needs. 
“Everything is under security 
cameras, but the human element 
still remains important. And that 
includes the involvement of all 
employees as we remind them [of 
visitor management]. At the end of 
the day, an unwanted visitor could 
affect a host and his or her liveli-
hood,” Mayers says.

With a trophy tenant in United 
Airlines and an architectur-
ally stunning United Building, 
Coronado, of Jones Lang Lasalle, 

sought ways to have discreet lobby 
security that works with and doesn’t 
fight the lobby’s look and feel. She 
went with high-definition security 
video, working with the security 
director, officers who check iden-
tification, and courtesy telephone 
calls to announce visitors. The video 

			Proximity	card	readers	restrict	access	to	the	building’s	elevators
	Security	personnel	man	the	lobby’s	check-in	station
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is NVR-archived and monitored at 
three separate locations.

While Coronado looked for a 
polished visitor experience, Kindle 
Management’s Semlyen was looking 
for “spit and polish” for tenant-
residents at two smaller condos in 
Toronto. “Each has different location 
challenges, and we could not afford 
a 24-hour concierge for security 
and services,” she comments. With 
cameras in and around the condo, 
an off-site monitoring center can 
patrol the area but also offer many 
levels of virtual concierge services. 
“The remotely monitored camera 
sees a courier, who gets buzzed in 
and is instructed to place a parcel 
in, say, slot number one while a 
resident is alerted to the delivery,” 
says Semlyen. Outdoor cameras 
can control visitor parking spaces 

while also providing a strong level 
of security.

There is almost no end to the 
types of services this approach 
can supply, according to Semlyen. 
“It really boils down to a business 
decision as to where we go with 
it. A future step may be to include 
remote monitoring into building 
automation and maintenance.”

Third-Party	Services

Grubb Ventures, which handles 
residential, commercial and devel-
opment properties in the Charlotte 
and Triangle areas of North 
Carolina, chose remote monitoring 
for its traditional building access 
controls. Bill Burgess, Grubb’s facili-
ties manager, added access control 
measures in elevators in a newer 

building. In addition to real-time 
protection provided by the comple-
mentary access control and video 
surveillance systems, if tenants 
want to investigate an incident or 
request a report, Burgess and staff 
can comply easily and immediately.

Also in the Carolinas, SCANA 
Corporation faced a visitor secu-
rity challenge when it moved to 
a campus with five buildings, 
according to SCANA’s Scott Cleary. 
“The visitor management system 
provides a method for verifying that 
a visitor is expected without secu-
rity officers having to track down an 
employee for access authorization.”

Cleary adds, “The system we 
have adopted requires employees to 
pre-register a visitor prior to his or 
her arrival on the campus. Once the 
visitor arrives and is admitted by 
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the security officer, the system auto-
matically notifies the host via email 
or text message or soon by phone. 
The host employee then meets the 
visitor in the main lobby to escort 
him or her while onsite. The auto-
matic notifications don’t tie up the 
security officer making phone calls 
to locate the host.” Web-based visi-
tor control software integrates with 
property access control systems, as 
well as an enterprise’s IT-controlled 
Active Directory. Such an approach 
enables a property to print automo-
bile passes and visitor ID badges 
and scan driver’s licenses. VMail+ 
and online visitor registration 
makes it easy to communicate the 
arrival of pending guests to security, 
too.

In addition to visitor management 
software, security video and inte-
grated card access controls, many 
security leaders employ turnstiles in 
their lobby areas, often on the way 
to a bank of elevators.

For Volin, quickly and securely 
giving access to all vendors and 
visitors is a significant business 
challenge. “We have an access card 
system for our tenants and vendors; 
as for our visitors, we have a kiosk 
and a Web-based visitor system so 
tenants can pre-approve access for 
visitors or contractors. They can go 
to the security desk for assistance or 
to the self-serve kiosk.” Badges are 
printed with a barcode for access 
through the turnstiles. There are 
business bonuses: “We were able to 
save 140 security hours a week—a 
tremendous annual savings.” In 
addition, the visitor system works 
in concert with optical turnstiles, 
which have embedded barcode read-
ers. Volin says the turnstiles allowed 
him to reduce officer hours, which in 
turn reduced costs. 

Card	Access	Connections

For many, some type of connec-
tion from visitor management to 
card access controls, including 
turnstile and elevator links, is a 
must-have. That access control/visi-
tor connection exists at a St. Louis 
engineering firm. With customers 
in the aerospace, defense and 
pharmaceutical fields, Innoventor 
has a particular need to safeguard 
sensitive customer materials and 
company information stored in its 
facility, as well as to contend with 
the comings and goings of many 
contractors. With a new facility that 
spans 26,000 square feet, employees 
also needed a method to determine 
if their colleagues remain in the 
building before arming the alarm 
system each night.

To meet those and other needs, 
Bret Bachmann of Associated 
Engineered Systems recommended 
a browser-based access controller. 
Bachmann was able to install an 
LCD touch screen, which is continu-
ously logged into the access control 
system near the facility’s existing 
alarm keypad. Employees can now 
see up-to-the-minute reports of 
employees in the building right 
from the LCD screen. The last 
employee to leave each evening no 
longer has to walk the entire facil-
ity to determine if any of his or her 
colleagues remain in the building 
before arming the alarm and  
exiting. The information is right at 
one’s fingertips near the exit.

The connection between visitor 
management and traditional access 
control is the inherent belief of Karl 
Perman, Manager of Corporate 
Security Programs with energy 
giant Exelon Corporation. “Access 
control systems control the physical 
entry to a particular area.  Security Door Controls
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Visitor management systems are 
paper or electronic badges that track 
the names and other information. 
However, these systems, unless tied 
into an access control system, do not 
control physical entry to an area.”

Another expert with deep and 
long focus on office building 
security agrees with Perman and 
sees business benefits of tightening 
visitor access, especially after care-
fully conducting a risk assessment. 
Author of High-Rise Security and 
Fire Life Safety and Vice President at 
Universal Protection Service,  
Geoff Craighead says, “The ques-
tion of what solutions are better to 
handle visitors and contractors is 
really dependent on conducting 
a thorough risk assessment. Only 
after the assets to be protected are 
known, the threats that exist to 
those assets are clearly identified, 
and the vulnerabilities that exist 
that would allow the threats to 
potentially materialize are evalu-
ated can the appropriate security 
solution be recommended for a 
particular facility. Of course, the 
decision-making process is also 
impacted by budgetary constraints.”

Craighead continues, “Stand-
alone visitor management systems 
play an important role in the access 
control solution, particularly if 
they are linked to the facility’s 
access control system. When a 
person’s privileges are deleted 
from the access control system, it 
can automatically communicate 
to the visitor management system 
that this has occurred. This allevi-
ates the possibility of a terminated 
employee authorizing others to 
access the facility. Electronic access 
control systems with an embedded 
visitor application have this built-
in feature to facilitate this type of 
communication.”

No doubt, visitor management 
is evolving quickly. Web-based 
systems integration with other facil-
ity systems and new functionalities 
are transforming visitor manage-
ment, observes Thomas Condon, 
Senior Consultant with System 
Development Integration.

“Building managers are more 
often seeking to tighten their 
perimeters and track who is coming 
and going. And the multitude of 
people who move through a large 
facility makes it very difficult,” 
says Condon. Visitor management 
is becoming the norm in environ-
ments that are sensitive to the 
risks of undocumented visitor 
traffic. When it comes to the Web, 
he cautions that, while it may be 
critical because facility tenants need 
to be able to access the system to 
register their visitors, “Remember, 
that means you need the highest 
level of security. Look for a system 
that encrypts all transmissions 
between the building and the host 
server and uses SSL technology. A 
facility is only physically secure if 
its data is also secure; hacking into 
an access control system or visitor 
management system opens the door 
to intruders.”

When it comes to procedures 
that insist on the host employee 
or tenant pre-registering a visitor, 
Condon adds, “Make it difficult for 
them to not use the visitor manage-
ment system. Require unregistered 
visitors to call their host and have 
the host enter them in the system. 
Don’t do it for them, or they will 
take advantage and expect the lobby 
officers to always do it.”

