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Big Government or  
 Critical Requirements?

By Jerry Heppes, Sr., CAE

i n  T O U C H

I 
NDEPENDENT THIRD-PART Y VALI - 
dation and verification has been a growing 
trend in the construction industry for quite 

some time. Wikipedia defines these terms as such: 
Verification and validation are independent proce-

dures that are used together for checking that a product, 
service or system meets requirements and specifications 
and that it fulfills its intended purpose. These are critical 
components of a quality management system such as 
ISO 9000. The words “verification” and “validation” 
are sometimes preceded with “independent” (or IV&V), 
indicating that the verification and validation is to be 
performed by a disinterested third party.

It is sometimes said that validation can be 
expressed by the query, “Are you building the 
right thing?” and verification by “Are you build-
ing it right?”

The FSC Chain of Custody certification for 
the LEED rating system and the AWI Quality 
Certification Program are two examples that have 
gained traction and affect our industry directly. 
Are these good trends or bad trends? Is this just 
an example of big government or critical require-
ments? Perhaps I can add to your confusion as you 
struggle to answer those questions. 

Several years ago at our annual convention,  
Bob Beckel (a Democrat) and Cal Thomas  
(a Republican) were speakers. When I was prepar-
ing them for the presentation by providing an 
industry profile and describing our members’ role 
in life safety and security, I noted our code expertise 
and the value that this knowledge brings to the 
building community. I specifically mentioned the 
fire door inspection program and the importance 
of such a regulation for public safety. 

Bob Beckel suggested that our members must 
primarily be Democrats since we like regulations 
and third-party validation by FDAI-credentialed 
professionals. I did not respond to Bob, but his 
comment always made me uncomfortable. Here’s 
why: I am not a Democrat or a big government 
person, yet I do believe in building codes, 
standards and fire door inspections because 
they protect life. Our industry does like codes, 
standards and regulations in buildings, especially 
if they are authentic and valuable. 

Our expertise and value are based upon our 
knowledge of these areas, and we take great pride 
in this expertise. In fact, when we perform fire 
and egress door inspections, we are performing 
an important role to assist the Authority Having 
Jurisdiction and the owner—validating that an 
assembly is meeting the regulations or recom-
mending corrective action if it is not. Are we  
third-party validators?

Perhaps I am conflicted, or perhaps the real 
question is one of authenticity: Is there a real 
purpose to the regulations such as life safety?  
I have heard from architects, builders and members 
of our industry about their concerns of the legiti-
macy of LEED—does it really make a difference? 

I cannot answer that question, but I have 
discovered that the best way for me to address my 
conflict is to realize that it does not really matter 
how you answer that question because these 
trends are here to stay, and I’d better understand 
the details. I do know that if you become an expert 
in these areas, you will add to your professional 
value. With that in mind—happy reading!  

http://en.wikipedia.org/wiki/Specification_%28technical_standard%29
http://en.wikipedia.org/wiki/Quality_management_system
http://en.wikipedia.org/wiki/ISO_9000
http://en.wikipedia.org/wiki/Vested_interest
http://en.wikipedia.org/wiki/Third-party_verification
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By  Denise Gable 
Publisher/Managing Editor

Going Green… or Not?

O 
UR APRIL ISSUE FOCUSES ON   
green trends, LEED v4 and environmental 
stewardship in the door and hardware 

industry. Our authors break down how and 
where the selection and use of doors and 
hardware apply to LEED credits, how LEED v4 is 
promoting a whole-building approach to sustain-
ability, and how product reps can navigate the 
LEED labyrinth.

As Wil VandeWiel, president of DORMA 
Americas, says in his article, “Environmental 
Stewardship in the Door and Hardware Industry,” 
beginning on page 10, “Every product made by 
our companies represents a powerful opportunity 
to improve our environmental performance. And 
in doing so, we contribute to a better world, which 
is the most fundamental justification for it. What 
matters almost as much is the contribution to 

business and institutional success that our efforts 
make for our customers, helping them reduce 
costs and meet environmental standards at every 
applicable level….”

After six months on the job, I’m still navigat-
ing the complexities of this industry. I’m read-
ing, listening to webinars and talking to as 
many members as I can. It seems our industry is 
interested in becoming more educated about the 
complex topic of sustainability. We hope this issue 
provides both valuable information and clarity on 
an important subject that certainly isn’t going away. 

And after reading it, I invite you to ask yourself: 
How does sustainability fit into your business 
model? Can implementing sustainable practices 
help you gain a competitive advantage? How 
green can you be?

Green Glossary. To complement our “green” 
issue, we have posted to our website the Glossary 
of Green Standards, Codes and References, compiled 
by Judy Landwehr of Masonite Architectural 
DoorSystems. To access this valuable resource,  
go to www.dhi.org/dandh.

Call for Authors. Doors & Hardware has open-
ings in several issues later this year, including the 
big June CoNEXTions 2014 issue, which focuses 
on access control and security, and the July issue, 
which focuses on hardware trends and emerg-
ing technologies. Now’s your chance to become 
known as a subject-matter expert and share your 
knowledge. New authors are especially welcome!

Let Us Know What You’re Thinking!  
Doors & Hardware is your magazine, and we  
want it to reflect your interests, concerns and 
needs. I can’t do that without your help. Feedback 
on our content is not only welcome, it is necessary 
to be successful. So don’t be shy. Drop us a line at 
dgable@dhi.org. I look forward to hearing from 
you.

I hope you all have a happy, safe and green 
spring!  

l e t t e r  F R O M  T H E  E D I T O R

Sustainability strategies are all about business survival.  
Like it or not, sustainability offers both threats and 
opportunities for small businesses. And the potential impact 
on companies’ long-term success is too great to ignore.

— Kathleen Miller Perkins, CEO, Miller Consultants, Inc.

Photo credit: © iStockphoto.com/Cristian Baitg

http://www.dhi.org/INDUSTRY/publications/dandhmagazine.php
mailto:dgable@dhi.org
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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!

DHI member since: 2013
Occupation: Detailer 
Childhood ambition: When I was very young, my uncle let me sit in the driver’s seat of his semi truck. 
It must have made a huge impression on me because my mom says that after that I was adamant that I 
wanted to be a semi truck driver. 
First job: When I was 16, I landed my first job as a sales associate for Famous Footwear. It certainly 
wasn’t a glamorous job, but it taught me a lot about customer service.
What led you to our industry? I moved to Indiana to be closer to my family, and shortly thereafter I 
was contacted about an assistant project manager position available with Mulhaupt’s. I’ve worked in 
several different industries and love to learn, so I thought the door and hardware business would be a 
nice challenge. It’s been a little over 10 years now, and I’m still learning something new every day. 
Proudest professional moment: Earning my Architectural Hardware Consultant credential in June 
2013. It was a great feeling to finally reach that goal!
Biggest challenge: Giving my first national-level presentation this past fall as a volunteer instructor 
for the online AHC215 Advanced Specification Writing course. I tend to feel most comfortable behind 
the scenes or one on one, so I forced myself to step out of my comfort zone. Greg Drake, AHC, and Keith 
Pardoe, DAHC/CDC, FDAI, CDT, with DHI, were very encouraging and helpful throughout the class, and it 
ended up being a great experience. 
Guilty pleasure: I love going on road trips. My husband and I take the back country roads and like to 
stop in small towns and go to the local shops and restaurants. Getting off the beaten path and taking a 
leisurely approach to road trips makes all the difference. You still reach your destination, but you have a 
lot more fun getting there. 
Favorite book/movie: Pillars of the Earth by Ken Follett. I read a lot of books, and I don’t usually read 
them more than once, but this book I’ve read several times. The movie really didn’t do it justice. 
Mentor/Hero: There are many experienced and talented people at Mulhaupt’s who have been an 
enormous help throughout the years. I’m thankful that I work for an organization where there is an 
emphasis on education and sharing knowledge. 
Best advice you ever received: You can do anything you want to do if you put your mind to it and 
work hard. My parents have always been very supportive and encouraging. 
Best advice you never received: You don’t have to decide what you want to be in high school or college. 
We put a lot of pressure on kids early on to make a decision as to what they are going to do for the rest of 
their life. As you explore different jobs and industries, oftentimes you find out that you enjoy things you 
never thought you would. Take time to find out where your passion lies, and then make a career out of it. 
How has your involvement with DHI supported your career goals? Going to the conventions 
and attending both local and national-level classes has been an excellent opportunity to make new 
connections and find out how other companies do things. It was nice having friends going through the 
process of getting their AHC credential at the same time I was because we could encourage each other 
and share suggestions. Helping to teach the online specification writing course this past fall helped me 
to continue to fine tune my own specification writing skills, as well as help others achieve their goals.    ●

f a c e s  O F  D H I

To learn more, please visit www.dhi.org,  
email MemberServices@dhi.org or call 703/222-2010.YOUR MEMBERSHIP MATTERS!

 Mary Hinton, AHC, CDT
 MULHAUPT’S
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{
Photos courtesy of DORMA

Environmental Stewardship in the 
Door and Hardware Industry

GREENER BUILDINGS,  GREENER MANUFACTURERS:

Forty years have gone by since the days of cheap energy ended. Through those decades 
of increasing awareness of the impact of green buildings, the door and hardware 

manufacturing industry has become ever-more-attentive to the effects of its 
work. We’ve also grown ever-more-capable in making our products what 

they should be in terms of green performance. The environmental signifi-
cance and consequences of our manufacturing efforts—at the level of 

both process and product—have revealed a message of great signifi-
cance to us in the door and hardware business.

LUNT AS IT MAY SOUND,   EVERY ENTRANCE IN EVERY BUILDING starts as a hole in 

the wall. That’s an important understanding in the business of doors and hardware. It’s 

one reason our work is so important in maintaining a positive environmental profile for 

the buildings that are equipped with our doors and hardware.B

Revolving door 
installations like 
this one in Chicago 
unite dazzling 
design elements 
with exceptional 
control over the 
infiltration of 
entrance air—a 
combination 
yielding 
installations that 
are both beautiful 
and green.

B y  W i l  V a n d e W i e l
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{
Here it is: Every product made 

by our companies represents a 
powerful opportunity to improve 
our environmental performance. 
And in doing so, we contribute to 
a better world, which is the most 
fundamental justification for it. 
What matters almost as much is the 
contribution to business and institu-
tional success that our efforts make 
for our customers, helping them 
reduce costs, meet environmental 
standards at every applicable level, 
and operate in more effective and 
efficient ways that demonstrate 

their commitment to environmental 
improvement.

An International Perspective

Perhaps it’s my European back-
ground that makes me feel that 
American participation in the rapid, 
powerful evolution of green build-
ing products has lagged somewhat. 
There is no question that the heri-
tage of the German-based company 
for which I work, DORMA, has 
tracked for decades with environ-
mental concern and advancement 

in the factory what happens at the 
point of installation and during 
the actual use of the products. This 
involvement has been an explicit 
part of the company mission, and an 
enormous amount of attention has 
been paid to the issue. 

To nail it down to just one 
sentence, the goal has been to find 
a way to manufacture our products 
in sustainable, environmentally 
responsible ways that are integrated 
through development, operations, 
transportation and every other 
phase of the process, producing 

The goal has  

been to find a way 

to manufacture 

our products 

in sustainable, 

environmentally 

responsible ways.

To accomplish  
potentially conflicting 
goals—safeguard the 
contents of this library and 
still admit light—architects 
used innovative glass to 
eliminate ultraviolet light 
and dramatically reduce 
heat gain. The heat- and 
light-stopping glass 
encases the exterior of the 
library, while see-through 
glass walls create a  
sense of easy access to 
historic materials and 
exhibits inside.
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products that totally embody a 
global environmental ethos.

By no means have we been alone in 
this. The reality is that many manu-
facturers, wherever they’re located, 
have recognized that they need to 
green up if they want to remain 
competitive. Many firms are incor-
porating ANSI standards—including 
those related to green products—into 
their work and thereby helping the 
United States regain its leading posi-
tion in environmentally responsible 
manufacturing. 

Helping clients manage building 
energy use is an essential way to help 
those customers control the total cost 
of ownership. The push from the 
market in this direction is unmistak-
able. And we have seen that, by and 
large, the higher the price point, the 
higher the green awareness.

Increased Commitment to 
Environmental Management

One sterling example of the 
increasing commitment to environ-
mental responsibility across many 
industries is the long-term growth 
in the number of entities worldwide 
that have earned ISO 14000 certi-
fications. These certifications stem 
from the family of ISO standards 
specifically devoted to environmen-
tal management. (As a marker for 
this growth, the change in active 
ISO 14001 certificates from 2011 to 
2012 was 9 percent on the plus side, 
a healthy increase that brought the 
total number of registrations to 
almost 286,000.)1

Along with other entities of all 
kinds, manufacturers have come to 
recognize the benefit of being able 
to cite third-party certification to 
standards set by a premier interna-
tional standards group. It’s a way to 
persuasively support their claims 

of working constantly toward better 
environmental performance. 

Environmental  
Product Declarations

Though it has not taken hold very 
widely in the United States thus far, 
the concept of the Environmental 
Product Declaration (EPD) holds 
promise as another way of helping 
demonstrate the underlying sustain-
ability of manufacturing products. 
It seems reasonable to predict that 
these documents will be an increas-
ingly important means for American 
door and hardware makers to pres-
ent the sustainable attributes of their 
products in years to come.

