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Schaumberg Convention 
Center features  
Eggers Industries’  
flush doors with 
horizontal grain rift oak.

Photo Courtesy of Eggers Industries.

MAY 2013 CORRECTION q

In the May issue of D&H, the article “Doors, Hardware & 
Codes” mistakenly instructs readers to “subtract both of the 
stop dimensions” when calculating clear opening width. 
This correction is based on Figure 1008.1.1 in the 2012 IBC, 
which requires subtracting the stop on the latch side only; 
the hinge side stop is not a factor due to the location of the 
door leaf when it is open 90 degrees. For a single door that 
is hung on full mortise butt hinges, the actual clear width 
is calculated this way: frame opening width (ex. 36")  
minus the stop height on the strike side of the frame  
(ex. 5⁄8") minus ½ of the hinge width (ex. 2¼") minus the 
hinge backset (ex. ¼"). With the dimensions used in this 
example, the actual clear opening width would be  
36"- 5⁄8"- 2¼"- ¼"= 32 7⁄8". Doors hung on other types of 
hinges or pivots would require a different calculation. 

…turn to pages 40-41 to see ProductShowcase

http://idighardware.com/2012/07/decoded-doors-with-access-control/
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How Much Security Is Enough?

By Jerry Heppes, Sr., CAE

i n  T O U C H

T 
HIS MONTH THE MAGAZINE IS 
focused on hospitality, entertainment and 
mixed-use facilities, which immediately 

brings to my mind stadiums and, in particular, 
sports events. Boy have things changed in respect 
to security at these facilities!

I remember attending baseball games as a child. 
We would go to RFK Stadium in Washington, DC, 
to watch the Senators or drive up to Baltimore’s 
Memorial Stadium and watch the Orioles. Was 
security present? Absolutely, but simply to collect 
your ticket. Beyond that you could bring in almost 
anything and go pretty much anywhere in the 
stadium. 

I have had the pleasure of attending the U.S. 
PGA Open, several Washington Nationals’ base-
ball games, a few Redskins’ games, a few Capitals’ 
games and some Catholic League high school 
basketball games. In each of them, there was 
one consistent occurrence: I had to go through a 
search before I reached the ticket gate. We were 
limited in what we could bring in, and all bags 
were searched. I sadly recall after the terrible 
bombing at the Boston Marathon that there was 
discussion about limiting bags allowed with 
the spectators along the course. But how do you 
implement such a strategy for a marathon?

All of these additional security measures create 
a noticeably different feeling when you attend a 
game. There are always brief but eerie thoughts of 

“What if this is a target?” “Why are they search-
ing the patrons’ personal bags?” and “Am I safe 
today?”

I could certainly understand having such 
concerns when attending a major event like the 

Super Bowl (which I will never attend, as the 
Redskins will never return). However, at a high 
school basketball game? Wow. I was surprised 
but didn’t think too much about it; we have been 
conditioned to accept the idea that this is just a 
normal part of our lives, particularly for those 
of us who travel a great deal and pass through 
increasingly thorough airline security checks. 
What is the impact on our industry and our prod-
ucts? What might be next? When we check into a 
hotel, will our luggage be opened? When we enter 
a restaurant, will they check our bags? How about 
a shopping mall? Where do we safely draw that 
line?

At the DHI Executive Summit in April, we 
focused on the convergence of the security indus-
try with our industry. The security industry has 
been addressing these concerns for years—but 
will we start to realize a greater impact on our 
specifications going forward? Perhaps we already 
are witnessing the influence, and the concern 
that we have to address is maintaining the proper 
balance between life safety and security. As the 
world struggles to determine where to draw the 
line dividing what is public from what is private, 
as well as how much security is “secure enough,” 
it is up to our industry to ensure that these 
facilities and their occupants are not only secure, 
but safe—that no matter how tightly access is 
controlled, egress is always assured, particularly 
in those situations when security fails. 

 Is the work our industry conducts important? 
You bet it is, and that’s likely to continue for years 
to come. Perhaps I am showing my age, but I sure 
liked the good old days!  
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PPRESERVING THE ART OF EGRESS AND ACCESS 
control while upholding the design and acoustical 
integrity of The Palladium, a world-class performing 
arts center, were primary goals for this project. 
Ingersoll Rand Security Technologies partnered with 
CSO Architects to specify hardware that provided 
both form and function.

Project	Description

The Palladium is the cornerstone of the downtown 
arts district in Carmel, Indiana. Designed by David 
M. Schwarz Architects and Artec Consultants, 
Inc., The Palladium is a one-of-a-kind performance 
arts center in the Midwest. The concert hall—with 
its traditional shoebox shape, high ceilings and 
massive, sound-reflecting walls—is modern, clean 
and streamlined. What makes this 21st-century 

performing arts center truly unique are classical 
accents throughout that give it a grand, ornate style.

CSO Architects was commissioned to serve as 
the Architect of Record during all phases of The 
Palladium’s construction. The CSO team was led by 
Brandon D. Bogan, RA, LEED A.P., principal, and 
Randy Robison, LEED A.P., senior associate. The 
sheer size of this 1,600-seat concert hall, coupled 
with its unique décor and special acoustic require-
ments, complicated the choice of hardware. I was 
hired as the hardware spec writer and collaborated 
with the architectural firm on recommendations 
for the 400-plus openings—many of which were 
sound-rated or required the installation of sound 
seals. With 29 years in the hardware industry and 
a musician’s background, I had both the hardware 
expertise and an artist’s appreciation of the acous-
tic demands for the concert venue.

Photos Courtesy of Lori Greene, Ingersoll Rand Security Technologies

By David Glorioso, AHC, CSI

c a s e   S T U D Y

The Art of Door Hardware
The Palladium
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Objectives

When making recommendations for door hardware, I 
considered five key objectives:

1.  Design: The door hardware couldn’t detract from a 
space where every architectural detail was inten-
tional. We didn’t want to distract from the beauty 
of all of the doors or space in any way, so wherever 
possible, I concealed the hardware.

2.  Durability: Because it is a high-traffic, high-use 
public facility that seats 1,600 in its concert hall, the 
building needed hardware choices that could with-
stand repeated use and require little maintenance 
and upkeep. 

3.  Security and Access Control: While the design is 
reminiscent of Old World elegance, The Palladium 
needed the flexibility and control of today’s door 
and security hardware.

4.  Egress/Code Compliance: As a place of public 
assembly, The Palladium’s hardware needed to 
comply with various egress and code requirements 
that ensure the safety of its occupants.

5.  Sound Requirements: Sound-rated doors and doors 
requiring the installation of sound seals often have 
different requirements when it comes to hardware 
components. Each door had to be carefully consid-
ered for its own sound integrity as well as its impact 
on the overall acoustical performance of the hall.

Solutions

In order to specify hardware that met not only the 
functional demands of the facility but the form and 
design demands as well, I collaborated closely with the 
architect and client to fully understand the various uses 
of the building, the primary needs in terms of security 
and egress, and the desires for style and finish. The 
primary door hardware solutions that were chosen for 
The Palladium follow.
1. Design
LCN 2010 SERIES: Wherever possible, concealed door clos-
ers and other components such as independently adjusted 
door bottoms and overhead stops were specified to mini-
mize the presence of door hardware and maintain focus 
on the architecture. The LCN 2010 Series was a natural 
choice because it provides complete concealment. Its single 
lever arm and roller assembly provide smooth, quiet door 
control, as well as a choice of finishes and track functions 
that satisfied the architectural requirements.

...the building needed hardware choices 

that could withstand repeated use and 

require little maintenance and upkeep.
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2. Durability
L 9000 SERIES MORTISE LOCK: The Schlage L-Series Extra 
Heavy Duty Mortise Lock is built to withstand the rigors 
of daily commercial use in a high-traffic public facility. 
The lock’s fully-wrapped, heavy-gauge steel case protects 
against door edge attacks, and its two-piece anti-friction 
tongue reduces wear and tear. The outside and inside 
trim, thru-bolted together and through the door, only 
adds to its strength and durability. The Primus patented 
key system of the L-Series guarantees that no other facil-
ity in the same geographic region will ever have the same 
keyway. As a high-quality, durable lock, the L-Series 9000 
is also stylish and attractive. With more than 100 styles 
and finish choices, the design team had more options 
when it came to blending locks into the décor.
3. Security and Access Control
AD SERIES 200 WITH KEYPAD: The AD-Series was a 
simple solution for offline openings where there was 
no need for integration with the building’s networked 
access control system. Schlage’s AD-Series hardware 

includes many features found in a networked system, 
including request-to-exit/enter sensors, interior cover 
tamper guard and a door position switch. Plus, with its 
modular design, the AD-Series met the facility’s current 
needs but offered upgrade potential for future needs—
without removing the lock from the door.

In addition to the AD-Series, sensors were placed on 
every exterior door to allow monitored access of the 
facility for the sake of security. Electromagnetic locks 
were added to certain openings such as balcony doors, 
controlling access when the building is not open for a 
performance or private event. 
4. Egress/Code Compliance
VON DUPRIN EXIT DEVICES: As a place of public assembly, 
The Palladium required exit devices throughout the facility. 
Von Duprin devices—designed to meet U.S. and interna-
tional building code standards—provide quality and reli-
ability while blending with the building’s ornate design.
98 SERIES (EXTERIOR): This modern-style push pad was 
used on the doors leading into the facility. With its 
modern touchbar for heavy traffic applications and its 
deadlatching latchbolt for enhanced security, this exit 
device provides the functionality and versatility needed 
for the center’s primary public entrances and exits.
55 SERIES (INTERIOR): This standard crossbar exit device 
was used throughout the facility’s interior. Its simple 
style blended well with the concert hall’s design. All 55 
Series exit devices are UL listed for Accident Hazard 
or Fire Exit Hardware and are tested in accordance to 
ANSI A156.3, 1994, Grade 1. 
LCN 2610 AUTO EQUALIZER: This pneumatically powered 
operator provides easy access for people with disabili-
ties, the elderly or the frail. Designed primarily for 

Dozens of opera boxes, each with its own white door, 
prominently accent the concert hall’s interior design. 
I realized that placing door closers inside the opera 
box—per customary industry practices—would affect 
the entire look of the concert hall. Since there were 
no safety or egress concerns, I chose instead to place 
the closers on the corridor side and preserve the visual 
simplicity of the hall’s grand design. Because the 
opera boxes were located just off an interior light-lock 
corridor (instead of a main corridor), the door closers 
were only visible to patrons with box tickets.

Unique Application: Door Closer on Opera Box Doors
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manual applications that require an automatic opening, the LCN 2610 
has a 10 million-cycle usage. As a bonus, this closer—concealed in the 
head of the frame to minimize its impact on design—uses a remotely 
located compressor that makes the operators virtually silent.

5. Sound Requirements
While I sought to conceal door hardware as much as possible, 

sound-rated doors and doors with sound seals were necessary 
exceptions. With a door that has acoustical value to it, you can’t use 
concealed closers or vertical rods because it can destroy the sound 
integrity of the door. 

To keep sound in a room and prevent sound from a lobby or back 
area from seeping into the concert hall, a number of recommendations 
were made, including:

■  Concealed Automatic Door Bottoms: Automatic door bottoms were 
installed on all doors leading into the concert hall. These door 
bottoms, which close the gap under the door by sealing to the 
floor, serve as a reliable barrier for sound. The door bottoms can 
be adjusted over the life of the door. 

■  Gravity Coordinator: A flat bar coordinator would normally be 
used on certain doors in a facility like this one. However, with 
some of the sound-rated doors in The Palladium, it was impos-
sible to apply hardware without negatively impacting sound 
integrity. On side-by-side STC 54 doors, I specified a gravity coor-
dinator that mounts on the pull side, allowing the doors to close 
almost soundlessly in succession of one another.

■  L-9000 Lock with Extended Spindles: Because the sound booth door is 
more than three inches thick, a normal mortise lock was insufficient. 
Ingersoll Rand Security Technologies extended the spindles of its 
current L-9000 lock to accommodate the thickness of the door.

Final	Thoughts

Despite the enormity and complexity of the facility, the hardware 
specification process was a smooth one, thanks in large part to the 
early collaboration with the architect. The partnership allowed us to 
address the most basic hardware needs and also to find solutions for 
unique applications that required more than a standard solution.  

About the Author: David Glorioso, AHC, CSI is a specification writer for Ingersoll Rand 
Security Technologies. He has been in the door and hardware industry for more than 29 years. 
He can be reached at 317/518-9646 or david_glorioso@irco.com.

There are a handful of exterior balconies large enough to be 
considered “places of assembly.” To meet the requirement for egress, 
LCN 98 Series Exit Devices were placed on the outside of these balcony 
doors, giving occupants an easy way to re-enter the building. The 
devices were used in conjunction with electrified security measures to 
prevent entrance via the balcony doors when the building is not in use. 

Unique Application: Exit Devices on Balcony Doors
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R 
EMODELING HOTEL PROPERTIES IS NOTHING NEW. IN FACT,� 
it seems to be trending upwards while new builds in the hospitality 
segment are lagging. For those involved with a property that is sched-

uled to be remodeled, there is great anticipation and excitement; they know 
that they are getting a beautiful make-over, even though “Pardon Our Dust” 
signs grow tiresome in a hurry. For the design team and contractor, remodel-
ing a property presents a number of challenges. Make it a beach-front hotel in 
a hurricane-prone area of south Florida, and you’ve got your work cut out for 
you. There are always issues that have to be considered in any design, such as 
ADA compliance, security and guest safety. For Florida-specific designs, there 
are the added issues of high humidity, salt spray, and wind load and design 
pressure standards that have to be adhered to. The Edgewater Beach Hotel 
remodel project is an example of how smart architectural design, beautifully 
functional components and the latest in access control technology overcame 
those challenges with fantastic results that met stringent Florida codes and 
ADA criteria. More importantly, the results met the exacting Waldorf Astoria 
standards for the brand—as well as ultimate guest satisfaction.

The Edgewater Beach Hotel renovation project was initiated to upgrade this 
gulf-front property’s two original wings to be ADA- and wind load-compliant, 
along with beautification and fresh interiors themed to match the rest of this 
luxurious hotel. Under remodel were 34 guest suites in the north wing and 33 
in the south wing. All suites had exterior openings leading to common balcony 
access ways and parking areas. Knowing the types of exposure to the elements 
that the doors on these rooms would be subjected to, Waldorf Astoria and hotel 
management insisted on the highest level of durability and performance for all 
of the components, along with beautiful finishes to match the elegant theme 
throughout the rest of the property.

Photos Courtesy of Dunbarton

EDGEWATER BEACH
H O T E L

c a s e  S T U D Y

By Cindy McNamara

Edgewater	Beach	Hotel:	A Waldorf Astoria Hotel 
in Naples, FL

Managing	Director:	Hunter Hanson

Hotel	Manager:	Eric Walbert

Architects:	González Architects, Miami, FL

General	Contractor:	Eco Building Solutions, Inc., 
owned by Shwan Aziz, Boca Raton, FL

Door	and	Hardware	Supplier	&	Installer:	
Suncoast Contractor Supply, Ft. Myers, FL 
Project Manager: Bob Cameron

Structural	Engineer	for	Door	Openings:		
Select Structural, Shawn Anderson, P.E., S.E., 
Cape Coral, FL

Custom	Wood	Door	Manufacturer:		
CCM, Ft. Myers, FL

Door	Frame	Manufacturer:		
Dunbarton Corporation, Dothan, AL 
Independent Sales Agents: Crowley and 
Associates of Temple Terrace, FL

RFID	Lock	Manufacturer:	Salto Systems, Inc., 
Atlanta, GA
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Challenges:

 ■ Door openings required re-
engineering to accommodate 
wider, ADA-compliant doors 
that were already present 
throughout the rest of the 
property.

 ■ Wall structures required re-
engineering to meet Florida 
wind load, Exposure C, and 
ADA requirements, as well as 
city building codes.

 ■ Varying ceiling heights 
restricted the ability to use 
closers on doors that required 
on-site re-sizing of hand-crafted 
door panels.

 ■ Varying floor heights with and 
without thresholds required 
construction changes to accom-
modate new door frames and 
thresholds in order to meet 
wind load and Exposure C 
requirements.

 ■ High humidity levels affected 
door, frame, door hardware and 
access control selection.

 ■ All new doors required the 
Salto Networked Lock System 

for integration into the hotel’s 
existing security network. 

González Architects of Miami 
provided the vision for the 
Edgewater renovation design. 
Several of the project’s compo-
nents were specified by González 
Architects, such as Rediframe® 
Prefinished Door Frames and the 
Salto Networked Lock System. The 
general contractor for the project, 
Eco Building Solutions, contacted 
Dunbarton Corporation in order 
to identify the Florida Rediframe 
representative, Kevin Crane at 
Crowley and Associates of Temple 
Terrace, Florida. Kevin worked 
closely with Eco Building Solutions 
to select the best subcontractors in 
the Ft. Myers area and wasted no 
time in contacting Bob Cameron 
at Suncoast Contractor Supply to 
handle the complex design and 
production of the doors. 

“Bob is very professional and 
extremely knowledgeable. He is a 
cornerstone of the industry in this 
area,” says Kevin. “Bob is also a 
long-time DHI Gold Coast Chapter 

member and has my respect, as well 
as that of his peers.”

Bob and his team at Suncoast 
created the drawings for the doors 
and chose durable Sapele wood, a 
member of the mahogany family, 
for its resistance to warp and rot. A 
finish of five coats of Tung oil was 
used to combat the humidity levels 
and salt spray the exterior doors 
would be subjected to.

The exterior doors had to look 
great, but more importantly, they had 
to be paired with the best frame and 
hardware to create a door assembly 
unit that would meet the latest 
Florida Building Codes (FBC). Shawn 
Anderson P.E., S.E. of Select Structural 
in Cape Coral engineered the door, 
frame and hardware design. 

“When building any new struc-
ture or undertaking renovations to 
an existing structure, FBC requires 
that it be engineered to withstand 
high winds. Wind speed alone does 
not govern design requirements for 
construction; wind load does. My 
designs adhere to specific calcula-
tions to ensure compliancy and 
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safety,” says Shawn. “Edgewater 
Beach Hotel is located in an area 
covered by the Florida Wind 
Load Map for Risk Category II 
(see figure), requiring the new 
Edgewater doors and windows 
to withstand 170-mph wind and 
+65/-65 ppsf (pounds per square 
foot) design pressure. We then ran 
comparative analysis of the designs 
in order to comply with all FBC 
requirements.”

