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President’s Farewell: A Year of Transitions
By Tim Petersen, LEED AP

T 
HOSE OF YOU� 
who know me 
well know that I 

love bicycle riding. I am 
on the open road or in 
traffic a lot! My number-
one safety device is my 
helmet—got to protect 
the ol’ noggin—but my 
second most important 
safety device is my 

mirror, which clips onto my sunglasses and allows me 
to make decisions regarding the traffic behind me.

On the bike, looking back is always a good thing. 
Looking back over the last year as President of DHI is 
advantageous, too! Many changes have taken place, 
and my best description of the year would be “a year of 
transitions.” 

We have focused on updating and streamlining our 
education programs and have launched major changes 
to CoNEXTions based on industry feedback. We’ve 
conducted research on two critical trends: the conver-
gence of our industry with the security industry, and 
the growing opportunities with end users throughout 
the life cycle of the building. We also successfully 
launched our first Executive Summit. 

Overall, we’ve made huge strides toward achieving 
our goals as established in our Strategic Plan, but the 
journey is far from over.

The educational offerings from DHI have been 
updated and modernized, but our training material 
will continue to transition based upon feedback from 
the industry. This year, in response to requests from the 
industry, we introduced six online courses, with seven 
more being reworked to the online format. These online 
courses fit the needs of today’s employees because many 
of them can be taken at the student’s convenience. We 
are also updating existing courses to ensure that they 
remain current. 

The education offered for management-level employ-
ees at the Executive Summit has also been well-received, 
and if the industry participation continues as strong as 
it was for the inaugural Summit, we will continue to 
offer this type of training as well.

With the economy finally starting to improve, we are 
hearing from more and more distributors that their 
folks want and need additional training and that the 
architects in their markets are becoming more inter-
ested in our credentials. 

These days, third-party certification is almost a norm 
in our industry. What better independent certification of 
your company’s commitment to our industry and your 
employees’ knowledge and ability could you offer to an 
architect than credentials from DHI? 

In addition, we are in the process of transitioning the 
Door Security & Safety Foundation into a role more 
consistent with the direction of DHI itself. This step and 
others that we are undertaking will bring huge benefits 
to our industry as the hard work of the Foundation 
volunteers becomes better recognized by our industry—
but more importantly, by those outside of our industry. 
Fire marshals, end users, contractors and architects all 
need to know that DHI and our members bring a lot to 
the table.

Knowing what has happened behind you is impor-
tant, but on a bike, being aware of your immediate 
surroundings while still glancing down the road a mile 
or two so that you can get yourself mentally prepared 
for that next big hill is even more important. DHI’s 
Strategic Plan points us toward the next big hills with 
several critical areas to address: identifying the need for 
credentialing, overhauling our membership structure, 
and improving the value of local chapters and more 
education.

We have charted a course for DHI and the industry, 
and while we are also working to meet the challenges we 
have set for ourselves, we realize that we are just on the 
edge of a very exciting time! 

It has been a great year for me—full of challenges 
and learning opportunities. The DHI staff is focused 
on advancing our industry, and the volunteers who 
give their time at the chapter level, both as instructors 
and on various committees and boards, form the back-
bone of this organization. Volunteering is the ultimate 
commitment to your industry, so please consider a 
donation of your time; the rewards are priceless. Oh, 
and don’t worry about that next big hill. You can climb 
it; it is as simple as one pedal-stroke at a time!  
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Mark E. Lineberger,  
	 AHC/EHC, FDAI

“ WELL…  

HOW DID I GET HERE?” 

THE TALKING HEADS’ SONG 

LYRICS SPRING TO MIND FOR 

SOME REASON WHENEVER I 

REFLECT ON DIFFERENT EVENTS 

OR MILESTONES IN MY LIFE.  

IT MAY SOUND A LITTLE GOOFY, 

BUT IT’S AN IMPORTANT 

QUESTION TO ASK.
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IKE SO MANY IN THIS 
industry, my journey 
began with the need to 
earn money during high 

school and a family business that 
provided an opportunity to do so.

My parents, Ann and Ed, met at 
a glass convention in Canada while 
on vacation from college, where 
they were pursuing degrees in 
nursing and electrical engineering, 
respectively. After several years and 
the birth of two boys—me and my 
brother David—they were offered 
the opportunity to take over part 
of the family retail and commercial 
opening hardware businesses, 
as my maternal grandfather was 
looking to retire. After a great 
deal of consideration, our family 
moved from Atlanta, Georgia, to 
Allentown, Pennsylvania, in 1976, 
and my parents became second-
generation owners of both busi-
nesses. It would prove to be the 
right choice, as it allowed them to 
be closer to our extended family 
and have greater flexibility raising 
us kids. At the time, I was almost 
10 and David was six, and a year 
later, my sister Susan was born and 
completed our family.

Growing up, we played a variety 
of sports in our neighborhood and 
at school. I joined a football team for 
one season and soon wanted to quit 
in the worst way! I can’t remember 
exactly why, only that I didn’t enjoy 
it in spite of being one of the bigger 
kids. However, I vividly recall being 
told that I could not quit because I 
had made a commitment to play on 
a team. That would prove to be a 
tough but notable life lesson.

The next fall I tried soccer with 
better results. I picked it up quickly 
and excelled at it throughout high 
school and college. My parents 
were incredibly supportive, and at 

least one of them attended almost 
every game. No matter where it 
was, I could always spot them in the 
crowd from the field.

I think about these events often, 
as they have had a lasting impact 
on me. Among the many lessons I 

learned was the importance of keep-
ing a commitment and not quitting 
when things get tough or don’t turn 
out as I expect them to, especially 
when I have a responsibility as a 
team member. I also recognized the 
importance of finding something I 
am passionate about, as that passion 
motivates me to excel. And lastly, I 
need to do what I can to be a posi-
tive influence and support others—
to pay it forward, whatever “it” is.

I took these lessons with me into 
the workplace as I began spending 
my high school summers working 
in our retail hardware store, stock-
ing shelves and counting inventory. 

As you can imagine, counting 
fasteners and drill bits was not 
terribly stimulating, but I like to 
think it helped build character and 
prepared me for dealing with some 
of the more tedious aspects of work-
ing in the real world.

Eventually, I progressed to selling 
decorative residential hardware, 
fireplace equipment, power tools, 
and other things that required more 
technical knowledge. I learned 
how to identify a customer need 
and became more comfortable 
making product recommendations. 
Often, the sales seemed to close 
themselves.

After college, I began working full 
time, but with the advent of “big 
box” stores, we were soon forced to 
close the retail hardware business. 
Through a series of events during 
that time, I had the opportunity to 
begin selling commercial opening 

Photos Courtesy of Hub Willson Photography

L

I NEED TO DO WHAT I CAN TO BE A POSITIVE INFLUENCE AND 

SUPPORT OTHERS—TO PAY IT FORWARD, WHATEVER “IT” IS.
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products in our other business, 
Valley Doors and Hardware. This 
was a whole different experience, 
and even though I was familiar with 
hardware and hinges, I quickly real-
ized that I had no idea about how 
different commercial openings are. 
A door is a door, right?

I felt like I was starting over with 
seemingly endless opportunities to 
acquire new knowledge. The chal-
lenge of understanding products, 
building code requirements and 
owner requirements, among others, 
created a level of complexity that 
fueled my desire to learn as much 
as I could. This especially applied 
to the technology of access control, 
associated IT and networking 
systems, and electrified locking, all 
of which my dad had begun inte-
grating into the business 20 years 
earlier.

My first year was a blur, but there 
was one experience that really 
inspired me and provided a founda-
tion for me, both technically and 
professionally. When I attended one 
of Yale Security Group’s Products 
and Applications classes, little did I 
realize it would define a path for me 
to develop in all new ways.

My experience at Yale made me 
realize that I had just scratched 
the surface of what there was to 
learn and that it was going to take 
time—lots and lots of time, and I’m 
not a terribly patient person when 
learning new things. However, I 
decided that if I were to make this 
business my career, pursuing my 
AHC would put me on a path to 
success. 

The next step was to attend 
one of DHI’s hardware schools, 
Architectural Hardware 2. It was 

an incredible amount of work and 
required spending almost 12 hours 
each day in class. But despite the 
challenges, I stuck with it, and by 
the end of the week, I was hooked. 

I developed a particular inter-
est in electrified locking systems, 
and after completing AH3, I took 
Electrified Hardware 1. My affinity 
for applying both new and existing 
technology to commercial open-
ings helped me to excel, and the 
knowledge I gained in that course 
was put to work very quickly in our 
business.

The last week-long DHI classes I 
took—EH2, EH3, and AH4—really 
brought into focus my desire and 
passion to be involved in our indus-
try and with DHI. The number of 
people I had the opportunity to 

meet, listen to and learn from was 
incredibly satisfying. This was espe-
cially true of my instructors, who 
were a tremendous source of inspi-
ration and unknowingly served as 
mentors for my career.

After completing my AH4 class, I 
took and passed my AHC exam. It 
was an accomplishment that gave 

THROUGH THE YEARS, I HAVE 

HAD THE OPPORTUNITY TO 

TALK WITH SEVERAL PEOPLE 

WHO HAD EITHER SERVED ON 

THE BOARD OR HAD BEEN DHI 

PRESIDENT. EACH ONE SAID 

THEY’D GOTTEN MORE FROM 

THE EXPERIENCE THAN THEY 

EVER EXPECTED.

THERE IS STILL SIGNIFICANT WORK AHEAD TO IMPROVE THE VALUE OF DHI 

MEMBERSHIP, ESPECIALLY IN THE AREAS OF EDUCATION AND CREDENTIALING. 
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me great pride and stands as a testa-
ment to the wisdom of the lessons 
my parents instilled in me. 

It was around this time that 
I was invited to become a DHI 
instructor for electrified hardware. 
This was another goal I had set for 
myself professionally, and I was 
very pleased to have it achieved. 
My involvement with DHI grew, 
and I was asked to be part of 
the first Electrified Hardware 
Consultant (EHC) testing group. 
Shortly after that, I was asked to 
join the Education Council, and I 
have continued to serve there for a 
number of years.

When the Fire Door Assembly 
Inspection program was introduced 
a couple of years later, I had the 
privilege of being part of the first 

instructor team to present the class. 
It was an incredibly intimidating 
experience for me, as the instruc-
tor team I was working with had 
many years of experience, and the 
students in that first class were 
a veritable who’s who of well-
respected DHI industry experts. 
Each of my AH4 instructors was 
there (and they can be a merciless 
group!), along with a few other 
instructors I’d had through the 
years, each of whom I had tremen-
dous respect for. It was nerve-
wracking to be sure, but it rein-
forced my feeling of commitment to 
this industry and my desire to “pay 
it forward” by advancing the educa-
tion I know to be so important.

In 2008, I received a call from 
Chuck Smith, FDHI (president of 
National Guard Products), asking 
if I was interested in being placed 

on the ballot for the DHI Board 
of Governors (BOG). Through the 
years, I have had the opportunity 
to talk with several people who had 
either served on the BOG or had 
been DHI president. Each one said 
they’d gotten more from the experi-
ence than they ever expected. So 
after some consideration, I agreed to 
run and was elected.

In my third year on the BOG, 
I was asked by Jim Tartre, CDC, 
FDHI and Ken Metzler, AHC, FDHI 
to be considered as one of the vice 
presidents pending my re-election 
to the BOG. DHI had survived the 
initial shock of the first couple of 
years of recession, and the BOG had 
determined that a new Strategic Plan 
was needed. I thought my experi-
ence on the BOG would be helpful, 
so I agreed, never anticipating that I 
would advance into my current role.

During the strategic planning 
meetings, I had the privilege of 
meeting so many DHI business 
leaders from all parts of the country 
and Canada who each had differing 
business experiences and opinions 
regarding DHI and a host of other 
topics. Through that process, and 
the adoption of the plan by the 
BOG, it became clear to me that 
listening to members and for indus-
try stakeholders is important for 
building consistency in leadership 
direction for DHI.

Having such consistently strong 
leadership and direction from 
former presidents Ken Metzler, 
AHC, FDHI, David Neuner, Sr. and 
Tim Petersen, LEED AP, as well 
as our other fellow BOG members 
through the years, has positioned 
DHI extremely well for the future. 
Their leadership produced signifi-

LISTENING TO MEMBERS AND INDUSTRY STAKEHOLDERS IS IMPORTANT  

FOR BUILDING CONSISTENCY IN LEADERSHIP DIRECTION FOR DHI.
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cant changes to the association and the 
executive leadership team. During my 
involvement, I do not recall meeting a more 
focused, motivated, organized and purpose-
driven group of DHI employees. From the 
bottom of the organization to the manag-
ers at the top, it is an exceptionally strong 
group!

While we have completed the first year 
of our Strategic Plan, there was a lot of 
groundwork to cover in order to prepare 
for the next two to three years. There is 
still significant work ahead to improve the 
value of DHI membership, especially in the 
areas of education and credentialing. DHI 
is currently positioned to begin executing a 
number of important initiatives and changes 
that are in line with the Preferred Futures 
contained in our Strategic Plan. These key 
areas are:

Education: We will have more online classes 
available in both instructor-led and self-
paced formats, as well as face-to-face 
courses offered at both DHI’s National 
School and DHI Canada’s Technical 
Schools. There will also be some face-
to-face course offerings at our June 2014 
industry convention, CoNEXTions, in 
Dallas, Texas.

  Another key education initiative is that 
we are going to look at all aspects of our 
education program strategically. This will 
help DHI be better able to meet the needs 
of both our membership and associated 
industry stakeholders in the future.

Credentialing: DHI has long history of 
providing education that supports 
the credentials offered: Architectural 
Hardware Consultant, Certified Door 
Consultant, and Electrified Hardware 
Consultant. In 2014, we will undertake a 
strategic review of our credentialing and 
certification program so we are able to 
establish relevance and increase the value 
of DHI certifications to industry members 
and stakeholders alike. To that end, we 
have also initiated changes to our FDAI 
program to establish it as a new DHI 

I FEEL VERY 

FORTUNATE—EVEN 

LUCKY—TO BE 

STEPPING INTO 

THE ROLE OF DHI 

PRESIDENT  

AT THIS TIME. 

MY AFFINITY FOR 

APPLYING BOTH 

NEW AND EXISTING  

TECHNOLOGY TO 

COMMERCIAL 

OPENINGS HELPED 

ME TO EXCEL.

Special thanks to DeSales University.
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credential. There is more to come 
on this exciting program change!

Membership and Chapter 
Restructuring: For the last few 
years, the idea of re-evaluating 
membership and chapter struc-
tures has been brought up as 
a discussion topic almost as 
frequently as education, regard-
less of the setting. A major 
component of our strategic plan is 
to update our membership struc-
ture, which necessitates re-eval-
uating our chapter structure at 
the same time. This re-evaluation 
process has already begun.

  Starting this year, DHI will 
also be working more closely 
with the Door Security & Safety 
Foundation and its board under 
the leadership of Foundation 
President Mark Hallgren, AHC, 

FDHI. The purpose is to improve 
not only the strategic relationship 
between the two organizations, 
but also complement the work 
each organization performs 
within the life safety and secu-
rity industry.

As you can see, this coming year 
is one that has tremendous potential 
for DHI and its members. I feel very 
fortunate—even lucky—to be step-
ping into the role of DHI president 
at this time. It is not a position I 
would have been willing to serve 
in previous years for a number of 
reasons. Like many of you, I am a 
product of DHI’s previous education 
program, which changed almost 10 
years ago. I believe that my years 
of experience as an instructor and 
an Education Council member, 
which allowed me to see both the 

strengths and weaknesses of our 
current education system, will be 
a valuable asset in this role. I also 
feel that working with and listen-
ing to DHI staff members, past 
DHI presidents, current and past 
BOG members, fellow instructors, 
students, customers and coworkers 
has prepared me as much as I ever 
could expect to be!

There are so many people in this 
industry who have helped define 
much of who I am professionally. 
I also owe a tremendous debt of 
gratitude to my parents, siblings 
(David and Susan), wife Kelly, and 
daughters Amy and Molly. Together, 
they all play a big part in answering 
the question:

“WELL...
HOW DID I GET HERE?”!  

I BELIEVE THAT MY YEARS OF EXPERIENCE AS AN INSTRUCTOR AND AN EDUCATION COUNCIL MEMBER, WHICH ALLOWED ME TO 

SEE BOTH THE STRENGTHS AND WEAKNESSES OF OUR CURRENT EDUCATION SYSTEM, WILL BE A VALUABLE ASSET IN THIS ROLE.
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George W. Bush 
Library and Museum

c a s e  S T U D Y

★ ★ ★

By  Ma rk  G ra v es

P RESIDENTIAL LIBRARIES PRESERVE AND MAKE 
available to the public the documents and artifacts 
of U�.S. Presidents from Herbert Hoover to George W. 
Bush. The first presidential library of the 21st century, 

the George W. Bush Library and Museum, opened 
to the public in May 2013 on the campus of Southern 

Methodist U�niversity (SMU�) in Dallas, Texas.
The dignified building was designed by Robert A.M. Stern Architects 

and complements the American Georgian style of the SMU� campus. 
Clad in red brick and limestone, the expansive, flat-roofed, three-story 
structure is surrounded by a landscape of native Texas trees and shrubs.

The George W. Bush Library and Museum contains a total of 42 
doors from Ellison Bronze, utilizing more than 15,000 pounds of #280 
alloy muntz bronze sheet material on the doors and frames. The doors 
feature custom one-of-a-kind bronze handles, each proudly displaying 
the lone star of Texas. Every door also has custom-milled bronze bar 
thresholds, employing 3,750 pounds of #280 alloy muntz bronze plate. 

