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The Garden Mausoleum at Lakewood Cemetery features 
Ellison Bronze custom balanced doors in a 280 alloy 
muntz bronze with a #4 satin finish and clear lacquer 
coating and outfitted with decorative bronze grilles.

Photos Courtesy of Paul Crosby Architectural Photography
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Our Roots

By Jerry Heppes, Sr., CAE

i n  T O U C H

I 
DON’T KNOW HOW MANY OF YOU HAVE 
had a chance to watch the World War II 
documentary titled “Honor Flight,” but I 

would encourage you to do so. The movie notes 
that we are losing 600 WWII veterans every day, 
and the Honor Flight Network has been working 
since 2005 to fly our remaining vets to the World 
War II Memorial in Washington, DC, and honor 
them for their tremendous sacrifices.

It is unfortunate, but it seems like I am receiving 
monthly obituaries for a generation who not only 
served in WWII, but were the foundation of this 
industry. Recently I had the sad honor of attending 
the funeral of a former president of DHI, Richard 
A. Suminski, DAHC/CDC. Dick was a veteran of 
World War II, but I knew him as a veteran of the 
architectural openings industry. 

Dick was president of DHI when I became 
executive director in 1994, and over the years, my 
family became close to him and his wife Shirley. 
Having served on the board and witnessed more 
than 30 years of change in our industry, Dick was 
a tremendous mentor to me; I was hungry to learn 
the industry that he had spent a lifetime working 
in and to understand what made it tick. 

In Dick’s opinion, it was truly the people who 
made the difference. He spoke often of those who had 
helped build his career—people like Charles Smith, 
who founded National Guard Products and gave Dick 
his first line as an independent agent; his good friend 
Ralph Maynard, Jr., who founded Door Controls 
International and almost convinced Dick to join as the 
company was launched; his distributor friends like 
Joe Jenosky, AHC and Doug Andridge, AHC. 

When Dick made this observation, I probably 
concluded, “Well, those were the good old days, 
and things will change in the future.” 

It’s been almost 20 years since Dick made those 
comments. Things have not changed. 

At the beautiful luncheon that followed Dick’s 
memorial service, I joined a handful of industry 
people, many of whom had entered the industry 
at the same time I did. There was Kevin Andridge, 
son of the previously mentioned Doug Andridge, 
AHC, who played an interesting role in my life 
when Mara and I had our fifth child. I also saw 
Barbara Maynard, who is the Vice President 
of Marketing at the company her father, Ralph 
Maynard, Jr., founded. She and I attended the 
Architectural Hardware 1 course in 1987, and 
every year we look forward to seeing each other at 
a DHI show or chapter meeting. 

My point is that Dick was absolutely right. After 
26 years in the industry, it is the people I have 
come to enjoy the most. For those of you who are 
just entering the business, my advice is to invest 
time building relationships with other members of 
our industry. Seek out our industry veterans, and 
listen to what they have to share. They will impact 
your life more than any other dynamic. 

One of the truly rewarding aspects of being 
part of this association is that there are so many 
opportunities to network and to make new 
friends. Social networking sites like LinkedIn 
and Facebook have become a popular alternative, 
but there is no substitute for a real, face-to-face 
connection, and it is truly the best investment you 
can make, both in your career and in the future of 
this industry. 

So thank you, Dick, for teaching me this impor-
tant lesson, and thank you to the countless friends 
I have made during my years in this industry—
you have made a difference in my life!  



www.topnotchinc.com800-233-4210 
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c a s e  S T U D Y

Photos Courtesy of Paul Crosby Architectural Photography

By Mark Graves 

Garden Mausoleum

Established in 1871, Lakewood’s 
buildings were designed according to 
the most current architectural style 
at the time. The Lakewood Memorial 
Chapel, listed on the National Register 
of Historic Places, was designed by a 
contemporary architect in 1910. The 
Memorial Community Mausoleum 
was built in 1967 and showcases the 
Modernist style popular at that time.

With the Memorial Mausoleum near-
ing capacity, the Cemetery’s Board of 
Trustees commissioned a new mauso-
leum to expand above-ground burial 
options in 2007. The project team 

consisted of architect HGA Architects 
and Engineers, Minneapolis, general 
contractor M.A. Mortenson Company, 
Minneapolis, and glazing contractor 
Empirehouse, Inc., St. Paul, Minnesota.

The resulting 23,500-square-foot, 
two-story structure, designed by Joan 
M. Soranno, FAIA, of HGA Architects 
and Engineers, features a contempo-
rary look but pays special attention the 
use of the space and its location within 
the cemetery. 

The Garden Mausoleum opened in 
January 2012 and contains a chapel, 
reception room and administrative 
offices, in addition to burial space for 
more than 10,000. Two-thirds of the 
building is nestled in a hillside to 
highlight the cemetery’s beautiful and 
mature landscape. 

Renow�ned�for�its�architecture,�art�
and landscape, Minneapolis’ Lakewood 
Cemetery is a public, nonprofit and 
nondenominational cemetery where many 
prominent Minnesotans are buried.
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A mixture of traditional funer-
ary building materials, such as 
bronze, granite and marble, were 
used in a contemporary fashion to 
create a warm, soothing environ-
ment. The main entrance of the 
Garden Mausoleum features a pair 
of custom balanced doors covered 
in decorative bronze grilles with 

Garden Mausoleum
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a wide-perimeter accent bronze trim and 
enclosed in a curved overhang. The doors also 
feature a hinged glass panel to clean the exte-
rior glass.

The Garden Mausoleum utilizes a total of 
seven custom balanced doors from Ellison 
Bronze, including three double units and one 
single unit. Each double unit is equipped with 
power operation functionality, facilitating 
optimal access for all users. In addition to the 
main entry, the balanced doors also lead to the 
outdoor garden with a water feature and sitting 
areas. 

The new doors feature a 280 alloy muntz 
bronze with a #4 satin finish and clear lacquer 
coating, complimenting the other finishes in 
the mausoleum. “The tactile properties were 
very important when specifying materials for 
this project. Bronze is warm to the touch and 
creates the feeling of an intimate space when 
crossing the threshold from the outside,” says 
Soranno. “The balanced doors are solid and 
very substantial, but all visitors can open them 
with ease. The doors will stand the test of time 
with the mausoleum.” 

Balanced doors meet the particular needs of 
the new mausoleum because of their unique 



Hager is committed to being your one source for full line door hardware. We have it 

 all under one name backed by a 160-year legacy of quality, reputation, and excellence.  

Learn more at www.hagerco.com.

One Family.  One Brand.  One Vision.

© 2013 Hager Companies
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design and solid construction. 
Their arrangement is such that the 
fulcrum is inset at one-third the 
width of the door, which allows 
for large, heavy, durable doors to 
be opened with ease. The design 
facilitates fluid opening and closing, 
even when strong external wind 
pressures and internal stack pres-
sures exist, as the door works with—
rather than against—these forces. 
This also ensures that the doors 
will remain closed (and not flutter) 
when confronted with uneven air 
pressure, ultimately reducing the 
facility’s energy costs.

The construction and hing-
ing hardware allow the doors to 
be opened easily by the Garden 
Mausoleum’s elderly visitors. 
Whereas traditional swing doors are 
attached at the frame, requiring the 
door user to pull the entire weight 
of the door leaf, a balanced door 
pivots at two-thirds the width of the 
door, creating a balance that distrib-

utes the weight so the door is easy 
to open. The inset balancing point 
allows for an easier open force, 
even against strong Minneapolis 
winter winds and building stack, 
and despite the added weight of the 
sturdy components. 

The formed-up balanced doors 
feature a solid sub-frame, which is 
made of minimum .09-inch-thick 
material. The external door skins 
are spot-welded at close intervals to 
internal channel components, yield-
ing an extremely durable, unitized 
construction.

A balanced door also facilitates a 
weight distribution that transfers all 
of its mass to the floor, as opposed 
to weighing on easily-worn hinges. 
These design elements result in a 
lifecycle of 70 years or more. This is 
especially important for the Garden 
Mausoleum, which expects an 
extensive facility lifespan.

Consisting of a leaf, frame, and 
balanced hardware, the balanced 

doors were customized for the 
Garden Mausoleum by the manu-
facturer. “We experimented with 
different patterns and choose a 
circular motif pattern for the bronze 
grill on the doors’ exterior that 
replicates the white tile mosaic 
surrounding the entry,” explains 
Soranno. 

 “This was a very special project 
that required a lot of attention to 
detail,” says James Bringle, who 
served as senior project manager 
for Empirehouse, Inc. “We worked 
closely with the architects to select 
the highest quality materials and 
finishes for the mausoleum. We 
are very pleased with the look and 
function the doors provide.”  

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

mailto:mgraves@ellisonbronze.com
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OORS ARE AN INTEGRAL PART OF ANY 
building’s security—just ask any security 
professional who has recently gone through 

a tornado or hurricane. Because of their construc-
tion, steel doors withstand years of weather and other 
adverse conditions while at the same time reducing 
the chances of shrinking, swelling and warping. But 
the threats don’t stop with extreme weather. Steel 
doors also resist fire and cracking, and when security 
and safety are a main concern, they provide an afford-
able solution that lasts many years. 

Hollow	Metal	Doors

In addition to their longevity and impact-, corro-
sion- and water-resistance, hollow metal doors can be 
adapted to meet a number of performance require-
ments, including Sound Transmission Classification 
(STC) ratings, with different core types and construc-
tion techniques. 

There are several common core options available, 
and each type has different properties. Honeycomb 
cores should be laminated to the face of the door and 
impregnated with a compound to resist mildew and 
vermin. These cores are generally used in interior 
openings of low to medium frequency. 

Polystyrene and polyurethane cores can be injected 
with or utilize slabs of material and are best used 
where insulating values are needed. Steel-stiffened 
cores contain full door height metal channels that are 
typically 20-22 gauge and are most commonly used in 
highly abusive environments. 

Another popular core type is a mineral core that 
has certain properties that retard the transmission of 

More than Just 

Metal
B y  J a s o n  D o o s e

As the National Association of 
Architectural Metal Manufacturers 
(NAAMM) points out in an article titled 
“Why Steel” on its website: 

“Steel provides the best long-term value 
in the door and frame industry. It lasts 
longer, requires the fewest repairs, and is 
sturdier than other products. Steel’s natural 
strength also outperforms other materials 
in security, fire rating, sound reduction, 
vandal resistance, sanitation, and more…. 

“A beneficial byproduct of the strength and 
durability of hollow metal is the low total cost 
of ownership. Properly installed and main-
tained hollow metal doors often last 30 years 
or longer. As the years pass, steel doors can 
be inexpensively repaired in the field….”

D

Photos Courtesy of Steelcraft
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heat from the fire side of the open-
ing to the non-fire side. These are 
commonly used in stairwells, allow-
ing occupants to safely exit the build-
ing in the event of a fire emergency.

Using filler compounds, customers 
can have seamless edges the entire 
height of the door created with 
interlocked edges that provide both 
an attractive look and structural 
support and stability to the full 
height of the door edges. Beveled 
hinge and lock edges allow for 
tighter installation tolerances to 
ensure easier operation and to elimi-
nate binding and sticking.  

Stainless	Steel	Doors

The quintessential metal door 
is one that uses all stainless steel 
components and reinforcements, 
protecting it from corrosion both 
where you see and, as importantly, 
where you don’t. Stainless steel 
doors also provide a striking look 
combined with a level of perfor-
mance that is ideal for airports, 

restaurants, museums and perform-
ing arts centers. They are also envi-
ronmentally friendly since stainless 
steel is 100% recyclable. Depending 
on the application needs, a variety 
of cores can be selected, includ-
ing polystyrene, honeycomb and 
polyurethane. Aesthetically pleasing 
seamless door edges are available, 
as well as an exposed interlocking 
seam in a variety of steel thicknesses 
to meet application needs. 

Industrial facilities rely heavily 
on the performance of stainless 
steel doors, and they are commonly 
specified in notoriously harsh envi-
ronments such as wastewater treat-
ment plants, food processing plants, 
bio laboratories and indoor aquatic 
environments. 

Stainless steel doors, frames and 
internal components are available 
fabricated from 100% stainless steel. 
When specifying a stainless steel 
door, requiring 100% stainless steel 
will ensure that there is no contami-
nation from dissimilar metals that 
can result in galvanic corrosion. 

There are two different types of 
stainless steel alloy to choose from. 
Type 304 alloy is the most common 
and provides typical corrosion resis-
tance, while Type 316 alloy affords 
heavy-duty corrosion resistance 
that is recommended for industrial, 
marine and coastal environments. 

Embossed	and		
Engrained	Panel	Doors

Many customers prefer the 
durability of steel but still want 
the beauty of wood. Thankfully, 
this isn’t an either-or decision. 
Engraining and staining processes 
can simulate a wide variety of 
wood finishes, from ash to walnut, 
including custom finish match-
ing to woods already installed 
or being installed in the facility. 
Embossed panel doors feature 
deeply embossed panels that create 
the appearance of hand-carved 
doors. These steel doors can be 
fully warranted for use on exterior 
openings and are far less susceptible 
to damage. They are also available 
with a full range of positive pres-
sure fire ratings, from 20 minutes to 
3 hours.

Full-Glass	Entry	Doors

Steel full-glass entry doors are 
designed to meet the architectural 
requirements for exterior entrance 
applications, such as retail stores. 
They meet the demands of high-
frequency openings and entrances 
where large full-glass or multi-lite 
configurations are required. The 
strength and dimensional stability 
of steel can be combined with the 
structural integrity of the laminate 
core with internal gussets to provide 
added strength and rigidity. 
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Flush	Doors

Steel full flush doors are designed 
for virtually all construction 
requirements in commercial build-
ing applications. Their construction, 
durability and flexibility have been 
proven throughout the world in 
both operation and physical testing 
of all types. They offer a wide range 
of specifiable options, including 
core types, sizes, glass lite designs, 
edge constructions, and hardware 
(mechanical, pneumatic, electrical) 
preparations that meet a wide vari-
ety of specific building application 
needs. 

Other flush doors have been 
specifically designed, tested and 
approved to withstand extreme 
winds and flying missile impact. 
Unique engineered designs 
combined with the durability of 
corrosive-resistant steel provide 
added building protection during 
severe weather events. These doors 

and frames have been designed and 
tested to address the requirements 
of FEMA 361/320 guidelines and 
ANSI ICC 500 standards and protect 
the general public from the extreme 
effects of tornados. For compliance 
with the standards, the door and 
frame must be tested and supplied 
as a system.

Meeting	the	Florida	Building	Codes

Some doors have been specifi-
cally designed and tested to meet 
the performance-based provisions 
of the Florida Building Code (FBC) 
and the South Florida Building Code 
(SFBC) while providing architects, 
designers and building owners 
with the broadest choices for their 
specific applications. For instance, 
panel doors can have options to 
meet application, specification and 
performance requirements that 
include mechanical and electrical 
hardware preparations for exit 

hardware, cylindrical or mortise 
single-point locks, double locks and 
others. When selecting these prod-
ucts, it is important to verify that 
the doors have been tested to the 
FBC’s Testing Application Standards 
(TAS) 201, 202 and 203 for high-
velocity hurricane zones, indicating 
their ability to withstand the missile 
impact, structural load and cyclic 
wind pressure tests prescribed by 
the Florida Building Code.

There are many door types that 
are designed and tested to these 
codes. Specifiable options include 
glass lites, transom and sidelites, 
louvers, exit hardware, and cylindri-
cal or mortise single-point locks, as 
well as a variety of door core and 
edge construction options. All of 
these components are required to 
meet the same TAS protocols.

Blast-Resistant	Doors

The blast-resistant door is the 
ultimate metal door option. Blast 
openings can have peak blast pres-
sure ratings that range from low 
levels of 1-2 psi to highly engineered 
openings with levels exceeding 
10 psi. Buyers of these doors need 
to understand the peak pressure, 
impulse load and hazard category 
required for their opening. Military 
and government installations, such 
as housing, hospitals, embassies, 
office buildings and other facili-
ties, can obtain popular standard 
series honeycomb or steel-stiffened 
core models with multiple glaz-
ing and hardware options. These 
specifications have been established 
to provide occupants with an 
enhanced level of protection from 
the threat of explosives.