Visitor	Badging	Basics

Visitor management is a funda-
mental electronic and procedural 

security system for building 
management to balance two differ-
ent objectives: the safety and secu-
rity of the building’s occupants, and 
the efficient management and track-
ing of a visitor’s whereabouts and 
entry/egress. These systems can be 
deployed as stand-alone solutions 
or integrated with existing systems 
such as access control, intercom and 
electronic surveillance.

Technology has elevated badging 
from label-based stickers to smart-
badging technologies that provide 
instant visual verification of visitor 
status, such as TEMPbadge identifi-
cation products from Brady People 
ID. Such badges can be engineered 
to expire within hours or after a day, 
week or month.

 ■ Level One – Paper Label Badges: 
This system employs stan-
dard paper badges (basically 
labels) and delivers a minimum 
level of security. Badges can 
be issued either manually or 
electronically.

 ■ Level Two – Paper Label Badges 
with Color Photos: Badges with 
photo identification scanned 
from driver’s licenses or cap-
tured via an onsite camera offer 
a medium level of security. To 
further help identify visitors, 
these badges may also contain 
additional use of color, symbols 
and words.

 ■ Level Three – Electronic Badges: 
Included are proximity, magnetic 
strip and barcode badges, as well 
as those containing biometric 
information. These badges can be 
programmed for predetermined 
levels of access and integrated 
with access control and video 
surveillance systems to electroni-
cally monitor activity.

 ■ Level Four – Smartcards: Time-
expiring badges and indicators 
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can be added to existing smart-
cards to provide instant visual 
verification of visitor status.

A	View	from	the	Tech	Side

Stripped away from the hype, tech-
nology experts at electronic access 
control and visitor management 
companies have valuable insights.

According to Matt Barnette of 
AMAG Technology, a good visi-
tor management system can use 
technologies such as driver’s license 
scanners, business card scanners 
or passport scanners. This has the 
added benefit of capturing facial 
pictures, as well as a signature off of 
those official credentials. 

Still, with stand-alones, you have 
an extra application that needs to be 
managed, serviced and supported, 

which increases your overall costs, 
Barnette says, adding that often, end 
users get star struck with a lot of 
options but in reality only use a few 
of them in their deployment. So it’s 
important to analyze not only the 
upfront costs, but also the ongoing 
software support and maintenance.

To Richard Goldsobel of Continental 
Access, integrating an enterprise’s 
access control system with visitor 
management should not lead to one 
database. He recommends separate 
databases or partitioning. One 
interesting idea which may appeal to 
some organizations, he suggests, is to 
include a nondisclosure or confidenti-
ality agreement with signature capture 
within the visitor sign-in process.

Establishing rules can also embed 
within visitor management soft-
ware. Beth Thomas of Honeywell 

says that an organization can estab-
lish different policies for an escorted 
visitor and a contractor based on 
different requirements and collected 
data. Likewise, an organization can 
establish multiple policies for differ-
ent types of visitors or contractors as 
needed to meet specific facility/secu-
rity or regulatory needs. She adds 
that visitor management systems 
can also include site communica-
tions and customer relations.

Crucial	Lobby	Elements

According to Bruce Gibson of 
Express Entry Exit, the lobby is the 
single-most important security point 
in any building or facility where 
protection of personnel and prop-
erty is paramount. A complete lobby 

continues on page 53



40	 DOORS	&	HARDWARE £ JANUARY 2012

O
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The number  
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tionality, it was only a matter of time before someone figured out a way to use 
smartphones to open locks. 

In fact, the world’s first pilot using NFC-enabled mobile phones to check 
in and out of hotels, replacing hotel room keys, was recently completed. 
(NFC, Near Field Communication, is a short-range wireless communication 
technology standard that enables the exchange of data between devices at 
up to a 10 cm distance. Applications include contactless transactions such as 
payment and transit ticketing, mobile keys, data transfers, including elec-
tronic business cards, and access to online digital content.)

Based on the results, as well as the overwhelmingly positive response 
of the participants, the pilot shows great potential for mobile keys—and it 
should come as no surprise. People have grown increasingly comfortable 
using their smartphones for a variety of applications, so the idea of an appli-
cation to open and close doors is hardly exotic. Many companies foresaw this 
trend in cell phones “morphing” from a communications tool to a device that 
could do…well, everything. 

This article summarizes the survey results conducted with the participating 
hotel guests, as well as significant findings from the project.

The	Pilot

Over an eight-month period, 28 hotel loyalty guests with an average of 17 
hotel stays evaluated the performance and user experience of a mobile keys 
application at Clarion Hotels, Stockholm, Sweden.

The guests made reservations using their regular channels, and on the day of 
arrival, they received a check-in invitation sent to them via SMS text message. 
Through a link in the check-in invitation, the guests accessed an online applica-
tion that allowed them to check in and receive a hotel room number. When 
check-in was completed, a digital hotel room key was sent to their NFC-enabled 
mobile phone. Upon arrival at the hotel, the guests could skip the check-in line, go 
directly to their room, and open the door by holding the mobile phone up against 
the door lock. Check-out was also managed through the mobile keys application, 
and the digital hotel room keys were deactivated when check-out was completed.

Mobile Keys



The	Survey

The 28 hotel loyalty guests partici-
pating in the survey stayed at the hotel 
frequently during the pilot period. 
With an average of 17 hotel stays, they 
used the application repeatedly. This 
gave them the familiarity with the 
service needed to give credible feed-
back on performance and their user 
experience. A survey was conducted 
in which the participants rated differ-
ent aspects of the pilot and also gave 
open answers and suggestions on how 
to improve the service.

Nine	Out	of	10	Saved	Time

The survey shows that all guests 
in the pilot appreciated not having 
to wait in line at the hotel reception 
area. About 90% of the participating 
guests stated that they saved time 
not having to check in at the recep-
tion desk, and 60% said that they 
saved 10 minutes or more. Nine out 
of 10 of the loyalty guests said they 
would use mobile keys for their hotel 
stays if the service was available 
today and their phone supported it.

Positive	Attitude		
toward	Mobile	Keys

The survey shows a general posi-
tive attitude toward mobile keys. 
In fact, five out of 10 guests would 
like to use mobile keys to open the 
door to their house, and a full 75% 
of the participants want to open 
their office door using their mobile 
phone. A little fewer, one out of four, 
replied positively to using mobile 
keys to open car doors.

NFC-Compatible	Mobile	Phones

Almost all hotel guests who partic-
ipated in the pilot are smartphone 

users. In the survey, they were asked 
if they thought that they would 
choose a mobile phone that supports 
this kind of application the next time 
they bought a new phone; one-third 
replied “yes.” The other two-thirds 
replied that they did not know or 
were neutral to the question. The 
participants did not change their 
response when asked if it would 
make a difference if the phone also 
supported making payments and 
other similar applications.

Opportunities	for	Hotels

When asked what other NFC 
applications they thought would be 
appreciated by hotel guests, 80% of 
the respondents replied that being 
able to pay for food, drink and hotel 
services using their phone would be 
a good idea. The survey also showed 
that the guests were positive to 
getting useful information directly 
through the mobile keys application. 
Eight out of 10 supported the idea 
of receiving information about the 
hotel, as well as hotel services such 
as maps, room service menus, and 
gym and spa services, through their 
phone. Seventy percent were posi-

tive to receiving information about 
restaurants, bars and public trans-
port available via the application.

More than half of the participants, 
60%, were positive to getting infor-
mation about hotel offerings through 
the mobile keys application. This 
shows that the application is a great 
functionality to add to hotel loyalty 
applications to get a closer relation-
ship with the guests. Ultimately, the 
hotel can “capture” these users and 
can engage them on a number of 
different levels other than from just 
an access control standpoint. 

A few of the participants in the 
pilot, however, stated that they 
missed the social interaction with 
the hotel staff. This suggests that 
interaction with the staff is a posi-
tive part of the hotel experience, 
while waiting in line in the recep-
tion, on the other hand, is not.

Findings

The NFC ecosystem, as well as the 
NFC technology, is still under devel-
opment. The pilot has experienced 
some technical challenges in getting 
all of the parts of the ecosystem 
to work seamlessly. It has been an 
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Mobile Keys

Based on the successful trial of the Mobile Keys application at the Clarion Hotels in 
Stockholm, the need to check in could soon be a thing of the past.



important learning experience for 
all companies involved.