An EPD, per the website  
envirodec.com, is “a verified docu-
ment that reports environmental 
data of products based on life cycle 
assessment (LCA) and other rele-
vant information and in accordance 
with the international standard 
ISO 14025 (Type III Environmental 
Declarations).”2

When a manufacturer seeks 
to publish an EPD for a product, 
the way it’s manufactured and 
other issues related to its life cycle 
are closely scrutinized. Tests are 
conducted to produce certified 
third-party reports. Among the 
environmental impacts considered: 
potential climate change effects, 
smog formation and water use. 

EPDs are helpful to those respon-
sible for examining a product’s 
environmental performance. More 
specifically, the declarations are 
significant in LEED certification 
work. The EarthShift website 
explains that project teams receive 
one LEED point for using at least 
20 products from at least five 
different manufacturers that have 
“either a product-specific or indus-

try wide Environmental Product 
Declaration (EPD), or products 
with a publicly available, critically 
reviewed life-cycle assessment 
conforming to ISO 14044 that have 
at least a cradle to gate scope.”3

LEED and the Door Hardware Maker 

The increasing momentum of 
LEED certification for buildings in 
the United States offers another clear 
example of growing sensitivity to 
green impacts in the building trade. 
Once the question about whether a 
building could earn this prestigious 
certification was asked only sporadi-
cally. Now it’s a standard query. 
I believe this is far more than a 
fad—it seems that public opinion has 
become more firmly aligned with the 
idea of green buildings. 

Building owners, financing 
entities, property managers and 
consumers all want to feel comfort-
able in the construction and use of 
buildings that are genuinely, certifi-
ably green. And this is one more 
element making the imperative 
of sound environmental practice 
important in business success.

The LEED sustainability certifi-
cate for buildings in the United 
States was developed by the U.S. 
Green Building Council (USGBC). 
Standards set under LEED address 
many aspects of the development, 
construction and operation of a 
building—location concepts, energy 
and water consumption, raw materi-
als used, as well as environmentally 
friendly interiors. Four levels of 
certification—certified, silver, gold 
and platinum—are available. 

Of course, LEED certification is 
valuable in part for its marketing 
effects. It enables the owner or 
operator of a structure to demon-
strate to the public that concerns of 

http://www.earthshift.com/consulting/eco-labels
http://www.earthshift.com/consulting/eco-labels
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environmental stewardship have 
been integral in its making and use. 

And an owner’s desire for a build-
ing that meets environmental stan-
dards may be paralleled by market 
pressures. An article from the 
USGBC’s website shows that client 
demand at 35 percent and market 
demand at 33 percent are the top 
two reasons for building green.4

Beyond important elements of 
competitive differentiation, the same 
article cited many significant factors 
supporting green buildings: risk 
mitigation, increased rental rates, 
energy and costs savings, employee 
and occupant satisfaction, and more. 
New green construction brought 
about a 13.6 percent decrease in 
operating costs and a 10.6 percent 
increase in building value. 

Overall, an impressive 75 percent of 
firms view sustainability as consistent 
with their profit missions.5 It’s clear 
that this kind of certification helps 
companies to do well by doing good—
to improve their competitive postures 
in ways that also legitimately support 
sustainability. And there is no reason 
to think that this advantage will 
disappear anytime soon.

Because LEED standards are 
so wide-ranging, there are many 
categories in which doors and door 
hardware can contribute to the point 
scores that determine certification. 

The work of manufacturers may 
fall directly into some categories, 
indirectly into others. Products that 
can limit air infiltration at entrances, 
keep doors properly closed when not 
in actual use, incorporate recycled 
content, demonstrate sustainability in 
the manufacturing and transportation 
phases, and be available for recycling 
at the end of their useful lives all may 
help with the scores that qualify a 
building for LEED certification. 

A building can also garner 
LEED points if it’s designed and 
constructed to take advantage 
of natural lighting, and the right 
entrance or wall details mesh 
perfectly with such considerations. 
Architects and designers often work 
to feature daylighting in healthcare 
and educational settings, but its 
advantages are just as applicable to 
many other vertical construction 
categories. Anyone who’s worked in 

Representative door 
construction and hardware 
at the Aldo Leopold Legacy 

Center, Baraboo, Wis.  
The structure, designed and 
built throughout to support 

the goal of maximum energy 
utilization efficiency, 

was awarded a platinum 
certificate by the  

American Green Building 
Council in 2007.
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a space that properly uses natural 
lighting can recognize how points 
granted under the LEED program 
reflect a choice that can make inte-
rior spaces more comfortable and 
pleasant.

Rethinking the Place of  
Revolving Doors

If designers ever viewed the 
revolving door as fundamentally 
an ornamental element in their 
work, recent improvements and 
technical studies have helped recast 
their thinking. This venerable door 
variety presents an exceptional 
example of how a mature entrance 
technology can be of great value in 
promoting green performance.

While it’s true that revolvers 
integrate seamlessly into both retro 
and contemporary design, the look 
of such doors is just one of many 
potent advantages they confer. Their 
construction inherently promotes 
smooth traffic flow even where 
pedestrian volumes are high—a 
huge advantage in structures that 
must move large numbers of people 
in and out without a hitch. And 
these doors also offer an extremely 
strong choice from an environmen-
tal standpoint.

The performance of any building 
entrance is subject to a number of 
factors. Several of these, includ-
ing the height of the building, the 
numbers of users passing through, 
and the difference between inside 
and outside temperatures, are not 
subject to easy control. On the other 
hand, the means to regulate the 
infiltration of entrance air is a factor 
that can be managed. If the pressure 
differential at the entrance can be 
reduced, the green performance 
of the structure may be greatly 
enhanced. And methods are readily 

available to accomplish this. We can 
tighten the structure’s envelope, use 
outside air to pressurize it, or select 
the right doors. 

The key to limiting infiltration 
rates is controlling net outside air 
supply over exhaust, which can 
limit entrance pressure differential. 
If exterior air is used in excess of 
ventilation needs only to pressur-
ize a building and cut infiltration, 
the added heating (or cooling) load 
may be unjustifiable. (It takes less 
outdoor air to pressurize only at 
the ground floor. Unfortunately, 
doing so may bring about excessive 
pressure differentials at the doors to 
ground-floor stairs and elevators.)

On the ground floor, a revolving 
door can be a practical and effective 
selection. While inhibiting the flow 
of traffic very little, such a door 
maintains good airflow seals as 
it is in use. Though some air may 
infiltrate at the seals, factors such as 
structure height, fan operation and 
indoor-outdoor pressure differences 
have little effect. 

Revolving doors deliver a substan-
tial improvement over the infiltra-
tion rates of other types of doors. 
For instance, swinging doors in a 
single-bank entrance admit about 
900 cubic feet (2.5 cubic meters) 
per person, and 550 cubic feet (15.6 
cubic meters) for each person using 
a vestibule-equipped entrance. With 
revolving doors, infiltration rates 
are far lower. Those per-person rates 
are roughly 60 cubic feet (1.7 cubic 
meters) with a manual revolver, and 
32 cubic feet (0.9 cubic meters) for an 
automatic example. 

In consequence, a revolving 
door can make a real difference 
in the cost of heating or cooling 
a building. Of course, to achieve 
desired savings, it’s always crucial 
that a revolving door be properly 

designed, constructed, installed and 
maintained. No wonder many struc-
tures now post signs that encourage 
pedestrians to make the green 
choice—that is, to use the revolving 
door instead of the less energy-effi-
cient swinging doors that are often 
installed on either side of it.

A Look Ahead

Forecasting the future is always 
perilous. Still, one prediction that 
can be offered with great confi-
dence is this: Green buildings and 
the entrance products that enable 
them should continue to be widely 
selected, probably accounting for 
an even greater proportion of all 
construction as time goes by. After 
all, it seems likely that as technology 
continues to advance, many products 
in the door and hardware industry 
will become still more effective in 
delivering on the promise of sustain-
ability. Supported by certifications 
that help designers, architects, 
contractors, property owners and 
others assess their sustainable char-
acter, our products will do more to 
protect the earth.  

Endnotes
1.  The ISO Survey of Management System 

Standard Certifications, 2012.
2. “What Is an EPD®?” envirodec.com.
3.  “Environmental Product Declarations and LCA 

to Earn LEED Points,” earthshift.com.
4. “The Business Case for Building Green,” usgbc.org.
5. Ibid.
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his MBA at the Massachusetts Institute of 
Technology. He also holds a Master Black Belt in 
the application of Lean Enterprise techniques.



16 DOORS & HARDWARE £ APRIL 2014

Strict Access Control Ensures Food Safety

“Because we are a food manufacturer, we 
have a stringent food security program,” says 
Mark Whitaker, safety and training director at 
Bridgford’s Statesville, N.C., facility. “It includes 
everything from how we receive products to 
how employees handle ingredients.”

As part of the company’s food defense strat-
egy, Bridgford controls the access of everyone 
who enters the building, including visitors, 
suppliers, employees and service personnel. 
“After 9/11, Americans changed their perspec-
tive on the nation’s security,” says Whitaker. 
“Terrorism and bioterrorism became real 
threats. We [Bridgford] need to have measures 

in place that would remove any opportunity 
for terrorists to intentionally contaminate our 
food supply—and keeping a tight control of 
who enters our building is one way to protect 
ourselves.”

Wireless Solution Extends Capabilities

Installed with standalone Kaba E-Plex 5700 
locks, two perimeter doors enable access into 
the main building. Only authorized individuals 
can enter through these doors; guests, visitors, 
contractors, etc. can only speak to personnel 
through an intercom system. The other doors 
in the facility require keys, and only three or 
four people have a key to unlock the doors. 

N THE EARLY 1930S, HUGH H. BRIDGFORD FOUNDED BRIDGFORD FOODS 

Corporation by launching a series of retail meat markets in San Diego, Calif. The business flour-

ished, and eventually the corporation expanded its operations to include meat wholesaling, 

frozen food distribution, meat processing and frozen food manufacturing. Today, Bridgford 

Foods has food processing plants in four states. Its principal product lines include frozen bread 

dough for the food service and retail trades, shelf-stable dry and semi-dry sausage products, 

beef jerky, and long-life shelf-stable sandwiches.

Access Control 
Capabilities Extended 
with Wireless Upgrade

By Tracey Byer

c a s e  S T U D Y
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Although the E-Plex locks are 
robust and deliver ample access 
control, the company wanted to 
extend its access control capabilities, 
as well as streamline access control 
enrollment and management. For an 
advanced solution, they consulted 
Ace Locksmithing, a local locksmith 
and certified Kaba wireless dealer. 
After conducting a site survey, 
owner John Campbell recommended 
that Bridgford Foods upgrade its 
existing E-Plex 5700 locks to E-Plex 
enterprise with wireless option. 

The three-part upgrade adds 
enterprise software to a central 
workstation, wireless antennas to 
existing locks, and gateway/router(s) 
to communicate from the computer 
server to the locks. This approach 
allows Bridgford to preserve its 
original lock investment while 
gaining additional features and 
functions. 

With the addition of enterprise soft-
ware, Whitaker can add an employee 
(including a photo), assign access 
schedules, manage guests/visitors, 

create access groups, create reports, 
and pull an audit trail from a central 
workstation. 

“Once we experienced the 
system’s features/functions, we 
knew that we could streamline 
our access control processes and 
enhance our access control intel-
ligence,” says Whitaker. “Similar 
to our original Kaba system, we 
provide each employee with a 
unique access code, but now with 
enterprise software, we can sched-
ule the times the employees can 
access a door and on what days. So 
if we want to grant the office staff 
access on weekends, we have that 
ability.” Enterprise software can 
accommodate 3,000 users, 16 access 
schedules, 32 holiday/vacation 
blocks, and 30,000 audit events.

Upgrading to the E-Plex enter-
prise system with wireless option 
was straightforward for Bridgford 
Foods. Since the facility already had 
E-Plex 5700 locks installed on doors, 
it simply had to create the wireless 
infrastructure. Campbell installed 
wireless antenna kits on existing 

The three-part upgrade 

adds enterprise software 

to a central workstation, 

wireless antennas to exist-

ing locks, and gateway/

router(s) to communicate 

from the computer server 

to the locks. 

Photos courtesy of Kaba

Electronic locks provide access control at  
Bridgford Food’s perimeter doors. 

The ZigBee Gateway router provides 
two-way communication from the 
lock to the system’s central server.

Bridgford Foods’ Statesville, N.C., food processing plant
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E-Plex 5700 locks and a gateway and 
two routers in the office and plant. 

An inside mount houses the 
antenna and four C batteries and is 
suitable for applications where the 
gateway or router is located on the 
secure side of the door. An outside 
mount contains the antenna in a 
housing on top of the lock and is 
suitable for applications where the 
gateway or router is located on the 
opposite side of the secure open-
ing. Since the locks at Bridgford 
work with exit devices that employ 
a flush-mounted electric strike, 
Campbell installed inside-mount 
wireless antenna kits (required for 
use with exit devices). 

Completing the  
Wireless Infrastructure

The third element to creating 
the wireless infrastructure was to 
install a Kaba ZigBee gateway to 
the server in the main office and 
two Kaba ZigBee routers—one 
in the warehouse and the second 
in the shipping area. Campbell 
determined the range, location and 
quantity of gateways and routers 
at the property by employing a 
handheld Kaba site survey unit to 
test for RF signal strength. Using 
low-power digital radio frequen-
cies, a ZigBee gateway provides 
two-way communication from an 
E-Plex lock to a computer server. 
ZigBee is based on the IEEE 802.15.4 
standard for low-rate Wireless 
Personal Area Networks (WPANs), 
and the technology is simpler and 
less expensive than other WPANs 
such as Bluetooth®. ZigBee is ideal 
for radio frequency applications that 
require a low data rate, long battery 
life and secure networking. 