CCM in Ft. Myers built the 
doors to the engineered design 
specifications provided by Select 
Structural and finished them with 
Tung oil after Bob Cameron’s 
team at Suncoast machined them. 
Dunbarton supplied 18-gauge 
prefinished galvanized steel 

Rediframes with a kerf edge to 
complete the “hurricane-proof” 
door units. The result was a beauti-
ful, safe and durable 30x68x1¾ 
Sapele wood door with false louvers 
that matched González Architects’ 
theme perfectly.

With door units ready, Bob began 
the work to modify the door open-
ings to meet ADA requirements. 
As anyone who has done a remodel 
project knows, you never know 
exactly what problems you will find 
until you get started or open up the 
walls. Bob’s team began enlarging 
the door openings by four inches 
to accommodate the ADA criteria. 
What they found were 1965/66-era 
building standards with hollow cells 
in the block on most of the open-

ings. The hollow block did not meet 
current wind load requirements 
for the Ft. Myers region. Rebar and 
cement fill were required to meet the 
codes. Structural engineer Shawn 
Anderson designed a fix to fill 
and reinforce the openings. Once 
Shawn’s re-engineered wall design 
was approved by the city, repairs 
to the block wall got underway 
immediately. 

The next issue that popped up was 
the different floor elevations found 
in the doorway from suite to suite. 
“Over the years, some of the suites 
had been tiled right to the opening, 
and no threshold had been used,” 
says Bob. Since the new door assem-
blies contained thresholds, adjust-
ments to most of the door heights 
had to be made on a suite-by-suite 
basis. “We had to accommodate the 
variances in the floor elevations by 
resizing most of the doors to fit the 
various heights. No two doors were 
exactly the same height.”

“Another issue we had to deal 
with was the low ceiling in the 
suites,” states Bob. “They were 
typical of the late ’60s design in 
this area, but it meant that the door 
closer hardware we wanted to use 
was not an option. We went with 
spring hinges instead.” He contin-
ues, “Due to time constraints and 
the architects’ specs, we were using 
Dunbarton’s Rediframe Prefinished 
Steel Frames. We use this frame a 
lot in remodels and new construc-
tion projects. It is easy to install and 
very durable. The prefinished frame 
saves us install time and labor costs 
for field painting.”

The next step was the installation 
of the access control systems. “Salto 
Radio Frequency [RFID] Networked 
Locking Systems were specified for 
the project,” says Bob. “Salto sent a 
technician down to train our install-
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ers, and we were very pleased with the results. We are 
seeing more and more RFID technology used for access 
control systems on our projects. I am happy to have 
the team trained to install the Salto product because it 
expanded our experience base, and there are sure to be 
more [Salto installs] in the future.”

General contractor Shwan Aziz says, “We contracted 
the job in late September 2012, discovered the hollow 
block issue the day after Thanksgiving, and had every-
thing on track with repairs and installation of doors 
and frames by December 10th. The hotel stayed open 
during the remodel work, and the project was done in 
two phases; Phase One was the north wing and Phase 
Two, the south. We had the north wing ready for guests 
on December 19th in time for Christmas holidays.” 
Shwan goes on to say, “We started the south wing 
January 2nd and completed door installations along 
with interior painting and moulding applications for 
the job in mid-January. It was a very fast project, work-
ing seven days a week, days and nights. Everything 
went relatively smoothly, even with the fast pace.”

Eric Walbert, Edgewater Beach Hotel Manager, 
speaks highly of the contractors and the overall 
renovation: “We are so pleased with the results. We 
wanted to create ease of access into the suites in the 
north and south wings of the hotel while maintaining a 
warm impression for the guests. Because those entries 
face harsh natural elements year-round, the contrac-
tors understood that we needed an easy-to-maintain, 
durable door and frame assembly that would stand the 
test of time. We are very happy with the quality of the 
door units and the image they give our guests from 
inside and outside of the suite. These new doors really 
changed the feel of the suites, giving them a solid, 
warm feel. When you close the door, it is a perfect fit. 
You feel very secure and safe. The door and frame 
units are just beautiful and give you a solid-feeling 
unit even though they have this minimalist, stream-
lined, designer look.” When speaking about the Salto 
lock system, Eric comments, “It is a fabulous system. 
From the fast and efficient front desk application for 
our agents to the networked access tracking for all of 
the staff and guests, it is just the best and most secure 
lock system available. I can’t say enough. Simply said, 
we know we can depend on these locks.”  

About the Author: This is Cindy’s first article for Doors & Hardware 
since joining Dunbarton in August 2012. A recent transplant to Dothan, 
Alabama, she is learning to love boiled peanuts and kudzu in “L.A.” 
(Lower Alabama). For more information, please visit dunbarton.com.
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N ORDER TO SUCCESSFULLY CATER TO 
the ever-changing tastes and expectations of 
their clientele, hotel owners know that paying 
attention to the latest industry trends is vital 
to their success. Trends come and go, but 
there are two that have had a major impact 
on the hotel industry in the past few years.
The first is hotel reviews. Websites like 

Tripadvisor.com, Priceline, Hotels.com, and 
Orbitz offer future guests instant and mounting 
feedback (not to mention photos) of what a hotel 
stay is really like. Trusting a hotel’s website 
promoting a “resort-like feel” can quickly be 
corrected against a guest review stating, “Try 
‘resort-like FEE’! NO resort in sight!” A new 
website called Oyster.com even has a whole 
section devoted to “photo fakeouts”—images 
that contrast marketing photos against reality. 
This access to real reviews has created a prod-
uct transparency that hotels cannot evade and 
makes the need to renovate almost unavoidable. 
Older, dated hotel properties that choose not 
to renovate face the potential death spiral of 
decreasing rates and the need to offer steep 
discounts to counter mediocre or poor reviews. 

The second trend is that of hotels as resi-
dences. The term “R&R” once referred to 

Hotel Is
HOME Is Where the 

c a s e  S T U D Y

By Jacob Kluger

Sheraton New York 
Times Square Hotel

Hotel Is

Photos Courtesy of Supa Doors, Inc.
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“rest and relaxation.” Today, branded, boutique and 
independent hotels are all racing to “Renovate and 
Residentialize” their properties in order to make their 
hotel rooms feel like home. The modern-day hotel room 
aims to create a convenient, intuitive, relaxing experi-
ence that counteracts the stresses of travel. What better 
way to do this than to make people feel as if they are in 
the comfort of their own home? 

These trends have shifted what types of doors are 
used in hotels and have thrust stile and rail MDF doors 
into the forefront as a leading choice for hotel owners 
looking to update and refresh their properties.

Doors	Welcome	the	Way

A great example of the trend to make hotels feel like 
home is the $150 million renovation of the 50-story 
Sheraton New York Times Square Hotel located in 
New York City. The transformation was the larg-
est renovation effort the hotel had ever embarked 
upon since its initial construction in 1962. Boasting 

more than 1,700 rooms that were completed in two 
phases, the renovation featured “a fresh look…
and clean lines, inspired by Sheraton’s new brand 
design,” a press release stated. The “new customized 
design details” contributed to the ultimate goal of 
providing “the best accommodations and experience 
possible for both business and leisure travelers,” 
says Kai Fischer, Director of Sales and Marketing. 

Part of the budget was devoted to updating the 
“curb appeal” of the rooms with new fire-rated guest 
room entry doors. The existing flush doors were 
replaced with a warmer wood and paneled look, 
much like you would find in an upscale home. The 
results speak for themselves, and if you stayed at the 
Sheraton to attend DHI’s Annual Conference in 2011, 
you may have even seen them first-hand! As with 
most things, the end result did not happen by itself. 
In fact, several matters, from design to durability to 
logistics, were addressed early on in the develop-
ment stage by the design team, door manufacturer, 
local NY distributor, and ownership group.
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Challenge	#1:		Customized	Door		
Design	at	Standard	Pricing

If you think about it, the entry door is really the first 
impression of the guestroom. Selecting the right door 
can create a truly welcoming invitation and should be 
chosen with thought and care. The project design team 
from Wilson Associates did not disappoint. They selected 
the iconic style #400 by Supa Doors—a four-paneled door 
design that provided a modern, geometric look to comple-
ment the clean lines expressed in the interiors. If fact, 
every detail—from the overall design to the “sticking” and 
panel profiles—was purposefully selected by the team. 
That attention to detail was even expressed in the coordi-
nation/design of the evacuation panel located on the back 
of the guestroom door. Normally an afterthought that is 
often haphazardly applied to the door, the design team 
instead assembled all parties involved to create a perfectly 
centered sign that maintains the peephole right through 
the center! Upon final selections, a mockup door was very 
quickly produced to confirm the final look of the door.

Challenge	#2:		Accommodating		
Specialized	Door	Heights	

As is more commonplace these days, the Sheraton 
New York Times Square decided to keep the existing 
metal jambs in lieu of the cost and time requirements 
needed to replace them. But as one might imagine with 
a 60-year-old property, the building had settled to the 
point at which each opening was slightly different than 
the next! This required a very experienced local door 
and hardware distributor to measure all 1,700 rooms 
for door sizes and then coordinate doors and hardware 
to the existing frame—no small feat. Often this can 
pose a problem if doors cannot be manufactured to 
custom heights and widths and thus require the need 
to be cut down to fit the right opening. The drawback 
to this approach is often visibly apparent: it creates an 
EKG-like centerline adjustment down the corridor as 
each door is shifted slightly up or down from the next 
door. To avoid this, the distributor and Supa Doors 
worked closely to batch and manufacture the heights of 
the doors to predetermined exact sizes, creating a clean, 
consistent and uniform look across the hallways. 

“As a hotel investor myself, it is little things like this 
that make for a great hotel, where details and sizing 
can be tweaked without the associated costs of going 
‘custom,’” notes Ian Fisher, President at Supa Doors. 

Challenge	#3:	Logistics

With any actively run 50-story hotel, timing and 
schedules are critical for a successful project. Couple the 
size factor with a hotel located in the middle of Times 
Square, Manhattan—the world’s most visited tourist 
attraction with 39 million annual visitors—and all of a 
sudden, simply getting product to the hotel becomes a 
real challenge. This “last mile” of the production process 
was a critical component that required ongoing shipping 
coordination on a weekly basis with the jobsite, local 
unions, and delivery companies to ensure that each floor 
was delivered in the time allotted to meet very tight hoist 
timeframes. 

Challenge	#4:	Durability	

While most large hotel client groups do not get 
involved in the granular details of the door supplier 
vetting and selection process, this proved to be the 
exception—and rightfully so. Due to the high-traffic 
nature and high occupancy rates of a hotel located in 
midtown Manhattan, only an extremely durable, long-
lasting, solid door could possibly survive these sorts of 
conditions. From guest luggage to bellhop carts to vacu-
ums to cleaning carts, hotels are notorious for abusing 
their doors far more than the average facility. Supa 
Doors responded to the clients’ concerns by custom-
designing several chamfering options to select from. 
The company also extended a rare lifetime warranty on 
the doors supplied, which has since become a company 
standard. 

Hotel	R&R	=	Guest	R&R

Armed with options and knowledge, hotel guests 
have become discerning consumers of where to stay—
and where not to stay. Hotels are getting the message 
loud and clear. They’ve quickly begun “homing in” on 
hotel “R&R,” which should translate into your ability to 
get the old-fashioned R&R you deserve. And after your 
stay, perhaps the best review you could possibly write 
would be: “I felt right at home!”  

About the Author: Jacob Kluger is the Architectural Sales Manager for 
Supa Doors. For more information, visit www.supadoor.com. 
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A 
S AN ARCHITECTURAL HARDWARE  
Consultant and manufacturer of several 
products for the construction industry, 

I’m constantly asked by owners, architects and 
other interested parties:

“We have this huge open space that we could use 
much better if we could segment the area into various 
rooms. What do you recommend?”

The answer is not as simple as it might seem, 
as there are numerous matters to be considered. 
Spaces can be separated by either moveable 
partitions or folding doors, but each of those 
options offers different features that take into 
consideration different requirements. Let’s 
explore some of the most significant points.

Site/Location	Issues
Depending on the building use and occupancy 

classification for the rooms, the product that is 
selected—either moveable partitions or folding 
doors—may need to meet code requirements 
such as being fire-rated or having means of 
egress or accessibility features.

There are also structural support concerns to 
factor in. How large a span will be sectioned off? 
The larger the span, the more weight the moveable 
partitions or folding doors will be, requiring more 
support. Also, there is a weight difference between 
these two products. If the building is new construc-
tion, what type of building construction materials 
will be used, and where can supports be located? 

Photos Courtesy of Tamcor

By Francisco Portilla, AHC

moveable partitions vs. folding doors
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On a pre-existing structure, are the 
supports made of prefabricated steel, 
concrete and masonry, or wood? How 
much weight can the structure hold?

It’s also important to consider the 
geographical location of the build-
ing. Are there room acclimatization 
issues to take into concern? Air 
conditioning or heating systems? 
Will corrosion be a concern?

Unit	Operational	Issues

The next issue to consider is what 
the intended use is for the rooms. 
How much flexibility does the 
current room need? Will the prod-
uct be installed in an educational 
facility or an office? Are there acous-
tical requirements that need to be 
factored in? How much abuse will 
the product likely endure?

Comparisons

After evaluating all the matters 
mentioned, we are ready to decide 
whether to recommend moveable 
partitions or folding doors. Let’s see 
how they compare.

BUILDING	USE/OCCUPANCY	CLASSIFICATIONS

Fire Rating – Both moveable parti-
tions and folding doors are now 
manufactured with fire-retardant 
materials, and several manufacturers 
offer a 1-hour fire rating on both. 
Means of Egress – Both have the 
ability to have “pass doors” installed 
as part of the partition, complying 
with NFPA 101, Life Safety Code. 
However, moveable partitions have 
the option of including several pass 
doors, while folding doors only use 
the last panel (to one side of the door) 
as a pass door.
Accessibility – Both moveable parti-
tions and folding doors, using 
their pass doors, can be made 

ADA-compliant. However, this is 
more easily accomplished with 
moveable partitions due to the 
multiple pass doors permitted in 
their design.

STRUCTURAL	CONCERNS

Weights to Be Supported – Due to 
the hardware used in folding doors, 
they outweigh their moveable parti-
tion counterpart. The method of 
stacking also affects the supporting 
structure requirements. Folding 
doors are typically stacked to one 
side of the opening and require 
much more support capability on 
that end of the structure. A typical 
problem seen at a jobsite is that the 
supporting structure fails because 
the support calculations were done 
evenly through the span of the track 
rather than on one end as required. 

Moveable partitions can be 
stacked at several locations, 
distributing the support load. This 
difference not only requires less 
support structure, but also lighter 
hardware to operate them, which 
translates into a much lighter prod-
uct compared to folding doors.1

Span Covered – Because of the same 
weight support concerns already 

mentioned, as well as their indi-
vidual panel design, moveable parti-
tions can cover a wider area span 
than folding doors can.

TYPE	OF	BUILDING	CONSTRUCTION

Prefabricated Steel Structure – This 
type of construction provides the 
easiest and more versatile way for 
supporting a structure. Both move-
able partitions and folding doors 
normally use one of the structural 
I-beams as a means of support. 
This I-beam has to be prepared to 
receive the track system used by the 
moveable partition or folding door, 
and most of the time it is braced for 
support stability. 
Concrete and Masonry – Proper 
design will provide a supporting 
structure for both moveable parti-
tions or folding doors. However, 
problems arise in new construction 
when support is not provided in 
the plans and specifications, and 
existing buildings often do not have 
a suitable support structure. 

Currently, most track and hanger 
products in the market provide 
for track brackets to be installed 
directly to the concrete with the use 
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of expansion bolts. This method is 
much less secure than bolts through 
an I-beam. In this respect, using a 
lighter moveable partition product2 
is more adequate than the heavier 
folding door.3

Wood – Except for very rare species 
of wood, this is the worst type of 
building material to properly mount a 
supporting structure. Complimentary 
support structures are typically 
designed in structural steel.

GEOGRAPHICAL	LOCATION

Room Acclimatization (i.e., air condi-
tioning/heat, etc.) – On buildings 
without climate control, the materials 
used for both moveable partitions 
and folding doors become extremely 
important. Because of their extra 
rigidness due to continuously hinged 
panels, folding doors become a “wall” 
that resists wind gusts and other 
inclement weather conditions. 
Corrosion Protection Requirements 
– On sites where salt in the air and/
or high humidity create a higher risk 
of corrosion, the use of non-ferrous 
materials (i.e., aluminum, stain-
less steel, brass/bronze, etc.) and/or 
galvanized steel in the fabrication 
of both products and the hardware 
used to operate them is a must. In 
this respect, a folding door is a better 
option than moveable partitions.

INTENDED	USE

Acoustical Requirements – Various 
manufacturers offer both moveable 
partitions and folding doors with 
a Sound Transmission Class (STC)4 

rating of up to 64. The difference is 
that moveable partitions provide the 
same STC protection with much less 
weight per square foot.
Room Flexibility – Here lies the great 
advantage of the moveable partition 
over the folding door. Because most 
moveable partitions are designed 

as individual panels, the track 
pattern in the ceiling is limitless, 
thus providing for a wide variety of 
room layouts. Folding doors, on the 
other hand, only work on a straight-
line pattern.

Educational Environments (i.e., 
elementary schools, high schools, 
vocational schools, etc.) – As Joseph 
P. Kennedy, the father of President 
John F. Kennedy, once said, “When 
the going gets tough, the tough get 
going.” That is the case of the abuse 
moveable partitions and folding 
doors receive when installed in 
schools. The rigidness and sturdy 
construction of continuously hinged 
panels in folding doors resist this 
abuse and much more. The fact that 
moveable partitions are designed 
to be either individual panels or, at 
most, hinged in pairs exposes these 
panels to constant unauthorized 
movement and use for purposes 
other than what they were designed 
for. This excessive use provides 
wear and tear that eventually 
destroys the product.
Commercial Use (i.e., Office, 
Assembly, etc.) – In commercial 
applications, both moveable parti-
tions and folding doors are used 
extensively. Making a selection 

between the two products ulti-
mately depends on the require-
ments of the product, and all of the 
factors discussed previously enter 
into the evaluation process.

Conclusion

In summary, when flexibility, big 
open spaces and weight are a concern, 
moveable partitions have the edge. 
On the other hand, when rigidness, 
abuse and structural integrity are a 
concern, folding doors are a better 
option. The points discussed in this 
article will help you decide which one 
is right for you.  

Endnotes
1.  There are several manufacturers that offer self-support move-

able partitions, which do not require a support structure. 
However, these units are limited as to size.

