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The Resurgence of  
 Mixed-Use Facilities

By Jerry Heppes, Sr., CAE

i n  T O U C H

A 
LL OF US HAVE WITNESSED THE 
increase in mixed-use projects, especially 
those that anchor neighborhoods. It seems 

that societal evolution has created the demand for 
“small cities” to exist within our residential areas.

I can recall taking a sociology class in college 
and discussing the movement of society in and 
out of cities. Over the years, there is a cycle of 
movement whereby cities become more popular, 
attracting more people to live in the city instead of 
in existing rural areas and/or suburbia. Then the 
next cycle hits, and there is movement out of the 
cities. These types of trends often take between 20 
and 50 years to mature and then reverse.

A more recent phenomenon of the past 20 
years has been the expansion of mixed-use 
neighborhoods where there is residential 
intermixed with retail and small office space. 
These communities, found in suburban areas, 
often utilize “small town” architecture and 
are quite popular with not only the younger 
generation, but with seniors as well. The desire 
for more convenient access to goods and services 
makes these mixed-use areas appealing to many. 
In addition, because of the location of restaurants, 
coffee shops and small grocery stores, many 
surrounding neighborhoods find their services to 
be popular too.

What type of impact might this have on doors 
and hardware, life safety and security? Well, I 
suspect that with commercial and residential 
side by side and often part of the same structures, 
there will be challenges to specify and then 
maintain these areas. As we all know, there is 
a fairly wide gap between residential codes and 
standards and commercial codes and standards. 

Which will rule the day? How do you intermingle 
residential use with commercial use? I suspect our 
industry will probably want to see the commercial 
codes and standards used, as they are more 
mature and the products of a higher standard. 
Will this be the trend? 

In addition, will we be working more 
closely with residential contractors rather than 
commercial? Who is more likely to develop these 
types of projects: residential or commercial 
developers? Clearly this will have an impact on 
the products and specifications.

On a separate topic, I want to encourage our 
industry to attend the show this fall in Las Vegas. 
CoNEXTions, the new brand for the DHI Annual 
Show, reflects the substantial changes made to this 
event. The ChannelExchange, the SolutionSessions 
on the floor, and the Forum for the Future will 
all create a tremendous value for attendees. In 
addition, this will be the last industry show until 
June of 2014. That means it will be the last chance 
to interact with your peers and partners for quite 
some time. Finally, the cost of Las Vegas is low 
and the cost to attend small—take advantage of 
this investment to prepare for the future!  
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COMMON CHALLENGE 
encountered when remod-
eling or rehabilitating a 
historic building is adding 
modern technology to the 
structure while maintaining 

its original look and charm. This issue 
was just one of many faced during 
a remodel of a 90-year-old struc-
ture in Chicago, Illinois, in 2010.

Originally built as the Bell build-
ing by Herbert Bell, the structure 
housed the offices of the Bell and 
Zoller Mining Company. At the time 
of its construction in 1924, the build-
ing was the first high-rise in the area 
east of Michigan Avenue between the 
river and Grant Park, making it visible 
from a great distance on all sides. 

Bell continued his business and 
ownership of the building until 1956, 
when it was purchased by the Old 
Republic Life Insurance Company. At 
that time, the building’s entrance was 
modified to reflect the new owner, and 
eventually the building’s bronze swing-
ing doors were replaced with revolving 
doors to modernize the facility.

Original architects K.M. Vitzthum & 
Co. and J.J. Burns, Associate, designed 
the building in the Classic Revival 
style. Standing 23 stories high, the Old 
Republic Building has a steel frame 
and concrete structure on caissons. 
It was built to the full height allowed 
at the time for a building without a 
setback tower by the Chicago Zoning 
Ordinance: 264 feet. The exterior of the 
building is faced with light buff terra 
cotta. Using color allowed the terra 
cotta to imitate the appearance of many 
different building materials, including 
stone. Additional terra cotta was used 
for ornamentation on the entry.

The front façade of the building is set 
apart from surrounding structures with a 
three-story entryway. This arched entry-
way features rope and floral designs that 
highlight the marquee entrance. Above 

All photos are Courtesy of Ellison Bronze.

The Old Republic 
Building Contemporary 

Doors Provide 
Historical 
Elegance

c a s e  S T U D Y

A

By Mark Graves
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the entry doors are 3' x 4' panels of glass 
divided by metal mullions that bring all 
of the elements together, making a beauti-
ful aesthetic statement.

In 2010, the Old Republic Building was 
granted “landmark” status. In response 
to this recognition, the building under-
went a rehabilitation of its entryway and 
lobby to retain its original look. Both 
the owner and Chicago’s influential 
Landmark’s Commission insisted the 
original swing door construction be 
returned. The intent was to have the new 
doors match the original bronze door 
details as closely as possible.

This specification presented the 
project team with the unique challenge 
of replacing the prior entry system with 
one that could withstand high volumes 
of traffic and legendary Chicago winds 
over many years. In addition to func-
tionality, there was the unique chal-
lenge to retain the classical style that 
had already lasted for decades.

To meet these requirements, the team 
turned to a balanced door manufacturer. 
Work began on quality, balanced, bronze 
doors that reflected the historical charm 
of the building. It was also important 
to include some modern conveniences 
and technology to meet ADA and 
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Chicago city guidelines. Like the 
Old Republic Building, quality 
balanced doors have stood solidly 
since their invention in the late 
1920s, making the system a perfect 
match for the landmark facility.

More	than	Just	a	Door

The balanced door was invented in 
1927, but its high quality and proven 
performance have allowed it to 
continue being utilized on many of 
the world’s most famous addresses. 

Balanced door design allows for 
large, heavy, and durable doors to be 
opened with ease. Despite a heavier 
door leaf, the balanced hardware has 
an inset pivot point that allows for a 
fluid range of motion with reduced 
leaf projection. 

Common entry doors have a 
fulcrum located on one side of the 
door that is attached to the frame with 
hinges, making the user have to pull 
the entire weight of the door to open 
it. Additionally, the weight of the door 
leaf hangs on the frame, constantly 
applying force and pulling on the 

Door Anatomy
Balanced doors have unique design features that give them the advantages 
of durability, longevity and ease of operation:

■ Check and Door Guide Assembly: Provides fully adjustable door closing 
and latching speeds. This assembly is located in the frame header.

■ Door Roller Guide: Serves as the fulcrum, or pivot point, of the door 
leaf. The guide rolls along a channel located in the header as the door 
opens and closes.

■ Top Arm: One of two connections between the door leaf and frame. A 
stainless steel pivot pin connects one end of the top arm to the door top 
pivot. The other end is welded to a full-height steel tube pivot shaft.

■ Door Top Pivot: Located at the door top rail. Accepts the steel pivot 
pin to connect the door leaf to the top arm. Adjustable to ensure proper 
door clearances.

■ Bottom Arm: The second connection between the door leaf and frame. A 
stainless steel pivot pin connects one end of the bottom arm to the door 
bottom pivot. The other end is welded to a full-height steel tube pivot shaft.

■ Door Bottom Pivot: Located at the door bottom rail. Accepts the steel 
pivot pin that connects the door leaf to the bottom arm.

■ Steel Tube Pivot Shaft and Assembly: Houses the torsion bar closer 
spring. One end of each of the top and bottom arms is welded to this shaft. 

■ Torsion Bar Closer Spring: Located within the steel tube pivot shaft. 
Provides the closing force for the door. Adjustable to meet the required 
closing pressure. Connects to the floor box.

■ Floor Box: A base plate to accept the steel pivot shaft assembly. Permits 
adjustment of the door closing force via the torsion bar closer spring.
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hinge and frame. A balanced door 
pivots at two-thirds the width of the 
door, creating a balance that distrib-
utes its weight to easily open. Instead 
of hinges, a balanced door uses a top 
and bottom arm that support the door 
leaf. Because weight is distributed 
to the bottom arm, down to the floor 
plate, and ultimately to the floor itself, 
stress is transferred away from the 
frame, eliminating the issues created 
by conventional doors.

Door construction includes a 
corner-welded internal subframe for 
rigidity. The Old Republic Building 
utilized 3.5-inch stiles for extra dura-
bility. Quality balanced door manu-
facturers will pre-hang their doors 
before they leave the factory, allow-
ing any adjustments to be made 
so that their operation is honed to 
perfection. This process allows for 
easy installation and is useful for 
renovation applications, such as the 
Old Republic Building, where the 
building must remain accessible. 

Typically, an entry door will last 
approximately 10 years with general 
use. Quality balanced doors are 
constructed in-house and contain 
parts that are cast and machined 
with high-grade materials in the 
factory. For this reason, and because 
of their balanced design, the doors 
survive the test of time, generally 
lasting 80 years or more, making 
them a great match for the already 
landmarked Old Republic Building.

The Old Republic Building needed 
to be compliant with both ADA 
and Chicago city standards, and an 
electric door opener was installed to 
meet these requirements.

Considering Chicago’s famous 
high winds, it was important for the 
Old Republic Building to choose a 
door that closes and stays closed. 
Balanced doors have a concealed 
torsion bar closer spring that closes 

the door after use and ensures that 
it remains closed until the next use, 
even against stack pressure of a 
building or high exterior winds.

While conventional doors require 
the user to pull against wind forces 
from outside or against the stack 
pressure of the interior, a balanced 
door allows wind pressures to work 
with the person using the door. 
As the individual pulls the outer 
two-thirds of the door against these 
same forces, they are assisted on the 
other third of the door opposite of 
the fulcrum. Wind pressures push 
in the opposite direction, assisting 
the user in operating the door. This 
same principle applies when the 
door self-closes after use.

Maintaining	the	Classical	Charm

The Old Republic Building 
features two sets of three single 
balanced doors. To satisfy historic 
characteristics, custom bronze glass 
stop moldings were produced to 
reflect the building’s original profile. 
Muntz bronze (alloy #280) with a 
satin finish and clear lacquer coat-
ing were chosen for the building to 
maintain an elegant look. This finish 
was chosen as a match to the bronze 
letters above the doors that spell out 
“Old Republic Building.”

With the balanced doors in place, 
the Old Republic Building has 
maintained its historical charm 
and remains an example of a classic 
skyscraper. Now the building can 
go on for another 90 years, and the 
matching doors will be there every 
step of the way.  

About the Author: Mark Graves is the presi-
dent of Ellison Bronze, Inc. He has more than 
30 years of experience in the general construc-
tion, architecture and manufacturing industries. 
Graves has spent 25 years of his career manufac-
turing custom balanced doors with Ellison. He 
can be reached at mgraves@ellisonbronze.com.
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S CITIES ACROSS THE COUNTRY EXPERIENCE 
a mixed-use facility comeback, much 
of the discussion centers on finding 
their formula for success in the 21st 
century. What is the optimal location 

for such buildings? How will occupant interactions 
be accommodated in 10 years? What about 50? Should 
mixed-use buildings make a statement or blend in with 
existing architecture? 

Although such questions will undoubtedly continue 
to drive the multi-occupancy facility conversation, it is 
just as important to assess fundamental building design 
and construction strategies. This is particularly true 
when it comes to the provision of fire and life safety in 
mixed-use buildings. What sets multitasking structures 
apart—the ability to serve various tenants with differ-
ent operational needs—is also what creates a special set 
of fire and life safety challenges for building and design 
teams. 

Images courtesy of  Pilkington

TAKING FIRE &  
LIFE SAFETY
BEYOND 
SINGLE-USE 
BUILDINGS
BY JEFF RAZWICK

While allowing for the transfer of natural light, fire-rated glass 
divides a recreation and office area into contained segments. A
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A	Mix	of	Fire	and	Life	Safety	Risks	

Mixed-use buildings combine 
various functions into a single 
structure. A simple mixed-use 
facility might be four stories tall 
with ground-floor retail outlets and 
upper residential accommodations. 
Conversely, a luxury hotel with 
condo units might share space in 
a downtown high-rise building. In 
each instance, fire and life safety 
protection plans must account for 
variability in occupancy design 
layout, operational needs and tenant 
behavior. 

Additionally, although the occu-
pancy clusters within mixed-use 
buildings are functional, they create 
a diverse set of fire risks. Consider a 
more traditional mixed-use building 
in which residential apartments sit 
above a retail shop and restaurant. 
In this example, the potential for 
home fires involving stoves, appli-
ances and cigarettes combines with 
the potential for cooking equipment 
and electrical distribution fires. 
Should a fire occur, it is imperative 
that fire and life safety strategies 
adequately protect commercial 
and residential units and occu-
pants, regardless of where the fire 
originates. 

Further complicating the chal-
lenge of providing adequate fire 
and life safety protection within 
mixed-use buildings is tenant vari-
ability. Many mixed-use buildings 
lease space; therefore, it is critical 
to anticipate the future needs of 
tenants. Is the building located in 
an area that will sustain demand 
for retail, or will offices perform 
better long term? If a restaurant 
decides to occupy a given space in 
the future, is retrofitting necessary 
to meet code? Mid-course construc-
tion changes can potentially inad-

vertently compromise fire and life 
safety protection levels. 

Fire	and	Life	Safety	Considerations	
in	Mixed-Use	Buildings

To meet the unique fire and 
life safety needs of mixed-use 
buildings, protecting people and 
property during fires requires three 
essential design features: alarms 
to provide critical early warnings 
of danger, automatic sprinklers 
or other suppression systems to 
help extinguish the fire, and fire-
protective or fire-resistant building 
compartments to help contain 
flames and smoke. 

Ensuring Effective Detection and 
Suppression Systems

It is readily apparent that fire 
detection and suppression systems 
can save lives and property in the 
event of a fire within mixed-use 
buildings. Detection systems such 
as alarms notify building occupants 
and emergency response members 
of a fire emergency while simultane-
ously triggering automatic sprinkler 
systems to suppress the fire. 

While fire alarms and automatic 
sprinkler systems have a high 
rate of performance, mixed-use 
buildings present a special system 
maintenance challenge. The pres-
ence of many occupants increases 
the risk that individual tenants will 
focus on their specific assets within 
the building and fail to adequately 
ensure the safety of shared common 
areas. Over time, it might become 
unclear who is responsible for 
checking or arranging to have 
professional checks of fire detec-
tion and suppression system 
performance. 

The ramifications of poor system 
upkeep could mean automatic 
alarms or sprinklers that fail to 
activate. Data from the National 
Fire Protection Association (NFPA) 
underscore the need for mainte-
nance when it comes to sprinkler 
performance, stating the top reasons 
sprinkler systems fail to operate: 
the system was shut off before the 
fire started (53%), the system was 
inappropriate for the type of fire 
(20%), lack of maintenance (15%), 
and intervention defeated the 
system (9%). Therefore, in mixed-

To enable safe egress in stairwells, doors and corridors, fire-rated materials protect against 
flames, smoke and heat transfer.
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use buildings, it is important to 
clearly communicate emergency 
procedures and maintenance with 
the facility owner, as well as incor-
porate backup measures such as 
building compartmentation to help 
provide building occupants more 
time if detective or suppressive 
systems fail to activate. 

The Benefits of Building 
Compartmentation

In mixed-use facilities, fire-rated 
materials like gypsum, concrete 
and fire-rated glass divide buildings 
into smaller areas to help contain a 
fire to a limited area. Such compart-
mentation is beneficial since large 
groups of occupants might be inside 
the facility during opposing hours 
of the day. For example, offices, 
retail shops and restaurants are 
open during the day, while residen-
tial units are typically full in the 
evening after working hours. Thus, 
it is possible that a fire could start 
in the bottom floor of retail space, 
unbeknownst to upper-level resi-
dential occupants. Since residents 
might be slower to respond during 
the night, unable to smell smoke or 
see flames, or only become aware of 
the fire in its later stages, fire-rated 
building materials can play a key 
role in helping prevent rapid fire 
development.