To provide higher availability and 
ensure maximum communication 

coverage, Campbell connected routers 
at critical access points to accept multi-
ple communication paths. Routers 
extend the wireless signal to reach 
access points, providing self-healing 
mesh capabilities. Each gateway or 
router can communicate an extensive 
distance, depending on the obstacles 
between the transmitter and receiver. 

In an open range environment, 
a centrally located ZigBee gateway 
or router can communicate in all 
directions up to 700 feet. And with 
16 channels operating in the 2.4 
GHz frequency, there is an option 
for Bridgford to change channels in 
enterprise software.

Following the Audit Trail

“One feature that we constantly 
rely on is the audit trail,” says 
Whitaker. “On the weekends, 
drivers enter the building via the 
back door. As part of our standard 
operating procedures, a driver 
is supposed to enter his or her 
access code, then disarm the alarm; 
however, many drivers forget about 
the alarm.” After a false alarm 
occurs, Whitaker can pull an audit 
trail to see if a Bridgford employee 

was in the facility when the alarm 
was set off. With the wireless 
capability, Whitaker has real-time 
functionality.

The main dashboard provides a 
visual representation of the system’s 
performance and events such as 
door status, signal strength, audit 
records and emergency lockdown/
unlock commands. On a single 
screen, Whitaker can access data 
and reports. Whitaker has also elim-
inated visiting doors when he needs 
to add or delete a user or change the 
locks’ attributes. 

“With the standalone locks, if you 
needed to make a change, you had to 
take a PDA to the lock and program 
directly at the lock. While the process 
worked, it was very time-consuming. 
With the new system, I make all 
changes from my workstation. Now 
I can enroll a new employee in less 
than one minute. The new enter-
prise system has not only helped us 
provide better control, it has simpli-
fied our process.”  

About the Author: Tracey Byer is market devel-
opment manager at KABA. She can be reached 
at tracey.byer@kaba.com.
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C RIME PREVENTION  

 THROUGH ENVIRONMENTAL  

 DESIGN—better known as 

CPTED—is a multi-disciplinary 

approach to preventing crime 

through the thoughtful design of an 

environment. CPTED  principles 

can be applied in places ranging 

from retail stores and hotels to public 

parks and schools to enhance safety 

both inside and outside a facility.

CPTED is based on five strategic 

principles:

 ■ Natural surveillance
 ■ Access management
 ■ Territoriality
 ■ Physical maintenance
 ■ Order maintenance

Although many of these 
principles can be applied using 
practical actions such as thoughtful 
placement of lights and shrub-
bery, behavior policies, and other 
such programs and tasks, security 
technology plays a decisive role 
in creating and sustaining a safe 
school environment. 

Here are some ideas for simple, 
cost-effective and smart solutions 
that support many of the CPTED 
principles.

  Integrating Access 

Control into a K-12

" Crime Prevention 

Through Environmental 

Design" Program

By Minu Youngkin

Photo credit: © iStockphoto.com/bravobravo
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Natural Surveillance

Natural surveillance is as simple 
as placing physical features in a 
manner that maximizes visibility. A 
good example is placing the school’s 
front office right at the entrance. 
This lets staff easily see who is at 
the front door. Planting vegetation 
away from the building so that 
shrubbery and trees don’t interfere 
with an occupant’s view out the 
room’s window is another example.

Good natural surveillance gets 
enhanced with an access control 
system that integrates components 
such as digital video cameras and 
an intercom with a microphone that 
is linked to a buzzer in the main 
office. This combination of design 
principles and a practical approach 
to security technology can help the 
staff control who goes where and 
when, while maintaining constant 
awareness of who is in or who has 
left the building.

Here are a few more basic, simple 
tips that will help you improve 
natural surveillance:

 ■ Use a single, clearly identifiable 
point of entry to the building.

 ■ Plant low, thorny bushes 
beneath ground-level windows.

 ■ Eliminate design features that 
provide access to roofs or upper 
levels.

Access Management

When it comes to CPTED, access 
management is about guiding 
people, or managing human traffic, 
by using signs, well-marked exits 
and strategically placed landscap-
ing. Access management can even 
include subtle tactics like using land-
scaping to limit access to unsuper-
vised locations on facility grounds. 

Lower-cost mechanical solutions 
like high-security keys can help 
control access to places like stor-
age, equipment and utility rooms. 
Electronic access control solutions—
either standalone or networked, hard-
wired or wireless—deliver enhanced 
security with an audit trail that lets 
property managers look back to see 
who has accessed a door and when. 

Here are some ideas for improv-
ing access management:

 ■ Assign visitors a badge or 
nametag when they enter the 
building, and require it to be 
returned before leaving.

 ■ Keep staff and public parking 
separate from the area desig-
nated for bus and parent drop-
off. Make sure signage clearly 
identifies these areas.

 ■ Keep all exterior doors locked 
from the outside during school 
hours, with the exception of the 
main entrance, to prevent people 

from entering the building 
without the office staff being 
aware.

Territoriality

Territoriality creates a clear 
definition between public and 
private spaces without disrupting 
the environment. It creates a sense 
of community within such spaces. 
Both inside and outside a build-
ing, space can be defined through 
signage, building material colors 
or decorative features. Fostering 
a sense of community and pride 
comes from creating a welcoming 
atmosphere that puts students and 
school values, or employees and 
company missions, at the forefront. 

Some examples are displays of 
children’s artwork and use of school 
colors to help make students, staff 
and visitors feel invested in “owner-
ship” of the space. Companies may 
want to post company awards, 

Access management is about guiding people by using signs, well-marked exits and 
strategically placed landscaping.
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employee achievements and motiva-
tional slogans.

Here are a few tips that will help 
you enhance territorial reinforcement: 

 ■ Maintain premises and land-
scaping so that it communicates 
an engaged and active presence.

 ■ Display security system signage 
at access points.

 ■ Schedule public activities in 
common areas while restricting 
public access to private areas.

Physical Maintenance

Although physical maintenance 
can sometimes seem costly, it’s an 
important part of maintaining a 
safe and comfortable environment 
that deters crime. The principles 
of CPTED focus on removing graf-
fiti as quickly as possible, keeping 
restrooms in good repair, promptly 
changing bulbs or repairing light 
fixtures, and maintaining well-lit 
and clean stairwells. 

But security technology is also a 
component of physical maintenance, 
and keeping your equipment well-
maintained will ensure optimal 
performance. Door hardware like 
exit devices, locks and closers 

usually takes a beating in a school 
and other facilities. Doing regular 
maintenance checks will ensure 
that these components continue to 
operate properly so that doors latch 
securely, open and close smoothly, 
and work properly to enable fast 
lockdown or egress when needed. 

Electronic security technology may 
also require software updates, repro-
gramming after personnel changes, 
battery changes or other checks to 
assure reliable maintenance. Work 
with your security provider to identify 
important maintenance needs and to 
develop a plan to stay up to date.

Here are some ideas for managing 
physical maintenance:

 ■ Run the numbers. Often the cost 
of maintenance is much less 
than the cost of replacement. 
Keeping up on maintenance 
can significantly improve the 
long-term cost of ownership 
for everything from bathroom 
stalls to door hardware.

 ■ Delegate if resources allow. 
Larger campuses may want 
to partner with an outside 
resource like a locksmith or a 
security dealer for maintenance 
of door hardware and locks.

Accountability

Accountability revolves around 
personal behavior and the expecta-
tions and consequences that go with 
it. This requires policies about unac-
ceptable behavior and attending to 

minor unacceptable acts promptly. 
Tactics like maintaining an obvious 
adult presence during times that 
students transition from one location 
to another is a good example of how 
to promote a sense of safety and 
supervision while enabling rules to 
be enforced on the spot when needed.

Conclusion

Crime Prevention Through 
Environmental Design is not a new 
idea. Its most basic concepts were 
first explored by criminologists in the 
early 1960s, and the acronym CPTED 
was coined in 1971. Over time, its 
principles and practices have been 
refined and adapted to fit school and 
business environments. All organiza-
tions can benefit from the principles 
of CPTED in a variety of ways.

Likewise, security technology is 
not a new idea. But as technology has 
become more sophisticated and less 
expensive, even the smallest school 
districts, factories and offices are able 
to invest in better and more effec-
tive access management systems. 
Implementing the right security 
technology for a specific facility can 
also provide a host of benefits:

 ■ More control over who goes 
where and when

 ■ Decreased incidents of unau-
thorized entry into the building

 ■ Faster and easier adjustments to 
access privileges when there are 
personnel changes

 ■ The possibility of fast, effec-
tive lockdown from a central 
location

 ■ Improved safety and control of 
door opening and closing

 ■ Enhanced safety and security 
for all occupants

Merging access control plans into 
a CPTED program will keep facili-
ties and their occupants safe and 
secure at an affordable cost.  

About the Author: Minu Youngkin is a  
marketing manager with Allegion. She can be 
contacted at Minu.Youngkin@Allegion.com.

Security technology is also a component of  
physical maintenance, and keeping your equipment 
well-maintained will ensure optimal performance.

mailto:Minu.Youngkin@Allegion.com
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WE’VE ALL BEEN ON THE RECEIVING END OF 
this  phone call. For some of us, it evokes a minor 
sense of panic, maybe even anxiety, as to how we will 
be able to work our way through this issue. Green 
requirements exist in an ever-changing world, with 
different definitions and new requirements arising in 
what seems like a daily fashion. 

As product representatives, how can we assist 
our customers in answering the green questions? What advice should we 
provide? What are the best practices for keeping distributors informed 
about changes to the green building requirements?

Here are five guidelines to help answer these questions:

1. Assure your customer that you can assist them in a variety of ways. 

2. Follow up with a series of questions that will enable you to identify 
the LEED requirements and scope of budget.

3. Familiarize yourself with the industry experts in your market who 
may be able to provide you with some guidance and suggestions.

4. Begin to formulate a strategy as to how you would seek to solve the 
question with your own product mix.

5. Be prepared to offer some constructive value engineering ideas 
about what can be done to provide the best product for the project.

Sounds simple, does it not? In the real world, these steps may take up a 
considerable amount of your time and energy. On the other hand, a good 
dose of pre-planning and prior information may allow you to quite readily 
answer some of these questions and provide a solution. Remember, past 
experience is a great teacher. So how do you prepare in advance?

The customer’s fear of what might be required for LEED expectations on a 
project can be calmed by a professional response. Having the confidence to 
deal with the situations encountered on the project will instill confidence in 
your customer. Part of this confidence may include the ability and willing-
ness to say, “I don’t have an immediate answer for you, but I will find out.” 

“My contractor just 
called and said his 

new project has LEED 
requirements. Can you 

help me with this?”

How Manufacturers’ Representatives 
and Distributors Can Help Navigate 
the LEED Labyrinth

By Norm Jost
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Requirements Versus Budget

After the specified LEED require-
ments are identified, one of the 
first considerations you need to 
pursue is the available budget. What 
product types meet both the green 
requirements and fit within the 
budget? All too often, the response 
from the contractor is that the job 

was bid without considering green 
issues, but now it has to comply. In 
this case, it falls to the distributor to 
search for any available assistance. 

Standard products most often 
meet minimal LEED requirements. 
For example, MR-4 Recycled 
Content or MR-5 Regional Materials 
assistance may be available. 
Knowing your product line and 
what is available to you will allow 
you to make the proper suggestions.

Tap the Experts

A great tool for distributors is 
the industry experts in your field. 
Identifying these individuals and 
being ready to call and ask them for 
assistance will enable you to find a 
solution fitting the requirements. Ask 
your manufacturers or their represen-
tatives for help. Who better to under-
stand what is available and how rule 
changes might affect your project than 
those who manufacture the product?

In my experience, the LEED require-
ments are often not clarified at the 
beginning of the project. For example, 
does a project really need to have 
Forest Stewardship Council (FSC) 

doors to qualify for LEED certification? 
Is it really worth the extra cost? 

I have often found that one of 
the best avenues I can take is to ask 
some good, open-ended questions 
and offer to contact the architect 
or owner to find out what is really 
needed or desired on the project. 
This discussion can open oppor-
tunities to assist in clarifying the 

specifications and the requirements 
for the project. When architects are 
exploring the opportunities avail-
able to them, they can re-examine 
the full spectrum of products.

Once the questions have been 
asked and your industry experts have 
been consulted, you are now able to 
constructively put together proposed 
alternatives. If air quality is of the 
highest priority, then products that 
meet those EQ requirements can be 
suggested. On many government-
funded projects, FSC requirements 
are in place. If that is the case, then 
products that meet FSC and Chain 
of Custody (COC) standards can be 
suggested. Having all this informa-
tion ready and prepared will enable 
you to speak confidently and to intel-
ligently answer questions.

 

What Is the Alternative?

Finally, be prepared to offer 
alternative products that can assist 
with LEED points. Perhaps the 
specifications allow for some room 
to provide products that may assist 
in meeting some or all of the desired 
points without incurring additional 

costs. Providing this last step accom-
plishes several things: it shows your 
customer that you know your stuff, it 
shows you are concerned about assist-
ing as accurately as possible, and it 
shows that there are alternatives to 
meeting LEED credit requirements.