There are many references that 
govern blast-resistant opening 
needs, including the United States 

Online Resources
SDI tests steel doors and frames for strength, quality, consis-

tency, security, weather- and fire-resistance, wear and tear, and 
longevity. Testing is undertaken in conjunction with the top 
testing labs in the country, such as Underwriters Laboratories 
(UL), the National Fire Protection Association (NFPA), the 
American National Standards Institute (ANSI), and the American 
Society for Testing and Materials (ASTM). In addition, SDI works 
alongside industry associations representing related products, 
such as DHI, the Construction Specifications Institute (CSI), and 
the Builders Hardware Manufacturers Association (BHMA), to 
ensure compatibility with products used in conjunction with 
steel doors and frames.

You can find all the information you need online. For  
NAAMM, visit www.naamm.org; click on “HMMA” and then  
“technical literature.” For SDI, visit www.steeldoor.org and  
click on “ANSI/SDI documents.”
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Department of Defense Minimum 
Antiterrorism Standards for Buildings 
(UFC 4-010-01). Test standards 
ASTM 1642 and 2927 cover the stan-
dard test methods for both glazing 
systems and door systems subject 
to air-blast loadings. Results of this 
testing scientifically demonstrate 
that the doors meet and even exceed 
the UFC (United Facilities Criteria) 
and ATFP (Anti-Terrorist Force 
Protection) minimum standards for 
blast-resistant designation. 

Makes	Sure	You	Know		
Your	Codes	and	Standards

Installing a door that doesn’t 
meet the codes and standards that 
a particular opening requires is a 
waste of time and money, to say 
nothing of the prospective damage 

and injury it could cause. However, 
preventing it from happening is 
not so easy. Look on the back of one 
datasheet for a metal door, and you 
might see the problem:

■ Door construction meets the 
requirements of ANSI A250.8-
2003 (SDI 100).

■ Hardware preparations and 
reinforcements are in accor-
dance with ANSI A250.6-2003. 
Locations are in accordance 
with ANSI/DHI A115; alternate 
locations are available.

There is not room enough 
in one article to go over all the 
applicable standards and codes 
for metal doors. Fortunately, 
both the National Association of 
Architectural Metal Manufacturers 
(NAAMM) and the Steel Door 
Institute (SDI) have done this 

for us and offer explanations, in 
clear and concise writing, of what 
each code or standard means and 
where it applies. Careful review 
of these documents will enable 
you to ensure that the appropri-
ate door and components are 
being specified or ordered.  

About the Author: Jason Doose is the Product 
Marketing Manager for Steelcraft.
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NTERIOR MANUAL AND AUTOMATED 
sliding doors are being specified and 
installed in applications that traditionally 
have called for swing doors. On the other 
side of the Atlantic, sliding doors have 
always been popular for interior and exte-
rior installations, but even in Europe there 
have been recent substantial increases both 
in sheer numbers and in the scope of use for 
such doors. That trend is quickly catching 
on here as the North American taste for 
more creative and personal designs aligns 
with European flair. 

In residential applications, European 
designers commonly feature sliding interior 
doors in such locations as bedrooms and 
bath entries. In Japan, where available 

space has been at a premium deep into the 
nation’s history, the sliding door remains a 
predominant selection for the widest possi-
ble range of uses. In the North American 
commercial sphere, however, the use of 
sliding doors appears to be growing; they 
are being specified in office row arrange-
ments, where individual enclosed offices are 
arrayed side by side facing a communicating 
hallway to maximize space utilization. 

In part, the specification and installa-
tion of sliding doors is accounted for by 
familiar advantages of space conservation 
and aesthetic appeal. Nevertheless, there 
is reason to suppose that recent popular-
ity growth worldwide also reflects solid 
improvements in door and hardware 

Photos Courtesy of DORMA
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technology. Such developments 
have made doors of this kind—both 
manual and automatic—more useful 
and versatile than ever in many 
applications.

Interior automated sliding doors 
have advanced dramatically in the 
last few years. Now, rather than 
clunky, oversized, belt-driven 
versions of the recent past, there 
are practical and robust solutions 
for exterior high-traffic applica-
tions. Technologies such as linear 
magnetic-driven panels that literally 
float on magnets like a monorail 
train provide a sleek minimized 
profile and are extraordinarily quiet. 

All automated sliding doors work 
under the same principles: some 
form of actuator triggers the door 
panel to open or close. This could be 
a motion sensor that automatically 
causes the door panel to open as 
soon as movement is monitored in 
the sensor range or a simple push-
button. At its basics, this is just an 
on/off switch, but budget willing, 
there are numerous additional 
features for security, safety, fire 
alarm and privacy purposes. A 
simple matter of switches communi-
cating to the system what functions 

they should perform, such add-ons 
have become very cost-competitive, 
with software advances creating 
many new features at lower prices.

Constraints	on		
Specifying	Sliding	Doors

Minor constraints have histori-
cally been involved in using sliding 
doors for certain applications. Many 
such issues have fallen away as the 
quality and technology of sliders 
continue to improve. In terms of 
aesthetics versus privacy, “bulking 
up” the door panel or trim to maxi-
mize privacy may lessen the desired 
effect intended for an application 
using a sleek sliding panel. 

In the past, there have been sound 
transfer issues with sliding doors 
as compared to equivalent hinged 
models. In these cases, choice of 
materials for sliding panels and the 
surrounding opening becomes a key 
consideration for the end user and 
can often minimize or eliminate any 
problems. 

Hinged doors may perform better 
than sliders at limiting the heat 
transfer from one space to another. 
In interior applications, this is often 

a minor issue. The temperature 
differential between rooms is 
normally less than between build-
ing interiors and exteriors. As such, 
heat transfer may be of minimal 
concern. 

In most cases, interior sliding 
systems (whether manual or 
automatic) are unsuitable for fire 
separations due to their limitations 
as a smoke/fire barrier. Further, they 
typically do not swing out, impeding 
quick exit in an emergency situation 
such as a panicked crowd. The 
heavy-duty automated operators 
common to the front of a retail store 
offer these features, but this article 
is directed toward smaller sliding 
systems more suitable to light 
commercial applications.

Some sliding door designs can be 
easier to compromise than hinged 
models. As is true with HVAC 
concerns, this is commonly less signifi-
cant in all-interior installations. For 
most buildings, the most critical secu-
rity requirements are at the perimeter.

While sliding doors have tradi-
tionally cost more at installation 
than their hinged counterparts, this 
is rapidly changing, as many new 
designs are smaller and lighter, 
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requiring less reinforcement and 
fewer fasteners. Some installations 
that used to require two people can 
now easily be managed by one and 
in less time. (This is strictly concern-
ing interior low-traffic applications 
and is not referring to commercial 
heavy-duty applications.)

The old adage still holds true 
that in most cases you get what 
you pay for. This means that while 
prices may be falling, there is still 
a cost level for quality, whether 
it is in the material or the labor 
going into installing the door. This 
will also affect the longevity and 
maintenance aspect of the slid-
ing door. Sliding doors generally 
require more adjusting than swing 
doors, but from a maintenance and 
longevity view, the lifespan should 
be similar if handled properly 
and adjusted on a regular basis 
or if something should change in 
performance. 

Accounting	for	Growing	Popularity

Issues of space are central in 
explaining the advantages of slid-
ing doors. These openings function 
with greater space efficiency than 

hinged doors. As contemporary 
construction so often places a heavy 
premium on the value of every 
square inch of floor area, the paral-
lel construction that makes sliding 
doors so efficient becomes attractive. 
Sliding units can maximize the 
available space in a design of fixed 
size; in other situations, they may 
actually enable designers to “work 
smaller,” since less area is taken up 
in door swings. 

A swinging door with a 3’ leaf 
consumes 9’ of floor space—the 
square of its linear size. In the fully 
open position, whether at 90 or 180 
degrees, it will also require at least 
3’ of dedicated wall length. The 
contrasting space efficiency of a slid-
ing alternative—typically provid-
ing the same service in a space, 
slightly more than twice the door 
thickness—is a decisive advantage 
in many structures. This benefit is 
multiplied by the number of sliding 
doors installed. 

Another fundamental advan-
tage sliding doors can provide is 
aesthetic appeal. Of course, this 
is conditional to an extent—not 
all sliding doors are very attrac-
tive—but the general structure 

offers a head start in many designs. 
The spare, clean-lined look of slid-
ing doors is a fine fit with modern 
styles in design and architecture. 
Where the overall movement has 
been to eliminate the fussiness and 
extra detail of older styles, sliding 
doors’ very nature have made them 
an ideal element for designers to 
incorporate. 

Related to this advantage is the 
potential for daylighting. Many 
designers in recent years have 
emphasized the use of natural light 
whenever possible, seeking to create 
spaces that are open while provid-
ing illumination in ways that make 
for greater comfort and visibility. 
Current daylighting standards also 
promote energy conservation, seek-
ing to limit the amount of artificial 
illumination a space demands. 

Glass sliding doors are only one 
of many useful tools available to 
designers who seek to make the 
most of daylighting. Open or closed, 
they transmit light in ways other 
door types cannot. They have been 
widely used in those buildings 
designed to maximize the appealing 
aesthetic and environmental effects 
of natural light. To get partial bene-

Sliding units actually  

enable designers to 

“work smaller,” since  

less area is taken up  

in door swings.
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fits of daylighting and limit privacy 
issues, installations may include 
full window leafs, partial leafs, or 
side lites of frosted glass rather than 
clear glazing. 

Related to privacy issues, there is 
a flip side to the concerns occasion-
ally surfacing with sliding doors. 
Offices with glass sliding doors 
may be an especially good choice 
in places like banks, where it may 
be helpful to see what is going on. 
Similarly, for other businesses, they 
can help managers keep an eye 
on employees in separate offices, 
promoting productivity and limit-
ing losses to pilferage and waste. 

Technological	Advancements

The best current sliding doors 
incorporate numerous technical 
improvements that have tended 
to accentuate and maximize the 
advantages they already deliver. As 
these improvements do not appear 
in every door now under manu-
facture, it is important for design 
professionals to recognize them 
and to look carefully at individual 
makes and models to learn whether 
a particular spec item actually 

includes them. 
Advanced sliding door systems 

no longer require bottom channels 
and tracks to guide door panels on 
an even plane. High-end engineered 
rollers and clamps are manufac-
tured stronger, lighter, and smaller 
and are more reliable while being 
quieter and easier to operate than 
their predecessors. These benefits 
create opportunities for progressive 
manufacturers to develop sliding 
systems with greater flexibility 
in form, function and installation 
while enhancing the choices avail-
able. These changes have made 
specifying more advantageous to 
designers with so many choices. 

One objection some designers 
(and end users) have had about 
older-generation sliders relates to 
their speed of travel. Many older 
manual models, especially when 
not properly maintained, required 
a stiff tug to get them moving, 
which swiftly became an annoyance 
whenever they were used. At the 
other end of the track, they might be 
sliding too fast and end up hitting 
the stop with a sharp noise and too 
much vibration. Unregulated doors 
like this can easily be damaged in 

use, and the chances are greater that 
users might be hurt, if only in small 
ways, while operating them. 

Engineers addressed this issue 
with designs incorporating special 
mechanisms. To help a user get the 
door moving, a better door of this 
kind will include specialized roller 
technologies. As such, it will need 
a force equivalent to just 4% of the 
door mass to overcome initial fric-
tion—a light push, easily managed 
by practically any user. (This has 
special significance when doors 
are used by children, the elderly or 
those with disabilities.) Built into 
the same door will be a dampening 
mechanism that prevents slams, 
whether intentional or not, on the 
opened and closed ends of door 
travel. Precision-engineered track 
stops gently decelerate the doors; 
these mechanisms also can hold the 
door in the open or closed position. 
These soft-opening and soft-closing 
features make sliding doors less 
prone to abuse and damage, espe-
cially when they include panels 
made of glass.

For designers to make the most 
of sliders in specific installations, 
it was important to improve tracks 

Sliding doors can 

help managers keep 
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and hardware for the widest 
possible range of mounting styles. 
Over the course of many years, 
this has been accomplished. Today, 
reliable, smooth-functioning, easily 
installed hardware variations that 
enable several different configura-
tions are available—options allow 
mounting from the top, ceiling and 
wall, for instance. This enables flex-
ibility in choice of door material and 
construction without re-engineering 
the system’s tracks and hardware. 

Another style benefitting from 
better hardware is the recessed or 
pocket door, enabling users to slip the 
door completely out of sight inside a 
wall. Better designs make it easier to 
install and repair such doors, which 
formerly could be a problem because 
of their hidden workings and over-
sized components. Sleeker rollers and 
carriers in light but strong extruded 
aluminum tracks provide significant 
advantages with premium systems. 

A	New	Aesthetic

Broadly stated, the sliding door 
concept has adapted well to contem-
porary design values. In tandem, 
advances in hardware design, 
production and installation have 
delivered design options that simi-
larly fit contemporary tastes. 

For example, the systems 
controlling and supporting certain 
automatic sliding doors are not 
specifically engineered to employ 
something close to an absolute mini-
mum in hardware. The materials 
attach directly to the door. Designers 
hewing to a minimalist aesthetic 
employ this version of the sliding 
door to complement their work. 

In the pocket applications 
mentioned, these new hardware 
designs practically eliminate 
protrusions that can catch as a door 
slips into the wall. In any type of 
door project, such hardware takes 

up little space and generally calls 
attention to itself as no more than an 
accent. 

Of course, if a specific design 
demands higher-profile, more eye-
catching hardware, many options are 
available, including wide variations 
in styles and materials. In any event, 
modern sliding doors, making the 
most of a steady accumulation of 
technological and design improve-
ments, are finding a place in more 
contemporary buildings. 

About the Author: Jim Beaulieu is operations 
manager for DORMA Canada, having been 
with the company for 20 years. He is an active 
member of DHI, holding positions on the 
Ontario Chapter board, including Education Chair. 
He can be contacted at jbeaulieu@dormacanada.
com.

This article originally appeared in the January 2013 issue of 
Construction Canada (vol. 55, no.1), the official publication of 
CSC-DCC. Reprinted with permission by Kenilworth Publishing, 
Inc. Visit www.constructioncanada.net.
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ARSH HURRICANE SEASONS 
and increased building code regula-
tions have raised awareness of the need 
for hurricane-rated products. When 
looking at door systems for a building 
in a hurricane zone, architects and 
contractors are looking at the protection 
the door offers, as well as aesthetics. 

Hurricane zones have the highest 
standards for a door system to meet in 
order to provide the most protection 
against the storm. Florida’s Miami-
Dade and Broward counties have the 
highest standards within the different 
hurricane zones, in part because they 
are in the High-Velocity Hurricane 
Zone (HVHZ), where wind speeds 
can exceed 146 mph. The doors must 
pass a positive and negative loading 
of 150% of the design load for which 
the manufacturer is applying. 

Next are two categories of impact 
tests: small-missile-resistant and 
large-missile-resistant. Doors installed 
less than 30 feet above the ground 
level must be large-missile-resistant. 

Hurricane-Rated  

Four-Fold Door Systems

By Kevin Landgraff H

Photos Courtesy of Door Engineering and Manufacturing
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In these tests, the doors and glaz-
ing are struck with pieces of wood 
weighing nine pounds and traveling 
at 50 feet per second. 

After this, the door and glazing 
must resist 9,000 cycles of positive 
and negative pressures. To pass, 
there can be no penetration to the 
door or glazing. Once a door passes 
these tests, it can be submitted to 
and approved by the Florida Building 
Code and rated for HVHZ. Without 
this rating, a door system is not 
permitted to be installed in those 
areas. And though not all hurricane 
zones have equally strict require-
ments, having a HVHZ-rated door 
system ensures that the maximum 
level of wind protection is provided. 

Although strength is obviously 
a key element of hurricane doors, 
aesthetic appeal has also become 
an increasingly important factor. 
Architects are looking for doors that 
offer more glazing to allow natural 
light into the building. Unfortunately, 
this is not always feasible, as many 
manufacturers offer limited glazing 
and color options. In some cases, in 

order to have both the protection and 
the pleasing appearance, two doors 
are used. A full-glass sectional door 
is used to offer the aesthetic experi-
ence, while a coiling hurricane door 
is mounted over the sectional door to 
offer protection during storms. 

