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solutions.

Falcon delivers solid products with solid 
performance at a solid price.

At Falcon, we know that businesses are built on solutions that exceed 
expectations. We consistently deliver durability, convenience and unmatched 
value. For over 40 years, we’ve built our reputation on providing quality 
products at a reasonable price. It’s the way we do business and it’s what makes 
Falcon a solid choice for any project.

 ■ Locks: A full range of cylindrical, mortise, interconnect and unit locks 

 ■ Closers: Designs that fi t a variety of commercial applications

 ■ Exit Devices: Devices that stand up to the use and abuse of 
  commercial applications

For more information on Falcon’s solid offering, 
visit allegion.com/us or call 877-330-1017.

Falcon delivers solid products with solid 
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i n  T O U C H

 P 
ROGRESS ON LIFE SAFET Y IN HEALTH-
care is resulting in an increased focus on 
maintaining fire door assemblies. Between 

the training delivered by the Door Security & Safety 
Foundation to The Joint Commission (TJC) in January 
and the pending adoption by the Centers for Medicare 
& Medicaid Services (CMS) of the 2012 edition of NFPA 
101, Life Safety Code, our industry will need to step up 
to help these facilities comply. 

CMS is responsible for distributing Medicare and 
Medicaid dollars to hospitals and requires periodic 
surveys to determine a hospital’s rating to qualify for 
these dollars. These physical and intellectual surveys 
are conducted by organizations such as TJC and the fire 
marshal community. 

CMS has been working to ensure the highest degree 
of health and safety of all patients, family and staff in 
every provider and supplier setting. As such, earlier 
this year it announced that it intends to adopt the 
National Fire Protection Association’s 2012 editions of 
the Life Safety Code (LSC) and the Healthcare Facilities 
Code. 

Currently, CMS applies the standards set out in the 
2000 edition of the LSC. The LSC sets out fire safety 
requirements for new and existing buildings and is 
issued by the NFPA, a private, nonprofit organization 
dedicated to reducing loss of life due to fire. However, 
the updated LSC contains new provisions that are 
vital to the health and safety of all patients and staff; 
it applies to hospitals and long-term care facilities, as 
well as several other kinds of healthcare facilities and 
ambulatory surgical centers. 

The adoption of the new LSC would reduce the 
burden on healthcare providers, as the 2012 edition of 
the LSC is aligned with the international building codes 
and would make compliance across codes much simpler 
for Medicare- and Medicaid-participating facilities. 

The Healthcare Facilities Code contains more detailed 
provisions specific to healthcare and ambulatory 
care facilities. Adoption of this code would provide 
minimum requirements for the installation, inspection, 
testing, maintenance, performance and safe practices of 
healthcare facility materials, equipment and appliances.

The 2000 edition of the LSC did not include approved 
language requiring fire door inspections. That language 
was first incorporated into the 2007 edition of NFPA 
80 and then incorporated into the LSC 2009 edition. 
With the CMS adopting the 2012 edition of the LSC, 
healthcare facilities will be required to inspect fire door 
assemblies on an annual basis.

The Door Security & Safety Foundation began to work 
with TJC, and in January, its technical consultant, Paul 
Baillargeon, AHC, FDAI, delivered a training session 
to more than 70 TJC surveyors. In partnership with the 
American Society of Healthcare Engineers and TJC, the 
Foundation has also conducted numerous symposiums 
and education sessions to further advance this effort. 

We have recently learned that the TJC will increase 
its focus on door assemblies next year, especially since 
CMS is moving toward adoption of the 2012 edition of 
NFPA 101. 

Warning: Be ready, as healthcare facilities will need our 
knowledge and products to properly maintain fire doors and 
doors that swing in the path of egress!  

Increased Focus on Maintaining Fire Door Assemblies

By Jerry Heppes, Sr., CAE

What Is CMS?
The Centers for Medicare & Medicaid Services (CMS) is a 

federal agency within the U.S. Department of Health and 
Human Services that administers the Medicare program and 
works in partnership with state governments to administer 
Medicaid, the State Children’s Health Insurance Program, and 
health insurance portability standards. 