Let’s face it: the green movement 
is not going to go away and may 
indeed become more challenging 
for all of us with the introduction of 
LEED v4. As distributors of natural 
products, we can proudly involve 
ourselves in this process by adding 
value to green building projects. We 
can do this by being active partici-
pants in the process, from the very 
beginning of the project all the way 
through to the completion of the 
LEED documents. Conversely, we 
can sit back and stubbornly refuse 
to be involved—and get left behind 
by our competitors.

I encourage taking the active path 
to success by teaching ourselves 
the intricacies of LEED programs 
as they pertain to your products. 
As a distributor, it’s essential to get 
involved with your customer and 
architect base and work with them 
to show them the value of what you 
have to offer. Green projects do not 
necessarily have to incur additional 
expenses. Sometimes we can simply 
work to assist decision makers in 
doing the right thing for their proj-
ect and ultimately the environment. 

It is a common misconception 
that the green movement demands 
a product that costs more with 
increased lead times. By being 
proactive, you can set the course 
and assist in being friendly to our 
environment—and be known as a 
leader in our industry.  

About the Author: Norm Jost is a territory 
manager for VT Industries. He has been with 
the company since 1990. He can be reached at 
ncjost@comcast.net.

Photo credit: © iStockphoto.com/tiero 

mailto:ncjost@comcast.net


26 DOORS & HARDWARE £ APRIL 2014

HE U.S. GREEN BUILDING COUNCIL (USGBC) HAS implemented the 
newest version of Leadership in Energy and Environmental Design (LEED 
version 4). This newest version of LEED is a complete update from LEED 2009 
and features a host of new requirements that affect our industry.

As sustainability continues to grow in importance, building and security 
system designers will become more in need of solutions to meet these 
increasingly stringent construction guidelines. Generally, these sustainable 
building rating systems, including LEED v4, promote a whole-building 
approach to sustainability by recognizing performance in key areas of envi-
ronmental and human health: sustainable sites, water efficiency, materials 
and resources, indoor environmental quality, and energy and atmosphere. 

These guidelines can be addressed by using high-performance doors, 
hardware and electronic access control (EAC) systems that impact materials 
and resources, indoor environmental quality, and energy and atmosphere 
considerations when designing a green building. 

Energy and Atmosphere

Under the Energy and Atmosphere section, LEED v4 now references the 
energy guidelines for exterior doors in ASHRAE 90.1-2010. This new version 
is 18 percent more stringent than the previous version. U factors for exterior 
door opening solutions will remain at .7 for climate zones 1-6 and .5 for 
climate zones 7-8. Allowable operable air infiltration drops the most signifi-
cantly, from .4 cfm/sf2 to .2 cfm/sf2 under operable test conditions.

LEED v4 uses ASHRAE 90.1-2010 as a starting point and asks design-
ers to achieve 10 to 48 percent additional savings beyond this guideline. 
Additionally, National Fenestration Rating Council (NFRC) or AAMA/
WDMA testing will be required, and door openings will need labeling, like 
windows do today. Finally, building envelope commissioning of exterior 
thermal envelope components, including doors, will be included. Energy-

LEED v4 Promotes a  
Whole-Building Approach 
to Sustainability

T
By Aaron Smith
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efficient door opening products 
like insulated doors and kerf/
thermally broken frames, all fitted 
with thresholds and gasketing, 
can help meet these more stringent 
requirements. 

Sealing the building envelope 
makes sense. It lowers facility 
heating/air conditioning costs and 
reduces energy consumption. Since 
buildings account for roughly 40 
percent of global energy consump-
tion, this one sustainability action 
can make a big dent in energy 
demand.

Speaking of  
Energy Consumption…

The building interior offers 
plenty of opportunities to lower 
energy consumption by using high-
performance appliances. Just as LED 

technology is revolutionizing light-
ing, Power over Ethernet (PoE) locks 
are drastically reducing the energy 
consumption of electronic access 
control systems.

PoE locks require little electricity 
and are powered by the same data 
cables that connect to phones, comput-
ers and other devices. Leveraging the 
existing IP network infrastructure 
eliminates the need for separate 
electrical and data wiring, thus 
streamlining the installation process, 
reducing costs and components, and 
minimizing power consumption. This 

also spreads intelligence and 
security decision making to the 
lock, creating a safer and more 
energy-efficient building. PoE 
cameras and telephones are 
already commonplace in build-
ings. Access control systems 
will be next.

Many facilities still 
incorporate traditional EAC 
systems. These platforms 
typically include several 
different components in and 
around the door, including a 
door position switch, electri-
fied strike, card reader, and 
lock. These components are 
all connected to an access 
control panel and require a 
low-voltage power supply. 
Many of these products use a 
significant amount of power 
while in standby mode and 
require additional infrastruc-
ture and power to operate. 

Today, thanks to the 
development of PoE devices, 

performance of an EAC system can 
be significantly improved by consoli-
dating all of these disparate compo-
nents into one integrated lockset that 
uses existing networking cable for 
both power and data to connect with 
the access control panel. 

When the total life cycle analysis 
of a PoE system is considered, the 
result is less energy and material 
used during manufacturing, ship-
ping, installation and use. PoE locks 
are particularly energy-efficient 
compared to other electronic access 
control locking solutions, offering 
the lowest power consumption at 
only 2.85 watts per lock, which is 50 
percent less than typical EAC devices.

Facilities that require a wireless 
solution can also reuse existing 
infrastructure by leveraging their 
current 802.11b/g WiFi network. WiFi 
access control solutions offer the 
same reduction of components as 
PoE solutions but do require batteries 
as a power source. The use of stan-
dard AA batteries allows facilities to 
make use of widely available recy-
cling programs, while long battery 
life reduces the number of batteries 
used during the life of the product.

When the total life cycle analysis 
(LCA) of WiFi and PoE systems is 
considered, the result is less material 
used during construction, which helps 
the bottom line while also lessening 
the impact of manufacturing, shipping 
and installation processes. Security 
system providers can make sustain-
ability requirements work in their 
favor by comparing the cost savings 
an end user can achieve by installing 
newer access control technologies 
versus a traditional “around-the-door” 
installation. These newer technologies 
can produce an annual cost savings 
of $18 per door, and in a 100 reader 
system, that translates to a savings of 
$1,800 per year for the end user.

Reducing Power  
Consumption with Actuators

Despite the new technology, tradi-
tional electronic locking products 
are not going away. In fact, some are 

Photo courtesy of Sargent Manufacturing, an ASSA ABLOY Group brand

Integrated Power over Ethernet locks combine all 
access control functionality into the lock and use 
existing network cabling for both power and data.



28 DOORS & HARDWARE £ APRIL 2014

being updated to lessen their energy 
draw. Mortise locks, for example, 
are now being equipped with actua-
tor motors instead of solenoids.

In a traditional solenoid lock, an 
energy-hungry coil pushes a metal 
plunger to lock or unlock the door. 
About 6W of power is continuously 
consumed to hold the lock in the 
energized state. When power to the 
solenoid is removed, a mechanical 
spring drives the locking mecha-
nism in the opposite direction.

By comparison, an actuator motor 
temporarily stores electrical energy 
in a capacitor and then drives the 
locking mechanism with a motor 
to lock or unlock the door. When 
power is removed, the capacitor is 
immediately discharged to drive the 
motor in the opposite direction.

In addition, the actuator 
eliminates thermal breakdown, the 
primary cause of solenoid failure. 
The actuator does not produce heat 
and also significantly reduces the 
electrical load on a physical access 
control system, is less sensitive to 
extended wire runs or the gauge 
of the wire, and operates across a 
wider voltage range. 

These technological improve-
ments are drastically increasing the 
energy efficiency of access control 
products, making them a perfect fit 
under the new LEED v4 guidelines.

Materials and Resources

The Materials and Resources 
section of LEED v4 sees the most 
significant changes. Following is an 
overview of this updated section:

■ Environmental Product 
Declarations (EPDs) – Building 
products having EPDs will help 
designers earn LEED points. 
This is to encourage the use 
of products and materials for 

which life cycle information is 
available and that have envi-
ronmentally, economically and 
socially preferable life cycle 
impacts, as well as to reward 
project teams for selecting prod-
ucts from manufacturers that 
have verified improved envi-
ronmental life cycle impacts.

■ Extended producer responsi-
bility – Points will be awarded 
for products purchased from a 
manufacturer (producer) that 
participates in an extended pro-
ducer responsibility program or 
that is directly responsible for 
taking back products at their 
end of life. Building product 
manufacturers having return 
programs in place will gain 
preference.

■ Raw materials source and 
extraction reporting – This 
credit emphasizes the trans-
parency of extraction practices 
through third-party reporting 
for bio-based, mined, quarried 
and other extracted materials. 
Building product manufactures 
will need to look at reporting 
raw material supplier locations 
and have a commitment to long-
term ecological land use, as 
well as reducing environmental 
harms from extraction and/or 
manufacturing processes.

■ Material ingredient reporting – 
This new credit was developed 
to reward project teams for 
selecting building products for 
which the chemical ingredients 
in the product are inventoried 
using an accepted methodology 
and for selecting products 
verified to minimize the use 
and generation of harmful 
substances. This will require 
manufacturers to publish 
complete content inventory of 

their products by CAS number 
down to .1 percent. Think of the 
side of a cereal box today.

There is one addition in the 
Indoor Environmental Quality 
section of LEED v4 that will affect 
door openings:

■ Acoustic performance – This 
credit seeks to provide work-
spaces and classrooms that 
promote occupants’ well-being, 
productivity and communica-
tions through effective acoustical 
design. This new credit calls for 
specific Sound Transmission 
Class (STC) ratings for many 
room adjacency types. 

Environmental Product 
Declarations, product end-of-life 
recycling programs, materials 
ingredients reporting, enhanced 
thermal performance, lower energy 
consumption and better sound 
attenuation are just a few examples 
of sustainability issues that can be 
addressed with door openings.

Sustainability is a megatrend 
that will continue growing with 
each update to green building 
rating systems and as governments 
implement increasingly challenging 
requirements. Sustainable buildings 
provide safety, security, health and 
productivity for the people who live 
and work in and around them. Door 
openings can help facilities meet 
these increasingly stringent green 
building construction guidelines.  

About the Author: Aaron C. Smith, LEED AP 
BD+C, is director of sustainable building solu-
tions at ASSA ABLOY Door Security Solutions. 
He is responsible for maximizing business 
opportunities for ASSA ABLOY products that 
deliver energy efficiency and sustainability for 
green buildings. He works closely with tech-
nical, marketing and sales to develop strategies, 
programs and education programs for door 
opening consultants that enable them to edu-
cate their customers about sustainability. He 
can be reached at asmith@assaabloydss.com.
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HE LATEST VERSION OF THE U.S. GREEN BUILDING COUNCIL’S 
(USGBC) Leadership in Energy & Environmental Design rating system—
LEED v4—took effect in November 2013. Already, 122 beta projects from 
around the world are using the new version, and widespread adoption is 
expected before the expiration of LEED 2009 in mid-2015. 

With more than 1.5 million square feet of space certified using LEED every 
day, architects, designers, contractors and others involved in design and 
construction are becoming increasingly familiar with the program. However, 
having complete command of the rating system is no simple undertaking. 

This article focuses on how and where the selection and use of doors and 
hardware applies to LEED credits, with a specific focus on the Materials and 
Resources section and changes to Indoor Environmental Quality criteria. 
Architects, designers, contractors and specifiers of doors and hardware will 
continue to leverage the benefits of steps taken to earn LEED credits under 
the previous version, while also accessing new credit opportunities.

Understanding LEED v4 at a High Level

There are many familiar elements but also some clear differences between 
LEED 2009 and the new LEED v4. The new version incorporates additional 
building types, more product selection criteria, new credit opportunities for 
more stringent and comprehensive sustainability criteria, and some innova-
tive formulas for determining credit qualification. 

On a strategic level, the LEED v4 rating system strives to evaluate and 
measure the synergistic benefits of designing, building, managing and oper-
ating sustainable buildings. 

B y  J o s h  J a c o b s  a n d  M a r i a  Ru t l a n d

T
Understanding LEED v4 and Opening the  
 Door to Maximum Credit Qualification
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There are six areas where door 
systems can apply toward earning 
credits in LEED v4: 

1. Product transparency

2. Raw materials sourcing

3. Material ingredients

4. Indoor air quality (as a part 
of a wall system)

5. Acoustic performance

6. Energy efficiency (as a part  
of wall system)

In some cases, credits are earned 
simply by selecting doors that meet 
a given criteria. In others, credits 
are based on the impact doors have 
on the building’s performance.

Product Transparency

LEED v4 outlines new, more 
stringent credit criteria for product 
selection. Some of these criteria call 
for a more comprehensive view into 
certain environmental impacts that 
product manufacturing can have. In 
other words, project teams can earn 
credits by selecting building materi-
als from manufacturers that strive 
to bring a level of transparency to 
their environmental impact.  

These products must have a 
third-party-certified Environmental 
Product Declaration (EPD) or, alter-
natively, must have been shown to 
meet environmental impact disclo-
sure criteria.

Project teams can earn the new 
EPD credit by using at least 20 
different, permanently installed 
products sourced from at least five 
different manufacturers that meet 
one of the disclosure criteria.

