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Economic Forecasts Be Damned

By Jerry Heppes, Sr., CAE

i n  T O U C H

I 
AM TIRED OF LOOKING AT ECONOMIC 
forecasts each month. They’ve got more ups 
and downs than a roller coaster and upset 

my stomach just as much! In reality, none of us 
alone has the ability to improve the economy, so 
where do we turn to consider strategies that will 
improve our profit performance and position 
us for the future? Where can we find answers 
to the questions that plague business owners 
in our industry? Questions like: Why do some 
firms succeed in our industry, while some just 
keep their doors open? Is it true that there is a 
substantial difference in the profit performance of 
various firms? Can it be tracked to geographical 
differences? Does it have to do with size, years of 
experience or quality of the products? Is it better 
to focus on new construction or end-user sales? 

We know that those questions must have 
quantifiable answers. If only there was a way 
to compare a company’s critical profit vari-
ables—such as gross margin percentage, aver-
age collection period in days, or productivity 
measurements such as sales per employee, as 
well as operating expense percentage and inven-
tory turnover—to other firms in the industry. 
However, without having access to other compa-
nies’ financial statements, there is no way to 
make a good comparison. 

If I were going to tackle such a project, I would 
segment companies by their performance—say 
high-profit firms versus typical firms. I would 
then compare every item against my perfor-
mance, utilizing financial ratios to create 
comparisons. I would look for trends over the 
years, and then I would take my numbers and set 
them side by side. 

Over time I would create a software program 
where I could input small improvements and see 

the impact on the bottom line. Do I need to lower 
operating expenses, focus on productivity with 
employees, and find ways to decrease outstand-
ing debt? Focus on contract work or have less 
contract emphasis? What do the better firms do 
that I am not doing? 

Surely I could learn something if I had the 
chance to compare companies across our indus-
try. Focusing on that information would certainly 
be more productive than reviewing economic 
forecasts, and I can make a big difference in my 
company, unlike the economy. If there only was 
a way. 

Fortunately, that is precisely what the DHI 
Profit Report allows you to do: look at the 
performance history of typical versus high-profit 
firms (obviously not by name, as no names are 
shared, just groupings of results), and directly 
compare the numbers. It also provides a software 
program that allows you to insert small changes 
and track the impact on the bottom line. Best 
of all, access to this report is included for all 
distributor companies as part of their corporate 
membership! 

Those distributors who complete the survey 
will receive a detailed analysis of their compa-
ny’s standing compared to others in the industry. 
It will also note suggested areas of improvement 
that will help to improve your firm’s profitability. 
Using this information to tailor changes to your 
company—even minor ones—could result in 
savings that will more than cover the cost of 
membership. 

The research is being conducted this spring, 
so there is still time to participate. Just call DHI 
headquarters to find out how to take advantage 
of this powerful tool that will help strengthen 
the future of your company!  
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AS A WISE, BANJO-PLAYING FROG ONCE SAID,  
“IT AIN’T EASY BEING GREEN.”

That may have been the case years ago, when the only 
“greens” we had were the Packers, bean casseroles, golf 
courses, a jolly giant, and the vegetables we didn’t want to eat 
as kids.

Fast-forward a few decades, and it seems that every 
company is trying to be environmentally green these days. For 
those of us in doors and hardware, building products are no 
exception. We even engage in “greenwashing”—an affectionate 

term for the excessive (and sometimes deceptive) marketing of green products. In fact, 
a 2010 report by TerraChoice (an affiliate of UL) found that green-identified construc-
tion and building products on the market grew an incredible 108% in one year.

 As hard as it is to find genuinely green building products, when it comes to interior 
doors, it is actually easy to be green—by choosing a door that is made from recycled 
wood, such as medium-density fiberboard, or MDF. Noted for their highly recycled 
nature, MDF doors have quickly become a leading standard in eco-friendly paint-
grade doors.

Most people do not realize that many MDF doors are actually solid MDF all the 
way through and made from up to 100% pre-consumer recycled wood. MDF is most 
often made from leftover wood chips, wood shavings and sawdust created by tradi-
tional saw mills in their normal process of converting raw timber into lumber. These 
remnants are collected and transported to a nearby MDF manufacturing plant to mini-
mize transport costs. The wood is broken down into fiber material and fluffed up like 
cotton candy with steam before being compressed into boards. 

As builders and architects consider the environment and shift their focus to MDF, 
manufacturers have responded. They have increased their offerings to appeal to 
different needs. As an example, Jeff Baker, a product specialist with a composite wood 
products company, says that his company now offers a wide array of MDF types 
to accommodate the diverse marketplace, including moisture-resistant, no added 
formaldehyde, and fire-retardant doors. “Due to the increase in sustainable building 
programs, we have really seen a large growth in demand since first introducing the no 
added formaldehyde product back in 1989,” says Baker. 

“LEED” the Way to Sustainability
MDF DOORS

By Jacob Kluger

Kermit stamp credit: iStockphoto/©Ken Brown
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The sustainability factor of MDF 
doors is one of many reasons people 
select them for projects. The great 
look and finish, solid nature, design 
flexibility and custom sizing options 
make them ideal for many industry 
applications. In fact, MDF doors are 
now regularly being used in hotels, 
assisted living facilities, senior 
living facilities, places of worship, 
historic renovations, libraries, 
student housing, judicial quarters 
and retail applications. 

Since more and more of those 
involved in working on commercial-
oriented projects are choosing to 
pursue LEED status, the amount that 
MDF contributes to LEED credits 
has quickly become a focal point of 
discussion. Here are the four LEED 
areas that MDF can contribute to.

LEED	Credits

MR 4.1 & 4.2  
(Materials and Resources)

Due to the naturally recycled 
nature of MDF, many MDF doors 
on the market automatically qualify 
toward MR 4.1 and 4.2, without 
affecting the price of the doors. With 
the prevalence of doors on any proj-
ect, the value of the doors can be 
a meaningful contribution toward 
these points. Contact specific 
manufacturers for their particular 
recycled content by weight, but 
chances are that it will be between 
80% and 90%. 

EQ 4.4  
(Indoor Environmental Quality)

During the manufacturing 
process for MDF doors, the wood 
fiber is mixed with resin (a type 
of glue) to act as the binding 
substance of MDF. This binding 
agent commonly contains a minimal 
amount of urea formaldehyde. 

While there are now national 
regulations restricting products to 
contain no more than .11 parts per 
million of this substance, to qualify 
for this LEED point, the MDF must 
be made with no added urea form-
aldehyde (NAUF) material. This 
is often an added cost, but most, if 
not all, manufacturers should have 
options to include it in your bid.

Aside from the fiberboard, it is 
also important to clarify that the 
glue used to assemble the doors 
is also low VOC (volatile organic 
compound; formaldehyde is clas-

sified a VOC) and does not contain 
urea formaldehyde. Many manufac-
turers have a letter readily available 
stating the VOC levels and formal-
dehyde content of their products.

MR 7.0  
(Materials and Resources – Certified Wood)

FSC certification (Forest 
Stewardship Council), unlike the 
recycled content issue, is available 
only through select manufacturers 
that have been certified. It requires 
specially sourced and tracked mate-
rial. It is important to understand the 

Photos Courtesy of Supa Doors, Inc.

These high-rise tower doors are located in the twin-towered Rushmore, a 41-story building 
located in the Upper West Side of NYC.
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chain of custody and to be sure that 
all invoices and quotes contain the 
FSC information. You can easily inde-
pendently research a manufacturer’s 
FSC status by visiting www.info.
fsc.org. FSC material typically has 
a somewhat higher cost associated 
with it and has a higher threshold to 
achieve the credit, so it is used less 
often than MR 4.1 and MR 4.2. 

MR 5.1 and 5.2  
(Materials and Resources – Regional Credit)

Another less-frequently requested 
credit is the regional credit. As the 
name implies, these credits are 
limited to regionally extracted/ 
processed/ manufactured products 
within a 500 mile radius. If your 
products do qualify, you can high-
light that fact in the bidding process. 
This is a nice to have, but often it is 
nearly impossible to find manufac-
turers within 500 miles of the jobsite.

LEED	Reporting	Forms

When working with MDF door 
manufacturers, make sure they are 
familiar with LEED reporting forms 
and have a resident expert who can 
help you navigate through the docu-
ments. The backup documentation 
needed for LEED can be tedious, yet 
it is required to prove compliance, 
so it should be discussed as early as 
possible, even in the bidding stage. 
The last thing a distributor needs is 
to be awarded a project with prod-
ucts that do not meet the architect’s 
and owner’s LEED requirements. 
Do your homework, and find robust 
manufacturers who can support you 
with the full gamut of options.

Acoustics	of	MDF

It should be mentioned, as a corol-
lary to the eco-friendliness of MDF 
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doors, that there are also acoustic 
benefits to using MDF in minimiz-
ing noise between areas. Project 
managers, architects and building 
owners are making acoustics a 
priority and are often pleasantly 
surprised with the superior acous-
tics MDF offers. Expect to see more 
information about STC (sound 
transmission class) requirements 
becoming a standalone issue (like 
LEED has become) as this topic 
continues to get more visibility. 
Fortunately, it is not uncommon to 
see STC ratings in the mid 30s for 
MDF doors. Construction methods, 
material densities and appropriate 
seals play a crucial role in achieving 

the STC ratings, so consult with 
your respective manufacturers for 
exact ratings. 

Durability	of	MDF

While not considered part of 
LEED, the durability and easy repa-
rability of MDF doors should not be 
overlooked as a way to increase the 
life of the product. In fact, some MDF 
doors on the market are now offered 
with a lifetime warranty—a rarity in 
the wood door field. Should the door 
get a small ding or scratch in the 
installation process or in daily use, it 
can easily be repaired and thus kept 
in use for many years to come.  

This is one reason why hotels 
continue to make MDF doors a stan-
dard on unit entry and interior doors.

Is	Green	Building	Here	to	Stay?

At all levels, the consensus is that 
sustainability will be part of the 
building process. “Nearly every one 
of our projects is in some sort of green 
program these days,” says John Spargo 
of the Spargo Group, a manufactur-
ers’ representative group located in 
Chicago. He continues, “Even if they 
are not using LEED, they are still inter-
ested in using green products, which 
is why the MDF option is so popular.” 
Brian Fanning, a senior associate with 
the architectural firm FXFOWLE, 
also sees sustainable living as a 
permanent trend. He sums it up well: 
“Sustainability has become a standard, 
and while it does not command a price 
premium yet, it is seen as a marketing 
advantage.” Many FXFOWLE projects 
pursue LEED status, and “While it isn’t 
a perfect system, there is a perception 
in the design community that LEED is 
the best accepted monitor today.” 

Go	for	the	Green!

When it comes to doors, regard-
less of whether LEED status is being 
pursued, MDF has become a great 
expanded option for residential and 
commercial applications in both 
public and private projects. And 
perhaps now door and hardware 
distributors, architects, LEED 
consultants, builders and owners 
can offer a slightly updated, upbeat 
version of Kermit the Frog’s classic 
song (all together now): 

“It’s SO easy being green.” 

About the Author: Jacob Kluger is the 
Architectural Sales Manager for Supa Doors, 
Inc. He can be reached at Jacob@supadoor.com.



RiteDoor.com

I'sī-l nt-tr -f -'kā-sh nI 
Noun: The elimination or minimization 
of noise from electrified hardware

When silence is not an option but a necessity, this 
is the RITE Door® for you. It’s perfect for hospitals, 
hotels, museums, libraries, theaters and anywhere 
you want an easy-to-install, integrated door sys-
tem that makes a visual impact without making a 
sound. Each RITE Door features factory-installed 
hardware, so when it arrives at your site, just unpack 
and you're ready to start. And with the SE (Silent 
Electrification) option, you get the benefits of: 

•Bar retracts flush with door face when electrified

•Low current draw

•Preload capabilities

•Automatic door operator interface circuitry

Silentrification



12	 DOORS	&	HARDWARE £ APRIL 2013

Life
HORTLY BEFORE 2 A.M. 
on May 1, 2012, Thomas Sullivan, Jr. 
was startled from sleep by the yells 
of his father, Thomas, Sr.: “The 
house is on fire! Get out! Get out!” 

Thomas Jr., 20, opened his bedroom door and 
encountered heavy smoke. He began crawl-
ing along an upstairs hallway of his family’s 
three-story home in Carmel, New York, and 
tumbled down the stairway leading to the front 
entrance. The stained-glass windows surround-
ing the door were illuminated by an orange 
glow from outside. He grabbed the doorknob, 
which was searing hot and burned his palm. 
Retreating, he ran through the family room and 
the kitchen before exiting the house through 
the two-car garage. 

When he finally got outside, though, his 
family wasn’t there. Sullivan could only watch 
as the fire intensified despite efforts by firefight-
ers to control it. According to an investigation 
of the fire, the walls of the home were built with 
oriented strand board (OSB), a type of struc-
tural engineered wood panel that is considered 
a more economical and sustainable alterna-
tive to traditional plywood panels. About 
30 minutes after the fire had been reported, 
the walls buckled, and the roof came crash-
ing down. Still inside the 3,000-square-foot 
property, built in 1999, was Sullivan’s father, a 

police captain in Larchmont, New York, along 
with his mother and two teenaged sisters. Their 
causes of death were classified as smoke inhala-
tion. The home was unsprinklered, investiga-
tors said, adding that they were unsure if 
smoke detectors activated. Thomas Jr. told 
investigators that he did not recall hearing any 
alarms sounding during the fire. 

“In my 17 years here, this was the most 
tragic case I’ve dealt with,” said Dan 
Tompkins, captain with the Putnam County 
Fire Investigation Team. The fire, he said, was 
initiated by a cigarette that Thomas Jr. had 
discarded in a mulch bed near the home’s 
front porch, which was constructed of wood, 
hours before a neighbor reported the fire to 
911. “The home’s [lightweight] construction 
definitely aided the spread of this fire.” 

The incident illustrates how the green 
elements in newer buildings—residential, 
commercial and industrial—can also pres-
ent fire and life safety challenges. While 
many of those challenges can be addressed 
through detection and suppression, they also 
raise questions that can only be answered 
through further study. A new report by the 
Fire Protection Research Foundation, Safety 
Challenges of Green Buildings, released in 
November, identifies dozens of these concerns 
and how future research could pinpoint 

BY FR E D D U R SO,  J R .

It’s green. It’s sustainable. It helps reduce your carbon footprint.

But do you know how it behaves when subjected to fire?

Reprinted with permission from NFPA Journal ® (Vol. 106, #6), Copyright © 2012, 
National Fire Protection Association, Quincy, MA. All rights reserved.

S

Balancing
Life Safety and Sustainability
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mitigation tactics specific to each 
potential hazard. In November, the 
Foundation hosted the Fire Safety 
Design and Sustainable Buildings 
Symposium in Chicago, where 
architects, engineers, researchers 
and other stakeholders discussed 
the next steps for addressing the 
safety concerns around sustainable 
construction techniques. 