What Is The Joint Commission?
An independent, not-for-profit organization, The Joint 

Commission accredits and certifies more than 20,500 
healthcare organizations and programs in the United States. 
Joint Commission accreditation and certification is recognized 
nationwide as a symbol of quality that reflects an organization’s 
commitment to meeting certain performance standards.
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To learn more, please visit www.dhi.org,  
email MemberServices@dhi.org or call 703/222-2010.YOUR MEMBERSHIP MATTERS!

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!

Occupation: Sales manager, estimating and project management

Childhood ambition: Horse trainer and animal rescue. My husband teases that I wanted to be an 
astronaut at one time, so I was definitely raised to believe that anything was within my reach. But I 
always went back to working with animals.

First job: Subway sandwich artist (to support my horse, of course)

What led you to our industry? Extended family needed help with bookkeeping and paperwork. The 
rest is history!

Proudest professional moment: Being given the opportunity to be a part of starting a commercial 
door company from the ground up alongside my husband. To be comfortable and excited for the 
challenge of a new startup gives me the satisfaction of hard work paying off. Knowing the harder work 
is yet to come keeps me excited for our future.

Biggest challenge: Staying on top of my education and finding the balance to keep it a top priority and 
make it happen.

Guilty pleasure: Taking time for myself—a day trip or long weekend to a beach or anywhere quiet and 
relaxing…someday!

Favorite book/movie: The 40-Year-Old Virgin, Bridesmaids and anything Will Ferrell. I’m a nerd for 
movies that make me laugh.

Mentor/Hero: Personally, my dad. He’s the most even-keeled, hard-working man I know who doesn’t 
play the game and never quits. He showed me at the ripe age of eight the importance of “paying 
yourself first.” Professionally, I would have to give the honor to two men: William Baker and Ed Harris. 
Ironically, both were equally the toughest I faced coming up in the door industry. They challenged me 
and gave me the direction to grow. Both of them were largely responsible for my involvement in DHI, 
and I thank them daily for it.

Best advice you ever received: Whether you think you can or think you can’t, you’re probably right.

Best advice you never received: You can’t put the same energy into something or someone 
repeatedly and expect a different result.

How has your involvement with DHI supported your career goals? It has instilled a level of 
confidence and personal interest that keeps me involved and motivated. It keeps my focus on growth 
and improvement as a part of my day-to-day. It’s extremely easy to settle into one role and view this as 
“just doors.” DHI offers the opportunity and path to make this a career, not just a job.  ●

 Rachael York
 JMK DOOR SOLUTIONS, INC.

f a c e s  O F  D H I



YOU NAME IT, 
WE’VE FRAMED IT.

www.conceptframes.com

888 234 9455  toll free
828 465 2015  phone

800 631 9089  fax

PO Box 248
2015 Industrial Dr
Newton NC 28658

Concept Frames has manufactured 
hollow metal frames and doors for 
Apple, Facebook, The Pentagon, Hyatt, 
Target and dozens of Distributors and 
Architects for over 30 years.

We have the absolute fastest turnaround 
and delivery system in the industry, and 
specialize in custom designs.  No order 
is too small or too complicated for 
our design team.

We Have Framed 
Some Of The World’s 

Biggest Names.
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c a s e  S T U D Y

S WILL ROGERS SAID, “YOU NEVER GET A SECOND CHANCE TO 
make a good first impression.” And that impression comes quickly these days. 
People now make up their mind in a matter of seconds. 

Realtors know this best and apply it to selling a home. It is no surprise that 
one of the most common suggestions by realtors is replacing the front door. In 
fact, research shows that a new door can greatly increase a home’s resale value, 
proof positive that the first impression can shape how one views the entire offer-
ing or experience.

Yet if first impressions are so vital, why is it that on commercial-oriented proj-
ects like hotels (where good impressions mean repeat business), we find that the 
lesson has been almost completely lost for the last 40 years?

Typically, hotel unit entry doors were drab flush plastic laminate or metal 
doors, often the ubiquitous textured six-panel molded skin doors. No doubt this 
lack of door design is why we never see doors in any of the promotional photos 
of the guest rooms! 