One alternative to the two-door 
system is a hurricane-rated four-fold 
door. A heavier-gage construction, 
impact-resistant ⁹⁄₁₆” laminated 
glass, and hurricane locking mecha-
nisms are added to the traditional 
four-fold door design to create a 
door system that is rated for 65 psf 
(160 mph wind speeds).

There has been a growing 
demand for this style of door 
system, particularly in fire stations 
in Florida and other Gulf Coast and 
Atlantic Seaboard states that are 
prone to hurricanes. Faster opening 
and closing speeds, minimal main-
tenance, a high degree of durability, 
and hurricane rating are key factors 
in this decision, as is the fact that 
four-fold doors move horizontally 
rather than vertically. As a result, 
the door is visible throughout the 

opening motion, allowing the driver 
to know the precise second the 
doorway is clear to exit. And in a 
fire station, every second counts.

However, this feature is valu-
able in other types of facilities as 
well. It is common with overhead 
sectional and coiling steel doors for 
delivery vehicles, pickup trucks or 
even passenger cars to begin driv-
ing through the door opening after 
losing sight of the bottom of the 
door, only to hit the bottom panel 
as they move through the opening. 
A collision of this type makes it 
impossible to operate the door, espe-
cially telescoping and coiling steel 
doors, which cannot tolerate any 
denting or deforming of the slats. 

The same durable design that 
withstands the abuse of hurricanes 
and heavy use can also be outfit-
ted for high-security applications. 
Heavy-duty tube steel-constructed 
panels are available solid sheeted, 
glazed with security glass, or 
inset with the security of louvers. 
Designed to resist forced entry, 
four-fold sallyport systems feature 
detention-grade locking mecha-
nisms, tamper-proof fasteners, 
ballistic-resistant armor sheeting 
options and high-speed operation to 
ensure the security of any facility.

In addition to their flexible 
applications, architects and speci-
fiers also appreciate the number of 
aesthetic design options available 
with four-fold doors, including 
those with hurricane ratings, such 
as raised panels, finish painting and 
a wide variety of glazing layouts. 

When specifying hurricane-
resistant doors, it is important to 
research all available options, as 
well as all of the applicable codes 
and standards, to ensure that the 
facility and its occupants are fully 
protected.  HURRICANE FOUR-FOLD
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multi-functionmulti-functionmulti-functionmulti-function

HENEVER SOMETHING IS INVENTED, 
humans find more uses for it. This is 
certainly true for door automation and 
electric locking. It was not long after 
people realized that a door could be 
unlocked remotely using an electric strike 
and opened automatically using a power 
operator (automatic door opener) that 
they began using these devices together. 
Of course, this combination of devices 
was soon interfaced with intercoms. Exit 
devices with electric latch retraction and 
electromagnetic locks were thrown into 
the mix, as well as access control, delayed 
egress and/or security interlock systems. 
Any of these systems alone is sufficient to 
complicate an installation, but when you 
use several on one opening, that’s when 
things really start to get interesting.

Hospital	Doors

A hospital can be one of the best places to 
find a doorway that needs to perform many 
functions. Hospitals seem to have more 
varied reasons to keep people out at certain 
times or to let them in or out by different 
means. In addition to standard life safety 
and security issues, hospitals also have to 
anticipate the needs of patients who may be 
under the influence of medication and/or 
mental disorders and/or have physical limi-
tations. Some patients must be kept inside 
for their own safety, while all patients must 
be able to exit swiftly and safely in the 
event of an emergency.

Let’s use as an example a hospital 
emergency ward entrance used primarily 
by ambulance drivers. The hospital wants 
only ambulance personnel and the secu-
rity guard to be able to activate the power 
operator, as well as to control access by 
use of a remote switch operated by the 
security guard for the general public and 
an access code by hospital employees 
(other than ambulance personnel). I’ll 
explain this further in the following 
paragraphs.

Since it is a pair of doors, concealed verti-
cal rod exit devices are the most efficient, 
safe and secure way to lock them and 
provide reliable free egress in the event 
of an emergency. However, since there is 
a power operator involved, these devices 
must be equipped with electric latch retrac-
tion. And since use of the power operator 
is to be limited, a second electric means of 
opening the door is required.

A simple way to solve the problem of 
the second means of unlocking is by using 
electrified exit device lever trim with one 
of the concealed vertical rod exit devices. 
Persons not requiring the power operator 
can get in by using the access control, 
or the security guard can buzz them in 
using one of two remote buttons. Because 
there are two means of unlocking the door 
electrically, the security guard needs a 
small desk unit with two buttons: one that 
activates the power operator and electric 
latch retraction, and one that activates the 
electric exit device trim.

multi-function

Illustrations by Tom Rubenoff

W
By Tom Rubenoff

doorways
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Central to the concept is an access 
control device with two relays and 
a request-to-exit input. Ambulance 
personnel credentials will oper-
ate one relay, and other personnel 
credentials will operate the other 
This allows several of the connec-
tions to be made through the access 
control system. If the access control 
system on site does not provide more 
than one relay, the same functions 
can be accomplished by using addi-
tional relays in the power supply.
The system shown in Figure 1 works 
like this:

 ■ Ambulance personnel acti-
vate the power operator using 
the access control system. The 
access control system signals 

the power operator via contact 
closure in Relay #1. The power 
operator triggers the relay in 
the power supply to retract the 
latches of the exit devices, then 
opens the door.

 ■ Other authorized hospital per-
sonnel use the access control 
system to unlock the lever 
trim. The access control system 
changes the state of Relay #2, 
triggering the relay in the power 
supply to unlock the trim. They 
turn the lever, pull the door 
open, and walk in.

 ■ Injured people arrive on foot at 
the Emergency Room entrance. 
The security guard sees them 
(or is notified by intercom, not 

shown) and lets them in by 
pressing the red button, acti-
vating the power operator, or by 
pressing the green button that 
unlocks the exit device trim.

There exist many possible varia-
tions of this system. Knowledge of 
access control systems and door 
hardware is required, but the most 
important principal in play is the 
use of contact closure to signal 
multiple devices.

Stairwell	Doors

Secured stairwell doors are among 
the most basic multi-function door 
applications. In most jurisdic-
tions, they must (usually)1 be both 

Figure 1
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unlocked and positively latched in 
the event of a fire. They are required 
to be unlocked so that if someone 
finds the stairwell full of smoke, that 
person can safely exit the stairwell 
to enter another level. The positive 
latching requirement ensures that 
the door will remain latched and 
closed against the spread of the fire.

Until there is a need for access 
control, a passage function mortise 
lock, cylindrical lock with UL-listed 
latch, or exit device with passage 
function trim are fine. The application 
begins to get interesting when the 
need arises to lock a stairwell door.

Right up front, electric strikes 
are out of the question because 
of the unlocked/positive latching 
requirement just mentioned. It is not 
possible to positively latch a door 
when the electric strike is unlocked. 
There is no such thing as a fire-rated 
fail-safe electric strike. If you config-
ure a fire-rated electric strike to be 
fail-safe, it voids the fire-rating.

Since electric strikes are unusable 
for this application, that leaves either 
electric locks or  electromagnetic 
locks. Both have advantages and 

disadvantages. Fail-safe electric locks 
positively latch, even when they’re 
unlocked, whereas mag locks allow 
the installer to use the existing hard-
ware on the door to accomplish posi-
tive latching. Electric locks require 
running wire through the door and 
some means of getting the wire from 
the frame into the door, such as an 
electric through-wire hinge. Not all 
inspectors like electromagnetic locks, 
so before you install them, be sure 
to check with your local Authority 
Having Jurisdiction (AHJ).

If the stairwell door already has 
a fire-rated exit device installed, 
there is probably fail-safe electrified 
trim available for it. Once again, this 
means that an electric through-wire 
hinge or other power transfer device 
is required. Sometimes existing exit 
devices are incompatible with the 
electrified trims available for that 
brand and model of device. If that 
is the case, the exit device might 
have to be replaced with one that is 
compatible with electrified trim.

Alternatively, there are after-
market request to exit (also known 
as RX) switches available for most 

exit devices. One could be used to 
release an electromagnetic lock on 
the stairwell door.

Usually it is required that all 
electric locking devices on stairwell 
doors be controlled by the fire alarm 
panel. When the fire alarm is in a 
state of alarm, it unlocks all of the 
stairwell doors. Two conductor 
wires are run from the fire alarm 
panel contacts to a special fire 
alarm relay in the power supply 
that powers the electric locks on 
the stairwell doors. The alarm 
panel opens the circuit, causing 
the state of the fire alarm relay to 
change, thus powering down the 
fail-safe locks and leaving the doors 
unlocked but latched.

An important detail: Technically 
speaking, according to most build-
ing and life safety codes, fire-rated 
doors can only be modified in a 
fire-rated shop. Therefore, if you 
field-cut a raceway for an electric 
wire through the cross members 
of the door, for example, you are 
probably voiding the fire rating. It 
is good to keep in mind that AHJs 
have total authority over what you 
can or can’t install. It’s best to make 
sure you’re on the same page with 
them; otherwise they do have the 
power to make you remove what 
you installed and replace both the 
door and the frame to repair the 
damage.  

Endnote
1.  Some jurisdictions specify that not all stairwell doors need 

be unlocked in the event of a f ire, only certain doors. For 
example, in some places, the code specifies that the door has 
to be unlocked at every fourth floor. Check with your local AHJ 
to find out what the rules are for your location.

About the Author: Tom Rubenoff is the author 
of the blog Door-Hardware-Genius.com. He has 
been involved in the hardware industry for the 
last 30 years as a hardware distributor and com-
mercial locksmith. He can be reached at tomr@
rubecom.us.
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OW MANY TIMES HAVE YOU UTTERED THESE 
famous last words before beginning an installation 
that is ultimately anything but simple? Installation can 
be simple—especially if you follow the manufacturer’s 
instructions. But there’s always the possibility that you’ll 
have questions or run into unexpected complications. 
Follow the steps and troubleshooting tips in this article for 
a perfect door opening in no time at all. 

Systematically	Analyze

The most frequent cause of poor door and frame fitting 
is improperly assembled or inadequately installed frames. 
Since most complaints received are not explicit as to the 
actual cause of the problem, but rather the results of the 
problem, it becomes necessary to analyze the situation 
systematically to determine the best course of action. 

Proper inspection of an installation requires the use of 
certain tools that will facilitate the best results through 
consistent and accurate measurements. The following list 
includes the minimum basic equipment that is needed: 

1. Steel tape: for measuring door and frame openings 
and diagonals as a double-check for square

2. Framing square: to determine square of frame and 
double-check for jamb twist 

3. 4' Solid steel rule: to check for jamb twist in single 
door frames

Metal Door & Frame 
Troubleshooting Tips

”This should be simple….”

h o w  T O

BY  A M Y  V I G N E U X

H
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4.	 6'	Masonry	level:	to	determine	
level	of	head,	plumb	of	jambs,	
and	to	check	for	bow	in	doors

5.	 Plumb	bob	and	line:	to	
double-check	plumb	of	jambs	

A Note about Frames

KD	drywall	frames	can	usually	be	
corrected	for	minor	distortions	or	
misalignment	by	releasing	compres-
sion	anchors	or	detaching	stud	
anchors	and	readjusting.	Masonry	
frames	that	have	been	grouted	or	
filled	with	mortar	are	virtually	
impossible	to	correct.	If	distor-
tions	or	misalignments	are	minor	
enough,	clearances	can	be	balanced	
somewhat	by	shimming	the	appro-
priate	hinges.	

Frame Installation (for Steel and 
Wood Stud Wall Construction)

1.	 Construct	the	wall	with	a	
rough	opening	height	equal	to	
the	finished	opening	height,	
plus	¾"	to	1"	maximum.	

2.	 The	bottom	of	the	frame	must	
sit	on	a	solid	surface.

3.	 If	a	wrap-around	base	anchor	
is	used,	notch	the	drywall	in	
that	area.

4.	 Retract	the	compression	bars	
in	the	jambs	by	turning	the	
screws	counter-clockwise,	and	
install	one	jamb	in	position	on	
the	wall.

5.	 Insert	the	frame	head	under	
the	corner	clips	of	the	jamb,	
and	raise	it	into	position.	

6.	 Insert	the	corner	clips	of	
the	remaining	jamb	into	the	
opposite	end	of	the	head,	and	
position	it	on	the	wall.	

7.	 Locate	a	removable	frame	
spacing	bar	at	the	base	of	the	
centered	frame	to	maintain	
proper	opening	width	during	

installation.	
8.	 Level,	square,	and	plumb	the	

frame,	and	install	base	anchor	
screws	through	countersink	
holes	in	the	frame	face	and	
into	the	floor	plate.	

9.	 Square	the	top	of	the	frame,	
and	tighten	the	compres-
sion	bars	by	turning	the	
screw	clockwise.	DO	NOT	
OVERTIGHTEN.

10.	 Install	four	no.	8	x	½	sheet	
metal	screws	at	the	corners	
of	the	head	to	attach	head	to	
jambs.	Note:	This	is	required	
for	UL-rated	frames.	

Clearance Adjustments

If	clearances	at	the	lock	and	hinge	
jambs	need	adjustment,	remove	
the	screws	(one	leaf	at	a	time),	and	
insert	narrow	shims	(⅜"	wide	by	
length	equal	to	hinge	height)	as	
needed	to	shift	the	door	by	small	
increments	in	the	desired	direction.	
If	the	frame	is	square	and	plumb,	

the	clearances	should	be	approxi-
mately	⅛"	at	the	top,	³⁄₃₂"	at	hinge	
and	lock	edges,	and	⅝"	undercut	at	
the	floor.	If	clearances	at	the	lock	
and	hinge	jambs	need	adjustment,	
remove	the	screws	one	leaf	at	a	time,	
and	insert	narrow	shims	as	needed	
to	shift	the	door	by	small	incre-
ments	in	the	desired	direction.	

Shim Suggestions

Various	materials	can	be	used	
for	shims,	from	door	packaging	
strapping	to	stock	shim	material.	
The	denser	the	shim	material	is,	the	
better,	so	as	to	decrease	the	possibil-
ity	of	the	screws	loosening	as	the	
shim	is	set.	The	size	should	be	⅜"	
wide	and	4½"	long	for	a	4½"	hinge	
or	5"	long	for	a	5"	hinge.	If	the	shim	
is	too	thick,	it	can	cause	the	hinge	

to	bind	when	the	door	is	closed,	
especially	when	weatherstripping	is	
applied	to	the	hinge	rabbet.	

Preparation of the Hardware

The	key	to	maximum	strength	
in	the	installation	of	hardware	
using	threaded	fasteners	is	the	
proper	sizing	and	depth	of	the	
tapped	holes.	Since	screw	sizes	are	
normally	specified	and	usually	
furnished	by	the	hardware	manu-
facturer,	it	is	necessary	to	provide	
proper	metal	thickness	and	tapped	
hole	size	to	make	the	installation	as	
strong	as	intended.	
Rule	of	thumb:	Provide	a	thread	

engagement	of	a	minimum	2	to	2½	
complete	threads	with	approxi-
mately	75%	engagement	between	
each	screw	thread	and	its	mating	
thread.	

Installation of the Door

1.	 Attach	the	hinges	loosely	to	
the	door	with	the	heads	of	the	
pivot	pins	toward	the	top.	

2.	 Support	the	door	adjacent	to	
the	hinge	jamb	in	a	position	
90	degrees	to	the	frame.	A	
wood	block	close	in	thickness	
to	the	undercut	of	the	door	
makes	a	good	support.	

3.	 Align	the	hinges	with	the	
reinforcings	on	the	jamb,	and	
insert	the	mounting	screws,	
beginning	with	the	top	hinge.	

4.	 Tighten	all	screws	in	all	
hinges,	and	close	the	door	to	
check	clearances	between	the	
door	and	frame.	

How to Correct Out-of-Plumb Jambs

Single	doors	that	do	not	lie	flat	
against	the	frame	stops,	or	pairs	
of	doors	that	do	not	fit	flush	with	
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each	other	at	the	meeting	edges	due	
to	jambs	being	out	of	plumb,	can	
be	modified	by	creating	a	twist	to	
conform	to	the	error	in	the	frame.	
1.	 Measure	the	distance	that	

the	inside	corner	of	the	door	
is	offset	from	the	stop,	or	in	
the	case	of	pairs	of	doors,	the	
distance	that	the	door	in	ques-
tion	is	offset	from	the	other	at	
the	corner	of	the	meeting	edge.	