“I’m hopeful that this new 
report and the symposium will 
ratchet up the awareness of green 
building design techniques and 
the potential hazards they can 
introduce,” said Robert Solomon, 
NFPA division manager for 
Building Fire Protection and Life 
Safety. “If you’re going to embrace 
these green and sustainable 
design approaches, all the better, 
and there is no reason not to. But 
you have to make sure you’re not 
trumping building and fire safety 
code provisions along the way.” 

Green	Growth	

In recent years, just about every 
professional who works with the 
built environment—contractors, 
architects, engineers, building 
owners, manufacturers, testing 
laboratories—has increasingly 
embraced green technology. LEED, 
one of the most notable green 
building certification programs (the 
acronym stands for Leadership in 
Energy and Environmental Design) 
was developed by the U.S. Green 
Building Council and identifies 
and rates environmentally friendly 
aspects of a building’s life cycle, 
from design to operation. As of 
October, there were more than 
14,000 LEED-certified buildings 
worldwide and nearly 35,000 
more registered for certification. 
Moreover, LEED-certified commer-

cial projects worldwide have 
swelled from 12 in 2000 to nearly 
3,700 in 2011. 

Despite this growth, the U.S does 
not have statistics on incidents 
involving green buildings or 
green building elements, since the 
National Fire Incident Reporting 
System, the largest fire database 
in the U.S., does not collect this 
information. Researchers from 
Worcester Polytechnic Institute 
(WPI), which developed the Safety 
Challenges of Green Buildings report 
for the Foundation, had to base 
their analysis primarily on anec-
dotal evidence. “It seems like the 
move to the greening of buildings 
happened without in-depth inves-
tigation of potential unintended 
safety consequences,” said Brian 
Meacham, the report’s lead author 
and an associate professor of fire 
protection engineering at WPI. 
While isolated research has looked 
at some of these issues, he said, 
“there does not appear to have been 
any coordinated or comprehensive 
research into the breadth and depth 
of potential hazards, level of risk, 
and mitigation strategies.”

The new report outlines nearly 80 
green building components—from 
bamboo flooring to photovoltaic 
roof panels to spray-applied foam 
insulation—and rates their “level 
of concern” as low, medium or 
high risk, based on the possible 
hazards to occupants and emergency 
responders. Vegetative roof systems, 
or green roofs, for example, might 
contribute to the fire load or spread if 
not properly hydrated and are rated 
“moderate.” Roof-mounted photovol-
taic panels that capture solar energy 
might impact a firefighter’s ability 
to vent the building during a fire 
and are rated “moderate.” If those 
systems are not properly depowered, 

however, they can pose the threat of 
electrocution, which merits a “high” 
rating. Lightweight, engineered 
lumber also received a “high” rating 
for its tendency to fail more quickly 
than traditional lumber when 
exposed to fire. 

NFPA’s codes and standards 
already address some of these 
hazards. NFPA 70®, National 
Electrical Code®, has included 
requirements on installing solar 
photovoltaic systems since the 
1984 edition, and NFPA 1, Fire 
Code, outlines system hazards 
and safety tactics for emergency 
responders and code inspectors. 
The 2012 edition of NFPA 101®, Life 
Safety Code®, includes a series of 
provisions that must be met for the 
illumination of lights controlled 
by automatic sensor-type light-
ing switches—an energy-saving 
feature—so occupants can find 
their way to exits during fire or 
other building emergencies. NFPA 
5000®, Building Construction and 
Safety Code®, has contained goals 
and objectives on energy efficiency 
and the environment since the first 
edition was issued in 2002. The most 
recent edition of NFPA’s Fire and Life 
Safety Inspection Manual has a new 
chapter that outlines green building 
and sustainability trends and the 
potential risks that can follow. 

Even if these hazards haven’t yet 
been fully analyzed or evaluated, it 
is anticipated that future changes to 
the codes and standards are likely 
to be flagged when a substantia-
tion or justification for the change 
introduces the green or sustainable 
concept. Solomon expects to see the 
relevant NFPA committees becom-
ing more aware of the evolving 
concerns related to green design. 
For instance, he points to struc-
tural insulated panels (SIPs) that 
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sandwich foam insulation between OSB. The 
insulating properties of the panels make them 
excellent energy-saving features, but Solomon 
is concerned that if not properly installed, the 
fire protection provided by the OSB for the 
foam core could be compromised. “As with 
any construction assembly, system or building 
feature, proper installation and use is crucial,” 
Solomon said. “We just need to make sure our 
eyes are wide open with regard to what is in 
these products.” 

The	Research	Imperative

Additional research is the key to understand-
ing these kinds of hazards, as well as how 
they can be mitigated, and recent studies have 
already highlighted potential problems with 
some green construction elements. Last year, 
the National Research Council of Canada (NRC) 
completed its second phase of testing on how 
fire impacts a single-family home constructed 
with lightweight, engineered assemblies, 
including wooden I-joists, a form of engineered 
lumber. Test results from Phase I indicate that 
the lightweight assemblies reached struc-
tural failure 35%-60% faster than solid wood 
assemblies. 

Sprinkler advocates, including the fire service, 
have used findings like these as part of their call 
for home fire sprinklers, pointing out their obvi-
ous life-saving potential for both residents and 
firefighters. The NRC’s follow-up report, Fire 
Performance of Protected Floor/Ceiling Assemblies 
and Impact on Tenability, published last year and 
available at www.nrc-cnrc.gc.ca/obj/irc/doc/
pubs/rr/rr307.pdf, highlights methods aimed at 
protecting lightweight construction assemblies. 
Researchers investigated the fire performance 
of those lightweight construction materials 
when they were protected with gypsum board, 
suspended ceilings, or home fire sprinklers. In 
all tests, sprinklers kept conditions tenable in 
the home and helped prevent structural failure 
or damage. 

Tompkins, of the Putnam County Fire 
Investigation Team in New York, said residen-
tial sprinklers would have impacted the fire 
that was responsible for killing four members 

Risk Factors: Green Building Components 
and Associated Fire and Electrical Hazards

The Fire Protection Research Foundation’s report 
Safety Challenges of Green Buildings identifies 78 green 
building features that fall into the following eight categories: 

■ Structural materials and systems, such as lightweight 
construction and extended solar roof panels

■ Exterior materials and systems, including structural inte-
grated panels and PVC rainwater catchment

■ Façade attributes, such as awnings

■ Interior materials, such as wood panel walls

■ Interior space attributes, including tighter construction 
and more enclosed space

■ Building systems and issues, including high-volume, low-
speed fans and refrigerant materials

■ Alternative energy systems, such as wind turbines

■ Site issues, such as permeable concrete systems

The report also lists the following hazard and risk attributes 
associated with one or more of these green features: 

■ Poses potential shock hazard

■ Poses potential explosion hazard

■ Poses potential toxicity hazard

■ Readily ignitable

■ Burns readily once ignited

■ Contributes more fuel/increased heat-release rate

■ Material affects burning characteristics

■ Fast or faster fire growth rate

■ Significant smoke production/hazard

■ Potential for shorter time to failure

■ Failure affects burning characteristics

■ Failure presents smoke spread concern

■ Failure presents flame spread concern

■ Material presents flame spread concern

■ May impact smoke/heat venting

■ May impact firefighter water availability

■ May impact suppression effectiveness

■ May impact fire apparatus access

■ May impact firefighter access and operations

■ May impact containment 
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of the Sullivan family. “Residential 
sprinklers make a difference,” he 
said. “In this case, something would 
have been better than nothing.”

Among the organizations 
researching green building materi-
als and techniques is Underwriters 
Laboratories (UL), which completed 
a landmark study of fire and 
lightweight construction in 2008. 
(For the 2009 NFPA Journal® cover 
story on the UL project, visit www.
nfpa.org/lightweight.) Among the 
findings of the UL study was that a 
floor system built with lightweight 
wooden I-beams failed after about 
six minutes when subjected to a 
fire test; a similar floor system built 
with dimensional lumber lasted 18 
minutes. UL also received funding 
from the Department of Homeland 
Security’s Assistance to Firefighters 
Grant Program to examine the elec-
trical and casualty hazards associ-
ated with fire mitigation involving 
photovoltaic systems, work that 
quantified the hazards and laid the 
groundwork for developing opera-
tional practices for the fire service. 
Chris Hasbrook, vice president of 
UL’s Buildings, Fire, Life Safety, and 
Security Industries, said finding 
a balance between green building 
design and fire safety is key, but 
“not to the imbalance of eliminating 
one or the other.”

Identifying future research needs 
and best practices was a component 
of the Fire Protection Research 
Foundation’s Fire Safety Design and 
Sustainable Buildings Symposium, 
an event tied to one of a series of 
future research recommendations 
listed in the Foundation’s new 
report. A noteworthy highlight of 
the symposium was a “best prac-
tices showcase” illustrating exam-
ples of how to marry fire safety with 
green building elements. 

Meacham views the symposium 
and Foundation report as prelimi-
nary steps to a larger push for green 
building safety, consideration of 
construction materials, and detec-
tion and suppression methods. 
“Designers of green buildings and 
standards development organiza-
tions should consider this informa-

tion so they’re aware of the potential 
concerns,” he said, “and seek future 
research to better understand and 
quantify the problem.”  

About the Author: Fred Durso, Jr. is a staff 
writer for NFPA Journal®. 

NFPA Journal® is a registered trademark of the National 
Fire Protection Association, Quincy, MA 02169.
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IRE-RATED GLASS HAS COME A LONG WAY FROM THE DAYS WHEN 
only small panes of wired glass were used in very limited applications. 
Today’s clear fire-rated glass and framing products go as far as meeting 
the stringent wall standard (ASTM E-119), enabling wall-to-wall and 

floor-to-ceiling expanses of glass rated for up to 2 hours. As a result, fire-rated glass 
and framing systems now play a much more prominent role in daylighting and 
overall sustainable building design. They are used to maximize light penetration 
deep within the building, increase the opportunities for shared artificial lighting, 
and provide greater visual access between occupancies and stairwells—and all of this 
while still meeting the fire-rated requirements of the application.

Fire-rated glass also adds a new dimension to the concepts of sustainable design 
by virtue of the product’s intended use: passive fire protection. By limiting the 
spread of fire, smoke and the effects of radiant heat, fire-rated glazing preserves 
building components and materials, resulting in the preservation of environmen-
tal resources related to the raw materials and energy necessary for the reconstruc-
tion and renovations required due to fire damage.

Before we look at the many ways in which fire-rated glazing systems align with 
current LEED principles and ratings, let’s briefly review sustainable design basics.

Sustainable	Design	Explained

Sustainable design refers to the design and construction of buildings in a way 
that meets the needs of today without compromising the needs of the future. 
Often the focus is limited to environmental impacts, but true sustainable design 
considers the economic and social aspects of the design in addition to the environ-
mental impacts and looks to balance this “triple bottom line.” Sustainable building 
design is a holistic look at the entire building process. 

Determining exactly what qualifies as sustainable design can be difficult 
and subjective. The most widely used rating system in the U.S. is the LEED-NC 
(Leadership in Energy and Environmental Design – New Construction) rating 
system developed by the U.S. Green Building Council (USGBC). In addition to 
LEED, there are green building codes, such as the International Code Council’s 2012 
International Green Construction Code (IGCC) and also green building standards 
(ASHRAE Standard 189.1). For the most part, all of these green building assess-
ment tools are similar, though specific criteria vary. They all consider the following 
aspects of building design and construction: energy efficiency, water use, mate-
rial use and selection, the building site and the interior environment. However, 
sustainable design encompasses many elements not included in LEED or other 

Achieving Sustainable Design
with Advanced Fire-Rated Glass Systems

Going Beyond LEED®: 

by Diana 
San Diego F
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green building codes and standards. 
It is important to look beyond just 
LEED when evaluating sustainable 
attributes of buildings and building 
products. A better tool for evaluating 
sustainable design may be found in 
the Principles of High Performance School 
Buildings, developed by the Sustainable 
Buildings Industry Council (www.
sbicouncil.org). These principles of 
high-performance sustainable build-
ing design are:1

■ Environmentally responsive 
site planning

■ Energy-efficient building shell
■ Thermal comfort
■ Energy analysis
■ Renewable energy
■ Water efficiency
■ Safety and security
■ Daylighting
■ Commissioning
■ Environmentally preferable materials and products
■ High-performance HVAC
■ High-performance electric lighting
■ Life cycle cost analysis
■ Acoustic comfort
■ Superior indoor air quality
■ Visual comfort
This framework of principles of high-performance 

buildings provides consideration of several elements not 
covered in LEED-NC that are important to sustainable 
design. These include durability, life cycle cost, waste 
avoidance, environmental life cycle assessment, visual 
comfort, safety and security.

Deciphering	the	LEED™	Rating	System

The LEED-NC rating system is continually evolving. 
First released in 2004, the current version is LEED 2009. 
This version was significantly reorganized from the 
previous version (LEED 2.2). Presently, LEED is under-
going another revision cycle, with significant changes 
anticipated. The next version of LEED, to be named 
LEED v4, is expected to be released in the late summer 
or fall of 2013. Because of the wide variation between the 
drafts and the controversy associated with many of the 
provisions, especially in the Materials and Resources 
section, it is not possible to predict what the final 

version will look like. As a result, this article is based 
on the specific criteria found in LEED 2009. However, 
though the specific criteria are likely to vary from those 
found in LEED v4, the basic principles will remain. 

It is important to recognize that the credits in the 
LEED rating system are focused on assessing the build-
ing as a whole. For example, in the calculation for the 
Recycled Content credit, the recycled content value of 
all building materials containing recycled content is 
compared to the total cost of all building materials on 
the project. As a result, no one product or material alone 
can earn LEED credit points.2 Rather, building products 
can contribute toward earning LEED points on a project. 

Now that we have covered the principles of sustain-
able design and LEED-NC, we can discuss how today’s 
fire-rated glass and framing products contribute to 
achieving these goals.
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Figure 1 shows the percentage of points in each of the 
various credit categories in LEED 2009. 

The points needed for each level of certification are shown in  
Figure 2. The more green the building, the higher the 
number of points earned.
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Fire-Rated	Glass	Systems	and	Applicable	LEED-NC	Credits

Fire-rated glass and framing systems can be used as 
part of a strategy to earn points in several credit catego-
ries. These are described in more detail below based 
on the credits in the LEED 2009 for New Construction 
(LEED-NC) rating system. Credits in other LEED rating 
systems are similar to those found in LEED-NC.

Energy and Atmosphere

Within this category there is one prerequisite and one 
credit, both related to energy use, which some fire-rated 
glass products can contribute toward.

■ Prerequisite 2 – Minimum Energy Performance – Fire-
rated glass can be part of a strategy to help achieve 
the required energy performance because of its 
daylighting properties—specifically, products that 
have the option of being insulated and provided in 
low-e or energy performance make-ups when used 
in exterior applications.