2.  Moveable partitions normally weigh five pounds per square 
foot.

3.  Folding doors normally weigh up to 10 pounds per square 
foot.

4.  Obtained from published literature of various manufacturers

About the Author: Francisco Portilla, AHC is a 
consultant for TAM Industries, Inc. (TAMCOR) 
in Puerto Rico, the Caribbean, and Central and 
South America. In the industry since 1985, he 
has been involved in multiple commercial, indus-
trial and educational projects that have installed 
successfully operable walls and/or folding parti-
tions. He can be reached at paco@tamcor.com or 
787/761-8100.

mailto:paco@tamcor.com
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ALL STRUCTURES HAVE BEEN IN  
existence for centuries. The Great 
Pyramid of Giza, built in the 26th century 
BC, was as high as 480 feet. The Towers of 
Bologna, constructed in the 12th century 
AD, topped out at about 320 feet for the 
tallest tower. Although these were tall 
structures, they did not perform the same 
functions that today’s modern high-rise 
does. The purpose of the modern high-
rise building is to maximize building 
area in the smallest lot area. The modern 
high-rise rose to prominence when two 
significant developments were achieved: 
steel frame construction and the safety 
elevator.

Steel frame construction allowed build-
ings of great height to be built without 
the use of loadbearing walls, since this 
would have required such thick walls at 
the base that they would have rendered 
the lower stories useless. Steel frame 
construction acts like a skeleton upon 
which the lighter-weight building skin is 
attached. The safety elevator provided a 
rapid means of travel to the upper floors 
without having to use stairs. The “safety” 
aspect is a braking device that stops the 
elevator cab should it drop uncontrollably 
from equipment or cable failure.

From a life safety perspective, the high-
rise poses unique situations not found 
in buildings of lower height. Regarding 
egress, most high-rise buildings have 
relatively small floor areas, making the 
travel distance to an exit stairway well 
within the limitations of the International 
Building Code (IBC). However, long 
travel down the stairs is slow compared 
to egress through corridors and exit 
passageways. Additionally, the heights 
associated with high-rise buildings 
make it more difficult to fight fires at the 
extreme elevations.

How	High	Is	a	High-Rise	Building?

This discussion regarding building 
height leads to the prime question: At 
what height is a building considered a 
high-rise? A high-rise building is defined 
in Chapter 2 of the IBC as a “building 
with an occupied floor located more than 
75 feet (22,860 mm) above the lowest level 
of fire department vehicle access.” Unlike 
the standard building height dimen-
sion regulated by the IBC, the height 
for determining a high-rise building is 
determined by two different points of 
measurement: (1) the lowest level of fire 
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vehicle access, and (2) the highest 
occupied floor (see Figure 1). 

Regarding the bottom point 
of measurement, if a building is 
constructed on a site that has vary-
ing grade levels around its perim-
eter, the measurement is not to be 
taken at the grade plane as defined 
by the IBC. Rather, the dimension is 
measured to the actual surface of the 
ground or pavement that is accessi-
ble by fire department vehicles. This 
measurement point can be above or 
below the grade plane.

The upper measurement point 
is taken at the floor level, not the 
overall height of the building. For 
example, if a building has an overall 
height of 80 feet, but the highest 
occupied floor is at 70 feet, it is not 
considered a high-rise building. 
However, if the building has an 
occupied roof (i.e., roof decks, but 
excluding occupancy for mainte-
nance purposes), some building 
officials would consider the roof an 
“occupied floor,” thereby making 
the roof—and not the enclosed floor 
below—the point of measurement. 

Knowing where to take the 
measurement is important, but why 
is the measurement limited to 75 
feet? To understand this, you have to 
understand firefighting capabilities. 
Although platform and aerial ladder 
fire trucks have reaches that exceed 
75 feet, geometry may factor into the 
actual reach capabilities of the fire 
department. Although the measure-
ment is to the ground level of the 
fire department access, there is no 
requirement for how close the access 
must be to the building, beyond the 
International Fire Code (IFC) require-
ment that fire access roads extend 
to within 150 feet of all portions of 
a building’s first story. Therefore, 
the farther the fire truck is from the 
building, the lower the height it can 

reach. The Insurance Services Office 
(ISO), which rates fire departments, 
has set a maximum reach of 100 
feet to achieve maximum points in 
this category.1 This gives the fire 
department a 25-foot margin if it 
encounters differing circumstances 
at incident sites, such as the location 
of the fire lane from the building.

Special	Requirements	for		
High-Rise	Buildings

Section 403 of the IBC establishes 
the minimum requirements for 
high-rise buildings. This section 
starts off with a list of buildings 
that, by definition, are high-rise 
buildings but are considered excep-
tions to the special requirements. 
These include airport traffic control 
towers, open parking garages, 
Group A-5 buildings, special 
industrial occupancies, and Group 
H-1, H-2 and H-3 occupancies. This 
section adds supplementary require-
ments beyond the basic require-
ments in other sections of the IBC. 

However, this section also modifies 
some basic requirements for high-
rise buildings or exempts them from 
some basic requirements.

As a result of the September 11, 
2001, attacks on the World Trade 
Center (WTC) in New York City, the 
IBC incorporated a number of revi-
sions over time within the 2006, 2009 
and 2012 editions, the majority of 
which were implemented in the 2009 
edition. These revisions were imple-
mented to increase the protection of 
building elements and enhance the 
means of egress systems in high-rise 
buildings. In the 2006 IBC, a specific 
distinction was made between two 
types of high-rise buildings: those 
that are not greater than 420 feet in 
building height and those that are 
greater than 420 feet in building 
height. You will notice that, unlike 
the definition of a high-rise build-
ing, this height is measured accord-
ing to the IBC definition of building 
height, which is between the grade 
plane and the average height of the 
highest roof.



Illustration Courtesy of RLG
A Technical Services, LLC
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Construction	Type	and		
Fire-Resistive	Construction

Based purely on Table 503 of the 
IBC, high-rise buildings must be 
of Type I construction. However, 
with a sprinkler system, a Type 
IIA, Type IIIA or Type IV building 
could become a high-rise building 
if an occupied floor (or occupied 
roof, depending on the building 
department’s interpretation) is more 
than 75 feet above fire department 
vehicle access.2 

If a high-rise building is equipped 
with sprinkler control valves that 
have both supervisory initiating 
devices and water-flow initiating 
devices at each floor,3 then the 
fire-resistive ratings associated 
with the construction type could 
be reduced. A Type IA high-rise 
building that is not greater than 420 
feet is permitted to be constructed 
using fire-resistance ratings equal to 
that of Type IB construction, except 
that the fire-resistance rating of 
columns supporting floors cannot 
be reduced. A Type IB high-rise 
building—except for Group F-1, M, 
and S-1 occupancies—is permit-
ted to be constructed using the 
fire-resistance ratings of Type IIA 
construction. For either of these two 
reductions, the use of the build-
ing height and area limitations for 
the original construction type are 
permitted. For example, a Type IB, 
Group B high-rise building may 
reduce the fire-resistance rating of 
its building elements to that of Type 
IIA construction per IBC Table 601, 
but the height and area of the build-
ing are still limited to that of Type 
IB construction per IBC Chapter 5.

Although not specific to high-
rise buildings, the definition of 
primary structural frame in the IBC 
was modified as a result of the 

National Institute of Standards 
and Technology’s (NIST) building 
code recommendations following 
its WTC research. The definition 
stipulates that lateral bracing is part 
of the primary structural frame if it 
is essential to the vertical stability 
of the building—even if the bracing 
does not carry any gravity loads. 
Therefore, if IBC Table 601 requires 
a 2-hour rating for the primary 
structural frame, then lateral brac-
ing for high-rise buildings would 
be considered essential to the build-
ing’s vertical stability and would 
be required to have an equal fire-
resistance rating.

The IBC has one other reduction 
and one increase for high-rise build-
ings relating to fire resistance. The 
reduction applies to high-rise build-
ings not greater than 420 feet and 
allows the fire barriers for vertical 
shafts—this does not include shafts 
for elevators and exit enclosures—to 
be reduced from 2 hours to 1 hour. 
The increase applies to sprayed fire-
resistant materials and increases 
the minimum bond strength from 
150 psf (IBC Section 1705.13.6) to 
430 psf for high-rise buildings up to 
420 feet, and 1,000 psf for high-rise 
buildings greater than 420 feet (IBC 
Table 403.2.4).

Means	of	Egress

Several changes and additions to 
the means of egress requirements 
have been introduced in the IBC for 
high-rise buildings. Some of these 
new requirements were controver-
sial and were opposed by organiza-
tions such as the Building Owners 
and Managers Association (BOMA). 

The most controversial require-
ment was an additional stairway 
for buildings more than 420 feet 
in height (IBC Section 403.5.2). For 

example, a building with multiple 
stories and an occupant load of 
500 or less for each story would be 
required to have a minimum of two 
exits from each story. However, if 
that building exceeds 420 feet in 
height, then a third stairway would 
be required. This is to overcome the 
problem encountered at the WTC in 
2001, when occupants were fleeing 
down the stairs while firefighters 
were trying to work their way up the 
same stairs. Furthermore, if one exit 
is removed, the remaining exits must 
provide the total exit width calcu-
lated per Section 1005.1. This addi-
tional stairway requirement applies 
to all applicable high-rise buildings 
in all occupancy groups except for 
Group R-2. The exception to the 
additional stairway requirement is 
to provide an occupant evacuation 
elevator per IBC Section 3008. 

Also related to exit stairways is 
the remoteness requirement (IBC 
Section 403.5.1). The remoteness 
requirement states that interior exit 
stairways be separated by a distance 
not less than 30 feet or ¼ of the 
overall diagonal of the building or 
area to be served, whichever is less. 
If three or more exit stairways are 
provided, at least two shall comply 
with the remoteness requirement. 
If interlocking stairs are provided, 
the stairs will be counted as a single 
exit stairway. 

Per IBC Section 403.5.3, doors 
leading into exit stairways are 
permitted to be locked from the 
stairway side, provided that 
all doors can be unlocked—not 
unlatched—simultaneously upon 
a signal from the fire command 
center (fire command centers are 
discussed later in this article). For 
stairways where doors are locked 
from the stairway side, a two-way 
communication system connected to 
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a “constantly attended station” must 
be provided on the stairway side at 
every fifth floor.

Stairways serving high-rise build-
ings are required to be constructed 
as smokeproof enclosures per IBC 
Section 403.5.4, which references 
IBC Sections 909.20 and 1022.10. 
Section 1022.10 establishes the basic 
requirements for interior exit stair-
ways within smokeproof enclosures. 
The smokeproof enclosure must 
be accessed through a vestibule4 
unless the pressurization alternative 
is implemented. The smokeproof 
enclosure must terminate at an 
exit discharge or a public way; 
however, it can be extended using 
an exit passageway. To do so, the 
exit passageway must be separated 
from the smokeproof enclosure 
with a fire door and have no other 
openings other than the door to the 
exit discharge. Other openings are 
permitted into the exit passageway 
provided that it is accessed by 
vestibules like the smokeproof 
enclosure or is pressurized in the 
same manner as the smokeproof 
enclosure. If the exit passageway is 
pressurized in the same manner as 
the smokeproof enclosure, then the 
fire barrier and fire door between 
the smokeproof enclosure and exit 
passageway may be eliminated. 
Finally, the last exception permits 
the smokeproof enclosure to egress 
through areas on the level of exit 
discharge per IBC Section 1027.

Another requirement specific to 
high-rise buildings is the use of 
luminous markings for the egress 
path per IBC Section 1024. The only 
occupancy groups to which this 
applies are A, B, E, I, M and R-1. 
This section explains in great detail 
what needs to be marked and how. 
If the stairway egresses through 
areas on the level of exit discharge, 

such as a lobby, the markings are 
not required in those areas.

The last egress requirement for 
high-rise buildings is actually 
an exception. IBC Section 1029 
requires that Group R-2 occupan-
cies be provided with emergency 
escape and rescue openings for all 
sleeping rooms in stories below the 
fourth story. However, because of 
the added protection and safety 
measures required of high-rise 
buildings, IBC Section 403.5.6 
exempts high-rise buildings from 
having these openings.

Structural	Integrity

Structural integrity is a set of 
requirements that was introduced 
in the 2009 IBC as a result of the 
WTC investigations. The structural 
integrity requirements, located in 
IBC Section 403.2.3, apply to interior 
stairways and elevators in high-rise 
buildings in Risk Category III or IV 
per IBC Table 1604.4 and all high-
rise buildings that are more than 
420 feet in height. The intent of this 
category is to ensure that elevators 
and interior stairways stay intact 
following a significant impact to 
those elements. 

Gypsum board is the most 
susceptible material likely to be 
used for these elements, but the 
requirements for structural integ-
rity for soft body impact apply to 
any material that is not masonry or 
concrete, which are exempted from 
the requirements. Additionally, any 
complete wall assembly that has 
been tested to Classification Level 
3 for Hard Body Impact per ASTM 
C 1629, Standard Classification for 
Abuse-Resistant Nondecorated Interior 
Gypsum Panel Products and Fiber-
Reinforced Cement Panels, is permit-
ted to be used.

Fire	Protection	and		
Emergency	Systems

A fire command center (FCC) 
complying with IBC Section 911 is 
required in each high-rise build-
ing. The design professional can 
locate the FCC where it best suits 
the project, but the location must 
be approved by the fire official. The 
FCC must be separated from the 
rest of the building using 1-hour 
fire barriers, horizontal assemblies, 
or both. The size of the room must 
have a minimum area of 200 sq. ft. 
with a minimum dimension of 10 
feet; therefore, a 20-foot by 10-foot 
room is the minimum require-
ment. IBC Section 911.1.5 provides 
a complete list of features that are 
required for the FCC. The layout 
of the FCC and its features must be 
approved prior to installation.

Standby and emergency power 
systems are required for specific 
loads indicated in IBC Sections 
403.4.8 and 403.4.9, respectively. The 
main difference between a standby 
power system and an emergency 
power system is that the emergency 
power system requires its own 
distribution system (i.e., wiring, 
conduit, panels, etc.); the standby 
power system can share the main 
distribution system. Standby power 
is required for elevators, ventilation 
and fire detection equipment in 
smokeproof enclosures, and power 
and lighting for the FCC. Emergency 
power is required for exit signs, 
means of egress lighting, elevator car 
lighting, voice/alarm communica-
tion system, automatic fire detection 
system, fire alarm system, and elec-
tric fire pumps. The IBC specifically 
requires standby power generators 
that are located inside the building 
to be separated from the rest of the 
building with 2-hour fire barriers, 
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horizontal assemblies, or both. 
However, since the National Fire 
Protection Association (NFPA) 110, 
Standard for Emergency and Standby 
Power Systems, is referenced by the 
IBC for both types of systems, then 
a room, separated as required for 
an indoor standby power generator, 
is also required for an indoor emer-
gency power generator.5

It probably goes without saying 
that high-rise buildings are required 
to be equipped with an automatic 
sprinkler system. IBC Section 403.3 
requires a system complying with 
NFPA 13, except for parking garages 
and telecommunications equip-
ment buildings. For buildings over 
420 feet in height, a second riser is 
required for each sprinkler system 
zone. Furthermore, each riser must 
supply water to sprinklers on alter-

nating floors. This prevents large, 
continuous blocks of stories from 
being unprotected should one riser 
fail for any reason. To maximize 
the survivability of the risers, risers 
must be located in stairways that 
are separated by a minimum of 
one-third of the overall diagonal 
dimension of the building.

In addition to a sprinkler system, 
standpipe systems are also required 
for all high-rise buildings. Since 
high-rise buildings are required 
to have a sprinkler system, a 
Class I standpipe is the minimum 
requirement per Exception 1 to IBC 
Section 905.3.1. Hose connections 
are required at all floor levels above 
and below grade, and they shall 
be placed at intermediate landings 
between floors or as approved by 
the fire code official. If the high-rise 

building has a heliport, helistop, 
rooftop gardens, or landscaped 
roofs, then the standpipe is required 
to extend to the rooftop.

Fire pumps for all high-rise build-
ings must be supplied by connec-
tions to two separate water mains 
located on two separate streets per 
IBC Section 403.3.2. Two connec-
tions to the same main are permit-
ted, provided that the main has 
valves that can isolate a break and 
not interrupt the supply to no less 
than one of the connections. The 
piping connecting the fire pump to 
the two connections must also be 
separate. Connections and piping 
for each line must be sized so that 
each line can individually provide 
the required flow and pressure 
for the fire pump. Lastly, the room 
containing the fire pump must be 
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separated from the rest of the build-
ing by fire barriers and horizontal 
assemblies with a fire-resistance 
rating of not less than 2 hours.

Several types of alarm, notification 
and communication systems are 
specifically mandated for high-rise 
buildings. The first is a voice/alarm 
communication system, which shall 
operate upon activation of a smoke 
detector, manual alarm box or sprin-
kler water-flow device. The voice/
alarm communication system must 
sound a tone that is followed by 
evacuation instructions. The second 
is a smoke detection system, which 
requires detectors in mechanical, 
electrical, telephone, elevator, and 
similar type equipment rooms, as 
well as elevator lobbies. Duct smoke 
detectors are also required in main 
return air and exhaust air plenums 
of air conditioning systems with a 
capacity greater than 2,000 cfm and 
connections to vertical ducts or risers 
connecting two or more stories. 
The third and final system is a fire 
department communication system, 
which is wired and connects the 
FCC to the elevators, elevator lobbies, 
emergency and standby power 
rooms, fire pump rooms, areas of 
refuge and exit stairways.

High-rise buildings, like any other 
new building, are required to have 
emergency responder radio cover-
age throughout the building per 
IFC Section 510. This requires that 
a system be installed that ensures 
adequate radio communications 
between emergency responders. 
Exceptions allow a wired system if 
approved by the fire code official, no 
system if the fire code official deter-
mines the coverage is not needed, 
or the fire code official may allow 
an automatically activated system 
if it is determined that a continu-
ously operating system would have 

a negative impact on the normal 
operation of the building.

Smoke	Removal

Another provision added to the 
IBC in the 2009 edition is the require-
ment to provide mechanical or 
natural ventilation. The intent of this 
requirement is to provide a means 
for firefighters to expel the smoke 
after a fire event without requiring 
a full smoke control system that 
is specified in IBC Chapter 9. The 
requirement (IBC Section 403.4.7) 
identifies three methods: (1) manu-
ally operated windows or panels, (2) 
mechanical air equipment, or (3) an 
alternate method.