By Jacob Kluger

How the Shelborne Wyndham Grand South Beach Hotel Used  
Custom-Designed, Affordable Doors as a Feature, Not Just a Function

Making a Dramatic Entrance 



 AUGUST 2014 £ DOORS & HARDWARE 9

Granted, hotel and condo developers could 
certainly argue that this is driven by econom-
ics, meaning that the cost of 200 or 300 
expensive custom-built, fire-rated doors, plus 
another 300 bathroom doors, plus another 
300 closet doors, is difficult, if not impossible, 
to justify compared to the mass-produced 
option, despite the sacrifice made on the 
design. For a short period in history, great 
doors were overlooked and out of reach.

Mass Customization Allows  
Doors to Come into Their Own

Recently however, this trend has been 
reversing course, and doors have once again 
become a hot item as a standalone feature. 
This is due to modern factories adopting a 
concept called “mass customization.” Mass 
customization is best defined as a “new 
frontier in manufacturing,” serving as a way 
to facilitate a “tremendous increase in variety 
and customization without a corresponding 
increase in costs.” 

This has been a far-reaching game-changer 
for many commercial projects, certainly 
beyond hotels and resorts to include senior 
and assisted living facilities, multifamily 
apartments, high-rise condominium towers, 
student housing and historic renovations. 

With the new economics of ultra-competi-
tive pricing in place, mass customization has 
literally opened the door (excuse the pun) for 
designers, architects and active developers to 
create a one-of-a-kind offering for each proj-
ect they tackle. The savviest individuals have 
begun crafting the entry and interior doors as 
a calling card for what’s in store for the guest, 
resident, patient, student or visitor to their 
projects. 

One great example of this is the iconic 
Shelborne Hotel located in South Beach, 
Miami. 

The Shelborne South Beach Hotel (which 
will be adding the Wyndham Grand title to 
its name) was originally opened in 1940 and 
initially designed by Art Deco architect Igor 
Polevitsky before being updated by celebrated 
designer Morris Lapidus a decade later. Fast-
forward 65 years, and the property is just wrap-

Mass customization has opened the door for designers, 
architects and active developers to create a  
one-of-a-kind offering for each project they tackle.
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ping up an ambitious $150 million renovation 
to restore the original classic charm of the hotel. 
Included in the list of many updates was the 
complete replacement of all the unit entry doors.

Richard Mishaan Design, responsible for all 
the interiors, created a truly dramatic room 
entrance by customizing multiple aspects of 
a door manufactured by Supa Doors, which 
specializes in built-to-order doors. Richard 
notes that the door design came from “a combi-
nation of ideas that led us in that direction.”

The inspiration in each project is personal, 
but the details certainly serve as a greater 
model for how doors can recapture the allure 
of yesteryear or create a modern contemporary 
flair without requiring an increase in costs.

■ The door layout – Creating a memorable 
door design begins with a well-crafted, 
thoughtful general door design. Projects 
are moving away from the age-old six-
panel door to a simple one-panel, three-
panel or even four-panel door. 

In the case of the Shelborne Hotel, the 
design team appealed to themes of the 
property and chose a three-panel design 
that fits in line with the movement. Dave 
Fisher, CEO at Supa Doors, noted that this 
door design’s allure is “gaining momentum 
with its clean, square, sharp lines and can 
have a transformative effect on a project, 
whether it be a hotel, senior living facility 
or condominium.”

■ The profile or “sticking” detail of the door – 
This aspect often gets overlooked in the 
design process but can help define the door 
as a nuanced layering of the door details. For 
instance, changing the sticking profile from a 
typical ogee profile to a square “shaker style” 
or even a raised molding can really affect 
the look of the door. The Shelborne chose a 
quarter-round profile that Supa Doors calls 
its “O” sticking to create a softer transition 
point to the sharper angled panel sections 
within the door. 

■ The panel profile – Panel details have 
been historically limited to a standard 
raised panel and in some cases a flat 
panel. However, with mass customization, 
offering and creating a one-of-a-kind panel 

Projects are moving away from the age-old six-panel 
door to a simple one-panel, three-panel or even 
four-panel door.
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profile can often be included 
at or near the standard panel 
pricing. This is a huge oppor-
tunity since the panel edge 
detailing and panel thickness 
can highly define the custom 
look of the door. 