“We knew we had to go with the best,” says Jason Wroblewski, 
senior project manager for Haley-Greer, the project’s contract glazier. 
“As expected, the custom doors are grand, beautiful and have great 
craftsmanship.”

Ellison provided five pairs of custom monumental balanced door 
units, including hardware and immediate framing. Four of the pairs 
are an impressive 12 feet tall. Each of these doors includes three raised 
bronze panels surrounded by a solid bronze bar. The construction and 
hinging hardware allow the sizable doors to be opened easily. The 
balanced doors pivot at two-thirds the width of the door, creating a 
balance that distributes the weight so the door requires little force to 
open. The inset balancing point allows for an easier open force, even 
against external wind and internal building pressure, despite the 
added weight of the sturdy components. 

“The rich bronze doors, hardware and thresholds really make a state-
ment,” adds Wroblewski. “This was a very complicated project because 
of the large quantity of both custom doors and hardware. Ellison’s 
hard work and experience are what helped to make it a success.”

P
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The George W. Bush Library and Museum also 
contains 32 swing doors from Ellison, including 15 
double units and two singles. Each door has either six or 
eight true divided lites of glass achieved by using solid 
bronze bars. The glass stops were custom bronze extru-
sions crafted from 2,400 pounds of #385 architectural 
bronze. Each door and glass panel was produced from 
3,885 pounds of #385 architectural bronze bar.

The Ellison doors are located throughout the 
museum, including Freedom Hall, a 14,000-square-foot 

formal gathering space at the entrance. Freedom Hall 
is the signature architectural feature of the building, 
featuring a 67-foot-high tower. The Ellison doors also 
lead to an outdoor courtyard with a café. 

ADA	Compliance

The George W. Bush Library and Museum is wheel-
chair accessible, and doors are one of the main elements 
used to create an accessible space. U�nderstanding key 
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regulatory requirements set in the American with 
Disabilities Act (ADA) helps to not only avoid legal 
ramifications, but also to ensure easy access for every-
one. The most updated version of the regulation, the 
2010 revised requirements (with a compliance date of on 
or after March 15, 2012), is consistent with International 
Building Code (IBC) guidelines.

Among the most pertinent guidelines associated with 
entry systems is ADA 404.2.3, Clear Width, and involves 
clear opening space. It reads:

Door openings shall provide a clear width of 32 inches 
(815 mm) minimum. Clear openings of doorways with 
swinging doors shall be measured between the face of 
the door and the stop with the door open 90 degrees. 
Openings more than 24 inches (610 mm) deep shall 
provide a clear opening of 36 inches (915 mm) minimum. 
There shall be no projections into the required clear 
opening width lower than 34 inches (865 mm) above the 
finish floor or ground. Projections into the clear opening 
width between 34 inches (865 mm) and 80 inches (2030 
mm) above the finish floor or ground shall not exceed  
4 inches (100 mm).
When considering balanced door manufacturers, it 

is important to choose one with extensive knowledge 
about ADA guidelines to ensure that proper measure-
ments are taken into account. For a single door, it is 
possible to meet the 32 inches (815 mm) minimum width 

requirement, provided the leaf is at least 37 inches (940 
mm) with a 43-inch (1092 mm) total frame width. This 
allows the 4 inches (102 mm) required for balanced 
hardware, the approximately 1 inch (25 mm) required 
for door stop material on the opposing side, and the 
3-inch (76 mm) door jambs at each side. A pair of doors 
with a 78-inch (1981 mm) frame (36 inches or 914 mm 
per door) will also provide a 32-inch (815 mm) opening 
with one door fully open to 90 degrees, bringing in 
similar opening dimensions to a swing or pivot door.

A second pertinent consideration for ADA respon-
sibility is the opening force requirement. The act does 
not have guidelines associated with opening force 
for exterior doors because it would be too inhibiting. 
Exterior doors are often large and heavy and also may 
have panic or latching devices to function properly. 
ADA does not limit the use of such devices with a strict 
guideline but does pose an advisory in section 404.2.9, 
Door and Gate Opening Force, which reads:

The maximum force pertains to the continuous 
application of force necessary to fully open a door, 
not the initial force needed to overcome the inertia 
of the door. It does not apply to the force required 
to retract bolts or to disengage other devices 
used to keep the door in a closed position.
Another important ADA consideration is door hardware 

addressed in section 404.2.7, Door and Gate Hardware. 
Operable parts of door hardware are required to be 34 
inches (865 mm) minimum and 48 inches (1220 mm) maxi-
mum above the ground. An advisory recommends:

Door hardware that can be operated with a closed fist or 
a loose grip accommodates the greatest range of users. 
Hardware that requires simultaneous hand and finger 
movements require greater dexterity and coordination, 
and is not recommended.
With careful planning, all facilities, including librar-

ies and museums, can be accessible to everyone. Many 
manufacturers offer doors that meet ADA guidelines, 
and product specifications should be compared with 
ADA guidelines to ensure that their claims are correct. 
Not all ADA standards are covered in this article, so it is 
important to work with an architect or ADA consultant 
who understands these complex standards, as well as 
the standards in your jurisdiction.  

About the Author: Mark Graves is the president of Ellison Bronze, Inc. He 
has more than 30 years of experience in the general construction, architec-
ture and manufacturing industries. Graves has spent 25 years of his career 
manufacturing custom balanced doors with Ellison. He can be reached at 
mgraves@ellisonbronze.com.

mailto:mgraves@ellisonbronze.com
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Photo Courtesy of AAMA. Illustrations Courtesy of AAMA Aluminum Storefront and Entrance Manual. 

T THE SUBJECT OF LIFE SAFET Y� MUST INCLUDE MATTERS OF EGRESS—
the ability for all potential victims of fire or other disaster to quickly and efficiently 
leave a building, whether they are impeded by physical disabilities or not. This ability 
in turn depends on the reliable operation of doors, and often windows, within the 
physical capabilities of their users. Day-to-day operability, with ease and safety, and 
for all users, is no less an expectation.

By Dean Lewis

Ensuring Operability
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This article discusses the ways by 
which this operability is assured, 
both by code-cited, industry-driven 
standards and by requirements set 
by governments at several levels, 
reflecting Americans’ concern for 
their fellow citizens’ safety.

The	Code-Cited	National	Standard

The broad approach to defining 
and measuring fenestration product 
performance levels is historic, practi-
cal and tested. AAMA/WDMA/CSA 
101/I.S.2/A440, the North American 
Fenestration Standard/Specification for 
Windows, Doors and Skylights (NAFS), 
establishes repeatable and reproduc-
ible measurability in regard to basic 
mechanical performance factors. 
Successfully meeting these require-
ments provides a “gateway,” or pass-
port, into one of four performance 
classes: R (for products typically used 
in one- and two-family dwellings), 
LC (generally for low- and mid-rise 
multi-family dwellings and “light” 
commercial buildings), CW (usually 
for commercial buildings subjected 
to heavier use) and AW (typically 
used in high-, mid-rise and other 
buildings subject to more extreme 
loading conditions).

These classes are linked to quanti-
fied minimum performance grades, 
which are defined by design pres-
sures (DP) in pounds of pressure 
per square foot of surface area as 
experienced due to wind velocity at 
the installation site and further quali-
fied by water penetration resistance 
and air leakage tests. The minimum 
performance grades that identify the 
gateway performance requirements 
for each class are 15 psf (720 Pa) for 
R class, 25 psf (1,200 Pa) for LC class, 
30 psf (1,440 Pa) for CW class and 40 
psf (1,920 Pa) for AW class. The mini-
mum structural loading capability 

is always 150% of the DP, and water 
penetration resistance is tested at 
15% (with a 2.9 psf minimum) for R, 
LC and CW classes and 20% for AW 
class products. 

Depending on the building’s spec-
ifications, there are many optional 
performance factors available that 
go beyond these basics, such as 
hurricane impact, blast resistance, 
tested negative design pressure 
and thermal performance. These 
can be especially important for 
CW  and AW class products, which 
are subject to high levels of public 
access, use, abuse and exposure to 
severe conditions, such as in offices, 
schools, hospitals, lodging and 
entertainment venues.

NAFS	Operating		
Force	Requirements

NAFS has its own requirements 
for operating force as determined 
by the test method ASTM E2068, 
although these requirements 
are not intended to meet ADA 
requirements.

NAFS defers to E2068, Standard 
Test Method for Determination of 
Operating Force of Sliding Windows 
and Doors. U�sing this test method, 
the operating force required to initi-
ate motion of the operable sash or 
sliding door panels from both the 
fully closed and fully open positions 
is measured, as is the force required 
to maintain motion to the opposite 
limits of travel. 

For NAFS compliance of CW 
and AW products, most forces to 
initiate motion are “Report Only,” 
meaning that the force measured is 
recorded in the official laboratory 
test report, with no pass-fail criteria. 
A maximum initiating force for 
NAFS compliance is specified only 
for horizontal sliding doors, which 

is 180 N (corresponding to 40.47 lbf). 
To maintain motion, example maxi-
mum forces are 200 N (44.96 lbf) for 
hung windows, 155 N (34.85 lbf) for 
vertical sliding windows and 115 
N (25.85 lbf) for horizontal sliding 
windows and sliding doors. R and 
LC product maximums are consid-
erably lower. Canadian operating 
force requirements differ for some 
products and include maximum 
force to initiate motion.

For products with rotary operators, 
the torque necessary to initiate and 
maintain motion is measured using a 
torque gauge, with the result divided 
by the operating lever length to 
arrive at operating force values. 

Note that for accessible units, due 
to the inherent trade-off between 
operating force and weather-
tightness that may affect weath-
erstrip selection and robustness, 
certain reductions in air infiltration 
and water resistance performance 
requirements are permitted, when 
compared to conventional CW and 
AW class testing. 

Special	Testing	for		
AW	Class	Products

U�nder NAFS, all AW class 
products are required to undergo 
life cycle testing according to 
AAMA 910, Voluntary “Life Cycle” 
Specifications and Test Methods for 
AW Class Architectural Windows and 
Doors. AAMA 910 procedures use 
accelerated testing through a speci-
fied number of open/close cycles to 
simulate load conditions that may 
occur during normal lifetime opera-
tion, as well as maintenance and 
cleaning and under typical modes 
of misuse or abuse by the operator. 
As part of AAMA 910, the operating 
force is tested before and after the 
product undergoes life cycle testing.
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Clarifying	Operating	Force	Testing

Released in late 2012, AAMA 
513-12, Standard Laboratory Test 
Method for Determination of Forces and 
Motions Required to Activate Operable 
Parts of CW and AW Class Operable 
Windows, Sliding Glass Doors and 
Terrace Doors in Accessible Spaces, 
provides a consistent, repeatable 
laboratory test method for validat-
ing the operating forces of CW 
and AW class operable windows 
of all types, sliding glass doors 
and terrace doors. It demonstrates 
that the window or door unit, 
as designed, is capable of being 
operated with forces and motions 
consistent with ICC/ANSI A117.1 
limitations.

The test method groups the acces-
sibility of hardware and weather 
seal packages—unique combina-
tions of locks, strikes, hinges, opera-
tors (push bars, rotary operators, 
etc.), limited opening devices, stay 
bars, friction adjusters, rollers, 
counter-balances, snubbers and/or 
weather seals—used across a range 
of individual products so that one 
test assembly can qualify multiple 
individual products. 

Similar to ADAAG (Americans 
with Disabilities Act Access Guidelines) 
and ICC/ANSI A117.1 (Accessible 
and Usable Buildings and Facilities), 
AAMA 513 sets the maximum 
force required to activate operable 
windows, sliding glass doors and 
terrace doors through the normal 
range of operation, as tested per 
the methodology provided, at 22.2 
N (5 lbf), which agrees with the 
restrictions of ICC/ANSI A117.1, 
Section 309.4. Operable parts must 
be operable with one hand and 
cannot require a “tight grasping, 
pinching or twisting motion,” 
defined as the application of forces 

greater than this limit to be exerted 
by the fingers, hands, wrists, arms 
or other body part(s). Furthermore, 
the rotational movement of the 
wrist, shoulder or other body part(s) 
should not exceed 95 degrees. 

Each component must be open/
close cycled 20 times at the operat-
ing rate prescribed in AAMA 910 
prior to measurement of operating 
force. For consistency with ASTM 
E2068, a minimum of three trials is 
conducted for each component or 
assembly, with the results of each 
trial required to fall within 10% of 
the averaged results.

AAMA 513 also offers a short 
form specification for insertion 
into the performance requirements 
section of a window or door spec: 
“Accessibility: As indicated on 
architectural drawings, one oper-
able window type in each occupied 
space shall meet the operating force 
limits and motion restrictions of 
ICC A117.1, Section 309.4, when 
tested by an AAMA-accredited lab 
in accordance with AAMA 513-12.”

Americans	with	Disabilities

Since 1991, the Americans with 
Disabilities Act (ADA) has had a 
significant effect upon the fenestra-
tion and architectural openings 
industries regarding access to and 
use of buildings by people with 
physical impairment, including 
those with reaching and manipula-
tion disabilities. Newly constructed 
or altered places of public accom-
modation, commercial facilities, and 
state and local government facilities 
are required to comply. Places of 
public accommodation in existing 
facilities are required to remove 
accessibility barriers to the extent 
that it is easily accomplished with-
out much difficulty or expense.

A first step in meeting the 
requirements is to define acces-
sibility in terms of dimensions and 
performance of building compo-
nents that must be navigated or 
operated by those with such physi-
cal limitations. The desired perfor-
mance level needs to be measurable 
through standardized testing meth-
odology, and appropriate limits are 
set for the results.

Accessibility requirements are 
often among the performance 
factors that must be considered for 
such facilities. ADA has generated 
well-known requirements for acces-
sible windows and doors. These 
include minimal door width (typi-
cally 32” in most situations) and 
maximum doorsill threshold heights 
(¾” for exterior sliding doors, and 
½” for other types of doors). 

Receiving more recent attention 
is the force required to open and 
close operable window sash or door 
panels—especially critical when 
designing openings for public spaces 
and buildings occupied by elderly 
and/or physically disabled people. 
In this regard, it should be noted 
that starting force is different from 
operating force and must be consid-
ered in the product design. A sash 
or sliding door panel that is closed 
or in a stationary position will have 
a greater frictional allowance and 
will, therefore, require a greater force 
(starting force or breakaway force) 
to operate than one that is already in 
motion (operating force). 

Designers must pay particular 
attention to the various components 
of windows and doors and to the 
applicable codes and standards 
that may have certain requirements 
that must be met. For example, 
ADA, Appendix A4.12.2 (Window 
Hardware), recommends that oper-
able windows require no more than 
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a 5-pound force to open or close 
and that locks, cranks and other 
hardware must be located within set 
reach ranges. 

Furthermore, the Americans 
with Disabilities Act is a law, not a 
building code, specification or test 
method, and the 5-pound force limit 
is advisory only. The ADA is miss-
ing many of the necessary technical 
requirements for compliance testing. 

No specific test method provides 
sufficient basis for a manufacturer 
to represent an individual compo-
nent, product or product line as 
“ADA-certified,” “ADA-approved” or 
“ADA-compliant,” as the act makes 
no provisions for such certification, 
approval or compliance verification. 
Manufacturers should be careful to 
represent laboratory-tested products 
as capable of accessible operating 
forces and motions, when properly 
installed and adjusted, without 
making any non-verifiable claims. 
In addition, no manufacturer can 
claim accessibility compliance for 
a completed window installation—
hardware, approach area, reach, 
force(s), motion, etc. 

It is the sole responsibility of the 
building’s architect or engineer to 

ensure acceptance by considering 
the many options that will affect 
an opening’s ease of use, no matter 
for whom it is intended. Operable 
windows such as double-hung, 
single-hung, awnings or hoppers, 
sliders and casements, as well as 
operable sliding glass doors, side-
hinged doors and architectural 
terrace doors each require a differ-
ent movement and muscle group to 
operate and are all available with 
various handle and hinge options. 
The components, opening size and 
weight of the product all play a 
vital role in how easily they operate. 
Designers must rely on best-practice 
standards, current regulations and 
the knowledge of manufacturers to 
select the most appropriate product 
for each space and the people for 
whom it is intended. It is also the 
sole responsibility of the building’s 
architect or engineer of record to 
verify accessibility compliance 
of the completed installation.

Amplifying	ADA

A number of groups have 
addressed the implementation of 
ADA requirements and recom-

mendations, among them:
■ The U�.S. Department of Justice’s 

ADA Standards for Accessible Design
■ The U�.S. Department of Housing 

and U�rban Development’s 
U�.S. Fair Housing Act 

■ The U�.S. Access Board’s 
Americans with Disabilities Act 
Access Guidelines (ADAAG), 
available at www.access-board.
gov. These guidelines require 
that the maximum force for 
pushing or pulling open an 
interior hinged door (other 
than a fire door), sliding doors 
or folding doors must be the 
same as that recommended by 
ADA, i.e., 5 lbf (22.2 N). These 
forces do not apply to the force 
required to retract latch bolts 
or disengage other devices that 
may hold the door in a closed 
position. Automatic doors and 
power-assisted doors shall 
require no more than 15 lbf (66.6 
N) to stop door movement.

■ ICC/ANSI A117.1-2009, Accessible 
and Usable Buildings and 
Facilities, promulgated by the 
International Code Council. 
Section 309 of this standard 
says: “Operable parts shall be 
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operable with one hand and 
shall not require tight grasping, 
pinching or twisting of the 
wrist. The maximum force 
required to activate operable 
parts is also set at 5 pounds 
(22.2 N) maximum.” 