■ Credit 1 – Optimize Energy Performance – Fire-rated 
glass can be used as part of a strategy (including 
energy performance glazing and passive solar 
designs) that reduces the amount of energy con-
sumed by the building. There are fire-rated 
glass and framing assemblies that have NFRC 
(National Fenestration Ratings Council) certifica-
tions for U-Factor, Solar Heat Gain Coefficient and 
Condensation Resistance. In addition, because 
this credit also includes interior lighting energy 
demands, the use of fire-rated glazing assemblies 
as part of a daylighting strategy can help improve 
energy performance. Using fire-rated glass can help 
maximize light penetration, even from artificial 
lighting, by extending light transmittance into areas 
where opaque walls were often the norm. 

Materials and Resources

There are several credits within the Materials and 
Resources section that can relate to USA-made fire-rated 
glass products. 

■ Credits 2.1 and 2.2 – Construction Waste Management 
– This credit awards points based on construction 
waste diverted from landfills; waste avoidance is 
not recognized. Fire-resistive tempered units, as 
well as specialty tempered fire-rated glass prod-
ucts, are supplied to the construction site in the 
exact quantities needed (no waste). However, should 
a product be damaged in transit, both the glass 

and the metal framing systems can be recycled. 
The products are delivered on wood pallets or 
in shipping boxes made from recycled materials. 
Furthermore, this packaging can be recycled. 

■ Credits 4.1 and 4.2 – Recycled Content Materials – This 
credit awards points for using materials that contain 
recycled content. The credit evaluates all building mate-
rials on the project. Metal portions of glass framing sys-
tems contain recycled content that can contribute. Keep 
in mind that their total contribution must be weighed 
against other materials used on the project. 

■ Credits 5.1 and 5.2 – Regional Materials – This credit 
recognizes that portion of materials that have 
both a raw material source and a manufacturing 

To meet property line and energy performance requirements, 
NFRC-certified fire-resistive glass and framing assemblies were 
used for the windows and glass balconies on all 32 floors in the 
south-facing elevation of this building.
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facility within 500 miles of the building project site. 
Products manufactured in a facility that is within 
500 miles of a building project site can include that 
percent (by weight) of the raw materials that are 
also within 500 miles of the project site toward the 
calculation of the total regionally located content in 
all building materials. USA-made fire-rated glass 
and framing products can help contribute to this 
when the factory is within 500 miles of the jobsite. 
 It is important to note that in other green 
building programs (such as the IGCC and ASHRAE 
189.1), the distance (500 miles) is adjusted if trans-
port of the product occurs by rail or water. Typically 
the distance by rail or water is multiplied by 0.25 
and added to the distance traveled by truck; the 
sum must be no more than 500 miles.

Indoor Environmental Quality

■  Credit 4 – Low-Emitting Materials – This credit strives to 
minimize the amount of volatile organic compounds 
(VOCs) in the indoor air of the building. Fire-rated glass 
products meet the intent of eliminating VOCs from 
the indoor environment when used as interior walls, 
though there is no direct recognition of this attribute 
in current versions of LEED. Other green building pro-
grams, such as the IGCC, have recognized glass and 
metal products as inherently non-emitting materials. 

■  Credit 8 – Daylight and Views – This credit awards points 
for providing daylighting and views to the outdoors. 

Glass can be an integral part of a strategy to provide 
both daylight and views while still providing sound 
control, security and privacy. Fire-rated glass products 
provide the benefits of interior daylighting in areas not 
normally glazed, such as corridors and stairwells.

Innovation and Design

■  Credit 1 – Innovation in Design (up to 5 points) – This 
credit awards points for going above and beyond 
existing LEED credits or for innovative ideas. Each 
innovation credit is worth 1 point. 

	 ●  The Cradle to Cradle (C2C) certification for 
products is a recognized innovation credit. For 
example, a fire-rated ceramic glazing product 
with C2C certification means that the product can 
contribute toward the 2.5% of the total materials 
cost threshold required for this credit. 

	 ●  Acoustic design is another potential area for innova-
tion in LEED-NC and is part of the LEED for Schools 
rating system. The criteria in LEED for Schools 
IEQ Credit 9, Enhanced Acoustical Performance, 
requires that the building shell, classroom partitions 
and other core learning space partitions meet the 
sound transmission class (STC) requirements of 
ANSI Standard S12.60-2002, Acoustical Performance 
Criteria, Design Requirements and Guidelines for 
Schools, and windows meet an STC rating of at least 
35. Fire-resistive products rated 45-120 minutes meet 
these STC requirements.

Two-hour fire-resistive glass and framing was used in this 2-hour stairwell to enable 
views to the outdoors and allow natural daylight to penetrate farther in the building.

When Middlebury College replaced the unsafe wired 
glass used in these doors, they chose a C2C Silver 
Certified fire- and safety-rated ceramic product.
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Fire-Rated	Glass	Systems	and	Sustainable	Design

As mentioned earlier, any meaningful discussion of green design must go 
beyond what is covered in the current LEED-NC rating system. This section 
describes some of the high-performance sustainable design principles related to 
fire-rated glass systems.

High Tech Middle School in Chula Vista, CA, chose a fire-resistive 45-minute glass product for 
the openings in this 1-hour corridor. This product also has an STC 40 rating, providing sound 
attenuation benefits in addition to clear views and fire protection.

This building incorporates 76 fire and hurricane window/wall systems rated up to 60 minutes 
for the individual units, as well as 120-minute fire- and hurricane-rated assemblies for the lobby 
area. The system meets ASTM E-119/NFPA 251/UL263 for fire and TAS 201, TAS 202 and TAS 203, 
ASTM E-1196, ASTM E-330, ASTM E-1886, ASTM E-283-99, ASTM E-331-00, AAMA 1304-02 for 
hurricanes. Blue-green tint was also applied to the glass as a decorative element. 

Energy-Efficient Building Shell, 
Thermal Comfort and Energy 
Analysis

An energy-efficient building 
envelope is a key component 
in sustainable building design. 
Achieving an energy-efficient 
building envelope includes 
consideration of both the insulat-
ing value of materials, as well as 
potential solar impacts. Choosing 
NFRC-certified fire-rated glass 
and framing assemblies (see Credit 
1 – Optimize Energy Performance) 
contributes to this. Additionally, 
several fire-rated glass products 
have the option of incorporating 
low-e and energy-performance 
coatings. 

Safety and Security

Safety and security are two 
aspects of sustainable design 
that are not covered by the LEED 
rating systems. Fire-resistant 
construction and resistance to 
impacts and wind-borne debris 
promote occupant health and 
safety. Fire-rated glass and fram-
ing products protect against fire, 
and in some cases, they can be 
customized to also protect against 
severe impacts such as hurricanes, 
bullets and blasts.

Another aspect of safety and 
security involves vision and 
lines of sight. Design guidelines 
issued by the Safer School Design 
Initiative, Crime Prevention 
through Environmental Design, 
and the National Clearinghouse 
for Educational Facilities all recom-
mend lines of sight that maximize 
visibility and foster positive social 
interaction. Fire-rated glass and 
framing options help ensure 
visibility in corridors, stairwells 
and other closed-off areas where 
attacks are prone to occur. 
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Daylighting and Visual Comfort

The introduction of daylight in buildings provides several 
benefits. Good daylighting allows for light penetration deep 
into the space while avoiding glare and direct solar lighting on 
work surfaces. Glass has good potential as a daylighting strat-
egy. In general, glass provides light transmittance, and provid-
ing fire-rated glazing in areas that would often be opaque 
allows for deeper penetration of sunlight and visual access. 

Visual comfort can include both views to outdoor spaces 
as well as avoidance of glare. Fire-rated glass products 
that incorporate patterns or films are good candidates for 
controlling or avoiding glare.

Environmentally Preferable Materials and Products

Some aspects of environmentally preferable materials are 
captured in the Materials and Resources section of LEED. 
However, there are a number of attributes that LEED does 
not consider that relate directly to fire-rated glass products, 
including life cycle assessment (LCA), abundance of raw 
materials, sustainable measures in acquisition or manufac-
ture, and non-toxic properties (not made of toxic materials). 
Glass is made from some of the most abundant materials on 
earth, and most of the products do not include toxic materials.

Acoustic Comfort

Acoustic comfort is another important element in sustainable 
designs. High sound transmission class (STC) values provide 
superior acoustic insulation. The criteria in LEED for Schools 
requires that windows in the building shell, classroom, partitions 
and other core learning space partitions meet an STC rating of at 
least 35. Fire-resistive glass products readily meet these criteria 
and can be customized to achieve higher STC ratings as needed. 

Summary

It is important to recognize the value of the holistic approach 
taken by the principles of high-performance design to achieve 
a truly sustainable building. As this article has demonstrated, 
it is possible for fire-rated glass and framing systems to contrib-
ute toward meeting the principles of both LEED-NC and 
sustainable building design in various ways.  

Endnotes
1.  From High Performance School Buildings, Resource and Strategy Guide, 

published by the Sustainable Buildings Industry Council
2.  Certified wood is the only product that can earn 1 point under 

Materials and Resource Credit 7 (LEED 2009).

About the Author: Diana San Diego has more than seven years of experience in 
the architectural glazing industry and more than 10 years of experience in public 
relations and marketing. She can be reached at DianaS@safti.com.

Stairwells, which are typically closed off from view and hard 
to illuminate, are given a makeover using 2-hour fire-resistive 
glass and framing. This area is bathed in natural light and is 
completely transparent thanks to fire-rated glazing.

To meet property line requirements while allowing natural 
daylight into the lobby of this building, 1-hour fire-resistive 
glass insulated with low-e in custom framing was supplied. The 
top units were sandblasted to reduce glare and create a soft-
filtered lighting effect for visual comfort.

This private office is protected by fire-resistive and ballistic-
rated glass and framing. The system meets ASTM E-119/NFPA 
251/UL263 for fire, Level 3 for ballistic, and Level 1 for attack. 
The framing has a cherry wood veneer finish.
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USTAINABILITY: it’s the word for the times. 
Architects, builders, designers and developers 
are committed to creating sustainable build-
ings that preserve the natural environment, 
utilize renewable resources, use less energy, 
and perform longer while providing comfort-
able places to live, work and play. However, in 
the door and hardware industry, our interest 
in sustainability goes beyond green building 
trends; in a tough economy, it makes sense to 
make the most of what’s available and seek 
ways to minimize costs. Perhaps that’s why 
companies large and small are looking at ways 
to incorporate sustainability practices into their 
business processes.

Sustainability is much more than just “going 
green.” It’s a way of doing business that meets 
the needs of the present without compromising 
the ability of future generations to meet their 
own needs. That means efficient use of natural 
resources, minimizing waste, protecting the 
environment, and training and developing 
human resources, all while keeping an eye on 
the bottom line and maintaining the success 
of the enterprise. It’s a triple bottom line that 
encompasses people (social sustainability), the 
planet (environmental sustainability), and pros-
perity (economic sustainability).

Sustainability goals can be as important as 
profitability goals. While many companies are 
embracing green programs to meet the demands 
of environmental regulations, some companies 
are changing their operational practices as well. 

“Most companies today are challenged by 
a multitude of market conditions: globaliza-
tion, economic conditions that have enhanced 
competition and forced downward pricing 
pressure, ever-more-stringent environmental 
regulation, and rising costs for materials,” says 
Larry Repar, Masonite’s Chief Operating Officer 
and Executive Vice President. “As sustainability 
has emerged as a worldwide concern, companies 
have recognized that environmental steward-
ship and operational efficiencies often go hand 
in hand.”

The architectural openings industry is begin-
ning to accept its responsibility to pursue envi-
ronmentally friendly strategies and initiatives. 
However, while any business is concerned about 
all investments it makes, investment in sustain-
ability initiatives are no different. Businesses 
have their own bottom line and concerns 
about their ability to stay competitive, grow, 
and provide stable, long-term job security for 
employees and their families. Every investment 
must be scrutinized for its financial viability 
and its ultimate contribution to the health and 
welfare of its stakeholders. 

“As overall awareness of global environmen-
tal conditions grows and demand for more 
environmentally friendly products increases, 
viable economic opportunities are developing 
for investment into new, greener products and 
strategies and embracing sustainable business 
practices,” notes Repar. 

Sustainability Beyond 
Environmentally Friendly Doors

By Steve Farley

S

Creating a sustainable business is a 

comprehensive approach that includes 

streamlining manufacturing processes and 

logistics, offering innovative products to meet 

customer needs, and continuously seeking out 

better ways of doing things.
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To strategically approach envi-
ronmental and other business chal-
lenges, companies should consider 
establishing a blueprint of values 
and goals as a guiding reference at 
the core of their activities. 

With a focus on employee safety 
and environmental stewardship, 
companies that have undertaken 
sustainability initiatives should 
pursue their goals through a 
multifaceted approach that includes 
employee engagement, improving 
operating efficiencies, conserving 
resources, recycling and reus-
ing materials, collaborating with 
customers and industry organiza-
tions, and pursuing research and 
development. Efforts in all of these 
areas lead to triple bottom line 
benefits. 

1.  Encouraging Ideas and  
Collaboration

Encouraging ideas and facilitat-
ing involvement from employees 
is a must for the success of any 
sustainability endeavor. To generate 
ideas, consider forming a committee 
made up of representatives from 
various functional areas. This group 
should meet regularly to discuss 
global green trends, company envi-
ronmental policy and sustainable 
practices. It should also be respon-
sible for monitoring regulations and 
company compliance, with an eye 
toward innovation and a commit-
ment to leadership in this area. 

By monitoring new regulations, 
such a group would ensure that 
the company was prepared for new 
regulations such as the California 
Air Resources Board requirement, 
or CARB, for lower formalde-
hyde emissions (formaldehyde is 
used in many glue resins) from 
composite wood products like 
particleboard. This regulation will 

soon be enforced nationally. Is your 
company prepared? Being in the 
forefront of environmental trends 
and regulations can help businesses 
recognize early opportunities and 
position themselves with a strategic 
competitive advantage. 

Throughout the organization, 
each location should have a respon-
sibility to the bottom line, as well as 
to supporting sustainability goals. 
Managers and employees can be 
challenged to find ways to save 
energy and work more efficiently, 
and through these efforts, they will 
realize the added benefit of saving 
money. As an example, a plant-wide 
initiative undertaken by a wood 
door manufacturer in Mississippi 
targeted multiple areas for reducing 
electric and water usage. Through 
Lean Sigma initiatives, the company 
experienced a significant drop in 
resource usage and experiences 
nearly $350,000 in annual electric 
savings and a $200,000 reduction 
in annual water consumption. As a 
result of these collaborative efforts, 
companies will put less stress on 
resources in the communities where 
their facilities and employees are 
located. 

2.   Improving Operational 
Efficiencies and Conserving 
Resources

Sustainability calls for the efficient 
use of resources, and companies 
should always be looking for ways 
to streamline manufacturing and 
logistics processes. For example, 
regional manufacturing plants help 
reduce the amount of travel needed 
to deliver products to distributors 
and customers, resulting in lower 
transportation costs and more effi-
cient energy usage.