In the case of the Shelborne 
Hotel, Richard Mishaan Design 
created a bold custom full-
thickness panel that jumps out 
at you from the center portion 
of the doors and helps define 
and differentiate these doors 
from those in any other hotel.

■ Color – Traditionally, most 
paint-grade doors end up being 
finished in a white or some 
color variant of white. Richard 
Mishaan found inspiration 
in the memories of vintage 
‘50s cars driving through the 
hotel’s iconic porte cocher in 
its heyday. “The color palette 
was clearly sophisticated and 
modern in the two-tone com-
binations found on these cars,” 
Mishaan said. The Shelborne’s 
doors use similar rich colors, 
challenging the notion that 
doors have to be white.

■ The door size – The size of the 
door is not usually considered 
in the design process, but for-
ward-thinking architects and 
design teams are starting to 
customize this aspect as well, 
which should become part of 
the equation when crafting a 
door. In fact, many upscale proj-
ects are moving to larger sizes 
above the standard 6'8", 7' and 
8' doors. By altering the height, 
it provides a sense of grandness 
and creates a more palatial feel 
to the room.

High-rise condos have quickly 
shifted to a 7'6"-tall offering and 
are upping the ante with unit 

entry doors taller than 8'. For 
ADA compliance, doors can now 
be increased in width easily 
and still maintain the layout 
consistency. In the case of an 
older property, custom sizing 
has allowed for slightly unusual 
existing conditions, which nec-
essarily dictate the size of the 
door. Customization can now 
occur on the fly after a property 
walkthrough. The Shelborne 
hotel required custom-width 
doors to accommodate the 
slightly smaller frame sizes and 
still maintain the fire rating.

Greatness is born and bred in 
every detail of a project. The best 
design teams know this and inspect 
and define every element to create 
an overarching stunning vision. As 
the designer Charles Eames said 
best, “The details are not the details. 
They make the design.”

With the door being such a visible 
component of every residential and 
commercial project, it is no wonder 
that designers and developers are 
carefully considering the door’s 
layout, sticking and panel profiles, 
as well as the size, if applicable. 

When it comes down to it, the 
first and last interaction with every 
room is the door. Mass custom-
ization now allows for featured 
designs that are both captivating 
and affordable. Designers like 
Richard Mishaan have taken advan-
tage of this to the benefit of hotels 
like the Shelborne. He sums it up 
best when he says, “The result was 
a spectacular success.”  

About the Author:  
Jacob Kluger is an 
architectural sales 
manager at Supa Doors, 
Inc. He can be reached at 
Jacob@supadoor.com.

Fire Testing Laboratories, Inc.

n  Product Testing and Certification 
Program for Fire Door Assemblies

n  Field Labeling Technicians for 
On-Site Re-labeling of Fire Doors, 
Fire Door Frames and Armor 
Plates That Are Missing Labels

GUARDIAN FIRE TESTING  
LABORATORIES, INC.

OFFICE

15 Wenonah Terrace
Tonawanda, NY 14150

LABORATORY

480 Hinman Ave.
Buffalo, NY 14216

Phone:  716-877-2760

CONTACT:

Email: gftli@earthlink.net
Phone: 716-835-6880

Fax: 716-835-5682

EXPERIENCE WHERE  
IT COUNTS

Guardian Fire Testing  
Laboratories, Inc. is  

Accredited as a  
Certification Body  

(Inspections and Product 
Certification) and as a  

Testing Laboratory  
through the  

American National Standards 
Institute/ASQ/ACLASS to:  
ISO 17025; ISO 17020 and  

Guide 65 (ISO 17065)

http://www.brainyquote.com/quotes/quotes/c/charleseam169188.html
http://www.brainyquote.com/quotes/quotes/c/charleseam169188.html
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Photo courtesy of Georgia State University

EORGIA STATE UNIVERSITY (GSU) IS CENTERED IN HISTORIC 
downtown Atlanta. Its urban surroundings provide approximately 
32,000 students with a distinguished education, as well as access 
to the city’s government, culture and business organizations. The 
University is considered a commuter school, with 61 percent of 
first-year students living on campus and 17 percent of all under-
graduates living on campus. 