Another way in which building 
compartmentation can help keep 
a mixed-use building fire in check 
is by acting as a backup to today’s 
thinner walls, floors and ceilings. 
Some advanced building products 
use less material; however, the 
downside is they are no longer 
heavy or thick enough to provide 
inherent resistance to fire. Fire-rated 
materials can work in conjunction 
with sealants, fire dampers and 
other products to provide the neces-

sary compartmentation. 
Building compartmentation can 

also help provide safe egress for 
mixed-use buildings with high 
volumes of people, as is common in 
high-rise facilities. An increase in 
building height corresponds to an 
increase in time for occupant escape 
and for fire service professionals 
to assist in evacuation. Protecting 
against the transfer of flames, smoke 
and sometimes heat, fire-rated mate-
rials can allow building occupants 
to escape safely. Fire-rated glass, in 
particular, is beneficial, as it allows 
firefighters and building occupants 
to view their surrounding environ-
ment and help ensure safe egress. 

Lastly, while building compart-
mentation can work in conjunction 
with automatic sprinklers to reduce 
the rate at which a fire progresses, 
it also proves a valuable ally when 
automatic sprinklers fail to perform. 
According to NFPA data, sprinklers 
perform 90% of the time.1 The 
opposite side of this statistic is a 
one-in-ten chance that sprinklers 
will not perform as intended. In 
such instances, fire-rated materials 
can ensure that mixed-use buildings 
are not left unprotected.

Providing Exterior Fire Protection

Often developed in city centers, 
mixed-use buildings face the chal-
lenge of rising building density 
and resulting lot line issues, as well 
as tight city zoning requirements. 
As such, an increasing amount 
of multi-occupancy facilities are 
incorporating exterior fire-rated 
separations.

Today, one increasingly popu-
lar solution is exterior fire-rated 
curtain walls. Fire-rated frames are 
currently available with one- and 
two-hour ratings and can provide 
fire protection or fire resistance. 

Framing systems that provide fire 
resistance do so by resistive insula-
tion. They are tested to ASTM E 
119, Standard Methods for Fire Tests of 
Building Construction and Materials, 
and Underwriters Laboratories (UL) 
263, Fire Resistance Ratings, meeting 
the fire resistance for walls. As a 
result, fire-rated frames can be suit-
able for use in various applications, 
including storefronts and along 
shallow lot lines, helping meet the 
demand for daylighting and trans-
parency in all areas of mixed-use 
buildings. 

The	Future	of	Mixed-Use	Buildings

Developers, architects and 
builders will continue to pair new 
mixed-use building strategies with 
the best practices of the past to 
improve pedestrian access, renew 
urban environments and promote 
live/work communities. As strate-
gies and methods evolve, so too 
will fire and life safety protection 
needs. Staying abreast of codes, new 
products, and building and design 
considerations is crucial to ensuring 
the right mix of fire and life safety 
measures.  

Endnote
1. A 2010 report by the NFPA showed that between 2003 and 
2007, automatic sprinkler systems operated in 93% of all struc-
ture f ires large enough to cause activation. When activated, 
sprinklers were effective 97% of the time—for an overall per-
formance rate of 90% (i.e., 97% multiplied by 93%).

About the Author: Jeff Razwick is vice president 
for Technical Glass Products (TGP), a supplier 
of specialty architectural glazing products and 
fire-rated glass and framing systems. He writes 
frequently about the design and specification of 
glazing systems for institutional and commercial 
buildings. www.fireglass.com, 800/426-0279
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OU’VE HEARD OF BUILDINGS BEING 
certified Gold or Platinum by the 
U.S. Green Building Council. But the 
International Living Future Institute 
(ILFI), which has its origins in the 
Cascadia Green Building Council, a 
chapter of both the U.S. and Canadian 
Green Building Councils, raised the bar 
even higher when it issued the Living 
Building Challenge in 2006.

The challenge: Create a building that 
uses net-zero energy and water, ideally 
giving back energy and water to the 
system, and avoids the use of toxic 
materials—all while being aesthetically 
pleasing. 

By issuing this challenge, the ILFI 
raised the bar on what “green building” 
means, and the architectural world has 
been striving to rise to the challenge 
ever since.

But this was not a challenge solely 
to the architectural community; it was 
issued to all of humanity—a movement 
whose greater goal is no less than 

the transformation of civilization to 
facilitate greater biodiversity, resilience 
and opportunities for all life to coexist: 
a global transformation toward true 
sustainability. 

The proposal is a radical shift from 
traditional design and construction 
principles, but many would argue that 
it’s exactly the direction the industry 
needs to go, and quickly. As ILFI states 
on its website, “Right now, every natu-
ral system on the planet is in decline, 
and there is no shared understanding 
of how to reverse the trend. A new 
bar must be set to support the rapid 
adoption of integrated and innovative 
practices.”

To ensure that the challenge was 
actually met under real-world condi-
tions, rather than relying on hopeful 
projections, Living certification is based 
on actual, rather than modeled or antic-
ipated, performance. All projects are 
required to be operational for at least 
12 consecutive months prior to being 

Tyson Living Learning Center:

Beyond LEED 
Platinum

c a s e  S T U D Y

Y

By Jess Madden

Photo courtesy of Peter Wilson
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evaluated for certification. Projects 
must meet the performance require-
ments for seven different levels: site, 
water, energy, health, materials, 
equity and beauty. In additional 
to the more familiar requirements 
concerning use of recycled materials 
and the previously mentioned net 
zero energy and water, facilities are 
rated against a list of imperatives 
that include democracy and social 
justice, responsible industry and 
civilized environment. 

Suddenly, LEED Platinum didn’t 
seem so daunting.

Tyson	Living	Learning	Center

One of the first projects in the 
world to achieve this rigorous 
new certification is Washington 
University’s Tyson Living Learning 
Center. Located just outside St. 
Louis, Missouri, the 2,000 acres the 
facility sits on has had a number 
of uses that can be traced back all 
the way to 12,000 BC, when it was 
a chert quarry site for American 
Indians, who valued the material for 
tool-making. By the 20th century, 
it was being used as a limestone 
quarry, until World War II broke 
out and the government acquired 
the land through eminent domain. 
Needing a secure location for storing 
munitions and high explosives, they 
constructed 55 30-yard-deep bunkers 
and 10 10-yard-deep bunkers camou-
flaged into the surrounding hillsides. 
They also constructed many of the 
roads and buildings that are still in 
use today, including a firehouse that 
would later be converted into the 
Tyson headquarters building. After 
the war, the land was converted 
to a park, only to be reacquired by 
the government in 1951 during the 
Korean War and used for storing 
grain. 

In 1963, Washington University 
purchased the property and remain-
ing buildings from the government, 
renamed it the Tyson Research 
Center, and began using its acreage 
for ecological research and teach-
ing. The surrounding trees grew 
into a densely overgrown forest, 
and it wasn’t until Jonathan M. 
Chase, Ph.D., a professor of biology, 
took over as director of the Tyson 
Research Center in 2007 that plans 
were made to redevelop the area.

“I thought that if we’re going to 
create a research center that is inter-
nationally recognized for its work 
in environmental sustainability, we 
should also create facilities in harmony 
with our mission,” said Chase. “So I 
said, ‘We need to go beyond LEED and 
go beyond green and create something 
really out there.’”

The college hired the architect 
Daniel F. Hellmuth, a principal at 
Hellmuth + Bicknese Architects, 
who had extensive experience in 
sustainable design. It was Hellmuth 
who suggested they try for the 
Living Building Challenge. “The 
whole university got behind it and 
ran with it,” said Chase. 

Full university support was vital, 
as the project ran into challenges 

Photos courtesy of Travis A. Mohrman



18	 DOORS	&	HARDWARE £ SEPTEMBER 2012

almost immediately. In order to 
obtain Living certification, the 
building products used must be 
sourced within a 500-mile radius of 
the construction site. There is also 
a “red list” of chemicals and toxins 
that cannot be present in any of the 
construction materials. However, 
the team was often unable to obtain 
information about the materials in 
the components they were consider-
ing, either because the manufactur-
ers’ representatives didn’t know or 
because the manufacturer claimed 
the information was proprietary. 
In one of their project reports, the 
design firm summarized its frustra-
tions as follows:

In the process we have discovered 
many things about the manufacturing 
industry that we did not know before, 
for example that no ceiling fans are 
manufactured domestically or that all 
brass door hardware contains lead. 
It has also been shocking to see the 
inefficiencies that exist in the manu-
facturing industry, for example how 
many parts of products or materials 
are shipped from overseas when they 
could easily be made locally. As a 
green design firm, we are generally 
aware of major environmental issues 
in products but were not expecting 
to find that so many products and 
components were not only sourced 
overseas but no longer manufactured 
in this country. This has applied 
especially to light fixtures, ceiling 
fans, door hardware and mechanical 
equipment.
The doors for the facility would 

ultimately become one of the 
most frustrating items to procure. 
Because the building was primarily 
wood, they wanted to use wood 
doors to for aesthetic reasons. 
However, they were unable to 
locate any manufacturers within 
a 500-mile radius that carried 

100% FSC-certified wood doors. 
Almost all were mixed FSC, and all 
contained formaldehyde, which is 
one of the red list items. 

With no other options available, 
the team members had just resigned 
themselves to using metal doors 
when they discovered a large 
quantity of high-quality salvaged 
wood doors at the City Museum 
in downtown St. Louis. They were 
able to procure 10 wood doors, but 
this presented its own challenges 
because the doors were taller than 
the ones they had originally speci-
fied, and by the time they found 
the doors, the framing had already 
been constructed. However, the 
contractor was able to raise the 
headers on all of the interior doors 
by four inches, and with the addi-
tion of some salvaged stainless steel 
door hardware from Washington 
University, they were able to 
complete the project as it was origi-
nally designed.

In a little over six months, the 
team converted a degraded parking 
lot into a 2,900-square-foot research 
station. The physical facilities 
include a central administrative 
office with a lecture room, graduate 
student offices, computer lab and 
kitchen. The laboratory building 
houses ample space for analyzing 
data, sorting samples, microscopic 
work and other general laboratory 
activities. The former ammunition 
bunkers have also been converted 
for storage and research use.

Not only is the new building more 
aesthetically pleasing than the park-
ing lot it replaced, it also improved 
the local habitat substantially with 
the introduction of a rain garden 
and landscaped area, eliminating 
what had been an impervious 
surface whose runoff drained into a 
nearby stream. Depending on yearly 

rainfall amounts and usage, the 
facility’s rooftop rainwater collec-
tion system is capable of harvesting 
up to 50,000 gallons water, of which 
it will only use 13,000.

The use of daylighting, glazing 
and rooftop solar panels allows the 
Center to generate more electricity 
than is needed to operate it. As a 
result, the university has entered 
into an agreement with the local 
utility, who will “buy back” the 
facility’s excess power production, 
helping to further offset operational 
costs.

“The Living Learning Center is a 
symbol of our commitment to green 
building,” Washington University’s 
Chancellor Mark S. Wrighton said 
in a press release on the building’s 
completion. “The nine LEED-
certified buildings Washington 
University has built in the last few 
years and the five others that are in 
the process of certification are testi-
mony to our belief that the future 
must bring significant reductions in 
energy use.”

In October 2010, the facility 
received official certification as one 
of the first Living Buildings in the 
world. To date, only three buildings 
have achieved full certification, 
though there are currently more 
than 100 pursuing it. 

A	Single	Drop	of	Water

While the Tyson Living Learning 
Center is an incredible accomplish-
ment that significantly raises the 
bar on traditional green building, 
the organization behind the Living 
Building Challenge is focused on 
the enormous work that remains to 
be done. As its website states: 

Compared to the scope of the problems 
we face, our progress to date has been 
minute and barely recordable. Indeed, 
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modern building practices continue 
to incorporate highly toxic, energy-
intensive chemicals; irresponsibly 
extracted raw materials; and “cheap” 
goods subsidized by meager wages 
and environmental degradation. The 
challenge was issued to all design 
professionals, contractors, owners and 
developers to create the foundation for 
a sustainable future in the fabric of 
our communities. 
The greatest barriers to this change 
stem from attitudes and perceptions: 
our fears and values, what we allow 
and what we incentivize…. The 
future of design and construction is 
integration—more collaboration and 
more synergies across disciplines.
What the ILFI hopes is that proj-

ects like the Tyson Center are just the 
beginning and that, as their popular-
ity grows, the architectural commu-

nity, real estate developers and city 
planners see both the financial and 
environmental advantages of Living 
Buildings and construct more of 
them. As BOMA’s Lisa Pratt notes 
on page 33, energy-related expenses 
account for 70% of annual building 
costs. It doesn’t take too much effort 
to see the appeal a net zero energy 
building would hold. Presumably, 
as demand grows, the building 
products industry will respond 
with more sustainable materials and 
methods that will make it easier to 
meet these rigorous requirements 
in the future. For now, ILFI’s main 
goals are “to increase awareness of 
critical environmental, social and 
economic problems and to engage 
the broader building industry in the 
deep conversations required to truly 
understand how to solve problems 

rather than merely shift them.”
Pursuing Living certification 

forces the individuals involved in 
a project to look for regional solu-
tions to the problems they face—a 
process that is then carried over into 
future projects. As one project team 
member noted in a report, “We are 
gaining valuable knowledge at the 
very edge of what is possible in the 
built environment today, and that is 
informing everything else that we 
do on all of our other projects.”

The impact of the Living Building 
Challenge may be minute at this 
point, but just as a single drop of 
water creates a ripple that will travel 
across an entire body of water, it’s 
possible that this challenge will 
ultimately lead to a dramatic shift in 
the way buildings are designed and 
constructed in the future.  
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Hardware
HE ARCHITECTURAL INDUSTRY IS RETHINKING THE CONCEPT OF DOORS, AND FOR 
good reason. The familiar hinged door, for centuries the default design for entry to a 
room or a building, has an extremely inefficient footprint. Basically a slab that pivots 
from within a frame, a hinged door requires—and wastes—a great deal of space in 
order to swing open and closed. 

For office buildings and mixed-use facilities, efficient use of space is the holy grail 
of design, so it’s fortunate that our industry is constantly considering new solutions, 
hardware and techniques that help architects and designers maximize the use of 
available square footage. In fact, product innovations over the past few years have 
allowed dramatic improvements in the use of space while opening new opportuni-
ties in aesthetics and performance. 

For entry doors as well as room-dividing possibilities, the best solution may be to 
slide, rather than to swing. 

Sliding doors are certainly not a new concept, having been used for years in 
specific residential and commercial applications. But today’s sliding hardware 
systems are a far cry from the noisy, wobbly and failure-prone sliding doors of even 
a decade ago. Advances in engineering, materials, manufacturing and design have 
led to space-saving systems that are visually appealing, smooth, silent and reliable.

Proven	Solutions	from	a	New	Generation	of	Sliding	Systems

Sliding architectural hardware offers a clean and elegant way to divide rooms and 
close interior openings. It creates solutions that are much more versatile and space-
efficient than traditional hinged doors or permanent walls. 

Today, these systems slide with ease and precision. They also roll, fold and stack. 
And while sliding hardware accommodates materials ranging from glass to metal, 
the dominant choice today is wood door panels or wood-framed glass doors. The 
wide variety in materials, formats and technical details gives the design community 
many opportunities to enhance both the look and space efficiency of its projects  
(see Photo 1).

Saving Space and Reducing Costs in  
Today’s Commercial Buildings

by John O’Meara 

TT

Sliding
SYSTEMS :

Photos courtesy of Häfele America Co.
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Sliding Doors

Virtually any design plan calling 
for a hinged door can be adapted 
to a sliding door, with great advan-
tages in visual appeal and space 
efficiency. Sliding doors can disap-
pear into recessed pockets, out of 
view and out of the way when open. 
They can also slide along a wall, 
adding an architectural element that 
can be seen in both open and closed 
positions. A sliding “barn door” 

makes a strong statement for larger 
areas and adds flexibility for traffic 
flow. Barn door hardware can also 
be used to create room dividers in 
many applications.

The simplest configuration is 
a single panel on a single track, 
sliding along a straight or curved 
path. But by adding additional 
door panels or tracks, it is possible 
to achieve different types of panel 
movement. Two panels on a single 

track can create a bi-parting system 
in which the two doors open from 
the middle like a theater curtain. 
Bi-directional or bi-passing systems 
are created with two or more sepa-
rate tracks, allowing the doors to 
slide along their own track without 
bumping into each other.