An alternative option is to ensure 
that 50 percent of permanently 
installed materials of a project 
meet a set of performance criteria 
outlined for reduced global warm-
ing, depletion of ozone, acidifica-
tion of land and water resources, 
eutrophication, and formation of 
tropospheric ozone.

An Environmental Product 
Declaration is a comprehensive 
report that documents the ways 
in which a product impacts the 
environment in six key areas. 
Independent program operators 
such as UL Environment offer EPDs 
that comply with Product Category 

Rules (PCRs) and meet the criteria 
outlined in LEED.

For the purposes of earning 
Product Transparency credits, third-
party certification offers architects, 
designers and specifiers the most 
effective, streamlined way to iden-
tify doors and hardware that meet 
these criteria.

Indoor Air Quality

Indoor air quality, addressed in 
the Indoor Environmental Quality 
(IEQ) section, has been included in 
multiple past versions of the LEED 
rating system. Previous versions 
awarded credits for the selection 
of low-emitting products in a 
limited number of specified product 
categories. Project teams achieved 
this credit by selecting products 
that documented emissions testing 
according to specified methodologies 
or those bearing UL Environment’s 
GREENGUARD Certification for low 
chemical emissions. 

In LEED v4, many more types of 
products can contribute to credits 

A modern, LEED-designed office building in the Pacific Northwest

Understanding LEED v4 and Opening the  
 Door to Maximum Credit Qualification
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based on calculating the volume, 
surface area, or cost of materials 
that meet VOC emissions criteria 
and then determining the percent-
age of total products in a space that 
qualify as low-emitting. In some 
projects, doors have been included 
in calculations of wall systems. 
Additionally, there are credits avail-
able for project teams conducting 
indoor air quality clearance testing. 

Raw Materials Sourcing

Former versions of LEED incor-
porated criteria for sustainably 
sourced products in a single-attri-
bute manner, in which each type of 
attribute attained earned individual 
points. 

LEED v4 offers up to two points 
based on selecting products that 
achieve multiple attributes. Option 
2 of sourcing of raw materials offers 
one credit for Leadership Extraction 
Practices. It calls for the use of 20 
permanently installed products that 
meet at least one responsible extrac-
tion practice listed. This criteria 
includes:

■ Materials reuse, which calls for 
salvaged, refurbished or reused 
products

■ Wood products that are sourced 
sustainably and are certified by 
the Forest Stewardship Council 
(FSC) or USGBC-equivalent

■ Bio-based materials tested using 
ASTM Test Method D6866

■ Recycled content

Wood and metal doors meeting 
these criteria can apply toward 
earning this credit. Third-party test-
ing facilities can provide validation 
and/or certification.

Chemical Material/Ingredients

Included in the Materials and 
Resources section, LEED v4 offers a 
credit for material ingredient disclo-
sure. Project teams are awarded up 
to two credits for selecting products 
whose chemical content is disclosed 
using defined standards. 

Declarations of chemical content, 
Health Product Declarations and 
Cradle-to-Cradle certifications 
require that manufacturers offer 
additional transparency regarding 
the inventory of the chemical content 
of their products. Door manufactur-
ers have an option to help a building 
achieve this credit. Project teams 
may include door systems as one of 
the 20 permanently installed prod-
ucts offering this content inventory 
in order to contribute to qualifying 
for this credit.

Acoustic Performance

Acoustic performance is a new 
credit opportunity available to all 
building types (except schools, 
where it had previously been 
incorporated into the rating system). 
The intent of this requirement is to 
produce workplace and other envi-
ronments conducive to occupant 
productivity and comfort.

Many elements contribute to the 
acoustic performance of an area, 
including how doors fit into and 
complement a wall system. As a 
key component of wall systems, 
doors help filter noise from the 
outdoors and contain sound within 
given areas of a building. Door 
systems may be selected based on 
materials that offer better acoustic 
performance. 

Energy Efficiency

While LEED rating systems have 
grown to focus on multiple aspects 
of sustainability, the program’s 
acceptance and use was almost 
entirely due to its success and focus 
on energy efficiency. As a part of 
wall systems, doors can signifi-
cantly impact the energy efficiency 
of a building. 

Energy and Atmosphere 

Minimum energy performance 
requirements call for measurable 
reductions in energy consumption 
and costs. By increasing energy 
efficiency, the selection and configu-
ration of proper wall and door 
systems are strategic in delivering 
buildings that operate with decreas-
ing use of energy and resources. 

Conclusion

Door and hardware systems are 
an integral part of buildings, and 
their selection and configuration 
as a part of wall systems is funda-
mental to aspects such as energy 
efficiency, indoor air quality and 
acoustic performance. As with any 
building material, considering the 
overall sustainability performance 
of a door and its hardware advances 
project teams toward maximizing 

Acoustic performance is a new credit opportunity  

available to all building types except schools, where it 

had previously been incorporated into the rating system.
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LEED credit potential, as well as 
creating buildings that minimize 
their environmental footprint.

The simplest way to maximize 
credit-earning potential is to select 
door and hardware products that 
have been validated and certified 
by trusted third parties. The selec-
tion of sustainable products will, 
in some cases, earn a credit and in 
others simply helps guarantee that 
when calculations are completed, 
sustainable products will contribute 
to a positive result. 

For manufacturers striving to 
differentiate their products and 
make them turnkey-ready for 
LEED, investigating the options 
for earning an Environmental 
Product Declaration (EPD), obtain-
ing low-emitting certification, and/
or pursuing an Environmental 

Claims Validation (ECV) through a 
third party may be well worth the 
investment. 

For project teams, specifying 
sustainable doors and hardware can 
open the door to earning maximum 
LEED credits.  

About the Authors: Josh Jacobs, LEED AP+, 
is UL Environment’s technical information 
and public affairs manager. He is responsible 
for outside standard participation for UL 
Environment. In this role he helps develop 
and track the sustainable programs/codes/
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product manufacturers in understanding how 
their products’ environmental qualities can 
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builders. 
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ADDITIONAL RESOURCES may 
be helpful for identifying doors 
that meet various sustainability 
criteria outlined in LEED v4:

■  UL Environment LEED v4 
Toolkit: www.ul.com/leed

■  UL Environment Sustainable 
Product Guide (to assist in 
sourcing materials for LEED 
v4 projects): www.ul.com/spg 
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By Judy Landwehr

What Is the FSC® Online 
Claims Platform?

I

Important 

Information 

for FSC 

Certificate 

Holders

S YOUR COMPANY A FOREST STEWARDSHIP COUNCIL™ (FSC)  
certificate holder? If your answer to this question is yes, you should already have 
received notification from FSC US or your FSC certification body regarding the 
rollout of the new FSC Online Claims Platform. If you are wondering what this is 
and how it will affect your company, I encourage you to read on. 

Having a good understanding of the platform, how it is used, and the 
benefits it can provide will make it much easier for your company to be ready 
for the platform when the time comes for you to register to use this new FSC 
tracking tool. The details of the platform are explained in a question-and-
answer format below.

Photo credit: © iStockphoto.com/JoeX93

The Mark of Responsible Forestry
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What is the FSC Online Claims Platform (OCP)?

The FSC Online Claims Platform was developed by 
the Forest Stewardship Council (FSC) as a tool to allow 
certificate holders to securely store their records of 
purchases and sales of FSC goods.

WHY IS THE FSC ONLINE CLAIMS PLATFORM NEEDED?

The main goal of the FSC Online Claims Platform is 
to prevent inaccurate FSC claims from being made on 
products. The current system of control fails to have 
routine checks that validate the claims being made 
between the supplier of the goods and the customer 
receiving the material. The current system allows 
invalid claims to make it through the system without 
being corrected.

IS PARTICIPATION MANDATORY?

Yes. All FSC certificate holders (CH) will be required 
to participate in the FSC Online Claims Platform.

WHAT IS THE TIMELINE FOR IMPLEMENTATION? 

Beta testing the software began late in 2013 and is 
expanding in early 2014. Starting in April 2014, certifi-
cate holders will be able to register an account and use 
the live version of the OCP or continue testing in the 
demo version. The demo version has email notifications 
turned off. This means that your trading partners will 
not receive email notifications if you “connect” to them, 
nor will they receive any claims you enter from them. 

However, if your trading partners also use the demo 
version, they too will be able to see the connection 
requests and data entered. This allows you to test 
the OCP with trading partners and try out all of the 
features. Check out the FSC help site if you would like 
more details on the demo version, which includes an 
example test sheet. The demo version can be found at 
https://ocp-demo.fsc.org. In addition, if you would like 
to see a list of tests that are available for you to try, 
check out the following link: https://ocphelp.zendesk.
com/hc/en-gb/articles/201535367-OCP-Beta-Test-to-Try. 

Initially, certificate holders will be able to choose 
whether or not to use the system. However, the FSC 
International Board of Directors will soon decide when 
and if the OCP will become mandatory. Before it does, 
certificate holders will all be notified directly and given 
a minimum of six months to register their accounts and 
connect to their business partners.

FEELING A BIT OVERWHELMED?

No worries. Knowing the steps that it will take to 
register your company and to link to your suppliers 
may put you at ease.

HOW COMPLICATED WILL THE REGISTRATION PROCESS BE?

Registration will be similar to creating a Facebook 
or LinkedIn account and can be done in five simple 
steps. Here is what you will need to do to register your 
company:

■ STEP 1. Search for your company name in the OCP 
database by typing in your company FSC certificate 
code, for example, SCS-COC-XXXXXX.

■ STEP 2. After selecting your company name, you 
will see a contact list of all individuals in your com-
pany who are currently listed on your certificate. 
If multiple contacts are listed, you will select the 
name of the individual who will be the FSC Online 
Claims Platform administrator for your company. 
This will be the person who will enter the data for 
your company in future transactions. Once the 
OCP administrator is selected, an email will be 
sent to that individual confirming his or her selec-
tion. If the individual your company wants to be 
the OCP administrator is not listed, you will be able 
to enter that individual’s name and email address 
into a Request Permission box, which will then be 
submitted to the FSC contacts for your company 
already in the list asking for the person’s approval. 
Once approved, the added individual requesting 
permission to be the OCP administrator will be sent 
a link through email to click on, allowing him or 
her to finish the registration process and become 
the new OCP administrator.

■ STEP 3. The OCP administrator will be asked to 
review the terms and conditions for use of the FSC 
Online Claims Platform. After review, the OCP 
administrator will be asked to accept the terms and 
conditions as written.

■ STEP 4. It is now time to create your password. 
Once you create your password and confirm it, you 
will receive an email confirming your registration.

■ STEP 5. You are now ready to log in to the plat-
form, which will allow you to check your certifi-
cate for accuracy and also enable you to start the 
process of connecting to your suppliers. Additional 
information on the registration process can be 
found at https://ocphelp.zendesk.com/hc/en-gb/
articles/201291617-How-to-register-for-the-OCP.
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HOW DO I CONNECT TO MY SUPPLIERS?

Connecting to your suppliers in the OCP is similar 
to sending or accepting a friend invite through social 
media sites such as Facebook or LinkedIn. For those of 
you who are not familiar with these sites, it is simply a 
matter of locating your suppliers in the OCP database 
and “connecting” with them. Here are the steps that 
you will follow to connect with your suppliers:

■ STEP 1. Search for your supplier, either by company 
name or by its COC certificate number. Using the 
COC number will provide the most accurate results, 
as there may be multiple companies in the database 
with the same company name.

■ STEP 2. Once you have located your supplier, you 
will click on the Connect button, which will gen-
erate a Supplier Verification Request.

■ STEP 3. The Supplier Verification Request will ask 
you to select a contact with that company, which 
will then generate an “invite” to that individual. 
You will have the ability to customize your mes-
sage to that recipient if you want to add a personal 
message.

■ STEP 4. Once you have created a message to your 
supplier, an email will be generated asking the indi-
vidual to accept your connection. Once your sup-
plier accepts your invitation, you are connected. 

Depending on where you are in the supply chain, 
you may also receive similar requests from cus-
tomers that you supply FSC material to if they are 
FSC certificate holders.

Refer to the following link if you would like 
additional information on connecting to your 
suppliers: https://ocphelp.zendesk.com/hc/en-gb/
articles/201291637-How-to-connect-with-my-suppliers.

You have now completed the registration process and 
the requirements for connecting to your suppliers. This 
takes care of everything that you will be required to do 
in the first phase of the OCP. It’s that simple! Now let’s 
take a look at what you will be required to do in the 
second phase.

The FSC Online Claims Platform Phase Two 
Requirements for Certificate Holders

As previously noted, the basis of the development 
of the OCP was to create a system that would ensure 
end users that the FSC claims on the products they 
purchased are made with a high degree of accuracy. To 
guarantee that this would happen, all FSC certificate 
holders will be required to submit their purchases of 
FSC goods to the platform. 

Since companies have different ERP systems, the OCP 
will allow FSC claims on purchases to be recorded in 
three different ways. There will be a Web-based version, 
a spreadsheet interface option, and the opportunity to 
have the OCP tie directly into your company IT system, 
referred to as the Application Programming Interface 
(API) option. 

FSC will soon provide certificate holders with addi-
tional information on each of these processes, aiding 
you in your decision as to which process will fit your 
business model the best. Only purchases of products 
with FSC claims are required to be entered into the 
OCP. At no time will you be required to enter your 
purchase price. A brief explanation of each option 
follows.

USING THE WEB INTERFACE OPTION

■ Enter your supplier’s COC number, which will 
bring up its certificate information, allowing you to 
confirm that the certificate is still valid.