Since 1913, the University has seen significant growth. GSU built 
its first student housing facility in 2007 and since then has continu-
ally built and expanded its student housing facilities to include five 
different locations and nine buildings for more than 4,000 students.

Roderick Padilla, assistant director of IT services at GSU and a 
23-year veteran employee of the University, recalls a time when 
access control was just keys. 

“Two decades ago, campus security was dramatically different,” 
Padilla says. “I remember when you would have keys out there 
and wouldn’t know who had them or how many people had the 
masters, the sub-masters and the sub-sub-masters. But of course, 

Urban Georgia Campus Upgrades Access Control 
to Capitalize on Existing Physical Security

G

c a s e  S T U D Y

By Jim Stankevich
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with better IT and physical security, 
things have come a long way.” 

Today, GSU has the largest 
campus police department of any 
school in the state, with more than 
100 employees. The challenge for 
the University is securing its urban 
campus, where students, as well as 
strangers, can walk the grounds. 
Campus housing includes extensive 
surveillance equipment, turnstiles 
and gates to get into each facility, 
card readers in elevators to limit 
access to certain floors, and parking 
decks with readers and access gates. 
With a growing student popula-
tion, an urban environment, and 
increased incidents of campus and 
school violence around the country, 
campus security is particularly 
important at Georgia State. 

GSU has a diverse mix of student 
housing locations to secure, encom-
passing a variety of newly built and 
purchased conversions. A 1,100-occu-
pancy dormitory named Piedmont 
North, for example, was once back-to-
back hotels built for the 1996 Summer 
Olympics in Atlanta. A Greek housing 
area with multiple buildings was built 
in 2010, and its first and largest dormi-
tory, called University Commons 
(which was once named the third most 
luxurious dormitory in the country by 
The Fiscal Times), houses 2,000 students 
and is open year-round. 

Replacing Proprietary  
Systems with Open Source

Though keys have not been the 
primary source of access control in 
GSU’s housing facilities for some 
time, the University was looking to 
upgrade its existing access control 
system due to a number of issues, 
including lack of integration capa-
bilities and product support. 

“We really wanted to replace our 
proprietary system with an open 

source system—something that 
would work with all the cameras 
and other equipment we have,” 
says Padilla. An open platform was 
particularly important to Padilla, 
as he wanted to limit the amount 
of equipment that would need 
to be replaced. The IT Services 
Department oversees a security area 
worth about $1.7 million in assets 
for student housing, including turn-
stiles, gates, 50 DVRs, more than 720 
cameras, 25 access control panels 
and 150 card readers. 

Solution: Open Platform Design
Working with a Tyco Security 

Products sales representative and 
GSU’s integrator of seven-plus 
years, LMI Systems, Inc., the depart-
ment decided on Software House’s 
C•CURE 9000 security and event 
management system. Because of its 
open platform design, most of the 
existing equipment the University 
had did not need to be replaced. 
The University could capitalize on 
its existing physical security and 
surveillance, as well as increase 
the capabilities of the system with 
better integration and features. 
Some controllers were easily 
upgraded using Software House’s 
Legacy Controller Upgrade Kits, 
which allow legacy controllers to be 
updated to an iSTAR Pro controller 
without replacing the existing wall 
mount enclosures. 

“One of the factors that made the 
decision easy for [GSU] was that its 
peripherals didn’t have to change,” 
says Heath Hunt, vice president of 
technology operations at LMI Systems, 
Inc. “It’s more cost-effective when you 
are talking about just head-end equip-
ment and software changes.”

Aside from an access control 
solution that would work with the 
University’s existing security equip-

ment, GSU was looking for a solution 
with superior reporting capabilities. 
“The reporting is exactly what we 
wanted,” Padilla says. “I can go to 
an entry log for any access card and 
see the recent history for a particular 
card or user, as well as who gave the 
person access to that card. I didn’t 
have that ability before, and it’s 
exactly what we need.”