Thanks to today’s technology, 
sliding hardware systems can also 
offer the option of symmetric and 
telescopic movement. In symmetric 

Photo	1:	Sliding	hardware	systems	offer	designers	a	partitioning	solution	that	delivers	aesthetic	appeal,	smooth	
and	silent	function,	and	significant	space	savings	over	traditional	hinged	or	pivot	doors.
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sliding movement, two panels 
always open or close simultane-
ously. Both panels will automati-
cally open or come together, even 
when only one panel is operated. 
Systems with telescopic movement 
cause all panels to move in the same 
direction—to the right or left—when 
opening or closing. Telescopic 
movement is especially useful when 
the door opening is wider than the 
available panel parking area. 

Folding and Stacking Walls

Folding and stacking walls can be 
versatile architectural solutions for 
spaces that need to be opened up, 
closed off or subdivided. In a fold-
ing wall system, as many hardware 
panels as necessary are combined 
to fit the opening dimension. These 
panels provide handsome subdivi-
sions or window fronts within a 
commercial space and then fold 
accordion-style to open the space for 
larger meetings or events. 

Stacking wall systems work much 
the same way, subdividing a space 
with the required number of hard-
ware panels. Unlike folding wall 
systems, stacking systems utilize 
individual panels that move inde-
pendently. Engineered parking areas 
collect all panels in one parking spot, 
requiring very little storage space. 
The orientation of parked panels can 
be either parallel or perpendicular 
to the plane of the wall in the closed 
position. 

Both folding and stacking wall 
systems can also incorporate a 
hinged door, adding another option 
for controlled access. 

Architectural	Advantages	of		
Sliding	Hardware	Systems

The benefits of architectural 
sliding hardware systems are hard 

to ignore. The cost savings from 
increased space efficiency is signifi-
cant. Plus, sliding solutions deliver 
dramatic improvements in accessi-
bility, flexibility and visual appeal. 

More Functionality in Less Space

Compared to swinging doors, 
sliding doors save more than 85% 
of floor space. Multiply that by the 
number of doors in a typical proj-
ect, and you can see the potential 
savings in usable square footage. 

A traditional hinge-and-pivot door 
requires space for both the door and 
the path of its swing. For a typical 
32" x 80" interior door, the required 
swing space is significantly larger 
than the door itself. In fact, 2,048 
square inches—more than 14 square 
feet—of space must be left clear for 
the door to make a full 180-degree 
swing from open to closed. 

With a sliding door, there’s no 
need to reserve swing space in 
the design footprint. All that is 
required for a sliding door to move 
from closed to fully open is an 
adjacent space the same size as 
the door itself. So for a typical 32" 
x 80" interior door that is 2" thick, 
the required operating space is an 
additional 32" x 80" x 2". This space 
is typically reserved along or inside 
an existing wall.

In addition to requiring only a 
fraction of the space of a hinged 
door, sliding solutions pose a much 
lower risk of door operation being 
blocked in any way. 

Measureable Cost Savings

With sliding doors, space effi-
ciency means cost savings. By 
switching from a traditional pivot 
door to a sliding hardware system, 
building owners can make profit-
able use of space that otherwise 
would be reserved for door swing 

requirements. In fact, a 10' x 12' 
office with a sliding door can yield 
the same usable floor space of a 
typical 10' x 15' office that uses a 
pivoting door. 

In a commercial building, a slid-
ing door strategy returns 30 square 
feet per office to the floorplan for 
other, more valuable use. Building 
owners also may be able to meet 
their office needs with less space. 

Improved Accessibility

The easy accessibility of sliding 
systems provides a helpful solution 
not just for the general public, but 
especially for the elderly and those 
with disabilities. 

ADA Accessibility Guidelines for 
Buildings and Facilities (ADAAG), 
Section 4.13.11 regarding door 
opening force mandates that the 
maximum force for pushing or pull-
ing open an interior hinged door 
shall be 5 lbf (22.2N) and that the 
maximum force for pushing or pull-
ing open a sliding or folding door 
also shall be 5 lbf (22.2N). Many of 
today’s sliding systems satisfy these 
ADA requirements and improve 
overall accessibility for everyone. 

While today’s sliding hardware 
requires very little force to operate, 
the biggest advantage is that there 
is no pivoting door to maneuver 
around. Such movement can be 
awkward or difficult for a person 
in a wheelchair or with limited 
mobility. A sliding door simply 
slides open, allows a person to enter 
through a clear space, and then 
closes behind the person.

Greater Space Flexibility

Sliding doors and wall systems 
offer a unique level of flexibility 
because they create spaces that are 
easily reconfigured for different 
events and activities. For example, a 





26	 DOORS	&	HARDWARE £ SEPTEMBER 2012

large and open space can be quickly 
divided into several smaller rooms 
and then opened back up to its 
original size. With traditional doors 
and permanent walls, this sort of 
partitioning cannot be done without 
permanent physical remodeling (see 
Photo 2).

Fewer Safety Hazards

It’s always wise to reduce the 
opportunity for accidents in a 
commercial setting. Workers and 
visitors in a busy office face hazards 
in stairwells and on slippery floors, 
and pivoting doors can cause added 
problems when they are opened 
into an unsuspecting person on the 
other side. With sliding hardware, 
there is no risk of a person being 
bumped by a door when it is opened 
or closed. Sliding systems simply 
slide to the side rather than swing-
ing into a colleague or guest. Many 
systems can be installed without a 
continuous floor channel, so there’s 
no barrier, track to clean or tripping 
hazard.

More Architectural Interest

Sliding systems give architects the 
freedom to explore new door mate-
rials and designs, as well as reclaim 
valuable floor space for their plans. 

Offices with sliding doors and 
walls offer a look that’s cleaner and 
more contemporary than spaces 
with traditional walls and pivot 
doors. With many available options 
for panel materials and designs, 
plus the smooth motion of the slid-
ing hardware, these systems can be 
used to create a unique and visually 
interesting interior environment. 

Office,	Hospitality	and		
Healthcare	Applications	

Making Office Spaces More Flexible

Sliding hardware systems excel 
at temporarily partitioning a larger 
office area into a matrix of smaller 
conference rooms and common 
areas. Sliding, folding or stacking 
walls allow a flexible floorplan 
that maximizes the potential of the 
facility’s square footage and easily 
adapts to the changing needs of the 
company. Panel storage space for 
these systems is minimal, keeping 
the majority of the floorplan avail-
able for productive use. 

Fitting More Office Space  
into a Smaller Footprint

Companies today are looking for 
ways to extract every drop of efficiency 

from their office space. This is why 
architects are turning to sliding doors 
for private offices, conference rooms, 
break rooms and bathrooms. Since 
sliding doors need only a fraction of 
the functional footprint required by 
a traditional hinged door, companies 
can use the extra square footage for 
tasks that build value or improve the 
work environment. By using sliding 
doors to fit more office space into a 
smaller floorplan, architects can help 
customers reduce their construction 
and interiors budgets (see Photo 3).

Versatile Solutions for  
Hospitality Applications

In the small footprint of a hotel 
guest room, the space savings 
gained from sliding doors can be 

Photo	2:	This	combination	glass	and	wood	sliding	wall	deploys	to	create	a	conference	room	when	needed	and	then	
retracts	to	open	up	the	space	for	common	use.	

Photo	3:	Sliding	office	doors	need	only	a	fraction	of	the	
footprint	required	by	traditional	pivot	doors,	making	
them	a	versatile	solution	for	architects	trying	to	do	
more	with	less	space.	

Photo	4:	The	box-type	track	encloses	the	trolley	and	
makes	it	impossible	for	the	system	to	jump	the	track.	
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significant. Many hotels have made 
it a common practice to use sliding 
doors to separate bathrooms from 
the main guest room. This elimi-
nates the need for “dead” space to 
allow the bathroom door to open 
and close. Freeing up guest room 
space reduces costs and improves 
the guest experience.

Hospitality venues often use slid-
ing door and wall systems to divide 
and rearrange common areas. This 
allows the facility to easily config-
ure spaces to accommodate more—
and different types—of events. 
By partitioning a large area into 
smaller ones, the facility can attract 
smaller events with smaller budgets 
and then revert to the larger space 
for conventions or conferences. 

Ease and Efficiency for Healthcare 
Applications

Like hotels, hospitals have recog-
nized the advantages of using sliding 
hardware for bathroom doors. It can 
be difficult for patients in a wheel-
chair or trailing medical equipment to 
deal with a traditional pivot door as it 
opens and closes. Sliding doors offer 
a simple, space-saving solution by 
allowing the patient to slide the door 
open, enter or exit the bathroom, and 
then slide the door closed. 

Whole-House Options for Residential 
Applications

Many residential spaces can 
benefit from sliding door and wall 
systems. In a small apartment, a slid-
ing system can separate the dining 
area from the kitchen, allowing hosts 
to temporarily hide the preparation 
area from dinner guests. 

Sliding systems are also an excel-
lent solution for hiding laundry 
areas, separating bathrooms from 
bedrooms, and customizing open 
floorplans. Compared to hinged 

doors, sliding hardware systems 
eliminate visual clutter while free-
ing up valuable space. 

Sliding	Hardware	System	
Components:	The	Basics

Sliding hardware systems have 
basic parts in common, and it is 
important to understand the compo-
nents when selecting hardware for 
your application. The basic elements 
are: panels, track, trolley, suspen-
sion, door guide or floor guide, door 
stop, plus any needed auxiliary 
hardware. 

Panels

Panels are the physical materials that 
create the sliding door or wall. Panels 
can be wood, glass, metal, synthetic or 
a combination of materials. 

Track

The tracks for sliding hardware 
systems have improved dramatically 
in recent years. In fact, advances in 
technology have led to the develop-
ment of a new track format that 
improves performance and makes 
jumping the track impossible. 

There are three basic track shapes. 
The “box” shape prevents the slid-
ing system from jumping the track. 
The “I” shape is used for systems 
that will slide in a straight path. The 
“C” shape allows for curves and 
turns in the track path.

Trolley

The trolley, or carrier, is a wheeled 
carriage that travels along the track. 
In older sliding systems, the trolley 
had a tendency to jump the track. 
In today’s systems, the trolley is 
enclosed in a box-shaped track that 
prevents it from leaving the track 
and interfering with proper opera-
tion (see Photo 4, page 26). 

Suspension

The suspension connects the 
door or wall panels to the trolley. 
Suspension elements can be visible 
or concealed, depending upon the 
mounting style selected. Some 
manufacturers build the suspension 
into the trolley unit.

Door Guide or Floor Guide

A door or surface guide is used on 
straight and curved sliding systems 
to prevent door panels from swing-
ing back and forth or rattling. The 
door guide provides a barrier-free 
threshold and can be mounted in 
the floor or on walls. 

A floor guide is required for 
door or wall panels that are heavy 
enough or large enough to require 
an additional control mechanism. 
Floor guides are available for slid-
ing, stacking and folding systems 
and should be included where 
panels slide more than their own 
width, or if the height-to-width ratio 
of the panels causes swaying at the 
unguided end of the panel. 

Door Stop

Door stops keep door panels from 
sliding too far and colliding with 
adjacent walls or other panels in the 
system. Doorstops can be placed 
inside the track, floor mounted or 
mounted on the wall. 

Auxiliary Hardware

If required, auxiliary hardware 
components such as handles and 
locks are typically available in a 
variety of styles and finishes. 

New	Soft-Closing	Mechanisms	
Create	a	Better	User	Experience	

Soft-closing mechanisms, also 
referred to as anti-slam devices, 
are an important new development 
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for straight-sliding door and wall 
applications. With a “soft” close, 
sliding doors are smoothly and 
silently brought to a stop when they 
are closed and gently pulled into 
the end position. These mechanisms 
prevent finger pinching and add 
to the longevity of the door, track 
and trolley assembly by preventing 
the annoying noise, vibration and 
damage that result when a door is 
closed with too much force.

This popular feature is available 
for single (one-direction) or double 
(two-direction) applications.

Key	Factors	to	Consider	when	
Specifying	a	Sliding	Hardware	
System

For a sliding door or wall to 
deliver the expected performance 
and aesthetic appeal, two decisions 
must be made that will determine 
the best hardware system for the 
application. The system must be 
specified as either top-hung or 
bottom-rolling, and the mounting 
option must be selected.

Top-Hung vs. Bottom-Rolling Systems

While top-hung and bottom-roll-
ing sliding systems utilize the same 
basic components, the key factor in 
deciding between the two systems 
is the weight of the panels to be 
supported. In top-hung systems, the 
top track supports the weight of the 
panels and must be supported from 
above. In bottom-rolling systems, 
the panel weight is supported by a 
track that is supported by the floor. 

Top-Hung Systems 

Advantages of top-hung systems 
include a smoother and more reli-
able sliding movement, the ability 
to accommodate curvilinear motion 
and curved panels, and a cleaner 

overall aesthetic. However, top-hung 
systems have load capacities that 
can limit the size and weight of the 
panels used. 

Top-hung systems that use the 
box-type track will assure that the 
trolley remains in contact with 
the track at all times—no jumping 
the track. And since the top-hung 
track is mounted on the ceiling, the 
rolling action of the system is not 
affected by uneven floor conditions. 
For a better visual presentation, 
top-hung systems can be concealed 
in the ceiling with no visible sign 
of the mounting hardware. Since 
they don’t require a bottom track, 
the space below maintains a clear 
threshold. 

Load capacities for top-hung 
systems will vary by manufacturer 
and panel material. A top-hung 
system can support panels weighing 
up to 1,100 lbs. 

Bottom-Rolling Systems

The higher load capability of 
bottom-rolling systems allows for 
very heavy or large panels to be 
used without requiring additional 
hardware for support. Here, the 
bottom track is mortised into the 
floor or mounted on the floor 
surface. Panels are opened and 
closed by rolling along the bottom 
track, which supports the full panel 
weight. Note that with a bottom-
rolling system, there are certain 
functional and aesthetic issues to 
consider.

While ideal for heavy panels, it 
is possible for the rolling elements 
of a bottom rolling system to jump 
the track. Since these systems 
require a visible track in or on the 
floor, the rolling movement can be 
impaired if the track contains dirt or 
is otherwise blocked. Uneven floor 
surfaces can cause the system to tilt 

in one direction or the other unless 
correctly leveled. 

Panel Mounting Options

Whether the mounting hardware 
is visible or concealed depends on 
how panels are mounted to the slid-
ing system and where the hardware 
is located. For example, wood panels 
can be attached to a sliding system 
with a top recessed mount or a top 
surface mount. While a top recessed 
mount allows the hardware to be 
concealed in the top edge of the door 
panel, a top surface mount results in 
hardware that is visible from certain 
angles. 

Keep	Your	Architectural		
Solutions	on	Track

With so many performance 
advantages and design possibilities, 
today’s sliding hardware systems 
offer a smart, stylish and cost-saving 
alternative to traditional hinged 
doors. 

Once you start to explore the 
many sliding options available, 
you’ll create floorplans that make 
far better use of available space. 
You’ll discover ways to design door 
and wall systems with increased 
visual interest. And you’ll be able 
to choose from hundreds of sliding 
hardware configuration options that 
are elegant, reliable and precisely 
engineered. 

If you’re looking for maximum 
functionality for office buildings and 
mixed-use facilities, sliding systems 
are a proven way to keep your archi-
tectural solutions on track.  

About the Author: John O’Meara is the 
Marketing Communications Manager for  
Häfele America Co. He can be reached at 
jvanwyk@hafeleamericas.com. 

mailto:jvanwyk@hafeleamericas.com
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ny article you read these days on the 
sustainable growth of cities contains 
some mention of mixed-use facilities. 
After decades of segregating build-
ings by their use—i.e., all the office 
buildings located in a business park, 

all the housing located in outlying neighborhoods, 
all the shopping in another district, etc.—Americans 
have realized that the result of this style of planning 
is increased commute times, growing problems with 
traffic and endless sprawl. We are now rediscovering 
the wisdom of having the places we live surrounded 
by the places we frequent on a regular basis, leading to 
more vibrant communities and livable neighborhoods.