Like many industries, a decline 
in the construction industry in 

the early 2000s, followed by an 
economic recession, had a signifi-
cant impact on millwork manufac-
turers. In an effort to reduce costs, 
many companies turned to lean 
manufacturing practices. For a 
business to operate sustainably, it 
is essential to practice continuous 
improvement in operational efficien-
cies. Lean Sigma projects can prove 
very successful in reducing energy, 
water and material usage while 
reducing operating costs as well. 
As a beneficial byproduct, negative 
impact on the environment is also 
reduced.

A few examples of recent projects 
illustrate several areas where busi-
nesses can invest for long-term 
resource conservation and financial 
savings: 

■ A manufacturing plant in Chile 
worked to achieve government 
environmental certification by 
making improvements in every 
discipline. It reduced energy 
consumption by 17.3%, water 
consumption by 9.2%, and waste 
by 12.2%, while converting 50% 
of batteries used to recharge-
ables and achieving annual sav-
ings of $170,000.

■ Facing high fuel costs and rec-
ognizing that heat from residual 
systems was being lost, a com-
pany in Canada devised a way 
to capture heat loss from its air 
compressor system and use it to 
help heat its building. 

■ Facing ongoing lighting main-
tenance costs, a Pennsylvania 
company recently completed 
a full facility lighting upgrade 
that will save 6.2% on electric 
usage, reduce energy consump-
tion, and provide significant 
annual savings.
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3.  Recycling, Reusing, Repurposing

Door manufacturers have 
responded to environmental 
concerns and regulations by looking 
for ways to use resources more effi-
ciently while recycling, reusing, and 
repurposing materials. Commercial 
and residential customers alike ask 
for products that are environmen-
tally friendly. 

Use of recycled materials in the 
manufacture of doors is becom-
ing increasingly common. Interior 
molded door facings contain 
post-industrial wood chips as a 
key ingredient. Fiber products and 
wood-based and wheat straw-based 
particleboard products contain 
recycled content, and new materi-
als in these components are made 
of renewable materials. The use of 
recycled material puts less stress on 
forests by reducing the energy use 
for extraction and transportation 
of new materials and repurposing 
materials that would otherwise be 
diverted to landfills. 

Companies should also explore 
the possibility of finding new 
uses for their byproducts. This 
benefits the environment while 
reducing disposal expense, and in 
some instances, it can even help 
other businesses and the commu-
nity. A wood door manufacturer 
provides AgRite, a waste lime 
from its mineral core manufactur-
ing process, to local farmers to 
amend the soil through a regulated 
program based on specific material 
criteria. Farmers benefit through 
increased crop yields, and the 
company does not have to landfill 
a manufacturing byproduct. Waste 
from sanding doors or grinding 
off-spec doors is sold to farmers as 
barn bedding instead of being sent 
to landfills.

4.  Responding to Environmental 
Regulations and Market Needs 

As green building gains momen-
tum, manufacturers must constantly 
stay on top of environmental 
regulations and industry standards. 
Sustainable forestry initiatives are 
especially important to the door 
industry, requiring a commitment 
to purchase wood products that 
are identified for sustainable forest 
management. 

The Forest Stewardship Council 
(FSC), an independent forest 
management and supply chain 
standard-setting organization, 
oversees a widely recognized 
certification process. FSC Chain 
of Custody certification provides 
assurance that products bearing 
the FSC label directly support 
responsible forest management. 
Any company in the supply chain 
needs to be FSC-certified in order 
to label or promote its products 
as FSC-certified. Meeting the 
requirements for this certification 
is a complex process, requiring a 
significant investment in time and 
resources. 

As the demand for third-party 
environmental product certifica-
tions continues to grow, many 
companies in the value chain are 
finding it hard to keep pace with 
the complexity of technical and 
regulatory requirements. What not 
long ago was considered a basic, 
everyday product now must be 
documented in detail regarding its 
environmental features, regulatory 
compliance, component content, 
chemical content, emission levels…
and the list goes on. Currently, 
many additional certifications and 
regulations are being discussed 
throughout the industry. 

Because environmental product 
requirements can be complex, 

many customers need assistance 
understanding the documenta-
tion and certification process. 
Companies that have achieved 
certification can add value to their 
brand and strengthen partnerships 
by sharing their expertise with 
others in the industry. Not only 
will your customers be grateful for 
the assistance, it will also help you 
maintain a competitive position in 
the marketplace. Partnering and 
sharing expertise will be in more 
demand throughout the industry 
as environmental complexities 
increase. 

5.  Investing in Industry-Wide 
Education and Training

As the rapid evolution and 
growth of green building has 
brought many challenges to the 
construction market, professional 
organizations, manufacturers and 
industry governing bodies must 
continuously work together to 
develop and implement sustainable 
business practices. 

For example, the U.S. Green 
Building Council’s LEED® 
(Leadership in Energy and 
Environmental Design) program 
has had a significant impact on 
the building construction industry 
with its portfolio of green building 
rating systems heavily weighted 
toward the architecturally specified 
commercial market. As the LEED 
building program has evolved, its 
rating systems have been updated 
to ensure that the latest and green-
est technologies are used and the 
best environmental practices are 
implemented. These program revi-
sions have pushed the limits of 
current technology, material sourc-
ing and manufacturing capabilities. 
As a result, a lot of confusion has 
resulted among architects, contrac-
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tors, product distributors and 
manufacturers in terms of what 
product meets the specified require-
ments for a given project. 

Technical training is essential 
to help customers and business 
partners understand the specific 
requirements of environmental 
regulations, LEED, and other green 
building rating systems, as well as 
the obligations they have to their 
business partners for transparency 
in environmental and regulatory 
compliance.

6.  Ongoing Research and 
Development

Finding better ways of doing 
things and looking ahead to the 
future is also an important aspect 
of sustainability, especially as 
environmental regulations continue 
to increase and the market seeks 
efficient, cost-effective solutions. 
For example, concerns about vola-
tile organic compounds (VOCs) 
and their impact on indoor air 
quality are requiring companies 
to re-examine traditional wood 
protection treatments. Higher costs 

for some species of wood require 
manufacturers to seek alternative 
door facings and develop composite 
materials to utilize as product 
components. 

To help find answers that meet the 
needs of the construction industry, 
researchers are concentrating on 
advanced polymers, coatings, wood 
sciences, product design, new 
product innovation and continuous 
improvement. Additional focus is 
given to specifying, manufacturing 
and installation processes that help 
add efficiency and time savings 
and maximize the use of available 
resources. 

Innovations and advances in 
manufacturing technology will be 
in ever-increasing demand as manu-
facturers work to ensure that their 
customers receive quality products 
that meet or exceed a multitude of 
industry standards, building codes, 
third-party certifications and green 
building certification programs 
such as LEED, the National Green 
Building Program sponsored by 
the National Association of Home 
Builders, and product emission 

certifications such as the Scientific 
Certification Systems Indoor 
Advantage™ certification.

Conclusion

Delivering quality products and 
solutions that meet customer needs 
while maintaining responsibility to 
the environment is a challenge for 
any company, but it’s an ongoing 
effort in which every small step can 
make a difference. 

“We believe that every company 
in our industry must work to 
evolve its sustainability business 
model. Operating a sustainable and 
profitable business is an ongoing 
process—one where we’ll always 
find opportunities to improve,” says 
Repar. 

Sustainability is often referred 
to as a journey, and it is an effort 
where the door and hardware 
industry is making great strides. 
The challenges are many, but work-
ing together to overcome them 
is essential to finding a path that 
sustains the requirements of people, 
planet and profits.  

About the Author: Steve Farley is the Senior 
Product Manager – Commercial Products 
for Masonite Corporation. He has 25 years of 
experience in the commercial door and hard-
ware industry and has extensive experience 
with major hardware, hollow metal and wood 
door manufacturers. He is a member of the 
Construction Specifications Institute and is a 
certified Construction Document Technologist. 
He also serves on multiple industry association 
committees, including DHI and the Window and 
Door Manufacturers Association.

1. Improve everyday efficiencies. 
Doing more with less not 
only saves money, it also 
helps conserve resources

2. Look for better ways of doing 
things. Small changes, whether 
in manufacturing materials 
or distribution patterns, add 
up to significant results.

3. Reduce, reuse, recycle.  
Find other uses for byproducts 

and waste materials

4. Generate ideas. Ask your 
employees to help find ways 
to conserve and innovate; 
then recognize their efforts.

5. Get involved. Find out what 
others in the industry are doing 
to operate more sustainably, 
and join the discussion.

Five Ways to Embrace Sustainable Business Practices

Eco-friendly initiatives can be good for the  
bottom line, as well as the environment.
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OST SLIDING AND SWINGING BALCONY DOOR SYSTEMS 

used in multifamily housing and multilevel construction require 
that they be placed on the surface of the balcony substrate to 
allow water to drain properly (see Figure 1). While this adequately 
addresses water drainage from the unit, the trade-off often results 
in a non-compliant door entrance. Thresholds that are more than 
½" in vertical height do not comply with relevant sections of ADA 
Title III, Fair Housing Act, and model building codes like the 
California Building Code, Section 1132A.4, “Level floor or landing.”

Door manufacturers have developed sophisticated sill weeping 
systems that prevent moisture damage to the interior of the unit 
while also providing for various design pressure ratings (DP) for 
doors and windows as required by local code enforcement agen-
cies. Design pressure rating represents the maximum positive and 
negative wind load that a window or door can experience without 
breaking, deglazing or permanently distorting.

Photos by terry@imagelight.com of ImageLight Photography

Solving THRESHOLD 
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Depending on the geographical location, DP rating requirements 
vary significantly. Typically, the greater the DP rating, the higher 
the vertical rise needs to be at the threshold. 

While these engineered design factors make for safer environ-
ments in multifamily and multilevel construction projects, the level 
of complexity for finished door threshold compliance increases and 
becomes more problematic. 

A recent project in San Francisco, at the Mary Helen Rogers 
Senior Community Center, encountered this very problem with 
vertical rises at balcony door thresholds that exceeded federal and 
state building regulations. 

SafePath Products of Chico, California, was asked by HKIT 
Architects of San Francisco to present a product solution for code 
compliance at the facility’s out-swinging balcony doors. It was criti-
cal not to impede but rather to facilitate the weep channels existing 
in the door systems while providing an attractive, green solution to 
the problem. 

Working with Cahill Construction and HKIT Architects, 
SafePath Products developed a secondary substrate—material 
made from 100% recycled tire rubber that had the look and feel 
of gray granite that satisfied the Fair Housing Act and the local 
California Building Code (see Figure 2). 

Ultimately, an entry-level landing substrate was created that 
incorporated field-verified weep hole locations for exact place-
ment of drainage channeling at all weep holes throughout the 
length of the door and window systems. The entry-level landing 
in conjunction with weep holes allows for a subterranean pathway 

Weep holes, 

sometimes known 

as drainage 

channels for 

window and door 

systems, can 

create barriers that 

conflict with ADA 

and access code 

regulations.

Figure 1

Figure 2
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so that water can escape as originally designed—out 
to the front of the balcony. At the same time, this 
system offers an attractive substrate made from 
100% recycled rubber that incorporates a proprietary 
quartz-coated surface, which provides a functional 
and attractive slip-resistant surface while channeling 
excess water underneath. This ultimately creates a 
safer surface for the tenants by reducing the slippery 
balcony surface, with weep holes operational. 

Ancillary benefits of this entry-level landing 
include the look and feel of a granite surface, the 
sound-reduction qualities offered by the rubber 
substrate, and most significantly, one of the highest 
static coefficient surface ratings (SCOF) in existing 
building materials in the industry. 

Disability access is a legal mandate that demands to be included in the engineering 
elements of threshold access for multilevel and multifamily housing construction. This is 
necessary, not just for legal reasons, but because of the market growth of our aging popula-
tion, a demographic that is growing in the multifamily housing arena in greater numbers 
than ever experienced and which will continue at a steady increase until at least 2025. 

Overall, this product solution was a success, utilizing several hundred pounds 
of recycled tires for each balcony and providing a safer, quieter and more attractive 
balcony surface for seniors who are scheduled to take residence this year.  

About the Author:. Timothy Vander Heiden, J.D. is CEO of SafePath Products and Van Duerr Industries, Inc., 
with more than 19 years of experience marketing and manufacturing products for ADA compliance, specializing  
in green technology for the architectural marketplace. SafePath Products has been producing green architectural  
products since 1994 and continues to offer the largest selection of transition products. Tim can be reached at 
800/497-2003 or timv@safepathproducts.com.
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Our Mission
Our mission is to promote secure and safe openings that enhance life safety. We accomplish this through 

outreach efforts, including awareness and education, and by supporting important research.

www.dOOrsecuritysafetyfOundatiOn.Org

Through our relationship with the Door and Hardware Institute (DHI), we utilize resources of considerable experience 

and expertise to conduct these outreach activities in the building construction community, thereby ensuring that the 

critical balance of life safety and security is maintained within architectural openings that serve the general public.

• Create awareness within the building design, code authority, and facility management 

communities of the critical role the architectural openings industry plays in achieving 

and maintaining the balance between life safety and security.

• This balance begins with technical expertise of the proper product applications and code 

compliance during initial construction, continuing throughout the building’s life cycle 

with ongoing inspections, remediation, upgrades, and maintenance.

• Provide education to the building design, code authority, and facility management 

communities on basic architectural opening products and applications to better 

understand the importance of fire and egress door assemblies within a building.

• This basic understanding places an emphasis on the code-mandated requirements of 

inspection and maintenance of fire and egress door assemblies.

• Conduct research on key issues of interest in the areas of life safety and security to the 

building design, code authority, and facility management communities.

• Provide the public and the building design, code authority, and facility management 

communities with access to that research. 
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b y  J o s e p h  V a i d a

WHAT CAN DOOR AND HARDWARE PROVIDERS  
be looking for when it comes to new products and offerings 
in the near future? What will be the trends that stand out? 
Will they be end user- or channel-influenced? Installers and 
maintenance professionals will be pleased to learn that much 
of what is happening in the door and hardware industry 
is focused on how to make their jobs easier. Some of these 
product innovations include making the actual installation 
and maintenance of a product easier, while others help profes-

sionals specify better solutions for their users, avoiding complaints that the 
product is not meeting their needs.

Take, for instance, the use of a vertical cable system versus rods in exit devices. 
Enclosed cable technology has been extensively used on automotive braking and 
transmission systems, aeronautical prop adjustment, and throttle and pitch control 
systems, as well as on recreation vehicles such as bicycles, motorcycles and boats 
for years. Why not bring this proven, durable technology to door hardware?

Imagine: Instead of installing and adjusting vertical rods, the installer 
would simply insert and secure a flexible cable latching system into the door 
before the exit device is installed. Once the latches are secured in the top and 
bottom of the door, the user would install the exit device and quickly attach it 
to the cable latching system. During the entire installation process, only one 
point of adjustment would be required.