There are three types of dwell-
ing or sleeping units of interest to 
manufacturers that are addressed in 
A117.1:

■ Accessible units
■ Type A units
■ Type B units
Accessible is the most stringent, 

and Type B the least stringent. 
Both Accessible and Type A 
units have requirements appli-
cable to windows, stating that 
operating hardware for operable 
windows and doors must comply 
with Section 309. Windows are 
not addressed in requirements 
specific to Type B units.

The International Building Code 
(IBC) and many local authorities 
cite ICC/ANSI A117.1 (2009) to 
provide compliance guidelines 
for operating forces and motions. 
However, like ADA, ICC/ANSI 
A117.2 includes no sampling plan, 
test methods, repeatability or repro-
ducibility assessment. Enforcement 
is left to local authorities. 

Conclusion

Compounding the difficulty of 
providing a standard tool to assess 
whether an opening is “accessible” 
are those aforementioned additional 
requirements that may come into 
play depending on the product’s 
application and the building’s loca-
tion. These are increasingly strin-
gent, and many can have a drastic 
impact on the overall weight of a 
window or door, which of course 
affects operating force. 

Accessibility thus joins these 
many performance factors in the 
range of issue involved in a care-
fully thought-out trade-off to arrive 
at the optimum design for a given 
application. These intricacies, and 
the multitude of components (some 
provided by third-party suppliers) 
and options combined, must be 

considered using a holistic approach 
to the design of the end product.  

About the Author: Dean Lewis is the 
Educational & Technical Information Manager 
for the American Architectural Manufacturers 
Association. For more information, visit www.
aamanet.org.
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XIT DEVICES BEGAN AS AN 
effective idea for saving lives and 
helping people exit buildings in 
case of emergency. Carl Prinzler 
conceived them in 1908 in response 
to deaths caused by blocked doors at 
the tragic Iroquois Theater fire. With 
these devices, a door could finally 
be locked from the outside while 
remaining unlocked from the inside. 

There are two types of exit 
devices: panic hardware and fire 
exit hardware. Panic hardware is 
required by code on doors that are 
equipped with locks or latches and 
are part of a means of egress for 
Assembly and Educational occupan-
cies (including daycare facilities). 
Depending on the code that is 
adopted, they serve an occupant 
load of greater than 50 or more than 
100 people. When these doors are 
fire-rated, the fire exit hardware, 
which does not include a mechanical 
dogging feature, must be used. 

Exit devices have evolved immensely 
since Prinzler first developed them. 
The following examples include 
some of the major developments in 
exit devices and ways in which their 
features can be combined to meet 
ever-changing life safety, security and 
accessibility requirements.

Mechanical	Crossbar	Exit	Devices

The first exit devices are still seen 
in many buildings: the crossbar. 
This horizontal rod is suspended 
between the device’s hinge and lock 
case. When pushed, the bar releases 
the latch and allows the door to be 
opened from inside while it remains 
locked from the outside. The concept 
behind the bar, which spans most 
of the door’s width, is that push-
ing anywhere across its width will 
activate it. This has proved to be 
especially important where fright-
ened crowds otherwise would have 
blocked a door in an emergency, 
giving rise to the familiar term 
“panic bars” for these devices. 

The basic design, with minor 
improvements, has continued until 
the present. These devices are also 
now often used for aesthetic reasons. 
For example, some architects prefer 
the appearance of crossbar devices 
when preserving the traditional look 
of a museum or when designing a 
building with a classic style.

Several latching options are avail-
able. The most common is the rim 
device, in which the latch is part of 
the center case mechanism. Some 
have vertical rods that provide a 

WHAT YOU MIGHT NOT KNOW ABOUT

EXIT DEVICES HAVE GONE FAR BEYOND THEIR EARLY MISSION of ensuring that people can exit 

buildings even when a door is locked. They now provide many different combinations of mechanical 

and electrified security and fire/life safety features. Each new development represents a step up the 

security staircase.

E
Exit Devices

By Linda Ainza
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better distribution of the latching force around the open-
ing. Mortise devices and concealed vertical rods can also be 
selected to improve appearance and prevent rod damage.

Push	Pad	Exit	Devices

In 1972, a push pad (touchpad) exit device was introduced 
that represented a radical departure from the traditional exit 
device design. Its smoother, more modern appearance was 
designed to complement a wide variety of architectural styles. 
At the same time, its unique rectangular body, attached to 
the door, provided the potential for electrified latch control 
and monitoring that opened up entirely new levels of access 
control possibilities. 

The first device was designed to fit narrow-stile doors and 
was followed in 1980 by the familiar device for standard stile 
widths. Today, most manufacturers offer similar types of push 
pad devices, and new variations of electronic control continue 
to be developed.

As with the original crossbar devices, latching mechanisms 
for the push pad devices soon became available in rim, 
mortise, vertical rod and concealed vertical rod designs. For 
applications where carts or gurneys posed a potential danger 
of damaging vertical rods, manufacturers began to offer less-
bottom-rod (LBR) devices that have only a top rod. For fire 
doors with LBR devices, an auxiliary fire pin mounted on the 
door edge is often required. 

By electrifying these devices, security managers could 
now resolve the dilemma of how to provide safe egress and 
continue to maintain a higher level of security. All too often, 
in applications ranging from the back door of a retail store 
to a hospital nursery or a school’s secondary exits, someone 
simply blocking the door open could compromise security. 
With electrified exit devices, security integrators and manag-
ers can add such features as alarm horns, door position 
switches and remote monitoring signals to manage such 
situations.

Another popular option is electric latch retraction (EL). This 
makes it possible to perform functions that include remote 
dogging to convert a door to push-pull operation, instant 
re-latching of multiple doors in emergency situations, and 
electronic credential access control. 

When teamed with automatic door operators, electrified 
exit devices are playing a major role in helping to maintain 
security while meeting the guidelines of the Americans with 
Disabilities Act (ADA). Whether operated by a bollard- or 
wall-mounted switch or an electronic access credential, the 
latch must retract before the door can be opened unless it is 
dogged down. 
Photos Courtesy of Ingersoll Rand Security Technologies
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Delayed	Egress	Exit	Devices

The next big step in resolving the 
life safety versus security dilemma 
was the introduction of the delayed 
egress exit device. This device 
sounds an alarm and delays a 
person from exiting through a door 
for a code-regulated 15 seconds 
(30 seconds when approved by the 
Authority Having Jurisdiction). 

This not only discourages unau-
thorized use but also provides an 
opportunity for a security response. 
For instance, the security manage-
ment system can trigger a CCTV 
camera to capture a visual record 
of activity at the door. In an emer-
gency, when a building’s fire alarm 
or sprinkler system is activated, 
these devices automatically disable 
to allow immediate egress. 

This self-contained system incor-
porates all controls, auxiliary lock-

ing, local alarm and remote signal-
ing output. Arming and disarming 
are done with a key cylinder located 
on the front of the device. An LED 
indicator shows the status of the 
device under all lighting conditions. 

The International Building 
Code does not allow the use of 
delayed egress locks in Assembly, 
Educational, or High-Hazard occu-
pancies. However, these devices 
are ideal for tightly controlled areas 
such as computer rooms, research 
and development labs, or classified 
security facilities. Other applica-
tions include retail establishments, 
especially those handling small, 
high-value items such as jewelry, 
electronics and even tools or 
hardware. 

Delayed egress devices also are 
popular in shopping malls, where 
secluded fire exits and a common 
corridor could allow someone to 

escape quickly. Another important 
use is in hospital nurseries, espe-
cially when teamed with proximity 
loops built into door frames that 
sense radio frequency identification 
(RFID) chips used on infant brace-
lets to prevent kidnappings.

Improved	Appearance	and	Function	
for	Corridor	Doors	and	More

Recessed exit devices were first 
developed to meet California Office 
of Statewide Health & Planning 
(OSHPOD) requirements that 
mandated a 44” minimum clear 
width for cross-corridor fire door 
openings in hospitals. To avoid the 
need to construct deep pockets or 
wider corridors, manufacturers 
have developed exit devices in 
which the mechanism is contained 
primarily within the door itself. 
The only part that protrudes 
slightly is the touch pad, which may 
extend about an inch or less in the 
retracted position. These devices 
also provide improved accessibil-
ity, although they are not typically 
required to meet ADA clear width 
requirements.

There are also other advantages 
to a recessed device. Aesthetically, 
when a long corridor contains 
several pairs of cross-corridor doors, 
these devices do not protrude into 
the visual line and yield a cleaner-
looking building design. They also 
fulfill the code requirements for 
panic or fire exit devices. 

More	Strength	for	the	Exit	
Device—and	Other	Unique	Options	

Popular push pad exit devices 
have long been used to provide a 
practical combination of mechani-
cal security and fire/life safety 
for a broad range of applications 
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in public buildings. However, 
where security needs are greater, 
their latching mechanism may not 
provide sufficient protection against 
a variety of strong-arm techniques. 

This brought about the develop-
ment of an exit device featuring a 
patented center case design that 
builds upon the former series of 
exit devices and adds an innovative 
latching concept. This two-piece 
latch bolt forms a 90-degree latch 
to the strike’s contact. The latch 
bolt and strike design collaborate 
to ensure the highest level of door 
opening security. Perfect for door 
openings subject to violent “pull 
force” attacks, this design delivers 
more than 2,000 pounds of static 
load force resistance. Not only does 
the device provide greater protec-
tion against forced entry, but it also 
requires less pressure to unlatch. 
This makes it more suitable for 
meeting ADA guidelines and makes 
doors easier to open for the elderly 
and the young.

Everyday applications also often 
require specific options. Exit devices 
have evolved with the times to 
provide needed features that make 
them last longer or perform better in 
real-world scenarios.

Water, salt, chemicals or the 
wrath of Mother Nature can affect 
the performance of products in a 
facility. Each geographic location 
and the surrounding environment 
create unique requirements. For 
example, if the application requires 
rust inhibitors, storm resistance, 
or access control without the use 
of electricity, an exit device for the 
application can be found. 

Severe wind events require a safe 
and secure shelter. Extreme condi-
tions require specialized testing for 
both the exit device and the total 
opening. Certified, tested products 

that help keep students, employees 
and other patrons safe in the event of 
an environmental incident, such as a 
tornado or hurricane, are available 

In addition, a protective clear coat 
to the exterior of the exit device can 
help prevent the effects of weather 
or chemical corrosion. Likewise, a 
pneumatic latch retraction solution 
is ideal for applications in hazard-
ous areas where electronics are not 
permitted. The pneumatic device 
provides efficient latch retraction 
through the use of compressed air.

The everyday use of a mechani-
cal push pad device can be noisy. 
High-traffic applications and heavy 
abuse can cause the exit device to 
be impacted hundreds of times 
per day. Exit devices designed to 
accommodate this abuse utilize 
a mechanical damper to provide 
customers with a quieter solution. 

Also for quiet areas, traditional 
electronic latch retraction uses 
magnetic solenoids that require a 
high-voltage inrush. When acti-
vated, the retraction of the solenoid 
results in a loud and abrupt sound. 
Motor-driven latch retraction is 
more efficient and provides a much 
quieter solution with less of a 
disturbance. 

Architects often go to great lengths 
to make the interior of a building 
unique or inviting. Custom colors 
on the exit devices can enhance the 
aesthetics of a building or can provide 
an entertaining and distinctive look 
for an aquarium, children’s museum 
or hospital. Building owners take 
pride in their facility and often look 
for unique ways to make it stand 
out. Custom graphics can be used to 
show pride in a university, support 
the home team in an arena, and even 
provide unique messaging on the exit 
device (for example, “Thank You & 
Come Again”).

Advances	in	Design	and	
Technology:	No	More	Rods!

A new concealed vertical cable 
system for exit devices eliminates 
frustrations with traditional 
concealed vertical systems. Instead 
of installing and adjusting vertical 
rods, the installer simply inserts and 
secures the flexible cable latching 
system into the door before the exit 
device is installed. Once the latches 
are secured in the top and bottom 
of the door, the installer mounts the 
exit device and quickly attaches it to 
the cable latching system. During the 
entire two- to three-minute instal-
lation process, only one point of 
adjustment is required.

Now	You	Know!

The trend in exit device develop-
ment has followed parallel tracks of 
mechanical and electrical innova-
tion, responding to continually 
changing needs for security and life 
safety. Manufacturers are certain 
to maintain their commitment to 
meeting new and existing needs in 
these critical areas with continued 
product development and testing. 
The bottom line is to make sure 
that you have updated information 
on all of the available options and 
advances in technology so that you 
provide the right products for the 
right application. If you are not 
certain, look to experienced speci-
fication writers and manufacturers 
for help. They are happy to provide 
assistance.  

About the Author: Linda Ainza is the Product 
Manager of Exits for Ingersoll Rand Security 
Technologies. For more information, visit www.
ingersollrand.com.
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Hospital Hardware
How Copper Door Hardware  

Plays a Key Role in Patient Care

ATING BACK TO THE ANCIENT 
Egyptians, copper has been 
an essential material to man. 
Throughout history, humans have 
recognized the metal’s ability to 

kill germs, often using copper containers to store and 
transport water or for medicinal purposes and instru-
ments. While copper’s antimicrobial properties have 
long been known, researchers have only recently 
learned how copper has the ability to fight harmful 
bacteria. 

U�nlike most other metals, copper releases ions that 
penetrate the cell walls of bacteria—including those 
that are resistant to antibiotics. These ions disrupt the 
bacteria’s ability to function and reproduce. Copper 
alloys, such as brass and bronze, are also antimicrobial. 
In fact, these alloys, along with 479 others, are regis-
tered with the U�.S. Environmental Protection Agency 
(EPA) as being able to kill greater than 99.9% of infec-
tion-causing bacteria1 within two hours of exposure.

Serving as a reservoir for harmful viruses, bacteria 
and fungi, the frequently touched surfaces in health-

D

Raising the Standard in

By Dr. Harold T. Michels
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care facilities—door knobs, push 
plates, bed railings, call buttons, tray 
tables, faucet handles, IV poles and 
other equipment—can house germs 
for as many as 30 days or more. In 
fact, a 2012 Harris Survey found that 
82% of U�.S. adults feel that hospitals 
should utilize copper surfaces to 
prevent the spread of germs and 
bacteria. More than half of adults 
surveyed were more concerned 
about the spread of germs and the 
possibility of contracting an infec-
tion in a hospital than in a public 
restroom—and they have every 
reason to be.

Today, deadly bacterial infections 
are on the rise in American hospitals, 
infecting one out of every 20 patients 
(that’s nearly two million people) and 
claiming the lives of approximately 
100,000 victims each year. MRSA 
(Methicillin-resistant staphylococcus 
aureus), CRE (Carbapenem-resistant 
enterobacteriaceae) and E. coli are 
just some of the life-threatening and 
antibiotic-resistant bacteria that anti-
microbial copper surfaces have been 
proven to kill.

Where there once was only specu-
lation about the benefits of copper, 
there is now scientific proof. In 
July 2012, a study published in the 

Journal of Clinical Microbiology found 
that when hospital components 
(i.e., bedrails, IV poles, over-bed 
tables) made of other materials were 
replaced with ones made of copper, 
there was an 83% reduction in the 
number of bacteria found on those 
components. The bacteria measure-
ments were made by testing six 
antimicrobial copper objects in eight 
different intensive care rooms, and 
six non-copper (stainless steel, plas-
tic or wood) objects in eight adjacent 
rooms. The side rails of the patient 
bed, the over-bed tray table, the IV 
pole and the armrests of the visitor’s 
chair were tested at all sites. Two 
other high-touch objects, such as a 
computer mouse or a nurse’s call 
button, were also tested at each site. 
In total, 5,545 objects were tested at 
three different hospitals—Ralph H. 
Johnson Veterans Administration 
Medical Center in Charleston, 
South Carolina; the Memorial Sloan 
Kettering Cancer Center in New 
York, New York; and the Medical 
U�niversity of South Carolina 
(MU�SC) in Charleston, South 
Carolina—over a 22-month period.

The entire study was conducted 
in three phases over a total of 43 
months. The final results were 

recently published in the journal 
of Infection Control and Hospital 
Epidemiology. The last phase of 
the study revealed that the use of 
such antimicrobial copper surfaces 
in hospital rooms can reduce the 
number of healthcare-acquired 
infections (HAIs) by 58% as compa-as compa-
red to patients treated in intensive 
care unit rooms with non-copper 
touch surfaces. To determine the 
impact of copper alloy surfaces 
on the rate of HAIs, patients were 
randomly placed in one of the 16 
available rooms, with or without 
copper alloy surfaces, and the rates 
of HAIs were compared. A total of 
650 patients were studied between 
July 2010 and June 2011. Overall, 
the proportion of patients who 
developed an HAI was significantly 
lower among those assigned to 
intensive care rooms with objects 
fabricated using copper alloys. The 
results were statistically significant. 
The study was funded by the U�.S. 
Department of Defense. The Copper 
Development Association (CDA) 
participated in the study by provid-
ing materials procurement support. 

“HAIs are the sixth leading cause of 
death in the U�nited States, just behind 
heart disease, cancer, chronic lower 



32	 DOORS	&	HARDWARE £ NOVEMBER 2013

respiratory diseases, strokes and 
accidents,” says Dr. Michael Schmidt, 
Professor and Vice Chairman of 
Microbiology and Immunology at the 
Medical U�niversity of South Carolina 
and study co-author. “By installing 
copper hardware in healthcare facili-
ties, we can greatly cut the number of 
infection cases and save more lives.”