However, this trend is not without its challenges. 
After the most recent recession and subsequent 
economic downturn, cities are struggling to find the 
funds necessary to undertake such a huge overhaul of 
their current infrastructure. Architects and planners are 
still learning about these types of developments—what 
works, what doesn’t and what larger potential these 
communities hold. Our industry is being asked to tackle 
innumerable conflicts between the life safety concerns 
of one type of facility with the desire for open access 
in another with the security issues of yet another—all 
within the same building. 

Office buildings are changing as well and present 
their own challenges. As energy prices continue to rise, 
green building methods are becoming commonplace. 
However, the green codes are in various stages of adop-
tion and revision in each locality, creating confusion for 
architects, specifiers and even AHJs. 

The demand for office security is also increasing but 
must be weighed against competing issues of life safety 
and accessibility. 

In order to get a better feel for what trends are emerg-
ing in these two types of facilities, we spoke with Lisa 
Prats, the Vice President of Communications, Marketing 
and Meetings for the Building Owners and Managers 
Association International (BOMA). We also spoke with 

BOMA’s code’s consultant, Ron Burton, to understand what 
code conflicts are being seen and what improvements are 
being made to life safety and security in these facilities.

D&H: Explain for our readers exactly what BOMA does 
for its members.
Lisa Prats: Our members are the owners and prop-
erty managers of commercial buildings, primarily 
multi-tenant offices, but also corporate facilities, 
industrial and mixed-use. Our primary mission is 
advocacy, lobbying on Capitol Hill and at the state 
levels, as well as being involved with the regula-
tory side of the building code bodies. Our secondary 
mission is education and professional development.

D&H: Tell me more about your work in the codes 
arena. What is your goal there?
Prats: To make sure that the codes are applicable and 
fair and achievable. We’re a member of the ICC as well as 
ASHRAE. Quite often there’s a lot of self-interest in the 
groups that participate in code development, and some of 
them just don’t make any sense, so we’re there to provide 
influence on what would be best, both for the building 
owners and their occupants. There have been things 
proposed that we made sure did not move forward. 
D&H: What would you say the biggest challenge is to 
the owners and managers of these buildings?
Prats: I would say a couple of things: mainly reducing 
our expenses, especially energy. Our members do 
quite a bit to reduce the amount of energy used by 
their building because almost 70% of their expense is 
energy-related. We do many things to help them reduce 
energy consumption. BOMA BEEP is BOMA’s Energy 
Efficiency Program, developed with a grant from the 
EPA energy star program. We rolled out our sustainable 
operations, and those courses teach low- and no-cost 
ways to save energy. Simple things like educating your 
tenants to turn off lights, power down computers and 
changing out lightbulbs can all save a tremendous 
amount of energy without expense. Back in 2007, we 

Trends in
Office Buildings/Mixed-Use
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challenged the industry to reduce energy by 30% by 
2012. We are collecting data now to see how it went. 

A newer phenomenon is the changing needs of 
tenants. They are now asking for less space and less 
square footage per worker. There are a couple of reasons 
for this: the economy and recession mean that tenants 
are trying to save on office space rents by taking less 
space. In addition, technology has really changed how 
we work and how we utilize work space. Offices don’t 
have big file rooms anymore because everything is 
online. So many workers are now working from home, 
so all of the workforce is not in an office every day, five 
days a week, eight hours a day. Studies have shown that 
people are working harder and longer hours because 
they like the flexibility. And that’s what workers are 
looking for: a better balance of work and life, especially 
the younger workers. It’s critical. They want to work by 
public transportation, near lots of entertainment and 
dining options. A lot of companies are now looking at 
nontraditional office space like townhouses and store-
fronts because the younger workers do a lot of brain-
storming and teamwork, and these nontraditional types 
of buildings are popular with those tenants. You see the 
popularity of mixed-use growing—you can live, work 
and play in the same community. 

D&H: With the campus shootings, there’s been an 
increased emphasis on physical security on school 
campuses, but not as much in corporate office envi-
ronments or commercial buildings. Why do you think 
that is, and do you see that changing? 
Prats: I actually disagree with the question. Security is 
very much top of mind for property managers because 
of changing threats. They are vigilant in making 
sure their buildings are secure. It used to be that you 
could freely walk into a building and go wherever you 
wanted. Most buildings today have someone manning 
a desk, you have to sign in, the floors are locked, and 
you need a passkey to enter. It all depends on the loca-
tion and the tenant mix. We worked very closely with 
the Department of Homeland Security and created a 
communication network so if there are any threats, 
[authorities] are notified immediately and can take 
action. They also work closely with law enforcement, 
hospitals and EMTs and have protocols in place in case 
of any type of emergency, whether a natural disaster or 
man-made. The Occupy movement has also influenced 
this. BOMA just published the third version of our emer-
gency preparedness guidebook, and we encourage all of 
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our members to reference it when 
developing their emergency plans.

D&H: Where do they look for solu-
tions: doors and hardware or access 
control systems?
Prats: It’s a variety of things. 
BOMA is very active in educating 
our members on all of the solutions 
available. 

D&H: One of the biggest challenges 
is balancing security with life safety 
codes. Do you see progress being 
made here?
Prats: I think they have a pretty 
good handle on it. There’s no “one 
size fits all.” You have to look at your 
tenants and where your building is 
located to determine what is appro-
priate. Communication is key—to 
your tenants, to law enforcement 
and other emergency departments in 
your city to make sure those commu-
nication vehicles are there and that 
you are prepared, no matter what the 
emergency. The critical part of this 
is pre-planning. Once the disaster 
occurs, you don’t have time to plan. 
You need to act. Having those plans 
in place for any type of emergency 
and reviewing them periodically 
will allow you to do that. Having 
periodic fire drills, knowing where 
to stage, how to evacuate—all of 
those things are critical.

D&H: I’ve seen statistics that 
support the idea that many build-
ings are either being built green or 
retrofitted to achieve LEED certifi-
cation in order to increase or help 
maintain long-term property value. 
Have you seen that as a trend? Is it 
growing? 
Prats: I would say for new construc-
tion, we’re definitely seeing them 
constructed to LEED. For existing 
buildings, I don’t think it’s taken off 

“The Era of Less”
In 2012, the Urban Land Institute (ULI) issued a report on “Emerging Trends 
in Real Estate” in which it identified the new economic climate as “The Era 
of Less.” It noted that “The hard reality is businesses have learned they can 
increase profits using less, while people just cannot afford to live in more.” As 
a result, new construction of office buildings is at its lowest level in 50 years, 
and apartments and mixed-use residential projects are among the few seeing 
growth. Everyone, it seems, is downsizing. 

However, decreased demand following the construction boom of the 
early 2000s means high vacancy rates, allowing tenants to pick and choose 
between locations. ULI found that “Sustainable office design is gaining trac-
tion, pushed by new municipal laws and tenant preferences for more energy-
efficient buildings. It’s almost a fait accompli for developers of Class A space. 
Major cities take the lead, enacting laws to help control increases in power 
demand and related carbon emissions. At the same time, most major commer-
cial tenants and many government offices make sustainability a checklist item 
for choosing space: they want to bring down operating costs.”

Many companies are also finding that having a green building gives them 
a recruiting advantage in attracting the next generation of workers. They can 
showcase their offices in healthier buildings with new-age systems that can 
fetch high LEED ratings.

ULI’s research shows that LEED ratings—the higher the better—have 
become the necessary standard for attracting and retaining tenants. They 
note, “Despite higher asking rents, these new buildings will offer enough 
advantages to lure top-tier tenants out of last-generation offices and hasten 
the decline of low-end dinosaurs.”

In mixed-use developments, sustainability is also a key factor to success. In 
a recent article on the growth of mixed-use facilities, Building Construction + 
Design magazine noted the following trends:
■ Avoid sustainable design and construction at your peril.
■ Projects located within reasonable walking distance of public transporta-

tion have a much greater chance of success in today’s urbanizing climate.
■ Architecturally significant older buildings in strategic locations—even those 

that date from the 1960s and 1970s—are finding second lives as recycled 
mixed-use projects.

However, mixed-use development is not without its challenges. BLS & Co. 
specializes in “location economics,” drawing on a mix of disciplines to help 
companies and communities plan and execute successful location strategies. 
It notes that some of the drawbacks to mixed-use are as follows:
■ Mixed-use development is seen as too risky by many developers and 

lending institutions because economic success requires that the many 
different uses all remain in business.

■ Limited adoption: Mixed-use commercial space is often seen as being 
best suited for retail and small office uses, precluding widespread use by  
large corporations.

■ Construction costs for mixed-use development currently exceed those 
for similar-sized, single-use buildings. Challenges include fire separations, 
sound attenuation, ventilation and egress. 
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as much as USGBC would like. It 
depends on the owner’s strategy. 

D&H: What would you say the 
levels of supply versus demand are 
right now for commercial build-
ings? People talk a lot about how 
the residential market has yet to 
find its bottom in terms of price. 
Has the commercial market firmed 
up at all? 
Prats: We definitely feel we hit 
bottom last year, and the market 
is now on an upswing. With real 
estate, there’s no size that fits all. 
We’re seeing a better uptick on the 
coasts and in Texas. The middle is 
still struggling, but when you look 
at technology and natural resources, 
those are the areas that are seeing 
the most growth, as well as the 
major cities on the coast: DC, LA, 
NY, San Francisco and Texas. The 
rest of the country is pretty flat.
 
D&H: In Europe, as we know, 
the banks are not doing well, 
and credit is freezing up again. 
However, European commer-
cial real estate has 700 billion 
euros worth of debt maturing in 
the next five years, and many of 
those properties have signifi-
cantly decreased in value. If new 
financing cannot be obtained, the 
owners will have no choice but to 
default, leading to further price 
collapses and potentially another 
real estate crisis. Do you see that 
threatening the U.S. commercial 
real estate market? 
Prats: No, we actually don’t think 
that will spill over. It was inter-
esting that at our recent conference, 
we heard a presentation from the 
folks in the U.K. that London is just 
booming. It’s the third largest real 
estate city in the world. Prices are 
through the roof. The rest of the 

U.K. is not doing well, but London is 
just incredible. 

D&H: From a codes perspective, 
what would you say the biggest 
challenge is to the owners and 
managers of these buildings?
Ron Burton: The biggest challenge 
for owners and managers of mixed-
use facilities, including office space, 
is the fact that we have different 
code requirements for the various 
occupancy areas in the project. For 
instance, the code provisions for 
fire protection, occupant egress and 
accessibility for persons with disabil-
ities are not the same for residential 
occupancies as for office and general 
commercial occupancies. Another 
area where differences exist and 
where challenges will soon emerge is 
in the new green building codes. For 
instance, the design team for a mixed 
commercial/residential building has 
several code and guidance docu-
ments available, including ICC’s 
International Green Construction 
Code, ASHRAE Standard 189.1, ICC 
Standard 700, and the ASHRAE 
Advanced Energy Design Guideline 
Series (multiple publications for 
different occupancies), and of course 
the USGBC LEED, Green Globes 
and other rating system guidelines. 
While few municipal or state juris-
dictions or federal agencies have 
adopted mandatory green building 
codes, having multiple regulatory 
documents available for adoption 
(IgCC 189.1 & ICC 700) compli-
cates the picture for the regulatory 
community as well. 

D&H: One of the biggest chal-
lenges to all building owners and 
managers is balancing security 
with life safety codes. Do you see 
progress being made here, and 
where are they still struggling?

Burton: Progress is definitely being 
made, especially since 9/11. However, 
as with any code requirement, the 
application of revised code provi-
sions does not happen quickly 
in the majority of state and local 
jurisdictions in the U.S. We’re also 
still working through a number of 
recommendations stemming from the 
NIST [National Institute of Standards 
and Technology] study of the World 
Trade Center collapse in the national 
model code development arena, and 
we probably won’t see final action 
on these and similar proposals until 
at least the end of the current code 
development cycle in 2015.

D&H: We hear a lot of complaining 
in our industry that they aren’t 
consulted about access control 
or life safety/egress issues until 
construction is under way. Are 
owners moving toward making 
these decisions during the 
design phase to help avoid code 
violations?
Burton: Some progress is being 
made to integrate the design and 
construction processes. In fact, 
we’ve seen significant movement to 
develop coordinated approaches to 
a more holistic design/permitting/
construction/inspection process. 
This work will find its way into 
model code documents in the near 
future and be in more widespread 
use as those revised codes are 
adopted and administered. At the 
present time, however, I think we 
still have a disconnect between the 
conceptual, design and construction 
processes.  

About the Contributors: Lisa Prats is the 
Vice President of BOMA’s Communications, 
Marketing and Meetings. She can be reached 
at lprats@boma.org. Ron Burton is with PTW 
Advisors, LLC, and serves as BOMA’s code 
consultant. He can be reached at ronburton@
ptwadvisors.com.
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VEN IN A TIME OF FEDERAL,  
state and local belt-tightening, there 
is a lot of business for security inte-
grators to reap from government 
agencies. But as anyone who has 
dealt with the government knows, it 
is an animal of a different breed.

What one needs to do to get government business, 
what the government wants for its solutions, and the 
challenges of working with the government are all 
different than selling in the commercial market. With 
that said and understood, where then are the best 
opportunities for sales in the government market?

To learn about this market in more depth, we talked 
to security professionals in access control readers, 
credentials and locking systems, perimeter control/
vehicle control, video surveillance and biometrics that 
deal with the government daily in their businesses.

What	to	Do	to	Get	into	This	Market

An integrator can greatly increase government sales 
opportunities by tapping into the General Services 
Administration (GSA). By getting on the GSA schedule, 
an integrator can minimize competition and save time. 
For example, Schedule 84 lets state and local govern-
ments buy off GSA pricing, and only those on the 
schedule are allowed to bid, removing competition from 
other integrators not on the schedule. In addition, pric-
ing is already covered by the schedule, which eliminates 
having to negotiate the end deal.

According to David Ilardi, Ingersoll Rand Security 
Technologies director for the government vertical 
market, being on the GSA schedule also shows manu-
facturers that the integrator is truly serious about 
handling government projects.

“To get on the schedule, there are fees involved, and 
once listed, an integrator must maintain a minimal level 
of business with the government,” he says. “Therefore, 
when we get a lead on a government project, one of the 
first things we look for is whether or not the integrator 
is listed and has invested not only money, but people 
and time in ensuring that they can properly service the 
government as a customer.”

When bidding on such jobs, the government agency 
defines the project, for instance a daycare center for 
a military base, and gives an overall view of what it 
should entail (e.g., cover all rooms with a minimum of 
two cameras) at a defined budget. The integrator then 
needs to design the solution and, working with its 
contractors, detail how the project will be completed.

“We do a lot of public works bids. We find the busi-
ness in the various bid lists the agencies put out,” says 
Steve Randall, RCDD, technical operations manager for 
San Diego-based integrator Communications Wiring 
Specialists. “Many of the projects are design-build, 
where competing bidders come up with both the design 
and construction under a single contract. So we put 
together the entire solution.”

Mark Wilson of Infinova, a surveillance equipment 
supplier that works closely with Communications Wiring 
Specialists, has some tips for how security contractors 
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can keep abreast of government 
market leads.

“Integrators should sign up 
with one of the bidding services, 
such as Reed Construction Data 
or governmentbid.com, so they 
can learn about the bids as soon 
as they are published and which 
A&E consultant is in charge,” says 
Wilson, vice president, marketing. 
“Better yet is developing a relation-
ship with one or more of the A&E 
consultants to get in on the ground 
floor. Beware that bids are put out to 
everyone, which can tend to reward 
the integrator with the lowest price. 
To avoid this, emphasize company 
expertise, or highlight features and 
advantages of the product solution.”