2.	 Drill	out	the	spot-welds	
attaching	the	end	channel	
on	the	outside	(the	side	away	
from	the	frame)	on	the	end	
that	is	offset	from	the	frame	
stop	or	from	the	meeting	edge	
of	the	opposite	door	of	a	pair.	

3.	 Lay	the	door	flat,	outside-up	
on	supports	at	the	three	other	
corners,	and	clamp	them	in	
position.	Force	the	remaining	
corner	down	a	little	more	
than	the	amount	of	offset	
measured,	and	clamp	the	
released	end	channel	flange	
to	the	face	skin	using	several	
#7R	vise	grip	clamps.	Remove	
the	load,	and	determine	if	
sufficient	twist	is	retained.	
Reload	and	reclamp	as	neces-
sary	to	get	the	proper	offset.	

4.	 When	the	proper	offset	is	
achieved,	plug-weld	through	
the	drilled	holes	to	secure	the	
end	channel	flange	to	the	face	
skin.	

5.	 Grind	the	weld,	fill,	finish	
smooth,	and	repaint	as	
necessary.	

Straightening Bowed or Twisted 
Doors (Distorted Lock Rail)

1.	 With	the	door	in	its	hung	
position,	determine	the	center	
of	the	bow	or	the	location	
of	the	lock	rail	distortion.	
Place	a	minimum	2'	long	2x4	

block	of	wood	on	the	edge	
adjacent	to	the	lock	rail	edge	
centered	over	the	center	of	the	
deformation.	

2.	 Strike	the	center	of	the	block	
sharply	with	a	hammer,	
re-checking	flatness	with	a	6'	
level	after	each	blow.

3.	 If	the	preceding	method	
does	not	correct	the	problem,	
remove	the	door,	lay	it	flat	
on	2x4	wood	supports	at	the	
corners,	and	repeat	steps	1-2.	

Note:	Use	caution	when	straight-
ening	doors	with	large	edge	cut-
outs	(such	as	mortise	lock	cut-outs)	
to	prevent	permanent	deformation	
of	the	door	face	skin	in	that	area.	

Factory-Installed Conveniences

Several	door	and	frame	manu-
facturers	now	offer	options	for	
factory-installed	glass	in	doors.	
Additionally,	many	also	provide	
factory-prefinished	doors	and	
frames.	Factory	prefinish	is	extremely	
durable	and	applied	in	a	controlled	
environment	to	ensure	consistent	and	
high-quality	results.	These	options	
eliminate	time-consuming	steps	from	
installation	and	minimize	stress	on	
the	jobsite.		

*Special thanks to the ASSA ABLOY 
Door Group for their collaboration on 
this article.

About the Author: Amy Vigneux is the 
Marketing Communications Manager for the 
ASSA ABLOY Door Group. She can be reached 
at avigneux@aadoorgroup.com.

Special Purpose
Doors & Windows

See what’s possible
www.KriegerProducts.com

Customers count on your door 
and window knowledge, and 
you can depend on Krieger 
to deliver the custom doors 

and windows that accentuate 
interior design while quietly 

operating as high performance 
sound barriers, security armor, 

radio frequency shields and 
more. And every Krieger door 
is custom manufactured to the 
size, style and finish requested.

Acoustical & SCIF

Bullet & Forced Entry

Blast & Presure

Radio Frequency

Thermal Barrier

mailto:avigneux@aadoorgroup.com


Exceptional Designs.
Exceptional Construction.

Exceptional Service.

Premier delivers quality hollow metal doors and frames 
built to YOUR specifcations at competitive prices.

MONROE, LA:  (318) 361-0796  •  ATLANTA, GA:  (770) 944-1006  •  HOUSTON, TX:  (713) 690-0435

Exceptional Designs.Exceptional Designs.
Exceptional Construction.Exceptional Construction.

Exceptional Service.Exceptional Service.

Exceptional Designs.
Exceptional Construction.

Exceptional Service.

Exceptional Value.

www.TrustPremier.comwww.TrustPremier.comwww.TrustPremier.comwww.TrustPremier.com

Exceptional Value.Exceptional Value.Exceptional Value.

Corporate Member



34 DOORS & HARDWARE £ SEPTEMBER	2013

adiation treatment has saved the lives of countless cancer	
patients	around	the	world.	There	are	several	types	of	radia-
tion	used	in	cancer	treatment,	but	the	most	common	utilizes	
a	high-energy	photon	beam	generated	by	a	machine	called	a	
linear accelerator	(or	linac,	for	short).	This	article	is	about	a	door	
assembly	that	is	a	crucial	part	of	this	type	of	radiation	treat-
ment:	the	neutron	door.
A	neutron	door	assembly	is	a	pedestrian	entry	door	used	

in	cancer	centers	that	have	a	linear	accelerator.	The	rooms	
where	the	patients	receive	radiation	treatment	are	similar	to	
vaults	and	are	usually	constructed	of	very	thick,	high-density	
concrete	walls	with	only	one	entrance	to	the	room—hence	the	
term	vault door assembly.	There	are	different	types	of	vault	doors	
in	each	location,	depending	on	the	type	of	treatment	the	cancer	

By Gerald Harburg

Neutron Doors

R
Photos Courtesy of A-fabco, Inc.
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center	specializes	in	and	the	space	
in	which	the	center	has	to	operate.	
The	most	prevalent	types	of	doors	
in	use	today	are	swinging,	sliding,	
and	bi-parting.	To	complete	the	
assembly,	a	motorized	door	operator	
is	typically	added	to	the	door,	along	
with	safety	features.	
Swinging	doors	are	primar-

ily	used	in	centers	where	there	
is	a	concrete	maze	between	the	
equipment	in	the	room	and	the	
door	entrance	to	the	room.	These	
doors	can	weigh	in	excess	of	10,000	
pounds.	The	door	and	frame	must	
be	fabricated	at	the	same	time,	then	
married	together	with	heavy-duty	
adjustable	hinges.	Once	this	process	
is	complete,	the	door	and	frame	are	
taken	apart	and	painted.	The	door	
frame	is	lead-lined	and	shipped	to	
the	jobsite	for	setting	at	the	same	
time	the	concrete	walls	of	the	vault	
are	poured.	Then	the	vault	door,	
which	consists	of	a	steel	door	shell	
with	a	removable	steel	cover,	is	
loaded	with	the	shielding	materials	
that	are	specified	by	a	physicist.	
These	shielding	materials	consist	of	

a	combination	lead	to	absorb	gamma	
radiation	and	borated	polyethylene	
(1-inch	plastic	sheets	with	5%	boron	
by	content)	that	absorbs	neutrons.	
The	door	shell,	shielding	materials,	
door	operator,	push	buttons,	inter-
lock	switches	and	safety	features	
are	then	shipped	to	the	jobsite	and	
installed	by	the	manufacturer	per	
the	job	schedule.	Safety	features	for	
the	swinging	doors	include	battery	
backup,	infrared	sensors	and	tape	
switches	that	can	be	mounted	to	the	
face	of	the	door.

Sliding	and	bi-parting	types	
of	neutron	door	assemblies	are	
usually	installed	as	direct-entry	
types	of	doors	when	the	footprint	
of	the	vault	does	not	contain	a	
concrete	maze	between	the	equip-
ment	and	the	door	opening.	These	
doors	can	weigh	in	excess	of	20,000	
pounds—all	the	way	up	to	100,000	
pounds.	The	door	assembly	is	the	

only	barrier	between	the	radia-
tion	generated	by	the	equipment	
and	the	exterior	of	the	vault.	The	
shielding	materials	inside	of	the	
door	are	accordingly	increased	to	
protect	the	people	who	work	in	
that	area.	The	additional	shielding	
adds	more	weight	to	the	door	and	
requires	a	different	type	of	door	
construction.	Imagine	a	giant	pocket	
door	suspended	on	a	steel	I-beam	
supported	by	two	steel	columns	that	
are	mounted	to	the	exterior	of	the	
concrete	vault,	so	the	door	travels	

back	and	forth	in	front	of	the	open-
ing.	The	door	shell	is	constructed	
out	of	steel	plate	and	has	a	remov-
able	cover	like	the	swinging	vault	
doors.	A	ball	screw	assembly	or	a	
pneumatic	or	magnetic	type	of	drive	
system	opens	and	closes	the	door.	
The	door	moves	back	and	forth	on	
bearings	and	rails	or	on	some	type	
of	rollers	that	can	be	mounted	on	

The door and frame must be fabricated at  
the same time, then married together with  
heavy-duty adjustable hinges.
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the	floor	or	on	top	of	the	I-beam.	Limit	switches	tell	
the	door	how	far	to	travel	back	and	forth	and	ensure	
that	the	means	of	egress	is	clear	in	the	open	position	
and	that	the	door	does	not	travel	too	far	forward	in	the	
closed	position.
Safety	features	for	sliding	doors	include	infrared	

safety	sensors,	reversing	safety	edges,	battery	backup,	
emergency	hand	crank	and	interlock	safety	switches.	
In	a	typical	installation,	the	infrared	safety	sensors	are	
mounted	in	the	center	of	the	opening	above	the	header	
on	the	inside	and	outside	of	the	room.	This	prevents	
the	technician	from	entering	the	room	while	the	door	
is	moving.	Reversing	safety	edges	are	mounted	on	the	
closing	edge	of	the	door.	In	the	event	that	anything	
becomes	lodged	between	the	door	and	wall	while	the	
door	is	traveling,	the	safety	edges	will	trigger	the	door	
to	stop	and	then	reverse	direction.	If	a	power	failure	
is	experienced,	a	battery	backup	system	will	open	the	
door	so	that	the	patient	does	not	become	trapped	in	
the	room.	If,	by	chance,	the	battery	backup	were	to	fail,	
an	emergency	hand	crank	is	an	additional	“fail-safe”	
item	that	prevents	the	risk	of	entrapment.	Interlock	
safety	switches	are	wired	in	series	with	the	linear	
accelerator	to	make	sure	that	the	equipment	in	the	
room	can	never	be	energized	when	the	door	is	open.	
A	low-voltage	pushbutton	station	with	the	options	of	
open,	close,	partial	or	stop	is	installed	on	the	exterior	
of	the	vault	in	the	operator	control	area,	along	with	a	
simple	open/close	push	button	station	on	the	inside	of	
the	room	to	initiate	open	and	close	cycles	of	the	door	
assembly.
The	swinging	doors	and	operators	are	manufac-

tured	in	accordance	with	UL325	and	ANSI	standards	
156.10	for	linear	accelerator	doors.	The	sliding	doors	
and	operators	are	compliant	with	UL	325,	Section	
30.2,	External	Entrapment	Protection	(fail-safe	self-
monitoring),	provided	that	all	external	safety	devices	
are	wired	and	installed	correctly.
These	specialty	door	assemblies	are	in	just	about	

every	country	in	the	world	and	will	continue	to	be	a	
crucial	tool	in	the	treatment	of	cancer	until	a	cure	is	
finally	discovered.		

About the Author: Gerald S. Harburg is the president of A-fabco Inc. in 
Gibsonton, Florida. He can be reached at jerry.harburg@afabxray.com.
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HEN INTEGRATORS TALK TO END 
users	about	“convergence”	of	physical	
and	logical	access	control,	the	nature	
of	that	conversation	hinges	on	multiple	
factors.	There	is	no	single	definition	of	
what	that	term	means,	and	a	government	
office	will	have	a	very	different	need	
than,	say,	a	university.
“Everyone	has	their	own	definition	of	

what	it	means	to	them,”	says	Jeff	Ross,	
vice	president	of	product	management,	
RedCloud,	Sterling,	Virginia.	“Today’s	
convergence	is	not	just	the	physical	side	
of	badging	into	a	building	and	logging	
onto	a	computer	with	the	same	creden-
tial.	It	is	bringing	in	multiple	subsystems,	
including	physical,	video	management,	
identity	management	and	right	on	up	to	
tying	into	third-party	IT	systems,	includ-
ing	HR	databases.”
This	is	all	coming	in	piecemeal,	

depending	on	the	industry,	he	adds.	
Educational	facilities	are	looking	at	
convergence	for	its	convenience.	HIPAA	
regulations	are	driving	convergence	in	
the	healthcare	industry,	and	the	govern-
ment	sector	has	specific	mandates	requir-

ing	convergence.	The	high-tech	industry	
is	also	showing	interest	because	of	the	
strong	IT	focus.
“[Convergence]	has	such	a	broad	

brush	of	what	it	can	mean,”	says	Jeremy	
Brecher,	vice	president,	technology,	
electronic	security,	Diebold,	Inc.,	Canton,	
Ohio.	“It	can	be	a	credential	at	the	door	
with	a	unified	physical/logical	solution.	It	
can	include	PKI	at	the	reader,	correlating	
event	logs,	or	a	provisioning	tool	with	
a	unified	process.	All	of	these	concepts	
require	a	different	approach	and	different	
partners	for	the	integrator,	but	they	all	
fall	under	‘convergence.’”
Integrators	traditionally	focused	on	just	

the	physical	or	logical	side	of	security	are	
each	turning	to	convergence	as	a	new	and	
expanding	market,	and	opportunities	are	
there	for	all.
“The	integrator	focused	today	on	

physical	access	control	and	the	integra-
tor	focused	on	logical	will	ultimately	
both	use	the	same	technologies	for	
convergence,”	says	Jeremy	Earles,	prod-
uct	marketing	manager	for	readers	and	
credentials,	Ingersoll	Rand,	Carmel,	

Integrators

By Karyn Hodgson

Reprinted	with	permission	from	SDM Magazine.	Copyright	2013.	ALL	RIGHTS	RESERVED.
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Indiana.	“That	market	can	be	
expanded	from	either	direction.”

Key Benefits and Opportunities

Just	as	there	are	multiple	defini-
tions	of	what	convergence	means	to	
end	users,	there	are	also	different	
benefits	they	will	realize	in	converg-
ing	physical	and	logical	access	
control.
“I	see	the	convergence	of	physical	

and	logical	access	not	so	much	as	
providing	increased	functionality	
as	allowing	the	end	user	to	do	more	
with	less,”	says	Adam	Shane,	prod-
uct	manager,	AMAG	Technology,	
Inc.,	Torrance,	California.
“If	a	new	employee	is	hired	

into	a	company,	the	first	place	
they	go	is	HR,”	adds	Steven	
Lewis,	senior	product	manager,	