The first method requires easily 
identifiable windows or panels to 
be located around the perimeter of 
the building at 50-foot maximum 
intervals. The area of the openable 
units shall be based on 40 sq. ft. for 
every 50 feet of building perimeter. 
Thus, if a building has a 300-foot 
perimeter, it will need to provide a 
minimum of six windows or panels, 
with each window or panel providing 
a minimum of 40 sq. ft. of openable 
area. There are two exceptions that 
modify this requirement. The first 
exception applies to Group R-1 build-
ings that have sleeping units or suites 
located along the exterior wall. This 
exception allows each sleeping unit or 
suite to provide an operable venting 
unit having an area of 2 sq. ft. in lieu 
of the main requirement. The second 
exception allows fixed windows, but 
the glass must be able to be easily 
removed by breaking or other means 
to achieve the required area.

The second method allows the use 
of mechanical air-handling equip-
ment to exhaust the smoke directly 
to the exterior. The mechanical 
equipment must provide a minimum 

of one air change every 15 minutes. 
For example, if a floor has a volume 
of 55,500 cubic feet, then an exhaust 
system that provides a minimum 
airflow of 3,700 cfm is needed (55,500 
cubic feet ÷ 15 minutes).

The third method allows an alter-
native method that is approved by 
the building official. If a building or a 
portion of a building is provided with 
a smoke control system in accordance 
with IBC Section 909, the building 
official may allow that system to be 
used instead of the less sophisticated 
methods described previously.

The	Future

It is ironic that today’s modern 
model life safety codes were devel-
oped as a result of a high-rise fire. 
In 1911, a fire occurred on the eighth 
floor of the 10-story Asch Building in 
New York City that left 146 occupants 
dead. Today, that building is called 
the Brown Building and is a part of 
the New York University campus in 
Greenwich Village. The fire, better 
known as the Triangle Shirtwaist 
Factory fire, was considered the dead-
liest building disaster in New York 
until the WTC collapse 90 years later.

The NFPA, after the Triangle 
Shirtwaist Factory fire, worked 
toward improving the life safety 
aspect of buildings and developed 
the Building Exits Code in 1927, which 
would over time become the NFPA 
101, Life Safety Code. Also in 1927, the 
International Conference of Building 
Officials enacted the first Uniform 
Building Code, which incorporated 
construction and life safety require-
ments. Although a model building 
code did exist prior to 1911 by the 
National Board of Fire Underwriters, 
its focus on was preventing collapse 
and limiting structural damage, not 
protection of life safety.
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Like the Triangle Shirtwaist 
Factory fire, the WTC tragedy 
instigated sweeping changes to 
building and life safety codes, 
with a greater emphasis on high-
rise buildings. Even though many 
requirements have been added 
to the IBC and other codes based 
on the recommendations of NIST, 
not all of the recommendations 
have been adopted. Some of the 
proposals still under consideration 
include requiring buildings over 
420 feet high to survive a complete 
burnout with only minor structural 
failure, requiring buildings not to 
experience a collapse that is dispro-
portionate to the initiating failure 
(i.e., progressive collapse, such 
as that experienced by the WTC), 
and requiring a video surveillance 
system in exit stairways, elevator 

lobbies, elevator hoistways and 
elevator equipment rooms for 
emergency responder situational 
awareness. These proposals may 
or may not be included in future 
editions of the IBC, but there will 
likely be other events that will trig-
ger new changes, and the cycle will 
continue.  

Endnotes
1.  The measurement is to the roof and not the highest occupied 

floor level. If a community does not have a building with 
a roof height greater than 100 feet, then the ISO will 
award maximum points if the fire department can reach 
the height of the highest building in the community. The 
ISO does not factor in the distance the apparatus is from 
the building; therefore, a straight up vertical reach that 
meets the minimum height satisfies the ISO requirement.

2.  These construction types have a maximum building height 
of 65 feet. With a sprinkler system, the height can be 
increased to 85 feet, which means that a floor could possibly 
be located above 75 feet without exceeding the maximum 
number of stories if large floor-to-floor heights are used.

3.  Supervisory initiating devices monitor the status of critical 
operating features of an automatic sprinkler system 
to ensure proper operation when needed. Water-flow 

initiating devices send a signal to the fire alarm system 
when they detect water moving through an automatic 
sprinkler system due to an open sprinkler head.

4.  In lieu of a vestibule, an open exterior balcony may be used. 
However, for high-rise buildings, this may be an unlikely 
option to consider, especially for stories at great heights.

5.  NFPA 110 requires that an indoor Level 1 system be enclosed 
in a room separated from the rest of the building with 
2-hour construction. A Level 1 system is defined by NFPA 110 
as a system that, if inoperable, “could result in the loss of 
human life or serious injuries.” The explanatory information 
for NFPA 110 indicates that the loads required by the IBC 
are considered those applicable to a Level 1 system.

Section references are excerpted from the 2012 International 
Building Code, Copyright 2011. Washington, DC: International 
Code Council. www.iccsafe.org. Reproduced with permission.

About the Author: Ronald L. Geren, AIA, CSI, 
CCS, CCCA, SCIP is an ICC Certified Building 
Plans Examiner and is the principal of RLGA 
Technical Services located in Scottsdale, Arizona, 
which provides specifications and code con-
sulting services to architects, engineers, owners 
and product manufacturers. A 1984 graduate of 
the University of Arizona, Ron has more than 
26 years of experience with military, public and 
private agencies. You can contact him at ron@
specsandcodes.com. 
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F 
OUNDED IN 1917,� MILBURN COUNTRY CLUB in Overland Park, Kansas, is 
a private club whose 18-hole golf course is used by locals to qualify for the U.S. 
Open. However, in November 2010, the club was completely engulfed by a wind-

driven fire that took firefighters more than five hours to extinguish. Fortunately, no one 
was injured in the blaze, but the facility was completely destroyed. 

The board of governors and members spent the next year developing conceptual 
plans for a new club that all could agree upon. The approved plan presented a chal-
lenge to local builders and suppliers: provide a sustainable, unique, multi-purpose, 
33,000-square-foot facility that offers its 400+ members a welcoming and comfortable 
place to gather, as well as a Pro Shop, state-of-the-art fitness facility, multiple dining 
options, executive-style locker rooms, and extensive meeting and banquet facilities. 

With an aggressive timeline and unique requests, the project plan was put forth with 
several revisions that created additional challenges along the way. 

Milburn Country Club 
Rises from the Ashes 

BY TOBIAS STOWE

c a s e  S T U D Y

Photo Credit: Sarah Dooley, A.L. Huber General Contractor
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Exterior

Architecture firm Helix 
Architecture + Design designed a 
wood-stick structure for the club-
house exterior. While appealing in 
form and guaranteeing an aesthetic 
that complements the surrounding 
area, wood stick buildings are prone 
to being out of square and warped 
when built on such a large scale. 
To combat these issues, general 
contractor A.L. Huber expedited 
timelines to ensure that the build-
ing could be closed in before the 
cold, wet weather of fall. Due to 
the condensed timelines, material 
availability drove the decision to 
use welded 14-gauge galvanized 
frames by Curries for the close-in 
of the facility in order to provide 
additional strength to the exterior 
openings.

Interior:	Form	and	Function

Once the building was sheathed, 
work began on the interior. Floor by 
floor, the materials and aesthetics 
vary to accommodate the many 
functions of the clubhouse. The 
bottom floor serves as the opera-
tional hub of the facility; it includes 
industrial machinery and houses 
the dry food and liquor necessary 
to meet the needs of the expansive 
meeting and banquet facilities. 
Curries’ hollow metal doors and 
frames were selected to provide 
the durability needed in a hectic 
environment that has 30 tables and 
200+ chairs being moved in and out 
several times a week for various 
functions.

The main floor provides a 
completely different setting. Members 
enter through two main pairs of VT 
Industries’ 3'0"x7'10" stile and rail, 
four-panel, plain-sliced walnut,  View of the club party room with the doors in the background that allow the area to be 

sectioned off or offer an open concept.

One of two of the exterior pairs of 3'0"x7'10" plain-sliced walnut, stile and rail,  
four-panel wood doors on an aluminum frame.
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A grade wood doors on aluminum 
frames. The inner vestibule features 
a pair of full lite stile and rail wood 
doors on flat jamb VT Industries’ 
wood jambs. All casing and molding 
for this project were made exclusively 
by a local custom millwork company 
in Kansas City, Kansas. Most of the 
interior frames are flat jamb plain-
sliced walnut wood frames. Filling 
these are either four-paneled, stile 
and rail, plain-sliced walnut, A grade, 

wood doors or flush, plain-sliced 
walnut, AA grade, book- and balance-
matched wood doors. 

An impressive yet undetectable 
feature of this building is that all of 
the wood doors, frames, millwork, 
cabinetry and lockers were field-
finished. The finished walnut prod-
ucts appear homogenous, despite 
having come from suppliers located 
in different climates with varying 
humidity levels across the country. 

The main floor contains a large 
kitchen that services the bar, 
multiple dining areas, the pool and 
other buildings on the property. 
The executive board of Milburn was 
adamant that the main floor bar 
area, central dining area and club 
party room easily transform from 
small private spaces to a larger open 
concept room when necessary. In 
lieu of a sliding door system that 
would take several minutes to open 

1.  A pair of 3'0"x7'10" plain-sliced walnut, 
stile and rail, four-panel wood doors with 
US10BL friction hold-open plated closers, 
kick plates and pulls, offering convenience 
and aesthetics to a small dinning/
conference area.

2.  The doors to the individual showers are 
2'8"x5'0" plain-sliced walnut, stile and 
rail, louvered wood doors set in 2'8"x7'0" 
galvanized, welded, 16-gauge hollow 
metal frames. The hardware is Sargent 
US10BL mortise privacy latches that top 
off the simple elegance of the louvered 
door with a product whose function and 
finish can withstand the demands placed 
upon it.

3.  A view into a sitting room with a pair of 
3'0"x7'0" plain-sliced walnut, stile and rail, 
four-panel wood doors on wood frames 
with friction hold-open closers plated 
US10BL. These closers are perfect for this 
application because when the doors are 
open, the closers disappear from view and 
provide unobstructed sight lines.3 

2 1 
Photos above and below credit: Toby Stowe, Design Supply, Inc.
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or close, four pairs of 3'0"x7'10" 
four-panel, stile and rail, plain-
sliced walnut wood doors on wood 
frames were used. These doors have 
Sargent friction hold-open plated 
closers, Rockwood push plates, 
pulls and Sargent overhead stops. 
This simple and elegant solution 
delivers a clear sight line from one 
end of the building to the other 
while also providing a bit of beauty 
for guests to walk through.

Simple touches on the main floor 
exist in areas that are often discounted, 
including the restrooms. Details such 
as walnut 7'0" wood frames with 
5'0"-tall, flush, plain-sliced walnut, AA 
grade wood doors used for bathroom 
stall entry offer a high-end finish 
beyond the standard toilet partition. 

The hardware in the entire 
building not only complements the 
simple grace of the building, but it 
also will be a lasting and durable 

element of the structure. The locks, 
panics and closers are all plated 
US10BL by Sargent. This finish looks 
slightly different than the standard 
US10B, as it is achieved by applying 
a lacquer coat on top of the 10B (oil-
rubbed bronze). It will not fade over 
time from use, nor will the oil trans-
fer to people’s hands. This finish 
was also used for the push plates 
and pulls to ensure consistency and 
durability throughout the building.

Moving to the second and top 
floor, the attention to detail seen on 
the main floor is continued, as this 
space is heavily used by members. 
The highlights of the second floor 
are the lockers rooms and restrooms. 
The entry spaces to the men’s and 
women’s locker rooms have pairs of 
beautiful full-louvered stile and rail 
wood doors. The women’s sitting 
area has saloon-style stile and rail 
louvered doors that lead to the locker 
area. The restroom stalls and the 
shower doors at the locker rooms are 
7'0" hollow metal frames with 5'0"-tall 
stile and rail louvered wood doors. 
All of these products were selected to 
provide style to a space that typically 
caters solely to function. 

The finished result is a $9.8 
million clubhouse that offers high-
end finishes with a blend of materi-
als to meet the variety of services 
the facility offers. This project is a 
shining example of how to blend 
beautiful pieces that complement 
each other from manufacturers 
across the country. Planning, 
foresight and attention to detail 
have provided a structure that will 
endure the test of time, bringing joy 
to the multiple users of this rebuilt 
piece of Kansas City history.  

About the Author: Tobias Stowe is the 
Vice-President of Design Supply, Inc. in Kansas 
City, Missouri, and can be reached at tstowe@
designsupplyinc.com.

View	of	a	pair	of	3'0"x7'0"	plain-sliced	walnut,	stile	and	
rail,	full	louvered	wood	doors	that	provide	access	to	the	
men’s	locker	room.	The	US10A	heavy-weight	hinges	and	
US10BL	pulls	provide	a	visually	appealing	finish	while	
supporting	an	opening	subject	to	heavy	use.

A	double-acting	pair	of	1'4"x5'0"	plain-sliced	walnut,	
stile	and	rail,	louvered	wood	doors	on	a	2'8"x7'0"	plain-
sliced	walnut	wood	frame	gives	access	from	the	ladies’	
locker	room	to	the	sitting	room,	providing	beauty	in	
addition	to	privacy.

These	restroom	stalls	entries	are	simple	3'0"x7'0"	plain-sliced	walnut	frames	with	3'0"x5'0"	plain-sliced	walnut,		
AA	grade,	flush	wood	doors	that	go	above	and	beyond	the	standard	toilet	partitions.

Photos on this page credit: Toby Stowe, Design Supply, Inc.

mailto:tstowe@designsupplyinc.com
mailto:tstowe@designsupplyinc.com


Hursley House

Y

By David Key

Since 100BC,� the site of IBM’s Hursley development lab has vari-
ously been an Iron Age hill fort,� a castle,� a hunting lodge,� a hospi-
tal,� aircraft workshops and the largest software development lab 
in Europe. It has been occupied by the likes of Oliver Cromwell’s 
son and churchman,� academic and author John Keble,� after whom 
Keble College,� Oxford,� was named. Its illustrious history contin-
ued when IBM moved there in 1958. IBM Hursley quickly became 
a hotbed of innovation and today has 3,�000 employees on site,� 
including more than 1,�400 software developers.

ou do not have to dig very deep to uncover the
richness of Hursley’s history. Remains of an Iron Age hill fort 
are thought to date the first settlement to 100BC,� while there are 
suggestions of a Roman settlement in 100AD. With subsequent 
Saxon settlements,� Merdon Castle was built by Bishop Henry de 
Blois at Hursley in 1138.

Hursley was surrendered to Edward VI in 1552 and returned 
to the Bishop of Winchester by Mary Tudor in 1555. Richard 
Cromwell lived there in 1649,� becoming Lord Protector in 
1658 (the title of Lord Protector was held by his father,� Oliver 
Cromwell,� from 1653 to 1658).

After the Cromwells moved out in 1718,� Hursley was owned 
by a series of wealthy families. Late in 1902,� George Alexander 
Cooper bought Hursley Park from J.W. Baxendale and almost 
immediately began an extensive program of building and  
redecorating Hursley House. 
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Fabulously wealthy, Cooper’s wife 
having inherited a fortune from 
her uncle “Chicago” Smith, money 
was no object. By 1905, the solid but 
conservative Georgian house had 
been transformed into a stunning 
example of Edwardian splendor. As 
visitors stepped through the front 
door, with its ornate iron lock, they 
were faced with a beautifully carved 
and ornate 17th-century screen 
and paneling that had once graced 
Winchester College Chapel but now 
lined the main hall and east and 
west corridors leading from it. 

Off the east corridor, Lady Cooper’s 
boudoir was decorated with a carved 

French fireplace and English paneling 
from a Jacobean house in Yorkshire. 
The new electric switches were hidden 
within the carved oak acorn decora-
tion, and the doors were fastened with 
ornamented bronze locks with the 
handle in the form of a spaniel.

The adjacent L-shaped drawing 
room was decorated in Palladian 
style, painted white with lavish gilt 
ornamentation. The doors to the 
ballroom were mirrored with mono-
graphed brass handles, a feature on 
many of the rooms in the house.

In the ballroom, the walls were 
lined with Louis XV boiseries that 
served to frame the magnificent 
Beauvais tapestries. Around the 
room, the windows could be hidden 
by closing the full-length mirrored 
and gilt oak shutters.

At the opposite end of the house, 
the morning room looked out across 
the south lawn with an almost 
uninterrupted view across southern 
Hampshire. The room, decorated 
in Adams’s style with wedgwood 
plaques, also repeated the use of 
mirrored doors and monographed 
brass door locks used in the  
drawing room.

However, times were changing, 
and the great house was destined 
to be more than a showpiece home. 
During the first World War, the 
house’s top floor was used as a 
hospital; during World War II, it was 
requisitioned by Lord Beaverbrook 
to house Vickers Aviation, which 
had been bombed out of its previous 
workshops in Southampton in 1940.

The iconic spitfire fighter, designed 
by R.J. Mitchell and first flown in 
1936, saw its development continued 
at Hursley. But by 1957, the British 

aircraft industry was contracting, 
and Vickers vacated the Hursley site.

The	IBM	Years

The history of IBM’s Hursley lab 
all started with the establishment 
of IBM’s first British laboratory 
in London in 1957. The facility 
was soon running out of space, 
and as Vickers had moved out 
of the Hursley site, IBM’s scouts 
saw its potential and moved in on 
December 1, 1958.

IBM, like its predecessors, used 
the house for both office and tech-
nical design work, with dressing 

rooms becoming drawing offices 
and bedrooms becoming offices. 
Today, Hursley House forms the 
heart of IBM’s modern Hursley Park 
Development Laboratory. IMB’s 
design work is carried out in the 
purpose-built offices alongside 
the house. The upper floors of the 
house, where once the Heathcote 
and Cooper families and their 
servants lived, are used for offices, 
while the rooms on the ground floor 
are used as meeting rooms by IBM’s 
UK Executive Briefing Centre. 
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The Centre is where the Executive 
Briefing Team plans and executes 
professionally facilitated events 
for IBM Clients and Sales teams. 
The day’s agenda is tailored to the 
Client’s specific business require-
ments in this unique and stately 
environment. The co-location of the 
Hursley House and the lab allows 
the client access to IBM’s develop-
ment executives, top product archi-
tects and subject matter experts.  

The house itself is not open to 
the general public; however, in 

the basement, the IBM Hursley 
Museum collection fills many 
of the rooms. The museum was 
originally set up by Hursley IBM 
employee Len Peach more than 20 
years ago in response to a one-off 
request for an open day. From that 
start, the museum has grown in 
an ad hoc manner, and today the 
collection comprises thousands of 
photographs, hundreds of video 
tapes, numerous trophies and 
miscellaneous promotional items. 
The museum is not currently open 

to the general public, though visits 
by organized groups are frequently 
arranged. While on site, all guests 
are escorted, and sensitive areas 
are protected by a key card access 
control system. 