Such an innovation addresses the frustrations that installers and their main-
tenance peers have come to accept with traditional vertical rod systems. By 
eliminating the trigger mechanism typically found at the top of the frame, a 
vertical cable system significantly reduces the time and maintenance required 
to make adjustments when compared to installing a traditional vertical rod 
system. Instead of having to move adjustment screws in and out repeatedly, the 

Door Hardware Trends: 

EASY!Make ItMake It

Photos Courtesy of Ingersoll Rand Security Technologies
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user only tightens the screw at the 
point of attachment to ensure that 
the concealed vertical cable system is 
properly installed. Installers can even 
adjust the height of the bottom latch 
while the door is hanging. 

Going a step further, door and 
hardware professionals can even 
order a door solution that includes 
a concealed vertical cable system 
factory-installed in an L-series door. 

Ordering	the	Right	Products		
in	the	First	Place

All too often during the bid 
process, the same hardware prod-
ucts are ordered for use throughout 
a facility. However, there can be a 
big difference in what is needed 
for the front door, the lobby exits 
and a reading room. When the 
wrong product is deployed, users 
complain. So what can you specify 
in the first place?
Quiet: For areas 
that are used 
for sleeping, 
healing, study, 
concentration 
or the overall 
reduction 
of auditory disturbances, choose 
whisper-quiet latches and sound-
reducing exit devices. The right envi-
ronment helps everyone do a better 
job, and noise reduction can be a key 
component for many environments. 

For instance, by replacing 
magnetic solenoids that require 
high-voltage inrushes for traditional 
noisy electronic latch retraction 
with motor-driven latch retraction, 
a much quieter solution with fewer 
disturbances is possible. In hazard-
ous areas where electronics are not 
permitted but still require quiet 
latch retraction, pneumatic latch 
retraction is ideal. By incorporating 

an innovative mechanical damper to 
decelerate mechanical pushpads on 
the push and return stroke, most of 
the noise associated with pushpad 
exit devices is eliminated. Lastly, the 
aforementioned concealed vertical 
cable system exit devices eliminate 
the rattles of rods in the door and 
the clanking of rods on the floor. 
Higher Security: Hospitals, schools, 
military, commercial and retail facili-
ties often require egress that needs to 
be monitored, extra protection against 

theft or vandalism, or unique safety 
and notification solutions. There are 
many openings that require elevated 
security based on the people, prop-
erty and equipment that they protect. 
These include areas such as the data 
center of an office building, the back 
entrance to a commercial retail store, 
and specialized areas of a hospital.

When greater security is required, 
steer the facility manager to an exit 
device available in a rim configura-
tion featuring a two-piece latch that 
is 90 degrees to a strike pad that 
delivers over 2,000 pounds of static 
load resistance. 

If the facility needs to temporarily 
prevent individuals from exiting while 
still meeting fire/life safety needs, 
select an exit device that provides a 
delayed egress solution with options 
that fit the unique needs of that facility. 
Make sure the device meets NFPA 101, 
Special Locking Arrangements, and has 
an optional cylinder dogging for 
increased security. 

Although exit devices are 
commonly dogged open during the 
normal operating hours of a facility, 

they need to be secured after-hours. 
A dogging indicator light, which can 
be seen from more than 50 feet away 
from the exit device, provides a visual 
indication that helps reduce the time 
needed to conduct inspections.

Classrooms need to be immediately 
secured for the safety of teachers 
and students in the event of an emer-
gency. Whether new construction 
or a maintenance upgrade, schools 
can implement a classroom security 
option with visual status indication. 

With the visual lock/unlock indicator 
and 180-degree thumbturn rotation, 
teachers and administrators can rest 
assured that their environment will 
be safe and secure.
Aesthetics: Custom aesthetics can 
provide an atmosphere that allows 
for creative expression without 
being intrusive at sports arenas and 
stadiums, theme parks and enter-
tainment venues, museums, hotels, 
restaurants, and daycare facilities 
and preschools. To enhance a build-
ing’s personality or blend with the 
environment, door and hardware 
providers might suggest a unique or 
custom décor, personalized identity, 
thematic graphics and/or special 
color matching.

Such building owners take pride 
in their facility and often look for 
unique ways to make their building 
stand out. Custom graphics can be 
used to show pride in a university, 
support the home team in an arena, 
and even provide unique messag-
ing on the exit device (for example, 
“Thank You, Come Again”).

Likewise, architects often go to 
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great lengths to make the interior 
of a building unique or inviting. 
Were you aware that door hardware 
comes in 250 custom colors to match 
the aesthetics of a building or to 
blend with wall art or a mural? 
Custom colors can enhance a hotel 
or office building or provide an 
entertaining and unique look for a 
children’s museum or an aquarium.
Harsh Environments: In some appli-
cations, it is important that the door 
hardware can stand up to inclement 
weather or harsh conditions. 
Outdoor locations, pools, aquariums, 
water parks, zoos, hospitals and even 
libraries and museums can provide 
challenges. In such locales, one needs 
to mindful of the need for protection 
against humid, wet or salty condi-
tions, resistance against chemicals, 
and special code considerations. 

For instance, severe wind and 
tornadoes require a safe and secure 
shelter. In these areas, door and hard-
ware providers need to suggest certi-
fied and tested products to help keep 
students, employees and patrons safe 
in the event of a weather incident. Be 
sure that the product is FEMA- and 
ICC-compliant. Coastal areas can be 
hit hard by severe storms and hurri-
canes. In these places, openings need 
to pass extreme certifications to make 
sure everyone inside the building is 
safe and secure. 

Exit devices mounted to exterior 
doors are often exposed to rain and 
other elements. Water can enter 
an exit device and cause critical 
components to potentially rust or 
function improperly. Drainage holes 
are available to allow the water to 
leave the exit device to improve 
the life of the device. Likewise, 
humidity and heavy rain can find 
their way into the exit device and 
cause electronics to malfunction. 
Waterproof switches help prevent 

this. Protective clear-coat applied to 
the exterior of the exit device addi-
tionally helps to prevent the effects 
of weather or chemical corrosion. 

A pneumatic latch retraction 
solution is ideal for applications in 
hazardous areas where electronics 
are not permitted, areas that are used 
to store flammable materials, testing 
rooms, wastewater treatment rooms 
or clean rooms. The pneumatic device 
provides efficient latch retraction 
through the use of compressed air.

In the event of a fire or other 
emergency situation, facilities can 
lose power, and hallways can fill 
with smoke. Power failure and 
smoke can make exit devices and 
signs difficult to see. Safety Glow 
provides an additional level of 
visual identification in the event of 
an emergency. It meets Materials 
and Equipment Acceptance (MEA) 
standards and is available on selec-
tive exit devices. 
Unique Situations: Many projects 
throw door and hardware profes-
sionals a real curve ball. Restaurants, 
hotels, museums, stores and show-
rooms, churches and chapels, 
hospitals and military facilities all 
too often need something unique. 
Sometimes they need extra-thick 
doors for greater security or thermal 
resistance or they need tall archi-
tectural doors to match the ceiling 
height of an entrance. Other times 
wide doors are required to allow the 
passage of large equipment, or, for 
aesthetics, the facility just wants a 
unique doorway.

Don’t despair. Door and door 
hardware manufacturers can help 
you to configure your exit device 
for doors that are outside of what is 
considered standard height, width 
and even thickness. 

For instance, wide doors are often 
used in manufacturing and indus-

trial applications due to the frequent 
movement of large equipment and 
vehicles. A shorter 2' device with a 
standard 3' device can be used in 
a 5' opening to meet code require-
ments. The 5' solution allows for the 
occasional movement of gurneys or 
large equipment. 

Unique conditions can require a 
door to be thicker than the industry 
standard. Sound-proof rooms or large 
insulated freezers need a door thick 
enough to contain the sound or the 
temperature. They, too, are available.

On doors that are greater than 10' 
tall, surface vertical rods become 
quite an eyesore. Historically, 
concealed vertical rods solved 
aesthetic needs, but they are an 
installation and maintenance hassle. 
The concealed vertical cable system 
is again the perfect solution for such 
doors—tall doors, short doors and 
every height in between. It delivers 
the aesthetics you want out of a 
concealed system without the instal-
lation and maintenance require-
ments of traditional rods. 

Take	Advantage	of	New	Trends

Double-check what your manu-
facturer has recently introduced. 
In most cases, you will see that the 
main reason for the new products 
has been to make your job easier 
and your company more success-
ful by providing products that are 
easier to install and maintain. They 
also provide you with more options 
to satisfy your customer.  

About the Author: Joseph Vaida is a 
Portfolio MarketingManager—Mechanical for 
Ingersoll Rand Security Technologies.
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ANY ARTICLES HAVE BEEN WRITTEN ABOUT THE DESIGN-BUILD DELIVERY 
method and the ways in which design requirements are conveyed from 
the owner to the design-build entity (DBE). Typically, the contract docu-
ments for design-build projects include a project description in the form of 
performance-based requirements. Performance requirements describe the 
results desired and the means that will be used to verify compliance. Thus, 
an owner needs to be very clear about what is required of the DBE, and those 
requirements need to be incorporated into the documents that will become 
the contract between the owner and the design-builder.

Many sources provide guidance about the preparation of owner/design-
builder contract documents, but very little attention has been given to the 
preparation of specifications within the DBE—between the design profes-
sional and the constructor,1 who essentially are on the same team.

Design-Build Entity Organization

Unlike the traditional tripartite relationship of owner, design professional 
and contractor in a standard construction contract (see Figure 1), a design-
build contract is a single contract between the owner and the design-builder, 
which may consist of a single company or multiple companies that form the 
DBE. The organizational structure of a DBE can take many forms:

Illustrations are courtesy of RLGA Technical Services, LLC.

By Ronald L. Geren,  
AIA, CSI, CCS, CCCA, SCIP
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Specifying for Design-Build Projects
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■  Pure Design-Build: This is a single company 
specifically structured to provide design-build 
services, which include design and construction 
activities (see Figure 2).

■  Constructor-Based: Also called contractor-led, this 
is when a constructor is the prime and hires a 
design professional to provide the design services 
(see Figure 3).

■  Designer-Based: Also called designer-led, this is 
when a design professional is the prime and hires 
a constructor to provide construction services (see 
Figure 4).

■  Developer-Based: Also called developer-led, this is 
when a developer is the prime in the owner-DBE 
contract and hires separately a design professional 
and a constructor to provide design and construc-
tion services respectively (see Figure 5).

■  Joint Venture (JV): This is when a design profes-
sional and a constructor enter into a joint venture 
agreement to provide design-build services. The 
joint venture then enters into a design-build 
agreement with the owner (see Figure 6).

■  Single-Purpose Entity (SPE): This is when a 
design professional and a constructor create a 
corporation or limited liability company (LLC) 
that enters into a design-build agreement with the 
owner (see Figure 7).

Specifying for Design-Build Projects

Figure 4. Designer-Based Figure 5. Developer-Based

Figure 6. Joint Venture (JV)

Figure 7. Single-Purpose Entity (SPE)
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Within each of these organi-
zational structures, the design 
professional has a slightly different 
relationship to the other members 
of the design-build team. It is these 
slight differences that affect the 
specifying responsibility of the 
design professional.

The	Design	Professional’s	
Specifying	Responsibilities

In the design-build delivery 
method, the contract documents do 
not include drawings and specifica-
tions in the traditional sense. The 
drawings and specifications used 
for a design-build project are simply 
construction documents prepared 
by the DBE that provide essential 
information necessary to secure 
required approvals (e.g., building 
permits) and to construct the project. 
Additionally, the owner may require 
that specifications be submitted as a 
means of verifying compliance with 
certain performance requirements in 
the contract documents.

Some design-build contracts 
are based on the bridging method, 
which is a hybrid between the 
design-bid-build and design-build 
delivery methods. The bridging 
method involves providing the DBE 
with a set of contract documents 
(commonly referred to as bridging 
documents) that include drawings 
and a project description completed 
to a level comparable to those 
prepared during the design devel-
opment phase under a standard 
design contract. Some materials 
are specified, and the remaining 
requirements are provided as 
performance requirements. This 
gives the owner more control over 
the design of the project but also 
transfers some of the risk back to 
the owner. 

Under the bridging method, 
the DBE provides drawings and 
specifications based on the bridging 
documents, and the DBE’s design 
professional becomes the architect- 
or engineer-of-record for those 
construction documents. Although 
the bridging documents may limit 
the DBE’s flexibility in designing the 
project and selecting materials, the 
DBE-prepared documents are used 
in the same capacity as traditional 
design-build projects.

Even if the owner does not require 
specifications as a condition in the 
owner/design-builder agreement, 
the design professional should 
prepare specifications as a risk 
management tool. Specifications 
document the design professional’s 
decisions in regard to material 
selection and quality. Any deviation 
from the specifications that is not 
approved by the design professional 
transfers the risk for that aspect of 
the work from the design profes-
sional to the entity that performed 
or authorized the deviation. 
Without specifications, the design 
professional has no documentation 
to provide as evidence that a devia-
tion was made.

The	Role	of	Specifications

For a design professional work-
ing as part of a DBE, the role that 
specifications play varies depending 
on the type of DBE organization in 
which they are used.

■  Pure, JV, and SPE: Since the 
design professional and the con-
structor are essentially equal 
partners within these DBE 
organization types, the specifi-
cations are considered internal 
construction documents—not 
contract documents—used to 
convey the design intent, obtain 

required approvals, and manage 
the design professional’s risk. 
The constructor is not contrac-
tually bound to the require-
ments in the specifications.

■ Designer-Based: This DBE 
organization type places the 
design professional in a supe-
rior position to the constructor. 
Thus, the specifications fulfill 
a role as contract documents 
similar to those used in the 
traditional tripartite relation-
ship. Much of the content in 
Divisions 02 through 49 can 
remain as normally prepared; 
however, since the owner is not 
a part of the agreement between 
the design professional and the 
constructor, Division 01 sections 
will need extensive modifica-
tions. For example, Section  
01 26 00, Contract Modification 
Procedures, will need to delete 
content addressing the owner’s 
approval of change orders.

■ Constructor-Based: Although 
the constructor is in a superior 
position, specifications used 
within this DBE organization 
type serve a purpose similar to 
that for pure, JV and SPE orga-
nization types—they convey 
design intent, obtain required 
approvals, and manage the 
design professional’s risk.

■ Developer-Based: This DBE 
organization type is virtually 
identical to the tripartite con-
tractual arrangement except 
that the developer assumes the 
owner’s traditional role and 
responsibilities. In this arrange-
ment, the construction docu-
ments prepared by the design 
professional likely will form 
the basis of contract documents 
between the developer and 
the constructor. Therefore, the 
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specifications will assume their 
familiar role as part of the con-
tract documents. However, ref-
erences to “Owner” in the speci-
fications (primarily in Division 
01) will need to be replaced with 
either “Developer” or “Design-
Builder.” Whichever one is used 
should be used consistently 
throughout the specifications.

Editing	Specifications

Besides the design-build organi-
zational effects, the noncompetitive 
nature of a design-build project will 
also have an effect on the prepara-
tion of specifications. Unlike most 
bid projects that require nonpropri-
etary or semi-proprietary specifica-
tions to increase competition, a 
design-build project is procured 
(i.e., cost of the work is established) 
prior to the final selection of prod-
ucts and materials. This allows the 
DBE to select the specific products 
and materials he or she wants, 
provided they satisfy the owner’s 
performance requirements in the 
project description.