Forging tight relationships with 
manufacturers with products and 
systems suited to government 

applications can be advantageous 
for integrators. It is not uncommon 
for the manufacturer—especially 
those with GSA approval—to be 
approached directly or otherwise 
learn of a project opportunity 
within the sector. When that 
happens, they need to enlist an 
integrator they know and trust 
to get the job done right.

“Most integrators are familiar 
with how the bid and proposal 
cycle works,” says Phil Scarfo, vice 
president, worldwide sales and 
marketing for biometrics technology 
supplier Lumidigm. “It starts with 
prequalification and the collecting of 
information from vendors to produce 
a RFQ or RFP. When we catch wind 
of such projects, we alert an integra-
tor that we feel will provide the best 
technology solution. This could 

include a variety of relevant proposal 
components, such as prior experience 
and program management expertise, 
that can be packaged together to win 
the bid for them and us.”

What	Government	Customers	Want

Like end users in other markets, 
more and more government custom-
ers are looking for turnkey solutions. 
This is something integrators can 
do to separate themselves from 
traditional dealers and distributors of 
equipment. Understanding and help-
ing these clients meet compliance 
requirements is another key element.

“One thing that the government 
definitely seeks is solutions that 
integrate both physical and logi-
cal access control,” Illardi says. 
“And FIPS [Federal Information 

Leading the way in patient safety
Working in close collaboration with 
behavioral professionals, Stanley Security 
Solutions created a breadth of solutions 
uniquely designed to protect at-risk patients
in facilities such as VA medical centers, state 
psychiatric hospitals, private psychiatric 
facilities, and addiction treatment centers.
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Processing Standards] compliance is 
extremely important.”

In August 2004, the Homeland 
Security Presidential Directive 12 
(HSPD-12) was issued to standard-
ize federal security measures. 
FIPS-201 was later issued in 2006, 
defining the Personal Identity 
Verification (PIV) standards for 
federal employees and contractors. 
For access control providers, this 
means ensuring that the products 
brought to the market, like smart-
cards and readers, comply with the 
FIPS 201 requirements.

“Even though the government 
has issued mandates that its 
facilities must meet this standard, 
this has been somewhat slow to 
materialize,” says Ilardi, “but 
those days are beginning to be 
behind us. Continued emphasis on 
compliance by the Department of 
Homeland Security and the Office of 
Management and Budget has sped 
up the implementation of HSPD-12 
and the systems that support PIV 
smartcard credentials.” 

The high-security and mission-
critical nature of many government 
concerns and installations makes 
biometrics an attractive step up in 
access control tactics. As Scarfo 
explains, regardless of the technol-
ogy, the same basic principles apply 
to optimize the solution.

“Contrary to commercial users 
who use biometrics because they 
want to, often government buyers use 
biometrics because they have to,” he 
says. “The government buyer may get 
locked into a technology mandate, 
as can be the case in public safety 
or regulated applications. Whatever 
the case, it is always wise for buyers 
to choose integrators carefully and 
integrators to choose their biometrics 
manufacturer on the basis of who can 
best solve the problem at hand.”

Challenges	Working	in	This	Sector

The fact that compliance is such 
an important aspect of government 
business makes it imperative that 
integrators maintain complete and 
accurate records of everything. After 
all, no matter how much push there 
is to simplify or streamline processes, 
this market will likely always have a 
certain degree of bureaucracy. This, 
again, is where partnering with 
manufacturers can be beneficial.

“If an integrator gets in on one 
of these projects, they should work 
very closely with their manufac-
turer,” Ilardi says. “The manufac-
turer knows how to market and 
implement government solutions. 
They will ensure that the integrator 
is meeting all compliances, from 
quoting and bidding with compli-
ant products to making sure the 
backup paperwork to the bid has the 
required documentation.”

Just as vital as written details are 
verbal communications. Government 
organizations can be complex with 
multiple points of contact, which 
makes frequent dialogue that spells 
out everything essential to ensuring 
clarity for all parties.

“With design-build bids, the 
problem is one of communica-
tions between the integrator and 
the customer,” says Randall. “The 
government assumes everything is 
covered in the bid, but the problem 
is that word ‘assume.’ For instance, 
what is a room...the broom closet? 
Does it need two cameras? The way 
to rectify any misunderstandings 
is to get everyone on the same page 
from the very beginning. When 
we don’t, it’s not unusual for the 
government to win the arguments.”

An additional and substantial 
consideration associated with 
engaging in government business is 

contending with extended timelines. 
Large projects can stretch out for 
long periods of time. This means that 
an integrator needs to have sufficient 
cash flow to withstand bidding, 
design, installation, change orders 
and final walkthrough before receiv-
ing final payment for the contract.

“The biggest challenge most 
integrators find in dealing with the 
government is, because many of the 
projects are larger in scope, they take 
longer in time,” says Scarfo. “An inte-
grator has to be willing to invest the 
time and energy to be a trusted advi-
sor and not simply a vendor inter-
ested in promoting technology. The 
ability to listen and influence coupled 
with extreme patience is a must.”

Wilson offers some additional prac-
tical advice to help ease the burden. 
“The government moves steadily 
and slowly. The bidding process can 
go on for three months or more,” he 
says. “An integrator can save time 
by creating a series of templates that 
can be saved and then cut and pasted 
into their proposals. Each bidding 
proposal will create more templates 
that can then be stored and available 
for future proposals.”

To sum up, although we hear 
repeatedly how government budgets 
are going down, balance that with 
security threats still being high. 
Thus, money for security systems is 
still available and it is being spent. 
For integrators willing to put in the 
time and effort, the payback can 
provide serious revenues.

Better	Biometrics	Now		
Governed	by	Reliability

For many years now, the promise 
of biometrics has not been fully real-
ized, in large part because perfor-
mance in the lab is not representative 
of performance in the field. That’s 
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the reason major integrators began 
shying away from biometrics. As one 
recently said, “Biometrics is 1% of my 
sales and 10% of my service calls.” 
Failure rates were running from 3% 
to 20%, which in a 50-person govern-
ment office could be worked around. 
However, if hundreds of people were 
involved, it created a big mess that 
fell back on the integrator.

Fortunately, the new generation of 
biometrics technology works the way 
everyone has always wanted: clean 
reads on the first try. As a result, 
there are several government sectors 
that integrators should closely watch.

The biggest opportunities are in 
healthcare. There is no doubt that the 
healthcare system in the United States 
is one of the most challenging and 
confusing systems in the world. It is 
wrought with waste, fraud and abuse. 

Federal mandates calling for greater 
security measures to be implemented 
in the name of patient privacy and 
confidentiality can complicate matters.

Biometrics can help govern-
ment healthcare providers such as 
Veterans Affairs and state, county 
and city hospitals ensure that the 
only people getting their services 
are those entitled to their services. In 
addition, biometrics assure that the 
only people getting access to patient 
records are those authorized to do 
so. From drug dispensing authoriza-
tions to e-prescribing of pharmaceu-
ticals, biometrics is beginning to play 
a big role in government healthcare.

There is also a growing use of 
biometrics in the transportation indus-
try in those aspects of transportation in 
which there is governmental oversight. 
For instance, there has been great focus 

at airports on front-end, passenger-
centric security but less so on back-end, 
employee and contractor access control. 
Many would argue that who is on the 
tarmac is more important to security 
than who is in a passenger line. Most 
people on the tarmac today gain access 
with a card or PIN.

Cargo tracking, including verifying 
who is packing, loading, unloading 
and hauling goods, is growing bigger 
and bigger, not only at airports, but 
at seaports, rail hubs, and in the 
trucking/fleet management industry. 
Only biometrics can assure that who 
is supposed to be doing the job is 
indeed the person doing the job.  

About the Author: Scott Goldfine is the 
Editor-in-Chief of Security Sales & Integration 
Magazine. For more details, visit www.
securitysales.com. 
COPYRIGHT © 2012 Security Sales & Integration Magazine. 
Reprinted with permission. ALL RIGHTS RESERVED.
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D&H: What qualities do you look for in a 
potential employee? 
Byron Whetstone: We look for bright, 
educated, self-motivated folks who are willing 
to work to get ahead. Our work environment 
is a competitive one where we are all striving 
to be on the winning team.
Sandy Harper: I look for someone who is 
ambitious—a hard worker with a strong 
work ethic who is willing to learn new things 
and has strong computer skills. When inter-
viewing, I want someone who is natural 
during the interview process. I understand 
that an interview tends to make some people 
nervous and anxious, but I want someone who 
does not seem “rehearsed.” 
D&H: What types of things would you 
consider to be “red flags” on an application 
or in an interview?
Whetstone: Multiple short-term duration jobs 
without adequate explanation. We understand 
the reality of job changes, but too many too 
quickly, and you have to wonder what’s up.
Harper: Red flags to me are:

■ Having many jobs in a short period of 
time

■ Making negative comments about a 
previous employer

■ Having a different career goal, which 
indicates that we are just a stepping 
stone. For example, I recently interviewed 

someone who talked about planning on 
going back to school in the very near 
future for a totally unrelated field.

■ When asked the question, “What are your 
weaknesses?” they are not able to give any. 
I feel like we all have weaknesses, and they 
should be able to give at least one!

D&H: Recruiting the younger generation in 
particular is a key issue for this industry. 
What advice would you offer?
Whetstone: You have to figure out how to 
network with younger folks. I have a couple 
of grown-up kids who have helped me under-
stand the “social network” reality. And of 
course college placement offices, vocational 
tech schools, etc. Finding places where next-
gen folks hang out can help you understand 
where they’re motivated to spend time. I would 
also urge companies to migrate to technology 
in their business—next-generation folks don’t 
want to work with pencil and paper. 
Harper: We have to understand that they are a 
different generation and tend to have different 
ideas and visions. It is important to listen to 
them and be open to making changes based 
on what they have to say. It is easy for us to 
say, “This is how it has always been done,” 
but the fact is that our society is changing, 
and if we do not allow the younger genera-
tion to be an active part in helping us make 
the changes, they will move on to an industry 

ONE OF THE GREATEST CHALLENGES FACED 
BY THIS INDUSTRY is the need to recruit and retain 
the next generation of employees. In the U.S., a high rate 
of unemployment means plenty of potential applicants for 
any job opening. But how do you decide who to choose, and 
more importantly, how do you get that person engaged in 
this industry so that it becomes a career path rather than just 
another job to work until something better comes along? 

As part of our continuing series of interviews on employee 
recruitment and retention, D&H recently spoke with members 

of the management and staff of American Direct in Lenexa, 
Kansas. With 36 years of combined experience in the 
industry, Byron Whetstone, the President and co-founder of 
American Direct, and Sandy Harper, the Director of Buying, 
both have very clear ideas about what it is they’re looking 
for in a potential employee. We also interviewed two of their 
younger employees, Bria Humphrey and Adam Kincaid, to 
hear first-hand what the next generation is looking for in an 
employer and what type of benefits and workplace environ-
ment they feel are most important.

AMERICAN Direct

Byron Whetstone, President, Lenexa, KS – HQ, co-founded American Direct 21 years ago
Sandy Harper, Director of Buying, Lenexa, KS, 15 years in the industry.
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that will. They are a generation that 
is very up to speed on the newest 
things, and they want to work in an 
industry that is up to speed as well. 
D&H: Do you allow your employees 
access to social media while at 
work? Why or why not?
Whetstone: Currently we do not 
allow the use of social media on the 
corporate network. We are in the 
process of implementing our corpo-
rate “social” strategy, and when 
completed, we will have estab-
lished guidelines for use at work. 
That being said, I know we have 
associates using their own hand-
held devices to communicate with 
coworkers, vendors and clients. This 
trend is only going to continue. It’s 
a revolution shaping the networked 
intelligence workplace.
Harper: Employees cannot currently 
access social media sites on their work 
computers. Many have access on their 
phones, and although I ask them to 
limit using their cell phones while at 
work, I am sure throughout the day 
they are checking Facebook, etc. 
D&H: What do you think is the key 
to employee retention?
Whetstone: Without question, the 
single best way to retain folks is 
to share with them the vision and 
reason for the company to exist and 
what role individual workers play 
in achieving the vision or purpose. 
Of course, adequate compensation, 
competitive benefits and a desirable 
work environment are important, 
but if people have no idea how they 
contribute to the end game of serving 
the client, then they have nothing 
to emotionally commit themselves 
to, and therefore they have little job 
satisfaction. People want to be part of 
something, part of a dynamic cause. 
You can get paid virtually anywhere. 
Harper: I think the key to employee 
retention is showing them respect.

The Next Generation:
 Bria Humphrey Project Manager/Age 27/
Lenexa, KS, three years with company
 Adam Kincaid/Senior Project Manager/
Age 30/ Lenexa, KS, 2 years with the 
company

D&H: What perks and benefits do you 
feel are most important for recruiting 
and retaining your generation?

Bria Humphrey: Continuing educa-
tion courses and product training 
by manufacturers are invaluable 
experiences for young profes-
sionals learning the industry. In my 
experience with American Direct, 
I began as the Assistant Project 
Manager, assembling submit-
tals and reviewing cut sheets of 
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the doors, frames and hardware that we distribute. 
Personally, beginning at a more entry-level position 
planted the seed and foundation for understanding the 
door opening business. The support of coworkers in 
the workplace are what make this position rewarding. 
Due to the ever-changing nature of the door and hard-
ware industry and unique jobsite conditions, it’s often 
invaluable to have colleagues to bounce ideas off of 
and learn from their experience in similar situations. 
Adam Kincaid: Advancement opportunities. Also, 
this age group includes many young families, so the 
amount of healthcare paid for by an employer becomes 
significant. 
D&H: Do you think online social network groups like 
LinkedIn, Twitter and Facebook are useful tools for 
doing business in this industry?
Humphrey: LinkedIn, Twitter and Facebook are useful 
tools to make connections with other professionals in 
the industry. I have contacted LinkedIn professionals 
in my network for specialized services and products. 
These social network groups allow you to establish a 
more personal relationship with both contractors and 
vendors in a less intimidating manner. 
Kincaid: Businesses have to advertise. Ignoring 
constantly evolving media sources would be foolish, 
because you certainly cannot control these.
D&H: What message do you feel our industry needs 
to send your generation to help recruit them?
Humphrey: Young people often have the resiliency, 
work ethic and skill set to learn the industry. The ever-
changing nature of the industry ensures that the job 
is never boring. Every day presents a new challenge, a 
new opportunity and something new to learn. Division 
8 is a specialized scope of work requiring knowledge 
of a lot of product lines and applications. At first it 
can be daunting to become an expert in these, but the 
collaboration and support of colleagues quickly leads 
to confidence in the industry. I feel a strong sense of job 
security due to the specialized nature of the industry. 
Once you learn the products and applications, you 
have a knowledge base that makes you valuable to 
employers in multiple sectors of the door and hard-
ware industry. 
Kincaid: Division 8 construction is a field in which you 
can be assured some job security, especially the more 
experienced you become. In a growing or a turbulent 
economy, people always need doors.  
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It’s the time of year when my family gets a chance to 
spend time together… and review exit doors. We have had a great time 
this summer traveling to Germany and Israel. We have seen a lot of progress 
toward using exit devices and marking exit doors. Unfortunately, we have also 
seen some of the same issues we see here in the U.S.

I hope some of our international readers will send in pictures of properly 
applied exit devices from some notable world spots, as well as examples of 
where the locals need better education in how to maintain their exits. Please 
email your hi-res photos to me at mberger@securitech.com, and I’ll include 
them in a future story.

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

Have pictures you’d like to share? Email your high-resolution pictures (300 dpi or higher) to Jess Madden at  
jmadden@dhi.org, or mail them to Jess Madden, DHI, 14150 Newbrook Dr., Suite 200, Chantilly, VA 20151.  
Be sure to include your name, descriptions of what the photos show, and where you were when you took them!