Within the house, every effort 
has been made to balance the needs 
of a modern workplace with the 
historic importance of the building. 
A good example of this can be seen 
in the doors that flank the main hall, 
providing access to the east and west 
corridors. Originally made c.1905 
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by H.H. Martyn of Cheltenham 
as part of the modifications to 
the 17th-century paneling from 
Winchester College’s Chapel, these 
doors feature the finest pierced oak 
panels. In order for them to remain 
in situ while still fulfilling the need 
for fire safety, a fireproof panel was 
inserted into each door.

Similarly, the need for adequate 
fire precautions means that safety 
panels, smoke detectors, extin-
guishers and exit signs do feature 
throughout the building but rarely 

intrude upon it. There is access 
to both the basement and ground 
floors without stairs, and an original 
lift provides access to the first and 
attic floors. 

Wherever possible, original 
features have been retained and, 
with the help of organizations 
like English Heritage, restored. 
For example, IBM has recently 
completed the restoration of the 
porte cochère, which was featured 
in the Hampshire Buildings 
Preservation Trust’s magazine, and 
the stable’s clock tower, which was 
restored last year. 

Inside, restoration work has 
returned many of the rooms to their 
original form, though they lack 
the fine furniture and ornaments. 
However, not all of the original 
material remains. In the 1940s, the 
owners removed several doors, and 
the majority of the paneling was 
covered with protecting boards. 

Today, most of the paneling is 
gone. The panels that once belonging 
to Winchester College have been 
returned to grace their new hall, and 
the Louis XV panels in the ballroom 

are covered by protective boards, 
leaving only the shutters visible. 

Fortunately, in most instances, 
the original doors and their fittings 
have been retained. For example, 
in the ballroom, despite the 
main paneling being concealed, the 
original 18th-century French gilt oak 
mirrored shutters remain in place, 
and the gilt doors from the ballroom 
to the drawing room are in storage 
until a more complete restoration 
can be undertaken.

In the many of the other rooms, 
despite their current business use 
to showcase technology as part of 
IBM’s Executive Business Centre, 
the splendor and ornamentation 
is still plain to see. The spaniels 
still stand guard in Lady Cooper’s 
boudoir, while the brass fittings 
and door furniture still recall their 
illustrious past.  

About the Author: David Key is a senior soft-
ware tester at IBM's Development Laboratory 
in Hursley Park, near Winchester, Hampshire, 
England. He is also a volunteer site historian 
working on the history of the Hursley Estate and 
House from medieval times to the present day  
for IBM Hursley. For more information, visit 
http://hursley.slx-online.biz/index.asp.
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S P E C I A L  A D V E R T I S I N G  S E C T I O NproductShowcase

Landing Edge
Marking

Hand Rail
Marking

Floor Demarcation
Lines

Directional
Signage

Door Hardware Marking

Door Signs

Exit Door Frame Kit

Stair Edge Marking

4600 Series Concealed Vertical Rod

4500 Series Concealed Vertical Rod

PHOTOLUMINESCENT FOR SAFE EVACUATION

The ZERO system includes directional markings 

and door signage designed to show egress paths 

on floors, stairs, handrails and obstacles. The 

top-grade strontium pigment material is non-

electric and non-toxic. The photoluminescent 

strips and signs feature aluminum backing with 

foam tape for full adhesion to uneven surfaces or 

can be mechanically fastened. 

www.zerointernational.com

CONCEALED VERTICAL  
ROD EXIT DEVICES

Hager Companies is pleased 

to introduce the 4500 and 

4600 Series Concealed 

Vertical Rod exit devices. 

Designed and engineered 

for superior performance 

in heavy-duty commercial 

applications, they provide 

extra security by concealing 

the top and bottom rods of the 

device. As an option, the Less 

Bottom Rod is also available.

www.hagerco.com

THE ALTERRA COLLECTION

Dunbarton is pleased to introduce The 

Alterra Collection—a solid wood door 

with frosted glass in full-, three- and 

five-lite panels. These ADA-compliant 

door panels are available in pocket, by-

pass, French and barn door styles. Sold 

unfinished, we offer custom paint or stain 

options to complete your project. 

www.dunbarton.com

161 SLIDING/POCKET DOOR PRIVACY SETS

Accurate Lock offers an easy-to-install pocket 

door privacy lockset that fits a standard 2¹⁄8" 

diameter bore (161 prep). It comes in 23 ⁄8" or 2¾" 

backsets with flush pulls available in round and 

rectangular designs to please discreet tastes, thus 

meeting the house, office, condominium and hotel 

markets. 

www.accuratelockandhardware.com

Showcase your products here!
From concealed exit devices to acoustic wood doors, this section features all of 

the latest products and technology advances this industry has to offer for improving 
guest experiences in hospitality and entertainment facilities. No matter what size 
project you’re working on, you’ll find plenty of great products here to choose from!

	 Contact	Molly	Long	at	mlong@dhi.org.

COMPONENTS THAT MATTER MOST TO YOU!

Featuring the nation’s largest in-stock 

inventory of electrical and mechanical 

parts and products for all Assa Abloy, 

Ingersoll Rand Security Technologies 

and Stanley Security Solutions brands. 

Security Lock Distributors specializes 

in the components that matter most to 

you to service any job. 

www.seclock.com

http://www.zerointernational.com
http://www.hagerco.com
http://www.accuratelockandhardware.com


PRIVACY, OBSERVATION, SECURITY SOLUTIONS BY VISTAMATIC®

VISTAMATIC® is the world’s leading manufacturer of vision panels and 

is dedicated to the continued research and development of manual 

vision access control, with unique products to suit a wide range of 

specifications. The reliability of our panels demonstrates that simplicity 

can triumph over technology in terms of natural surveillance.

www.betweenglassblinds.com
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SPECIALIZED ACOUSTIC WOOD DOORS

AMBICO has manufactured specialized acoustic wood doors and steel frames 

since 1955. AMBICO supplies acoustic wood doors from STC 46 to STC 54, 

complete with acoustic seals and door frames. STC 45 - STC 51 acoustic wood 

doors are supplied as 90-minute fire assemblies. Many items are in stock.

www.ambico.com

MRX-A LIGATURE  
RESISTANT MORTISE LOCK

TownSteel is pleased to 

announce a new product: MRXA 

Ligature Resistant Mortise Lock. 

It meets 5-point ligature-resistant 

design. Mortise body exceeds 

requirements of ANSI/BHMA 

A156.13-2005 Grade 1 and is UL 

listed 3-hour fire rating. 

www.townsteel.com

RITE DOOR –  
RIGHT FOR MANY REASONS

The RITE Door meets the 

most stringent fire and 

accessibility codes. This 

fully-integrated system 

saves installation time and 

money. Add a wide variety 

of available finishes and 

stylish handles, and you 

can check your design 

challenges at the door.

www.RITEdoor.com

25th Anniversary  1987-2012

25TH ANNIVERSARY CATALOG NOW AVAILABLE 

Midwest Wholesale has added 

numerous new lines to our offering, 

including National Guard, HID, BEA, GRI, 

and Linear/IEI. To receive your free  

copies of our catalog, please send a request 

to hdwsales@midwestwholesale.com.

www.midwestwholesale.com

WEB WAREHOUSE: POINT. CLICK. DONE.

Hardware Suppliers is proud to announce 

a fully redesigned Web Warehouse. Order 

hardware. Check price and availability. 

Manage your account. The full HSI 

experience, available anytime, anywhere. 

Log on today, and click a few things off your 

to-do list.

www.hardwaresuppliers.com

IN STOCK AND READY 

Top Notch Distributors is now the 

authorized national wholesale distributor 

of Stanley’s BEST Access Systems. 

We have product in stock and ready for 

immediate delivery! 

www.topnotchinc.com

http://www.betweenglassblinds.com
http://www.townsteel.com
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P 
ROJECT MANAGEMENT PRINCIPLES 
for access control and contract hardware 
are the same. You need to identify the 

project, define a scope of work, establish a  
timeline, accurately estimate the cost of materi-
als and labor, secure and execute a contract, and 
close out the project. Without proper planning 
and preparation, a number of obstacles can 
appear at each step.

“That	is	not	what	I	wanted.”

This is not a statement you want to hear during 
an acceptance test. If a clear, definitive scope 
of work is not prepared, how do you ensure 
that what you are selling is actually what the 
customer is expecting, or that the technician 
installing the system has a firm grasp on what 
needs to be accomplished? How will you or the 
customer judge whether the installed system is 
functioning in full compliance with the contract? 

When submitting a proposal for a new system, 
you need to document all functions and have the 
customer sign off on the plan to ensure that you 
are both on the same page. This must include a 
functional analysis of the system, a bill of mate-
rial, and the location of all components. Outline 

what the system is supposed to do, how it will 
communicate, and how it will be programmed. 
Including all aspects of the system in a written 
document will help you avoid surprises. The 
scope can then be used as a checklist during an 
acceptance test to ensure total compliance. 

“The	customer	only	asked	me	to	install	one	door.”	

Many access control systems start out as one 
door, and there are a large variety of standalone 
devices for this type of application—everything 
from mechanical pushbutton locks to offline 
integrated locks that incorporate a keypad and/
or card reader or an online single door system. 
Questions need to be asked to determine what is 
right for the customer.

■ Does the customer have plans to add access 
control to additional doors? What is their 
long-term plan?

■ Does the customer have other facilities, 
and will they want to expand the system to 
encompass these facilities? Have they estab-
lished a corporate standard?

■ What is the desired method of programming? 
Do they want to program via a keypad built 
into the unit, a hand-held programmer, or to 

Project Management 
for Access Control

By Keith Lathrop

h o w  T O



 JULY 2013 £	DOORS	&	HARDWARE	 43

program directly from a central 
database?

■ Is there a requirement for an 
audit trail of transactions, both 
now and in the future?

■ How many users will there be, 
both now and in the future?

■ Is the opening currently 
mechanically secure? Are the 
door and frame in good opera-
tional repair? Adding access 
control won’t fix existing 
mechanical problems.

“I	did	not	include	that	in	my	bid.”

Be sure to determine what type 
of documentation and training the 
customer is looking for.

■ Are construction drawings 
required as part of the project? 
How about riser diagrams or 
as-built drawings? If the project 
requires extensive drawings 
and you do not have in-house 
CAD capabilities, you will incur 
significant costs to have them 
prepared. On many smaller 
projects, drawings could be 
as simple as utilizing an 8½”x 
11” baseline drawing of the 
building and simply penciling 
in equipment locations. For a 
single door system, the point-
to-point electrical drawing 
can be the installation manual 
for the equipment. Not every 
system requires complex CAD 
drawings. The customer needs 
to understand what will be 
included.

■ Is the customer expecting a 
formal training program, and 
if so, how many people are to 
be trained? Will the training be 
during normal working hours? 
If some of the managers work 
second or third shift, you may 
have to train them at odd hours. 

Working off hours may increase 
your cost.

■ Who is supplying and con-
necting 120 VAC power for the 
equipment? If you are not con-
necting power, it needs to be 
exempted from your respon-
sibility in the written scope of 
work.

■ If there is equipment that will 
reside on the customer’s net-
work, who is responsible for the 
network connection? 

■ Who is responsible for latent 
defects? On some projects, 
unforeseeable obstacles can 
arise. If you are trenching for 
an underground cable and 
encounter solid rock, who bears 
the cost? If you find asbestos 
during the installation, who 
is responsible? It is easy to say 
“That it is not my problem,” but 
many proposals simply say that 
the contractor will install the 
system, and they do not address 
latent or hidden defects. If these 
items are not included in your 
work, have you specifically 
exempted them in your written 
scope of work? Many times, 
what is specifically exempted in 
the scope is just as important as 
what is included.

■ What is the process for the final 
test and acceptance? The final 
test is not the time to be dis-
cussing what the system was 
supposed to do. If you have 
done your job right, the docu-
mentation the customer has 
already accepted will spell that 
out. When you demonstrate 
the system performance at the 
test, there will be no question 
about system completion and 
beneficial use by the customer, 
and then you have a defined 
and documented warranty start 

date. It is very difficult to have 
a warranty end date without a 
start date.

Communication	Is	Key

After 28 years in the industry, I 
have made most of the mistakes 
outlined in this article at one time 
or another. When you apply proper 
project management principles, 
you greatly reduce your exposure 
to mistakes that can be quite costly. 
This needs to begin as part of the 
bid process. The bid is not just a 
price given to the customer. It needs 
to include:

■ Detailed bill of material
■ Clear, definitive scope of work
■ Contractor responsibilities/cus-

tomer responsibilities
■ Training
■ Documentation to be provided
■ Timeline
■ Sell price
■ Final sign-off procedure
When this process becomes 

second nature, you will minimize 
mistakes and surprises. It is very 
easy to justify skipping steps 
because it is a long-time customer/
this is just a small job/the customer 
understands what we are doing/
insert other excuse here. As in most 
endeavors, communication is 
key—not just with the customer, but 
internally between sales, estimat-
ing, installation, and subcontractors. 

Proper planning and documenta-
tion will help you accurately esti-
mate cost, minimize problems, and 
maximize return.  

About the Author: Keith Lathrop is the Business 
Develop Manager for Midwest Wholesale Hardware. 
He has more than 30 years of industry experi-
ence, primarily in operations management for 
electronic security. He can be reached at 816/245-
1116, keithl@midwestwholesale.com, or through 
LinkedIn at www.linkedin.com/pub/keith-lathrop.

mailto:keithl@midwestwholesale.com
http://www.linkedin.com/pub/keith-lathrop
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HAVE NOTICED A GREAT DEAL OF CONFUSION 
involving various building products and the graphics 
used to create, sell and install them. Whether 

they are CAD drawings, BIM objects, illustrations, 
diagrams or photographs, they are all relevant to some 
individual involved with the product. Rather than 
focusing on a specific product this month, I would 
like to shed some light on this issue and provide an 
explanation of how different types of design graphics 
are used in the world of building products. 

Regardless of whether it is an operable partition 
wall or a doorstop, Building Product Manufacturers 
(BPMs) need to think about all of the aspects of their 
product, from engineering the product, to sizing the 
space it is installed in, to the sales and installation of 
the product itself. This requires them to have available 
all of the graphics necessary for each interested party. 
Their internal research and development teams need to 
design, the marketing and advertising agencies need to 
sell, architects need to design, and contractors need to 
install. Each of these groups has very different needs, 
and all require very different graphics.

For each of these groups, BPMs should provide appro-
priate graphics in order to have a full resource kit avail-
able for the product. How each is developed and format-
ted comes down to intent or purpose, which is dictated 
by the viewer, not by the creator or draftsman. This 
can become quite confusing, since there is no unified 
graphic standard, or even file type which will work for 
all of them. Each graphic has a different purpose and is 
specifically formatted to be understandable by a differ-
ent skill set. Manufacturing graphics answer the ques-
tion of what a product is, marketing graphics convey 
why a product is the correct product for the building, 

design graphics illustrate where in the building to place 
a product, and implementation graphics explain how a 
contractor installs a product. If you try to answer all of 
these questions at once, everyone ends up confused.

Manufacturing graphics are highly detailed and 
contain precise dimensions—accurate to the micron, in 
some cases. These exacting specifications are necessary 
to maintain tolerances required for the manufacture of 
the building product, but their level of detail is far too 
great for design and construction tolerances. It’s not 
uncommon for manufacturers to provide these types of 
drawings to architects, especially when they do not have 
any other files available. While they fill the hole where 
the missing architectural drawings should be, they often 
create undue work for an architect, engineer or contrac-
tor by requiring them to strip out a lot of extra detail in 
order to get down to what they actually need. 

Graphics like these are typically created using high-
performance manufacturing software that only product 
designers use. Rather than simply exporting them to the 
appropriate file type and handing them to an architect, 
paring them down first provides a more useful two-
dimensional design graphic and ensures that relevant 
details are retained instead of being inadvertently 
stripped out by a draftsman once they are in the hands 
of the project design team. 

With the advent and growth of Building Information 
Modeling, it has become a necessity for many manu-
facturers to provide detailed graphic information 
about their products in both 2D (CAD) and 3D (BIM) 
formats. It is a misnomer, though, to assume that BIM 
has replaced the need for CAD. Given the wide variety 
of construction methods and variations between local, 
national and international building codes, BIM software 

I

B I M

For Manufacturing, Marketing, Design and Construction

2D & 3D Graphics for 
Building Product Manufacturers

ROBERT S. WEYGANT, CSI, CDT, SCIP
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cannot be expected to determine and 
configure specific scenarios. The 3D 
BIM element of the project focuses 
on the macro, or “massing,” of the 
building, whereas the 2D element 
focuses on the micro, or “detailing,” 
of the construction. 2D and 3D draw-
ings are used for two very different 
purposes and should complement 
each other. Until dust becomes 
outlawed on jobsites and design 
decisions are made by computers, the 
world will still rely on the accuracy 
of the 2D rolled plans that an archi-
tect provides for construction.

Architects and contractors need 
dimensions that apply to the opening, 
structural supporting, panel storage, 
necessary clearances and installation 
procedures for their drawing sheets. 
By limiting specifics surrounding the 
internal workings and seals, hinge 
mounting, movement and other 
“factory” details, there is more oppor-
tunity to show how an operable wall 
interfaces with the adjacent walls and 
floor, which is the type of detail archi-
tects and contractors are looking for. 
Regardless of whether their sales are 
coming through architects, engineers, 
contractors or owners, some form of 
design graphics are a crucial part of 
a technical sales toolbox. Which type 
or types to focus on is different for 
each firm. Some need only one, while 
many need all of them. 

2D  shop drawings are used by 
manufacturers to illustrate specific 
conditions about how their products 
interface with a given building. 
These are often demonstrated using 
section or isometric views of transi-
tions, terminations and penetra-
tions. They might show a section 
view of the product with greater 
detail of a head, jamb or track for 
construction purposes. Usually 
designed to be representative, they 
typically don’t have a tremendous 

amount of detail about the adjacent 
walls or floor, instead pointing out 
the minimum standard require-
ments to give the designer guidance 
on how to augment the detail to suit 
the needs of the specific project.

2D symbols are much simpler 
and are commonly standardized. 
Typically they are plan (top) or 

elevation (front or side) views used 
to represent where a product is 
being placed. In most cases, they 
rarely look much like a product at 
all. They are designed simply to 
show where a product is located in a 
very general sense. 