For example, the guests had to carry 
two phones: their regular one and 
the NFC-enabled phone. Problems 
were also experienced in sending the 
mobile keys to the SIM cards in the 
beginning of the pilot. The problems 
were identified, and the systems were 
fine-tuned. In the end of the pilot, the 
service worked as expected.

Despite technical challenges and 
the fact that the guests had to carry 
an additional phone, 70% found it 
valuable to open the hotel door with 
the mobile phone.

Additional	Applications

Based on the success of the 
Clarion trial, the mobile keys plat-
form holds great promise, not only 
for the hospitality industry, but 
for other end-user markets as well. 
Certainly, any commercial enter-
prise that features multiple open-
ings and multiple locks (think office 
buildings) is a strong candidate. 

Actually, multiple openings need 
not even be a prerequisite. The 
residential market also is ripe for a 
mobile keys application. It’s all about 
the convenience of keyless entry, 
combined with the public’s familiar-
ity and comfort with smartphone 
functionality. More to the point, 
the acceptance of the mobile keys 
platform hinges on a simple fact: it is 
connected to a device that virtually 
everyone carries and from which 
they can’t be separated. The real 
challenge will come in getting people 
used to the concept of NFC, as well 
as the mass infiltration—at least in 
the United States—of NFC-enabled 
phones (their use is already wide-
spread in Europe and Asia). 

In the commercial arena, the advan-
tages are numerous. Obviously, elimi-

nating the need to carry a key or even 
a reader card is a major convenience. 
Plus, the problem of lost phones is not 
an issue; in such a case, the mobile 
key can be wiped clean from a central 
controller. This can be especially criti-
cal in high-security facilities such as 
data centers.

In the university market, NFC 
technology is particularly convenient 
because smartphones are already 
being used for a broad range of 
on-campus applications, from 
buying meals to enrolling in classes. 
What’s more, the most active early 
adopters of cell phone technol-
ogy are college-age young adults. 
Consequently, when the NFC phones 
are available, it will be an easy sell to 
get these individuals to purchase the 
new devices. 

Conclusions

The pilot shows a positive attitude 
toward mobile keys in general. 
What’s more, the ability to bypass 
the hotel reception desk and walk 
directly to the room was received 
very positively by the participating 
hotel guests. Eight out of 10 claimed 
that the mobile keys application 
made their hotel stay more pleasant. 
Almost everybody would use the 
service if it was available today and 
their mobile phone supported it.  
As one of the guests summarized, 
“The mobile keys solution is a 
highly intelligent solution for me 
staying at hotels frequently in terms 
of saving time. I can come and go as 
if it were my own apartment.”  

About the Author:  Daniel Berg, Vice President 
and General Manager ASSA ABLOY Mobile 
Keys, is heading the ASSA ABLOY group effort 
to enable opening doors to homes, offices, hotels 
and cars using mobile phones.  
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elayed egress hardware 
prevents a door from being 
opened from the egress side, 

usually for a period of 15 seconds. This 
type of device is often used to prevent 
theft while maintaining life safety. The 
system is most commonly comprised 
of an exit device, incorporating delayed 
egress features, or an electromagnetic 
lock and power supply, one of which 
contains delayed egress circuitry. When 
the device is actuated, the door remains 
locked on the egress side for 15 seconds 
and then releases to allow egress.

Before specifying or supplying 
delayed egress hardware, you must 
verify that it is allowed to be used in the 
applicable occupancy classification, and 
be aware of the other code requirements 
that pertain to the use of this product. 
The requirements vary depending 
on whether you are referring to the 
International Building Code (IBC) or NFPA 
101, The Life Safety Code. There may be 
additional local requirements as well.

NFPA 101 allows the use of delayed 
egress hardware on all occupancy types 
(low or ordinary hazard), with some 

conditions that must be met if it is used 
(see Table 2). Conversely, the IBC does 
not allow the use of delayed egress 
hardware on doors serving assembly, 
educational, or high hazard occupan-
cies. This means that for jurisdictions 
enforcing the IBC, delayed egress 
hardware is not allowed in schools or 
in assembly occupancies like libraries, 
which would otherwise be prime loca-
tions for this type of hardware. In this 
case, a local alarm can be used to deter 
use of the door, but no delay would be 
allowed by code. A variance may be 
granted for certain types of assembly 
occupancies, such as museums, but the 
process for obtaining the variance must 
be followed and documented.

Refer to the following tables for the 
requirements pertaining to delayed 
egress hardware, and note the subtle 
differences between codes. When speci-
fying or supplying delayed egress hard-
ware, verify which code and edition 
are to be used and the occupancy clas-
sification of the project; then apply the 
appropriate requirements to ensure that 
your installation is code-compliant.

Delayed Egress 
Hardware— 
Code Comparison

D
BY LORI GREENE, AHC/CDC, CCPR

DECODED:

From the well-known blog 

idighardware.com, 

Lori Greene brings some 

much-needed clarity to 

codes.

http://idighardware.com/2011/11/delayed-egress-hardware-code-comparison-2/
http://idighardware.com/2011/11/delayed-egress-hardware-code-comparison-2/
http://idighardware.com/2011/11/delayed-egress-hardware-code-comparison-2/
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Code: International Building Code NFPA 101

Editions: 2003, 2006, 2009, 2012 2003, 2006, 2009

Occupancy Types:
Allowed in all occupancies except A (Assembly),  
E (Educational), and (H) High Hazard

Allowed in all occupancies (low and ordinary hazard), 
with some conditions for use. Refer to Table 2.

Products: Approved, listed, delayed egress locks Approved, listed, delayed egress locks

Alarm System:
Building must be protected throughout by an  
automatic sprinkler system or approved automatic 
smoke or heat detection system

Building must be protected throughout by an 
approved, supervised, automatic fire detection or 
sprinkler system

Quantity:
Building occupant shall not be required to pass 
through more than one door equipped with a  
delayed egress lock before entering an exit

Refer to Table 2

Initiation:
Not more than 15-pound force applied for 1 second, 
irreversible process 

Not more than 15-pound force applied for not more 
than 3 seconds, irreversible process 

Rearm: Device must be rearmed manually Device must be rearmed manually

Alarm Release:

Doors allow immediate egress (no delay) upon actua-
tion of the automatic sprinkler system or automatic 
fire detection system; capability of release from the 
fire command center

Doors allow immediate egress (no delay) upon 
actuation of the sprinkler system; not more than one 
heat detector, or not more than two smoke detectors

Loss of Power:
Doors allow immediate egress (no delay) upon loss 
of power controlling the delayed egress lock

Doors allow immediate egress (no delay) upon loss 
of power controlling the delayed egress lock

Extension of Delay: Up to 30-second delay when approved by AHJ Up to 30-second delay when approved by AHJ

Audible Alarm: Required, in the vicinity of the door Required, in the vicinity of the door

Signage:
On the door, above and within 12" of the release 
device: “PUSH UNTIL ALARM SOUNDS. DOOR CAN BE 
OPENED IN 15 [30] SECONDS.”

Visible, durable sign on the door leaf adjacent to the 
release device, with letters 1" high minimum with 
1/㠀" minimum stroke width on contrasting back-
ground: “PUSH UNTIL ALARM SOUNDS. DOOR CAN 
BE OPENED IN 15 [30] SECONDS.”

Emergency Lighting: Required at the door Required at the door

NFPA 101 – 2003, 2006, 2009 Editions

Occupancy Condition

Assembly
Only doors other than main entrance/exit doors 
may be equipped with delayed egress locks

Educational/Day Care No restrictions

Health Care, Lodging and Rooming Houses, Hotels 
and Dormitories, Apartment Buildings

Not more than one delayed egress device may 
be encountered in any egress path

Residential Board and Care
Exterior doors only; not more than one delayed egress 
device may be encountered in any egress path

Ambulatory Health Care
No restrictions (editions of NFPA 101 prior to 2003 
limit the use of delayed egress devices in ambulatory 
health care occupancies to exterior doors)

Mercantile, Business, Industrial, Storage No restrictions

Table 2: Occupancies Permitting Delayed Egress Locks

Table 1: Delayed Egress Hardware
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The first photo on the left was taken in the community room 
of a church in Berkeley, California, and submitted by Ron Shattil. Thanks for a great 
picture, Ron! While the handwritten sign may say it is not an exit, at least they 
didn’t block the exit device from operating by putting a slide bolt or piece of wood 
under the bar. 