By Mark BergerTraveling with Mark

Photos Courtesy of Mark Berger

pAirport Exit  Before we even started traveling, the camera was 
out. This was an unmarked exit, blocked off by the row of chairs.

pPharmacy Glass from Interior
This is a beautiful new store in an upscale mall. 
It has gorgeous glass doors with exit hardware. 
I guess someone forget to tell the merchan-
disers that this area is off limits to tables and 
displays. At least there isn’t a padlock in use 
blocking the exits.
ttChained Bars  When visiting tourist 
sites, sometimes you find yourself on a plaza 
where the exit route takes you back into the 
building. It’s always better, though, when 
there isn’t a chain across the devices.
tOverseas Illegal Door Padlock
Looks like everyone has the same problem with 
shoplifters near emergency exits, so you can see 
the protection system in place by the door. But 
they apparently think that isn’t enough protection, 
so the padlock gets applied. Another reason why 
padlocks and slide bolts should not be allowed 
after hours: they end up being used during the day.

mailto:mberger@securitech.com
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pStore Exit Chained
No matter what, the padlocked chain is a pretty bad idea.

tSpa Blocked Exit
It took me a while to find the exit sign because it was obscured by the 
display lights. I spotted it and did not see any hardware around the full-
size aluminum and glass display case. Look to the left, and you’ll see an exit 
door…blocked by a product display, as well as vases on the floor.

qStore Panic Bars
I’m seeing more and more exit devices as I travel overseas, and here’s 
an example of an outer door leading to an inner door… both with exit 
devices, and neither blocked.

pMaglocks on Store Exit  Sometimes the exit doors 
don’t have devices and really are alternate entrances. But then 
the alternate entrances are closed down, and the required 
exit is not available. So perhaps they tie into the fire alarm 
system, but then shouldn’t there be an emergency pull? u 
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ERTICAL ROD FIRE EXIT HARDWARE IS AVAILABLE with top and bottom 
rods and latches, or with the top rod and latch only—known as “less 
bottom rod” or “LBR” devices. Eliminating the bottom rods and latches 

can help to meet accessibility requirements and also allows the floor strikes to be 
omitted, but security may be affected, so the application should be carefully consid-
ered. LBR devices have been available from most panic hardware manufacturers for 
many years, but I still receive questions about them regularly, either related to the 
use of the product on fire doors or to their installation in a means of egress.

NFPA 80 – Standard for Fire Doors and Other Opening Protectives does not specifi-
cally address less bottom rod fire exit hardware. The standard requires fire doors 
to be equipped with an active latch bolt to ensure that the door is positively latched 
during a fire. Panic hardware used on fire doors must be fire exit hardware, which 
is not equipped with the mechanical means to hold the latch retracted (AKA 
“dogging”) and must bear labels from the listing agency for compliance with both 
panic and fire test standards.

Less bottom rod fire exit hardware has been successfully tested for 
use on fire doors, and the specifics can be found in the manufacturer’s 
literature or the listing agency’s directory of certified products. For 
most applications, an auxiliary fire pin is required in order for the 
doors to maintain their fire-resistance rating. This pin typically mounts 
between 6" and 12" above the floor on the edge of the door, although 
some manufacturers have tested their LBR devices without an auxil-
iary fire pin or with pins mounted in the bottom edge of the door. The 
pins remain retracted under normal conditions and are heat-activated. 
When the temperature of activation is reached—usually around 400 
degrees—the pin projects from the edge of one door into a hole in the 
edge of the other door leaf (or into the floor if the pins are installed on 
the bottom of the door). In addition to fire exit hardware, these auxil-
iary fire pins are sometimes used on fire doors with automatic flush 
bolts when the bottom flush bolt is omitted.

The auxiliary fire pin has raised concerns about egress in the 
past, because once the bolt is projected, the doors no longer allow 
free egress. It’s important to understand that the pin projects only 
during a fire, and its purpose is to maintain the alignment of 

the doors to prevent the spread of smoke and flames. According to Underwriters 
Laboratories, an auxiliary fire pin with an activating temperature of 400 degrees 
typically projects 15-20 minutes into a fire test, when the temperature inside the test 

DECODED:
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Lori Greene brings some 
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furnace is approximately 1,400 degrees Fahrenheit. The pin is only actu-
ated when the activation temperature is reached, and at that point, the area 
would not be tenable for occupants or firefighters.

The tests used for fire door assemblies—UL10B, UL10C and NFPA 252—
do not require the doors to be operable at the conclusion of the test. Most 
locks and exit devices incorporate fusible links that render the hardware 
inoperable during the fire test, so the doors remain latched throughout the 
hose stream portion of the test. The auxiliary fire pin associated with less 
bottom rod exit devices operates under the same principal.

Another issue that has been raised is regarding firefighter access once 
the auxiliary fire pin has been projected after reaching the activating 
temperature. In addition to the fact that most latching hardware is designed 
to become inoperable during a fire, the doors themselves (especially steel 
doors) are likely to become wedged into the frame. The intumescent material 
required in some applications may also affect the operation of the door after 
a fire. Firefighter access will require a halligan bar, even if an auxiliary fire 
pin is not part of the assembly. And as one fire marshal commented, a door 
secured by a projected fire pin or inoperable hardware can be a warning to 
firefighters about the conditions on the other side of the door.

A change to the 2009 edition of the International Building Code helps to clear 
up some of the confusion about the egress requirements when these products 
are used on fire doors. Paragraph 1008.1.9, Door Operations, states that egress 
doors must be readily operable from the egress side without the use of a key 
or special knowledge or effort, except as permitted by that section of the code. 
Paragraph 1008.1.9.3 lists several exceptions where locks and latches shall be 
permitted to prevent operation of doors. These exceptions include:

1.  Places of detention or restraint
2.  Certain occupancies where key-operated locks may be used on the main 

entrance if certain criteria are met
3.  Pairs of doors with automatic flush bolts, with a requirement for the 

inactive leaf to be without hardware that would give the impression that 
the inactive leaf could be operated independently

4.  Dwelling unit doors in Group R occupancies with an occupant load of 10 
or less, where a night latch, deadbolt, or security chain may be used in 
addition to another lock

5.  And a new exception, added in the 2009 edition of the IBC, states:  
“Fire doors after the minimum elevated temperature has disabled the 
unlatching mechanism in accordance with listed fire door test procedures.”

The purpose of Exception 5 is to address the use of fusible links and heat-
actuated components used in door hardware, including the auxiliary pin used 
with less bottom rod fire exit hardware.

Before removing bottom rods and latches from existing fire exit hardware, 
it’s important to check with the manufacturers of the fire exit hardware and 
the fire doors, and to follow the required procedures. Doors that were installed 
before the introduction of LBR devices may not meet the fire test criteria for 
the use of the product. Retrofit kits are available for some brands of hardware, 
and the kit may include replacement top strikes that need to be installed. 
Removing existing rods and latches without following the proper procedures 
is likely to result in a fire door assembly that is no longer code-compliant.  

Guardian Fire Test Labs, Buffalo, NY
AreA OFFice:  15 Wenonah Terrrace

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

FAx: 716-835-5682
emAiL: gftli@earthlink.net

WeB SiTe: www.firetesting.com

MISSING
FIRE DOOR LABELS?

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

and comment on the hardware

GUARDIAN IS AN ISO 17025-2005

ACCREDITED TEST LAB; INSPECTION AND 

PRODUCT CERTIFICATION

AGENCY PER ISO17020 AND ISO GUIDE 65

We cAN re-LABeL Them BY  
iNSPecTiON AND exAmiNATiON
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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

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!

Mohammad Al Nabelsi, AHC, unlike most certified DHI 
members, obtained his certification without ever step-
ping foot in a classroom. “As an international member, it 
was not possible for me to attend the DHI national schools, 
and there was no chance except to take the online chal-
lenge exams,” Mohammad explains. “I completed all the 
required courses for the AHC exam by the end of 2009 
and then started preparing for the certification exam.”

Fortunately, DHI had just begun offering online courses—the exact solu-
tion Mohammad needed “to cover the areas I needed to become ready for the 
AHC exam.” At DHI’s suggestion, he registered for AHC 207 and AHC 215 
online courses. “The online system was user friendly, the sessions were dis-
tributed weekly along the span of the course, the assignments were smart and 
knowledgeable, and the final course assignment covered all the educational as-
pects of the course. Honestly, I was so happy with those courses and feel they 
were much better than concentrating all the course sessions into two days like 
what is being done in the national school. The online courses were the solu-
tion for me to get the right education from the DHI mentors since I cannot at-
tend the chapter or national school courses as an international student.”

In April 2012, Mohammad became the first international member to satisfy the 
AHC requirements using the DHI challenge exams and online education programs, 
and he successfully obtained his AHC certification. He considers it to be one of 
the greatest achievements of a career that began in 1992 with a job offer to join Al 
Kuhaimi Metal Industries in Saudi Arabia. “My plan was to work there for a couple 
of years and then return to my home country of Syria and resume my profession 
as an architect,” he says. “I started with Al Kuhaimi as Sales Engineer/Project Man-
ager in 1992 and progressed into Sales Manager in 1997, Engineering Manager 
in 2000, Marketing and Sales Manager in 2002, and Division Director in 2009.”

Twenty years later, he is pleased to still be working for Al Kuhaimi and cred-
its the people there with teaching him a great deal about the industry. “Mah-
moud Al Kuhaimi, Vice President, and Akram Al-Abed, General Manager, of 
Al Kuhaimi Metal Industries were my main mentors in the sales, marketing and 
general management aspects of my career,” he says. “The technical and product 
knowledge aspects were my own efforts; I had to learn by practice within the or-
ganization and later, since 2005, by joining the educational programs at DHI.”

As Mohammad’s level of knowledge and skill has grown, so has his passion for the 
industry. “The door and hardware industry has different opportunities for secur-
ing a long-term job with a satisfactory income. There are also great opportunities 
for career success for those who are enthusiastic to advance their knowledge.” ●

Mohammad Al Nabelsi, AHC
Al Kuhaimi Metal Industries
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A 
S YOU’VE READ IN THESE PAGES RECENTLY, 
DHI has done substantial research with our 
members on what they desire from our annual 

convention. We received considerable feedback, and 
two significant issues rose to the surface:

■ Attendees and exhibitors want more quality time 
together at the event to discuss their business 
relationships.

■ Education, specifically in products and their 
solutions, is still an important aspect of the event.

At this year’s CoNEXTions event, we’ve taken this 
feedback and created two new valuable enhancements 
to the programming of the event.

ChannelExChange is a new program of pre-scheduled 
private meetings conducted between exhibitors and 
attendees in hotel suites on the Tuesday before and the 
Friday after the two-day show, as well as in exhibitor 
booths or networking areas during the expo hours. The 
goal is to formalize and improve the efficiency of these 
types of meetings, which historically have taken place 
during the convention but in a more informal fashion, 
and increase their numbers by facilitating the process 
and adding value to your attendance at the convention.

ChannelExChange is facilitated through our new online 
technology partner, eShow, which allows attendees to 
connect with exhibitors by searching out and commu-
nicating with them within the eShow system prior to 
arriving onsite. You can search exhibitors by name or 
product categories, then target and connect with them 
for definitive meeting times, whether in a suite, in the 
booth, or even in a restaurant! You can also review, 
select and schedule the educational program offer-
ings of the event in which you intend to participate. 

And when you’re finished, you have a downloadable, 
detailed itinerary for your time at the convention. It 
provides you with more control over your time, so less 
time is spent “just walking the aisles” looking for some-
one to talk with!

SolutionSessions were designed in response to requests 
for more educational opportunities and to maximize 
the time spent by attendees on the expo floor. Exhibitors 
will be conducting these 15-minute sessions at specific 
times during expo hours at the Headliner Stage on the 
expo floor. Attendees have the option to see firsthand 
available solutions to application issues they face, with 
new products, technologies or potential new suppli-
ers in a fast and efficient demonstration. Participating 
companies include Access IT, ASSA ABLOY Americas, 
DORMA, emullion Corporation, Ingersoll Rand 
Security Technoligies, TellCard Systems, Inc., Timely 
Prefinished Steel Door Frames and WDMA. Details 
about their presentations will be listed within the 
eShow system so you can select and schedule accord-
ingly, as well as on our website, www.dhi.org, and in 
the printed convention program.

We believe you will find that these two new value-
added opportunities enhance your experience at the 
newly branded CoNEXTions event next month in Las 
Vegas. Combined with the very topical Forum for the 
Future program, the only tradeshow dedicated to our 
industry, great room rates at the MGM Grand, and the 
numerous business and social networking opportuni-
ties, there are plenty of reasons to attend. Throw in the 
spectacular city of Las Vegas and the next CoNEXTions 
event not being held until June 2014, and you’ve just got 
to come!  

New Enhancements at 
CoNEXTions 2012 Las Vegas!

http://www.dhi.org


This is your ONLY opportunity this year to meet face-to-face with the largest number of industry-leading manufacturers and 
suppliers in one location. More than 100 companies will be exhibiting the latest technologies, products 
and services that offer solutions and opportunities for your business. Learn about new developments 
that directly impact the openings industry, your company and your career.

SHOW FLOOR HOURS:

Wednesday, October 17

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

Thursday, October 18

12:00 pm – 5:00 pm  Exclusive Exhibit Hours
12:00 pm – 1:00 pm  Networking Luncheon on the Tradeshow Floor
1:30 pm – 4:00 pm  SolutionSessions on the Tradeshow Floor
4:00 pm – 5:00 pm  Closing Reception on the Tradeshow Floor

For an up-to-the-minute list of participating exhibitors, 
visit www.dhiCoNEXTions.org.

ABH Manufacturing
Access Information Technologies, Inc.
Accurate Lock and Hardware Co., LLC
Activar Construction Product Group
Alarm Lock Systems, Inc.
Alpha Aluminum Products
Ambico Limited
Ampico Products, LLC
Anemostat Door Products
Antimicrobial Copper
Architectural Control Systems, Inc.
ASSA ABLOY Americas
AVAware Technologies
Bommer Industries, Inc.
Boyle and Chase, Inc.
Burns Manufacturing, Inc.
C. R. Laurence Co., Inc.
Cal-Royal Products, Inc.
Chilco Development, LLC
Command Access Technologies
Comsense, Inc.
Concept Frames, Inc.
CORRIM Company
Custom Metal Products
Daybar Industries Limited
Dayton Industries, Inc.

Detex Corporation
Dictator U.S., Inc.
Don-Jo Manufacturing, Inc.
Door Controls International
Doormerica
DORMA
Eggers Industries
emullion Corporation
Ferche Millworks
Five Lakes Manufacturing, Inc.
FSB USA
General Partitions Mfg. Corp.
Gensteel Doors
Global Door Controls
Guardian Fire Testing Laboratories, Inc.
Hager Companies
Haley Brothers, Inc.
HMF Express
HMMA, Div. of NAAMM
Ingersoll Rand Security Technologies
Intertek
K. N. Crowder Mfg., Inc.
Kaba Americas
Karona, Inc.
Krieger Specialty Products
KVAL, Inc.

L. E. Johnson Products, Inc.
Lorient North America
Lund Equipment Co.
MARKS USA
Masonite Architectual Door Systems
Mesker Door - Design Hardware
Midwest Wholesale Hardware
MMF Industries
National Custom Hollow Metal
National Guard Products, Inc.
NGFL Incorporated
Odice, LLC
Ohio Valley Door Corp.
OSG Doors
Overly Door Company
PDI Protective Door Industries
PDQ Industries
Philadelphia Hardware Group, Inc.
Pioneer Industries
Positive Lock, Inc.
QAI Laboratories
Rediframe Products Division – 

Dunbarton
Reese Enterprises, Inc.
Republic Doors & Frames
Samuel Son & Company

Securitech Group, Inc.
Security Door Controls
SELECT Hinges, SELECT 

Products Limited
SelectRite USA
SIMONSWERK North America, Inc.
Stanley Security Solutions, Inc.
Stier Steel Corp.
STREK-O Doors, LLC
Sugatsune America, Inc.
Supa Doors, Inc.
Telkee
TellCard Systems
Timely Prefi nished Steel Door Frames
TOAD, LLC
Top Notch Distributors, Inc.
Townsteel, Inc.
Trans-Atlantic, Co.
TRIMCO
VT Industries, Inc.
WDMA – Window and Door 

Manufacturers Assoc.
Woodfold Mfg., Inc.
Woodtech Trading Co., Inc.
Zero International, Inc.