BIM objects are designed for mass-
ing and macro aspects of a building. 

sdcsecurity.com
800.413.8783    Fax 805.494.8861

service@sdcsecurity.com
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They should not be drawn as exact 
representations of products, but 
rather as reasonable representations; 
think cartoon rather than virtual 
reality. BIM objects focus primarily 
on overall dimensions and general 
size representations. In cases where 
a product is selected by appearance, 
it is not uncommon for visually 
noticeable aspects of a product to be 
added to a BIM object. A common 
mistake, though, is to confuse the 
purpose of BIM objects with that of 
a marketing graphic, which focuses 
solely on the features, advantages 
and benefits. Products are not 
selected through BIM objects; 
instead, they are implemented 
through them. It is their effective-
ness in conveying both the graphic 
and informational aspects of the 
product that dictate whether or not 

they are used, not how exact the 
representation is.

Marketing graphics have a wide 
variety of purposes but mainly are 
used for getting a product to market. 
Typically these are photographs of 
products, either alone or installed. 
Taken at various angles, they provide 
a clear, concise understanding of 
why that product should be used. 
Manufacturing drawings, CAD files 
and BIM objects may carry raw data 
that speaks to why, in order to be 
effective, presentation is everything. 

Manufacturers have limited 
budgets to work with when it comes 
to developing resources, and all of 
them can quickly become expensive. 
To make a drawing perform “double 
duty,” acting as both a manufactur-
ing and architectural drawing, or 
both an architectural and marketing 

image, unrealistic expectations of the 
functions of each drawing are often 
encountered. This is common when 
photorealistic “virtual reality” images 
or renderings become the expectation 
of their BIM objects. Images such 
as these are created by an architect 
specifically for marketing one proj-
ect. They actually are more akin to 
graphic design than BIM. Engineers, 
architects and graphic designers all 
work in three-dimensional spaces, 
but remember, just because it’s in 3D 
does not mean that it will work for all 
of your needs..  

About the Author: Robert S. Weygant, CSI, 
CDT, SCIP is President of Sumex Design, an 
architectural consulting firm specializing in 
bridging gaps in project collaboration and the 
development of innovative architectural methods. 
Follow him on LinkedIn or Twitter: @Sumex.

Find out how DHI members succeed with:

 – An enhanced competitive edge

 – Comprehensive career development opportunities

 – Extensive networking both nationally and locally

* DHI “Individual” membership cycle is from July to June each year. Membership investment includes an 
application fee and chapter activation. Offer for DHI U.S./Canada dues are $360; International dues are 
$445. Membership investment must be paid in U.S. funds. Membership expires June 30, 2014.

Know Someone Who Could Benefi t from DHI?

Click or Call: 
www.dhi.org or
703/222-2010

NOW is an excellent 
time to join!



A barcode scanner 
application is required 
to read the QR code. 
To get the app, start a 
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an app for “Barcode 
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Why DHI
Membership IS

Important!

YOU are the Face of DHI!

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

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

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

Kim McCallum, Ontario, Canada

Do you know a DHI member you would like to nominate as the FACE OF DHI? Submit your 
nominations to Paige Purdum at Ppurdum@dhi.org, and we’ll take care of the rest!

Timothy Chow was intrigued by security from an 
early age. While other children spent their time playing 
games and sports, he focused on constructing a small se-
curity box to keep his childhood treasures safe. “I love how 
security works,” he says simply.

Growing up in Hong Kong, his family owned a small 
construction company that provided Tim with early exposure 
to some of the fundamentals he would need in this industry. 
One day, he learned that a company called Chubb Security 
was looking for a technical assistant, and with his construction 

background, he was able to land the position. “They let me take care of the vault door, cell 
lock and security equipment,” he recalls. “Since then I have not left this industry.”

His enthusiasm for the industry led him to his next job at Builders Federal, where 
he began to learn about the “American-style” doors and hardware that were just enter-
ing the Asian market at that time. Fortunately, he had several mentors in the industry 
to help him overcome a steep learning curve that was compounded by a language 
barrier. “The most important mentor was the late Mr. Vincent Scotti, AHC,” he says. 
“He taught most of the Asian hardware professionals the correct procedures, codes, 
ethics, and master keying. He contributed all his time for this industry to help us set 
the standard and feel proud of ourselves. Everybody trusted him and respected him.”

Tim has also found DHI to be a valuable resource for continuing his education over 
the years. “DHI offers a complete and almost prefect training program for everyone 
who wants to become a professional,” he says. “Local chapters can offer the local of-
ficial translation to fit different language audiences.”

Tim entered the industry 38 years ago, but says that even after all this time, he is 
still passionate about security. “It reaches every corner in the world,” he says proudly. 
“No matter how poor or how rich our client is, they still need a door and lock to 
protect their life and property.”

These days, he prefers to work on scheduling and field inspection rather than writ-
ing specifications. While working with customers can be challenging in any coun-
try, Tim notes that China can be particularly difficult. “The door constructions are 
non-standard and sophisticated here,” he says. “Most designers want the door to look 
prestigious by [being] a huge size and [having] un-common pulls. We have to advise 
the designer not to use them, but they may not like to listen.”

He also struggles with the more common problem of clients not understanding the 
limitations of industry products. “Somebody thought master keying can be set at whatever 
they want,” Tim recalls. “They would expect 10 levels of keying and hundreds in cross-
keying [because] some sales people said they could. It is difficult to correct their ideas.”

But Tim remains confident that as time passes, consumer tastes will change, education will 
increase, and eventually there will even be some measure of standardization. When asked 
where he sees the industry in the next five to 10 years, Tim replies hopefully, “There will be a 
multi-national product standard accepted in different countries, and the AHC/CDC [certi-
fications] will become a legal and compulsory position in the national building projects.”  ●

Timothy Chow, AHC
ASSA ABLOY, China
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Nobody Really  Wants

by Dr.  A lber t  D. Bates

Provide Services 

d

The  Race  to

ISTRIBUTORS IN VIRTUALLY every line of trade have worked hard to increase 
their service profile through the years. As one obvious example, the time between 
receipt of a customer’s order and delivery has shrunk dramatically. The list of other 
equally significant service enhancements is lengthy.

Today, distributors continue to look for additional ways to enhance service in order 
to lock in their customers. The problem is that these new and better services increase 
payroll costs with no guarantee of actually locking in the revenue. If they don’t, 
distributors will suffer from payroll expense creep.

This report examines the nature of the service revenue/service cost issue. It does so 
from two important perspectives: 

■  The Revenue/Payroll Relationship: An analysis of how sales and payroll growth 
interact to drive profit in the firm

■  A Profitable Service Profile: Specific suggestions for ensuring that service 
enhancements actually lead to profit improvement

The	Revenue/Payroll	Relationship

Throughout the distribution industry, including DHI members, payroll is the over-
whelming expense factor. This can be seen clearly in Exhibit 1, which presents the 
current performance of the typical DHI member based upon the latest PROFIT Report 
of financial performance.

As can be seen in the first column of numbers, the typical firm generates $10,000,000 
in sales, operates on a gross margin of 29.0% of sales, and produces a bottom-line 
profit of 1.4% of sales, or $140,000. Of most significance, payroll is 20.0% of sales, or 
72.5% of the total expense load for the firm.

In some instances, distributors may feel that they are forced to enhance their service 
profile in the face of a new offering by competitors. In other instances, firms are seek-
ing to establish their own competitive advantage. In either case, the key profitability 
issue is how much of a sales increase can be generated, if any, in relationship to the 
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payroll cost associated with provid-
ing the additional service.

The last two columns of numbers 
in Exhibit 1 present the potential 
good and bad results associated 
with an increase in payroll expense. 
In both columns, it is assumed that 
the increase in costs is associated 
with an additional service. Further, 
in both columns, payroll costs are 
assumed to increase by exactly 3.0%.

The middle column of numbers 
represents a situation in which the 
increased payroll costs are offset 
by a 5.0% increase in sales. In short, 
the firm has developed a service 
enhancement profile. Total profit 
increases by 60.7%, and the bottom 
line rises to 2.1% of sales. 

The final column, in very sharp 
contrast, reflects a situation in 
which payroll costs increase due 
to the additional services offered, 
but revenue is stagnant. This might 
represent a situation in which all of 
the competitors increase services 
at the same time, resulting in no 
measurable change in market share.

The economic impact is dramatic. 
Profit declines by $60,000, or 42.9%, 
even though the increase in payroll 
was only 3.0%. In short, service 
expansion programs must generate 
the revenue to cover their costs and 
produce enough additional revenue 
to drive higher profit. 

Research in distribution suggests 
that, in many instances, service 
expansions are less likely to reflect 
second-column economics in 
Exhibit 1 than third-column ones. 
Simply put, the value of the addi-
tional services may not be there.

A	Profitable	Service	Profile

In building a service profile that 
drives sales growth faster than payroll 
growth, there are two opposing 

strategies that can be followed. First, 
add or strengthen truly profitable 
services. Second, minimize or elimi-
nate unprofitable ones. As simple as 
this may sound, it actually has some-
what counterintuitive implications in 
terms of the potential changes in the 
service profile.

Service Strengthening: Research 
conducted by the Profit Planning 
Group indicates that with very few 
exceptions, customers do not desire 
any additional services from distribu-
tors. Instead, they would like some 
existing service components strength-
ened. In particular, they want better 
performance with regard to inventory.

The inventory needs expressed 
were two-fold. First and foremost, 
customers desired an improved 
in-stock position. Second, they 
desired a broader assortment to 
facilitate the ability to engage in 
one-stop shopping.

To a real extent, this is a serious 
condemnation of distributor perfor-

mance. The most essential role of 
distribution is product availability. 
Failure to perform adequately in 
this arena is simply unacceptable. 
The pressures associated with cash 
flow are an excuse for inventory 
inadequacy, but not a valid reason.

The economics of improving 
service through better inventory 
performance are extremely compel-
ling. Additional inventory invest-
ment comes with a carrying cost 
implication. However, in today’s 
environment of low interest rates, 
carrying costs are dramatically 
reduced from previous periods.

On the positive side, a higher 
fill rate is one of the few services 
enhancements that automatically 
generates higher sales volume. 
Every lost sale, whether caused by 
being out of stock or anything else, 
is a pure loss of volume. Eliminating 
lost sales reverses the economics of 
the third column in Exhibit 1.
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 The Impact of 3% Payroll Expense Creep for the Typical DHI Member

Income Statement—$
Current 
Results

5% Sales 
Growth

No Sales 
Growth

Net Sales $10,000,000 $10,500,000 10,000,000

Cost of Goods Sold 7,100,000 7,455,000 7,100,000

Gross Margin 2,900,000 3,045,000 2,900,000

Payroll and Fringe Benefits 2,000,000 2,060,000 2,060,000

All Other Expenses 760,000 760,000 760,000

Total Expenses 2,760,000 2,820,000 2,820,000

Profit Before Taxes $140,000 $225,000 $80,000

Income Statement--%

Net Sales 100.0 100.0 100.0

Cost of Goods Sold 71.0 71.0 71.0

Gross Margin 29.0 29.0 29.0

Payroll and Fringe Benefits 20.0 19.6 20.6

All Other Expenses 7.6 7.2 7.6

Total Expenses 27.6 26.9 28.2

Profit Before Taxes 1.4 2.1 0.8

Change in Profit--% 60.7 -42.9

Exhibit 1 



Service Elimination: It is heresy to suggest, but there may be some 
services that everybody in the firm thinks are wonderful but that customers 
find to be without benefit. This is often a surprisingly fertile field for profit 
enhancement. 

In service elimination, a reasonable motto would be to “copy the banks, 
not the airlines.” Banks no longer return checks with monthly statements. 
Most customers find having less to throw away to be a benefit. ATMs have 
largely, but not completely, replaced tellers. Self-service means better service 
for the preponderance of customers.

Airlines, in sharp contrast, have started charging extra for meals, blan-
kets, checked bags and just about everything else. Customers go along with 
the add-on charges because they have to. Even if fares are lower, there is a 
continual bitterness about the service reductions.

The best way to determine if a service elimination decision is a bank 
action or an airline action is to ask customers. Often the feedback is enlight-
ening. When the firm discovers that it has been able to brilliantly provide a 
service that nobody really cares about, it is an eye-opener. 

Moving	Forward

All distributors sell products. The best ones also provide an array of 
services that customers value. The challenge is to identify exactly which 
services are truly important to customers and which ones are not.

The valued services must be provided with absolute precision. The ones 
that are nonessential should be bid adieu.  

About the Author: Dr. Albert D. Bates is founder and president of Profit Planning Group. His latest 
book, Triple Your Profit!, is available at www.tripleyourprofitbook.com, as well as Amazon and 
Barnes & Noble. It includes Excel templates for understanding the profit structure of the firm and 
developing meaningful financial plans.

©2013 Profit Planning Group. DHI has unlimited duplication rights for this manuscript. Further, members may duplicate this 
report for their internal use in any way desired. Duplication by any other organization in any manner is strictly prohibited.
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A Managerial Sidebar: 
So What Do Customers Really Want?

Surveys on what customers expect from distributors have been conducted 
periodically for more than 20 years. They have been duplicated in almost 
every line of trade imaginable. They all produce the same results.

What customers really want is for distributors to provide services that 
make their lives easier. In order of importance, those services are:

■ High fill rate (Service Level)
■ Wide assortment of products
■ Fast delivery
■ Accuracy in order filling
■ Competitive prices

The ability to provide great service on the first four items dramatically 
reduces the reliance of the firm on pricing. However, if the firm offers 
nothing but parity on those first four items, price becomes the overriding 
competitive issue.

Networking is 

EVERYTHING.

www.dhi.org

Like Us.

Door and Hardware Institute 

Join Us.

Door and Hardware Institute Group
Door and Hardware Institute’s  

Fire Door Assembly Group

Follow Us.

@DHIorg
@DandHmagazine



How about industry-specific data instead for your business growth strategies?

– Suggested areas of improvement in critical profit 
variables, such as gross margin percentage, 
average collection period in days, or productivity 
measurements such as sales per employee, as well as 
operating expense percentage and inventory turnover.

– Data you can manipulate to track the impact on your 
bottom line and performance histories of typical 
versus high-profit firms.

Tired of generic profitability 
propaganda?

Participate in DHI’s 2013 Profit Survey 

Distributor corporate members who complete this confidential survey will receive a detailed analysis of their 
company’s performance and standing compared to others in the industry. In addition, you’ll receive:

To participate in the survey or to join DHI as a distributor 
corporate member so you can to participate, contact Paige 
Purdum at PPurdum@dhi.org, or call 703/222-2010 or visit DHI.org.

Deadline  
Extended!

More participation means better 
comparative data for you. 

Participate Today!
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HEN WE BEGAN 
our planning for the Executive 
Summit, we didn’t know exactly 
what to expect. Of course, we 
started with a pretty strong back-
ground on the industry. We’ve also 
developed some great relationships 
with contract hardware distributors 
through our research and participa-
tion in the Forum for the Future last 
year. But the Summit was always 
intended to be something different. 

At Indian River Consulting Group, 
we draw a sharp distinction between 
speaking services and consulting 
services. Speaking is about being 
informative, entertaining and, hope-
fully, eye-opening. If you are a really 
good speaker, most of the audience 
will remember your content for a 
long time. For a few of them, the 
material may trigger follow-up 
action that ultimately results in 
concrete changes to their business, 

leading to significant financial gains. 
But a small percent is really the 
best you can hope for because you 
are basically broadcasting a fairly 
generic message over the course of 
an hour or two. 

Consulting, on the other hand, 
is all about action and results. If 
our engagements didn’t produce 
positive financial returns most of 
the time, we’d be out of business. 
Consulting is “narrowcasting,” in 
that you reach fewer clients much 
more deeply. 

We were excited about partnering 
with DHI because they saw an 
opportunity to get the best of both 
worlds. The idea was to reach a 
wide audience but deliver intensive 
consulting that would be relevant 
to each participant’s particular 
business situation. Based on how 
it looked from the podium and the 
feedback we’ve received since the 

session, I’m happy to report that the 
Summit was a success. 

We covered a lot of ground in 
three days, from corporate gover-
nance to strategic planning to sale 
tactics to talent development. We 
call it “drinking from a fire hose” 
and pointed out that it takes a typi-
cal client six meeting days spread 
over five weeks to absorb all of 
the topics we hit. But the audience 
stayed with it from start to finish. 
We knew we were dealing with a 
motivated group when we saw all 
those fresh faces at 7:30 AM on a 
Sunday morning in Las Vegas! 

For us, the most rewarding aspect 
of the Summit was the questions 
we got during the group exercises. 
We designed the exercises so that 
participants could immediately 
apply our material to their specific 
needs and get the benefit of peer 
discussions. The questions were 

Drinking from a 
Fire Hose
W

By Mike Marks & Steve Deist
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Value Proposition Development 
The Cosmic Law 

Customer Job 
Activities, roles, 
responsibilities 

 Pains 
Risks, fears, 

hassles 

 Gains 
Success, fun, 

status 

Pain Relievers 
What they know 

they want 

Gain Creators 
What they’d want 

if they knew 

Products and 
Services 
What we 

could offer 

Methodology adapted from The Business Model Canvas, by Business 
Model Foundry GmbH, www.businessmodelgeneration.com 
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Strategic Priority Framework 

Segmentation,  
Targeting and  

Positioning 
Competitors 

Key Market Gaps 
§ Significant 
§ Specific 
§ Solvable 

Root Cause Analysis  
(5 Whys?) 

Critical 
Constraints Organizational 

Structure 
Core 

Initiatives 

Strengths 
Weaknesses 

Opportunities 
Threats 

Growth Paths Environment 
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The Repair, Service and Upgrade Market 
From IRCG’s Forum For the Future Findings 

 
Building 
security 
$7.2B 

   Doors, frames and 
     related hardware 
                       $3.8B 

Electronic access control 
$860M 

EAC is a big piece 
of the aftermarket 

equation 
Sources: Freedonia Research (2012), Markets and Markets (2012), Security Industry Association (multiple 

years), Assa Abloy 2012 annual report, manufacturer and system integrator interviews, IRCG  

Remember that 
these dollars are 
spent by both end 

users and 
contractors, this is 

about products- not 
customers 
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almost universally about issues that 
were central to the participant’s 
business. This told us that they were 
not just going through the motions; 
they were thinking deeply about 
what was really important to them. 
One participant had diagrammed his 
segments and was using real names 
to come up with customer attractive-
ness scores. Another told us that he 
had made the decision to refocus on 
end users after listening to the panel 
discussion and completing the five-
year growth map exercise. Some of 
the dialogue even got a bit heated. 