The photo on the right… where to begin? An exit device INTO the building? That’s 
novel. I love the signage. I’ve hear of ADA accessible entrances, but van accessible 
is a new one to me.

—Mark

r e a l  o p e n i n g s  T H E  G O O D ,  T H E  B A D ,  T H E  U G LY
by Mark Berger

I will admit to setting up the photo 
of the doors hitting, but only to 
illustrate what is horribly wrong 
here. This was at a hotel I stayed at, 
which had elevators on opposite 
sides of a too-narrow corridor. They 
added fire doors (connected to  
hold-opens and a fire alarm system) 
in front of the existing elevator 
doors. Clearly, nobody thought what 
would happen if the fire alarm system 
actually released the doors. Anybody 
have an idea how to fix this?

Have pictures you’d like to share? Email your high-resolution pictures (300 dpi or higher) to Jess Madden at  
jmadden@dhi.org, or mail them to Jess Madden, DHI, 14150 Newbrook Dr., Suite 200, Chantilly, VA 20151.  
Be sure to include your name, descriptions of what the photos show, and where you were when you took them!
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Do you know a DHI member you would like to nominate as 
the FACE OF DHI? Submit your nominations to Paige Purdum 
at Ppurdum@dhi.org, and we’ll take care of the rest!

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

Why DHI
Membership IS

Important!

YOU are the Face of DHI!

Want More Information? 
Contact DHI’s Member Services 
Department at 703/222-2010 or 
membership@dhi.org.

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

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

Kim McCallum, Ontario, Canada

As children, we all have dreams of what 
we want to be when we grow up. Some of us plan to 
be astronauts or firemen. Jeffrey S. Clark, AHC, CSI 
dreamed of being a garbage man. “It was exciting, to 
me, to watch them go from driveway to driveway as 
fast as they could,” he explains. “Later, in my teens, I 
wanted to be a lawyer. Problem was I really didn’t like 
school and was anxious to get into the workforce.”

That eagerness led him to take a welding job right 
out of high school. He recalls it being a great place 
to work until an entrepreneur bought the company 
and drove it into bankruptcy in just six months. 

Finding himself suddenly unemployed, Clark walked into Security Builders Supply, a 
door and hardware distribution company that had just relocated to his hometown of 
Oswego, IL, and got a job that would launch the career he’s had for the last 25 years.

“It’s a great place to start a career,” Clark says of the openings industry. “If you 
stay long enough, you will learn how to ask for help, make decisions, understand 
successes and failures, obtain tools to deal with life, and ultimately understand the 
value of a dollar.”

Clark spent his first 14 years working on the distribution side of the industry before 
transitioning over to become a manufacturer’s rep, a position he’s held for the last 
11 years. As he’s quick to point out, mentoring has played a huge role in his career. 
“You can’t get from here to there without a lot of help,” he says. “Thanks to Tim 
Johnson, Lenny, Pat and Trudy and the late Dean Ensminger and Don Brinker. I will 
never forget. These folks supported me, challenged me and gave me confidence to 
move forward in my career.” He also believes firmly in the value of DHI’s education 
courses. “You obtain a great deal of knowledge in a very short period of time,” he 
explains. “With proper note-taking and highlighting, you take away lifetime tools.” 

Today, with decades of experience under his belt, Clark’s passion is “Educating 
anyone and everyone—architects, end users and distribution. [There’s] 
nothing better than meeting someone who is brand new to the industry.” 

But in spite of all those years of experience, he still considers his biggest 
challenge to be “keeping customers and manufacturers happy.” In his line of 
work, it’s a challenge that’s not likely to ever change, nor is his second biggest 
challenge: “trying to write and/or find the perfect hardware specification.”

Perhaps in another 25 years!•

Jeffrey S. Clark, AHC, CSI
Security Builders Supply

Photo Courtesy of Jeffrey Clark
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By Abe WalkingBear Sanchez

From Sales Order to Cash to Reorder

s a l e s
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New	Business	Professional	Turns	a	
Cost	Center	to	a	Profit	Center

In business there exists a discon-
nect between what is often the larg-
est asset and how to best manage it 
to its fullest potential. Money due 
from customers on the purchase of 
goods and services is increasingly 
becoming the single largest asset 
of many companies. What most 
companies need is a new and better 
understanding of how accounts 
receivable (A/R) is created and 
managed.

Credit	and	Collections:	The	Old	Way

Declan Flood, the executive direc-
tor of the Irish Institute of Credit 
Management, tells how as a B2B/
commercial credit manager, he’d 
follow the sales manager in the 
presentation of the annual report 
to the company’s directors. The 
sales manager would report on 
sales made, profit earned and the 
projection for sales and profit in the 
coming year. The directors would 
applaud the sales manager’s report, 
and their appreciation showed itself 

in his paycheck and status within 
the organization.

Declan, as the credit manager, 
would then report on how much 
had been lost to bad debt, how 
long it was taking to get paid, and 
projected losses for the coming 
year. The directors would tell him 
that his job was a difficult one and 
that he was doing a good job of 
“managing risk,” and then they’d 
dismiss him so they could join the 
sales manager for lunch. Company 
directors and top managers think 
of “risk managers” and the area of 
business that they oversee as being 
a necessary evil and as a cost center, 
and this thinking is reflected in the 
low corporate status and paychecks 
of credit managers. It’s time for a 
change.

Different	Focus,	Different	Results

What a difference it would make 
if instead of focusing on Days Sales 
Outstanding, or DSO (average A/R 
turn-time), and percent of bad debt, 
directors and top managers would 
ask and hear about:

1. The number and percentage 
of new credit customers 
accommodated
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2. The percentage of applied-for 
dollars/pounds/Euro approved 
and exceeded

3. The increase in repeat sales to 
existing credit customers

4. The number of business pro-
cess improvements identified 
and implemented

5. The savings to the company 
in the previous year and in 
the coming year from iden-
tifying and implementing 
improvements

6. The savings to customers from 
identifying and implementing 
improvements

7. The total impact on profit 
resulting from the efforts of the 
credit area

And would their appreciation be 
reflected in the credit manager’s 
paycheck and status within the 
organization?

Customer/Sales	Support:		
The	Better	Way

Calling the area of business 
responsible for creating and manag-
ing A/R “Credit and Collections” 
leads to thinking of it as a control 
and enforcement function, a cost 
center, and, as one CEO put it, 
“the ugly stepchild of accounting.” 
Instead, if we focus on the major 
components and the goal(s) for each, 
a different picture emerges.

Credit	Approval

A credit application, or better still, 
a “new customer information form,” 
represents a pending sale—the only 
reason to be in business. An invest-
ment of time, money and effort 
proceeds a customer wanting to buy 
based on payment at a later date. 
No one likes to be rejected, and 
rejecting a potential credit customer 

wipes out the investment made in 
getting that potential customer to 
the point where he wants to buy—
and may well result in creating a 
long-term negative memory for the 
customer—one he may share with 
others, i.e., negative word-of-mouth 
advertising.

The goal of credit approval should 
be to find a way to say yes, to 
accommodate profitable sales while 
remaining confident of payment via 
terms and conditions of sale.

Past-Due	A/R	Management,		
Not	Collections

Collections—the enforcement of 
payment—is the purview of collec-
tion agents and attorneys. It is the 
smallest percentage of past-due 
customers who are trying to avoid 
payment (type 3s). The vast major-
ity of past-due customers are good 
for the money, and there is a good 
reason why they have not paid 
within terms.

The goals for in-house past-due 
A/R management should be: 1) to 
keep credit customers current and 
buying, the most profitable sale 
being the repeat one, and if one 
additional sale per year results from 
keeping a customer current, the 
impact on profit is amazing; and 2) 
the early identification and control 
of the small percentage of past-due 
customers that represent a potential 
for loss (type 2 financial serious and 
type 3s).