■ Enter your supplier’s invoice number and date of the 
invoice for the FSC goods you purchased from it.

■ Enter the FSC claim (i.e., FSC Mix %) that is on your 
supplier’s invoice.

Connecting to your suppliers 
in the OCP is similar to sending 
or accepting a friend invite 
through social media sites.

Photo credit: © iStockphoto.com/sinngern
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■ Enter the quantity and unit of measure.
■ Data is then submitted and checked for errors.

THINGS TO KEEP IN MIND:

■ Multiple identical claims can be combined into a 
single item to reduce data entry.

■ Some certificate holders will be required to list the 
species and country of harvest for each FSC item. 
This requirement will depend on the individual 
manufacturer and the procedures it has in place for 
assessing the wood used in its FSC products. The 
OCP will let you know if the species and country of 
harvest are needed.

USING THE SPREADSHEET INTERFACE OPTION

FSC will provide certificate holders with a custom-
ized Excel spreadsheet that certified companies can use 
to enter their FSC purchases into the OCP. While the 
details of the sheet are still being finalized, the data you 
will be required to report will be similar to the tracking 
mechanism you already have in place for your certifi-
cation today—i.e., supplier certificate (COC) number, 
supplier’s invoice number, date of invoice, FSC claim, 
and the product type, such as W11.1 Wood Doors. 

You will also be required to enter the quantity 
purchased along with a unit of measure. The informa-
tion can be manually entered into the spreadsheet, or 
you can produce a report from your existing system 
to fill the spreadsheet template provided by FSC. Use 
of the Spreadsheet Interface Option allows data from 
multiple invoices to be included in the same spread-
sheet. After entering the data entry into the spreadsheet, 
you will email the spreadsheet to a dropbox, where the 
data will be reviewed. If there are any errors in what 
you entered, you will receive the document back with 
the errors highlighted. You will need to correct the 
errors and resend the document for review again.

USING THE APPLICATION PROGRAMMING INTERFACE (API) OPTION

The Application Programming Interface Option 
provides a way for you to connect your existing ERP 
system directly to the FSC Online Claims Platform. 
The API system allows you to submit the claims your 
suppliers are making to the OCP at the same time you 
are processing the invoices in your company system.

Benefits for Participating

You should now be familiar with the FSC Online Claims 
Platform, why it was developed, and what will be required 
of your company to participate. While some benefits of the 
platform were mentioned earlier in this article, you may 
still be trying to figure out where the benefits are for you 
as a certificate holder. Here are just a few of the benefits 
that our industry and supply chain may see:

■ Accurate FSC claims on products
■ The ability to quickly access the status of a suppli-

er’s certification
■ Automatic notification when changes are made to 

your supplier’s certificates
■ The ability to generate volume summary reports 

by supplier, by product type, and by purchases and 
sales of products with an FSC claim. All purchase 
information in the reports will be based on the 
data you submitted to the OCP based on your sup-
pliers’ invoices. All sales will be based on the data 
that your customers submitted to the OCP based 
on their purchases from you. This is why you are 
required to connect to your suppliers. While you 
are only required to submit your FSC purchases, the 
platform does allow companies to also submit non-
certified sales if they want to use the platform for 
generating reports on their own.

■ Multiple reports help simplify the audit process, 
saving time in the collection of data for your annual 
reassessment audit.

■ A complete list of all your suppliers and their cer-
tificates can be downloaded in a report.

One final note regarding the visibility of the informa-
tion you enter into the FSC Online Claims Platform: 
Access to the platform is strictly controlled and is confi-
dential. It will not be made public for everyone to view.

I hope all door distributors that are FSC certificate 
holders now have a better understanding of the FSC 
Online Claims Platform. I am sure we will hear more 
from FSC and our certification bodies as the registration 
process nears and as the data entry of all FSC purchases 
becomes mandatory.

For more information, please visit the OCP informa-
tional website: ocp-info.fsc.org.  

About the Author: Judy Landwehr, LEED Green Associate, is product com-
pliance and training manager at Masonite Architectural DoorSystems. She 
can be reached at Judy.Landwehr@MDRSYS.com.
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HE LAST COUPLE 
of years have seen 
distributors recover 
from the reces-
sion and enjoy 
some dramatically 

improved levels of sales growth. 
Some of that growth was the result of 
the acquisition of competitors weak-
ened by the recession. However, most 
of the growth has been organic. The 
economy may not be completely back 
on track, but sales have increased at a 
reasonable pace.

Unfortunately, this sales growth 
has not translated into increased 
profits. While there was a very 
modest increase in dollar profits, 
profit growth lagged well behind 
sales growth across almost all of 
distribution during this period. 
Sales growth proved extremely 
hollow.

This report examines the sales 
growth versus profit growth 
dilemma from two different 
perspectives:

■ Profit Growth Pressure Points 
– An exploration of the two key 
factors that were behind the lag 
in profitability

■ Changing the Sales-to-Profit 
Relationship – An identification 
of specific actions that firms 
must take to turn sales growth 
into profit growth

Profit Growth Pressure Points

The profitability culprits for 
distributors were pressures on the 
gross margin percentage and accel-
erating payroll costs. To be clear, 
distributors did not suffer any major 
problems in these areas. However, 
even extremely small changes have 
a large cumulative effect on profit.

Exhibit 1 demonstrates the impact 
of sales growth on profit for the 
typical DHI distributor based on 
the latest PROFIT Report. As can 
be seen, the firm generates $12.5 
million in sales, operates on a gross 
margin of 30 percent of sales, and 
produces a bottom line profit of 1.4 
percent of sales, or $175,000.

Three different scenarios are 
presented in the exhibit. They all 
enjoy sales growth of 10 percent. 
The differences in the scenarios are 
related to what happens to gross 
margin and payroll expense as a 
result of the sales growth. 

The Business as Usual scenario 
assumes that sales, gross margin 
and total expenses all increase at the 
same 10 percent rate. The result is 
that dollar profit also increases by 10 
percent. From a percent-of-revenue 
perspective, shown at the bottom, 
everything stays the same—dollars 
up, but percentages flat.

The second scenario, Profit 
Deterioration, reflects the profit 

challenges currently facing distribu-
tors. In this scenario, gross margin 
dollars increase by only 9 percent, 
while sales increase by 10 percent. 
Payroll expenses increase by 11 
percent during the same period. 

With these minor variations, profit 
falls from the original $175,000 to 
$130,000, a decline of 25.7 percent, 
which completely offsets the sales 
increase. The profit margin also 
declines, from the 1.4 percent start-
ing point to just 0.9 percent of reve-
nue. In simplest terms, even small, 
seemingly insignificant changes are 
not all that insignificant.

The final scenario, Profit 
Enhancement, reverses the profit 
challenges. It demonstrates the 
effect of an 11 percent increase 
in gross margin and only a 9 
percent increase in payroll. The 
profit impact, however, is not 
simply a mirror image of the Profit 
Deterioration results. The impact 
is dramatic, with profit rising to 
$255,000, an increase of 45.7 percent.

In short, sales growth is nice. 
However, the factors underlying the 
sales growth are decidedly more 
important than the sales growth 
itself. The deterioration in gross 
margin and payroll expense perfor-
mance must be reversed. If that 
can be achieved, the typical DHI 
distributor is positioned for strong 
profit results.

By Dr. Albert D. Bates

Watching Sales  
Growth Go to Waste

T

p r o f i t  I M P R O V E M E N T  R E P O R T
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Changing the  
Sales-to-Profit Relationship

The profit challenges facing 
distributors today are nothing more 
than a repetition of the challenges 
that have followed every period of 
economic sluggishness and recov-
ery. The euphoria of sales growth 
causes managers to forget most of 
the painful lessons learned in the 
down period. 

As demonstrated in Exhibit 1, 
those lessons are centered on gross 
margin and payroll expense. While 
both of these factors are important, 
gross margin is the real profit driver.

Gross Margin: The total 
profit swing between the 
Profit Enhancement and Profit 
Deterioration scenarios in the 
exhibit is $125,000. Of that amount, 
$75,000, or 60 percent, comes from 
gross margin. 

Experience from prior periods of 
strong sales growth suggests that the 
gross margin issue is nothing more 
than one of focus. The sad reality is 
that gross margin walks out the door 
when strong sales growth walks 
in. Getting the margin focus back 
requires communication, analysis 

and emphasis on some mundane 
operational issues.

The communication issue requires 
reinforcing the important of price 
integrity throughout the firm, but 
especially to the sales team. Without 
constant reminders regarding pric-
ing, gross margin slippage occurs 
almost automatically.

The analysis component involves 
finding hidden opportunities to 
improve gross margin. In both good 
times and bad, firms continue to 
under-price their slowest-selling 
items and special-order merchandise. 
The improvement potential is more 
substantial than most firms believe.

Finally, it is also essential to deal 
with the pesky operational issues 
that are ignored when everybody 
is busy with growing sales volume. 
Pricing errors are endemic to firms 
with lots of SKUs. Cleaning them up 
creates “free” gross margin dollars. 
Tighter control of shrinkage also 
represents a significant opportunity. 
Neither of these topics is exciting, 
but both are important. 

Payroll Control: The keys to 
payroll control are twofold. The first 
is euphoria. The second is an infra-
structure bias.

The euphoria problem arises 
because there is an understandable 
tendency to want to help employees 
“catch up” on payroll increases that 
may have been deferred during the 
down economy. In thinking about 
such catch-up situations, though, it is 
essential to ensure that the increase 
in payroll follows rather than leads 
the increase in sales volume.

The infrastructure bias comes into 
play because now that sales are up 
nicely, the firm would like to gener-
ate even more growth. The thought 
process is that if the firm increased 
its infrastructure (sometimes more 
correctly called adding overhead), 
then sales growth would be not just 
nice, but even more spectacular. The 
timing of such increases, in terms 
of additional sales staff, must be 
related directly to real sales poten-
tial, not to some vague desire for 
even more growth.

Moving Forward

Distributors in every line of trade 
are facing the challenge that sales 
growth is simply not translating 
into profit growth. It is a pattern 
that repeats itself every time a 
sluggish economy gives way to 
sales growth. The key for distribu-
tors, including DHI members, is to 
maintain control over gross margin 
and payroll expenses. If that is done 
properly, strong profits will follow 
strong sales growth.  

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

©2014 Profit Planning Group. DHI has unlimited duplication 
rights for this manuscript. Further, members may duplicate this 
report for their internal use in any way desired. Duplication by 
any other organization in any manner is strictly prohibited.

      10.0% Sales Increase

Income Statement ($)
Current
Results

Business
as Usual

Profit
Deterioration

Profit
Enhancement

Net Sales $12,500,000 $13,750,000 $13,750,000 $13,750,000

Cost of Goods Sold 8,750,000 9,625,000 9,662,500 9,587,500

Gross Margin 3,750,000 4,125,000 4,087,500 4,162,500

Expenses

  Payroll and Fringe Benefits 2,500,000 2,750,000 2,775,000 2,725,000

  All Other Expenses 1,075,000 1,182,500 1,182,500 1,182,500

Total Expenses 3,575,000 3,932,500 3,957,500 3,907,500

Profit Before Taxes $175,000 $192,500 $130,000 $255,000

Income Statement (%)
Net Sales 100.0 100.0 100.0 100.0

Cost of Goods Sold 70.0 70.0 70.3 69.7

Gross Margin 30.0 30.0 29.9 30.3

Expenses 

  Payroll and Fringe Benefits 20.0 20.0 20.2 19.8

  All Other Expenses 8.6 8.6 8.6 8.6

Total Expenses 28.6 28.6 28.8 28.4

Profit Before Taxes 1.4 1.4 0.9 1.9

The Impact of 10.0% Sales Growth 
for the Typical DHI Member

Exhibit 1
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Valerie Bevens, AHC, Technical Services Manager, Timely Industries

Forty years later, it’s no less important to “experience” answers, says Valerie, Technical

Services Manager for Timely Industries in Pacoima, Calif. But distractions loom around

every corner, making it more challenging to truly absorb information. “Every day, we

are bombarded with technology and information, but we are so busy that we don’t

really pay attention. If we can get people away from all of that everyday stuff and

into an environment where the focus is learning about product, we can really get

their attention and hopefully teach them,” she says. 

When Valerie Bevens fell into this career as a high school grad

just looking for a summer job until she started college, many

things about the industry were different. One striking difference:

there were no computers to look up answers. “In those days,

learning meant actually experiencing the answer,” she says.
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READY TO CHANGE YOUR
BUSINESS?
It’s no exaggeration to say that the show floor is a place
where companies and careers are changed and businesses
are transformed. “It’s too easy to just keep doing the
same thing you’ve been doing every day, year after year,”
Valerie says. But when you have time—one-on-one, face-
to-face—purely to learn and experience the product, you
just might discover a new concept, see an approach you
haven’t tried, or find a product that solves a problem. Not
only can it change your profit structure, it could potentially
bring more safety and security and strengthen relationships
with your clients. “New information is new opportunity,
and that’s what the show is about,” Valerie says.

DOUBLE THE OPPORTUNITY AT CONEXTIONS 2014!

SolutionSessions
DHI has doubled the amount of SolutionSessions for CoNEXTions 2014—from eight to 16!
At CoNEXTions 2012, exhibitors presented on everything from business software and
construction solutions to digital locks and new cable technology. This year promises
even more! In these intimate, drop-by, 15-minute sessions, you’ll have more choices,
more chances to learn what’s new, and more opportunity to ask questions and delve
deeper. SolutionSessions are open to all attendees; you don’t need to pre-register for
them, but you can select them when you download the mobile app for the
convention. All of the SolutionSessions will be programmed in, and when you add one to
your schedule, you’ll get a notification when the program is about to start—so you won’t
miss a minute on the show floor!