With this in mind, design profes-
sionals should place foremost 
in their specifying priorities the 
protection of the public’s health, 
safety and welfare. Additionally, if 
aesthetics are a significant concern 
for the design professional, the 
physical characteristics should be 
specified. When specifying prod-
ucts and materials, any of the four 
specifying methods may be used: 
descriptive, performance, reference 
standard, or proprietary. 

Within each specification section, 
the content can be tailored to suit 
the various DBE organization types 
as follows:

■  Part 1. General: With the excep-
tion of designer-based and 
developer-based organization 
types, the specification content 
in Part 1 can be minimized; it is 
unnecessary to dictate require-
ments to your partners or to 
those who hired you. Since 
the design professional is not 
obligated to look out for the 
owner’s interests, only those 
requirements that affect the 
design professional’s responsi-
bility for the health, safety and 
welfare of the owner and the 
public should remain. For the 
designer-based and developer-
based types, requirements 
may be more specific, since the 
design professional will be in a 
position of ensuring constructor 
performance.

■  Part 2. Products: For all DBE 
organization types, Part 2 is 
edited in much the same way 
that specifications are edited for 
other project delivery methods, 
such as design-bid-build. 
Designer-based and developer-
based organization types will 
include detailed requirements 
for tighter control of product 
and material selection, whereas 
the other organization types 
can be less restrictive, allowing 
the design-builder some flex-
ibility in selecting materials or 
options.

■  Part 3. Execution: As with 
Part 1, Part 3 sections can 
include minimal content for all 
DBE organization types except 
for designer-based and devel-
oper-based types. The design 
professional will likely want 
more detail in the latter two 
types to provide greater assur-
ance of a quality installation.

For all DBE organization types, if 
the specifications become a contract 
document between the constructor 
and subcontractors (such as finish 
hardware, usually), then detailed 
Part 1 and Part 3 requirements may 
be desired. If this will be a funda-
mental purpose of the specifica-
tions, then Division 01 (e.g., Section 
01 42 00, References) should ensure 
that terms such as “Contractor” are 
defined to mean the subcontractor 
that is assigned to perform the work 
within the section.

Conclusion

Although the previous points 
provide a good foundation for 
preparing specifications for differ-
ent types of DBE organization 
types, a design firm should analyze 
its specific role in the design-
build arrangement (i.e., review its 
agreement). Once the design firm 
understands its role and responsi-
bilities within the DBE, it can make 
the necessary modifications to the 
specifications.

Endnote
1.  This article uses “constructor” to represent construction 

firms that are either contractors or construction managers.

About the Author: Ronald L. Geren, AIA, CSI, 
CCS, CCCA, SCIP is a Certified Construction 
Specifier and a Certified Construction Contract 
Administrator and is the principal of RLGA 
Technical Services located in Scottsdale, Arizona, 
which provides specifications and code con-
sulting services to architects, engineers, owners 
and product manufacturers. A 1984 graduate of 
the University of Arizona, Ron has more than 28 
years of experience with military, public and pri-
vate agencies. Comment on this article at www.
specsandcodes.com.
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N THE DAYS BEFORE HOLD-OPEN DEVICES ON FIRE DOORS AND SMOKE DOORS 
were actuated by smoke detectors, fusible-link closer arms were often used to 
hold open doors that were required to close if a fire occurred. Fusible-link closer 

arms incorporate a link made from pieces of metal held together by solder that is 
designed to melt when it reaches a certain temperature, releasing the hold-open and 
allowing the door closer to close the door. The problem with using a fusible link for 
this purpose is that smoke and gases will pass through the door opening before the 
fusible link becomes hot enough to release the door. This defeats the purpose of the 
fire door or smoke door, which is meant to protect the means of egress to provide an 
escape route for building occupants.

I’m asked quite often if fusible-link arms are still allowed to be used on fire 
doors. The logical place to start is NFPA 80, Standard for Fire Doors and Other Opening 
Protectives. Fusible links are addressed by NFPA 80, especially with regard to sliding 
fire doors, and the standard does not limit their use for swinging doors. Door opera-
tion is divided into three categories: self-closing, automatic-closing, and power-
operated doors. Here is the section from the 2007 edition of NFPA 80:
6.1.4.2 Self-Closing Doors.

6.1.4.2.1 Self-closing doors shall swing easily and freely and shall be equipped with a 
closing device to cause the door to close and latch each time it is opened. 
6.1.4.2.2 The closing mechanism shall not have a hold-open feature.

6.1.4.3 Automatic-Closing Doors. Automatic-closing doors shall be permitted to close 
automatically by means of the installation of a closing device and one of the following:

(1) A separate, labeled, fail-safe door holder/release device or a hold-open mechanism that 
shall be permitted to be an integral part of the basic closing device 
(2) An integral closing device that allows the door to swing freely and that automatically 
closes the door during an alarm condition, provided the hold-open mechanisms are 
released by one or a combination of automatic fire detectors acceptable to the AHJ

6.1.4.4 Power-Operated Fire Doors. Power-operated fire doors shall be equipped with a 
releasing device that shall automatically disconnect the power operator at the time of fire, 
allowing a self-closing or automatic device to close the door regardless of power failure or 
manual operation.

DECODED:
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Note: The 2010 edition of NFPA 80 is the same except 
that a requirement for the door to latch was added to 
Automatic-Closing Doors and Power-Operated Fire 
Doors. The 2013 edition of NFPA 80 did not make further 
changes but moved the section from 6.1.4 to 6.1.3. 

A fire door with a hold-open mechanism would be 
an automatic-closing door, and in this section, NFPA 80 
isn’t very specific. Would a fusible-link arm be accept-
able? Let’s check Chapter 3, Definitions:
3.3.6 Automatic-Closing Device. A device that causes the 
door or window to close when activated by a fusible link or 
detector.
3.3.7 Automatic-Closing Door. A door that normally is open 
but that closes when the automatic-closing device is activated.

Because an automatic-closing door is defined as a door 
with an automatic closing device, and the definition of 
an automatic closing device includes a fusible link as an 
option, my interpretation is that NFPA 80 would permit 
a fusible-link closer arm. But before you stock up on 
fusible-link closers or specify them for your next project, 
we need to consider the International Building Code 
(IBC) and NFPA 101, The Life Safety Code.

The International Building Code (2012: 716.5.9.3; 2009: 
715.4.8.3) requires fire doors and smoke doors in certain 
locations to be smoke-activated—automatic-closing by 
the actuation of smoke detectors or loss of power to the 
detector or hold-open. The code also requires smoke-
activated doors to begin closing within 10 seconds 
after the smoke detector is actuated. This applies to 
automatic-closing fire doors and smoke doors in the 
following locations:

■ Doors installed across a corridor
■  Doors that protect openings in exits or corridors 

required to be of fire-resistance-rated construction 
or in walls that are capable of resisting the passage of 
smoke

■  Doors in smoke barriers, fire partitions, fire walls, and 
shaft enclosures

■  Doors in refuse and laundry chutes and access and 
termination rooms

■  Certain doors in underground buildings, including 
walls for compartmentation and elevator lobby walls

■ Doors in smoke partitions
NFPA 101, The Life Safety Code, permits automatic-
closing doors in buildings of low or ordinary hazard 
contents or where approved by the Authority Having 
Jurisdiction (AHJ). The NFPA 101 requirements for 
automatic-closing doors are:

■  The door becomes self-closing upon release of the 
hold-open mechanism.

■  The device can be manually released and will then 
become self-closing.

■  The automatic releasing mechanism is activated 
by smoke detectors in accordance with NFPA 72,  
National Fire Alarm and Signaling Code.

■  The hold-open mechanism is released upon loss of 
power to the device.

■  When one stair door is released by smoke detection, all 
of the door leaves serving that stair will close.

More information about detectors, including the 
locations where they must be installed, can be found in 
NFPA 72, as well as NFPA 80. One of the common  

Electronic Hold-Open Fusible-Link Arm

Photos Courtesy of Ingersoll Rand Security Technologies
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questions with regard to NFPA 72 is whether smoke 
detectors used for door release must be monitored, 
as some hold-open devices include an integral smoke 
detector that is not typically monitored by the building’s 
smoke detection system. I had to get some assistance 
from the NFPA on this question, but I was assured that 
these smoke detectors are not required to be monitored 
by the system. This is spelled out clearly in paragraph 
21.8.2 of the 2010 edition of NFPA 72: 
21.8.2 All detection devices used for door hold-open release 
service shall be monitored for integrity in accordance with 
Section 10.17.
Exception: Smoke detectors used only for door release and not 
for open area protection.
NFPA 72 Handbook: Monitoring for integrity is not required 
for detectors integral to the door assembly, or stand-alone 
detectors not connected to the fire alarm system.

If you’ve read NFPA 72, you may have noticed the 
next paragraph, which seems to contradict the exception 
above, but because Class D circuits are used, the refer-
enced Section 21.2 does not require the detectors to be 
monitored, as explained in the NFPA 72 Handbook: 

21.8.3 All door hold-open release and integral door 
release and closure devices used for release service shall be 
monitored for integrity in accordance with Section 21.2.
Handbook: Generally, magnetic door release appliances are 
installed so that they release on loss of power. Where Class D 
circuits or pathways are used in accordance with 21.2.6, fail-
safe operation is provided, and monitoring for integrity is not 
required.

The codes in your jurisdiction may vary, so check 
the local requirements, but there are very few locations 
where fusible-link closer arms are acceptable for use on 
fire doors or smoke doors. This is to protect the means 
of egress from becoming compromised by smoke prior 
to the release of the fusible link. In locations where a 
hard-wired electronic hold-open unit is not feasible, a 
battery-operated unit with an integral smoke detector 
may be a good solution.  

About the Author: Lori Greene, AHC/CDC, CCPR, FDHI, is the Manager 
of Codes & Resources for Ingersoll Rand Security Technologies. She can be 
reached at lori_greene@irco.com.
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When members of this industry talk about the 
need to “recruit the next generation,” they’re talking 
about people like Matthew Martin, who began working 
at J.S. Archer in 1996 when he was just 15. Of course, as 
his father is the owner and president of the company, he 
wasn’t recruited so much as drafted into the profession.

 “I had no real attraction or expectation with 
doors, frames and hardware at all,” Martin recalls. “I 
started at the bottom, sweeping floors and grinding 

welds down on hollow metal frames in our fab shop. I slowly started learn-
ing the components and processes of getting the product out the door. From 
there I went to the delivery truck and began meeting the people who I would 
soon form relationships with once I was in the ‘office’ side of things.”

As Martin’s skills continued to grow, so did his conviction that he should 
make this job a career. After a few years of fabrication, delivery driving and 
field installation, he moved to the estimating aspect of doors, frames and hard-
ware, which he describes as being “the longest and hardest to learn.” But he 
enjoyed the work, as it gave him the opportunity to solve problems. “I love to 
be approached with an issue that seems to have no resolution and being able 
to fix it,” he explains. “It is by far the most rewarding part of what we do.”

Of course, as with any career, there are challenging aspects as well. For 
Martin, the greatest challenge he faces is the constant change in the indus-
try. “There is always something new coming out, and openings are becom-
ing more complex,” he says. “You are never done learning, and you really need 
to be on your toes and be very aware of the movement in the industry.” 

To help stay ahead of these changes, he makes a point of pursu-
ing industry education, which he cites as the most beneficial part of be-
ing a member of DHI. “I don’t know how anyone who does what we do 
can get by without attending seminars, conventions or classes,” says Mar-
tin, who also serves as the Old Dominion Chapter President.

So with an impressive 16 years of experience under his belt, what advice 
does he have for fellow members of Generation Y who are likely just begin-
ning a career in this industry? “Listen to everyone around you,” he suggests. 
“They have been there, and the knowledge that they can impart upon you 
can be quite staggering. Learn as much as you can. Do as much as you can. 
Work in the warehouses or shops; hop on a delivery truck; learn field instal-
lation techniques; take education courses. All of these things will come in 
handy when trying to educate a customer or fill in blanks on bid day.” ●

Matthew Martin
J.S. Archer Company, Inc.
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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!

Photos Courtesy of Mark Berger
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03

Simplicity works best. That’s a mantra for many people. 
We always use it as a rule for emergency exits: one motion to exit.  
How much simpler can it be?

We’ve seen simple and elaborate methods of dogging fire-rated doors 
open. We’ve highlighted everything from bean bags on the floor to broom 
handles over the hinge area to drop-down floor stops. All are bad ideas, 
and all are born of necessity, if you ask the people who came up with 
them. But all are potentially life-threatening in the event of a fire.

The arrival of the touch-type exit device, as opposed to the crossbar, 
eliminated the easy ability to chain doors. Many exit device manufacturers 
produce modern touchbars in which the rear of the bar area is slightly 
raised off the door. This allows their application over vision lite molding 
without the use of spacers. Unfortunately, this has also created opportuni-
ties for people to wrap something around the bar to keep it dogged. 

By Mark Berger
Keeping It Simple

03

We walked to another room, and there 
was our answer. The cable tie was slipped 
over the push section of the depressed 
device to make the door push/pull. The 
cable ties even come in different colors!

01 & 02

While attending an industry  
conference, all of the hardware attendees 

noticed these cable ties on the door.  
We wondered if they were left over as 

part of the construction process, but the 
hotel was several years old.

02
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04 & 05

Sometimes cable ties can serve a purpose. Here they 
are used to dog an exit device on an automatic door. 
This is a perimeter door and is not fire-rated, so 
dogging is acceptable. We know this because if you 
look to the right of the pushpad, you see the opening 
for an allen wrench, which is used to dog the device. I 
guess the cable tie was easier.

06 & 07

Security straps have been used for many years to discourage the use of exit doors.  
They are commonly found in airports. The proper ones break away when you press the  
exit device. However, I have seen cable ties or the plastic straps you find supplied with 
garbage bags used, too. Ever try to pull one of those apart?

07

I did see something else 
funny while taking this 
picture. It’s rare to see 
exit devices sticking their 
tongues out at each other.

04

05

06

07



DHI 2013 SPRING SCHOOL
April 28th – May 5th
National Conference Center, Lansdowne, VA 

Don’t miss out on the only opportunity in 2013 to attend 
the national classes!
We’ve assembled the fi nest line-up of nationally recognized, highly credentialed volunteer instructors to make this one-time event 
in 2013 the most valuable face-to-face learning experience available in our industry.