Tyco	Security	Products,	Software	
House,	Westford,	Massachusetts.	
“If	that	then	can	be	tied	to	access	
to	the	front	door	and	the	network,	
it	reduces	the	amount	of	labor	
required	for	that	process.”
Most	converged	systems	look	at	

the	bigger	picture,	allowing	the	
customer	to	know	if	an	employee	
has	badged	in	and	disable	that	
VPN	account,	or	to	know	there	is	a	
problem	if	someone	is	trying	to	get	
in	virtually	when	the	badge	has	not	
been	swiped	physically.
“Everybody	talks	about	‘big	

data,’”	says	integrator	Chris	
Peckham,	Ph.D,	senior	vice	
president,	CTO	and	special	projects,	
Kratos	Public	Safety	&	Security	
Solutions,	Inc.,	San	Diego.	“There	
is	this	giant	correlation	engine	that	
allows	you	to	see	events	going	on	

around	and	in	the	network.	If	you	
can	then	integrate	that	with	physical	
security,	you	can	report	on	anoma-
lies	and	take	action	against	them.”
For	the	integrator,	the	opportu-

nities	afforded	in	the	converged	
market	require	a	new	approach,	
Ross	adds.	“I	call	them	hybrid	
integrators.	They	are	either	IT-based	
integrators	who	have	moved	into	
the	physical	space,	or	physical	
integrators	who	have	embraced	the	
IT	side.	In	general,	the	more	the	
integrator	understands	the	IT	needs,	
space	and	pain	points,	the	more	
they	can	take	that	information	and	
turn	it	into	more	services	to	offer	
that	customer.”
This	is	key,	says	John	Fenske,	vice	

president	of	product	marketing,	
HID	Global,	Irvine,	California.	“If	
you	talk	to	any	integrator,	whether	
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on	the	IT	or	physical	access	side,	
their	biggest	challenge	is	to	make	
themselves	more	relevant	to	the	end	
user.	There	is	a	huge	opportunity	
for	the	integrators	to	not	just	be	the	
ones	that	install	and	walk	away.”
As	in	many	other	areas	of	physical	

security,	the	convergence	of	physical	
and	logical	access	control	is	most	
often	driven	on	the	IT	side.
“Generally	we	find	that	most	of	

the	integrators	are	strong	in	either	
the	physical	or	logical	realm,”	
Shane	says.	“It	is	going	to	be	easier	
for	those	with	strong	logical	or	
network	capabilities	because	a	lot	of	
the	physical	security	solutions	are	
moving	in	that	direction.	However,	
a	lot	of	the	IT	organizations	and	
network	security	specialists	
underestimate	the	complexity	of	
the	physical	security	requirements.	
The	challenge	for	security	designers	
and	consultants	is	to	have	special-
ists	in	both	physical	and	logical	
aspects	work	together	to	provide	
overall	solutions	to	meet	customers’	
requirements.”
However,	some	of	the	greatest	

convergence	challenges	for	integra-
tors	don’t	involve	technology	or	
the	specifics	of	the	integration.	
“Technology	is	actually	less	of	a	
challenge	than	policy,”	believes	
Bill	Jacobs,	vice	president	of	access	
control,	Next	Level	Security	
Systems,	Carlsbad,	California.	“IT	
and	physical	departments	need	to	
converge	in	terms	of	policies	and	
procedures	to	bring	the	benefits	to	
the	end	user.”
Many	end-user	organizations	

are	highly	“siloed,”	with	distinct	
departments	and	procedures.	
Increasingly,	the	integrator	is	asked	
to	bridge	the	gap	between	security,	
IT	and	even	human	resources,	
says	Tom	Hruby,	executive	vice	

president,	Security	Equipment,	Inc.,	
Omaha,	Nebraska.	“It	is	kind	of	
funny	because	the	security	depart-
ment	will	tell	us	their	desires	for	
convergence,	and	their	expectation	
is	that	we	will	go	to	HR	or	IT	and	
explain	what	needs	to	be	done.	They	
tend	to	put	it	off	on	the	integrator	to	
make	these	things	happen.
“One	of	our	biggest	challenges	

then	becomes	not	only	connectiv-
ity,	but	also	wading	through	the	
corporate	structure	in	terms	of	who	
is	allowed	to	be	on	which	network,”	
Hruby	describes.
Even	in	spaces	with	mandated	

convergence,	the	conversation	is	
still	driven	toward	policies	and	
procedures,	says	Todd	Johnson,	
director,	integrated	security	group,	
CRI,	McClean,	Virginia,	a	federal	
government	contractor	that	offers	
converged	security	solutions.	“It	is	
not	just	a	mandate	to	follow.	We	still	
have	to	consult	and	provide	policy	
guidance	on	how	to	reach	the	goals	
of	the	mandate.”
The	history	of	physical	security	

in	many	organizations	is	a	stum-
bling	block	to	convergence,	Fenske	
believes.	“The	issues	are	more	orga-
nizational	and	business-oriented	
than	technical.	The	technology	is	
there,	but	we	are	not	seeing	wide	
adoption	yet	because	the	business	
workflow	is	not	optimized	to	lever-
age	a	converged	concept.
“For	integrators,	it	is	a	big	change.	

From	a	physical	standpoint,	they	
used	to	go	in	with	big	products,	hang	
them	on	the	wall,	set	up	the	server,	
and	leave.	Converged	environments	
don’t	follow	a	traditional	construc-
tion	event.	It	is	all	about	workflow	
and	is	fundamentally	different.	It	
involves	a	lot	of	professional	services	
that	probably	didn’t	live	within	the	
integrator’s	staff	before.”

Brecher	agrees	with	that	distinctly	
different	client	need.	“A	lot	of	times	
an	integrator	would	drop	a	server	
in	the	data	center	and	say,	‘Here	you	
go.’	Today	it	is	more	along	the	lines	
of,	‘Hey,	here	is	our	IT	infrastruc-
ture,	practices	and	policies,	and	you	
need	to	deploy	within	the	frame-
work	which	we	will	provide.’
“In	the	world	of	potential	custom-

ers,	you	are	going	to	run	the	gamut.	
You	will	find	the	security	director	
who	does	not	work	well	with	the	IT	
team	or	adverse	conditions	in	the	
corporate	culture,	and	sometimes	
you	have	to	be	that	bridge.	But	other	
times	you	will	find	there	is	already	
a	deep	conversation	and	alignment,	
and	you	are	just	there	to	be	a	pure	
integrator.	Ultimately,	you	are	there	
to	solve	a	real-world	problem	and	
not	just	create	complexity	in	the	
machine.	There	has	to	be	some	
driver,	a	return	on	investment	in	
risk	or	cost.	But	once	you	come	out	
of	the	silo	and	are	able	to	play	at	a	
higher	level,	once	you	start	to	talk	
to	the	customer	about	the	risk	and	
business	process,	that	puts	you	
higher	up	the	food	chain	within	
that	organization	and	drives	‘sticki-
ness’	with	the	customer,	as	well	as	
business	volume.	The	days	are	gone	
when	you	just	put	something	in	
and	say	it	is	secure.	Now	you	have	
to	prove	it	as	the	company	that	is	
going	to	own	it,	not	just	as	a	repre-
sentative	of	the	manufacturer.”

Putting It All Together

Just	as	integrators	are	expected	
to	take	on	more	responsibility	for	
the	systems	they	are	putting	in,	
manufacturers	are	also	ready	and	
willing	to	step	up	to	the	plate,	both	
with	solutions	as	well	as	hands-on	
help	for	the	integrator.	From	offer-
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ing	active	directory	integration,	
open	platforms,	near-field	commu-
nications,	and	generally	greater	
involvement	in	the	whole	process,	
manufacturers	truly	are	the	best	
resource	for	integrators.
There	are	multiple	ways	for	an	

integrator	to	accomplish	the	goals	of	
convergence,	but	today’s	solutions	
generally	incorporate	some	sort	of	
smart	card	or	multi-technology	card	
with	a	powerful	software	integration	
behind	it	(often	designed	by	the	inte-
grator	to	meet	specific	needs).	Down	
the	road	in	the	short	term,	many	
manufacturers	are	also	actively	
working	on	near-field	communica-
tions,	which	will	put	the	credential	
into	the	end	user’s	smart	phone.
“What	has	been	taking	place	on	

the	manufacturer	end	is	converting		

to	devices	that	are	more	IT-friendly	
so	that	they	can	put	these	devices	
on	the	network,	and	they	become	
essentially	servers	that	the	IT	
department	can	make	connections	
to	and	the	security	department	
can	monitor	and	manage,”	Jacobs	
explains.
Most	integrators	rely	on	a	number	

of	different	providers	they	reach	
out	to	on	both	the	physical	and	
logical	side	of	the	project.	Still	in	the	
process	of	developing	a	converged	
solution	to	offer	its	end	user	custom-
ers,	Peckham	is	excited	about	the	
future	of	convergence.	“The	right	
skill	set	both	on	the	sales	and	
technical	side	is	key,	as	well	as	fully	
understanding	what	you	are	trying	
to	do.	We	are	looking	forward	to	
that	challenge.”	

Compliance, Standards, 
and “Greening”

For	a	portion	of	the	end-user	
market,	convergence	isn’t	optional,	
and	those	in	the	government,	health-
care	and	other	regulated	markets	
are	looking	for	compliance	manage-
ment	solutions	that	can	play	a	big	
role	in	their	facilities.	Other	market	
segments	are	looking	for	ways	to	
go	green,	and	convergence	can	be	a	
huge	benefit	to	them	as	well.
“There	is	a	focus	on	compliance	

management,	particularly	for	indus-
tries	with	federal	regulations	that	
have	been	imposed	on	them,”	says	
Adam	Shane,	AMAG	Technology,	
Inc.	“There	is	a	lot	of	effort	being	
put	into	auditing	and	paperwork	
and	documentation	associated	with	
compliance,	and	a	whole	class	of	

17901 Railroad Street    City of Industry, CA 91748
Toll Free: 877-858-0888    Tel: 626-965-8917    Fax: 626-965-8919
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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.
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software	that	is	facilitating	this.	The	
trend	we	see	is	that	there	is	compli-
ance	management	overseeing	both	
physical	and	logical	access	control.”
John	Fenske	at	HID	Global	sees	

standards	as	a	great	potential	driver	
even	in	the	commercial	market.	
“The	most	acute	example	of	the	
single	card	converged	solution	is	
the	federal	government	with	its	
PIV	card,	but	as	we	look	forward,	
there	is	an	opportunity	for	that	
standard	to	move	into	the	market	
as	a	commercial	identity	verifica-
tion	(CIV)	standard,	and	industries	
could	pick	and	choose	the	pieces	
they	want.”
Beyond	the	“have-tos,”	there	is	a	

full	range	of	companies	getting	into	
the	concept	of	reducing	their	carbon	
footprint,	consolidating	services,	
saving	paper	and	generally	“going	

green.”	For	these	customers,	conver-
gence	is	a	natural	extension.
“How	building	management	

systems	work	today	is	that	the	
facility	sets	the	schedules	for	
lights,	chillers,	boilers,	etc.,”	says	
Bill	Jacobs	at	Next	Level	Security	
Systems.	“Relative	to	convergence	
from	an	energy-efficiency	stand-
point,	it	is	a	real	value-add	to	be	
able	to	converge	physical	and	logical	
security	with	building	manage-
ment	to	create	a	business	rule	that	
these	systems	won’t	turn	on	until	X	
number	of	people	have	entered	the	
building,	and	base	that	occupancy	
on	the	card	reader.”
What	might	this	look	like?	“An	

employee	badges	in	at	the	front	gate,	
and	not	only	does	that	disable	their	
VPN	account	and	enable	logical	
access	in	the	facility,	it	also	sends	

out	a	communication	to	lighting	
and	HVAC	to	turn	on	the	lights	and	
heating	or	air	in	his	section	of	the	
building,”	describes	Steven	Lewis	
of	Tyco	Security	Products,	Software	
House.	“Companies	use	this	to	
become	more	green	and	save	energy	
while	protecting	the	security	of	the	
office.”		

About the Author: Karyn Hodgson is com-
munications manager for the Security Industry 
Association. Visit SIA at www.siaonline.org.
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ONE-OF-A KIND HIGH-SECURITY  
DOOR AND FRAME ASSEMBLY

AMBICO manufactures gold-colored, 

mirror-finished, stainless steel doors and 

frames complementing the architectural 

integrity of this historical building. This  

stunning opening also meets the  

bullet-resistant requirement demanded by 

the owner of this office building in downtown 

Kansas City, Missouri.

www.ambico.com

STRIKES, WRAPS, COVER AND CUSTOM PLATES

Accurate Lock and Hardware can 

custom-make strikes, wraps and cover 

plates to customers’ specifications in a short 

timeframe, ideal for retrofit applications, 

special strike applications (extended lip, 

roller latch, protected back, ball catch, 

Cremone, etc.), and door and frame 

preparation errors. Call, fax or email your 

requirements today! Fax: 203/348-5234; 

sales@accuratelockandhardware.com.

www.accuratelockandhardware.com

PRIVACY, OBSERVATION, SECURITY SOLUTIONS  
BY VISTAMATIC®

Vistamatic® is the world’s leading manufacturer of 

vision panels for manually controlled observation, 

privacy and security. Comprised of three glass sheets 

in an ¹¹/16" sealed unit, this panel fits into any framing. 

The alternating sand-blasted lines and lifetime 

warrantied handle mechanism allow visibility when 

open, and obscure vision when closed.

www.vistamatic.com

RESTORE LOST FIRE RATINGS ON METAL 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 model 

521FS AA is tested for 90-minute UL10C 

fire-rated metal doors with excessive 

undercut up to 1.250”. Save on door 

replacement or structural changes.

www.zerointernational.com

Showcase your products here!
From bullet-resistant doors to low-energy power operators, this section features 

all of the latest products and technology advances this industry has to offer for 
improving life safety and security in any facility. No matter what size project you’re 
working on, you’ll find plenty of great products here to choose from!

	 Contact	Molly	Long	at	mlong@dhi.org.

MRX-A LIGATURE RESISTANT MORTISE LOCK

TownSteel is pleased to announce a new product: MRXA 

Ligature Resistant Mortise Lock. It meets 5-point ligature-

resistant design. Mortise body exceeds requirements of ANSI/

BHMA A156.13-2005 Grade 1 and is UL listed 3-hour fire rating. 

www.townsteel.com

http://www.ambico.com
mailto:sales@accuratelockandhardware.com
http://www.accuratelockandhardware.com
http://www.zerointernational.com/
http://www.townsteel.com
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AMWELD® LE-F5 SERIES 
TORNADO-RATED STEEL  

DOORS AND FRAMES

Black Mountain Door 

introduces a complete line of 

tornado-rated doors and frames, 

certified by ITS to FEMA 361 and 

320 and ICC 500. Designed to 

withstand extreme wind speeds 

and protect from the outside 

forces of tornadoes, these doors 

are manufactured in America 

using the exclusive Laser-Edge™ 

continuous welding process. 

www.blackmoutaindoor.com

THE OMNIA PRODIGY COLLECTION

For nearly 50 years, OMNIA has created a legacy of 

manufacturing elegant, high-quality door hardware 

forged from solid brass. This standard continues with the 

introduction of the OMNIA Prodigy collection. The seven 

designs, ranging from sleek to sparkling and offered in six 

popular finishes, were engineered with beauty, durability 

and affordability in mind.

www.omniaindustries.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

BALANCED DOORS

Narrow stile balanced doors from  

Ellison Bronze feature thin, decorative 

edges with balanced door systems 

available in stainless steel, bronze or 

aluminum. The torsion bar closer spring 

can be either concealed within the door 

frame or exposed. These doors can also 

be equipped with Ellison PowerNow 

power operators.

www.ellisonbronze.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 4 6
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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

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

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

FINGER GUARD  
PREVENTS ACCIDENTS

National Guard Products’ 

Finger Guard is designed to 

help prevent injury to fingers 

accidentally placed in the 

hinge area of a door. This 

unique product features an 

internal spring mechanism that 

maintains constant tension 

against the polyethylene 

fabric. This covers the 

dangerous area behind the 

edge of the door to prevent 

accessibility to this area.

www.ngp.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

25th Anniversary  1987-2012



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!

Like most in this industry, Brian Leventry, AHC 

attributes his involvement in this industry to “dumb luck” 
rather than any specific career plan or lofty ambition. “I 
was working in an architectural firm when I saw an ad for 
an estimator,” he recalls. “Little did I know it was for doing 
take-offs of hollow metal doors and frames.”

That job ultimately proved to be the culmination of 
what has been a 35-year-long career path through differ-
ent areas of the construction industry. Moving from ma-

sonry to architecture to architectural openings, he then began to explore the different 
segments of this industry.

“I started out doing estimates and then moved into detailing, project management, 
spec writing and sales,” he explains. “Now I mostly focus on project management and 
detailing.” 

Not surprisingly, it is the challenge of working on something new every day that 
has become his favorite aspect of this career and the reason he’s stayed in this indus-
try for the last 27 years.

Well, that and the fact that “I’m too old to lay brick anymore,” he says wryly. 
Although Brian enjoys meeting these ever-changing demands, cultivating the 

knowledge to do so required significant assistance. He credits his mentor Jimmy 
Merchant as having a profound impact on his career. “The amount of information he 
crammed into my head has become second nature now,” he says proudly. 

Brian also joined DHI and eventually earned his AHC credential. “It’s a great way to 
network,” he says. “It also helps keep you up-to-date on trends, products and codes.” 

Not surprisingly, staying current on these issues is a growing challenge, and as he 
looks to the future, it’s difficult to see how this industry will evolve. “The way technol-
ogy is rapidly advancing, it’s hard to say,” he says. “My best guess is that keyed locks 
will be obsolete, and most doors will slide rather than swing.”

However, like so many in our industry, the greatest challenge he sees is not the 
evolution of doors or the convergence of security and life safety; it’s “Finding young 
replacements for us members of the old guard.” 