Collection agents and attorneys 
deal with debtors, while in-house 
credit and A/R people deal with 
customers, and there’s a world of 
difference between the two. Rather 
than being called “Collections,” 
the in-house past-due A/R manage-
ment effort is more rightly the 
“Completion of the Sale.”

Following	the	Parade:		
Constant	Improvement

In today’s competitive business 
environment, competition doesn’t 
end with getting a sale. That’s 
only the beginning; competition 
continues throughout the entire 
business process. In the course of 
dealing with past-due customers, 
the credit and A/R people become 
aware of many areas of opportunity 
for improvement. In the U.S., more 
than 70% of all past-due accounts 
are the result of something going 
wrong. In the U.K., the figure I’ve 
heard from Paul Stevenson, a credit 
consultant and board member of 
the ICM, is 65%. Either way, it’s the 
largest percentage of past dues. The 
early identification and resolution 
of these type 2 system problems 
not only results in payment and 
re-orders, but also elevates customer 
service levels. And if the source of 
these system problems is tracked 
and communicated and changes 
are implemented to avoid the 
same problems in the future, the 
cost of doing business goes down, 
and profit goes up for everyone 
involved. The most expensive work 
done in business is a “re-do.”

A business manager not focused 
on improvement becomes an 
administrator at best and a bureau-
crat at worst.

A	Great	Credit	Manager

One of the best credit managers 
I’ve ever met was a woman who 
years ago worked for a truck-
ing/transportation company in 
Evergreen, Colorado. The sales 
people would bring in a credit appli-
cation from one division of a large 
company. This woman would get 
right on it and get the account set 
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up for that division and then set up 
all of the other divisions within the 
company. She would then contact 
them with their “customer number,” 
just in case they ever needed to use 
her employer’s service. This woman 
would take a $10,000 sale and grow 
it to a $50,000-$100,000 sale.

In regard to “Completion of the 
Sale” past-due A/R management, 
this woman once said to me, “I 
love my job. I come to work each 
day and call my friends all around 
the country on my employer’s 
long-distance phone bill.” All of 
her friends happened to work for 
her employer’s customers in their 
accounts payable department.

This exceptional woman also 
tracked and communicated areas of 
opportunity for improvement that she 
uncovered. Her employer’s apprecia-

tion was reflected in her paycheck 
and status within the organization.

Summary

DSO and percentage of bad debt 
are measurements of risk, and if 
the goal is to avoid risk, a company 
ought to get out of credit. Of course, 
if it did, that business would greatly 
suffer. DSO and percentage of bad 
debt when used to measure the 
performance of the credit and A/R 
function are counterproductive to 
profitability.

Customer/sales support managers 
should be paid based on how good 
of a job they do in finding ways 
to say yes to profitable sales while 
remaining confident of payment. 
They should be paid to keep 
customers current and buying.  

They should be paid to be the TQM 
(total quality management) people 
who follow the parade with a shovel 
and can identify areas of oppor-
tunity for improvement—the idea 
being to best manage to its fullest 
potential the sales order-to-cash-to-
reorder cycle to turn a cost center to 
a profit center.  

Additional information on the three 
types of past-due customers can be found 
at www.armg-usa.com/visuals5.pdf.

About the Author: Abe WalkingBear Sanchez 
is an international speaker/trainer/consultant 
on the subject of cash flow/sales enhancement 
and business knowledge organization and use. 
Founder and president of www.armg-usa.com, 
WalkingBear has authored hundreds of business 
articles. A hard-hitting and fast-paced speaker, 
he brings life and energy to a critical business 
function whose true potential has yet to be  
realized by most businesses. He can be reached at 
abe@armg-usa.com.

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

http://www.armg-usa.com/visuals5.pdf
mailto:abe@armg-usa.com
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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.

system must be in place that supports security 
physically, electronically and procedurally. 
Among those lobby elements:

 ■ Accurately and quickly capture pertinent 
visitors’ personal ID information—every-
thing from contact information to photos.

 ■ Authenticate the ID or credentials.
 ■ Perform discrete security checks using 

watch lists such as terrorist, sexual pred-
ator and custom lists centering on staff 
members facing domestic violence threats.

 ■ Create one-time-use visitor badges with 
the visitor’s name, affiliation, host name 
and authorized areas of access, as well as 
the badge’s expiration time.

 ■ Allow employees to register visitors online 
ahead of time and be notified electronically 
or by phone when a visitor arrives.  

About the Author: Bill Zalud is the Editor Emeritus of 
Security Magazine. He can be reached at 773/929-6859.

Security	Trends  from page 39

DONATE online at: 
www.doorsecuritysafety.org

Select “Donate” at the upper right-hand corner of the page.

–OR–

PLEDGE your donation via email:
BJohnson@doorsecuritysafety.org

Education + Awareness = Enforcement

Enforcement = Improved and Updated 

Life Safety Products & Solutions



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

By Jason Bader

The Lighter Side of OSHA

s h e l f  l i f e
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W 
HEN MOST OF US HEAR 
the word OSHA, we 
instantly conjure up images 

of ticket-writing cops invading our 
workplace. And these aren’t the 
$35 tags that grace our windshield 
when we linger in a parking spot 
too long. These citations can easily 
hit the four- or five-digit mark, 
depending on the severity of the 
violation. Let’s face it: A visit from 
OSHA often ranks up there with 
a visit from the IRS. But were you 
aware that there is a completely 
separate arm of OSHA designed 
to help small businesses provide a 
safe environment for their employ-
ees? Best of all, it’s free.

The statement “We’re from the 
government, and we’re here to help” 
has been the punch line in many a 
pop culture medium. At the very 
least, it raises an eyebrow when 
spoken from an over-starched, 
briefcase-toting individual. 

Entrepreneurs are natural skeptics 
when it comes to governmental 
assistance and advice. But I am here 
to tell you that this one is a pretty 
good deal.

I stumbled across this side of 
OSHA when I began teaching a 
warehouse management course for 
the American Supply Association. 
In our discussions about employee 
safety, some of the participants 
mentioned that they had invited 
an OSHA consultant in to do an 
assessment of their facility. After the 
initial shock wore off—envisioning 
letting the fox in the henhouse—I 
was exposed to some pretty amaz-
ing success stories. After the session, 

I became more curious about 
OSHA’s alter ego, so I did some 
research and learned that this less-
publicized side of the safety and 
health administration is referred to 
as the OSHA Consultation Services 
Program. I even invited a member of 

the consulting service side to speak 
at one of my training classes. It was 
at this event that my opinion of this 
agency completely changed. 

The consulting program is 
designed to help small businesses 
provide safe working environments. 
It generally focuses on companies 
with fewer than 250 employees at 
one site and works on practical solu-
tions designed to fit the individual 
environment. Best of all, working 
with the consulting services side of 
OSHA can give you an exemption 
from the enforcement side for up 
to two years. I would consider that 
some pretty cheap insurance.

So what happens if the enforce-
ment side of OSHA comes knocking 
on your door? For starters, you are 
going to get a violation. I don’t care 
how squeaky clean you think you 
are, an inspector can always find 
something to write up. It’s just like 
an IRS audit. They will find some 
reason to justify their time and 
energy on site. There are rumors 
that auditors have quotas or receive 
bonuses for issuing citations. My 
contact with the service told me that 
this was simply not the case. On 
the other hand, those who discover 

Working with the consulting services side  
of OSHA can give you an exemption from the  
enforcement side for up to two years.
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more citable violations tend to be 
promoted faster. 

As anyone who has been inves-
tigated by OSHA can tell you, this 
is not a slap-on-the-wrist event. 
Generally, first-time offenders, with-
out malicious or negligent intent, 
can expect somewhere around $7,000 
per violation discovered. Willful, 
repeat or severe negligence situa-
tions can result in $50,000 to $70,000 
fines being levied. Of course, these 
fines are negotiable, and rarely does 
a company pay the full amount, but 
it hurts all the same. How many 
additional sales dollars do you 
have to produce in order to pay for 
$50,000 in violations? Do the math.

Here is how the consultation 
service works. First, it should be 
noted that the consultation side is 
not allowed to discuss your case 
with the enforcement side. In most 
states, they are completely separate 
entities. In fact, many states contract 
with local universities to conduct 
the consulting services. 