With multiple hall directors and 
other staff members who are able to 
create cards for student residents, 
reliable audit trails and reporting 
features are essential for the security 
staff. For example, if a hall director 
creates a new card for a student 
whose card was lost but forgets to 
flag the previous card as lost, anyone 
walking around the campus could 
pick up the card and have access to 
areas where they are not allowed. 

With C•CURE 9000, GSU security 
staff can run daily reports on any 
users with more than one active 
card and immediately deactivate the 
extra card, as well as find out who 
created the card without flagging 
the old one and bring that to the 
necessary staff member’s attention 
to correct the mistake in the future.

“Another benefit is that if some-
one tries to use a flagged card, not 
only will the card not work, but the 
system tells us someone is trying 
to use the card,” Padilla says. The 
software’s integration with GSU’s 
surveillance equipment even gives 
GSU PD a visual on the person. 

“We didn’t have good integration 
between our access control and 
cameras before,” Padilla explains. 
“We really wanted this critical 
enhancement to be able to pull video 
with an access event. These are key 
issues because students lose their 
cards all the time, and being in 
the city of Atlanta, this is an open 
campus. The safety and security 
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of the students is of utmost impor-
tance.” Receiving the surveillance 
video from an event allows for quick, 
informed responses from staff and 
police in a variety of scenarios and 
emergencies beyond a lost card.

Aside from the importance of the 
solution’s capabilities, timing was a 
big factor for Georgia State University. 
GSU’s IT Services Department began 
talking about a new access control 
solution in the spring and needed to 
be sure everything would be installed 
over the summer and be fully opera-
tional before fall classes were back in 
session. 

LMI Systems, Inc. had the system 
ready to go within three weeks and 
spent the summer migrating each 
housing facility and working on any 
issues. “It was a seamless transition,” 
says Padilla. “We didn’t have to 

replace the cards since they were all 
fully compatible with the new system. 
It was a matter of recreating the access 
rights and exporting all the data.”

GSU closed all of its student hous-
ing facilities over the summer, with 
the exception of its largest residence 
hall, University Commons. Summer 
access cards were pre-created 
with access rights, and University 
Commons was on the new system 
immediately. The rest of the summer 
was spent focusing on the other 
buildings, with minimal disruption. 

Future Expansion Plans
With the new access control 

system up and running at GSU, the 
University can now focus on the 
future. While the current system 
uses access control to enter the 
resident facilities, Padilla would like 

to expand card access to individual 
rooms as well for the next dormi-
tory the University builds. 

In addition, at some point, GSU 
would like to move to a one-card 
system, according to Padilla. Currently, 
students have separate housing cards, 
library cards and vending/ID cards. 
“We’re not quite ready to do that yet, 
and I don’t know exactly how we will 
decide to do that, but the student hous-
ing solution has been successful, so 
maybe it will serve as that benchmark 
we need for the rest of the University,” 
Padilla adds.

About the Author: Jim 
Stankevich, CHPA-L and 
life member IAHSS, is 
the global manager of 
security and lynx for 
Tyco Security Products. 
He can be reached at 
jstankevich@tycoint.com.
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THE OPERATION OF ANY HOTEL 
involves hundreds of moving parts that 
managers must keep humming smoothly 
every day. In your busy world, it’s easy to 
overlook the more mundane elements—some 
of which can be critical.

“A door is not something that people get 
excited about until it’s not working prop-
erly,” says Don Lopatka of Edmonton’s DDL 
Group, chair of the Fire and Egress Door Assembly Inspector 
(FDAI®) Committee of DHI Canada. “The way I look at it, hotels offer 
all sorts of amenities to encourage people to stay at their property, 
but safety and security are not always top-of-mind. Guests appreciate 
the extra peace of mind from knowing that they have a safe exit route 
and that their doors are designed to protect them in case of fire.”

With an eye toward increasing safety and helping properties remain 
compliant with current codes and safety standards, many companies 
now offer a Fire and Egress Door Assembly Inspection program.