SOLUTIONS ON THE 
SHOW FLOOR
Getting people away from the day-to-day and giving
them time to experience the product and really learn
what’s new, what’s innovative, and what’s ahead—
that’s exactly the role she sees DHI’s convention,
CoNEXTions, playing. 

“There are so many opportunities for learning at the
convention, from the formal certifications to the
impromptu networking among channel partners. The
show floor itself is always a hub of activity, which is
both exciting and challenging. Walking the show
floor, it’s hard to see everything and to discover the
solutions you don’t know about,” she says.

That’s where the SolutionSessions come in. At
CoNEXTions 2012 in Las Vegas, Valerie was thrilled to
present a SolutionSessions topic about her company’s
unique pre-finished opening system. “These
breakaway seminars are a great opportunity for
manufacturers to talk about solutions and explain
concepts. And for the distributors, it’s an
opportunity to gain industry knowledge about new
concepts and new products that they may not learn
otherwise just walking the show floor,” she says. 

“For the distributors, (SolutionSessions) is an opportunity to
gain industry knowledge about new concepts and new
products that they may not learn otherwise just walking
the show floor.”

Meet the PEOPLE who matter now 
and the PRODUCTS that will matter later.

REGISTER NOW
www.dhiconextions.org

FINAL_AD_SPREAD_april_Layout 1  3/12/14  3:50 PM  Page 3
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O BE ABLE TO REACH OUT TO 
industry peers is an honor; thus it is 
with great respect that I submit this 
article detailing tips I have learned 
along the way. I am a 25-year 
veteran of the industry, currently 
working at Long Island Fire Door. 
I am grateful for this opportunity 
and I hope the tips provided here 
can help a carpenter or two in need.

Tip #1
When traveling to an employer’s 

site to check for mechanical 
malfunctions, it is vital to always 
bring your tape measure and a 
plumb bob. I personally prefer a 
magnetic plumb bob for ease of use 
in less-than-advantageous situa-
tions. These two simple tools will 
save you a world of trouble when 
other frequently used tools may not. 

Levels and the like are vulnerable 
to both aging and human error. 
Hence, if a carpenter uses a device 
that is susceptible to the aforemen-
tioned issues, even if he measures 
correctly, the measurement may be 
off. This is where the plumb bob 
shines, as it is reliant upon gravity, 
and the results are inherently indis-
putable. After the measurements 
are retaken using the plumb bob, 
the direction as to how to proceed 
is far easier on everyone.

Tip #2
The following tip is not for the 

weak of heart—or back, for that 
matter. If you are on the job site 
and do not have a fellow worker 
on hand, or a working elevator, the 
best way to carry a door from one 
floor to another is on your back, 
backwards. This is not a joke, yet it 
must be done with extreme caution. 

Going down the stairs with the 
door on your back backwards keeps 
the bottom of the door from hitting 
subsequent steps as you descend 
and makes the overall process more 
controllable. And if you drop the 
door, at least it’s not going to hurt 
you. It is important to note that 
prior to carrying the door this way, 
it is necessary to make sure no one 
is using the stairs so as to not put 
others at risk.

Tip #3
This tip is a quick one, but one 

that can save you time and frustra-
tion on the job daily. When packing 
hinges to properly fit openings, I 
recommend using standard wood 
coffee stirrers! Various hinge 
suppliers include bend-off card-
board packing strips, which are 
good but are usually thinner than 
what is needed to get the door to 
move without using more then one. 

h o w  T O

Plumb Bobs Don’t Lie:  
 4 Door Installation Tips

By Scott Foley

T
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If you use coffee stirrers, you will 
not ever want to use the cardboard 
ones again.

Tip #4
In the field, when you have a large 

number of wood doors to hinge and 
drill hinge holes for, try laying the 
doors down on their edges, stacked 
up to about 20 doors at a time. It is 
important while doing so to stagger 
the alignment of the hinge mortises. 

After said mortises are squared 
and cleaned out, push in, or if 
needed tap in, the butts with your 
hammer. Make sure they are flush 

on all of the doors in the stack. 
This will ensure that when you 
start drilling, then later screwing, 
everything flows like an assembly 
line—far more efficient and logical.

I am proud to say that I was a 
mechanic long before ever becoming 
a project manager, and I still am on 
the inside. “No problems, just solu-
tions” is a motto I stole from a good 
friend many years ago. I try to live 
by it daily.  

About the Author: Scott Foley is a project man-
ager with L.I.F. Industries, Inc. and a 25-year 
veteran of the industry. He can be reached at 
SFoley@LIFI.net.
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Doors & Hardware readers love “how-to” articles. According to 
our most recent readership survey, more than half of all readers 
want to see more installation, troubleshooting and how-to 
articles in the magazine. If you would like to contribute, 
email Denise Gable at dgable@dhi.org.

Share Your Expertise!
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DECODED:

From the well-known blog 

idighardware.com,  

Lori Greene brings some 

much-needed clarity to 

codes.

Annual Inspection 
of Egress Doors

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

HERE HAS BEEN A LOT OF PUBLICITY ABOUT THE ANNUAL INSPECTIONS 
required for fire door assemblies, but we must also be familiar with the 
inspection and testing requirements for egress doors. These requirements 

were added in the 2009 edition of NFPA 101, Life Safety Code, and are also found in 
the 2012 edition.

In the 2012 edition of NFPA 101, these inspections are covered in Section 7.2.1.15, 
Inspection of Door Openings. Inspections of specified egress doors are required not 
less than annually by NFPA 101 if so stated in Chapters 11-43, the occupancy chapters. 
The occupancy chapters that refer to Section 7.2.1.15 are Assembly (12.7.1.3, 13.7.1.3), 
Educational (14.7.3.3, 15.7.3.3), Day Care (16.7.3.4, 17.7.3.4), and Residential Board and 
Care (32.7.7, 33.7.7). Section 7.2.1.15 also addresses the annual inspection of fire doors 
(performed in accordance with NFPA 80) and smoke doors (performed in accordance 
with NFPA 105) for fire doors and smoke doors in all occupancy types.

The egress door inspection and testing requirements do not apply to every door in a 
facility, but the following doors in the referenced occupancy types must be addressed:

■ Door leaves equipped with panic hardware or fire exit hardware in accordance 
with 7.2.1.7 – Panic hardware is required by NFPA 101 for doors in Assembly, 
Educational, and Day Care occupancies serving an occupant load of 100 or 
more, but this inspection requirement also applies to other doors that are 
equipped with panic hardware or fire exit hardware where not specifically 
required, according to the NFPA 101 Handbook.

■ Door assemblies in exit enclosures – typically stairwells and exit passageways
■ Electrically controlled egress doors – electrically-locked doors that are released 

by a door-mounted release device, such as panic hardware with an integral 
request-to-exit switch

■ Door assemblies with special locking arrangements subject to 7.2.1.6 – includes 
Delayed Egress Locking Systems (7.2.1.6.1), Access-Controlled Egress Door Assemblies 
(7.2.1.6.2), and Elevator Lobby Exit Access Door Assemblies Locking (7.2.1.6.3)

■ For Residential Board and Care, the requirements apply to doors that are 
required to swing in the direction of egress, typically doors serving areas with 
an occupant load of 50 or more and doors used in an exit enclosure.

Inspecting doors in these locations helps to ensure that the doors used most 
frequently and that are more prone to wear and tear are operating properly. Similar 
to the NFPA 80 standards for fire door inspections, door assemblies must be visually 
inspected from both sides of the opening to assess the condition. Functional testing 

T
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must be performed by individuals 
who can demonstrate knowledge and 
understanding of the type of doors 
subject to testing. A written record 
must be signed and kept for review 
by the Authority Having Jurisdiction 
(AHJ); this documentation provides 
an enforcement tool to ensure that 
the inspections are done prop-
erly. Any deficiencies noted during 
the inspection must be repaired or 
replaced “without delay.” There is 
a set of guidelines in NFPA 80 for a 
written performance-based program 
that allows the inspection period to 
exceed 12 months, and this can also 
be applied to egress doors.

FROM THE  
2012 EDITION OF NFPA 101:

7.2.1.15.7 As a minimum, the 
following items shall be verified:
1.  Floor space on both sides of the open-

ings is clear of obstructions, and door 
leaves open fully and close freely.

2.  Forces required to set door leaves 
in motion and move to the fully 
open position do not exceed 
the requirements in 7.2.1.4.5.

3.  Latching and locking devices 
comply with 7.2.1.5.

4.  Releasing hardware devices 
are installed in accor-
dance with 7.2.1.5.10.1.

5.  Door leaves of paired open-
ings are installed in accor-
dance with 7.2.1.5.11.

6.  Door closers are adjusted prop-
erly to control the closing speed 
of door leaves in accordance with 
accessibility requirements.

7.  Projection of door leaves into the 
path of egress does not exceed the 
encroachment permitted by 7.2.1.4.3.

8.  Powered door openings oper-
ate in accordance with 7.2.1.9.

9.  Signage required by 7.2.1.4.1(3), 
7.2.1.5.5, 7.2.1.6, and 7.2.1.9 
is intact and legible.

10.  Door openings with special 
locking arrangements function 
in accordance with 7.2.1.6. 

11.  Security devices that impede 
egress are not installed on open-
ings, as required by 7.2.1.5.12.

The AHJ may require annual 
inspections for additional doors 
if he or she determines that there 
is a hazard to building occu-
pants. Annual inspections of fire 
doors, egress doors and smoke doors 
will help to ensure that they perform 
as designed, tested and required by 
code. Even if the annual inspection 
requirements are not being enforced 
in your jurisdiction, every build-
ing owner or property manager is 
required to maintain their fire doors, 
egress doors and smoke doors in 
proper operating condition.

NOTE: NFPA 101 requires all exit facili-
ties, including stairways and doors, in 
Educational and Day Care occupan-
cies to be inspected daily by principals, 
teachers or staff to ensure that they 
are in proper condition. This is not the 
same type of inspection required to 
be performed and documented annu-
ally, but with knowledgeable staff, this 
practice could go a long way toward 
code-compliant egress doors. Annex 
A specifically mentions that attention 
should be given to keeping egress doors 
unlocked and to avoiding non-compli-
ant hold-open devices on fire doors.  

About the Author: Lori Greene, AHC/CDC, 
FDAI, FDHI, CCPR, is the manager of codes and 
resources for Allegion. She can be reached 
at Lori.Greene@allegion.com or online at 
iDigHardware.com.

•  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

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

Photos Courtesy of Mark Berger

By Mark BergerObservational Comedy

Leftover Plate u
What do you do with extra parts? 

Thru-bolt them on the door. I’m 
amazed at how they sandwiched in the 
tubular deadbolt between the mortise 

lock trim and the sideways pull.

q Lost the Post
Missing post? No problem—a cable 
tie always solves the problem.

t HiLo
And the award for the 
lowest placement of a 
key-in-knob lock goes 
to… the same door 
with the extra-high 
tubular deadbolt.

As a kid, I listened to Bill Cosby’s album To Russell, My Brother, Whom I Slept With over and over. Cosby is one 
of the greatest observational comedians ever, and his take on everyday situations and what he has seen walking down the 
street is the work of a master of his craft.

I enjoy many different comedians and styles, but observational comedy is still my favorite. My all-time favorite 
album remains the great George Carlin’s Class Clown. If you haven’t heard the album, it contains the groundbreaking 
routine Seven Words You Can Never Say on Television. To this day, it’s the most inventive observation and take on 
language I’ve heard. Carlin looked at everything and quickly saw the humor—not unlike what I saw on these doors.
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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.

t Pointing to 
the Deadbolt
What’s the proper 
direction for a lever 
mounted 18 inches 
above the deadbolt? 
Pointing to the 
deadbolt, of course.

PushUp u
Let’s say you want to use a crossbar 

as a place for coats on a hanger. 
The normal height would allow 

the coats to drag on the floor. 
Here’s a solution: flip the crossbar. 

True, you now have to push it 
up and toward the door to exit, 

but that’s a small price to pay 
for a good height for hangers.

p Out the Window
I love to see doors. I’m just surprised to see them 
on a third floor exterior wall without steps or a 
landing.

p That’s a Wrap
Quite incongruous. The sign says the door is 
closed, yet the plastic wrapped creatively around 
the device seems to indicate otherwise.
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PEOPLE

DHI Announces Changes to Technical Staff
Keith Pardoe, DAHC/CDC, FDAI, CDT, has 
been named director of technical devel-
opment for DHI, effective March 1.  
Pardoe’s primary responsibility and 
focus will be the ongoing development 
of DHI’s technical education products, 
ensuring they remain current and 
relevant to industry needs. As the chief 
technical spokesperson for DHI, Keith 
will represent the organization and the 
industry to the numerous codes and 
standards bodies within the U.S. He will 

continue to assist as a technical instructor, 
as well as handle advocacy and aware-
ness presentations for the Door Security 
& Safety Foundation.

DHI’s additional Education 
Department staff—Greg Drake, AHC, 
Hanne Sevachko, and Amee Patel—will 
focus on the delivery, marketing and 
administrative aspects of the education 
program and will report to Stephen 
Hildebrand, FDHI, executive vice 
president.