2012 EXHIBITOR LIST

OCTOBER 17-18
MGM Grand Hotel  |  Las Vegas
www.dhiCoNEXTions.org

Exhibitor List as of Friday, July 27, 2012



Registration Information
One Package, One Great Price, One Phenomenal Event!
You’re coming to the convention; you deserve to experience it all. Now registration 
is easier and more affordable than ever. No need to review and understand a variety 
of registration options—it’s very simple!

All Events Access
Advance Registration (by September 17): $150 Member/$300 Non-Member*
On-Site Registration (after September 17): $200 Member/$350 Non-Member*

Participate in all the convention activities, including the hallmark Forum for the Future Luncheon 
and Workshop Sessions, the all new ChannelExChange and SolutionSessions, as well as the 
one and only DHI Exposition. Your registration provides admittance to the very popular and highly 
topical Forum for the Future Kick-Off Luncheon on Wednesday, October 17, the Forum Workshops Sessions on Thursday, October 18, 
and 10 full hours of exhibit hall time, including the Opening Reception, SolutionSessions, Networking Luncheon and Closing Reception.  

CoNEXTions Company Discount
Available to distributors and sales agents only, use the CoNEXTions Company Discount to bring your entire offi ce to the show. Register 
between six and 12 employees and save $35 per person. For the greatest savings, bring 13 or more employees, and pay just $100 per 
person. By using this company discount, all of your registered employees, will receive All Events Access to participate in the Forum for 
the Future Luncheon, 10 exclusive exhibit hours, ChannelExChange, SolutionSessions and the Forum Workshop Sessions. 

Advance Registration† (by Sept. 17) On-Site Registration† (after Sept. 17)

Member Non-Member Member Non-Member

6–12 Employees $115 $265 $165 $315

13 or More Employees $100 $250 $150 $300

†Prices denote per person cost.

Call DHI Member Services at 866/977-3667 to register. All attendees must be registered at the same time to receive the discount.

Spouse Tradeshow Registration – $50 
This allows a spouse attendee to participate in two days of exposition activities, with full access to the tradeshow fl oor, Opening 
Reception, SolutionSessions, Networking Luncheon, and Closing Reception. Spouse registration is available only to spouses 
outside the industry and must be purchased in conjunction with an All Events Access registration.

Optional Events
Door Security & Safety Foundation Golf Tournament – $165 (Monday, October 15 – Must register by August 10)
Door Security & Safety Foundation Fundraising Dinner – $165 (Tuesday, October 16)
For more information on the Foundation fundraisers, please visit www.dhiCoNEXTions.org.

Deadlines
Advance registration and pricing are available through September 17 at www.dhiCoNEXTions.org or by calling DHI Member 
Services at 866/977-3667.  After September 17th, on-site registration fees will apply, and all fees are non-refundable.  On-site 
registration opens at the MGM on Tuesday, October 16.

Note: Registration pricing does not include costs for housing, travel or optional events.
*Non-Member All Access Registration rates include DHI membership through June 2013.

REGISTER 
NOW! 

Visit www.dhiCoNEXTions.org 

to begin your participation 

in the ChannelExChange 

and avoid on-site 

registration lines.

Housing Information
MGM Grand Hotel & Casino
3799 Las Vegas Boulevard South, Las Vegas, Nevada 
$139 Single/Double

Stay where all the DHI action is! Known as “Maximum Las Vegas,” it’s 
easy to see why the MGM Grand Hotel and Casino will be home to all 
things DHIndustry Convention in 2012.

Located right on the Strip, this hotel is sure to bring you the ultimate Las Vegas 
experience with some of the best entertainment options the city has to offer, 
including Kà by Cirque du Soleil, the brand new Brad Garrett’s Comedy Club 
and a variety of nightclubs and lounges, as well as award-wining restaurants 
like Craftsteak by Chef Tom Colicchio and Emeril Lagasse’s New Orleans 
Fish House. The excitement continues on the casino fl oor with gaming 
classics like blackjack, poker and slot machines. 

DHI is excited to offer our lowest headquarters hotel rate in 15 years! Newly 
renovated rooms are available for just $139 a night, with no resort fees. 

The MGM Grand houses more than 5,000 deluxe guestrooms and suites with views of 
the 6.5-acre Grand Pool Complex, the Spring Mountains and the famous Las Vegas 
Strip. Each room features amenities for ultimate comfort and elegance. Activate the 
automatic blackout shade and sheer system before relaxing on an ultra-comfortable 
double pillow-top mattress. Enjoy thick cotton towels in your Carrera marble bathroom, 
roomy closets, laptop-size safes and fl at-screen TVs. Grab a drink or a snack from your 
mini bar, and stay connected with free high-speed Internet.

Want to get right to the action when you arrive at the MGM? Save time by checking in 
to your room at the MGM Grand reservations desk while you wait for your luggage at the 
airport. This one-of-a-kind service makes check-in fast and convenient. 

Room Rates/Taxes: 
In order to take advantage of the DHI rates, be sure to 
book your reservation by Monday, September 17, 2012. After this date, the 
offi cial DHI block will be released, and the hotel may charge signifi cantly 
higher rates. Room rates are subject to 12% hotel room tax per night (subject 
to change). Resorts fees have been waived for DHI guests. 

Changes/Cancellations: 
Changes and cancellations to guestroom reservations should be 
made directly with the MGM Grand at 800/929-1111. Room 
reservations must be cancelled at least 48 hours prior to your 
scheduled date of arrival to avoid a fee equal to one night’s room 
and tax.

RESERVE YOUR ROOM 

TODAY!

Visit www.dhiCoNEXTions.org or 

call the MGM direct at 800/929-1111. 

Be sure to mention the DHI 

convention or use code DHISB2 

for the best rates!

Housing Deadline: 

Monday, September 17

OCTOBER 17-18
MGM Grand Hotel  |  Las Vegas

Register Online at www.dhiCoNEXTions.org! CoNEXTions 2012   |  October 17-18, MGM Grand Hotel
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By Jim Clemmer

Decentralized Organization Structures Empower and Energize
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A 
N ORGANIZATION’S 
behavior ripples out from the 
management team leading it.

So why is it that attempts to 
improve an organization rarely start 
in the boardroom with the manage-
ment team? That’s like hiring a 
contractor to renovate the kitchen 
but refusing to move anything in 
the cupboards and insisting that 
the work not disrupt any meals or 
family gatherings.

The fact is that when change 
fails, it can almost always be traced 

to dysfunctional management. So 
before your company institutes 
a company-wide improvement 
program, take a tip from one 
executive who showed up at a team 
retreat with folders printed with 
the company logo and the words 
“Change Kit: Change Begins Here.” 
Inside, each manager found a large 
mirror.

Don’t know where to start? Here 
are five common management team 
problems and suggestions for how 
to deal with them.

Everything	Is	Urgent

Teams that get little done are often 
those that work the hardest. In the 
midst of tumultuous change, many 
managers confuse “busywork” 
with results. They seem to live by 
the French Cavalry’s motto: “When 
in doubt, gallop,” so everything is 
urgent. They set and reset action 
plans and make lists of projects, 
goals and priorities. But seldom 
are these followed through to 
completion.

Setting clear priorities starts with 
identifying “strategic imperatives” 
or “must-dos.” Strategic imperatives 
are those vital few (three to five) 
goals, priorities and improvement 
targets that, when reached, make 
a real difference in delivering key 
results. These are cascaded through-
out the organization with a disci-
plined goal deployment system:

 ■ Agree on three to five strategic 
imperatives.

 ■ Establish management 
ownership/accountability (and 
teams) for each imperative.

 ■ Develop key measurements for 
each imperative.
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 ■ Have every team or department 
at all levels develop their 
three to five imperatives and 
measures that flow directly 
from one or more of the 
strategic imperatives.

 ■ Set regular (e.g., monthly) 
reviews and follow-up meetings 
at all levels, and communicate 
the results broadly.

 ■ Start the next cycle by agreeing 
on the three to five strategic 
imperatives for the next 
planning cycle.

 ■ Ensure that you’re following 
the three keys to effective goal 
deployment: 1) follow-up,  
2) follow-up, and 3) follow-up.

 ■ Set goals and priorities from the 
outside in (customers), and help 
everyone see the big picture and 
where they fit in.

 ■ Take a hard look at whether 
busyness and long hours 
become a dangerous status 
symbol of importance. Are 
managers measuring their 
importance by volume of 
emails, vacations missed, or 
crazy hours worked?

Sniping,	Stones	and	Snowballs

Management teams often poke 
fun at each other and send play-
ful “zingers” around the meeting 
room. This can be a valuable 
addition to the team’s Laughter 
Index and boost its health. But too 
often team members slip below the 
line between good clean fun and 
destructive potshots. Cowardly 
team members who don’t have the 
skills or courage to constructively 

confront their colleagues often wrap 
serious messages in “humor.”

It can be like having a snowball 
fight. As long as the snowballs are 
soft and fluffy, everything’s fine. 
Then someone throws a snowball 
with a stone inside and aims at 
another person’s head. When the 
team member is hurt, the offender 
will often say, “I was just joking.”

But the “fun” escalates as more 
stone-laden snowballs and sometimes 
a few rocks get thrown back and 
forth across the meeting room table. 
The sniping, snowball, and stone 
throwing continue in the halls and 
office. Wounded management team 
members often go back to their depart-
ments and get the people reporting to 
them to help make and throw barbs 
and complaints at the other manage-
ment team member’s department.

How did this guy 
get in your building?

Bad hinges.
Worn hinges cause sticking doors. Despite all your time 
spent checking and rechecking them, just one door that 
won’t close breaks security. Ensure building safety and 
gain time for other projects. Install SELECT geared 
continuous hinges, independently tested to endure more 
than 25,000,000 cycles (60+ years of use). 

Tighten security and fi x doors forever. 
Cycle testing plus U.S. Department of State 60-Minute 
Forced Entry/Ballistic Resistance certifi cation confi rms 
your door will close securely. It’s why we can back 
SELECT hinges with the industry’s only Continuous 
Warranty™. (See the tests and warranty on our website.)

800-423-1174
select-hinges.com/dhi 

Warranty™. (See the tests and warranty on our website.)

SL20683 Security ad-DHI.indd   1 7/17/12   4:30 PM
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Set up a no-sniping rule. If any 
team member makes a comment 
that sounds like a putdown, cheap 
shot or cynical remark, others tap 
their glasses or cups with a pen. The 
offender is then required to deposit 
two dollars into a fine pot, which 
will be donated to a designated 
charity at the end of each quarter.

Don’t be a coward who belittles, 
berates, criticizes or snipes at peers 
or team members in front of others. 
Have the courage to confront those 
issues one-on-one in confidential 
conversations.

Communication,	Not	Information

Many managers are great at 
supplying information, but they’re 
not so good at communication. In 
the midst of the information age, 
our lives are overflowing with 
emails, voicemails, phone calls 
and meetings. But we suffer from a 
profound lack of communication. 
Too many managers over-inform 
and under-communicate.

As Mark Twain once observed 
about the weather, many managers 
talk about communication, but few 
really do anything about it. That’s 
often because they either don’t get 
issues out in the open to be dealt 
with or they confuse information 
dumps with communication.

Work with your team to prepare 
a “stump speech” (as in a political 
campaign) outlining your organi-
zation’s long-term direction and 
strategic imperatives. It should be 
full of imagery, stories, metaphors, 
examples of past successes, your 
emerging business model, a pithy 
purpose statement and such. 
Deliver these in person through 
one-on-one discussions, meetings 
and group presentations.

Contribute to authentic conversa-

tions in an authentic workplace. 
Speak the truth as you see it. 
Obviously the time and place 
need to be appropriate. Diplomacy 
and tact are also critical. Agree to 
address tough problems that have 
been ignored or repressed.

Meeting	Madness

Meetings are more important than 
ever in our increasingly complex 
and interconnected world. Research 
clearly shows that when run effec-
tively, groups make better decisions 
than individuals. Effective meetings 
involve and engage participants in 
problem solving and planning.

But most management meetings 
are poorly run. Many are a disas-
ter. Participants who continually 
experience poorly run meetings see 
them as a waste of time. Many are. 
Managers who experience well-run 
and effective meetings get the bulk 
of their work done there.

Here are a few of the common 
problems with many meetings:

 ■ Poor prioritization of the 
meeting agenda (if one even 
exists).

 ■ Some people who are there 
really don’t need to be. It’s a 
meeting of a few people with 
spectators.

 ■ Some people who aren’t there 
really should be.

 ■ Decisions and action plans 
aren’t documented.

 ■ Participants cut each other off, 
finish someone else’s sentences, 
or engage in side conversations.

 ■ People arrive late, leave early, 
or get called in and out of the 
room.

 ■ Conflict is discouraged and 
driven underground or 
allowed to turn personal and 
destructive.

With the proliferation of practi-
cal resource materials, seminars 
and training available, there’s little 
reason for poorly run meetings.

Get training. Meetings are a 
prime example of how a modest 
investment in learning and skill 
development can pay incredible 
dividends in saved time and frustra-
tion. If your meetings were just 10% 
better (25-40% improvements aren’t 
uncommon after good meeting lead-
ership training), how long would it 
take to repay the training time?

Ensure that all meetings have 
agendas with timeframes and objec-
tives for each item. Clarify whether 
each item is there for a consensus 
decision, input for someone else to 
make a decision, an information 
update or action planning for a 
decision already made. Keep partici-
pants on topic, and set clear “next 
steps” following each agenda item. 
Document what was decided, and 
follow through with a communica-
tion plan for all affected.

Ensure that participants focus on 
specific issues and avoid personal 
comments or global statements like 
“He or she is always....”

Deciding	How	to	Decide

There are three basic ways along a 
continuum to make a decision:

 ■ Command: Made by a team 
member (often the boss) without 
any input from other team 
members

 ■ Consultative: Made by a team 
member after consulting with 
others who have knowledge or 
who must be committed to the 
decision

 ■ Consensus: Made by the entire 
team as a group

The farther the team moves 
toward the consensus end of the 
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continuum, the more buy-in or 
commitment there is to the decision. 
Decision-making time is longer, but 
implementation time and effective-
ness dramatically improve.

A common source of frustration 
and conflict in management teams 
is when the type of decision-making 
method being used is not clear 
to everyone at the outset of the 
discussion. Leaders often add to 
the problem by having what seems 
to be a consultative or consensus 
discussion when they have already 
made up their minds. This comes 
across as a “guess what I’m think-
ing” exercise. Or it can look as if the 
leader is trying to manipulate the 
team into the “right decision.”

Some especially weak leaders 
will intimidate team members into 
“forced consensus” (an oxymoron) 

and leave the discussion genuinely 
believing that the team is united in 
the decision.

Clarify the type of decision 
method being used at the outset 
of each agenda item or decision 
discussion.

Ask team members to rate which 
type of decision making they think 
is used most often. Then ask them 
to determine what they would like 
to see.

Effective teams step back peri-
odically to look in the mirror and 
review their progress. They look 
at what’s working and what isn’t. 
They adjust course accordingly. 
Strong team leaders move beyond 
building a team of champions to 
building a championship team. 
High-performance teams work on 
the team as well as in the team. 

They regularly ask themselves, 
“What should we keep doing, stop 
doing, and start doing?” to become 
ever more effective.  

About the Author: Jim Clemmer’s practical 
leadership and personal growth books, workshops 
and team retreats have helped hundreds of thou-
sands of people worldwide improve personal, 
team and organizational performance. Jim’s web-
site, JimClemmer.com, has more than 300 arti-
cles and dozens of video clips covering a broad 
range of topics on change, organization improve-
ment, self-leadership and leading others. Sign up 
to receive Jim’s popular monthly newsletter and 
follow his leadership blog. Jim’s international 
bestsellers include The VIP Strategy, Firing 
on All Cylinders, Pathways to Performance, 
Growing the Distance, The Leader’s Digest 
and Moose on the Table. His latest book is 
Growing @ the Speed of Change.