He’s hopeful that this will prove to be yet another problem that this industry will 
find solutions for—after all, that’s what they do. In the meantime, his advice for those 
who are recruited into the openings workforce is simple: “Ask all the questions you 
can. There’s no such thing as a dumb question, just dumb mistakes.”  ●

Brian M. Leventry, AHC
C.H. EDWARDS, INC.
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ENERAL NOTES FREQUENTLY INCLUDE	
content	that	is	more	appropriately—and	
probably	is—indicated	elsewhere.	However,	
design	professionals	seem	to	embrace	the	
mantra	that	mentioning	it	once	is	good,	but	

mentioning	it	twice	(or	more)	is	even	better.
The	problem	with	mentioning	a	requirement	more	

than	once	is	the	potential	conflict	between	the	various	
requirement	locations.	The	CSI	principle	of	“say	it	once	
and	in	the	right	place”	arose	out	of	frequent	conflicts	
between	drawings,	specifications	and	other	contract	
documents,	and	many	of	these	conflicts	are	generated	
through	the	improper	use	of	notes	on	drawings.
There	are	three	types	of	general	notes	that	can	be	

used	in	a	set	of	construction	drawings.	Listed	below	
is	each	type,	along	with	the	description	found	in	the	
Uniform Drawing System	(UDS),	which	is	a	part	of	the	
National CAD Standard	(NCS):
n General Notes:	“Notes	that	apply	to	the	entire	work.	
As	such,	general	notes	apply	equally	to	all	disciplines	
and	to	all	sheets	within	the	drawing	set.”

n General [Discipline] Notes:	“Notes	that	apply	
only	to	a	particular	design	discipline.	Users	should	
provide	a	heading	for	these	notes	by	replacing	the	
[discipline]	place	holder	with	the	name	of	the	partic-
ular	design	discipline.”

n General Sheet Notes:	“Notes	that	apply	only	to	the	
particular	sheet	on	which	they	appear.”

General Notes

As	described	in	the	UDS,	general	notes	provide	infor-
mation	that	is	applicable	to	all	sheets	for	all	disciplines.	
Therefore,	architects	(who	are,	in	most	cases,	the	prime	
design	professionals)	need	to	make	sure	that	the	basic	
general	notes	included	in	the	construction	documents	
are	applicable	to	all	disciplines.	If	they	apply	only	to	the	

architectural	sheets,	then	they	should	be	identified	as	
such	per	the	second	type	of	general	notes.
Take	a	look	at	most	general	notes	on	a	set	of	construc-

tion	drawings,	and	you	will	notice	that	in	many	cases,	
the	notes	are	many	and	sometimes	lengthy.	If	archi-
tects	were	to	spend	a	little	time	actually	reading	the	
“general”	notes	they	place	on	the	drawings,	they	would	
likely	find	that	one	of	the	three	following	characteristics	
applies	to	most	of	them:

1.	 The	intent	of	the	note	is	already	addressed	in	the	
general	conditions	of	the	contract.

2.	 The	intent	of	the	note	is	already	addressed	in	Division	
01	of	the	specifications.

3.	 The	note	is	only	applicable	to	the	architectural	
sheets.

For	example,	consider	the	following	note,	which,	in	
some	variation,	is	commonly	found	in	many	General	
Notes:

Discrepancies between actual condition and drawings shall 
be brought to the attention of the Architect. Contractor shall 
submit specific discrepancies for Architect review.

Characteristic	#1	would	apply	to	this	example,	
since	the	general	conditions	will	usually	address	this	
situation.	For	projects	using	the	American	Institute	
of	Architects	(AIA)	Document	A201-2007,	General 
Conditions of the Contract for Construction,	Section	3.2.2	
covers	the	same	requirement	(see	quote	with	added	
bold),	but	it	includes	more	specific	direction	for	the	
contractor:

Because the Contract Documents are complementary, the 
Contractor shall, before starting each portion of the Work, 
carefully study and compare the various Contract Documents 

 vs. 
 Other Contract Documents

By Ronald L. Geren, AIA, CSI, CCS, CCCA, SCIP
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relative to that portion of the Work, 
as well as the information furnished 
by the Owner pursuant to Section 
2.2.3, shall take field measurements of 
any existing conditions related to that 
portion of the Work, and shall observe 
any conditions at the site affecting it. 
These obligations are for the purpose of 
facilitating coordination and construc-
tion by the Contractor and are not for 
the purpose of discovering errors, omis-
sions, or inconsistencies in the Contract 
Documents; however, the Contractor 
shall promptly report to the 
Architect any errors, inconsisten-
cies, or omissions discovered by or 
made known to the Contractor as 
a request for information in such 
form as the Architect may require. 
It is recognized that the Contractor’s 
review is made in the Contractor’s capac-
ity as a contractor and not as a licensed 
design professional, unless otherwise 
specifically provided in the Contract 
Documents. 

If	the	project	does	not	use	AIA	
Document	A201,	the	architect	
should	review	the	general	condi-
tions	that	will	be	used	for	similar	
language.	If	no	similar	requirement	
is	in	the	general	conditions,	then	
a	general	note	on	the	drawings,	
like	the	example,	or	a	requirement	
in	specification	Section	01	73	00,	
Execution,	would	suffice.	However,	
the	requirement	should	be	revised	
to	include	the	method	in	which	the	
contractor	should	inform	the	archi-
tect,	such	as	AIA	Document	G716,	
Request for Information	form,	CSI	
Form	13.2A,	Request for Interpretation,	
or	some	other	approved	form	or	
electronic	method.
General	notes	that	paraphrase	

requirements	provided	elsewhere	
(e.g.,	the	general	conditions	or	
specifications)	may	generate	various	
interpretations.	Altered	wording	

used	in	a	general	note	to	simplify	it	
may	be	interpreted	differently	than	
the	more	specific	wording	used	in	
another	contract	document.	Even	
though	the	intent	may	have	been	to	
replicate	a	requirement,	the	para-
phrased	format	of	the	general	note	
itself	could	create	a	conflict.
Another	common	general	note	is	

one	similar	to	the	following:

All work shall be performed with the 
highest level of workmanship standards 
of the building trades working under 
this contract.

The	first	question	that	should	
come	to	anyone’s	mind	after	read-
ing	this	note	should	be,	“How	will	
it	be	enforced?”	This	overarching	
requirement	is	akin	to	requiring	
design	professionals	to	perform	to	
the	highest	level	of	care—something	
professional	liability	insurers	will	
refuse	to	insure.	Characteristic	#2	
would	apply	to	this	note,	so	leave	
it	out,	and	let	the	specifications	
establish	the	minimum	level	of	
workmanship	through	the	use	of	
tolerances	and	reference	standards.
Finally,	as	an	example	of	char-

acteristic	#3,	take	a	look	at	this	
“general”	note:

Provide blocking behind all wall-
mounted door stops.

This	note	is	only	applicable	to	the	
architectural	drawings.	General	
notes	that	are	specific	to	a	discipline	
should	be	separated	from	the	basic	
general	notes	and	located	with	the	
discipline	sheets	to	which	they	
apply.	Thus,	the	example	note	
should	be	placed	with	the	General	
Architectural	Notes.

General [Discipline] Notes

General	[discipline]	notes,	as	the	
format	implies,	identify	general	
notes	that	are	specific	to	a	particular	
discipline—with	the	bracketed	
“Discipline”	being	replaced	with	
the	applicable	discipline,	such	
as	“Architectural,”	“Structural,”	
“Mechanical,”	“Electrical,”	etc.	
Although	the	UDS	provides	a	
format	for	titling	the	general	notes	
for	disciplines,	very	few	disciplines	
actually	follow	it.	Most	disciplines	
use	the	title	“General	Notes”	and	
place	them	on	the	first	sheet	of	their	
drawings,	assuming	that	readers	of	
the	drawings	will	make	the	connec-
tion.	The	rare	exception	is	the	struc-
tural	engineering	profession,	which	
seems	to	have	universally	adopted	
the	format	(more	on	this	later).
These	notes	suffer	some	of	the	

same	afflictions	that	basic	general	
notes	do—primarily	characteristics	
#1	and	#2.	General	discipline	notes	
also	display	another	affliction	that	
is	specific	to	this	type	of	note:	they	
frequently	address	the	subcontrac-
tor/tradesperson.	An	example	of	this	
problem	is	illustrated	in	the	follow-
ing	actual	note	used	on	the	first	
sheet	of	mechanical	drawings	in	a	
set	of	construction	drawings:

The mechanical contractor shall be 
familiar with all contract documents 
for all trades and shall coordinate with 
other contractors.

The	problem	with	this	note	
is	that	it	specifically	addresses	
the	“mechanical	contractor.”	
For	single-prime	contracts,	and	
depending	on	the	project	delivery	
method,	the	drawings	are	part	of	
the	contract	between	the	owner	
and	the	general	contractor—not	
the	mechanical	contractor	(who	is	



actually	a	subcontractor).	There	is	
no	contract	between	the	owner	and	
a	subcontractor.	As	a	matter	of	fact,	
AIA	Document	A201	specifically	
addresses	this	in	Section	1.1.2	(bold	
added):

…The Contract Documents shall 
not be construed to create a contrac-
tual relationship of any kind (1) 
between the Contractor and the Architect 
or the Architect’s consultants, (2) between 
the Owner and a Subcontractor or 
a Sub-subcontractor, (3) between the 
Owner and the Architect or the Architect’s 
consultants or (4) between any persons 
or entities other than the Owner and the 
Contractor….

Therefore,	all	requirements,	
whether	placed	on	the	drawings,	
in	the	specifications,	or	elsewhere,	

should	be	directed	to	the	contractor	
on	the	project.
Another	issue	with	the	example	

discipline	note	is	the	direction	given	
to	the	mechanical	contractor	to	“coor-
dinate	with	other	contractors.”	Under	
a	single-prime	contract,	the	general	
contractor	is	given	the	responsibility	
for	coordination—typically	in	Section	
01	31	00,	Project	Management	and	
Coordination,	of	the	specifications.	
Thus,	that	portion	of	the	note	can	be	
stricken	based	on	characteristic	#2.	
But	wait,	there	is	more….
The	example	discipline	note	can	

also	fall	under	characteristic	#1	based	
on	the	statement	that	the	mechani-
cal	contractor	“be	familiar	with	all	
contract	documents.”	This	is	a	basic	
requirement	that	is	already	expressly	
stated	in	AIA	Document	A201	in	
Section	3.2.2	quoted	previously.

One	area	where	general	disci-
pline	notes	have	been	taken	to	the	
extreme	is	in	the	structural	engi-
neering	field.	General	Structural	
Notes,	or	GSNs,	as	they	are	
commonly	referred	to,	are	included	
with	such	great	detail	that	they	
border	on	the	edge	of	specifica-
tions	(actually,	they	have	probably	
crossed	that	line).	Structural	engi-
neers	have	defended	the	practice	
by	stating	that	the	information	is	
required	by	the	building	code.	That	
is	partially	true.
Section	1603.1	of	the	2012	

International Building Code	(IBC)	
requires	that	the	construction	docu-
ments	indicate	“design	loads	and	
other	information	pertinent	to	the	
structural	design	required	by	Sections	
1603.1.1	through	1603.1.9.”	However,	
the	sections	identified	by	the	IBC	only	
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require	that	live	loads	(floor	and	roof),	
snow	loads,	wind	loads,	seismic	data,	
geotechnical	information,	flood	data,	
special	loads,	and	items	requiring	
special	inspection	be	shown	on	the	
construction	documents.	Nowhere	
does	it	mention	that	material	and	
installation	requirements	be	shown.	
The	specifications	are	a	more	appro-
priate	location	for	those	requirements.

General Sheet Notes

General	sheet	notes	are	not	to	
be	confused	with	the	keynotes	
used	on	the	sheet—they	are	simply	
general	notes	that	apply	to	the	sheet	
on	which	they	are	placed.	General	
sheet	notes	typically	do	not	apply	
to	a	single	item	on	the	sheet	but	
provide	written	explanatory	infor-
mation	for	interpreting	the	graphic	
information	shown	on	the	sheet.
The	same	general	sheet	note	may	

appear	on	multiple	sheets	of	the	same	
type.	For	example,	the	following	
general	sheet	note	may	be	repeated	
on	all	applicable	floor	plan	sheets:

All dimensions are to face of stud 
unless noted otherwise.

Or	the	following	note	may	appear	
on	all	reflected	ceiling	plans:

Ceiling heights shown are 9’-0” 
unless noted otherwise.

However,	if	a	note	is	used	on	
every	architectural	sheet	because	it	
is	applicable	to	every	sheet	(charac-
teristic	#3),	then	the	note	should	be	
mentioned	only	once	at	the	begin-
ning	of	the	architectural	sheets	as	a	
general	discipline	note.	The	general	
sheet	notes,	like	the	other	notes	
discussed,	can	also	find	themselves	
replicating	other	requirements	per	
characteristics	#1	and	#2,	so	they	

should	be	reviewed	to	prevent	dupli-
cating	or	conflicting	information.

Conclusion

General	notes	are	important	
for	proper	interpretation	of	the	
construction	drawings,	but	like	
many	things,	more	does	not	always	
mean	better.	General	notes	used	

on	drawings	should	be	carefully	
selected	and	written	so	as	not	to	
duplicate,	paraphrase	or	contradict	
other	contract	documents.	

About the Author: Ronald L. Geren, AIA, CSI, CCS, 
CCCA, SCIP is a Certified Construction Specifier 
and a Certified Construction Contract Administrator 
and is the principal of RLGA Technical Services, 
located in Scottsdale, Arizona, which provides speci-
fications and code consulting services to architects, 
engineers, owners and product manufacturers.
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DECODED:

From the well-known blog 

idighardware.com, 

Lori Greene brings some 

much-needed clarity to 

codes.

Actuators  
for Low-Energy 
Operators

BY LORI GREENE, AHC/CDC, CCPR, FDHI

ROM A CODES AND STANDARDS PERSPECTIVE, THERE ARE THREE BASIC	
types	of	automatic	operators	for	swinging	doors:	power-assist,	low-energy	
power-operated,	and	power-operated	(also	known	as	full-power-operated).

n	 	Power-assist	operators	reduce	the	opening	force	so	the	door	can	be	manually	
opened	more	easily,	but	they	do	not	completely	open	the	door	without	force	
applied	manually.	These	operators	are	usually	activated	by	pushing	or	pulling	
the	door,	although	occasionally	a	wall-mounted	actuator	is	used	to	reduce	the	
force	only	for	users	who	need	that	feature.

n	 	Low-energy	operators	are	often	used	when	the	door	will	be	opened	manually	
by	some	users	and	automatically	by	others.	The	doors	are	subject	to	limitations	
on	opening	speed	and	force	to	limit	the	generation	of	kinetic	energy	and	the	
potential	for	injury,	and	they	must	be	operated	by	a	“knowing	act.”	Because	
of	these	limits,	most	doors	with	low-energy	operators	are	not	required	to	have	
safety	sensors,	control	mats,	or	guide	rails.

n	 	Full-power	operators	are	typically	found	on	high-use	openings	like	the	entrance	
to	a	grocery	store	or	department	store.	They	are	not	subject	to	the	same	restrictions	
on	speed	and	force,	and	they	require	safety	sensors	or	control	mats	and	guide	rails	to	
prevent	the	doors	from	opening	if	someone	is	in	the	path	of	the	door	swing.