There’s no question in our minds 
that this group was playing to win, 
not just survive. They cornered us 
during breaks, at breakfast, during 
the cocktail hour and even while 
Steve was running on the treadmill 
(before, not after the cocktails). They 
are clearly taking charge of their 
own destiny. We suspect that their 

competitors will feel a new breeze 
blowing as they roll out the plans 
they developed in Vegas. 

We enjoy working with DHI’s 
members, but we do have an admis-
sion to make: you really can’t afford 
us. Our typical strategy consulting 
engagement costs well into six 
figures, not counting the steak 
dinners and pay-per-view movies. 
That’s why most of our clients are far 
larger than the average DHI member. 
Of course, this means that they expect 
nothing less than state-of-the-art 
advice and techniques. The Summit 
gave us a chance to bring these “big 
dog” best practices to a wider group. 
The businesses at the Summit were 
smaller, but they were also more 
entrepreneurial and more driven.  
We expect great things from them. 

We intend to set up a category 
in the profit report for the Summit 
participants and to track their growth 

and financial results going forward. 
It will be interesting to see the trend 
over time. In all fairness, the Summit 
will probably get more credit than it 
deserves. If you think about it, this 
was a self-selected group of distribu-
tors who chose to work on their 
business for a while instead of simply 
working in their business. Given 
the diversity of contract hardware 
distributors, for every part that some-
one really valued, there was someone 
else who didn’t think that element 
was relevant. However, what they all 
had in common was a commitment to 
be deliberate, thoughtful and focused 
on building their businesses. Given 
our overall market growth prospects, 
we expect these firms to take market 
share from those who are still waiting 
for the economy to improve.

Thanks to everyone who attended 
and to the great folks at DHI who 
made it all happen.  
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Roundtable Discussion
1.   What challenges do you see facing the openings industry as it converges with 

the security distribution channel? 
D Sue Flowers: There will be the inevitable jockeying for position in each 
market. No two markets will be the same, and not even the reaction of the 
players within each market will be the same. It will be a delicate balance of 
who is your customer (general contractor, end user, access control company, 
systems integrator) and who is your competitor. There will be bumps for 
several years as each distributor learns who in their market wants to engage 
in what role.

There is also a huge difference in the training and education component of 
access control versus traditional hardware. While there is always innovation 
in traditional hardware, the rate of innovation and the breadth of the access 
control market demand a much higher level of attention to ongoing training 
and education. We estimate that to stay current, our access control specialist 
will need to spend at least one-third of his time in training and education. 
This means that there needs to be a far different profit level on the work 
being generated. 
D David Parker: Most of the security companies are already buying products 
direct from the manufacturers. This makes our role difficult or at least more 
limited.
D Bill Ritchie: The openings industry will have to become more familiar 
with IT infrastructure than we have had to be in the past. All security 
products, access control and video are directly tied to data communication 
technologies.
D Byron Whetstone: The primary issue from the convergence is the trend 
of locks moving from D8 to D28—only a fraction of them today—but as 
the locksets become more electrified and have more features, [there is a] 
high risk that they will be supplied by the integrator. Needless to say, the 

BY ALL ACCOUNTS, DHI’S INAUGURAL EXECUTIVE SUMMIT was a tremendous 

success. Attendees from all channels of our industry came together to explore what 

opportunities—and challenges—their businesses will be presented with as a result of 

this convergence. 

To find out more, D&H spoke with some of the attendees about the Summit’s impact 

on their business plans, their outlook on this industry’s future, and their level of opti-

mism that the two industries can successfully work together to improve the balance 

between life safety and security. As you’ll see, their opinions on many of these issues 

diverge significantly. However, they all agree that this convergence is rapidly occurring 

and that it is vital for companies to understand these changes and develop a plan that 

will allow them to successfully adapt and be a predator rather than prey! 

D
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integrator will have the ability to 
buy mechanical locks as well. Is 
this how the aluminum storefront 
hardware migrated to the glass and 
glazing suppliers? 
D William Trimble: The security 
industry focuses on a very different 
model. It is more directed to installed 
sales as well as sales that are focused 
on the end user. While some in the 
openings industry have incorporated 
these different channels, many have 
not, so a move to the security indus-
try will take some redirection.
2.   How do you see the two industries 

working together to improve the 
balance between life safety and 
security?

D Sue Flowers: Certainly the door 
and hardware personnel bring a 
higher level of understanding on 
egress and fire codes. The access 
control and systems integrator 
industry, however, is more aware of 
wiring codes and requirements, as 
well as codes and standards affect-
ing security products. The increased 
coordination between the two 
industries answers concerns that we 
have had for years regarding how 
the openings supply life safety and 
security. In many ways, life safety 
has always been a matter of conve-
nience (in exiting the building), and 
security has always been a matter of 
limiting convenience. The increased 
coordination is about helping the 
building owner find a balance. 
D David Parker: Through inspec-
tions and modifications.
D Bill Ritchie: I believe that the 
openings industry will continue to 
be the authority on code compliance 
and operational functionality of the 
door systems, while the pure secu-
rity distributor will have the larger 
building security function in mind.
D Byron Whetstone: Regrettably, 
the safety and security of facilities 

will not facilitate options to work 
together, in my opinion. I see the 
systems integrator and the contract 
hardware distributor on a collision 
course, with some businesses in 
both verticals developing a model to 
meet the market demands. 
3.   Some contract hardware 

distributors are concerned about 
partnering with system integrators 
on new projects. Do you have any 
concerns, and if so, what are they? 

D Sue Flowers: There is always 
some concern that they may be 
interested in supplying material 
that we would traditionally supply. 
The majority, however, are as 
intimidated by our products as we 
have been by theirs. 
D Bill Ritchie: I feel that partnering 
is a valid business model for us, 
and this is currently occurring in 
the marketplace, where we supply 
intelligent locking solutions that 
interface seamlessly with existing 
security systems.
D Byron Whetstone: Partnering is a 
great word; however, the integration 
firms want to sell everything at the 
opening except the doors and frames 
and want the CHD to install those. 
Better yet, integrators would sell the 
total opening using the CHD exper-
tise and then keep the ongoing client 
relationship and the RMR.
D William Trimble: I do have some 
concerns. If you can find a part-
nership that is beneficial to both 
parties, I think it can be a great 
idea; however, most of the scenarios 
I have discussed seem to be more 
beneficial to the integrators. It 
should be a mutually beneficial rela-
tionship as opposed to our industry 
being a tool for the integrator.
4.   The Summit challenged attendees 

to think about their market from 
their customer’s perspective, noting 
that providing excellent customer 

service is not a sufficient strategy 
these days. What areas do you see 
your company focusing on in the 
months to come? 

D Sue Flowers: We feel that our 
company’s greatest strength is our 
technical expertise, and we are 
looking to focus on customers and 
projects that are the most techni-
cally demanding. For example, we 
know that code expertise is critical 
in the healthcare field for accredita-
tion reviews and that these reviews 
are pain points for these end users, 
so these are the fields in which we 
plan to focus.
D David Parker: Talking with 
several system integrators about 
what an AHC and FDAI can offer to 
their project when included on the 
design team.
D Bill Ritchie: The Summit has 
renewed our focus on the customers’ 
needs as opposed to our own. We 
will be surveying and interacting 
with our customers to make sure we 
are aligned to serve them well.
D Byron Whetstone: The most 
important decision is to sell “value-
add” and determine what that 
means to your client base. We are 
targeting a business model that 
provides total turn-key solutions 
at the door opening, with end-user 
and aftermarket services and 
installation. 
5.   What would you say to those who 

are concerned that they can’t move 
into the end-user market and after-
market sales?

D Sue Flowers: We can cover it for 
you! Just let us know where you are! 

Seriously, this work is easy 
(no schedules, no submittals, no 
retainage, no AIA forms, etc.) and 
profitable. In the past few years, 
there has been so much work added 
to contract work (think catalog cuts, 
closeout documents, and more) with 
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no additional overhead and profit 
added to the jobs. This work may 
seem more labor-intensive because 
the dollar volume is not immedi-
ately as large, but in the long run, it 
is probably less labor-intensive. Our 
experience is that the relationship 
with the end user can also drive 
contract work and at a higher profit 
level on that work as well.
D David Parker: Each company 
knows what they are good at and 
what they want for their own 
future. There will be many more 
companies that don’t get involved 
than do.
D Bill Ritchie: These are areas that 
are buying doors and hardware 
on a consistent basis, so a plan is 
required. The sales opportunity is 
there.
D Byron Whetstone: Develop a 
plan to do so, or risk becoming 
irrelevant.
6.   Is the end user going to become 

part of your business model going 
forward?

D Sue Flowers: This work has been 
part of our business model for years. 
We are refocusing on it, however, 
and developing different strategies 
for it based on what we learned at 
the Summit.
D David Parker: I certainly hope so!
D Bill Ritchie: The end user will 
continue to be an important part of 
our business. We believe that flexi-
bility is the key. Rather than commit 
to only one solution, we are trying 
to put the whole package together 
so we can work with partners when 
necessary to meet the customers’ 
needs in the most efficient way.
D Byron Whetstone: Yes, we have 
developed an integration and 
electronic access control group and 
are working to expand that product 
offering across the entire system. 

7.   One primary reason for the Summit 
was to try and move our industry, 
particularly distributors, away from 
just new construction material 
supply and into a relationship with 
the end user and the entire building 
life cycle. Do you think the Summit 
has influenced/will influence this 
movement?

D David Parker: I think it will affect 
a good number of companies out 
there. This will be a good move for 
the whole industry to attempt to 
regain our foot in the door.
D Bill Ritchie: I felt that the Summit 
presented this opportunity in a 
meaningful way. Every business has 
the choice available to them to move 
in this direction.
D Byron Whetstone: I’m sure 
that the Summit had influence. 
Interestingly, the attendees in large 
part were companies that were 
already moving in the “conver-
gence” direction. The question for 
DHI and its membership is how to 
follow up this great offering with 
meaningful dialogue that helps to 
facilitate a clear path for the CHD to 
the marketplace. 
8.   What did you think about the  

ISC West Expo?
D Sue Flowers: I attended it for the 
first time. I was overwhelmed by the 
number of people in the market and 
the products that we were totally 
unaware of.
D David Parker: More than one day 
is needed. I think DHI should have 
a better presence and highlight the 
needs for the certified professionals 
in our industry.
D Bill Ritchie: It continues to be the 
best place to emerge yourself in the 
latest products and trends in the 
security industry in North America.
D Byron Whetstone: This was our 
fifth ISC show, and we are more 
confident that there is room for a 

transformed CHD to make a signifi-
cant impact. We had a booth in the 
tradeshow, and the number-one 
response from the majority of inte-
grators when asked about the door 
opening was “We don’t do doors.” 
The attendees “don’t do doors,” but 
practically the entire show is dedi-
cated to what happens at the door 
opening, when it happens, and who 
it happened to. Hopefully we can 
figure out how to do system integra-
tion effectively before the integrator 
figures out how to do doors. 
D William Trimble: I thought it was 
a great experience. I believe that it is 
important for us to better understand 
the electronics industry and those 
products. Whether someone decides 
to go into integration or not, it can 
only help us and improve our indus-
try’s ability to provide effective solu-
tions to customers if we understand 
all of the products available.
9.   What was your takeaway message 

from the Summit?
D Sue Flowers: Be strategic!
D David Parker: I kept thinking 
about how the industry let access 
control get away in the ’80s.
D Bill Ritchie: Remembering to look 
at the total marketplace available 
to us, consider new and enhanced 
ways to develop the business, and 
most importantly, have a plan.
D Byron Whetstone: A pure CHD 
supply-only company is going to 
have to change or be replaced in the 
market by a total opening solution. 
D William Trimble: To take the time 
to evaluate what we are doing and 
why we are doing it. Not only were 
new markets discussed, but many 
other important business elements 
as well. It is important to see what 
we are doing and try to understand 
why we do it that way. Our business 
needs to be open to new ways to get 
things done.  
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DECODED:

From the well-known blog 

idighardware.com, 

Lori Greene brings some 

much-needed clarity to 

codes.

Swimming Pool 
Access and Egress

BY LORI GREENE, AHC/CDC, CCPR, FDHI

Question: In my recent travels, I’ve noticed a few doors to indoor swimming pools 
that had panic hardware mounted above the normal mounting height. However, the 
doors from the locker rooms to the swimming pool at our local YMCA don’t have any 
latching hardware at all. Recent editions of the International Building Code (IBC) and 
the ADA Standards for Accessible Design do include exceptions to allow hardware on 
swimming pool doors and gates to be mounted at 54 inches above the floor, but is it a 
requirement for the hardware on all swimming pool doors to be mounted at that height?

ECAUSE AN INDOOR SWIMMING POOL ENCLOSURE IS TYPICALLY CONSID-
ered an Assembly occupancy, the IBC requires the means of egress doors 
to be equipped with panic hardware when the occupant load of the 

enclosure is more than 50 people (prior to the 2004 supplement, panic hardware was 
required when the occupant load was more than 100 people). Operating hardware 
must normally be mounted between 34 inches and 48 inches above the floor, where 
it can be operated by the widest range of building occupants. Gates on exterior pool 
enclosures may not require panic hardware, depending on local codes.

According to the IBC, pool enclosures must be at least four feet high, with gates 
that are self-closing and self-latching. Gates must swing away from the pool, and the 
release mechanism on the outside must be at least 54 inches from the bottom of the 
door or gate to prevent a young child from entering. The exception to the hardware 
mounting height requirements allows for the hardware on pool gates and doors to be 
mounted above the typical maximum of 48 inches, at the 54-inch location. If the hard-
ware on the egress side is mounted lower than 54 inches above the floor, it must be at 
least three inches below the top of the gate, and the gate must not have any openings 
greater than ½” within 18 inches of the hardware. This prevents a child from operat-
ing the hardware on the egress side by reaching over or through the gate.

Ideally, the hardware on the egress side of the door would be mounted within the 
normal range of 34 inches to 48 inches above the floor (with the protective measures 
outlined above), with the hardware on the access side mounted at the 54-inch loca-
tion. Although the exception does allow the panic hardware to be mounted at 54 
inches above the floor, it could present a problem for someone who needs the hard-
ware at the proper height for egress. 

I recently saw the ideal application on an exterior pool enclosure in Florida. In 
speaking with some of the specification writers in the area, it sounds like this 
requirement has been enforced in that state for quite a while. On the gate that I saw, 
the hardware used a rim exit device to provide the latching function, with a surface 
vertical rod (top rod only, no latch) that extended just high enough for the lever 
handle to be mounted at the 54-inch height. The lever handle controlled the latch-
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ing of the panic hardware via the top rod. It was quite 
creative, and it met both mounting height criteria for the 
access and egress sides of the gate. 

The codes clearly require exterior pool gates to be 
self-closing and have self-latching hardware, with the 
release mechanism on the access side mounted at 54 
inches above the floor. But what about the doors leading 
to indoor pools in hotels, recreation centers, and athletic 
facilities? Most of the requirements in the IBC Section 
3109 are specific to residential pools. There is a very 
short paragraph on public swimming pools, which only 
requires self-closing and self-latching gates, with no 
height requirement:

3109.3 Public swimming pools. Public swimming pools 
shall be completely enclosed by a fence not less than 4 feet 
(1290 mm) in height or a screen enclosure. Openings in the 
fence shall not permit the passage of a 4-inch-diameter 
(102 mm) sphere. The fence or screen enclosure shall be 
equipped with self-closing and self-latching gates. 

Here is the more detailed section from the 2012 IBC, but 
again, this applies only to residential swimming pools:

3109.4.1.7 Gates. Access doors or gates shall comply with 
the requirements of Sections 3109.4.1.1 through 3109.4.1.6 
and shall be equipped to accommodate a locking device. 
Pedestrian access doors or gates shall open outward 
away from the pool and shall be self-closing and have a 
self-latching device. Doors or gates other than pedestrian 

access doors or gates shall have a self-latching device. 
Release mechanisms shall be in accordance with Sections 
1008.1.9 and 1109.13. Where the release mechanism of 
the self-latching device is located less than 54 inches 
(1372 mm) from the bottom of the door or gate, the 
release mechanism shall be located on the pool side of 
the door or gate 3 inches (76 mm) or more below the 
top of the door or gate, and the door or gate and barrier 
shall be without openings greater than ½ inch (12.7 mm) 
within 18 inches (457 mm) of the release mechanism. 
[Refer to the IBC for additional requirements for alarmed 
doors between a dwelling and the pool enclosure.]

The IBC Commentary details the intent behind the 
requirements but doesn’t address the issue of indoor 
pools that are not in a Residential occupancy:

IBC Commentary: Gates, and some types of doors, 
represent the same potential hazard relative to climbing 
as do other portions of the barrier and, therefore, must 
be constructed in accordance with Sections 3109.4.1.1 
through 3109.4.1.6. Additionally, since the door or gate 
represents a potential breach of the barrier due to the 
ability to be opened, the code provides prescriptive 
details for its construction and operation. A self-closing 



 

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. 

awareness

educatiOn

research



 JULY 2013 £	DOORS	&	HARDWARE	 61

pedestrian door or gate is required to open away from the 
pool because if the latch fails to operate, a child pushing 
on the door or gate will not gain immediate access to 
the pool. Pushing on the door or gate may also engage 
the latch. Large, non-pedestrian gates are not required 
to be self-closing due to the prohibitive cost coupled 
with the fact that these gates are typically operated by 
persons other than small children. The 54-inch (1372 
mm) latch height requirement is intended to limit the 
potential for small children to reach and activate it. If 
located less than 54 inches high (1372 mm), the code’s 
prescriptive location requirements are intended to 
preclude the latch from being activated by small children 
who are not on the pool side of the door or gate.

I spoke to several code officials, as well as a consultant 
from the International Code Council. They all agreed 
that the IBC is unclear on the issue of hardware height 
for an indoor pool in an athletic facility. If a pool is 
“supervised” (i.e., you have to sign in at the front desk 
for pool access), should it have the additional safeguard 
of hardware mounted at 54 inches? What about a hotel, 
where a guest room card is typically required to access 

the pool? Some state or local codes may have addressed 
this more thoroughly, but for jurisdictions that have 
adopted the IBC, it may be left up to the interpretation 
of the code official. Given the litigious world we live in, I 
would opt for the cautious approach whenever possible, 
with latching hardware mounted at 54 inches above the 
floor. If the panic hardware can be mounted between 
34 inches and 48 inches above the floor and the lever 
handle at 54 inches, even better.  

About the Author: Lori Greene, AHC/CDC, CCPR, FDHI is the Manager of 
Codes and Resources for Ingersoll Rand Security Technologies. She can be 
reached at lori_greene@irco.com or online at iDigHardware.com.