Each time a patient contracts an 
HAI, the length of his or her hospi-
tal stay increases by approximately 
19 days, significantly increasing 
his or her mortality rate from 1.5% 
to 9%. This can cost hospitals a 
significant amount of money—about 
$40,000 extra per patient.2

As this study began to conclude, 
the Ronald McDonald House of 
Charleston (RMH), located across the 
street from MU�SC, became interested 
in antimicrobial copper surfaces. 
Directors of the facility were curious 
about the findings and quickly real-
ized the potential benefits of these 
products for safety in a non-hospital 
environment. Embracing the idea of 
copper installations as an opportu-
nity to protect vulnerable children 
and raise awareness about the impor-
tance of environmental hygiene, the 
surfaces of all stair railings, sinks, 
faucets, bathroom vanities, grab rails, 
cabinet pulls, door knobs, locksets, 
tabletops and chair arms were 
replaced with antimicrobial copper. 
The new copper renovations brought 
warm tones and a modern feel to the 
RMH of Charleston, in addition to the 
health benefits. 

A post-copper evaluation study 
was conducted by MU�SC to compare 
the amount of bacteria on each 
surface from before and after the 
installation. Research found that the 
copper surfaces installed consistently 
reduced total bacterial levels by more 
than 95%, on average, without any 
changes made to the daily routines 

of the RMH staff and guests. With 
just regular cleaning, the antimi-
crobial copper surfaces exceeded 
all hygienic expectations. The 
antimicrobial efficacy of the copper 
touch surfaces was also evaluated 
one year after the initial installation. 
The results were consistent with 
the initial findings, proving that the 
antimicrobial efficacy is durable. 

Outside of the clinical trials, 
the Ronald McDonald House of 
Charleston was the first U�.S. facility 
to install antimicrobial copper prod-
ucts. This installation helped the 
first manufacturers scale up their 
operations and bring antimicrobial 
copper from concept to commercial-
ization. All participating manufac-
turers jumped at the opportunity to 
assist with the retrofit. In addition 
to providing a safe and clean envi-
ronment, these manufacturers, as 
well as others, are now in a position 
to provide antimicrobial copper 
products to hospitals and any other 
facility seeking to create a healthier 
environment. Today, there are 
hundreds of antimicrobial copper 
healthcare-related products—from 
IV poles to door hardware available 
in a variety of style and finishes—
that can help reduce the number of 
hospital infections. In fact, some of 
the biggest names in door hardware 
manufacturing have introduced 
their own lines of antimicrobial 
copper products expressly designed 
for use in hospitals, medical offices 
and other healthcare facilities.

“Architectural firms that are 
designing healthcare facilities have 
shown a genuine interest in copper’s 
ability to kill bacteria and fight 
infections,” says Andy Kireta, Jr., 
Vice President of the CDA. “CDA 
receives a large number of requests 
by architects for antimicrobial 
copper lunch-and-learn seminars 
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and educational workshops on how 
they can specify and design facili-
ties using this material.” 

Recently, the Rogosin Institute—a 
not-for-profit institution for 
research, treatment and educa-
tion in kidney and cardiovascular 
disease—purchased 400 copper pulls 
to be installed on the cabinets of its 
Manhattan location. The 4" satin-
finished pulls (⁵/₁₆" in diameter) were 
installed during the summer of 2013. 

Similarly, the Charlotte Hungerford 
Hospital, a 109-acute-care-bed facility 
in Torrington, Connecticut, installed 
70 pieces of copper cabinet pulls in 
10 of its ICU� rooms in September. 
The installations were made possible 
thanks to a generous donation by a 
local hardware manufacturer.

“As a member of the hospital’s 
board of directors, I’m well aware of 

the challenges faced by healthcare 
facilities—everything from the 
financial hardships to the mission 
fulfillment basis,” says Jamie Gregg, 
CEO of Colonial Bronze. “Anything 
that goes toward the advance-
ment of the mission statement and 
improving the bottom line should be 
considered by every hospital.”

As it turns out, many others 
would agree. Just this year, the 
Builders Hardware Manufacturing 
Association (BHMA) began the 
discussion of creating a standard 
to include antimicrobial copper 
hardware. “We’ve certainly had 
members raise the issue of antimi-
crobial copper,” says Ralph Vasami, 
Executive Director of BHMA. “Now 
that there are more manufacturers 
designing products made out of 
antimicrobial copper, we will see 

how we can move forward to have 
them specified in our standards in an 
effort to increase patient safety.”  

Endnotes
1.  Laboratory testing shows that, when cleaned regularly, 

antimicrobial copper surfaces kill greater than 99.9% of the 
following bacteria within two hours of exposure: MRSA, 
Vancomycin-resistant enterococcus faecalis (VRE), staphylo-
coccus aureus, enterobacter aerogenes, pseudomonas aeru-
ginosa, and E. coli O157:H7. Antimicrobial copper surfaces are 
a supplement to and not a substitute for standard infection 
control practices and have been shown to reduce microbial 
contamination but do not necessarily prevent cross-contam-
ination; users must continue to follow all current infection 
control practices. Health claims related to clinical trials have 
not been approved or reviewed by the U.S. EPA. Because many 
factors contribute to the risk of infection, individual results 
may vary.

2.  Grohskopf, L. A., Sinkowitz-Cochran, R. L., Garrett, D. O., et al. 
(2002). A national point-prevalence survey of pediatric inten-
sive care unit-acquired infections in the United States. Journal 
of Pediatrics, 140, 432-438.

About the Author: Dr. Harold T. Michels serves 
as Senior Vice President of Technology and 
Technical Services at the Copper Development 
Association, Inc. For more information, visit 
www.copper.org.
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www.accuratelockandhardware.com

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.omniaindustries.com
http://www.townsteel.com
http://www.pdqlocks.com
http://www.accuratelockandhardware.com
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CUSTOM ARCHITECTURAL OVERSIZE DOOR

Vancouver Door is proud to offer big, bold and beautiful doors up to 

6'×12’×2½". Several options of core construction and wood veneer, including 

horizontal/vertical/sketch face or laminate and MDF faces. Factory finish, 

quirks, inlays and applied moldings along with hardware prep are available.

www.vancouverdoor.info/oversized

PRIVACY, OBSERVATION, SECURITY  

SOLUTIONS BY VISTAMATIC®

VISTAMATIC® presents 

Betweenglassblinds™ (BGB). 

Betweenglassblinds™ is ideal for interior 

and exterior applications in doors and 

windows with magnetic or motorized 

operation. BGB’s 10-year warranty, standard 

1" thickness, several blind color/glass 

options, and competitive pricing make this 

versatile panel the only choice for integral 

blind needs in any market.

www.betweenglassblinds.com

RESTORE LOST FIRE RATING ON DOORS!

Fire ratings are lost when doors are cut 

too short or have alignment problems and 

clearances don’t comply with standards. 

ZERO’s sill protection 339FS and 521FS are 

tested for 20- and 90-minute fire-rated doors 

with excessive undercut up to 1.250". Save on 

door replacement or structural changes.

www.zerointernational.com

AKRONLINE

Allowing you to do business 

with Akron Hardware 

wherever you are. Place 

orders, check product 

availability, and monitor your 

account—all with the same 

industry-leading service you 

have come to expect from 

Akron Hardware.  

www.akronhardware.com.
Co n t i n u e d o n p a g e 36

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.vancouverdoor.info/oversized
http://www.betweenglassblinds.com
http://www.zerointernational.com
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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

DID YOU HEAR?

Doors & Hardware readers don’t just 

flip through our magazine… they actually 

put it to good use! Learn more about 

how to reach our audience inside the 

2014 Advertising Guide, and remember, 

communication is everything! Let us 

create a program specifically designed to 

get the results you want and deserve. Call 

today to order your copy of the D&H Ad 

Guide 2014.

www.dhi.org/advertising

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

8400 SERIES LOW ENERGY POWER OPERATOR

Hager Companies is pleased to introduce the 8400 

Series Low Energy Power Operator designed to provide an 

installer-friendly, reliable option for the consistent opening 

and closing of doors. It offers a smooth and quiet operation 

for applications that require an occasional automatic 

opening and provides control in necessary situations. 

www.hagerco.com

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

25th Anniversary  1987-2012

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



We asked. You ansWered!
To make our annual convention more affordable, 

we’ve moved the date to June 2014.

www.dhiconextions.org
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Balancing

and

The code requirements for fire and egress doors are often at odds 
with security protocols. As security personnel become more 
educated with respect to codes, are we achieving a better balance 

between life safety and security? 
Jim Narva: I guess I would say we’re not, overall. While I was a state fire marshal, 
I’m not actively involved in serving in such a capacity now. But whenever we discuss 
security protocols in the fire marshal community—like in schools, for example—the 
general consensus is that fire safety tends to get overlooked. Across the board, the fire 
marshals express concern that there’s a rush on the security side of things, and that’s 
important, but fire safety tends to get overlooked. I’ve heard of cases where they’ve 
even chained the doors. That’s society’s tendency to focus on the immediate concern of 
“Oh my gosh, we have to lock the school down!” The fire service tends to get run over 
by the security side in their rush to address the most immediate threat, and have we 
inadvertently created another risk?
D&H: Why do you think security is so often prioritized above life safety concerns? 
Jim Narva: I don’t want to make it sound like security doesn’t pay attention to fire and 
life safety, but to use an example with the Newtown shootings, we immediately think, 
“How do we keep our kids safe from intruders?” But we don’t think about how we 
protect them from fire and other threats at the same time. The emotion involved takes 
off, and safety tends to get lost in it. It’s not intentional; it’s just an emotional reaction. 
If a bunch of kids were killed in a fire or some other tragedy, 
the focus would be on life safety, and perhaps security would 
take a back seat. We have to find a balance, as both components 
are vital to secure facilities. 

I think DHI and the Door Security & Safety Foundation have 
a huge role to play in balancing both of these areas. We can say 
that you have to do XYZ for fire, but DHI and its members actu-
ally know how to do that. Your members and your Foundation 
have the expertise and can work with officials on finding ways 
to balance all security and safety needs.

Safety
Security

D&H: 

Life 
AS OUR INDUSTRY IS WELL AWARE, companies and business 
owners are increasing the amount of security on both new and  
existing buildings. Unfortunately, these changes are often happening at the expense 
of life safety. Doors & Hardware recently spoke with Jim Narva, Executive Director of 
the National Association of State Fire Marshals, to get a sense of whether there is a 
growing awareness of the need for balance and what our industry can do to help. We 
also spoke with a few state fire marshals to find out what they’re seeing in the field 
and what's being done to improve those conditions.
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D&H: What measures do you feel could improve the balance 
between increased security with the need to protect life 
safety? Are there any particular states or jurisdictions you 
feel could be a model for others—such as Louisiana’s require-
ment for licensure of all security hardware installers? 
Jim Narva: It’s a way to tie those two disciplines together and 
make sure they’re communicating and talking to each other. I 
think licensure is important because there is typically a playing 
field that is established, and everyone needs to get to that 
level; licensure, along with testing and continuing education, 
ensures that folks who are doing that as their livelihood are 
trained and qualified and understand the whole component. It 
is a way to ensure that they’re doing consistent work. Having 
it within the fire marshals’ office makes a lot of sense because 
they’re involved with the plans and codes in a building. I think 
there needs to be a purpose behind licensure, and that involves 
training and education. 

From NASFM’s perspective, we want to raise the bar on fire 
and life safety. We talk about fire doors and controlled access 
and egress doors, and if we can raise the bar, it weeds out those 
who are less scrupulous. We want to raise the bar for safety and 
then get out of the way and let the best company/innovation/
technology take over. I’m confident that we can balance secu-
rity and fire safety in our doors and hardware; we just need 
to look at it with a well-rounded view. DHI and its member 
companies have the expertise to do that. 
D&H: Modifying existing fire doors for access control/secu-
rity hardware can affect the fire door’s ability to perform as 
designed. Have you seen a growing awareness of this issue 
among NASFM members? 
Jim Narva: I suspect that they are paying more attention, and 
I’ve had that conversation with DHI and their foundation, 
focusing on how we can create greater awareness. These doors 
are very sophisticated and well above the level of an ordinary 
inspector. Fire code inspectors or plans examiners are expected 
to look at hundreds of codes and systems in a building, and they 
just can’t be an expert at everything, so we depend on those who 
are the experts, which would be DHI and your members, with 
help from the Foundation to advise and offer education. 

As code officials, there isn’t the time, personnel or resources 
to do a thorough inspection of every fire door and access 
control system or the security hardware on every door in every 
facility—it just isn’t going to happen with today’s budget limita-
tions. The awareness that we’re trying to focus on is to raise 
more acceptance of third-party inspectors and support those 
efforts. It leads back to licensure and education—it’s a contin-
uum. It’s not possible for us to know or do it all, so we have to 
depend on someone else to help us do that, and they have to be 
credible and qualified.

The code requirements 
for fire doors and egress 
doors are often at odds 

with security protocols. As security personnel 
become more educated with respect to codes, 
are we achieving a balance between life safety 
and security?
Daniel Wood: The balance between the fire 
safety industry and the security industry is 
getting better. It seems that every time there is 
a major incident throughout the U�nited States, 
the relationship gets better. The goal of both 
parties is to keep the buildings both fire safe 
and secure. 
Ed Paulk: In reality there is no balancing act—
life safety is security. The basic premise is 
that we do not care if you allow anyone into 
a building. However, once you do, we have to 
provide for their life safety. It is just as horrific 
for someone to lose their life in a fire as it is to 
have it taken by a shooter.
Butch Browning: In talking to [officials from] 
other states, many don’t have a unified fire 
code enforcement of egress like we have in 
Louisiana. Here, the state fire marshal is 
the Authority Having Jurisdiction for code 
enforcement and review, so when people 
want to offer different ideas on egress, our 
office’s architects and engineers review it. Any 
locking devices have to be reviewed before 
they can be installed. 

Fundamentally, we don’t want to ever obstruct 
egress. We realize security is important too, but 
we’ve successfully maintained security for years 
in correctional facilities, so we’ve applied some 
of those lessons, but fundamentally we have 
to have some level of free and clear egress so 
people can safely evacuate from a building. 

Daniel Wood –  
Acting Special Agent-in-Charge,  
Fire Prevention Bureau,  
Iowa State Fire Marshal Division

Edward “Ed” Paulk –  
Alabama State Fire Marshal

Chief H. “Butch” Browning –  
Louisiana State Fire Marshal

Fire Marshals

D&H: 
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D&H: Do you have any examples of 
how this balance was achieved in 
your local jurisdiction?
Dan Wood: Yes, in the state of Iowa 
we have started the Iowa Safe 
School Coalition (ISSC). This group 
consists of people from fire safety, 
law enforcement, school leader-
ship groups, security groups and 
the insurance industry. We work 
together to send out one message 
through a monthly newsletter, and 
we also have proposed a couple of 
legislative bills at this time. These 
bills relate to mandatory lockdown 
drills for each school. 
Ed Paulk: Our fire and building 
codes classify different occupan-
cies and require life safety systems 
based on many factors; not the least 
of these is our ability to remove 
ourselves from the danger or the 
ability to exit. One of the largest 
problems that we encounter is large 
retailers who, because of their size, 
have many doors and more than 
one set of main entrance doors. In 
the evening, some of these retailers 
like to block one of these main 
entrances/exits and cause everyone 
to go out one set of doors. They like 
to shut their garden centers and 
close those exits and close the regis-
ters at the other set of main entrance 
and exit doors because they do 
not have the customer demand 
to properly staff the store at these 
hours. There could be any number 
of emergencies like fire or an active 
shooter to cause people to need to 
use the blocked exits. The saving of 
a dollar is not justification for the 
blocking of exits. Many secondary 
exits in these businesses already 
have delayed egress and alarms 
that sound when someone attempts 
to activate them. No variance can 
be granted based on a business 
decision. They are told to keep all 

required exit doors open and free of 
any obstruction. Properly staff exits 
to prevent theft.
D&H: Are you seeing more 
frequent requests for variances 
related to security—for example, 
security interlocks, locks that 
only release upon fire alarm, 
delayed egress locks on Assembly 
occupancies, special security 
measures for schools to use 
during an intruder situation? 
Dan Wood: Not a huge increase, 
but there has been a little. We 
just have to make sure the safety 
measures not only meet the 
intent of the code but also make 
the building a safe place. 
Ed Paulk: We do receive requests for 
variances from codes. The first thing 
that is required when a variance is 
requested is documentation from an 
engineer who can justify the request 
and provide alternative life safety 
measures that can be used to provide 
protection for those in the building. 
Without proper engineering evalua-
tion, there are no variances.
Butch Browning: Absolutely. After 
the Newtown school shootings, 
we put out an interpretive memo 
addressing this issue. One of the 
biggest challenges we’re seeing now 
is the need to retrofit existing doors. 
Schoolhouses and other places want 
to change their locks and locking 
configurations. The NFPA code 
requires a single action to unlock a 
door. We’ve kind of come off that a 
little and allowed a second device 
that will prevent someone from 
coming in. It’s still not locked on the 
inside, however. It’s not a double-
sided deadbolt. But it basically was 
an economic hardship to make them 
retrofit the existing locks—they 
would have had to replace the doors 
and frames in some cases. So we put 
some controls in there, and there 

are training requirements for the 
people in the building. We strictly 
did it under controlled situations 
in existing buildings. For training 
we require them to develop a usage 
policy: you can’t lock these locks 
during normal times, only during 
a lockdown. Yes, it’s a deadbolt, but 
it’s like it’s not there during the day. 
It’s documented in staff and safety 
meetings. It’s only to be engaged in 
shelter-in-place or lockdown mode. 