Step	One

Contact your local consultation 
service program either by phone  
or email. The best way to locate  
your local office is to look on the  
OSHA.gov website and click on 
the “Small Business” tab. You will 
see references to the consultation 
services program. Again, each state 
handles this a little differently. Once 
you have made contact, you set up an 
appointment for the initial meeting.

Step	Two

This is the on-site visit. The 
consultant will sit down with you 
and explain the program and what 
he will be looking for during the 
visit. He will explain his separation 

from the enforcement side of OSHA 
and clarify expectations from both 
sides. He will complete the walk-
through survey and gather informa-
tion for his report. At the close of 
the day, he will discuss some of the 
things he discovered. Both sides 
will discuss reasonable timelines for 
cleaning up the issues discovered 
during the walk-through. 

Step	Three

The consultant will formal-
ize the report and document the 
agreed-upon action steps. He also 
may provide some research and 
statistical data to help you justify 
the work you are doing to make 
your workplace safe. By the way, 
this information can be very helpful 
when negotiating insurance rates.

Step	Four

Your company must correct any 
situation that poses imminent 
danger or is a severe OSHA viola-
tion. Other recommendations must 
be acted upon within the agreed-
upon timeline. Hazards must be 
posted where employees can see 
them until the problem is corrected. 
Part of the enforcement exemption 
is the understanding that you will 
comply with the recommendations.

This is a pretty painless process. 
As I was gathering information 
about this service, I found that my 
brother’s company had recently 
invited OSHA in to start the consult-
ing process. When I spoke to the 
warehouse manager, he said it was 
relatively easy, and the consultant 
was very familiar with distribution 
warehouses. It’s always nice to know 
how some of this stuff works.

The best thing about this program 
is that you will be providing a safe 

work environment for the people 
who work with you and for you. As 
an added bonus, you block out the 
enforcement side of OSHA. Once 
you make contact with the consulta-
tion service folks, the enforcement 
people can’t touch you for at least 
a year. So here is a little advice: A 
sizable accident or a string of claims 
can trigger an OSHA audit. If you 
think you may be getting a visit, 
call the consulting services folks. 
Once you get involved with the 
consulting side, you essentially drop 
off the enforcement radar. The only 
catch is that you have to clean up 
what the consultant finds. This is a 
small price to pay, considering the 
alternative. 

 No decent business owner wants 
to see his or her employees get 
injured on the job. When someone 
goes down, the rest of the team 
has to step up and cover the work. 
Additionally, we develop relation-
ships with the people who have 
made us successful over the years. 
They become a part of our family. 
It is unsettling when a part of that 
family sustains a serious injury. I 
know the thought of inviting OSHA 
into your facility is slightly uncom-
fortable, but this is one government 
program I would take a hard look at. 
If anything, it might just prompt you 
to become more safety-conscious in 
the future.  

About the Author: Jason Bader is the managing 
partner of The Distribution Team, a firm that 
specializes in helping distributors become more 
profitable through operating efficiencies. The first 
20 years of his career were spent working in dis-
tributor operations. Today, he is a regular speaker 
at industry events and spends much of his time 
working with individual distribution companies. 
For more information, call 503/282-2333 or 
contact him by email at Jason@Distributionteam.
com. Also visit The Distribution Team’s website 
at www.thedistributionteam.com.

mailto:Jason@Distributionteam.com
mailto:Jason@Distributionteam.com
http://www.thedistributionteam.com/


DHI Offers Four Professional Credentials:

Architectural Hardware Consultant (AHC)
Architectural Hardware Consultants (AHCs) must demonstrate expertise in:

•	Hardware	products	and	their	applications

•	Building	uses	and	door-opening	functions	

•	Keying	systems	and	nomenclature

	- Organize	and	hold	keying	conferences

•	 	Writing	specifications	for	architectural	hardware	
products

	- 	Coordinate	hardware	specifications	with	related	
sections

•	Detailing	architectural	hardware	products

•	Creating	finish	hardware	schedules	and	submittals

•	Reviewing	hardware	submittals	for	approval

Certified Door Consultant (CDC)
Certified Door Consultants (CDCs) must demonstrate 
expertise in:

•	Door	and	frame	products	and	their	applications

•	Building	uses	and	door-opening	functions

•	Creating	door	and	frame	shop	drawings	

•	Writing	door	and	frame	specifications

•	Reviewing	door	and	frame	submittals	for	approval

Electrified Hardware Consultant (EHC)
Electrified Hardware Consultants (EHCs) must 
demonstrate expertise in:

•	 	Mechanical	and	electrified	hardware	products	and	their	
applications

•	Building	uses	and	door-opening	functions

•	Principles	of	electricity	and	terminology

•	 	Access	control	devices	and	their	application	on	door	
openings

•	 	Integration	of	door	openings	with	access	control	
systems

•	 	Drawing	and	reviewing	elevation,	riser	and	point-to-point	wiring	diagrams	

•	 	Creating	detailed	hardware	sets	with	operational	descriptions	for	openings	
with	electrified	hardware

Architectural Openings Consultant (AOC)
Architectural	Openings	Consultants	are	individuals	
who	have	attained	AHC,	CDC	and	EHC	professional	
certifications.	AOCs	have	mastered	all	facets	of	the	
commercial	door	and	hardware	industry	and	exemplify	the	
highest	standards	of	expertise	and	professionalism.	

DHI	Certification		
Program

Each	certification	has	a	list	of	
required	courses.	The	applicant	for	
certification	must	complete	each	of	
the	required	courses	before	taking	
the	respective	certification	exam(s).

Students	are	also	required	to	
complete	two	electives	in	addition	
to	the	core	and	discipline-specific	
classes.	Students	pursuing	AHC	
certification	may	choose	any	of	the	
CDC-	or	EHC-specific	classes	as	
their	electives.

Students	pursuing	their	CDC	
certification	can	choose	any	of	the	
AHC-	or	EHC-specific	classes	as	
their	electives.

Likewise,	students	pursuing	the	
EHC	certification	can	choose	
any	of	the	AHC-	or	CDC-specific	
classes	as	their	electives.
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For additional information on 
DHI’s Certification Program, 
contact the Education 
Department at 703/222-2010  
or email education@dhi.org.



CHART OF REQUIRED  
COURSES FOR CERTIFICATION

CERTIFICATIONS

REQUIRED COURSES  
 COURSE No.
Fundamentals of Architectural Doors and Hardware Self-Study Course SSC100 X X X

Understanding and Using Construction Documents COR103 X X X

Architectural Hardware and Applications          COR113 X X X

Door and Frame Applications COR12 X X X

Takeoff and Estimating COR125 X X X

Electrified Architectural Hardware          COR133 X X X

Using Codes and Standards COR140 X X X

Principles of Specification Writing COR145 X X X

Installation Coordination and Project Management          COR153 X X X

Material Purchasing Concepts COR160 X X X

Professional Sales COR165 X X X

Masterkeying AHC200 X X

Detailing Hardware AHC205 X X

Advanced Detailing Hardware AHC207 X X

Writing Hardware Specifications AHC215 X X

Using Door and Frame Standards CDC300 X

Detailing Doors and Frames CDC305 X

Writing Door and Frame Specifications CDC310 X

Drawings for Electrified Hardware Systems EHC400 X

Access Control and Electrified Hardware Systems EHC405 X

Installing and Troubleshooting Electrified Hardware Systems and Access Control Devices EHC410 X

ELECTIVE COURSES
Students are required to complete two elective courses in addition to completing core and certification specific courses.   
Certification courses count as electives (e.g., AHC students can choose CDC or EHC courses as electives).

Aftermarket Sales and Building Renovations ELT500

Effective Management of Employees ELT505

How to Develop and Retain Customers ELT510

Using BHMA Product Standards ELT515

OPTIONAL COURSES
Exam Prep courses are available to assess students’ skills and abilities in preparation for taking the certification exams.  Exam Prep courses are consid-
ered elective courses. Before taking our Exam Prep class, students must pass all courses required to sit for the certification exam.