ANSI/BHMA	A156.19,	Power Assist & Low Energy Power Operated Doors,	is	the	standard	
that	applies	to	power-assist	and	low-energy	operators;	ANSI/BHMA	A156.10,	Standard for 
Power Operated Pedestrian Doors,	covers	full-power	operators.	Both	of	these	standards	are	
referenced	by	the	International Building Code and	other	publications,	so	most	of	the	detailed	
requirements	are	found	in	these	standards	rather	than	within	the	codes,	but	as	referenced	
standards,	the	requirements	effectively	become	part	of	the	code.
The	2007	edition	of	ANSI/BHMA	A156.19	introduced	a	requirement	for	power-assist	

and	low-energy	power-operated	doors	to	be	activated	by	a	“knowing	act.”	The	knowing	
act	method	may	be	a	push	plate	actuator	or	non-contact	switch	mounted	on	the	wall	or	
jamb,	the	act	of	manually	pushing	or	pulling	a	door,	or	an	access	control	device	like	a	card	
reader,	keypad,	or	keyswitch.
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The	standard	also	makes	recommendations	regarding	the	
mounting	location	of	a	knowing	act	switch,	including	the	
following.	Preferably,	the	switch	should	be::

n	 	Mounted	within	one	to	five	feet	from	the	door	but	
not	more	than	12	feet

n	 	Accessible	from	the	swing	side	when	the	door	is	
open

n	 	Not	in	a	location	where	the	user	would	be	in	the	
path	of	the	moving	door

n	 	Mounted	so	the	user	can	see	the	door	when	acti-
vating	the	switch

n	 	At	an	installation	height	of	34	inches	minimum	and	48	
inches	maximum	above	the	floor

The	2010	ADA	Standards for Accessible Design,	and	ICC	
A117.1,	Accessible and Usable Buildings and Facilities,	also	
contain	requirements	pertaining	to	the	actuators	for	
automatic	doors.	Clear	floor	space	for	a	wheelchair	must	be	
provided	adjacent	to	the	actuator	and	beyond	the	arc	of	the	
door	swing.	The	mounting	height	is	variable,	depending	on	
the	reach	range	associated	with	the	location	of	the	switch,	
but	the	range	recommended	by	the	ANSI/BHMA	standards	
is	acceptable	for	most	applications.	Actuators	must	not	
require	tight	grasping,	pinching,	or	twisting	of	the	wrist	to	
operate,	and	the	operating	force	is	limited	to	five	pounds	
maximum.
Stepping	into	the	field	of	a	motion	sensor	is	not	consid-

ered	a	knowing	act.	If	automatic	operation	via	a	motion	
sensor	is	desired,	automatic	doors	must	comply	with	the	
standard	for	full-power	operators:	ANSI/BHMA	A156.10,	
instead	of	A156.19.	This	means	that	even	though	the	door	
may	have	a	low-energy	or	power-assist	operator,	it	has	
to	meet	the	same	requirements	as	a	full-power	operator,	
including	the	safety	sensors	or	control	mats	and	guide	rails.	

Guide	rails	are	required	on	
the	swing	side	of	each	door	
and	are	typically	30	inches	
high.	For	some	locations,	the	
need	for	guide	rails	may	mean	
that	motion	sensor	operation	
is	not	feasible.	If	certain	crite-
ria	are	met,	walls	may	be	used	
in	place	of	guide	rails.	When	
doors	are	installed	across	
a	corridor,	guide	rails	are	
not	required	if	the	distance	
between	the	wall	and	the	door	
in	the	90-degree	open	position	
does	not	exceed	10	inches.

The	2010	California Building Code	requires	two	push	plate	
actuators	at	each	actuator	location:	one	mounted	between	
seven	and	eight	inches	from	the	floor	to	the	centerline,	
and	the	other	mounted	between	30	and	44	inches	above	
the	floor.	Vertical	actuation	bars	may	be	used	in	lieu	of	
two	separate	actuators,	with	the	bottom	of	the	bar	at	five	
inches	maximum	above	the	floor,	and	the	top	at	35	inches	
minimum	above	the	floor.	Actuators	must	be	in	a	conspicu-
ous	location,	with	a	level	and	clear	ground	space	outside	
of	the	door	swing.	The	minimum	size	for	push	plates	is	
four	inches,	and	the	minimum	operable	portion	for	vertical	
actuation	bars	is	two	inches	wide.	Both	types	of	actuators	
must	display	the	International	Symbol	of	Accessibility.

While	all	of	these	requirements	have	the	same	basic	
intent,	it’s	best	to	check	your	state	and	local	code	require-
ments	to	see	which	standard	has	been	adopted	and	what	
the	specifics	are	in	reference	to	actuators	for	automatic	
operators.	Verify	the	actuator	type/quantity,	location,	and	
any	additional	requirements.	And	keep	in	mind	that	addi-
tional	safety	features,	including	sensors	and	guide	rails,	
may	be	required	for	low-energy	operators	actuated	by	a	
motion	sensor.  

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

From the 2011 edition of ANSI/BHMA A156.10, a swing door equipped 
with guide rails and control mats

llustrations Courtesy of the Builders Hardware Manufacturers Association
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36"36"
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6" (152mm) MAX.
2" (51mm) MIN.

SWING DOOR

 GUIDE RAILS

SWING DOOR
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  ADJACENT WALL
  (REF. 6.1.1 EXCEPTION #1)

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

Photos Courtesy of Mark Berger

We know there isn’t a certification required	to make
a	sign.	In	fact,	thanks	to	computers	and	color	printers,	everyone	is	now	in	the	
sign	business.	

Signs	always	fascinate	me.	Especially	ones	with	misspelled	words	or	ones	
that	don’t	quite	make	sense.	I	take	plenty	of	pictures	of	those,	so	I	do	have	
another	hobby	besides	photographing	doors.	

But	there	are	plenty	of	doors	with	signs	that	cause	me	to	stop	and	wonder.	The	
first	question	is	usually,	“Did	the	person	who	created	this	sign	actually	read	it?	If	
so,	what	do	they	think	other	readers	should	do	when	they	come	upon	the	sign?”	

The	key	to	all	of	these	pictures—no	matter	how	silly	the	signs	might	be—is	
that	none	of	these	doors	has	slide	bolts,	chains	or	anything	else	that	would	render	
them	unsafe.	That	makes	this	my	first	column	without	a	single	illegally	locked	door.

By Mark BergerFun with Signs

Bank of Exits  Clearly	the	sign	
maker	wanted	to	impress	upon	
everyone	how	much	these	were	not	
really	exits	by	bolding	the	word NOT	
and	adding	three	exclamation	points	
after	each	statement.	I	also	enjoyed	
the	extra	sign	to	the	left	of	the	bank	
of	doors	that	points	to	another	exit	
path.	Sorry	for	the	blurriness—I	
needed	to	snap	the	shot	before	the	
TSA	caught	wind	of	what	I	was	doing.

Budapest Airport   The	devil	is	in	the	details.	I	can’t	quite	figure	out	why	only	the	door	
on	the	left	has	an	electromagnetic	lock	on	it.	Or	why	the	exit	device	on	the	left	door	does	not	
appear	to	have	any	wires	coming	off	of	it,	but	the	door	to	the	right	does.	Or	why	the	space	in	
front	of	one	of	the	doors	was	deemed	suitable	for	the	environmentally	correct	trash	can.	But	
the	most	fun	is	the	sign,	which	says	“Use	Red	Bar	Only	In	Case	Of	Emergency.”	Anyone	see	a	
red	bar	on	either	door?	There	might	have	been	a	red	bar	on	the	door	to	the	right,	but	it	was	
covered	up	with	another	sign.
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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.

European Emergency Exit  Got	it.	In	case	of	fire,	use	my	fist	
to	break	the	button	protected	behind	glass.	Do	not	pause	to	get	a	
bandage,	but	rather	run	out	the	door.	I	was	glad	the	door	was	propped	
open	by	cardboard,	eliminating	the	whole	bloody	fist	part	of	this	exit.

JFK Lounge  The	old	paper	across	the	doors	
trick.	Works	every	time.	I	like	the	Fire	Exit	sign	that	
appears	to	be	eating	the	leg.	This	being	an	airport,	
of	course	the	doors	are	blocked	by	a	stanchion.	
But	the	one	thing	I	didn’t	see	was	an	audible	
alarm.	I	did	not	press	the	doors	to	see	if	there	was	
another	system.	I	needed	to	make	my	flight.

Pair with Sign  Delayed	egress	signage,	with	the	requisite	one-inch	lettering.	It’s	a	bit	
confusing	(Do	I	hold	for	15	seconds?	How	do	I	know	when	I	can	exit?	Do	I	need	to	check	my	
watch?	etc.),	but	that’s	my	“delayed”	internal	processing	system.	Then,	once	I’ve	figured	
out	the	blue	letters,	I	have	to	process	the	lovely	orange	sign	with	the	stern	warning	“Do	Not	
Use	These	Doors.”	Well,	which	is	it:	Push	for	
15	Seconds,	Emergency	Exit,	or	Do	Not	Use?

Which to Believe You	know	the	old	joke:	
“Who	are	you	going	to	believe:	me	or	your	
eyes?”	Well,	the	panic	bar	usually	says	that	this	
is	an	exit,	the	illuminated	sign	says	“Exit,”	but	
the	paper	sign	says	“No	Exit.”	I	hope	no	one	has	
to	figure	it	out	when	the	building	is	burning.

Great Sign  Occasionally	you	see	a	sign	that’s	simple,	
direct	and	gets	it	right.	Make	that	“On	a	rare	occasion….”



s h e l f  l i f e

By	Jason	Bader

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

Driving Sales through Accounts Receivable
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M 
ORE	THAN	90%	OF	THE	
sales	transactions	between	
companies	involves	some	

form	of	payment	after	the	fact,	yet	
very	few	companies	have	the	ability	
to	maximize	the	potential	of	credit	
as	a	selling	tool.	Unfortunately,	the	
barrier	to	profit	is	trapped	in	our	
perception	of	credit	management:	
mitigation of risk.	
Over	the	last	several	years,	I	have	

become	very	in	tune	with	how	some	
of	our	current	titles	and	perceptions	
can	negatively	impact	profit	perfor-
mance.	In	previous	articles,	I	shared	
how	changes	in	verbiage	can	change	
the	way	people	view	a	facility	or	
function	in	the	organization.	For	
example,	I	am	not	a	fan	of	the	word	
warehouse	when	it	comes	to	the	place	
we	store	all	the	cash	in	a	distributor-
ship.	A	warehouse	describes	a	place	
where	items	are	stored.	We	are	not	

in	the	storage	business,	though	
some	of	us	do	a	pretty	good	impres-
sion	of	it.	We	are	really	supposed	to	
be	in	the	turn-and-earn	business.	If	
we	believe	that	all	inventory	is	just	
cash	in	another	form,	these	facili-
ties	should	be	referred	to	as	vaults.	
Using	this	verbiage,	the	perception	
is	changed.
When	we	look	at	the	purchasing	

function,	a	change	of	verbiage	can	
produce	a	new	way	of	thinking.	The	
terms	buyer	and	purchasing agent	
convey	a	clerical	position.	I	envision	
a	generator	of	profit	through	the	
return	of	investment	on	inventory	
purchased.	No	longer	do	we	have	
buyers	of	stuff;	we	now	have	inven-
tory	investors.	Once	again,	the	
perception	of	primary	function	is	
changed.	
I	have	become	a	recent	convert	

of	another	title	modification.	

This	one	comes	from	the	world	of	
accounts	receivable	management.	
I	have	been	spending	some	time	
with	a	colleague	of	mine,	accounts	
receivable	management	guru	Abe	
WalkingBear	Sanchez.	He	has	been	
helping	shape	my	view	on	the	real	
goal	of	receivables	management:	the	
completion	of	the	sale.	Although	
our	conversations	bring	up	visions	
of	Catholic	school	nuns	with	large	
rulers,	the	message	is	beginning	to	
take	hold.	No	longer	should	we	be	
referring	to	this	function	as	credit	
and	collections.	In	order	to	drive	
our	people	to	maximize	the	great-
est	source	of	working	capital,	we	
need	to	change	their	title	to	Sales 
Completion Specialists.
In	some	of	the	classes	I	teach,	I	

walk	the	participants	through	the	
supply	chain.	I	ask	the	audience	to	
list	off	all	the	ways	that	distributors	
provide	value	to	the	chain.	The	
extension	of	credit	to	our	custom-
ers	is	one	of	these	offerings	we	
provide	to	the	customer.	In	fact,	it	
is	my	opinion	that	the	liberal	exten-
sion	of	credit	to	our	customers	is	
what	lubricates	the	supply	chain.	
If	we	maintained	the	same	rules	
and	tactics	as	those	in	the	banking	
community,	the	whole	chain	would	
come	to	a	grinding	halt.	Of	all	the	
items	that	we	list	as	value-added	
services,	only	one	seems	to	have	a	
negative	connotation:	credit.	Why	
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is	that?	I	believe	that	the	negative	
perception	comes	from	the	account-
ing	view	of	outstanding	debt.	The	
extension	of	business-to-business	
credit	is	the	conduit	to	the	most	
profitable	sale	yet to happen.	
When	an	invoice	goes	past	due,	

all	of	a	sudden	it	become	this	nega-
tive	entity	in	our	organization.	Just	
yesterday	it	was	an	order	from	a	
valued	customer—high	praise	and	
high	fives	all	around.	Yet	today,	
that	customer	order	just	became	an	
invoice	from	a	debtor.	Did	you	feel	
the	air	go	out	of	our	party	balloon?	
As	this	order	crossed	from	the	
optimistic	world	of	sales	to	the	risk	
mitigation	world	of	accounting,	it	
became	an	invoice.	Unfortunately,	
this	change	in	perception	follows	
through	to	the	treatment	of	the	
recipient	of	the	invoice.	When	
customers	pay	on	time,	they	are	
the	lifeblood	of	the	company.	One	
day	late,	and	those	same	customers	
become	debts	to	be	collected.	
What	if	our	credit	management	

professionals	would	start	seeing	the	
world	through	sales-tinted	glasses?	
What	would	their	interactions	look	
like?	I	suspect	that	they	would	find	
ways	to	keep	the	customer	buying	
versus	restricting	the	exposure	
to	bad	debt.	Are	all	slow-paying	
customers	bad?	Not	a	chance.	They	
just	have	a	payment	process	that	is	
out	of	sync	with	our	sales	comple-
tion	process.	
I	speak	to	a	lot	of	manufacturer	

sales	reps	about	how	to	call	on	
their	distribution	clients.	Without	a	
doubt,	the	biggest	barrier	to	success	
is	communication	breakdown.	
Rather	than	ask	customers	about	
their	preferences	in	communica-
tion,	the	frustrated	rep	tries	to	use	
the	same	approach	with	everyone.	
The	successful	sales	representative	
demonstrates	the	ability	to	work	

in	the	style	of	the	account	they	
are	calling	on.	Some	folks	love	to	
talk	at	length	about	their	bowling	
trophies;	others	want	you	to	email	
them	an	agenda	ahead	of	time.	
The	successful	rep	adapts	to	the	
environment	in	order	to	trigger	a	
purchase.	Couldn’t	the	same	logic	
be	applied	to	role	of	sales	comple-
tion?	The	goal	is	to	secure	payment,	
yes,	but	isn’t	the	bigger	goal	to	
keep	customers	using	that	line	of	
credit?	By	adapting	to	the	payment	
processes	of	the	customers,	as	well	
as	their	preferred	communication	
method,	sales	completion	special-
ists	have	the	greatest	opportu-
nity	to	meet	their	objectives.	
Allow	me	to	go	one	step	further	

in	the	transformation	process.	
Successful	sales	people	develop	
profiles	on	the	accounts	they	call	
on.	They	capture	information	on	
decision	makers,	communication	
preferences	and	personal	infor-
mation,	right	down	to	the	sports	
their	children	participate	in.	Now	
some	sales	folks	try	to	manage	
this	data	in	between	their	ears,	
but	the	real	professionals	have	
help:	CRM.	Customer	relationship	
management	software	helps	us	
maintain,	and	quickly	retrieve,	vast	
amount	of	information	about	the	
folks	we	conduct	business	with.	
Could	this	solution	be	adapted	to	
the	sales	completion	specialist?	
Using	technology	such	as	CRM,	
the	sales	completion	special-
ist	could	adapt	the	extension	of	
credit	to	match	the	needs	of	the	
individual	customer.	The	more	
we	know	about	the	customers	we	
serve,	the	faster	we	get	paid.	By	
developing	this	relationship	with	
our	counterpart	in	the	payables	
department,	we	move	to	the	top	of	
the	list	when	checks	are	being	cut.	
Believe	it	or	not,	people	still	favor	

those	they	know,	like	and	trust.	
Isn’t	credit	management	starting	to	
sound	more	and	more	like	sales?
How	can	our	sales	completion	

specialists	directly	enhance	sales?	
By	considering	credit	approval	
based	on	the	product	value	at	the	
time	of	sale.	Would	you	extend	
more	liberal	terms	on	obsolete	
inventory?	I	suspect	that	you	might	
even	turn	a	blind	eye	to	check-
ing	credit	scores.	If	a	portion	of	
the	debt	goes	bad,	what	have	you	
really	lost?	Even	if	the	bad	debt	
was	20%,	wouldn’t	you	be	thrilled	
to	convert	80%	of	it	back	to	spend-
able	cash?	From	a	sales	perspec-
tive,	the	cup	is	always	half	full.	
I	know	this	concept	may	seem	like	

a	paradigm	shift	from	your	current	
thoughts	on	credit	management,	but	
let	it	sink	in	a	bit.	Trust	me,	I	was	
not	an	instant	convert	to	this	philos-
ophy.	Go	back	and	look	at	how	your	
company	performs	the	accounts	
receivable	function.	Do	your	credit	
policies	enhance	the	sales	process?	
Can	you	honestly	say	that	your	
extension	of	credit	is	a	profit	center	
in	the	company?	Distributors	are	
first	and	foremost	in	the	selling	
business.	By	adding	a	little	touch	of	
selling	magic	to	the	way	we	manage	
our	sales	completion	process,	we	
might	just	have	the	opportunity	to	
capture	the	most	profitable	sale—yet 
to happen.	As	always,	I	am	here	to	
help	you	make	the	transition.		