Course Numbers and Titles Duration Start Date

COR103 – Understanding Construction Documents 1 day Friday, May 3rd

COR113 – Architectural Hardware and Applications 3 days Tuesday, April 30th

COR120 – Door and Frame Applications 2 days Sunday, April 28th

COR125 – Takeoff and Estimating 2 days Saturday, May 4th

COR133 – Electrifi ed Architectural Hardware 5 days Tuesday, April 30th

COR140 – Using Codes and Standards 3 days Thursday, May 2nd

COR147 – Introduction to Specifying Doors and Hardware 3 days Sunday, April 28th

COR153 – Installation Coordination and Project Management 2 days Sunday, April 28th

COR160 – Material Purchasing Concepts 1 day Tuesday, April 30th

COR165 – Professional Sales 1 day Wednesday, May 1st

AHC200 – Masterkeying 1 day Sunday, May 5th

AHC205 – Detailing Hardware 3 days Thursday, May 2nd

AHC220 – AHC Exam Prep 3 days Sunday, April 28th

CDC300 – Using Door and Frame Standards 1 day Monday, April 29th

CDC305 – Detailing Doors and Frames 2 days Tuesday, April 30th

CDC315 – CDC Exam Prep 2 days Wednesday, May 1st

DAI600 – Fire and Egress Door Assembly Inspection 4 days Sunday, April 28th

EHC420 – EHC Exam Prep 2 days Thursday, May 2nd

Class sizes are limited. All prerequisite courses must be fulfi lled. Course offerings subject to change without notice. Contact DHI before registering.

FOR MORE INFORMATION, VISIT WWW.DHI.ORG OR EMAIL EDUCATION@DHI.ORG.

Instructor-Led Online Courses 
Convenient Industry Training at Its Best! 
Harnessing the power of the Internet allows us to bring several of our most important training 
courses right to your computer. Live instructors use streaming audio and video tools to create a 
one-on-one student-to-instructor experience that is not possible in a traditional classroom setting. 

Online courses are more affordable because they eliminate the cost of travel, accommodations, and meals. They’re accessible to 
anyone with a computer and convenient since they can be attended from the comfort of your home or offi ce.

DHI online classes are recorded and available for enrolled students to play as podcasts the day after each 
class. If you miss a class or would like to review the class content again throughout the week, you have the 
opportunity to download, save and review the podcast at your convenience!

“I think spanning AHC207 over the course of several weeks is the best way for students to benefi t from this advanced class. 
Information needs time to sink into the brain. This is how our brain learns, in addition to practicing.“  – Buthayna Taha, AHC

—  2013 SCHEDULE  —
AHC207 – Advanced Detailing Hardware Began January 24, 2013*

EHC400 – Drawings for Electrifi ed Hardware Systems Began January 30, 2013*

COR140 – Using Codes and Standards Starting in May 2013**

DAI600 – Fire and Egress Door Assembly Inspection Starting in September 2013***

AHC215 – Writing Hardware Specifi cations Starting in October 2013*

* These online instructor-led courses consist of seven live bi-weekly two- to three-hour long sessions over a 12-week period. 
Students will be tasked with completing written class assignments and submitting their work for review and comment by the 
instructors between class sessions. 

** These online instructor-led courses will meet twice a week (Tuesdays and Thursdays) for two to three hours per meeting over a 
four-week period for a total of eight live meetings. 

*** These online instructor-led courses will meet twice a week (Tuesdays and Thursdays) for two to three hours per meeting over a six-
week period for a total of 12 live meetings.

DHI ONLINE 
EDUCAT ION

FOR MORE INFORMATION 
For details, including course description, syllabus, start date, and pricing for each online instructor-led course, visit the 

Education section of the DHI website at www.dhi.org or email education@dhi.org. 

Registration will open approximately 60 days before the start of each online instructor-led course. All educational prerequisites are required to be fulfi lled 
prior to start date of online instructor-led courses. Course offerings and start dates subject to change. 

ndustry Education
YOUR CAREER, OUR COMMITMENT

Flexible  |  Convenient  |  Affordable
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Succession Planning Is Not Just for Executives
By Steve Epner, CSP
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W 
HY DO YOU NEED TO 
plan for succession within 
your company? It is easy 

to think, “We are doing just fine. 
Our years of experience are one 
of our best advantages.” We feel 
like we can, and will, keep going 
forever. However, down the road, 
it is inevitable that there will be 
transitions. Some key person will 
leave. It either will be well-planned 
and well-executed, or it will occur 
as an emergency. 

Transitions may be triggered by 
sudden changes in the business envi-
ronment, commodity price changes, 
government regulation or market-
place forces. Many changes occur 
due to sickness, tragic accidents and 
death, but there are other reasons 
as well. Am employee’s spouse may 
get a better job offer. Elderly parents 
may need care and cannot move 
themselves. Better climates attract 
some. And sometimes people just 
change their minds. An employee 
who promises to work until 70 
may not make it past his or her 65th 
birthday. As people age, their priori-
ties change. Time becomes a more 

valuable commodity, and we change 
plans to take advantage of what we 
have left. In each case, a transition 
will be needed. 

Transitions are also sometimes 
forced on companies when long-term 
employees are dismissed for a wide 
variety of reasons (not all of them 
positive). Jealousies, unintentional 
slights, changes in reporting rela-
tionships and many other causes are 
blamed for forcing people to alter 
their plans. Any of these will disrupt 
an organization that is not ready. 

None of us can control the unex-
pected, but as leaders, we must plan 
for the future. 

Whether you own your busi-
ness or are a top executive, a 
highly regarded manager, or a key 
employee, one of your responsi-
bilities is to ensure the long-term 
success of the company. Each of us 
must make sure that the company is 
protected in case anything happens 
to us. 

Planning for change allows those 
who are affected to plan for their 
future. Done correctly, succession 
planning makes sure that everyone 

involved wins. Executives are 
assisted in preparing for their 
future with the support of the 
organization. They are rewarded 
for their longevity and loyalty and 
leave behind a positive legacy.

Depending on the circumstance, 
there may be little or no time to 
react. This is where advanced 
planning proves its worth. By 
accepting that change will happen, 
it is possible to be ready for it 
without the fear, finger-pointing or 
other negative behaviors that can 
make a transition tougher and less 
successful. 

The first step is to identify the 
company’s key employees. A key 
person is one who:

1. Might affect the company’s 
profitability by leaving

2. Others consider a “go-to” 
person

3. Has relationship control over 
trading partners and/or busi-
ness associates

It is usually easy to recognize 
these employees. They are the 
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people who are always in demand 
by the rest of the organization. They 
are the ones who know and are will-
ing to help everyone in the industry.

The question becomes: Who can 
be trained or groomed to fill the 
shoes of the key employees? The 
key individuals should start by 
selecting at least two persons whom 
they believe can grow into their 
job. In smaller companies, potential 
replacements may have two or more 
“move forward” options.

Top management should review 
the suggested persons by job. 
The different perceptions of each 
individual are often surprising, 
but consideration of the choices as 
a group ensures that everyone will 
work together. 

Once the key players and 
their potential replacements are 
confirmed, it is time to plan for their 
future. Start by understanding 
the skills and capabilities of each 
person. What is missing? Are there 
experiences that can be scheduled? 
What about training? Who do they 
need to be introduced to?

Then, establish a timeframe 
within which to complete the train-
ing activities. How soon should the 
training be done? Are there any 
predetermined dates (like a planned 
retirement) that must be met? How 
long will the planned activities 
take? In what order should they be 
accomplished?

Identify the timeline for each key 
employee. Have a target date, but 
also an “earliest date” and a “drop 
dead” date. History teaches that 
things rarely go smoothly, so plan for 
contingencies. The more buffer space 
you can build, the more choices you 
will have if things get tight. 

Plan for frequent evaluations. It 
is important to react quickly if there 
is any indication that the selection 

is not working. There may be a 
personality conflict, or the potential 
successor just may not be a good fit. 
In either case, the company should 
not waste time, energy or resources 
trying to fit a square peg into a 
round hole. 

A major benefit of succession 
planning comes from letting your 
best up-and-coming people know 
that they are valued and being 
readied for greater responsibility. 
The best and the brightest only 
stay where they see a future for 
themselves. If a position looks like 
a dead end, they will be gone as fast 
as possible. 

Transition plans must be built 
with both the mentors and their 
potential replacements. Over the 
selected timeframe, it is the respon-
sibility of the mentors to prepare 
their charges to take over their 
responsibilities. This can be intimi-
dating, so the mentors must have a 
high degree of self-confidence and 
self-worth to be willing to invest in 
working themselves out of a job. If 
the key employees do not trust the 
management of the company, it will 
be almost impossible to implement 
the plan successfully. 

Since plans change all the time, 
it is important that each candidate 
have a second opportunity available 
to them if the key person decides 
not to move as scheduled. This will 
keep talented individuals from 
going to competitors. 

Beyond skills, focus on relation-
ships. Use the training time to build 
continuity between the next genera-
tion of your leaders and those of 
your customers and suppliers. 

The only way to make sure that 
the learning is working is to provide 
opportunities for real action. Over 
the training period, the selected 
successors need to be given more 

and more responsibility. They need 
opportunities to test their capabili-
ties. They need to be allowed to fail 
(this is a topic for another article). 
After each opportunity, there must 
be time to debrief with their mentor. 
This is the way to hone and prefect 
their skills.

A number of organizations have a 
rule that a mentor/executive cannot 
advance or be promoted until there 
is at least one strong candidate who 
can take over his or her duties. This 
is a strong incentive, but it only 
works in larger organizations. 

Smaller company incentives must 
be focused on what the individuals 
want. Establish rewards on a one-
on-one basis. For one employee, it 
might be a longer vacation. Another 
may appreciate a monetary award. 
A third might want an extra perk. 
Know your key people and what 
will motivate them. 

Make sure each candidate is 
aware that success is not guaran-
teed. Key employees must know that 
they are expected to do more. You 
are looking for persons who will 
take responsibility, make decisions 
and lead. Anything less, and they 
can stay where they are but not be 
part of the next management team.

At this point, it is up to you. We 
all know that nothing is forever, and 
that includes each of us. Right now 
is the time to consider the options, 
to plan for the future, and to begin 
the execution of that plan. As a 
business leader, being surprised by 
the inevitable is just plain stupid. A 
lack of foresight in this one area can 
destroy everything you have built. 
Do not risk it.  

About the Author: Steve Epner, CSP is a 
Principal with BSW Consulting Group, LLC.  
He can be reached at sepner@bswllc.com.
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By Jason Bader
Do You Own a Business, Or a Job?
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O 
VER THE YEARS, I HAVE 
watched several different 
management styles. Some 

business owners or senior manag-
ers have their fingers in every slice 
of the pie. Others adopt a more 
passive approach to ownership, 
even to the point of becoming 
absentee owners. I am not going 
stick my neck out and say that 
one approach is right and another 
is wrong. Rather, I will gear my 
comments toward what is sustain-

able and what is not. If I could 
further the point, I would have to 
include: what is sellable and what is 
not. 

Since I have been teaching and 
coaching, I have run across several 
distribution owners looking to 
hang up their cleats after a long 
and relatively prosperous career. 
They rode the waves and weathered 
the storms. Miraculously, they are 
still standing—a little tattered, but 
wiser just the same. Many of them 

have pulled me aside in confidence 
asking me if I knew anyone inter-
ested in buying a business like 
theirs. They have reached the time 
to cash out and need some help in 
finding a suitor. While there are 
suitors out there, the biggest ques-
tion is: Is the business ready to sell? 

One particular example comes to 
mind. For the sake of anonymity, 
let’s call the owner Dave. Dave is the 
owner of a small industrial supply 
company doing around $5 million 
annually. He has been in business 
for more than 25 years and contin-
ues to be the face of the company 
to the customers. He is the lead 
salesperson, and the relationships 
reside with him. There are other 
salespeople, but none of them have 
even close to the amount of business 
held by Dave. At a convention, Dave 
pulled me aside and asked me if I 
knew anyone who would be inter-
ested in his business. He was in his 
late sixties and wanted to be out of 
the business in a few years. He and 
his wife, who had been doing the 
books all that time, wanted to retire. 

I considered Dave a friend, and 
I really wanted to help him find a 

Photo Credit: ©Photo Disc
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buyer, but I had to be honest with 
him: The business was not ready 
to sell. Could the assets, and a little 
blue sky for a customer list, be sold? 
Sure. But the compensation would 
not come close to the blood, sweat 
and tears spent in 25 years of busi-
ness function. He had fallen into the 
trap that many entrepreneurs wind 
up in: He was the business.

Regardless of your intentions to 
sell or stay in the business, every 
business should be a sellable entity. 
By sellable, I mean that the business 
should be able to function without 
the owner in a daily operating role. 
Here is a little test. Can you go on 
vacation for one month without 
any noticeable drop in revenue? 
Will you come back to chaos and 
a mountain of tasks? If you can 
leave your post for a month and 
the business machine continues to 
churn, it’s a good bet that you are 
the owner of a sustainable business. 
Have I struck a chord? 

The first step in creating a 
sustainable business is to become 
willing to delegate responsibility. 
For self-professed control freaks, 
this is no easy task. Let’s face it: 
this is your baby. It’s hard to let go. 
Unfortunately, this type of behav-
ior tends to result in high blood 
pressure and rides in ambulances. 
Delegation means that sometimes 
tasks will be done differently 
than you would have done them. 
You have to be okay with this. 
Remember, the end result is what 
we are looking for. 

Years ago, I read a book on the 
management philosophy of the U.S. 
Marine Corps. What I took away 
from the book was the concept 
of managing by the end result. 
In one of the examples, the end 
result was to paint a corridor. A 
micro-manager would give the 
men the paint, brushes and tape. 
He would then tell the men where 
to start, when to use a brush versus 
a roller, and the most effective 
stroke pattern. Using the end-result 
philosophy, the officer would give 
the men the paint, brushes and tape 
and explain to them that the corri-
dor needed to be painted. The end 
result was the same, but the delega-
tion style was very different. I guess 
it also helps when you can tell team 
members to drop and give you 20. 

Once you are comfortable with 
delegation by the end result, the 
next step is to build a solid bench 
of talent. Quit hiring the lowest 
common denominator into the 
organization. Minimum wage and 
a heartbeat are not going to get you 
where you want to go. Since many 
organizations value the internal 
promotion philosophy, they need to 
pay particular attention to the way 
they attract entry-level employees. 
I urge companies to develop a 
recruiting versus hiring mentality. 
In recruiting, you sell the candidate 
on the benefits of working in your 
organization. In recruiting, you are 
going for a higher caliber of candi-
date, so you need to have something 
to offer. Monetary compensation is 
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not always the highest priority for 
upwardly mobile candidates. Many 
are more interested in a strong 
progression. 

Once you have begun the process 
of upgrading your talent, it is time 
to work on your management struc-
ture. Some business owners pride 
themselves on a flat organization, 
meaning that there are few layers of 
management. I see this as an excuse 
to retain control and an inability 
to let go of the daily operation. 
Managers are there to oversee the 
daily functions of the organization. 
As a company matures, the owner 
should strive for fewer direct reports. 
The structure could be defined by 
functional responsibilities (sales, 
operations, finance), business unit or 
territory. The proper structure will 
depend on the makeup of the entity. 
Regardless of the structure, the goal 
is to allow the owner more time for 
strategic vision. Rather than focus 
on where the company is today, the 
focus is on where we want to be in 
the future.