Wireless Connectivity
You have to go to know! We may all be connected via the 
Internet, but how connected are you to your industry? Just once 
a year, our annual industry convention, CoNEXTions, offers you 
the only opportunity to share ideas and gain insights directly 
from your industry peers. Stay on top of your profession, and 
connect face-to-face with channel partners and prospects, 
colleagues and competitors.

There are some things you just can’t fi nd on the Web. Stay 
connected this October in Las Vegas, and get real results.

FACE TIME…It Really Does Matter 

    OCTOBER 17-18  MGM Grand Hotel  |  Las Vegas
www.dhiCoNEXTions.org

http://www.jimclemmer.com/online-book-store-audio-leadership-books-leadership-management-time-management.php
http://www.jimclemmer.com/online-book-store-audio-leadership-books-leadership-management-time-management.php
http://www.jimclemmer.com/customized-workshops-for-staff-and-management-teams.php
http://www.jimclemmer.com/management-team-retreats.php
http://www.jimclemmer.com/
http://www.jimclemmer.com/leadership-articles.php
http://www.jimclemmer.com/leadership-articles.php
http://jimclemmer.com/index.php?option=com_seyret
http://www.jimclemmer.com/leadership-articles.php
http://www.jimclemmer.com/leadership-articles.php
http://www.jimclemmer.com/newsletter/
http://www.jimclemmer.com/blog/
http://www.jimclemmer.com/firing-on-all-cylinders.php
http://www.jimclemmer.com/firing-on-all-cylinders.php
http://www.jimclemmer.com/pathways-to-performance-a-guide-to-transforming-yourself-your-team-and-your-organization.php
http://www.jimclemmer.com/content/view/726
http://www.jimclemmer.com/the-leaders-digest-timeless-principles-for-team-and-organization-success.php
http://www.jimclemmer.com/content/view/961
http://www.jimclemmer.com/growing-the-speed-of-change.php
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Come to Las Vegas to...

OCTOBER 17-18   MGM Grand Hotel  |  Las Vegas

Door Security & Safety Foundation Anniversary Dinner

Tuesday, October 16, 6:00 pm – 9:00 pm
MGM Grand Hotel and Casino 

What better way to kick off CoNEXTions 2012 than by honoring the Door Security & Safety Foundation’s 15-year 
anniversary. Join your good friends and colleagues for an evening of cocktails, dinner, entertainment and fun. Take in 
pristine views of the MGM Grand while enjoying a networking reception and delicious dinner prepared by culinary experts. 

Proceeds go toward activities and events that support the Foundation’s mission to advance awareness of life safety and 
security issues within the non-residential built environment. Contributions raised will be used to educate Authorities 
Having Jurisdiction (AHJs), code offi cials, the fi re service community, facility management, and building owners about 
issues that are of importance to our industry.

Come show your support and appreciation by registering today. 
Visit www.dhiCoNEXTions.org to register now.  

For more information, contact Alex D’Imperio in the DHI Events Department at 703/766-7026 or adimperio@dhi.org.

Come Celebrate 15 Years of the 
Door Security & Safety Foundation at CoNEXTions 2012

PLAYWORK SUPPORT 
THE FOUNDATION
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PEOPLE

Zero	International	Opens	New	Company	and	
Appoints	New	GM	in	Dubai

Zero International has established a new 
regional subsidiary to service markets 
in the Middle East, Africa and Central 
Asia. Based in Dubai in the United Arab 
Emirates (UAE) and distributing from its 
own warehouse, Zero Middle East, LLC 
is providing sales and technical support 
for the full product lines of Zero and 
its subsidiary companies. Recognized 
globally as a leading manufacturer of 
high-quality door and window gas-
keting, Zero has supplied numerous 
projects in the region, including gasket-
ing for the Burj Dubai project, as well 
as the indoor ski facility in Emirates 
Mall in Dubai. Zero president Elias 
Wexler also announced the appoint-
ment of Khozema Kazi, AHC, FDAI as 
general manager of Zero Middle East. 

Khozema Kazi brings 20 years of sales, 
marketing and management experience 
in architectural hardware and doors to 
his new role as Zero Middle East gen-
eral manager. A certified Architectural 
Hardware Consultant (AHC) and a Fire 
Door Assembly Inspector (FDAI), Kazi is 
also an experienced specification writer 
whose expertise in American National 
Standards Institute (ANSI) standards 
provides added value to designers of 
regional projects becoming subject to 
codes referencing those standards. 

For more information about  
Zero International, call 800/635-5335 
or 718/585-3230, fax 800/851-0000 or 
718/292-2243, email zero@ 
zerointernational.com, or visit www.
zerointernational.com.

PRODUCTS

New	Kaba	Access	Control		
Product	Catalogs	Available

The 2012 E-Plex, Simplex, and Peaks 
catalogs include information on new 
products, technical specifications and 
prices, as well as a product configurator 
for building customized part numbers.

Kaba’s new E-Plex®, Simplex®, and 
Peaks® product catalogs offer end users, 
locksmiths, dealers and distributors a 
comprehensive resource for identifying 
products by model number and feature 
set. The catalog pages detail product 
information, including images, descrip-
tions and technical specifications. In 
addition, the product configurator helps 
build an exact part number and provides 
the list price with any additional costs for 
options. 

An electronic copy of the catalog is 
available at www.kabaaccess.com. To 
obtain a printed copy at no charge, con-
tact Kaba Access at 800/849-8324.

Masonite	Introduces	Sliding	Door	Hardware

Inspired by the classic sliding barn door, 
global door manufacturer Masonite® 
recently debuted a surface-mounted 
hardware system designed to hang 
Masonite interior doors. Featuring a 
tubular aluminum track and ball bearing 
rollers, the system allows interior doors 
to open and close quietly while adding 
visual interest to any living area. 

mailto:Zero@zerointernational.com
mailto:Zero@zerointernational.com
http://www.zerointernational.com
http://www.zerointernational.com
http://r20.rs6.net/tn.jsp?e=001mYCSRzHgJ4_RK1aWTx3gVWc4XiZa7OMtYLL7eZ3NddTyd7lMYBcNREUeNJHopoRbxn7g_gGDhxVwnKh3V9yXt_DuqNflxDj38_HeDWJuClMImWP-x6h8FHjZ9MNOvfEo4Z2bxN8BzMWdPEREhT2-wvSxE2amhFH_KtkwoW85ssSYKXFL3jxO2Buh0xnkXd1fk9WWEb5Yok12ucx5mlXL9zfiimCp2WleN9cZXoJbnmd-ZeFzNZAZOHR_J5rwdKh1Q9fQnH7vzOw=
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The track accommodates 13/8" single 
and double interior doors, whether 
molded panel, wood panel, French or 
flush, with a combined weight up to 300 
pounds, and fits openings of 48, 60, 72 
or 96 inches. It can also be trimmed to fit 
smaller openings.

To find a dealer or retailer near you, 
or for more information, visit www.
masonite.com. 

Secura	Key	Launches		
New	Standalone	Reader	Kit	

Secura Key announces that its simple but 
powerful RK65KS reader is now available 
in a kit, which contains everything need-
ed to control access to a single door.

The Radio Key® RK65K is a fully 
programmable, standalone single door 
access control system. This password-
protected, robust, indoor/outdoor 
standalone proximity card reader can 
manage up to 65,000 individual users 
with sequentially-numbered cards or 
tags. Users are added and deleted easily 
with an RK-HHP handheld programmer. 

For future expansion capability, the 
reader has a Wiegand output, which can 
be connected to a multi-door access 
or telephone entry system, if desired. 
When used as part of a larger system, 
the local card memory and relay 
may be used for degraded mode 
and other special functions, such as 
controlling lighting and HVAC. 

The cards and tags used with the 
RK65KS-KIT1 are fully compatible with 
Secura Key’s SYSKIT two-door proximity 
access control kits. 

Distributors and dealers can now 
order using a single part number. The 
kit takes the guesswork out of selecting 
the right components, and it ensures 
that when dealers arrive at installation 
sites, they have everything they need to 
complete the installation.

Additional information on Secura Key 
is available at www.securakey.com.

Schlage®	Introduces		
Everest	29TM	Keys	and	Cylinders	

Ingersoll Rand Security Technologies 
announces Everest 29 as its new patent-
protected key system, providing users 
with a higher level of restricted key 
system security. 

Patented key systems prevent the 
unauthorized duplication of keys. 
Restricted key systems offer a higher 
level of key control by limiting their dis-
tribution and requiring, at a minimum, 
a letter of authorization from the end 
user to process orders for keys, blanks 
and cylinders. The patented designs 
of Everest 29 and Everest 29 Primus XP 
keyways prevent others from manufac-
turing or distributing these key blanks, 
ensuring the integrity of the customer’s 
system at every opening. 

The new undercut design of Everest 29 
keys is patent-protected through 2029. 
It is also backwards compatible with cur-
rent Everest cylinders, providing users 
the convenience of time to implement a 
phased migration to the Everest 29 key 
system while maintaining key control 
during the transition. Everest 29 keyways 
will also be available with Primus and 
Primus XP features, as well as provide a 
small-format interchangeable core (SFIC) 
keyway option. 

Visit ingersollrand.com or  
securitytechnologies.ingersollrand.com 
for more information.

CORPORATE CORNER

Eggers	Industries	Acquires		
Manufacturing	Facility	in	Kentucky

Eggers Industries, a manufacturer of 
high-end architectural wood products 
since 1884 and headquartered in Two 
Rivers, WI, announces the acquisition 
of Select Veneer Company, located in 
Smithfield, KY. Select Veneer Company 
has 90,000 square feet of manufacturing 
space situated on 17 acres of land, allow-
ing for future expansion opportunities. 
Eggers currently has more than 550,000 
square feet of manufacturing space at its 
two facilities located in Two Rivers and 
Neenah, WI.

Select Veneer is well-known for the 
manufacture of high-quality, cost-
effective architectural veneer faces and 
custom architectural wood products, 
utilizing state-of-the-art equipment 
in a highly automated manufacturing 
process. With a knowledgeable, highly 
flexible and engaged workforce, Select 
Veneer has used its entrepreneurial spirit 
to excel in new product development, 
attention to detail, and a strong focus on 
solution sales to satisfy customer needs.

“The acquisition of Select Veneer 
will provide Eggers with increased 
manufacturing flexibility, cost effective-
ness, capabilities, and capacity to meet 
the needs in the marketplace,” says 
Jay Streu, President and CEO of Eggers 
Industries.

For more information on Eggers 
Industries, visit www.eggersindustries.
com or call 920/793-1351.

http://www.masonite.com
http://www.masonite.com
http://www.securakey.com/
http://ingersollrand.com/
http://www.securitytechnologies.ingersollrand.com/
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Help WantedFor Sale

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 1Classifieds Corner

FOR SALE:  COMMERCIAL DOOR SALES,  
MANUFACTURING/HARDWARE DISTRIBUTION BUSINESS  

Successful, long-standing Southern California business $2.7M.  
805/316-0885

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
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THERE IS A WORLD-RENOWNED ARCHITEC- 
tural firm on the second floor of an office 
building in a major city on the east coast. 
This class “A” office building is in an abso-
lutely fabulous location in the heart of a 
vibrant and growing community. When 
calling on this firm, my meetings will 
occasionally go late into the evening. (As 
most of us know, life on the road is not 
a 9 to 5 job!) However, having a meeting 
go late with this firm is never a bad 
thing because there is an excellent steak-
house on the first floor of the building. 

Historically, mixed-use has come full circle. For most of human history, 
a majority of city dwellers lived in mixed-use communities. A primary 
contributing factor to the convenience of mixed-use structures is that they 
make any form of transportation, other than walking, unnecessary. You 
live, work and shop in your neighborhood, and oftentimes in your building, 
simply out of necessity. 

Today, as gas prices continue to rise and commute times grow ever 
longer, we’re seeing a resurgence in mixed-use development. There are 
shopping malls in airports and high-rise buildings that have retail on the 
first floor, a hotel on the next 10 floors, and condos on the next 15 floors. For 
the openings industry, this concept offers many new opportunities, but also 
some unique code challenges that are exemplifying why it is so important 
that the individuals who write the specs for these types of facilities be certi-
fied consultants. 

These buildings must be constructed to meet multiple code requirements, 
life safety, ADA, etc. The codes vary based on the uses of the building, 
so the building must meet multiple codes and have required separations 
between the different areas. This creates challenges for the openings indus-
try, as we need to meet the code requirements of commercial, hospitality 
and residential spaces all in one building. At the same time, we also have 
to ensure that egress from one facility does not compromise the security of 
another—and vice versa! The resulting specifications can get very compli-
cated very quickly, but this is nothing that can’t be handled by DHI-trained 
individuals. The education afforded to DHI school participants gives them 
a knowledge base that allows them to properly handle multi-jurisdiction 
jobs like this. The confidence gained by young employees after successfully 
completing a DHI course can really set the stage for them to do a great job 
on a difficult mixed-use building.

That being said, I believe it is time to go downstairs and get a steak!  

President:	David L. Neuner 

D. L. Neuner Co, Inc. • dneuner@dlneuner.com 

President-Elect:	Tim Petersen, LEED AP	

VT Industries, Inc. • tpetersen@vtindustries.com

First	Vice	President: Mark E. Lineberger, AHC/EHC	

Valley Doors and Hardware, Inc. • markl@valleydoorshdw.com

Second	Vice	President:	Jerry Rice, CSI, CCCA, LEED Green Associate

D. H. Pace Company, Inc. • jerry.rice@dhpace.com

Mark J. Berger 

Securitech Group, Inc. • mberger@securitech.com 

Richard P. Calhoun, AHC  

Walters & Wolf Interiors • rcalhoun@waltersandwolf.com 

Albert A. Hilkert 

The Botzum Brothers Company • al@botzum-bros.com

Ira R. Hymowitz, AHC 

Weinstein and Holtzman, Inc. • irah@212hardware.com 

Jon R. Laing 

ASSA ABLOY Americas • jlaing@assaabloydss.com 

Robert D. Maas 

Ingersoll Rand Security Technologies • bob_maas@irco.com

Barry T. Shovlin 

Mohawk Flush Doors • bshovlin@masonite.com 

Edwin Toy, DAHC  

Spalding Hardware Systems • etoy@spaldinghardware.com

Sharon Wilson, AHC 

Powers Total Openings • sharonw@powersproducts.com 

James T. White, Jr., AOC 

Kamco Supply Corp. of Boston • jwhite@kamcoboston.com 

Liason,	Certification	Council: Anthony Boatman, DAHC/EHC

Hull Access Controls, Inc. • tonyboatman@hullaccesscontrols.com

Immediate	Former	President:	Ken J. Metzler, AHC

LaForce, Inc.	• kjm@laforceinc.com

DHI	Canada	President:	Joseph D. Molineaux, AHC

Spalding Hardware Systems  

dmolineaux@spaldinghardware.com

DHI BOARD OF GOVERNORS

Tim Petersen, LEED AP

f i n a l  T H O U G H T S

Mixed Use Is Coming Full Circle



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.



Boston, MA

PoMPAno BeAch, FL     

LAs VegAs, nV

chicAgo, iL

800-847-5625 
SECLOCK.COM  

sAMe-DAY
shiPPing

OUR INDUSTRY-LEADING LOGISTICS KEEP YOU ON TASK

For what, when and where you need it.

1.75 million total SKUs in stock. Over 500 years of expertise. 99% same-day shipping. 

We’ve combined the largest in-stock inventory, best-in-class technical sales department, and an online library of more  
than 700,000 guides and templates into the most complete hardware logistics program in the industry.

Electrical and Mechanical Locking Hardware • Exit Devices • Door Closers 
All keyways, designs, finishes, functions and voltages always in stock.

It’s no wonder contract hardware suppliers turn to us for all their Ingersoll Rand security needs.

Chicago Warehouse

Need it.

Got it.
Access it.

Stocking all Electrical and Mechanical Ingersoll Rand 
Security Technologies Brands and Products. 
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