For the record, I don’t like the term 
“lockdown.” I think when you say 
the school is on lockdown, it implies 
the people can’t get out. They may be 
told they need to stay, but we would 
never lock anyone in. I prefer “shel-
ter in place.” An emergency could 
require them to leave. “Lockdown” 
insinuates that we put bars or chains 
on doors. That isn’t what we’re 
trying to accomplish here. 
D&H: Access control and electri-
fied hardware are complicated, 
and the code requirements for the 
various applications can be diffi-
cult to interpret and verify. What 
methods are you using to ensure 
that installed hardware, like an 
access controlled egress door, is 
code-compliant?
Dan Wood: Any system that is being 
proposed must be approved by our 
office before it is installed. We have 
the requirements posted on our 
website. Once a system is approved, 
it may be installed. At that point 
one of our inspectors goes out to the 
building to ensure that the system 
was installed properly and that the 
system functions properly. 
Ed Paulk: All access controlled 
egress systems must be listed and 
labeled by a nationally recognized 
testing laboratory for the type of 
application where they are being 
installed. These systems must be 
properly engineered and installed 

http://skimlinks.pgpartner.com/mrdr.php?url=http%3A%2F%2Fskimlinks.pgpartner.com%2Fsearch.php%2Fform_keyword%3Dfire%2Balarm
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with all of the redundant safety 
features that are required by the 
code. Most of these types of systems 
require that the systems be wired 
into the fire alarm system so that 
any activation of the fire alarm will 
automatically open all exit doors. 
Making systems more complicated 
often increases the possibility 
that an accident can occur. If our 
greatest fear is terrorists, all they 
have to realize is that activation 
of the fire alarm system will open 
these doors. Security from an 
external threat is no greater than the 
threat we experience if we cannot 
exit in case of an emergency.

All of these security systems will 
require that someone on the ground 
at the building will have to make 
some judgment as to whether to 
evacuate or remain in a lockdown 

status. We must realize that at any 
given circumstance the situation 
may change, and we might first lock 
down but later have to evacuate 
quickly because of a threat change. 
We must keep the ability to secure 
our safety by preventing people 
from entering our space without 
permission, but we have to maintain 
our ability to exit when necessary.
Butch Browning: Again, in 
Louisiana, you can’t install access 
control on doors unless you’re 
licensed by the fire marshal and 
you’ve submitted a plan for review 
by our office. We have a great part-
nership with them, and from our 
perspective, an aggressive review 
and inspection program can ensure 
that these products are used as they 
were intended. We license these 
folks, and they know the law and 

the rules, and we have a lot of confi-
dence in their skills. We very strictly 
enforce the law that you must be 
licensed to touch hardware—any 
electronic access control hardware 
or gates. Regular hardware or panic 
hardware can be done without a 
license, but we still inspect it during 
the life safety code inspection of the 
building.
D&H: Modifying existing fire 
doors for access control/security 
hardware can affect the fire door’s 
ability to perform as designed. Are 
you actively reviewing fire door 
inspection documents to ensure 
that the doors are code-compliant?
Dan Wood: Anytime a re-inspection 
is done—which is yearly—the 
system is tested and the installation 
requirements are reviewed. 
Ed Paulk: A fire door is a listed 

We Know Insurance Details! 

TrusT.   As members of the Institute, DHI has your 

company’s best interests at heart. DHI and its 

strategic partner will work to meet and exceed all 

of your insurance needs. The program offers a full 

range of insurance coverages including: Property 

and Casualty, Directors and Officers, Employment 

Practices Liability, and Professional Liability.

With the DHI-Sponsored Insurance Program, 

we can provide you ways to lower your risk through 

customized insurance policies and risk education. 

The DHI Board of Governors approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

Like most other small to mid-sized 

businesses, our daily focus is in our core 

competencies. When we need insurance 

help we lean on the folks at Telcom.

We have a lot of options today, 

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

to exceed the expectations of our own 

customers. Telcom has worked hard 

to earn our business and solve our 

problems. They asked the questions to 

truly understand our business in order 

to build a program that fit our needs.

—Greg Lunde, President 

Builders’ Hardware & Supply Company, Inc.

DHI-SponSoreD InSurance program  ★  aDmInIStereD  by tISc

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

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



 NOVEMBER 2013 £	DOORS	&	HARDWARE	 43

and labeled item. Any change will 
remove the listing and label given 
to the product. Modifications must 
be evaluated by an engineer and 
approved by the laboratory issuing 
the label or it is no longer a code-
compliant door. This is a process; 
however, it is done on a regular 
basis. We had to have all of our 
doors modified by a vendor that 
was approved by the labeling orga-
nization for the doors in our depart-
ment when an electronic card access 
system was installed.
Butch Browning: One of the biggest 
problems in the schools is that, in 
the 80s and 90s, it was important to 
have lots of windows in the schools. 
Now you have a situation where 
the doors and windows need to be 
fortified, so there’s a lot of contro-
versy over how much to do and how 

expensive those products can be. It’s 
a challenge.
D&H: Can you share any specific 
examples of situations in which a 
compromise between life safety 
and security was reached?
Dan Wood: Yes, the State Fire 
Marshal’s Office sent out a policy 
memo in 2012 that allowed “class-
room locks” to be installed on 
all classroom doors if the school 
desired to use them. These locks are 
always locked from the outside and 
always unlocked from the inside. 
This gives the occupants free egress 
while keeping intruders out. 
Butch Browning: We’ve had a lot of 
site visits where, even though we’ve 
put out an interpretive memo, we’ve 
still had to come up with ideas for 
dealing these situations. Our job is 
to look at codes and technologies 

and partner that with plans for the 
specific community. Their needs 
and ideas are going to be different 
in each location. We’ve tried to build 
a universal code model that will fit 
into any community. What we’ve 
done with our deputies is to have 
them partner with law enforcement 
and fire officials in order to increase 
communication. When you’re 
dealing with 64 different parishes 
and 75 different school districts,  
colleges and universities, it can be 
really complicated. 

I’m sure someone does it better, but 
I think our one-stop-shop model is a 
commonsense model that allows us 
to respond to the threat better. We 
deploy one set of rules, and it’s very 
expeditious. I give Louisiana an A+ 
on our ability to interpret codes and 
get answers.  

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

No talking lizards here.

www.dhi.org

For more 
information, scan 
with a QR Code 
reader-enabled 
mobile phone.
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INCE ITS INCEPTION, THE AMERICANS 
with Disabilities Act has had a profound 
effect on the sign industry. The ADA 
covers a wide range of disabilities, from 

physical conditions affecting mobility, stamina, 
sight, hearing and speech to conditions such as 
emotional illness and learning disorders. In order 
to accommodate people with these disabilities, the 
ADA addresses access to the following:

■ The workplace (Title I)
■ State and local government services (Title II)
■ Places of public accommodation and commercial 

facilities (Title III)
■ Phone companies must provide telecommu-

nications relay services for people who have 
hearing or speech impairments (Title IV).

■ And finally, the ADA provides instructions to 
federal agencies that enforce the law (Title V).

U�nder Titles II and III of the ADA, the U�nited 
States Access Board develops and maintains acces-
sibility guidelines for buildings, facilities, and 
transit vehicles and provides technical assistance 
and training on these guidelines. The 2010 ADA 
Standards for Accessible Design serve as the basis of 
standards issued by the Departments of Justice 
(DOJ) and Transportation (DOT). 

The building guidelines cover places of public 
accommodation, commercial facilities, and state 
and local government facilities. Regulations issued 
by the DOJ and DOT also provide important 

information on which buildings and facilities are 
subject to these standards. It is important that the 
regulations be used along with the design stan-
dards they contain or reference.

ADA	and	Signs

To understand how the ADA affects the sign 
industry and how it views sight impairments, let’s 
take a closer look at the different classifications 
of sight. There are four levels of visual function, 
according to the International Classification of 
Diseases-10 (update and revision 2006):

■ Normal vision
■ Moderate visual impairment
■ Severe visual impairment
■ Blindness
Moderate visual impairment and severe visual 

impairment are grouped under the term low vision: 
low vision taken together with blindness repre-
sents all visual impairment.

We know that sight is one of the disabilities 
covered under the ADA guidelines, but how many 
people have sight impairments? The Centers for 
Disease Control and Prevention (CDC) define 
vision impairment to mean that a person’s 
eyesight cannot be corrected to a “normal level.” 
According to one estimate, approximately 10 
million people in the U�nited States are blind or 
visually impaired. One million adults older than 

BasicsBy Evan Bane, LEED Green Assoc., CDT

S

A Guide to ADA SIGNAGE &

Wayfinding
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the age of 40 are blind, and 2.4 
million are visually impaired.

It is also important to note that as 
the baby boomer generation ages 
over the next 30 years, the number 
of adults with vision impairments is 
expected to double. That’s approxi-
mately 20 million people in the 
U�nited States who will be blind or 
visually impaired. 

One staggering figure indicates 
that only 46% of working-age adults 
with vision impairments and 32% of 
legally blind working-age adults are 
employed. This statistic shows the 
importance of the ADA guidelines. 

When is a vision impairment a 
disability under the ADA? A vision 
impairment is a disability if: 

■ It substantially limits a major 
life activity.

■ It was substantially limiting in 
the past (i.e., if an individual has 
a record of a substantially lim-
iting impairment).

■ An employer regards or treats an 
individual as having a substan-
tially limiting vision impairment.

To aid in the ease of accessibil-
ity to these guidelines, the U�.S. 
Department of Justice offers an 
online version of the 2010 ADA 
Standards for Accessible Design. It 
provides the scoping and technical 
requirements for new construction 
and alterations resulting from the 
adoption of revised 2010 standards 
in the final rules for Title II and 
Title III. All information including 
specific signage and wayfinding 
requirements can be accessed by 
simply logging on to www.ada.gov.

2010	Standard	for	Room	
Identification	Signs	Under	the	
Standards for Accessible Design

The ADA accessibility guidelines 
were developed by the U�nited States 

Access Board. These guidelines are the 
baseline for the standards that groups 
like the Department of Justice use to 
enforce the ADA. The public is respon-
sible for adhering to these standards. 

Since its release in September 
of 2010, the language outlined in 
the 2010 Standards for Accessible 
Design has not changed. However, 
what has changed is that it is now 
enforceable. Effective March 15, 
2011, compliance with the 2010 ADA 
Standards is required and enforce-
able on a federal level. 

Should patrons feel that their 
rights through ADA have not been 
upheld, they can file a federal 
lawsuit. The courts can award 
monetary damages of up to $55,000 
for the first ADA violation and up to 
$110,000 for each subsequent viola-
tion should a facility be found to not 
be in compliance. A violation could 
be a simple as using the wrong type 
of Braille on a sign. 

The DOJ has jurisdiction over 
state and local facilities, though 
a state may amend its building 
codes as long as it receives approval 
from the DOJ (i.e., California’s Title 
24). Enforcement of state codes is 
done at a local level by building 
inspectors. 

In instances where confusion may 
arise or where there is any discrep-
ancy as to what a code means, 
consulting your local official to get 
his or her interpretation is highly 
recommended and can help avoid 
receiving thousands of dollars in 
fines should it be determined the 
ADA 2010 SAD was not followed 
properly. 

ADA	Guidelines	for		
Interior	Signage	and	Wayfinding

There are different types of 
ADA-compliant signs that are 
covered under the ADA guidelines. 
The two categories covered under 
interior signage are wall-mounted 
and ceiling- or projected-mounted. 
Within the wall-mounted category, 
identification of permanent room 
signs, directional signs, and infor-
mational signs are covered. Within 
the ceiling- or projected-mounted 

category, directional and informa-
tion signs are covered.

Let’s start with wall-mounted 
permanent room identification signs. 
Permanent room identification signs 
are defined as signs that represent 
rooms or specified locations that 
are not likely to change locations. 
Examples of this type of classifica-
tion include office numbers, rest-
rooms and exit signs.

The ADA guidelines for perma-
nent room identification signs 
consist of three sections: sign 
composition, sign mounting, and 
sign finish and contrast. 
Sign composition requirements are:

■ Tactile-text adhered to sign
■ ⅝" tactile character height 

minimum
■ 2" tactile character height 

maximum
■ ¹/₃₂" minimum raised text
■ Stroke thickness shall be 10% 

minimum and 30% maximum 
of the letter height, and spacing 
between characters shall be 10% 
minimum and 35% maximum 
of the character height.

The courts can award monetary damages of up to $55,000 for the 
first ADA violation and up to $110,000 for each subsequent viola-
tion should a facility be found to not be in compliance. A violation 
could be a simple as using the wrong type of Braille on a sign.
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■ Characters should be sans serif 
and not in italic form.

■ Grade II Braille
■ Pictograms shall have a field 

height of 6" minimum and shall 
not share a field with Braille.

Sign mounting requirements are:
■ Must be mounted on latch side 

of door
■ Must be 48" minimum and 60" 

maximum measured from the 
finished floor to the bottom line 
of text

Sign finish and contrast require-
ments are:

■ Characters must be eggshell, 
matte or non-glare finish.

■ Characters must contrast with 
background.

U�nder the current ADA guidelines, 
the use of light reflectance values 
(LRV) in interior signage is not 
required, nor are specific values 
specified. LRVs are the percentage of 
light that is reflected from a surface. 

Permanent room identification 
wall-mounted signs must have a 
non-glare finish. Pictograms shall 
have a field height of 6" minimum 
and shall not share a field with 
Braille. Also, tactile-text must be 
adhered to the signs, with a ⅝" 
tactile character height minimum 
and a 2" tactile character height 
maximum. Permanent room identi-
fication signs must be mounted on 
the latch side of the door and must 
be 48" minimum and 60" maximum 
measured from the finished floor to 
the bottom line of text.

There are, of course, possible 
exceptions to the mounting rules. 
These exceptions exist because 
there may be a situation in which 
double doors are required. For 
example, many healthcare facilities 
have double doors to accommodate 
gurneys and medical staff in emer-
gency situations. 

Another 
exception is 
where no wall 
space is avail-
able. In this 
instance, signs 
shall be located 
on the nearest 
adjacent wall. 
Signs with 
tactile charac-
ters shall be 
located so that a 
clear floor space 
of 18" minimum by 18" minimum, 
centered on the tactile characters, is 
provided beyond the arc of the door 
swing (between the closed position 
and the 45-degree open position).

As you can see in Figure 1, the 
double doors in this example have 
one active leaf. The ADA requires 
that the sign is mounted on the 
wall nearest to the adjacent leaf; the 
active leaf appears on the left with 
the door handle. Another possibility 
with double doors is that both doors 
are active. In this situation, the sign 
would be located to the right of the 
door on the right.

If the opening included side 
lites, there would be no wall space 
available right next to the doors. 
Therefore, the sign would be located 
on the nearest adjacent wall. 

Now that we have learned about 
the ADA requirements for permanent 
room identification sign composi-
tion, sign mounting and sign finish, 
we will take a closer look at Braille 
requirements. The ADA guidelines 
state that Braille must be located 
below the equivalent text (this 
includes multi-lined text). Braille must 
be ⅜" from tactile characters and ⅜" 
minimum from elevated borders 
and elevated ornamental elements. 
(Exception: Signage applied on elevator 
car controls must be separated by ³⁄₁₆" 

minimum and can be located below or 
adjacent to raised characters or symbols.)

The image in Figure 2 shows the 
positioning of Braille. The Braille 
is positioned below the text and 
is ⅜" from the tactile characters. 
There are no ornamental borders or 
symbols within this example.

Guidelines	for	Ceiling-	or		
Projected-Mounted	Signs

The ADA guidelines for ceiling- or 
projected-mounted signs consist  
of three sections: sign composition, 
sign mounting, and sign finish and 
contrast, just like the three sections for 
permanent room identification signs. 
Sign composition requirements are:

■ 2" character height minimum 
if the sign is not higher than 
10' above the floor (minimum 
character heights are based on 
viewing distance)

■ Does not need Braille
Sign mounting requirements are:

■ Must have 80" clear head space
Sign finish and contrast require-
ments are:

■ Characters must be eggshell, 
matte or non-glare finish.

■ Characters must contrast with 
background.

Any state may modify its building 
codes affecting signage as long as 

Images Courtesy of InPro Corp.

Double Doors 
with one active leaf:
Sign shall be located on the 
inactive leaf.

Double Doors 
with two active leaves:
Sign shall be located to the 
right of the right hand door.

FIGURE	1
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it has been granted approval by the 
Department of Justice. These codes 
are then enforced by state officials. 

California Braille differs from the 
federal guidelines. California Braille 
has wider spacing between the Braille 
dots than regular federal ADA Braille, 
as well as other spacing/height differ-
ences. You can use California Braille 
in all 50 states since it is a stricter 
standard than the federal ADA 
standard, but you cannot use regular 
federal ADA Braille in California 
because it is less strict than the state 
regulations. The trend in the ADA 
sign industry nationwide is for sign 
companies doing business in multiple 
states (which include California) to 
load only the California Braille font 
for all ADA jobs, regardless of state, 
rather than to maintain two different 
Braille fonts. 

Restrooms also differ in 
California. Doorways leading to 
men’s restroom facilities shall be 
identified by an equivalent triangle 

¼" thick with edges 12" long and a 
vertex pointing upward. Women’s 
restroom facilities shall be identified 
by a circle ¼" thick and 12" in diam-
eter. U�nisex restroom facilities shall 
be identified by a circle ¼" thick 
and 12" in diameter with a ¼"-thick 
triangle superimposed on the circle 
and within the 12" diameter. These 
geometric symbols shall be centered 
on the door at a height of 60", and 
the color and contrast need to be 
distinctly different from the color 
and the contrast of the door.

In New York, there are also 
special sign requirements. In the 
event that there is a failure with the 
illuminated New York approved 
exit signs, as well as to the back-up 
power to these exit signs, a photo-
luminescent exit path must be in 
place. These photoluminescent 
exit path markings will serve as 
a backup to aid an evacuation. 
Photoluminescent markings act the 
same way that glow-in-the-dark 

exit signs or photoluminescent exit 
signs function. They are charged 
by ambient light, and once the light 
is gone, the markings glow and 
can still be seen. These photolumi-
nescent markings do not light up 
a whole room or corridor, but they 
do provide guidance in a dark area 
such as a stairwell for handrails, 
obstacles or pathways. These path 
markings are located low to the 
ground for greater visual effect and 
do not constitute a substitution for 
exit signs and emergency light-
ing, but rather they are an extra 
precaution.