	
About the Author: Jason Bader is the managing 
partner of The Distribution Team, a firm that 
specializes in helping distributors become more 
profitable through strategic planning and oper-
ating efficiencies. The first 20 years of his career 
were spent working as a distribution executive. 
Today, he is a regular speaker at industry events 
and spends much of his time coaching individual 
distribution companies. For more informa-
tion, contact him 503/282-2333 or Jason@
Distributionteam.com. Visit The Distribution 
Team’s website at www.thedistributionteam.com. 

mailto:Jason@Distributionteam.com
mailto:Jason@Distributionteam.com
http://www.thedistributionteam.com/
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Charles Anthony 
Promoted to Vice 
President of Sales 
and Marketing at 
Secura Key

Secura	Key,	

a	supplier	of	

RFID	and	access	

control	prod-

ucts,	is	pleased	

to	announce	that	Charles	Anthony	has	

been	promoted	to	the	position	of	Vice	

President	of	Sales	and	Marketing.	In	his	

new	position,	Anthony	will	be	respon-

sible	for	the	global	sales	and	marketing	

effort	across	all	Secura	Key	product	

categories.	

An	executive	sales	management	profes-

sional	with	nearly	30	years	of	experience,	

Anthony	joined	Secura	Key	in	2007	as	a	

Regional	Sales	Manager.	He	has	extensive	

experience	in	supply	chain	sales,	selling	

to	Fortune	500	accounts,	and	developing	

and	providing	complete	turnkey	delivery	

solutions	for	the	financial,	educational,	

commercial,	and	retail	markets.

Boon Edam, Inc. Hires Two New Sales 
Representatives 

Boon	Edam,	Inc.,	manufacturer	of	secu-

rity	entrance	solutions	in	North	America,	

is	pleased	to	announce	further	expan-

sion	of	its	sales	team.	

New	Central-Midwest	Territory	

Sales	Manager:	Art	Bullman	is	the	new	

Territory	Sales	Manager	and	will	handle	

the	central	Midwestern	states	in	the	USA.	

Mr.	Bullman	joins	Boon	Edam	with	more	

than	38	years	of	sales	and	operations	

experience	in	

the	construc-

tion	industry.	

The	last	31	

years	were	at	

Stanley	Access	

Technologies	

as	a	Territory	

Manager,	

National	

Accounts	

Manager	and	

Government	

Business	

Development	

Manager.	

New	West-

North	Territory	

Sales	Manager:	Joe	Seagriff,	also	for-

merly	of	Stanley	Access	Technologies,	

is	the	new	Territory	Sales	Manager	for	

the	west	north	region.	Mr.	Seagriff	joins	

Boon	Edam	with	more	than	10	years	of	

sales	and	operations	experience	in	the	

automatic	door	industry.	During	this	

time,	Mr.	Seagriff	held	the	positions	of	

National	Account	Project	Manager	and	

Territory	Manager	on	both	the	East	and	

West	Coasts.	

To	learn	more,	visit	Boon	Edam	at	

www.boonedam.us.

•  Lead Lined Wood & 
Steel Doors
Pre-fi nished, Pre-machined, 
Plastic Laminated, 
Up to 3 h. Fire Labels, 
Custom Sizes, Profi les 
STC Rating Available

•  Lead Lined Steel 
Door Frames
Structural Steel, 
Reinforced, Custom 
Throats and Profi les

LEAD LINED MATERIALS 
FOR X-RAY PROTECTION

206 Cleveland Street • Cary Point Industrial Park • Cary, Illinois 60013-2971

•  Neutron 
Shielding Doors

•  View Window 
Frames and Glass
Two piece adjustable 
throat available.

•  Lead Drywall 

•  Lead Plywood 

•  Lead Bricks

Visit us at our website WWW. ACCURATESHIELD.COM

Many Items in Stock for Immediate Shipment.
CALL FOR DETAILS: 800-336-5371 • 847-639-5533 
FAX: 847-639-2088  EMAIL: ACCSHIELD@DLS.NET

Charles Anthony

Art Bullman

Joe Seagriff
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School Doorway Security Assessment  
App Now Available

K-12 schools can conduct a thorough 

safety and security review of their door-

ways using a new site assessment iPad 

app from ASSA ABLOY. The ASSA ABLOY 

School Security Solutions assessment 

tool guides the user through a detailed 

site survey that catalogues every door 

opening and captures specific school 

security requirements and campus 

details. The app conducts a detailed 

analysis based on the functionality of 

each opening type, including classroom, 

main entrance, office, assembly area and 

more.

ASSA ABLOY provides critical support 

for the functionality, performance and 

security of your school’s door openings. 

Download the free iPad app from iTunes 

today, and review the status of your 

school doorway safety and security: 

https://itunes.apple.com/WebObjects/

MZStore.woa/wa/viewSoftware?id=6574

33343&mt=8. 

For more information about school 

safety and security services from  

ASSA ABLOY, visit www.assaabloydss.

com/K12.

Kaba Offers New System for Employing Access 
Control Management 

As part of the AX.S Series Access Control 

product line, Kaba Access and Data 

Systems (ADS) announces the availability 

of the Access Manager 300 (AM300) and 

Door Unit 500 (AD500) system. The two-

piece combination enables businesses 

to provide access control capabilities 

without the installation of software or 

servers. An embedded application on 

the AM300 arranges and manages data 

directly on the device. Users simply type 

the IP address into any web browser 

and log in to the system; the screen 

displays the application options. From 

the main menu, users can administer the 

system, set up users, view events, and 

run reports. 

The Embedded Access Control Series 

rounds out Kaba ADS’s access control and 

data capture product suite. In addition to 

this series, Kaba ADS offers mechanical 

and electronic locks, multihousing sys-

tems, physical access systems, safe and 

container locks, and hotel locks. Visit us 

at www.kaba-adsamericas.com.

Arrow Offers Versatile QL and MLX Series 
Cylindrical Lever Locks 

Underscoring its commitment to 

provide the highest levels of security 

and versatility for the broadest array of 

commercial applications, Arrow, an ASSA 

ABLOY Group company, introduced the 

QL Series and MLX Series of cylindrical 

lever locks to its selection of profes-

sional replacement products. Both series 

are designed as a low-cost option for 

efficiently upgrading a facility’s locksets. 
Cer ti f y ing Product Reliabilit y  

Agains t Fire

Guardian Fire Test Labs, Buffalo, NY
Area Office: 15 Wenonah Terr.,

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

Fax: 716-835-5682
Email: gftli@earthlink.net

Web Site: www.firetesting.com

MEMO
To:  Fire Door & Frame Manufacturers, 

Machiners & Distributors
From: Guardian Fire Testing Labs

ISO 17025:2005 Accredited test lab;  
Accredited Inspection & Product Certification 
Agency per ISO 17020 & ISO Guide 65

Re: Guardian Specialty Door Program
1 . Having problems with fire rated 
labels for your specialty doors? 
GUARDIAN CAN HELP SOLVE  
YOUR PROBLEM .
2 . Submit shop drawings to Guardian for 
approval of the door’s fire-rated status. 
CONTACT US FOR FAST, EFFICIENT 
LABELING SERVICE:
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MLX Shown

https://itunes.apple.com/WebObjects/MZStore.woa/wa/viewSoftware?id=657433343&mt=8
https://itunes.apple.com/WebObjects/MZStore.woa/wa/viewSoftware?id=657433343&mt=8
https://itunes.apple.com/WebObjects/MZStore.woa/wa/viewSoftware?id=657433343&mt=8
http://www.assaabloydss.com/K12
http://www.assaabloydss.com/K12
http://www.kaba-adsamericas.com
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Providing a vigorous freewheeling 

lever for vandal resistance and a two-

screw lockset install for quick installation, 

the QL and MLX Series come with an 

array of functions and finishes to retrofit 

any existing door. 

For more information about the new 

QL and MLX Series cylindrical lever locks, 

please visit www.arrowlock.com. 

Stanley Security Introduces New SFIC Core to 
Stanley Commercial Hardware Brand

STANLEY Security, a provider of access 

control and integrated security solutions, 

introduces its new small-format inter-

changeable core (SFIC) to the STANLEY 

Commercial Hardware brand. Designed 

to meet a wide range of applications for 

commercial use, the STANLEY Commercial 

Hardware SFIC cores can be used with 

a variety of manufacturers’ products to 

provide the highest level of flexibility.

For existing key systems in need of 

rekeying, using the STANLEY Commercial 

Hardware SFIC cores offers quick and 

easy installation. These cores also offer 

the following features: A2 keying system 

offered with multiple levels of master key-

ing; standard keyway BF: BEST “F”; offered 

in three finishes (satin chrome, bright 

brass, dark bronze powder coat); six-pin 

and seven-pin configurations for the right 

level of security; plastic construction core 

available; lifetime warranty.

For more information about the 

STANLEY Commercial Hardware new 

small-format interchangeable cores, 

or any of STANLEY Security’s first-class 

product offerings, please visit www.

stanleysecurity.com.

CORPORATE

DORMA Gulf and DORMA Middle East  
Awarded ISO 9001 Certification

DORMA Gulf received the prestigious ISO 

9001:2008 certification at an event held 

at the newly-opened flagship DORMA 

showroom, “The World of Access,” in 

Dubai. The certification of DORMA Gulf 

represents a milestone in DORMA’s 

40-year-long presence in the region.

The UAE government’s stand to safe-

guard the end user’s interest has given a 

wider scope to compliance with interna-

tional standards in construction activities 

and highlights the need to improve fire 

safety and building security in the country. 

For more information on DORMA, go 

to www.dorma.com.

http://www.arrowlock.com
http://www.stanleysecurity.com
http://www.stanleysecurity.com
http://www.dorma.com
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Building Relationships, Careers, and Business!
Privately owned company with over 800 employees and 80 years

of success and sales over $175MM. Committed to continued
growth and excellence for all employees and customers. 

We are seeking experienced DOOR INDUSTRY professionals for
operations, commercial sales, and commercial field installation

in existing markets and new markets. Current operations include:

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

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

We invite applicants with a minimum of three years experience in
the door industry to submit resumes. Industry certifications are
desirable, but not required. We offer excellent compensation and
a full benefits package. EOE

Submit resume via:
• E-mail: srrecruiter@dhpace.com
• Fax: 816.480.2682
• Phone: 866.265.9977

Non-smoking environment
Drug screen required
E-Verify participant

www.dhpace.com 11/12

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

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

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

Girtman & Associates, with new offices in LaVergne, TN 
is accepting applications/resumes for the following  
positions in our fast paced growing company:

Senior Project Managers / Project Managers / Detailers

We encourage inquiries from candidates that have a minimum of five 
years experience in the industry and that are looking for an exciting and 
challenging environment to further their career in project management or 
detailing. This opportunity will require the qualified individual to work in 
our beautiful Middle Tennessee location. We offer a full benefits package 
which includes a vacation plan, multiple levels of health insurance, and 
an excellent 401K program. Our compensation plan is very competitive 
and is designed to attract the most experienced and talented individuals. 
Relocation packages are available for the right candidates.

We seek candidates that are proficient in managing or detailing multiple 
projects for the furnishing of doors, frames and hardware for commercial 
construction. Types of projects include hospitals, schools, office buildings, 
retail, etc. Candidates should be highly organized, self-motivated and should 
have some mechanical application ability, although not required. Candidates 
should also possess strong verbal and written communication skills, as well 
as competent decision making skills.

Experience with Microsoft Outlook, Excel and Word along with experience 
using Comsense Advantage/Enterprise, VT Online, Steelcraft OEW, 
Marshfield Doorbuilder and other industry specific software is desirable 
but not required. An aptitude for learning all types of computer software is a 
must for this position.

Interested individuals can e-mail inquiries to  
resume@girtman.com. All information will be kept confidential.

Girtman and Associates, a division of  
Bass Security Services Inc. is an equal opportunity employer.

The ResouRce foR 
Openings Industry  

Employment Opportunities 
is Just a Click Away...

www.dhi.org
For classified advertising rates for  

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

Kara Burgess 

Email: classifieds@dhi.org

Call: 703/766-7026

Visit: www.dhi.org
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AS I TRAVEL THROUGHOUT THE MARKETPLACE, 
I have the opportunity to engage with people at 
many levels of involvement in the distribution 
process. As a member of the current Board of 
Governors (as well as past Boards), I have noticed 
that the one thing that sets door and hardware 
people apart from other industries is the vast knowl-
edge required to deal with day-to-day occurrences. 
Whether it’s a call from an architect looking for a 
new or innovative solution to a particular opening, a 
contractor looking for the most cost-effective method 
of getting out of a jamb (no pun intended), or an end 

user looking for the lowest cost maintenance solution to one of the most 
heavily used items in his facility, our industry’s distributors must be able to 
answer the call quickly and confidently.

How are these folks able to have all this knowledge, at the ready, enabling 
them to meet these constant challenges? Education is the answer. By having 
the breadth of knowledge learned over the course of years and the experi-
ence of having dealt with myriad circumstances, our industry personnel are 
equipped with the tools necessary to think on their feet.

DHI education is the cornerstone of this knowledge. The Education 
Resource Guide offers detailed descriptions that help students choose the 
most relevant courses, and it marks a clear path to either the various diplo-
mas or certification. Each program is broken down into bite-sized pieces to 
allow students to acquire the basic premise of the subject, get feedback on 
their understanding, take the knowledge back to their work environment to 
be put into practice, and refine it to suit their particular situation. 

Your Board of Governors recognizes that there are different learning 
styles and education needs, and it has directed staff to develop programs 
that facilitate these differences. Some courses are available as self-paced 
online sessions that allow students to work through the material as time 
permits and comprehension develops. This is a cost-effective method of 
completing the material. Other courses are available as instructor-led online 
sessions spread over a number of weeks. Students are able to get immediate 
feedback and also benefit from answers to questions being asked by other 
students. Lessons are assigned and must be completed prior to the next 
regularly scheduled session, but there is time between sessions to practice 
and refine their processes and even to review video recordings of the previ-
ous classes. Still other classes are available as in-person, face-to-face courses 
that are ideal for students who prefer a traditional classroom setting. These 
courses provide valuable opportunities to interact and network with indus-
try peers, with the added benefit of exposure to other perspectives and 
experiences shared by fellow students.

DHI strives to keep the course material relevant and current, and the 
curriculum is always changing. As articles in this issue have pointed out, 
the need for new and different applications is never static. As door and 
hardware people, it is in our best interest to stay abreast of new and differ-
ent products and solutions for our customers. This is a most exciting time in 
our industry, and we must all keep learning to stay up to date.  
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Education Is the Answer

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


The all-new 
midwestwholesale.com
is now live!

Check pricing for stock material

Request a quote

Place orders for stock material

Check status of open orders
Track invoices

Create a favorite shopping list
View past purchases

Apply payment to open invoices

Live chat

Print copies of invoices

• 800 821 8527 •
• midwestwholesale.com •

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

omers enrolled 
or 

or 
etails and 

at 



Special Sizes? No Problem. 
NGP custom lite kits ship in six days. 

ngp .com •  800 . 6 4 7 . 7 8 7 4

National Guard Products
 w e  a l w a y s  d e l i v e r
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