PRODUCTS

Door Components Awarded Patent for 
STC Door Core
The United States Patent and Trademark 
Office has awarded Door Components 
a patent on its proprietary core for STC 
doors. The patent is for the unique 
sound-deadening construction of the 
door’s core. This construction results in a 
lighter-weight door for the same sound 
properties. The result is easier installa-
tion and the use of standard hinges.

Another feature is that the patented 
core is made of galvannealed steel. This 
is the same steel material that is used 
in Door Components’ standard door 
construction. Because the core is galvan-
nealed, there is no risk of rust or mold. 

The STC door with its new patented 
core is now available. For more  
information, visit www.doorcomponents. 
com/Products/doors_STC.htm.

Securitech’s LEXI™ Control Trim  
Securing School Entrances
Securitech’s LEXI™ retrofit control trim 
can help secure school entrances and 

give schools 
better access 
control. LEXI™ 
was designed by 
Securitech to be 
used as a universal 
access control 
solution for elec-
trifying existing 
exit doors, even if 
a school system has exit devices from dif-
ferent manufacturers across its buildings.

Retrofitting LEXI™ control trim to 
various exit devices is made possible 
by Securitech’s Mounting Plates & 
Operators (MP&O). Each MP&O is created 
specifically with a certain exit device 
in mind. The MP&O is mounted to the 
back of the LEXI™ Control Trim. This is 
thru-bolted to the exit device or door, 
allowing the trim and device to work 
simultaneously.

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

CORPORATE CORNER

Steel Door Institute  
Launches Mobile Website
SteelDoor.org has gone mobile, making 
it easier for architects and construction 
professionals in the field to access SDI 
standards and other time-critical infor-
mation about steel doors and frames.

While the SDI website has always 
been viewable on handheld devices, 
the new mobile website is optimized for 
smartphones, with large buttons and 
streamlined content. This makes it much 
easier to view and interact with SDI 
information in the field.
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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
Office Phone:  716 835 6880 

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

Web Site:  www.firetesting.com

SPECIALTY DOOR PROGRAM

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: 

http://www.doorcomponents.com/Products/doors_STC.htm
http://www.doorcomponents.com/Products/doors_STC.htm
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The new function 
is a true mobile 
website, not an 
app, so users don’t 
have to download 
anything to get 
started. By pointing 
their smartphone 
or tablet browser 
to steeldoor.org, 

users can look up standards, FAQs, the 
glossary and other information that is 
important to know while in the field. 
For further information, go to www.
steeldoor.org.

ASSA ABLOY Acquires Lumidigm in the U.S.
ASSA ABLOY has acquired Lumidigm, 
a manufacturer of biometric readers 

based on patented multispectral imag-
ing technology. This technology is 
supported by sophisticated solutions to 
ensure robust biometric identification, 
even under adverse conditions. The 
head office is located in Albuquerque, 
N.M. For additional information, go to 
www.assaabloy.com.

AAMA Updates Acoustical  
Rating Specification
The American Architectural 
Manufacturers Association (AAMA) 
has published an updated standard for 
acoustical performance. AAMA 1801-13, 
Voluntary Specification for the Acoustical 
Rating of Exterior Windows, Doors, Skylights 
and Glazed Wall Sections, describes the 
use of sound transmission loss test data 

to calculate Sound Transmission Class 
(STC) and Outdoor-Indoor Transmission 
Class (OITC) ratings. The updated 
standard is available in AAMA’s Online 
Publication Store. For more informa-
tion, go to www.aamanet.org.

The Door Company Named  
Ohio Distributor for Boon Edam,  
Horton Automatics

The Door Company, celebrating its 20th 
anniversary, announced that it has been 
named sole distributor, service and parts 
supplier for the state of Ohio for Boon 
Edam. The company also announced that 
it has been named distributor, service and 
parts supplier for Central Ohio for Horton 
Automatics. For more information, go to 
www.tdoorco.com.
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A searchable database for job seekers and employers. 
DHI members receive exclusive and significant discounts,  

as well as complimentary resume postings. 

www.dhi.org/careers

Log In and Upload Your  
Career Today!



Classifieds Corner
Help Wanted

SOUTHERN GF COMPANY
Building Atlanta Since 1912

A Century of Service to the Commercial Construction Industry

Southern GF is a company that believes quality should never be 
compromised. We stand behind our products and service, from start 
to finish. That may sound unusual today, but it’s the way we’ve done 
business for more than a century. We’re uncompromising when it 
comes to quality. That’s the way a supplier should be. For more than 
a century, that is the approach we have taken to providing top-notch 
doors, frames, and hardware to commercial and institutional clients 
in the construction and building maintenance industry throughout 
Atlanta and the southeast. We take great pride in serving architects 
and general contractors by offering one of the most comprehensive 
product lines available today to the commercial construction industry, 
in collaboration with more than 80 industry-leading manufacturers.

Our commitment since 1912, Quality Service Begins with Quality 
People backed by Honesty, Integrity and expertise. Southern GF 
Company is engaged in constant change, innovation and growth 
to serve the needs of our customer and our industry. We believe 
exceptional people equals exceptional success. If you are part 
of the exception and believe you can add a positive dynamic 
to our team please review the below posted job openings.

After Market Counter Sales 

Walk in counter sales, phone sales. Candidate will promote sell and 
secure orders from existing and prospective customers through 
a relationship based approach. Five years minimum experience 
with extensive hardware, hollow metal and wood door knowledge 
required. Must have strong organizational and interpersonal skills 
as well as a proven track record of consistently meeting deadlines 
and sales revenues. Candidate will actively search for new 
business and maintain current accounts. Demonstrated aptitude 
for problem-solving; ability to determine solutions for customers 
(consultative sales approach) Must be results-orientated and 
able to work both independently within a team environment. 
Must possess excellent verbal and written communication skills. 
Proficiency in using Microsoft Office Suite applications and 
contact management software. Valid driver’s license. “Honesty, 
Integrity, Expertise—The Keys to Stellar Customer Service”

Contract/Negotiated Sales

Project Manager responsible for the development and 
performance of individual sales activities in Georgia. Five 
years minimum experience with extensive hardware, hollow 
metal and wood door knowledge required. AHC, CDC helpful 
but not required. Must have effective comprehension of 
architectural drawings and division 08100, 08200, 08700 
specifications. Candidate will develop Contract-Negotiated 
accounts through direct selling and/or sales channel 
strategies including multiple plan services subscriptions. 
Strong organizational and interpersonal skills as well as a 
proven track record of consistently meeting deadlines and 
sales. 10 minimum industry experiences. “Honesty, Integrity, 
Expertise—The Keys to Stellar Customer Service”

Estimator/Detailer division 08100, 08200, 08700.

Extensive hardware, hollow metal and wood door knowledge 
required. AHC, CDC or equivalent experience with the ability 
to interpret specifications and blueprints. Five years minimum 
experience estimating and detailing doors, door hardware, and 
specialties including the use of estimating detailing software. 
Knowledge of AVAware helpful but not required. Strong 
organizational and interpersonal skills required as well as a 
proven track record of consistently meeting deadlines. “Honesty, 
Integrity, Expertise—The Keys to Stellar Customer Service”

Excellent benefits include: PTO, Medical Benefits, 401K.

For a confidential interview, email or mail resume 
in confidence with salary requirements to:

T. Dewayne Taylor, President 

Southern GF Company 

4920 Lewis Road 

Stone Mountain, Georgia 30083 

www.southerngf.com  •  dtaylor@southerngf.com

*No Phone Calls Please.

At Smoot Associates, 
Inc., one of the oldest 

independent manufacturers’ 
sales agency in the country 
we pride ourselves on our 
reputation and highest quality 
customer service. Currently we 
are looking to add to our outside 
sales force in NY an individual 
that will call on our accounts, 
design professionals, end users 
and job site troubleshooting. 
We are searching for an 
experienced, energized person 
that will join our team and grow 
with our company through this 
great career opportunity. 

The qualified individual  
should possess: 
• AHC and/or CDC credentials 
preferred or strong experience in 
Division 8 and Division 10 products. 
• Strong background in  
Hollow Metal and other type of 
doors a definite plus. 
• Ability to travel and work  
independently. 

• Skilled, professional and 
ready to hit the ground running. 
• Career oriented with great 
drive and interpersonal skills. 

Compensation:  
• Salary commensurate with 
experience and credentials  
• DHI certification costs  
(AHC, CDC, EHC) 
• Health Insurance contribution 
• SAR/SEP pension plan 
• Paid vacation, holidays,  
personal and sick time 
• Travel Expenses 

Email your resumé to: 
René A. Bouchard, DAHC/CDC, 
FDAI, CSI, CCPR,   
President & CEO 
Smoot Associates, Inc  
T: 781-826-7705 ext 13 
F: 781-826-0755 
E: rbouchard@
smootassociates.com

Please visit our web site: 
www.smootassociates.com
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AS MOST OF YOU ARE NOW AWARE, the U.S. Green 
Building Council has determined that it needs to once 
again change the LEED standards. The new require-
ment will come into full effect by the summer of 2015, 
but you may start to see requests for LEED v4 showing 
up on new jobs at any time. 

However, until an industrywide Product Category 
Rule (PCR) is developed that will set the direction 
for individual manufacturers to create their own 
Life Cycle Assessment (LCA), which in turn will 
allow the manufacturers to develop and provide 

Environmental Product Declarations (EPD) for their products, manufactur-
ers will only be able to provide LEED 2009 products.

The Window and Door Manufacturers Association (WDMA) is in the 
initial stages of developing PCRs for architectural wood door products. 
Creation of a PCR is the first step necessary so that door manufacturers can 
develop ISO-compliant LCAs and EPDs for documenting their products’ 
environmental attributes, for use by architects and specifiers in obtaining 
LEED v4 credits. 

Jeff Lowinski, executive director of the National Architectural Door 
Council, part of the Window and Door Manufacturers Association, says that 
the Council’s direction is to provide this initial tool on behalf of the entire 
industry, coordinated with those for hardware, frames and other door prod-
ucts and components. The important issues that this PCR addresses not 
only will determine the conduct and content of LCAs and EPDs created by 
door manufacturers, but will also impact the granularity, difficulty and cost 
associated with their creation, Lowinski says. He adds that the group wants 
to ensure that the information gathered by this process is not only accurate 
and compliant with ISO criteria, but also that it adds value for both door 
producers and specifiers—not just another burdensome paper exercise.

I have had many discussions with architects across the country, and there is 
truly a mix of feelings about the value of this change. Some firms feel that any 
change that enhances the environmental direction is a good thing, regard-
less of the impact and cost to the producers and eventually the end user. 
Others say they are not pleased with another change of the standards and the 
changes in direction and documentation it will force all of us to make. 

As an industry, we have embraced the directional change that LEED 
has given us. DHI will continue to educate our members on these changes 
and their impact on our industry with articles in Doors & Hardware. I’m 
also working with WDMA to possibly create an educational session at 
CoNEXTions 2014, June 26-27, in Dallas. We hope to see you there.

We are at a point of understanding and acceptance of the present stan-
dards and the positive impact LEED has had on our environment and our 
industry. Change is inevitable, and soon LEED v4 will be the standard, but 
sometimes I can’t help but think it is just change for the sake of change!  

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

The Transition to LEED v4

Tim Petersen, LEED AP

President: Mark E. Lineberger, AHC/EHC, FDAI
Valley Doors and Hardware, Inc. • markl@valleydoorshdw.com

President-Elect: Barry T. Shovlin 
Mohawk Flush Doors, Inc. • bshovlin@masonite.com

First Vice President: Milton G. Allred, AHC 
Comsense, Inc. • miltonallred@rogers.com

Second Vice President: Michael L. Gibson, CPL 
Mulhaupt’s, Inc. • mikeg@mulhaupts.com

G O V E R N O R S
Mark J. Berger 

Securitech Group, Inc. • mberger@securitech.com

Anthony A. Boatman, DAHC/EHC, FDAI
Openings Solutions, Inc. • tonyboatman@verizon.net

Jerry Heid, AHC 
Zero International, Inc. • jheid@zerointernational.com

Jeffrey W. Loss, AHC 
Donald A. Loss Associates • jeff@daloss.com

Robert D. Maas 
Allegion • bob.maas@allegion.com

Jerry Rice, CCCA, LEED Green Assoc., FDAI
D. H. Pace Company, Inc. • jerry.rice@dhpace.com

Scott J. Tobias, AHC/CDC, CDT, CFDI, LEED AP 
ASSA ABLOY Door Security Solutions • stobias@assaabloydss.com

Edwin Toy, DAHC 
Spalding Hardware Systems • etoy@spaldinghardware.com

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

Sharon Wilson, AHC 
Allegion •  sharon.wilson@allegion.com

President, DHI Canada: Lawrence Beatty, AHC
Shanahan’s Building Specialties, Ltd. 

lawrence.beatty@shanahans.com

Certification Committee Liaison: William J. Ritchie, AOC  
Allmar International • bill.ritchie@allmar.com

Immediate Former President: Tim Petersen, LEED AP 
VT Industries, Inc. • tpetersen@vtindustries.com 
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National Guard Products
 w e  a l w a y s  d e l i v e r

ngp .com •  800 .647 . 7874

*In-stock orders placed by 11:00 A.m. CST will ship within 48 hours.  **ask your rep how you can qualify for free shipping.

Everything You Need. On Site. On Spec. On Time. 

custom 
lite kits in 
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