Every team member needs profes-
sional development. Managers are 
interested in end results. Leaders 
are interested in the people who 
generate those results. Leadership 
skills are a critical element to devel-
oping a sustainable management 
team. Learning how to coach and 
mentor are not always innate skills. 
Sometimes they need to be learned. 
Although this may sound incredibly 
self-serving, many owners would do 
themselves a great service by bring-
ing in a business coach for a period 
of time. These professionals have 
seen several different operating envi-
ronments and have less emotional 
attachment to the organization. 
They will help you develop the best 
structure for your organization and 
keep you accountable to the change. 

Without some outside accountability, 
many business owners slide back to 
being professional fire-fighters.

I would be remiss in not mention-
ing how an outside board of direc-
tors can help drive an owner to be 
more visionary. Much like a busi-
ness coach, the job of the board is to 
provide some measure of account-
ability and guidance to the execu-
tive team. Be careful not to load the 
board with family members, the 
family accountant, the family attor-
ney and family friends. Members 
should be proven business leaders 
with the ability to give objective 
feedback. There is a perception that 
boards are only for big companies. 
This simply isn’t the case. Every 
organization, large or small, can use 
a little outside perspective.

Making modifications to your 
structure is not an overnight task. 
It may take a long time to mentally 
give up control. By reviewing this 
article, my sincere hope is that it 
causes you to pause and ask, “Is 
my management style reactive or 
proactive? When was the last time 
I took a real vacation from the 
company? Do I own a business or 
just a high-paying job?” If you need 
help getting started or are just look-
ing for a sounding board, remember 
that I am just an email away.  

About the Author: Jason Bader is the principal 
of The Distribution Team, a firm that specializes 
in helping distributors become more profitable 
through strategic planning and operating efficien-
cies. The first 20 years of his career were spent 
working as a distributor. Today he is a regular 
speaker at industry events and spends most of 
his time coaching distribution executives through 
everyday challenges. For more information, call 
503/282-2333 or contact him by email at Jason@
Distributionteam.com. Also visit The Distribution 
Team’s website at www.thedistributionteam.com.
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Cer ti f y ing Product Reliabilit y  
Agains t Fire
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PEOPLE

Jeffrey	Hochstrate	Joins	BEA

Jeffrey Hochstrate has been named National Sales Manager 

– Security Segment for BEA. Most recently, Jeffrey was the 

Commercial Development Manager for Stanley Black and 

Decker and its K2 Architectural Hardware brand. Mr. Hochstrate 

has held prior leadership positions with ASSA ABLOY and other 

security hardware manufacturers and brings more than 30 

years of experience in the door and hardware industry to BEA 

and its distribution partners.

“We are delighted to have Jeffrey join us in this role, where 

he will be responsible for developing the sales and growth of 

our security products line. This role is pivotal to our developing 

growth in the security access control market, and Jeffrey will 

be instrumental in leading both the development of our team 

and our internal and external customers.” says Steve Mills, CEO 

of BEA, Inc. 

For more information, go to www.beasensors.com.

PRODUCTS

OMNIA	Introduces	Prodigy	

Prodigy: an impressive or wonderful exam-

ple of a particular quality. Prodigy: a com-

pelling collection from OMNIA that marks 

a new era in its nearly 50-year legacy of 

manufacturing elegant, high-quality door 

hardware forged from solid brass.

Inspired by some of OMNIA’s most 

popular designs, these pieces were engineered with beauty, 

durability and affordability in mind. Prodigy becomes the luxu-

ry brand’s first foray into the moderately-priced door hardware 

market and features designs ranging from sleek to sparkling. 

Offered in all of the popular finishes, further customization is 

made possible by pairing the forged brass trim with any of four 

unique concealed, screw-mounted roses.

With the advent of OMNIA Prodigy, world-renowned OMNIA 

door hardware is now easily within reach for any project, 

no matter the budget. For more information, go to www.

OmniaIndustries.com.

Ingersoll	Rand	Security	Technologies	Constructs		
High-Security	Door	Hardware	Suite

Hospitals, schools, military, commercial and retail facilities often 

require openings that need increased monitoring, extra protec-

tion against theft or vandalism, or unique safety and notifica-

tion solutions. For these applications, Ingersoll Rand Security 

Technologies has brought together a suite of Von Duprin prod-

ucts that provides high-security exit devices and indicators. 

If the facility needs to temporarily prevent individuals from exit-

ing a facility while still meeting fire/life safety needs, the Chexit® 

by Von Duprin is available on 98/99 Series exit devices to provide 

a delayed egress solution with options to fit the unique needs 

of a specific facility. This device meets NFPA 101, Special Locking 

Arrangements, and has optional cylinder dogging for increased 

security. 

1/4 Page 
3 1/2”  x  4 3/4  4/C

Doors&Hard_5C  (InDesign doc.)

Runs in:
Mar, Jun, Sep, Dec

DOORS AND HARDWARE
Salsbury Industries

Call regarding our
        Dealer Program!
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The high-security suite of Von Duprin 

door hardware is available now. For 

more information please visit  www.

securitytechnologies.ingersollrand.com. 

Click Products/Exit Devices/Solutions.

Detex	High-Security	Systems	Provide	Greater	
Level	of	Protection	for	Retail	Applications

Detex Corporation 

offers new high-

security life safety 

door hardware sys-

tems designed for 

retail applications. 

These extra-tough hardware systems are 

scalable to match a retailer’s specific needs.

At the core of the systems, Detex 230X 

maximum locking strength multi-point 

panic hardware is engineered with an 

extreme-duty, triple-bolt design that with-

stands an industry-leading 16,000 pounds 

of pull force. Additional system compo-

nents include V50 and 20 Series vertical rod 

exit devices, as well as door-propped alarms 

(battery-powered or wired) designed to 

sound a warning when exterior doors are 

left propped open by personnel. 

To learn more about our retail security 

systems, email marketing@detex.com or 

visit www.detex.com.

CORPORATE

HMX	Launches	Redesigned	Website

Hollow Metal Xpress (HMX) has debuted 

the redesign of HMXpress.com, enhancing 

the hollow metal door and frame manu-

facturer’s web presence and providing 

accurate, up-to-date tools and information 

for HMX’s distributors and architects.

The redesigned website has a new 

look that is aligned with HMX’s printed 

sales and marketing collateral. The site 

has also been enhanced with social 

media links to Facebook and Twitter. 

Contact Derek Maczka at Derek@

HMXpress.com or 623/936-7000 x111.

WMA	to	Represent	Air	Louvers	and	Hiawatha	

The Activar Construction Products Group 

is excited to announce that Weidenbenner 

Marketing Associates (WMA) will now be 

representing the Air Louvers and Hiawatha 

product lines in Texas, Oklahoma, 

Louisiana, Mississippi and Arkansas.

Owner Tom Weidenbenner, CSI is 

looking forward to adding the estab-

lished lines of Air Louvers and Hiawatha 

to their product mix and to offering 

customers fast shipment on the most 

popular Air Louvers products from the 

local warehouse in Grand Prairie, Texas. 

With satellite offices in Baton Rouge, LA; 

Buda, TX; and Houston, TX, the WMA 

team provides expertise in all aspects 

of Division 8 products and can help 

customers with upcoming projects 

from specification to closeout. Contact 

Tom at tom_weidenbenner@wmainc.

net, 469/246-7210; fax: 469/246-7209, or 

www.wmainc.net.

Special-Lite	Releases	Updated		
AMP	Flush	Door	Brochure

Special-Lite, Inc., a manufacturer of 

custom-fabricated entrance systems, 

has published an updated brochure 

highlighting key features of the AMP 

Flush Door for commercial applications 

subjected to moderate to heavy traffic. 

Special-Lite® SL-18 Colonial, SL-18S 

Smooth Colonial and SL-19 Wood Grain 

Doors combine traditional styling with the 

advantages of modern engineering and 

materials to deliver high performance and 

long life. They feature an acrylic modified 

polyester (AMP) face sheet material that 

offers the attractive appearance of wood 

without real wood’s disadvantages.

The brochure revisions include 

updated hardware options, such as the 

Adjustable Bottom Brush. The patent-

pending SL-301 Adjustable Bottom 

Brush can be specified for new or 

existing Special-Lite AMP Flush Doors 

to compensate for out-of-level floors in 

new construction, as well as settling of 

older buildings, to reduce air infiltration 

and energy loss under the door bottom.

For more information and a free copy 

of the brochure, call Special-Lite at 

800/821-6531 or visit www.special-lite.

com.

Pioneer	Industries	Expands	National	Coverage	

Pioneer Industries, manufacturer of 

custom and standard hollow metal doors 

and frames, is pleased to announce 

that Baines Builder’s Products, Inc., 

headquartered in Indianapolis, IN, has 

partnered with Pioneer Industries as a 

manufacturer’s representative covering 

Indiana and Kentucky. Baines Builders 

Products, Inc. has been representing 

quality lines since 1989, with roots going 

back to 1971. The Baines organization 

covers all of Indiana and Kentucky, calling 

on architectural hardware distributors, 

commercial glass dealers and hardware 

wholesalers, as well as architectural and 

engineering firms and end users such as 

schools, hospitals, correctional facilities 

and military installations. 

Baines Builder’s Products, Inc. may 

be reached at 317/846-9440 or www.

bainesinc.com. For further information 

about Pioneer Industries, contact us at 

201/933-1900 or visit us on the web at 

www.pioneerindustries.com.
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Help Wanted

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:

DH 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 11/12

Phoenix, AZ • Denver, CO • Atlanta, GA • Wichita, KS
Kansas City, MO • Springfield, MO • St. Louis, MO

Oklahoma City, OK • Las Vegas, NV • Albuquerque, NM

DHI_Ad_2012_DHI_Ad  11/19/2012  4:19 PM  Page 1Classifieds Corner

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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OVER THE PAST 25 YEARS, the level of complexity within 
our industry has expanded exponentially. From the intro-
duction of the Americans with Disabilities Act (ADA) to 
the ever-changing compliance requirements surrounding 
today’s green buildings, one thing is certain: those 
committed to continuing education are the ones best posi-
tioned to win business in today’s market. Many times, 
when programs such as LEED® update their requirements, 
the impact or meaning is not always apparent. One recent 
example of this is the new LEED® EQ 4.4 credit update.

On January 1, 2013, the United States Green Building Council (USGBC) 
updated the LEED® 4.4 Low-Emitting Materials – Composite Wood and 
Agrifiber Products credit. Historically, the reference to this credit would trig-
ger distributors to solicit “UF-free” or no added urea formaldehyde (NAUF) 
products. The new update now allows for composite wood and agrifiber 
products to be manufactured with any resin type as long as the product meets 
the California Air Resources Board’s (CARB) formaldehyde emissions limits of 
ultra-low-emitting formaldehyde (ULEF) or has no added formaldehyde (NAF). 

Composite wood or agrifiber products identified as ULEF are manufac-
tured with resins containing formaldehyde. The formaldehyde emissions 
levels of ULEF products have passed strict testing to ensure that the off-
gassing of formaldehyde is significantly lower than CARB emissions crite-
ria. Composite products identified as NAF are exempt from CARB, as they 
utilize resins formulated with no added formaldehyde, such as soy, PVA, 
or MDI. ULEF is also exempt from CARB testing due to its more stringent 
emission testing levels. To ensure compliance, CARB lists approved NAF/
ULEF products and their manufacturers on its website: www.arb.ca.gov/
toxics/compwood/naf_ulef/listofnaf_ulef.htm.

Note that composite wood products identified as ULEF may not meet the 
strict interpretation of having no added urea formaldehyde. ULEF products 
may be acceptable on LEED®-registered projects but may not comply with 
other green building standards or specifications requiring strict adher-
ence to NAUF construction. Based on their formulations, resins such as 
melamine urea formaldehyde (MUF) or melamine formaldehyde (MF) may 
or may not meet CARB ULEF formaldehyde emissions levels and should not 
be considered NAUF. 

While the material above only scratches the surface of just one commonly 
specified LEED® credit, it’s easy to see how quickly we can all fall behind 
on changing codes and technology. As our industry continues to evolve at 
an increasingly rapid pace, it’s more important than ever to bridge the gaps 
in our knowledge of these issues. DHI has assembled extensive educational 
programs—many of which are now online—to assist members with staying 
up to date on all of the latest changes in codes and standards. I encourage 
you to take advantage of everything that DHI has to offer because in this 
industry, education means more than knowing the difference between 
NAUF and ULEF or even gaining an advantage over your competition. It 
means providing life safety and security for the built environment.  

President: Tim Petersen, LEED AP

VT Industries, Inc. • tpetersen@vtindustries.com

President-Elect: Mark E. Lineberger, AHC/EHC

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

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

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

Second	Vice	President: Barry T. Shovlin

Mohawk Flush Doors, Inc. • bshovlin@masonite.com

Milton G. Allred, AHC

Comsense, Inc. • miltonallred@rogers.com

Mark J. Berger

Securitech Group, Inc. • mberger@securitech.com

Anthony A. Boatman, DAHC/EHC, CDT

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

Richard P. Calhoun, AHC

Walters & Wolf Interiors • rcalhoun@waltersandwolf.com

Jon R. Laing

ASSA ABLOY Americas • jlaing@assaabloydss.com

Robert D. Maas

Ingersoll Rand Security Technologies • bob_maas@irco.com

Edwin Toy, DAHC

Spalding Hardware Systems • etoy@spaldinghardware.com

William S. Trimble III, AHC

William S. Trimble Co., Inc. • btrimble@wmstrimble.com

Sharon Wilson, AHC

Ingersoll Rand Security Technologies • Sharon.Wilson@irco.com

Immediate	Former	President: David L. Neuner

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

DHI	Canada	President: Joseph D. Molineaux, AHC

Spalding Hardware Systems

dmolineaux@spaldinghardware.com

DHI BOARD OF GOVERNORS

Barry	T.	Shovlin

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

Education Is Key
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• MR4 Recycled Content      • MR5 Regional Materials      • MR6 Rapidly Renewable Materials
• MR7 Certifi ed Wood      • EQ 4.4 Low-Emitting Materials

Navigating the ever-changing requirements of sustainable design can sometimes feel 
like a daunting task. We want to make it easy for you.

From our sales representatives to our customer service team, our staff of green-
building professionals will assist you in project documentation and help design the best 
products to achieve LEED green building certifi cation goals.  We lead the industry with 
comprehensive 3rd party certifi cations and rating approvals, ensuring that our doors are 
not only economically viable but environmentally sound.

Bottom line - from product design to resource tools and support materials - we strive to 
offer the most effective and effi cient architectural door solutions available.

N O T  J U S T  W O R D S .  .  .

FSC® products available upon request.

FSC Trademark License 
Code FSC-C005458

It doesn’t have to be confusing.



When finish, function, and design matter. 
800-847-5625  •  www.seclock.com
Boston, MA  •  Chicago, IL  •  Las Vegas, NV  •  Pompano Beach, FL

Respect  
the specs. 