AHC Exam Prep AHC220

CDC Exam Prep CDC315

EHC Exam Prep EHC420
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productShowcase

AKRONLINE

Akron	Hardware is your Closer, Faster and Better 
source for all of your hardware needs. The addition of 
AKRONLINE lets you do business with Akron Hardware 
in a new, efficient and economical way. To find out 
more, log onto akronhardware.com and click on the 
AKRONLINE logo. 

Contact:  800/321-9602
www.akronhardware.com

COMMERCIAL	DOOR	PIVOTS

Available at Albany	Hardware. Rixson has 
announced two newly designed pivots to 
compliment its comprehensive line of door 
hanging solutions. No floor plates to contend 
with and no visible attachment. Designed for 
light weight, narrow and low frequency doors, 
they are perfect for commercial tenant spaces 
and high end residential projects. 

Contact:  888/680-9990
www.albanyhardware.com

SOFTWARE	FOR	DISTRIBUTORS

The Comsense Opening Suite for Windows, including Specwriter, 
Elevations, Advantage, and Enterprise, is our complete business 
system designed specifically for Architectural Door, Frame, 
and Hardware distribution. Choose from over 100 supported 
manufacturer price books to ensure your projects and inventory are 
priced accurately and efficiently.

Contact:  905/542-9300
www.comsenseinc.com

CORBIN	RUSSWIN	AND	SARGENT		
LINES:	FULLY	STOCKED

Security	Lock	Distributors has quickly 
become one of the nation’s leading distributors 
of Sargent and Corbin Russwin ASSA ABLOY 
electrical and mechanical locking solutions. 
Featuring the hard to find finishes, functions, 
designs, lengths, voltages and switch options. 
This expansion complements our existing array 
of ASSA ABLOY’s manufacturers which are 
highlighted here.

Contact:  800/847-5625
www.seclock.com

E-PLEX	SERIES

The Kaba E-Plex 2000 and 5000 Series are 
available at Top	Notch	Distributors,	Inc. 
The E-Plex offers enhanced features and 
convenience for Electronic Pushbutton Locks.  
Pin access eliminates the cost and problems of 
issuing and managing keys or magnetic cards.  
Easy to Install, Easy to Use, Easy to Manage,  
Easy to Maintain.

Contact:  800/233-4210
www.topnotchinc.com

PRODUCT	SHOWCASE

Available next July 2012 issue. Do you have  
a new product or service to showcase? You can 
reach industry stakeholders interested in  
your non-residential doors and hardware 
products for as little as $550. This special ad 
section is available to you in select issues of  
Doors & Hardware, so call today to reserve 
your space. It is easy and affordable.

Contact:  Molly Long
703/766-7014 
mlong@dhi.org

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

APRIL 2011

D&H examines Green Trends currently impacting our 

industry and those on the horizon. Is your company ready?

T H I S  M O N T H

G R E E N  T R E N D S

INDUSTRY In the Know
Jim White, AHC/CDC talks about 
Leadership of a DHI Chapter.   See page 42
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S PE C I A L  A D V E R TI S I N G  S E C TI O N

ANTI-LIGATURE	MEETS	ADA	

Accurate	Lock introduces the CRESCENT 
HANDLE. The ultimate hardware solution for 
anti-ligature and ADA compliance. This patent 
pending product is designed to prevent self-
harm attempts in mental health facilities 
and detention centers while meeting ADA 
accessibility standards. Constructed from solid 
brass, it is engineered to withstand the most 
severe abuse. 

Contact:  203/348-8865
www.accuratelockandhardware.com 

PRODUCTS	ON	THE	SHELF		
AND	SUPPORT

Here at Boyle	&	Chase we agree and 
understand it is crucial to maintain a 
healthy inventory during these harsh 
economic times. So, in addition to 
putting product on the shelves, we will 
continue to maintain the highest level 
of product support, technical support, 
customer service and order accuracy.

Contact:  800/325-2530
www.boyleandchase.com

The SDC QUIET DUO™ LR100 Series dual latch retraction and 
dogging kits are UL Classified for field retrofit in major brand  
fire-rated and non-fire rated mechanical exit devices from  
Von Duprin, Adams Rite, Yale, PHI, Corbin Russwin, Dorma and 
more. 450mA inrush/180mA continuous @ 24VDC. Install in  
Von Duprin 98/99 non-fire rated device without removing 
from door. 

Contact:  800/413-8783
Service@SDCsecurity.com   
www.SDCsecurity.com

QUIET	DUO™	450MA	LATCH	RETRACTION		
FOR	MAJOR	BRAND	EXIT	DEVICES

ELECTRIFIED	HARDWARE

Are you still unsure about electrified hardware? Midwest	Wholesale	
Hardware can help, use our electrified hardware manual at 
midwestwholesale.com. It is complete with the elevation diagram, 
system operation, schedule and hardware list.

Contact:		800/821-8527 (MO)
 800/659-8527 (FL) 
 888/707-8527 (CA) 
800/821-8527 (PA) 
www.midwestwholesale.com

Did You Hear?

They actually put it 
to good use!

Learn more inside the 2012 
Advertising Guide, and remember…

Communication is everything!

Call today to order your copy!
Molly Long: 703/766-7014

Doors & Hardware
readers don’t just fl ip 

through our magazine...

The Openings Industry’s Premier Resource for Print and Interactive Advertising

AdvertisingGuide2012
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PEOPLE

Weinstein	to	Join	Mayflower	as	VP

Mayflower Sales is proud to announce that 

it has added a new member to its manage-

ment team. Jeff Weinstein has agreed to join 

Mayflower as a Vice President. His responsibili-

ties will include personnel, sales management, 

advertising, marketing, branch expansion 

opportunities and strategic/growth planning.

Jeff has been in the industry for more than 23 years, begin-

ning in 19㠀㠀 when he joined Medeco as its Florida represen-

tative. In recent years, Jeff was the Director of Sales for ASSA 

ABLOY DSS for both NY Metro and Upstate NY, where he over-

saw a sales team of more than 20 people.

Stephen	R.	Hildebrand,	FDHI	Joins	DHI

The Door and Hardware Institute (DHI) is pleased to announce 

that effective January 2, 2012, Stephen R. Hildebrand, FDHI is 

joining the staff of DHI as Director of Business Development.

Steve will be responsible for the DHI brand on all Institute 

products, as well as directly managing the Membership and 

Meetings departments within the Institute. He will report 

directly to DHI CEO Jerry S. Heppes Sr., CAE and will continue to 

work from Akron, PA.

PRODUCTS

Detex	230X	Weatherized

Detex Corporation,  an 

industry leader in life safety 

and security door hardware 

for commercial properties, 

is now offering a weather-

ized version of its maximum-strength 230X multi-point hard-

ware for back door security. 

Recently introduced and exclusive to Detex, the 230X is both 

a panic device and a three-point deadbolt designed to provide 

a new level of protection. And now the 230X-W offers all of the 

advantages of the 230X, plus full protection against corrosive 

weather environments.

For more information, visit www.detex.com.

BEA	R2E-100	for	Controlled	Operation	of	Secure	Doors

The BEA R2e-100 (request to exit) security door detector is 

designed for access control applications where a high level 

1/4 Page 
3 1/2”  x  4 3/4  4/C

Doors&Hard_5C  (InDesign doc.)

Runs in:
Jan, Apr, Jul, Oct

DOORS AND HARDWARE
Salsbury Industries

Call regarding our
        Dealer Program!

www.doorsecuritysafety.org

Sponsored by

“Champion” Efforts to  
Advance the FDAI Cause—

Bring the Foundation’s work to your community...

Door Security & Safety Foundation’s  
Local Champion Campaign 

Educate local AHJs and fire and building officials about mandates 
for annual inspections of fire-rated door assemblies. 

For more information, visit www.DoorSecuritySafety.org.

Become a

http://www.detex.com
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of protection is required. The detector 

mounts above a secure door, allowing 

authorized personnel to exit as needed 

while ensuring that the door remains 

locked at all other times.

The R2e-100 uses active focused 

infrared detection to provide a known 

detection area, unaffected by thermal 

changes. The detection area stops at the 

door hardware, making it impossible to 

gain entry by sliding objects underneath 

the door from the other side. The detec-

tor uses parallel traffic rejection to elimi-

nate false detections and any resulting 

attempts to gain entry by unauthorized 

personnel.