It is important to note that some 
states’ guidelines are stricter than 
others. Please check with your 
local guidelines to be sure that all 
requirements are being met.  

About the Author: Evan Bane, CDT is the 
Corporate PR & Programs Manager for  
InPro Corporation. For more details, visit  
www.inprocorp.com.

This	illustration	shows	a	ceiling-mounted	application.	
It	is	important	to	note	that	the	sign	must	have	80"	clear	
head	space.	An	individual	with	a	severe	sight	impairment	
may	not	see	the	mounted	sign,	therefore	creating	a	
dangerous	situation.	In	addition,	the	sign	must	have	a	
2"	character	height	minimum	if	the	sign	is	not	higher	
than	10'	above	the	floor.	(Minimum	character	heights	
are	based	on	viewing	distance.)	Ceiling-	or	projected-
mounted	signs	do	not	require	Braille	because	the	height	
of	the	signs	should	exceed	the	height	of	where	someone	
could	reach.

Sign Finish
Must be eggshell, matte or 
non-glare finish 

Character Contrast
Characters must contrast 
with background

Tactile Text adhered to sign

1/32" minimum raised text

Pictograms shall have a 
field height of 6" minimum and 
shall not share a field with Braille

5/8" height minimum
2" height maximum

Grade II Braille

Character Height
2" minimum if signis not 
higher than 10' from floor
(Minimum character heights 
are based on viewing distance)

Character Finish
Must be eggshell, 
matte or 
non-glare finish 

Character Contrast
Characters must contrast 
with background

Must have 80" minimum 
head clearance from the finished floor 
to the bottom of the sign

Grade II Braille
Positioning
Must be 3/8" from
tactile characters and 
3/8" from border

FIGURE	2

http://www.inprocorp.com
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WAS FINALIZING AN ORDER 
with a customer, and we had a 
warranty and fire specification 
issue that needed to be resolved. 
The customer had a door with a 
lite that was 43" above the finished 
floor, and the locks were at an 
industry-standard location. I asked 
the routine question for these types 
of conflicts: Did he want to move 
the lite up or move the lite over? 
The customer’s answer caught me a 
little off guard. He responded that 
he could not move the lite up due to 
the Americans with Disabilities Act 
(ADA) requirements for lite heights. 
This situation made me ponder how 
the ADA-compliant code require-
ments for lites affect the installa-
tion of mortise locks and panic 
devices—specifically International 
Code Council/American National 
Standards Institute (ICC/ANSI) 
A117.1 – 2012, section 404.2.11.

404.2.11 Vision Lights – Doors, 
gates, and side lights adjacent to 
doors or gates containing one or 
more glazing panels that permit 
viewing through the panels shall 
have the bottom of at least one 
glazed panel located 43 inches 
(1090 mm) maximum above the 
finish floor.

The ADA contains the standards 
for making doors accessible to 
people with disabilities. It states that 
if a door must be accessible, then 
the bottom of the lite must be 43" or 
less above the finished floor (AFF). 
This often puts the lite in the door 
in conflict with specified hardware 
locations. 

Most standard locations for 
mortise locks per frame suppliers 
have the AFF to centerline of strike 
near 40" AFF. The top of the lock 
pocket would be 43" AFF. That puts 
the top of the lock mortise at the 
same height as the bottom of the 
lite. With a 6" lock stile to the lite 
(a common spec for lites) and a 4½" 
mortise lock pocket depth, you only 
have a 1½" distance between the lock 
pocket and the lite. Most wood door 
manufacturers cannot warranty 
non-rated doors with these cut-out 
parameters. Fire-rated wood doors 
often require 5" between lite and 
lock cut-outs, which puts the lite and 
lock several inches too close. 

What do you do? Moving the locks 
is usually not an option. Typically, the 
frames have already been prepped 
by the time the conflict is caught. 
The other option is to move the lite. 
Moving the lite up would not be in 
compliance with ADA. The most 
likely solution is to move the lock 

Americanswith 
Disabilities Act

Wood Doors

By Jeremy Schubert

and the
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stile of the lite over as much as 3". 
Cylindrical locks at or around 

40" AFF will still create a conflict 
on fire-rated doors. The lites will 
need to be moved over or the locks 
moved down. Once again, the 
option to move the locks down 
depends on whether or not the 
strikes in the frames have been 
prepped. Due to the lite height 
requirement of 43" AFF, lites often 
need to be moved away from the 
lock stile.

Panic devices can also have prob-
lems due to the ADA requirements 
regarding lites. There are two main 
factors that determine if a panic 
device needs to be moved down. 
One is the type of lite kit, and the 
other is the panic device location. 

Most metal lite kits have a 1½" 
stop height. Following accessibility 

requirements, the bottom of the lite 
kit would be at 41½" AFF. The panic 
device location is the other key to 
determine an overlap. Most exit 
device manufactures’ template loca-
tions are above 40" AFF to centerline 
of bar. Panic bars are usually 2½" to 
3" in height, so the top of the panic 
device will overlap the bottom of the 
lite kit at most standard locations.

The solution in this instance is to 
move the panic bar down or use an 
exit device shim kit. Shim kits create 
space between the device and the 
face of the door and make room for 
the lip of the kits to be overlapped 
by the device. Shim kits are an easy 
solution, but not all metal lite kits 
work with standard shim kits due 
to the lip protrusion of the lite kit. 
You cannot move the lite up due 
to accessibility requirements. You 

cannot move the lite kit away from 
the lock stile like you can with locks 
because the panic bar is the length 
of the door. Your only option is to 
move the panic bar down if you 
cannot use a shim kit. 

The Americans with Disabilities 
Act is a great piece of legislation 
to ensure building access and 
egress for people with disabilities. 
However, its resultant accessibility 
code requirements can be in conflict 
with industry standards on projects. 
By understanding these conflicts, 
we can still provide a great archi-
tectural wood door and follow the 
intent of the ADA.  

About the Author: Jeremy Schubert is the Project 
Coordinating Manager for VT Industries, where 
he has worked for the last 15 years. He can be 
reached at jschubert@vtindustries.com.

17901 Railroad Street    City of Industry, CA 91748
Toll Free: 877-858-0888    Tel: 626-965-8917    Fax: 626-965-8919

Ligature Resistant Locks
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HE LAST FEW YEARS HAVE BEEN ONE OF THE MOST  
challenging periods ever in terms of consistently producing 
adequate profits. Managers had to operate in a period of sharp 
economic decline and pessimism, followed by several years of 
anemic growth. Only recently has the economic picture appeared 
to improve fundamentally. But even now, there is concern that 
things may not be as stable as they seem.

Interestingly, during the entire range of ups and downs each 
year, some firms produced much higher profit than the average 
firm. It wasn’t that the more successful firms were in easier market 
areas or enjoyed some unusual advantage that was unique to 
them—quite the contrary. The most successful firms did a very few 
things better than the typical firm. They also did them just a little 
bit better than average. In addition, they did them a little better 
every year. Over time, they have built a strong financial advantage.

The 2012 DHI financial benchmarking study provides some key 
insights into exactly how the high-profit firm generates those better 
profit numbers. It is essential for every firm to understand that the 
key is to do a few things just a little better. The report provides clear 
evidence on how small differences in a few areas translate directly 
into higher levels of profitability. 

THIS REPORT IS A BENEFIT to distributor corporate 
members and can be read in its entirety at www.DHI.org 
under Distribution Research. Those who participated also 
received a customized report noting suggested areas of 
improvement for their company.
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Typical	Versus	High-Profit

The typical firm in the survey 
has financial performance in the 
exact middle of the results for all 
participating firms—that is, on any 
given measure, half of the firms 
performed better than the typical 
firm, and half performed worse. It is 
the best measure of industry perfor-
mance on any of the profit drivers.

In 2012, the typical firm generated 
sales of $12,597,940. On that sales 
base, it produced a pre-tax profit of 
$176,371, which equates to a profit 
margin of 1.4% of sales. Stated 
somewhat differently, every $1.00 of 
sales resulted in 1.4 cents of profit. 
The results can best be described as 
adequate. Quite simply, they are not 
as strong as they should be. 

In contrast to the typical firm, 
the high-profit firm generated a 
profit margin of 7.1%. This means 
that even if the high-profit firm had 
produced the same sales volume 
as the typical firm, it would have 
generated more profit for reinvest-
ment in the firm. This additional 

asset base produces a multiplier 
effect over time. More profit leads to 
a strong asset base, which supports 
more sales for even greater profit.

Luckily, high-profit performance 
is open to any firm willing to take 
proper action. There are no barriers 
to success in the industry. The only 
requirement is to identify the areas 
where the high-profit firms perform 
better and to target for that level of 
performance.

Managing	the	CPVs

To reach high-profit performance, 
the firm has to focus on what really 
matters. In benchmarking terms, the 
important items are called the criti-
cal profit variables (CPVs). While 
the CPVs generally remain the same 
over time, their relative importance 
tends to vary somewhat. The CPV 
results for the typical firm and the 
high-profit firm in the industry are 
summarized in Exhibit 1.

To a certain extent, some of the 
differences on the CPVs between 
typical and high-profit may appear 

to be so small that they don’t even 
deserve management attention. In 
fact, it is these small differences that 
multiply to produce major changes 
in profit margin. This means the 
typical firm doesn’t have to dramati-
cally improve performance on the 
CPVs, but simply do a little better 
across the board. As the title of this 
article states, little things mean a lot.

From a management perspec-
tive, it is not even necessary to do 
a little better everywhere. No firm 
produces superior results for every 
single CPV in either good times 
or bad. Successful firms manage 
their CPV performance so as to 
maximize overall profitability. This 
also is great news for the typical 
firm. Perfection is not required, only 
blending the CPVs in a positive way. 
With such blending, profit rises 
significantly.

The CPVs that are the most 
important to enhancing profit 
results are sales growth, gross 
margin, payroll expenses and non-
payroll expenses. Each of the factors 
needs to be planned carefully to 
ensure adequate profits. 

Sales Growth
The level of sales growth is 

always a key issue in generating 
adequate profits. However, there is 
a misunderstanding that very rapid 
sales growth is required for success. 
Nothing could be further from the 
truth.

The so-called ideal rate of sales 
growth equals the rate of inflation 
plus two to five percentage points. 
Consequently, if the inflation rate 
is 2.0%, then ideal sales growth 
would be in the 5.0% to 8.0% range. 
This should be viewed as a mini-
mum. Firms may well grow faster, 
but without basic growth, profit 
improvement is very difficult

Exhibit 1: The Critical Profit Variables

Typical High-Profit

Performance Results

Net Sales $12,597,940 $7,247,955

Profit Margin (pre-tax) 1.4% 7.1%

The Critical Profit Variables

Sales Change -0.2% 9.4%

Gross Margin 29.9% 33.3%

Payroll Expense 20.3% 18.4%

Non-Payroll Expenses 7.9% 7.8%
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Sales growth that is too slow 
means that expenses, which tend to 
be tied closely to inflation, out-pace 
the rate of growth so that expenses 
as a percent of sales increase. Sales 
growth that is too rapid is also a 
problem. Financing rapid growth is 
always a challenge, and operating 
systems tend to get taxed when 
growth is rapid.

The reality is that almost no firm 
will ever turn down a rapid rate 
of sales growth. However, firms 
should be aware that sales solve a 
lot of problems, but very rapid sales 
growth tends to create as many as 
it solves.

Again, the ideal level of sales 
growth is to beat the rate of infla-
tion by somewhere between two 
to five percentage points. Firms 
should make such an effort a central 
part of their planning process.

Gross Margin
Price pressures never go away, 

even as the economy recovers. In a 
down market, firms are too anxious 
to cut prices to hold sales volume. 
In an up market, the euphoria over 
increasing sales tends to reduce the 
diligence that should be placed on 
pricing. 

In almost every industry, an 
adequate gross margin is a major 
determinant of profitability. The 
real driver behind improved, or 
at least maintained, gross margin 
performance is continual monitor-
ing. The inevitable “one-time” deals 
must never become the norm of 
operations.

Payroll Expenses
Payroll is by far the most  

important expense factor, which 
means that controlling payroll is 
essential to controlling expenses.  
Payroll is another area where a 

specific improvement goal can be 
established. Ideally, payroll costs 
should increase by about 2.0% less 
than sales. For example, if sales 
increase by 5.0%, then payroll 
should only be allowed to increase 
by 3.0%.

This would appear to be a rela-
tively simple and probably easy-
to-achieve target. The reality is a 
different story. Payroll is the most 
difficult of all the CPVs to control, 
and the 2.0% goal always proves 
difficult to achieve. 

Non-Payroll Expenses
Most non-payroll expenses 

usually require only minor adjust-
ment if sales really are rising faster 
than inflation. The lion’s share of 
non-payroll expenses is linked 
directly to inflation. Controlled 
growth should keep them in line. 

Moving	Forward

The high-profit firms produce 
great results virtually every year. 
They also reflect the fact that there 
are no industry barriers to success. 
The key to improved performance 
is to develop a specific plan for each 
of the CPVs and combine them 
in a positive way. The goal is not 
perfection. The goal is to do a little 
better across the board. Firms must 
remember the mantra of “little 
things mean a lot.”  

About the Author: Dr. Al Bates is the president 
of the Profit Planning Group. For more informa-
tion, visit www.profitplanninggroup.com.
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IT BACK… HERE IT COMES! THE NEWEST 
version of the LEED Rating System—LEED 
v4—is just around the corner. The U�.S. Green 
Building Council will launch the next version 
of LEED at the Greenbuild conference in 
Philadelphia in late November. While the 
approval of this next version of LEED did 
not come easy for the U�SGBC, it was over-
whelmingly approved by its members. Are 
there changes from the current version? Yes. 
Will these changes affect door and hardware 
suppliers? Yes. This is probably not something 
you wanted to hear, but it is reality. 

The next version of LEED brings with 
it new credits, revised credits, and even 
more green terminology to learn. Two new 
credits may be of particular interest to you. 
Credit MRc2-Building Product Disclosure 
and Optimization – Environmental Product 
Declarations, and Credit MRc4-Building 
Product Disclosure and Optimization – 
Material Ingredients. Let’s take a more 
in-depth look at both credits and how you 
could be affected. 

Credit	MRc2-Building	Product	Disclosure	
and	Optimization	–	Environmental	Product	
Declarations

The intent of this new credit is to encourage 
the use of products or materials for which life 
cycle information is readily available from 
the manufacturer of the products you have 
been asked to supply. This credit rewards 
project teams for selecting products that have 
been assessed as having little to no harmful 
effects on our environment. Within this credit, 
there is a reference to Environmental Product 

Declarations. An Environmental Product 
Declaration (EPD) is an ISO standardized and 
LCA (Life Cycle Analysis)-based tool used 
to convey a product’s environmental perfor-
mance.  In this particular credit, there are 
several types of EPDs noted, such as Product-
Specific Declaration, Industry-Wide (generic) 
EPD, and Product-Specific Type III EPD. In 
addition to these references, this credit also 
refers to ISO standards such as 14025, 14040, 
14044, EN 15804 and ISO 21930. Don’t worry; 
you do not need to be an expert on all of these 
terms. I do, however, recommended that you 
start to familiarize yourself with what these 
terms are, as you may see them referenced on 
submittal or project closeout documents. To 
assist you through this process, these terms 
have been added to the DHI Green Glossary, 
located online at www.dhi.org/dandh.

Credit	MRc4-Building	Product	Disclosure	and	
Optimization	–	Material	Ingredients	

Similar to Credit MRc2, the intent of this 
new credit is to encourage the use of products 
that are considered environmentally friendly. 
The credit rewards project teams for select-
ing products for which the manufacturer 
has provided a full disclosure of all chemical 
ingredients, minimizing the use of products 
with harmful ingredients. As a supplier, you 
may be asked to provide technical information 
to the project, such as a Chemical Abstract 
Service Registration Number (CASRN), 
Cradle to Cradle certification, a Health 
Product Declaration (HPD), or compliance 
to the REACH or GreenScreen Benchmark 
standards. Refer to the updated DHI Green 

LEED v4:
S
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Glossary for additional information 
on these terms if you are not famil-
iar with them. 

Keep in mind that our industry, 
like many others, will initially 
struggle when it comes to obtain-
ing the required information. 
As an example, providing full 
disclosure of all chemicals used 
in the manufacturing process of 
every component of an assembly is 
a challenge, as this information is 
often considered proprietary by the 
manufacturer. While Environmental 
Product Declarations appear to be a 
focus item in the new LEED v4, our 
industry will have difficulty with 
this requirement, as there has yet 
to be a standard developed for the 
creation of EPDs for wood doors. In 
the interim, several manufacturers 
have obtained third-party certifica-

tions for their products as a way to 
assure the end user that the claims 
they are making on their products 
are accurate and validated. Since 
annual recertification is required 
with third-party certifications, the 
end user can feel confident that the 
manufacturer’s claim is accurate, 
as testing protocol is based on 
current test standards and current 
constructions.

LEED is not going away, and it 
is no longer the only sustainable 
building standard referenced. Our 
industry is starting to see specifica-
tions written around alternative 
green building standards and 
codes, such as Green Globes, the 
Living Building Challenge, Guiding 
Principles for High-Performance 
Sustainable Buildings, CALgreen, 
and the International Green 

Construction Code. Life would be 
so much easier if we had only one 
green standard or code to follow, 
but unfortunately that is not the 
case. Now is the time to become 
familiar with the various terms 
noted within the updated DHI 
Green Glossary.  