Section references are excerpted from the 2012 International Building Code, Copyright 2011. 
Washington, DC: International Code Council. www.iccsafe.org. Reproduced with permission.
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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

I hope you are enjoying summer and all of the wonderful oppor-
tunities to take photos of doors. I recently completed a trip with my family, and 
that means more photos. They weren’t so thrilled about stopping and waiting 
for Dad, but frankly, they are very used to it by now.

As you travel this summer, keep your camera handy, and take photos of interest-
ingly secured doors, as well as other unique situations. Please email them in and 
share them with other Doors & Hardware readers. We learn from our mistakes, but 
we learn just as much from other people’s mistakes—maybe more.

Author’s note: No photographs in this column are ever retouched, although 
product logos are removed because it is never the product itself that is the 
issue, and we don’t want to give anyone that impression. Our intention has 
always been to show real-world conditions and not spotlight any issue with 
the products shown—just poor applications or misuse of the products. 
Generally we are highlighting foreign objects added to the doors that create 
the violations or problems. 

By Mark BergerHow I Spent My Summer Vacation

Save Yourself

The door is clearly marked as an exit, and the 
exit devices are beautifully maintained—not 
a single violation in sight. However, if you 
want to be saved in the event of an emer-
gency, you first have to join a team.

Almost &  
Almost Close-Up

At first glance, this is a nice door 
with an exit device and an inde-
pendent alarm, but it looks just a 
little off. Upon closer inspection, 
the answer is clear: the installer 
decided to raise the height of the 
crossbar by installing the device 
upside down.

According to the signage, D would be the correct answer.

You Decide

Remember The Lovin’ Spoonful and its song “Did you 
ever have to make up your mind?” That shouldn’t be 
the course of action as you approach a door. Look 
at all the signage; one more decal and you won’t be 
able to see out.

If you want to exit, should you:

A) Push the switch 
B) Push the door
C) Wait for the door to automatically open
D) All of the above
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How to Increase 
Ventilation

That’s not a heavy 
shadow at the top of the 
door; the top of the door 
has been cut off. I guess 
that’s one way to make 

sure the fumes from the 
cleaning chemicals don’t 

render the utility room 
unusable. I did open the 
door (I’m shameless) to 
see if there was a label 

on the hinge side. There 
definitely was. That’s 

why I love wood doors: 
the labels are rarely 

painted over.

Cleaning Closet

Where to store the 
brooms, mop and 

bucket? Blocking the 
exit door is never the 

right answer. Judging by 
the marks on the door, 

this has been used as the 
storage area for quite 

some time. I’m guessing 
the cleaning staff took 

notice of the absence 
of an exit device before 

deciding to use this as 
their closet.

The images shown here are not intended to reflect upon any specific manufacturer or products, but are intended 
to help build awareness around the everyday code violations that occur in buildings over time, despite our 
members’ best efforts to provide solutions to secure the life safety and security of the building occupants.

Innovative Washcloth Use

Here’s another door for the team members. But perhaps 
carrying your card key is not always convenient. I love the use 
of the washcloth—just the right size to drape over the levers.

Magazine

Competition for Doors & Hardware? I hope not. According to 
their website, “Door County Magazine is dedicated to those who 
live and play in the ‘Cape Cod of the Midwest.’” Anyone know 
where Hardware County is located?
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PEOPLE

Oregon	Door	Names	
Director	of	Sales	&	
Marketing	

Tim Cox has been 

named Director of 

Sales & Marketing 

for Oregon Door. 

In this position, 

he will lead all sales and marketing 

operations and help set overall company 

strategy and development. 

Cox joined Oregon Door in early 

2010 on a temporary assignment. At 

the conclusion of that assignment, 

he was appointed Sales & Marketing 

Representative for Northern California/

Reno. In this position, he consistently 

increased sales during trying economic 

conditions and revitalized company 

marketing efforts. 

Before joining Oregon Door, Cox 

worked in a variety of marketing, 

sales and management positions in 

the hospitality, consulting and train-

ing industries. Cox is active in many 

industry associations, including the 

National Architectural Door Council of 

the Window and Door Manufacturers 

Association (WDMA) and the U.S. Green 

Building Council, and he is a chapter 

officer for DHI. 

For more information on Oregon 

Door, please visit www.oregondoor.com.

Jill	Loftis	Joins	ARCOM	Manufacturer		
Support	Services	Team	

ARCOM is pleased to welcome Jill 

Loftis to lead the national expansion 

of its business-to-business services for 

product manufacturers. As National 

Sales Manager of ARCOM’s Manufacturer 

Support Services (MSS) Division, Loftis 

leads ARCOM’s professional sales staff 

and collaborates with cross-functional 

team members from the marketing, 

sales, IT and software development 

departments. 

In addition to managing and guiding 

the current MSS sales staff, Loftis works 

closely with top management to strat-

egize and develop ARCOM’s national 

sales expansion plan. 

ARCOM (www.arcomnet.com) has 

provided services to manufacturers for 

more than 10 years, and in 2010, ARCOM 

created the MSS Division. This division is 

responsible for building product manu-

facturer (BPM) product evaluations, 

listings and specification services, which 

supply the details and technical data 

specifiers need. Today, MSS develops 

innovative tools and programs, such as 

SpecAgent and Product MasterSpec, to 

provide further efficiencies to specifiers.

PRODUCTS

Special-Lite	Announces	the	National	Launch	
of	Its	New	Toilet	Partitions

Special-Lite, Inc. is pleased to announce 

its plans to expand its Special-Lite® 

Toilet Partitions nationally due to their 

regional success. The Special-Lite® Toilet 

Partitions, designed to withstand heavy 

use and frequent abuse of restrooms in 

facilities such as K-12 schools, universities, 

dormitories, stadiums, parks, rest areas 

and retail facilities, were initially launched 

in five Midwest states.

Noting that many of their customers 

expressed a need for a more dent-, 

scratch-, stain- and tamper-resistant 

64	 DOORS	&	HARDWARE £ JULY 2013

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

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

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

WeB SiTe: www.firetesting.com

MISSING
FIRE DOOR LABELS?

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

and comment on the hardware

GUARDIAN IS AN ISO 17025-2005

ACCREDITED TEST LAB; INSPECTION AND 

PRODUCT CERTIFICATION

AGENCY PER ISO17020 AND ISO GUIDE 65

We cAN re-LABeL Them BY  
iNSPecTiON AND exAmiNATiON

Tim Cox
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restroom partition, Special-Lite also developed its new parti-

tion panels for easy removal of typical graffiti markings.

Each Special-Lite® Toilet Partition is custom-fabricated for 

each individual installation and carries the same GREENGUARD 

certification as the company’s FRP doors. For more informa-

tion, go to www.special-lite.com.

Norfield’s	New	Prehangers	Workbench

Norfield introduces the Prehangers Workbench, a self-contained 

workstation for prehanging interior and exterior doors, perfect 

for start-ups and low-volume prehangers. Process multiple 

doors with the same hinge, lock and latch positions with one 

setup and within the space of the workbench. It runs on 110VAC 

and compressed air. With an ergonomically designed tilting 

table, one operator can produce six or more units per hour.

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

ASSA	ABLOY	Door	Group	Brands	Announce	RF	Shielding	Openings	

Ceco Door, CURRIES, Fleming, and Security Metal Products have 

developed an RF shielding opening for use in MRI rooms, test 

labs, emergency call centers, data and IT storage, RFID scanning 

areas, and government and military facilities. The conductive 

copper surfaces of the opening help to restrict interference from 

local RF transmitters (such as radio towers, radar and broadcast-

ing units) and in turn avoid the compromise of confidential infor-

mation. These openings are available with fire ratings, acoustical 

ratings and bullet-resistance options. 

Please refer to each brand’s website for additional informa-

tion, or visit www.assaabloydss.com.

H.B.	Fuller	Adhesive	Earns	Rigorous		
Fire	Safety	Rating	for	Door	Assembly

H.B. Fuller Company, a leading global adhesives provider, has 

introduced Swift®lock 2U232-3N, the company’s newest UL 10C 

fire-rated component status adhesive designed to help door 

manufacturers improve production while meeting industry 

certification and fire-rating requirements. 

Swift®lock 2U232-3N is a polyurethane hot melt adhesive 

used in the high-speed assembly of fire-resistant steel entry 

doors on a variety of door core materials, including EPS and 

both faced and unfaced honeycomb. It has a 3-hour burn rat-

ing, which is one of the most difficult ratings to achieve.

With the addition of Swift®lock 2U232-3N, H.B. Fuller offers a 

family of six fire-rated component status adhesives. The adhe-

sive meets the Underwriters Laboratories (UL) 10C standard for 

Positive Pressure Fire Tests of Door Assemblies. Five of the six 
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adhesives bear Intertek’s Warnock Hersey (WH) mark, the build-

ing product industry’s leading certification mark.

For more information about H.B. Fuller door adhesives, 

please visit hbfuller.com/door-adhesives.

Kaba	Access	&	Data	Systems	Americas	Re-Engineers	
PowerPlex	2000	Self-Powered	Stand-Alone	Access	Control

The PowerPlex 2000 Series of pushbutton access control locks 

utilize Kaba’s proprietary PowerStar™ technology, requiring no 

wiring or batteries. Previous models required a pump of the lever 

to generate power. The PowerPlex Series utilizes new built-in 

super-capacitor technology to store power longer—up to 14 

weeks with no activity. The new integration of technology fits 

with today’s security desires, enhances the user experience, and 

is designed for a broad spectrum of applications.

The feature-rich PowerPlex electronic pushbutton lock pro-

vides access by entering a programmed PIN code and allows 

free egress, eliminating concerns associated with issuing, 

controlling and collecting keys or cards. Multiple key override 

options are available.

Contact Kaba ADS Americas customer service at 800/849-

8324 or www.kaba-ilco.com for more information.

CORPORATE

Pioneer	Industries	Expands	National	Coverage,		
Adding	Its	Fourth	Service	Center

Pioneer Industries, manufacturer of custom and standard hol-

low metal doors and frames for more than 80 years, including 

STC, hurricane- and tornado-approved products, is pleased to 

announce that effective June 2013, it has opened its fifth service 

center, Pioneer South, located in Jackson, TN. 

Inventory is vast and varied in order to fulfill a wide range of proj-

ect needs. Numerous products and services are available, in many 

cases for same-day shipment. Contact Pioneer for availability and 

pricing. As the newest member of our expanding family, Pioneer 

South makes the products and services you prefer available in a new 

geographic area as we continue to improve and expand. For further 

information about Pioneer Industries and Pioneer South, contact us 

at 201/933-1900 or www.pioneerindustries.com. “Our Door Is Open.”

http://www.hbfuller.com/door-adhesives?c=n
http://r20.rs6.net/tn.jsp?e=001XqrWMQl9uw3xJP6VeqBDZ1_QEJCPRs09Y10ZTve1SOHO0CuhtpNqicOj2fzTyA-_pjr_98J4wucpLKYcHU2nxqQowh5s-5JYdHpEJ_8vKru6smRAM7CE1dPzj6s5SXmseaCoLxnQ7j1u89guAgPczhrDCYwG_kpMwC1vgyqXQxKoVWDjhhi5fAK5EpN2N_t0m7ptZ-pxYYCQgqFYif0W_7lRITGIyMJxa8meWknJvFvPdKIYXyU76SJIEB_vPnM_BHeS7rrHcUoeuwygvlwh8PHcaryqdW3TviMgYX2EZ-r1Uxz1xSpuIRFDfNMxP4Tdt771enZVzM1k-EuqoTXyI8sGiZJsFDaAwh1g09B0gZcYyr3e-Mh1P171DiFnQ7gl_yZStgQwHT654kXKkpb7mpOnxMQjRszmN4EIrSvBFgOnEK6pwTm02w==
http://www.kaba-ilco.com
http://www.pioneerindustries.com
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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

Experienced Door and 
Hardware Sales Person

Akron, Ohio 
Fred J. Crisp, Inc.  

Door Company since 1929.  
Good base with excellent commissions.

Mail resumes only, to:
Jim/Fred J Crisp, Inc. 

1323 Easton Dr. 
Akron, Ohio 44310

Colorado—Estimator/Sales/ 
Project Manager

Hollow Metal, Wood Doors and 
Finish Hardware. To cover all 
phases take-off through close-
out. I-R Specworks experience 
desired. Excellent benefits.

Please send Resumes to:
classifieds@dhi.org 

Attn: Box 0613

Outside salesperson—estimator 
for hollow metal door and hardware 
company. Knowledge of wood doors 
and division 10 is required.  
Position in Central Massachusetts.

Send resume to: 
Anthony@kdhdoors.com

Help Wanted

�  Facilitate corporate installation and 
service training classes 

�  Provide technical support to distribution 
and end user; monitor and audit fi eld 
installations to ensure expected level of 
performance, some travel required 

�  Excellent customer service skills and 
the ability to effectively communicate 
both verbally and in writing 

�  Required to fully document all 
distributor communication and service 
issues in CRM tracking system and 
must have working knowledge of 
Microsoft Offi ce.

Total Door is a world class leader in integrated door systems. We are 
located in Waterford, Michigan providing new technologies and quality 
systems; our facility is home to an environmentally friendly manufacturing 
and training facility as well as corporate headquarters. 
Position: Service Manager 
Qualifi cations: Degree or three years of work experience and must have 
a background in the door industry. Ideal candidate will possess high level 
of integrity and dependability with a strong sense of urgency and results 
oriented. Must have strong interpersonal skills and the ability to problem 
solve and make decisions. 
Responsibilities include, but not limited to: 

Complete compensation 
package that includes 
company match 401K.
Please submit Resume 
by email or fax 
in confi dence to:

Total Door Systems 

6145 Delfi eld Drive

Waterford, MI 48329 

Fred Nothdurft, President 

fnothdurft@totaldoor.com

Fax: 248-599-4173

LMT GROUP INC. IS HIRING 
Location: Ontario, Canada

Architectural Hardware  
Specifications Writer (senior position)
Under the supervision of the Vice-President, Sales 
& Estimations, you will be responsible for creating 
architectural specifications for all types of projects.

Requirements: 
■ 6-10 years of experience in architectural hardware 
■  AHC Certificate (Architectural Hardware 

Consultant) an important asset
■ Bilingualism (English, French)
■ Plans and Quotes reading
■  Well connected within the Architects 

community an important asset
■  Advanced knowledge of architectural 

hardware is essential

Founded in 1972, LMT Group inc. (Métaux Tremblay 
Inc) is the premier supplier of steel and wood frames 
and doors as well as architectural hardware for com-
mercial, industrial, institutional and multi-residential 
construction projects in Quebec. LMT Group inc. is the 
first integrated contractor in Quebec to have a broad 
offer covering steel and wood frames and doors as well 
as architectural hardware. Steel frames and doors are 
manufactured in our own plant located in Longueuil.

Please, submit resume via: 
Email: recrutement@groupelmt.com 

Fax: 1-450-640-8707

Please contact for greater details:  
CPA Francisco (Paco) Portilla, AHC 
International Department

■ Tel.787-761-8100

■ Cel.787-403-5910

■ Fax 787-760-2177

■  Email: 
paco@tamcor.com

■  Website:
www.tamcor.com

TAM Industries Inc.  
(TAMCOR) is looking 
for distributors for our 
entire product line,  
specially our:

■  Folding Partitions and 
Operable Walls

■  Stainless Steel 
assemblies

■ Detention products

mailto:classifieds@dhi.org
mailto:recrutement@groupelmt.com
mailto:paco@tamcor.com
http://www.tamcor.com/


68	 DOORS	&	HARDWARE £ JULY 2013

AS I HAVE REFLECTED ON MY OPPORTUNITY TO 

contribute to our industry publication, I have 
wrestled with what my message should be, and I 
certainly hope that this singular opportunity is not 
my “final thought,” but rather the first of what may 
be many opportunities to share my enthusiasm and 
experience for and within our industry. 

I am often accused of overanalyzing, and it is 
likely that I am guilty as charged. In my appren-
ticeship years, I had the good fortune of being 
under the direction of leadership whose charge to 

the ranks was to “do it right—no matter what.” This was taken to heart, and 
as our careers progressed, following this golden rule proved to be a true 
and solid path. Shortcutting the due diligence process of unfolding all of 
the necessary technical details was not in our language. Our group of fledg-
lings flourished under this mentorship, and I am certain that this leadership 
is what has enabled so many to become so successful within the industry. 

The key element of this was allowing our careers to develop through 
DHI. Receiving my AHC certification continues to be one of my most highly 
regarded personal accomplishments—a pinnacle I would not have reached 
without the encouragement of my mentor, James W. Guy, AHC, and of 
course the Door and Hardware Institute.

So my message is this: Can you be a mentor like this? A common refrain 
heard among our industry’s veterans is the need for “new blood,” and the 
race is on to recruit the next generation of detailers, estimators, specifiers 
and consultants. These individuals will need guidance and direction from 
someone who will instill in them the same desire to “do it right—no matter 
what.” 

However, they also will need a good deal of encouragement to overcome 
the steep learning curve that is inherent in our industry. The generation 
that was weaned on the instant gratification offered by the Internet, video 
games and social media may find the world of building codes and specifica-
tions to initially be more challenging (and less interesting) than anticipated. 
Many will lack the patience and perspective necessary to overcome this 
stage of the learning process, and unless they are taken in hand by someone 
who has been there and can offer assistance, they will move on to a new 
field, and our industry will continue to face a shortage of qualified workers. 

Can you pay it forward? I certainly intend to, and I also intend to capital-
ize on the benefits that DHI, as our trade association, continues to afford 
us all. We are fortunate to have an organization that not only supports the 
industry, but endeavors to hold the bar high.

Don’t just “DO IT.” “DO IT RIGHT!”  

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

Sharon	Wilson,	AHC,	CDT

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

Do It Right!

mailto:mberger@securitech.com
mailto:etoy@spaldinghardware.com


The all-new 
midwestwholesale.com
is now live!

Check pricing for stock material

Request a quote

Place orders for stock material

Check status of open orders
Track invoices

Create a favorite shopping list
View past purchases

Apply payment to open invoices

Live chat

Print copies of invoices

• 800 821 8527 •
• midwestwholesale.com •

We are excited to announce the launch of a customer 
loyalty rewards program. Customers enrolled 
in the program can now earn points for 
their ASSA ABLOY brand purchases 
made from Midwest Wholesale 
Hardware. Points can be redeemed for 
merchandise and gift cards. Details and 
enrollment information can be found at 
midwestwholesale.com.

omers enrolled 
or 

or 
etails and 

at 



Respect  
the specs. 

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