The R2e-100 is customizable to fit 

users’ needs, with an adjustable relay 

hold time between zero and 60 seconds, 

and multiple relocking modes for any 

timed or door position conditions. The 

detector has three auxiliary inputs for 

a push button or other request-to-exit 

device, a card reader or other request-to-

enter device, and a door position switch.

To learn more about BEA’s entire line of 

door safety sensing solutions, visit www.

beasensors.com or call 㠀00/523-2462.

Häfele	Introduces	Patterned	Glass	Knobs
Häfele America Co. is pleased to launch 

a new line of glass knobs. These knobs 

offer multiple patterns and textures 

for design flexibility. They are excellent 

for applications where extra pizzazz or 

jewelry-like accents are needed. The 

knobs are appropriately sized for most 

modern cabinet or furniture drawer and 

door applications. Made in Europe, these 

knobs are for those customers demand-

ing quality, looks and performance. 

To learn more about the glass knobs or 

other decorative hardware, please visit 

www.hafele.com/us.

Expansion	of	OMNIA	TRADITIONS	Line

Today, OMNIA TRADITIONS is enhanced 

with the addition of five timeless 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. 

Their shape and smooth, rounded edges 

make them as pleasing to the hand as 

they are to the eye. Thru-bolted roses, 

which are available for doors with 21/8" 

holes, now include a new round tradi-

tional 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 fin-

ish options remain: unlacquered brass, 

lacquered brass, polished chrome, oil-

rubbed bronze, polished nickel, satin 

nickel and antique bronze. When using a 

1¾" or 23/₁₆" rose, knob and lever passage 

tubular latchsets can be paired with a pri-

vacy bolt. Locksets are available in tubu-

lar deadbolt or mortise lock functions.  
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All OMNIA TRADITIONS are also available 

as multipoint trim.

Visit www.omniaindustries.com, or call 

㠀00/310-7960 for more information.

NEW	F2164	Fire-Rated	Electric	Strike

Rutherford Controls Int’l 

Corp. has launched the 

NEW F2164 f ire-rated 

electric strike for locks 

with offset or centerline 

latch entry. With the 

F2 strike, one product 

c a n  a c c o m m o d a t e 

v i r tual ly  ever y  t y p e 

o f  l o c k s e t  o n  t h e 

mar ke t !  T his  uni qu e “a l l - in - o n e ”  

f ire -rated electric strike combines 

strength (1500 lbs. holding force), 

endurance (1.5 million cycles) and 

convenience (everything you need is in 

the box). 

The F2’s patent-pending “saw-tooth 

adjustment locator” design allows the 

installer to slide the deadbolt keeper and 

deadlatch ramp vertically to choose the 

precise position for the lock. There’s no 

need to determine which lock is being 

used or to order special faceplates. 

Installation doesn’t get any easier. The 

unique patent-pending “sliding shim” 

design moves vertically on the keeper to 

align with any latch location, allowing up 

to 1/㠀" horizontal adjustment on warped 

or misaligned doors. 

For more information, visit our website 

at www.rutherfordcontrols.com or call 

㠀00/265-6630.

CORPORATE CORNER

Sales	Agencies	Form	Joint	Venture

Principals Mark Austin and Bob Thomas, 

along with associate Mark Hammond, 

AHC, of Sheppard-Thomas Associates, 

have merged with Kevin Jensen, principal 

of Summit Security Sales, Inc. The new 

joint venture will operate under the name 

Sheppard-Thomas-Summit Associates 

(STS Associates). The agency has more 

than 120 years of combined sales experi-

ence in the door, frame and security hard-

ware industry. The firm, based in north 

and central Texas, represents quality 

manufacturers in the Texas, Oklahoma, 

Louisiana and Arkansas markets. 

For additional information, please visit 

www.sheppardthomassummit.com. 
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WHO SHOULD TAKE THIS COURSE?
• Building owners/facility managers 
• Building maintenance personnel
• Fire and building code offi cials; Authorities Having 

Jurisdiction (AHJs)
• Openings professionals and those in affi liated industries 

(locksmiths, access control and other end users) interested in 
learning more about the fi re door inspection program

This is a basic overview of annual door inspection requirements, 
of what to visually verify when asked to confi rm that openings 
inspections occurred by reviewing the documentation stating 
that necessary corrective actions were taken to repair fi re-rated 
door assemblies found to have defi ciencies.

Online instruction presents a comprehensive overview of 
information on the basic operation, features, and inspection 
criteria for fi re-rated doors as outlined in NFPA 80 Standard for 
Fire Doors and Other Opening Protectives (2007 edition).

“Part of a fi re marshal’s job is to enforce fi re and 
 life safety codes, and an online instructional class 
 such as this certainly makes that job easier.” 

—Jim Narva, Executive Director of the 
National Association of State Fire Marshals

The Foundation is a not-for-profi t, c(3) organization 
whose main mission is to provide education and create 
awareness for the benefi ts that the architectural opening 
(the doorway) brings to fi re safety, life safety, and security. 

COMING IN 2012 ...

NEW ONLINE 
TUTORIAL!

Fire Door Inspections: 
Understanding the Fire-Rated Opening

Access Online: www.doorsecuritysafety.org
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Help Wanted

The ResouRce foR 
Openings Industry  

Employment 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

Building Relationships, Careers, and Business!
Privately owned company with over 800 employees and 80 years

of success and sales over $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 markets and new markets. Current operations include:

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

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

www.dhpace.com 10/11

Phoenix, AZ • Denver, CO • Atlanta, GA • Wichita, KS
Kansas City, MO • Springfield, MO • St. Louis, MO
Baltimore, MD • Las Vegas, NV • Albuquerque, NM

DHI_Ad_2011_DHI_Ad  10/18/2011  9:56 AM  Page 1



 a d  i n d e x

64	 DOORS	&	HARDWARE £ JANUARY 2012

Accurate Lock and Hardware .....................................................................................15, 59

Akron Hardware............................................................................ Inside Front Cover, 1, 58

Albany Hardware, Inc. ................................................................................................ 2, 58

Boyle and Chase, Inc. .................................................................................................11, 59

Comsense, Inc. ............................................................................................................ 5, 58

Construction Protection Systems .................................................................................... 36

Doors & Hardware	House	Ads

2012 Las Vegas Conference Poster ........................................................................... 27

Advertising & Sponsorship ....................................................................................... 63

Advertising Guide .................................................................................................... 59

Certificaion Program .......................................................................................... 56, 57

Classifieds ................................................................................................................ 63

DHI Social Network .................................................................................................. 42

Doors & Hardware Cover Contest .............................................................................. 43

Doors & Hardware  Product Showcase ...................................................................... 58

Foundation Contributors .................................................................................... 44, 45

Foundation Fund Raising ......................................................................................... 53

Foundation Local Champion .................................................................................... 60

Foundation Online Tutorial ...................................................................................... 62

Insurance ........................................................................................................... 52, 53

Membership Promotion ...........................................................................................64

Midwest Wholesale Hardware ........................................................... 59, Inside Back Cover

Salsbury Industries ......................................................................................................... 60

Securitech Group, Inc. ..................................................................................................... 61

Security Door Controls ......................................................................................... 33, 37, 59

Security Lock Distributors ................................................................. 18, 19, 58, Back Cover

Stier Steel ....................................................................................................................... 39

Top Notch Distributors, Inc. .........................................................................................7, 58

Find out how DHI members succeed with:
	 -	 An	enhanced	competitive	edge

	 -	 Comprehensive	career	development	opportunities

	 -	 Extensive	networking,	both	nationally	and	locally

Go online to www.dhi.org or call 703/222-2010.

*DHI Individual membership cycle is from July to June each year. Join during this promotion and membership will be valid 
through June 30, 2012. Membership investment includes one-time application fee and chapter dues. Offer for prorated 
International dues is $253. Not available to renewing DHI members. Offer expires February 28, 2012.

Sign Up  
today 
at the prorated  

price of 

only 
$210!*

Now	is	an	excellent	
time	to	join!

Know	Someone	Who	Could	Benefit	from	DHI?



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.