About the Author: Judy Landwehr is the 
Product Compliance & Training Manager 
at Masonite Architectural DoorSystems. As 
a certified LEED Green Associate with more 
than 37 years of experience in the wood door 
manufacturing industry, Judy oversees product 
certification programs for various Masonite 
Architectural DoorSystems manufacturing loca-
tions, including FSC Chain of Custody, material 
content, and finished product VOC emission 
testing. She can be reached at Judy.Landwehr@
MDRSYS.com.
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CALL FOR NOMINATIONS
 DEADLINE: January 1, 2014!  Go to www.dhi.org to download 
a nomination form or contact Cathy Jones at 703/766-7012 or by email 
at CJones@dhi.org for specific details or questions.
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New Online Codes Update Course! 
Not just for fi re door inspectors.
CEP points for credentialed consultants and codes 
update information for everyone.

CE600 – 2012 Update: 
Fire and Egress Door Assembly Inspections

Online, Self-Paced, Anywhere, Anytime!

This course covers changes in:

• NFPA 80, Fire Door and Other Opening Protectives – 2010 edition

• NFPA 101, Life Safety Code® – 2009 edition

• NFPA 101, Life Safety Code® – 2012 edition

Upon successful completion of this course:

• Participants in the Intertek Certifi ed Fire Door Inspector Program will satisfy their continuing education 
requirement.

• Credentialed consultants will receive 50 technical CEP points toward recertifi cation.

For more information or to enroll, visit www.dhi.org.



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

Why DHI
Membership IS

Important!

YOU are the Face of DHI!

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

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

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

Kim McCallum, Ontario, Canada

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

When asked about the biggest changes to the 
industry he’s witnessed during his career, Jerry Scully, AHC, 
answers without hesitation: “The invention of the computer.” 
He goes on to explain, “The use of computers enables us to 
do the engineering work we have to do like hardware sched-
ules and shop drawings and the issuance of templates. I come 
from the days when you didn’t have those aids, and now you 
couldn’t exist without them.”

With today’s technological advances like BIM, RFID and 
biometrics, it’s hard to imagine what things must have been like in this industry when 
Jerry began his career at Hardware Specialties in 1960. 

“I was 18 and had just graduated from high school,” he recalls. “I was not planning 
on going to college, so I was looking for employment and responded to an ad in a local 
newspaper for someone to do light warehouse work. When I went to the address, it was 
a plain block building and not very impressive, and I thought, ‘I don’t know if I want to 
work in a place like that.’ I started driving away but, on a whim, decided to go back to 
the interview just to see what it was all about. And here I am today, 53 years later.” 

Although initially hired to work as a floor sweeper for $1.25 an hour, he soon 
impressed the owner, Bob Carroll, AHC. “He was the one who showed me the basics 
of this industry,” Jerry recalls. “It’s really a learn-on-the-job type of industry. There are 
a lot of books and manuals that are very helpful, but the real nuts and bolts have to be 
learned on the job with a mentor. Before coming to this industry, I’d never opened a 
set of blueprints, but he tutored me and showed me how to read them.”

As Jerry slowly built up what he refers to as “the mountain of knowledge” about this 
industry, he transitioned through several positions and companies before landing as 
a hardware consultant at Steeltech Building Products 20 years ago. During that time, 
he also began attending the annual DHI convention. “Over the course of 50 years, I 
estimate I’ve gone to somewhere around 30 annual conventions,” he says proudly. “It’s 
a great place to interact and say hello to old friends, but there’s also a wealth of knowl-
edge and product information—both on your products and your competition’s—to be 
found at the booths.”

While the faces and products at DHI’s show have gradually changed over time, the 
overall camaraderie and commitment to life safety has not, and that sense of familiar-
ity is what keeps him coming back to the show and to this industry. “I’m a creature of 
habit,” he explains. “I get up every morning at 4:45 am and go to a local place to eat the 
same breakfast and read the newspaper before driving to get to work at 7. If it wasn’t still 
interesting after 53 years, I wouldn’t be here because I don’t have to. But I want to.”  ●

Gerald Scully, AHC
STEELTECH BUILDING PRODUCTS
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DECODED:

From the well-known blog 

idighardware.com, 

Lori Greene brings some 

much-needed clarity to 

codes.

Panic Hardware on 
Electrical Rooms

BY LORI GREENE, AHC/CDC, CCPR, FDHI, FDAI

EGINNING WITH THE 2002 EDITION, the National Electric Code (NFPA 70) 
has included requirements for some electrical rooms to have doors that 
open in the direction of egress and are “equipped with panic bars, pressure 

plates, or other devices that are normally latched but open under simple pressure.” These 
requirements have changed with the subsequent editions, and the 2014 edition of 
NFPA 70 includes some substantial changes and clarifications.

The terminology originally used to describe the hardware for some electrical 
room doors was not very specific, leaving it open to interpretation. “Simple pres-
sure” would typically be a motion in the direction of egress to release the latch, 
rather than turning a knob or lever. By this definition, a hospital latch or paddle-
type release could be considered devices that are normally latched but open under 
simple pressure, but because the words “panic bar” are used in the code, this has 
prompted many code officials to require panic hardware for these locations. The 
purpose of this requirement is to provide egress for someone working in the electri-
cal room if an incident occurs that injures their arms or hands and makes it difficult 
for them to operate a knob or lever. Injuries to a technician’s vision can also affect 
their ability to exit safely.

According to Article 110 of the 2002 edition, hardware that operates with simple 
pressure was required for rooms housing equipment with more than 1,200 amperes 
(amps) or more than 600 volts, and for transformer vaults. The 2005 edition made a 
slight change with regard to room size requirements, and the 2008 edition added 
language that would require this hardware if the door was within 25 feet of the 
nearest edge of the required working space around the electrical equipment (the 
section on transformer vaults does not include the 25-foot requirement). The 2011 
edition added some specifics for electrical vaults, including a requirement for a 
3-hour-rated fire door, with the same description of the hardware: panic bars, 
pressure plates, or other devices that are normally latched but open under simple 
pressure.

B

Photos Courtesy of Lori Greene, Ingersoll Rand Security Technologies

http://idighardware.com/2013/09/decoded-panic-hardware-on-electrical-rooms/
http://idighardware.com/2013/09/decoded-panic-hardware-on-electrical-rooms/
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For some rooms housing electrical 
equipment (not just rooms that are 
officially designated as “electri-
cal rooms”), the 2014 edition of 
NFPA 70 has removed the “simple 
pressure” terminology, and now 
requires “listed panic hardware.”  
Personnel doors within 25 feet of 
the working space and intended for 
entrance and egress are required to 
have panic hardware in the follow-
ing conditions:

■  Where equipment is 600 volts or 
less and 800 amps or more and 
contains overcurrent devices, 
switching devices, or control 
devices (110.26 (C) (3))

■  Where equipment is 600 volts or 
more (110.33 (A) (3))

■  Battery rooms (480.9 (E))
The hardware is no longer left up 

to interpretation for these rooms—
listed panic hardware is required. 
Note that the requirement for 600 

volts or less and 800 amps or more 
was changed from the previous 
editions, which was 600 volts or 
less and 1,200 amps or more. The 
sections for electrical vaults (110.31 

(A)), transformer vaults (450.43 (C)), 
and modular data centers (646.19) 
still state: “Personnel doors shall swing 
out and be equipped with panic bars, 
pressure plates, or other devices that 
are normally latched but that open 
under simple pressure.” However, if 
these rooms meet the criteria for 
voltage and/or amperage previously 
stated, and the doors are intended 
for entrance/egress and are located 

within 25 feet of the work space, 
they would be required to have 
panic hardware, not just a latch that 
opens under simple pressure.

The International Building Code 
(IBC) also includes a requirement 
for panic hardware that pertains to 
electrical rooms. Section 1008.1.10 
of the 2012 edition states that panic 
hardware or fire exit hardware is 
required for rooms with equipment 
rated 1,200 amperes or more and 
over 6 feet wide that contain over-
current devices, switching devices 
or control devices (note that this is 
different from what is required by 
NFPA 70-2014). NFPA 101, The Life 
Safety Code, does not include specific 
requirements but does reference 
NFPA 70 in Section 7.4.2, Spaces 
About Electrical Equipment.

Although your jurisdiction may 
not have adopted the 2014 edition 
of NFPA 70 yet, I think it’s clear 
that the intent is for panic hardware 
to be used on any door intended 
for entrance to/egress from these 
rooms and located within 25 feet 
of the working space. The code is 
not specific regarding whether both 

leaves of a pair would require panic 
hardware, so this would be left up 
to the Authority Having Jurisdiction 
(AHJ). Some would say that the 
inactive leaf is not intended for 
entrance/egress; others would point 
out that NFPA 70 says, “doors… shall 
be equipped with panic hardware”.

The same would be true for “extra 
doors”—doors that are not required 
by code but may be included in 

Although your jurisdiction may not have adopted the 2014 edition 

of NFPA 70 yet, I think it’s clear that the intent is for panic hardware 

to be used on any door intended for entrance to/egress from these 

rooms and located within 25 feet of the working space.
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the design for convenience. If the 
code requires two doors for a large 
electric room, but the plans show 

three, is that third door intended 
for entrance/egress? If it is, the 
AHJ would likely require panic 
hardware there. A technician with 
a serious injury probably won’t 
stop to think about which doors 
can be used for egress. And if there 
are additional doors a technician 
would need to pass through that 
are within 25 feet of the work space, 
those doors need to have panic 
hardware as well. For example, if 
the entrance to an electrical room is 
a vestibule with two doors in series, 
and both of those doors are within 
25 feet of the work space, both doors 
would need panic hardware. The 
code doesn’t specifically address 
this situation if one of the doors has 
push/pull hardware and no latch, 
but in my opinion, the push/pull 
hardware would meet the intent of 
NFPA 70 as long as the door with 
the push/pull hardware was not fire 
rated.

A utility company may have 
additional requirements, and I have 
seen several AHJs require existing 
electrical room doors to be retrofit-
ted with panic hardware. Keep in 
mind that if the door is fire rated, it 
must have fire exit hardware—the 
type of panic hardware used on 
fire doors. Fire doors with fire exit 
hardware require a label stating the 
use of fire exit hardware, so existing 
fire doors may need to be replaced 
when changing from a lockset to 

panic hardware to ensure that the 
door construction is appropriate 
for use with fire exit hardware. 

Keep in mind that there are many 
other considerations with regard 
to electrical rooms beyond the 
requirements for panic hardware. 
As always, the Authority Having 
Jurisdiction should be consulted for 
specific interpretations and final 
decisions.

Here are the referenced sections 
from the 2014 edition of NFPA 70, 
The National Electric Code:

600 Volts, Nominal or Less:
110.26 (C) (3) Personnel Doors. Where 
equipment rated 800 A or more 
that contains overcurrent devices, 
switching devices, or control devices 
is installed and there is a personnel 
door(s) intended for entrance to and 
egress from the working space less 
than 7.6 m (25 ft) from the nearest 
edge of the working space, the door(s) 
shall open in the direction of egress 
and be equipped with listed panic 
hardware.
Over 600 Volts, Nominal: 
110.31 (A) Electrical Vaults
(4) Locks. Doors shall be equipped with 
locks, and doors shall be kept locked, 
with access allowed only to qualified 
persons. Personnel doors shall swing 
out and be equipped with panic bars, 
pressure plates, or other devices that 
are normally latched but that open 
under simple pressure.
110.33 (A) Entrance to Enclosures 
and Access to Working Space 
(3) Personnel Doors. Where there 
is a personnel door(s) intended for 

entrance to and egress from the work-
ing space less than 7.6 m (25 ft) from 
the nearest edge of the working space, 
the door(s) shall open in the direction 
of egress and be equipped with listed 
panic hardware.
Transformer Vaults:
450.43 (C) Locks. Doors shall be 
equipped with locks, and doors shall 
be kept locked, access being allowed 
only to qualified persons. Personnel 
doors shall swing out and be equipped 
with panic bars, pressure plates, 
or other devices that are normally 
latched but open under simple 
pressure.
Battery Locations: 
480.9 (E) Egress. A personnel door(s) 
intended for entrance to, and egress 
from, rooms designated as battery 
rooms shall open in the direction of 
egress and shall be equipped with 
listed panic hardware.
Modular Data Centers: 
646.19 Entrance to and Egress from 
Working Space. For equipment over 
1.8 m (6 ft) wide or deep, there shall be 
one entrance to and egress from the 
required working space not less than 
610 mm (24 in.) wide and 2.0 m (6 1⁄2 
ft) high at each end of the working 
space. The door(s) shall open in the 
direction of egress and be equipped 
with panic bars, pressure plates, 
or other devices that are normally 
latched but open under simple pres-
sure. A single entrance to and egress 
from the required working space shall 
be permitted where either of the condi-
tions in 646.20(1) or (2) is met.  

About the Author: Lori Greene, AHC/CDC, 
CCPR, FDHI, FDAI 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.

Keep in mind that there are many other considerations with regard 

to electrical rooms beyond the requirements for panic hardware. As 

always, the Authority Having Jurisdiction should be consulted for 

specific interpretations and final decisions.

Reprinted from the November 2013 issue of Doors & Hardware magazine. Copyright © 2013 by The Door and Hardware Institute. 
All rights reserved. No part of this article may be reproduced or utilized in any form or by any means, electronic or mechanical, including 
photocopying, recording, or by an information storage or retrieval system, without permission in writing from the Publisher.  
The Door and Hardware Institute, 14150 Newbrook Drive, Suite 200, Chantilly, VA 20151-2232; 703/222-2010; Fax: 703/222-2410; www.dhi.org.
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the design for convenience. If the 
code requires two doors for a large 
electric room, but the plans show 

three, is that third door intended 
for entrance/egress? If it is, the 
AHJ would likely require panic 
hardware there. A technician with 
a serious injury probably won’t 
stop to think about which doors 
can be used for egress. And if there 
are additional doors a technician 
would need to pass through that 
are within 25 feet of the work space, 
those doors need to have panic 
hardware as well. For example, if 
the entrance to an electrical room is 
a vestibule with two doors in series, 
and both of those doors are within 
25 feet of the work space, both doors 
would need panic hardware. The 
code doesn’t specifically address 
this situation if one of the doors has 
push/pull hardware and no latch, 
but in my opinion, the push/pull 
hardware would meet the intent of 
NFPA 70 as long as the door with 
the push/pull hardware was not fire 
rated.

A utility company may have 
additional requirements, and I have 
seen several AHJs require existing 
electrical room doors to be retrofit-
ted with panic hardware. Keep in 
mind that if the door is fire rated, it 
must have fire exit hardware—the 
type of panic hardware used on 
fire doors. Fire doors with fire exit 
hardware require a label stating the 
use of fire exit hardware, so existing 
fire doors may need to be replaced 
when changing from a lockset to 

panic hardware to ensure that the 
door construction is appropriate 
for use with fire exit hardware. 

Keep in mind that there are many 
other considerations with regard 
to electrical rooms beyond the 
requirements for panic hardware. 
As always, the Authority Having 
Jurisdiction should be consulted for 
specific interpretations and final 
decisions.

Here are the referenced sections 
from the 2014 edition of NFPA 70, 
The National Electric Code:

600 Volts, Nominal or Less:
110.26 (C) (3) Personnel Doors. Where 
equipment rated 800 A or more 
that contains overcurrent devices, 
switching devices, or control devices 
is installed and there is a personnel 
door(s) intended for entrance to and 
egress from the working space less 
than 7.6 m (25 ft) from the nearest 
edge of the working space, the door(s) 
shall open in the direction of egress 
and be equipped with listed panic 
hardware.
Over 600 Volts, Nominal: 
110.31 (A) Electrical Vaults
(4) Locks. Doors shall be equipped with 
locks, and doors shall be kept locked, 
with access allowed only to qualified 
persons. Personnel doors shall swing 
out and be equipped with panic bars, 
pressure plates, or other devices that 
are normally latched but that open 
under simple pressure.
110.33 (A) Entrance to Enclosures 
and Access to Working Space 
(3) Personnel Doors. Where there 
is a personnel door(s) intended for 

entrance to and egress from the work-
ing space less than 7.6 m (25 ft) from 
the nearest edge of the working space, 
the door(s) shall open in the direction 
of egress and be equipped with listed 
panic hardware.
Transformer Vaults:
450.43 (C) Locks. Doors shall be 
equipped with locks, and doors shall 
be kept locked, access being allowed 
only to qualified persons. Personnel 
doors shall swing out and be equipped 
with panic bars, pressure plates, 
or other devices that are normally 
latched but open under simple 
pressure.
Battery Locations: 
480.9 (E) Egress. A personnel door(s) 
intended for entrance to, and egress 
from, rooms designated as battery 
rooms shall open in the direction of 
egress and shall be equipped with 
listed panic hardware.
Modular Data Centers: 
646.19 Entrance to and Egress from 
Working Space. For equipment over 
1.8 m (6 ft) wide or deep, there shall be 
one entrance to and egress from the 
required working space not less than 
610 mm (24 in.) wide and 2.0 m (6 1⁄2 
ft) high at each end of the working 
space. The door(s) shall open in the 
direction of egress and be equipped 
with panic bars, pressure plates, 
or other devices that are normally 
latched but open under simple pres-
sure. A single entrance to and egress 
from the required working space shall 
be permitted where either of the condi-
tions in 646.20(1) or (2) is met.  

About the Author: Lori Greene, AHC/CDC, 
CCPR, FDHI, FDAI 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.

Keep in mind that there are many other considerations with regard 

to electrical rooms beyond the requirements for panic hardware. As 

always, the Authority Having Jurisdiction should be consulted for 

specific interpretations and final decisions.
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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 Denise Gable at  
dgable@dhi.org, or mail them to Denise Gable, 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’ll catch up with you in a minute.”
I say it so often that no one in my family even asks why anymore. That’s 

code language for “Dad’s taking pictures of a door again.” The other phrase is 
“Could you go ask that person a question?” which translates to “Dad needs to 
take a picture but doesn’t want them watching.”

You would think there would be fewer opportunities to photograph blocked 
exits, but regrettably not. Hopefully the various inspection initiatives and 

mandates will increase awareness and enforcement. Until then, it is up to us to 
politely point out hazardous situations and hope that the managers we speak 
with recognize the risk and take action.

Many D&H readers have told me they’ve seen situations like these. My 
response is always the same: Take a moment or two, and bring it to the right 
person’s attention. Never think of it as a confrontation—it is an opportunity 
to provide education. 

By Mark BergerMore Blocked Exits

Box Storage and Lock

Storing office consumables is always an issue. 
Frequently break rooms are located in the means 
of egress, but that doesn’t mean it’s okay to block 
the exit door. Here, the break room was carved 
out of the rear of an office, leading to the exit…
that swings in…and has a jimmyproof lock. 

Yes, Another Slide 
Bolted Blocked Exit

The presence of the hand reader indicates 
that employees check in and out at this 
location daily. I don’t think the door is 
the employee entrance. I’ve yet to find 
an access control system that can twist 
and pull back a slide bolt. I’m not sure if 
one or both leaves need to be active, but 
the slide bolt is installed at the panic bar 
height, which makes it easy to remove 
the slide bolt and do the right thing while 
covering the slide bolt holes on the door.

Email on the Way Out

I was invited to a jobsite meeting. Granted, the 
trailers can be tight, but that doesn’t mean the 
exit door needs to be blocked. Here we have a 
mixed media installation of technology and water 
blocking the door. And the door has two cylinders 
(knob and deadbolt), as well as a chain and hasp.
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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.

Just Checking Your 
Luggage Size  p

I think I’m going to start 
charging airlines a “Blocked 
Exit Fee.” We’ll make it $50 
for the first door, $100 for the 
second door. And with new 
code enforcement, maybe 
we’ll see the day when these 
violators are prosecuted.

Exit Door Blocked 
by Garbage  q

I frequently ask to use bathrooms 
when visiting retail stores—not 
so much for personal needs, but 
to see how they handle their 
exit doors. Sometimes it’s hard 
to actually see the door. Good 
thing there’s a sign on top to let 
you know there’s a door there.

Shopping Carts 
and Racks  p

Space is always a premium in retail 
stores. Sometimes the only clear 
space is the area near the exit door. 
But that doesn’t make it a good 
idea to use it to store the items 
you need to bring back onto the 
selling floor. On the plus side, there 
aren’t any slide bolts on the door.

Stanchion Storage  p

Where to keep those extra stanchions? In front of 
the exit door is not the best answer. Frequently 
storefronts are combined to meet the needs of 
larger retailers in urban areas as well as strip malls. 
The exit doors can be the doors from the second 
or third store. Architects need to be aware that 
the paths to these doors can be obscured by retail 
counters and movable displays. I actually moved 
the sign on the right out of the way so I could get 
the photograph of the stanchion blocking the door.

Extra Slide Bolts  t

Clearly they knew enough to purchase the exit sign. 
The next question would be why they wouldn’t 
spring for an exit device. I thought the local fire 
department would have written them up, but 
this door has remained like this for 10 years.

Reprinted from the November 2013 issue of Doors & Hardware magazine. Copyright © 2013 by The Door and Hardware Institute. 
All rights reserved. No part of this article may be reproduced or utilized in any form or by any means, electronic or mechanical, including 
photocopying, recording, or by an information storage or retrieval system, without permission in writing from the Publisher.  
The Door and Hardware Institute, 14150 Newbrook Drive, Suite 200, Chantilly, VA 20151-2232; 703/222-2010; Fax: 703/222-2410; www.dhi.org.
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Luggage Size  p

I	think	I’m	going	to	start	
charging	airlines	a	“Blocked	
Exit	Fee.”	We’ll	make	it	$50	
for	the	first	door,	$100	for	the	
second	door.	And	with	new	
code	enforcement,	maybe	
we’ll	see	the	day	when	these	
violators	are	prosecuted.

Exit Door Blocked 
by Garbage  q

I	frequently	ask	to	use	bathrooms	
when	visiting	retail	stores—not	
so	much	for	personal	needs,	but	
to	see	how	they	handle	their	
exit	doors.	Sometimes	it’s	hard	
to	actually	see	the	door.	Good	
thing	there’s	a	sign	on	top	to	let	
you	know	there’s	a	door	there.

Shopping Carts 
and Racks  p

Space	is	always	a	premium	in	retail	
stores.	Sometimes	the	only	clear	
space	is	the	area	near	the	exit	door.	
But	that	doesn’t	make	it	a	good	
idea	to	use	it	to	store	the	items	
you	need	to	bring	back	onto	the	
selling	floor.	On	the	plus	side,	there	
aren’t	any	slide	bolts	on	the	door.

Stanchion Storage  p

Where	to	keep	those	extra	stanchions?	In	front	of	
the	exit	door	is	not	the	best	answer.	Frequently	
storefronts	are	combined	to	meet	the	needs	of	
larger	retailers	in	urban	areas	as	well	as	strip	malls.	
The	exit	doors	can	be	the	doors	from	the	second	
or	third	store.	Architects	need	to	be	aware	that	
the	paths	to	these	doors	can	be	obscured	by	retail	
counters	and	movable	displays.	I	actually	moved	
the	sign	on	the	right	out	of	the	way	so	I	could	get	
the	photograph	of	the	stanchion	blocking	the	door.

Extra Slide Bolts  t

Clearly	they	knew	enough	to	purchase	the	exit	sign.	
The	next	question	would	be	why	they	wouldn’t	
spring	for	an	exit	device.	I	thought	the	local	fire	
department	would	have	written	them	up,	but	
this	door	has	remained	like	this	for	10	years.
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HMX	Adds	New	Members	to		
Its	Growing	Sales	Team	

Hollow Metal Xpress (HMX) is 

pleased to announce the addi-

tion of two new key members 

to its growing sales team. Jesse 

Navarro and Dale Lopez have 

joined the HMX team as terri-

tory managers. Jesse and Dale 

bring with them more than 50 

combined years of door and 

hardware industry experience 

in distribution and manufactur-

ing. Their key responsibilities 

as territory managers include 

quoting, order processing, tech-

nical support and relationship 

management.

Jesse can be reached at 

623/936-7553 (direct), 866/936-7001 x113 (toll-free), and  

jnavarro@hmxpress.com.

Dale can be reached at 623/215-1508 (direct), 866/936-7001 

x118 (toll free), and dlopez@hmxpress.com.

Kaba	Access	&	Data	Systems	Americas		
Announces	Key	Executive	Promotion

Steve Wolf has been appointed to the position of Senior VP, 

Sales for the Americas. In this new role, Steve will lead the North 

American sales and business development teams responsible for 

access control, safe locks, embedded access and physical access 

systems. Additionally, he will oversee Kaba’s sales teams respon-

sible for developing sales in Central and South America for the 

full ADS-Americas product portfolio.

Please visit us at www.kaba-adsamericas.com.

PRODUCTS

Rockwood	Delivers	Top	Design	with	New	Architectural	Door	Pulls	

Rockwood, an ASSA ABLOY Group company, continues to deliv-

er beautiful architectural hardware with the introduction of 
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the MariTek Collection to its architectural 

door pull line, as well as the expansion of 

the OvalTek Collection with offset pulls.

A perfect fit for contemporary or 

traditional interiors, the new MariTek 

Collection of door pulls is offered in 

seven architectural finishes and comes in 

two designs: the straight-ended RM5700 

and the RM5702 with standoff posts. 

Made from solid cast brass, the resulting 

grip is smooth and pleasing to the touch 

and, like all Rockwood products, highly 

durable. These products are part of The 

Good Design Studio from ASSA ABLOY.

Offset pulls have also been added to 

the OvalTek Collection, offering design-

ers a unique, decorative accent for any 

pair of doors. With an oval shape, the 

pulls conform to the natural contours 

of the hand and provide a comfortable, 

high-quality grip. Available in lengths up 

to 8’ with four finish options, the design 

possibilities are endless.

Visit us online at www.thegooddesign 

studio.com.

STANLEY	Security	Announces		
New	Electric	Strike	Offerings	

STANLEY Security, a provider of access 

control and integrated security solu-

tions, introduces its new BEST electric 

strike offerings—the ES4 and ES5—to its 

comprehensive line of electrified locking 

solutions. 

Used in a variety of access control 

applications, electric strikes are the 

most commonly used electrified locking 

hardware. With the release of the BEST 

ES4 and ES5 electric strikes, STANLEY 

Security aims to offer a more complete 

solution for securing an electronic access 

control opening.

The new BEST electric strikes are 

available now for order and purchase. 

For more information about the BEST 

ES4 and ES5 electric strikes, or any of 

STANLEY Security’s first-class product 

offerings, please visit www.stanley 

security.com.

CyberLock	Introduces	the		
CyberKey	PowerPort™

Cyber Lock, Inc., a security systems sup-

plier, has announced the release of the 

CyberKey PowerPort™ smart key charger.

The PowerPort is a compact charger 

for use with all rechargeable CyberKey 

smart keys, including the RXD II, the RXD, 

the RCG, and the CyberKey Blue.

The CyberKey PowerPort is part of the 

CyberLock system of electronic locks 

and programmable keys. The CyberLock 

system allows users to track traffic 

throughout their facility, even in isolated 

areas that have no available power. 

For more information, visit  

www.cyberlock.com.

Hager	Companies	Adds	New	Line	to		
Its	Electrified	Products

Hager Companies is pleased to offer the 

8400 Series Low Energy Power Operator, 

a new line of low-energy power operators 

and actuators. The Low Energy Power 

Operator is an ideal solution for meeting 

ADA (Americans with Disabilities Act) door 

opening requirements. The operator is 

extremely quiet when in operation, which 

eliminates noise in sensitive areas, making 

it a perfect fit for use in hospitals, libraries, 

senior care centers and universities.

Hager’s Low Energy Power Operator is 

available for order immediately and is in-

house and ready to ship. To find out more 
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about this exciting new product offering, 

please visit www.hagerco.com.

ASSA	ABLOY	Expands	Offering	for		
Behavioral	Health	Door	Openings

The Patient Room Access Door offered 

by Ceco Door and CURRIES is a workable 

solution that has aesthetic flexibility 

and meets required industry codes. This 

innovative solution has passed a 45-min-

ute fire test for the step-through access 

inner door option. The fire test was 

conducted per NFPA 252, UL10B, UL10C 

and CAN4-S104. 

The Patient Room Access Door is mod-

eled to provide security and dependabil-

ity for healthcare facilities, with a design 

that is modest enough for healing envi-

ronments. Intended to give caretakers or 

authorized personnel access to a patient’s 

room in case of an emergency and to 

maintain the security needed for the facil-

ity, the main door has the functionality of 

a standard in-swing patient room door. 

The inner door can open to the corridor, 

giving authorized personnel quick access 

to the patient’s room.

For details, visit www.assaabloydss.com.

New RCI West Coast Warehouse
The new warehouse will allow RCI to 

better service its West Coast customers 

by providing shorter shipping times, as 

well as increasing inventory and product 

availability to all customers. This nearly 

5,000-square-foot facility houses both RCI 

and DORMA branded products. We will be 

holding an open house to celebrate our 

grand opening in January of 2014. Event 

details to follow in the near future. Location: 

3025 E. La Jolla Street, Anaheim, CA 92806 

For more information, go to www.

rutherfordcontrols.com.
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Established Distributor 
in the Southeast

Seeking experienced person in  
Hollow Metal Frames, Doors and Wood Doors for 

Project Manager, Estimating, Detailing. 

Please send resumes to:  
classifieds@dhi.org 

Attn: Box 0813

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 1 Classifieds Corner
Help Wanted

The ResouRce foR 
Openings Industry  

Employment Opportunities 
is Just a Click Away...

www.dhi.org
For classified advertising rates for  

online or print advertising, deadlines, 
and other information, contact:

Kara Burgess 

Email: classifieds@dhi.org

Call: 703/766-7026

Visit: www.dhi.org

mailto:classifieds@dhi.org


 p r e s s  r e l e a s e s a d  i n d e x

 NOVEMBER 2013 £	DOORS	&	HARDWARE	 67

Accurate Lock & Hardware .......................................................................................... 2, 34

Adams Rite ................................................................................................................ 13, 36

Akron Hardware.......................................................................................................... 5, 35

Boyle & Chase ................................................................................................................. 41

Doors & Hardware	House	Ads

Call for Nominations ................................................................................................ 55

Classifieds ................................................................................................................ 66

CoNEXTions 2014 Dallas ........................................................................................... 37

DH AdGuide .............................................................................................................. 36

DHI Membership Is Important.................................................................................. 57

DHI Online ................................................................................................................ 33

FDAI CE600—2012 .................................................................................................. 56

Insurance TISC .................................................................................................... 42, 43

Social Media ............................................................................................................. 52

Postal Statement ..................................................................................................... 67

Hager Companies .............................................................................. Inside Front Cover, 36

Hardware Suppliers of America .................................................................................11, 36

Mayflower Sales ................................................................................ 17, Inside Back Cover

Midwest Wholesale Hardware .................................................................................. 36, 53

Omnia ....................................................................................................................... 29, 34

PDQ Industries .......................................................................................................... 32, 34

Security Door Controls .................................................................................................... 23

Security Lock Distributors ............................................................................................... 27

Top Notch Distributors ................................................................................................ 1, 35

Townsteel  ................................................................................................................ 34, 49

Salsbury Industries ......................................................................................................... 64

Security Lock Distributors .......................................................................27, 34, Back Cover  

Specialty Doors ............................................................................................................... 65

Stier Steel ....................................................................................................................... 64

Vancouver Door .........................................................................................................21, 35

Vistamatic  ...................................................................................................................... 35

Zalkow Discount Sourcing ............................................................................................... 61

Zero International ........................................................................................................... 35



68	 DOORS	&	HARDWARE £ NOVEMBER 2013

OVER THE PAST YEAR, there have been several articles 
in D&H discussing how it’s the people who make DHI 
such a fantastic association. Comprised of countless 
volunteers working as instructors, graders, advi-
sors and advocates for the openings industry, DHI 
is an excellent example of just how much can be 
accomplished by a group of dedicated, like-minded 
individuals. 

On page 12 of his introductory article as incoming 
President of the Board of Governors, Mark Lineberger, 

AHC/EHC, FDAI noted, “I believe that my years of experience as an instruc-
tor and an Education Council member, which allowed me to see both the 
strengths and weaknesses of our current education system, will be a valu-
able asset in this role.”

He’s absolutely correct. His experiences as a volunteer with DHI will be 
invaluable as he steers the association on its course through 2014. However, 
we know that all of the association’s members have experiences and opin-
ions to share that can make a difference in the member experience. We will 
be asking for your feedback in an upcoming and very important member-
ship survey that I would encourage everyone to participate in. 

The survey will be conducted by a third-party research firm and is 
designed to assess the needs and experiences of DHI membership. As 
President Lineberger states, education is a top priority for DHI, and a 
great many changes are already under way—from the creation of new 
online courses to the dramatic increase in opportunities to obtain afford-
able, convenient and updated DHI education. Additionally, your Board of 
Governors has recently approved the expansion of several membership 
benefits, which will be rolled out over this next year.

Assessing membership needs in order to increase the value of member-
ship is the ultimate goal of this survey. As our Strategic Plan denotes in 
Preferred Future four, by 2017 DHI will have “updated DHI’s membership 
structure to allow broader and deeper penetration and influence in our 
target markets.” There are still many details that must be finalized before 
we can make that a reality, and as your President-Elect, I will be here with 
you as we move through this process together over the coming years. But 
in order to ensure that those changes adequately address the needs of our 
members, we need to hear from you. Sharing your experience as a member 
will dramatically impact the future direction of your association.

As President Lineberger notes, 2014 will truly be an exciting time for DHI 
members. If you aren’t currently involved in the association, now would be 
a great time to consider taking a more active role in your local chapter or 
even on one of DHI’s committees in 2014. I guarantee you’ll get back more 
than you put into it!  
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5700 Series

Make every 
opening barrier-free

PowerMatic® low energy operators let you automate virtually any door with 
quiet, smooth control. Suitable for low, medium or high use applications, the 
PowerMatic® family helps you meet ADA accessibility requirements with a full 
range of features to accommodate any application. PowerMatic® extends the 
freedom of movement to everyone, so they can come and go, effortlessly.    

To learn how, visit nortondoorcontrols.com

Come and Go 
Effortlessly

5900 Series 6000 Series

Partnering  
with NORTON 
to bring the best 
power operators

For over 95 years,  
Mayflower Sales has  
been distributing quality 
products with personalized 
service to the trade. With 
particular expertise in the 
higher technology aspects 
of the security industry, 
Mayflower is prepared to 
be your Security Source! 

Our extensive inventory 
of NORTON POWER  
OPERATORS is available 
to ship, free freight, the 
same day for all orders 
received before 3:30 pm.

5600 Series To place an order today, 
fax your order forms  
to Mayflower Sales at 
(718) 789-8346 or call 
toll free (800) 221-2052.



All the parts you need.
One knowledgeable source.

Security Lock Distributors’ new Authorized Parts Center gives you 
complete access to our full inventory of electrical and mechanical parts, 
products, and components from all ASSA ABLOY brands.

To talk to a Technical Sales Representative who specializes in parts, 
call us today at 800-847-5625, then press 3 to be connected to our 
Authorized Parts Center.

800-847-5625  •  www.seclock.com