Fire Code and Safety Standard Requirements
Over the years, a number of tragic events in public spaces have 

led to the introduction of new fire and life safety standards. Under 
the latest version of the National Fire Protection Association’s NFPA 

Im
age courtesy of N

FPA

By Carol Schram

Hot Issue:  
Maintaining Fire-Rated Doors
Annual Inspections Can Streamline Safety Code Compliance
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80, Standard for Fire Doors and Other 
Opening Protectives, buildings are 
now required to carry out annual 
inspections of fire-rated doors. The 
NFPA 80 reference point regarding 
inspections has been incorporated 
into the National Building Code of 
Canada and the upcoming  Alberta 
Building Code.

Managers of properties that 
are more than 10 years old often 
feel overwhelmed with the cost 
and the scope of work involved in 
conducting a thorough inspection, 
not to mention doing the necessary 
upgrades to become compliant. 
Strictly speaking, door safety is 
already part of your fire evacuation 
plan that is inspected annually by 
the Authority Having Jurisdiction. 
Simple issues can include the 
need for smoke gasketing or non-
combustible transition thresholds 
from corridor to suite, doors not 
fitting into frames, or hardware not 
latching properly or failing to close 
correctly.

Fire and Egress Door  
Assembly Inspector

In 2007, an industry-wide initia-
tive emerged, offering property 
inspections of fire-rated doors and 
step-by-step recommendations to 
help make properties compliant 
with fire and life safety codes. These 
expert inspection services can 
identify your property’s issues—and 
if you haven’t been proactive in 
maintaining and servicing your 
fire doors, you will certainly have 
issues. 

“I stayed at a five-star hotel in 
Chicago with a group of colleagues, 
and we did a walk-through of 15 
doors,” shares Lopatka. “Not one 
was compliant. There’s a real need 
for hotels to address this issue.”

Certified FDAIs can provide an 
onsite analysis of your property, 
reviewing all doors. They’ll offer 

recommendations for improvements, 
product suggestions and options for 
purchase. The inspection process is 
completely independent; you’ll make 
your own purchase decisions. After 
repairs are completed, the inspec-
tor will return for a re-certification 
inspection.

Once the door assemblies are 
brought into compliance with NFPA 
80’s requirements, future inspec-
tion cycles might be shortened.  
Training programs can gradually be 
introduced to empower hotel staff 
to do most of the legwork, meaning 
future inspections would be limited 
to a quick walk-through instead of a 
detailed analysis of every door.

Standard Requirements and 
the Importance of Keeping 
Compliant

Insurance and liability are critical 
issues for hoteliers when dealing 
with safety codes. “If you ever find 
yourself in an emergency situation 
where people are injured or at risk 
in your building due to fire, the 
costs of dealing with that incident 
will far outweigh the costs of any  
 

COMMON FIRE DOOR DEFICIENCIES

n Painted or missing fire door labels

n Hardware interfering with the door function

n Fire door assembly blocked by objects

n Doors not labeled for use as fire exits

n Bottom flush bolts that do not project into the strike

n Fire doors blocked to stay open

n Kick-down door holders

n Broken, defective or missing hardware

n Missing or incorrect fasteners

n Poor clearance dimensions

Photo credit: © iStock.com/eans

In 2007, an industry-wide initiative emerged, 
offering property inspections of fire-rated doors 
and step-by-step recommendations to help make 
properties compliant with fire and life safety codes.
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maintenance program you could 
have started,” points out 30-year 
industry veteran Lopatka.

“If you get into a regular inspec-
tion and annual maintenance 
schedule, it’s similar to having an 
alarm in your house or your busi-
ness,” Lopatka says. “The insurance 
people are pleased because your 
property has earned a higher safety 
rating, and the Authority Having 
Jurisdiction and first responders 
know what’s going on in your build-
ing. There’s peace of mind for the 
owner, staff, and most importantly, 
your guests, knowing they’re 
protected in a compliant, safe and 
secure building.”

Improving Operations
“In many cases, an analysis will 

not only point to something that’s 
not compliant, but also identifies 
items functioning incorrectly. It can 
offer ideas for improvements that 
will make the building function even 
better than it does at present,” contin-
ues Lopatka. “Prefinished fire-rated 
doors and frames provide a quick 
assembly upgrade. They’re easy to 
install, with less trades involved. 
State-of-the-art security, access and 
egress control, along with fire-release 
products, can change the function 
of your building to cater to new 
conditions.

By using newer product options, 
you provide your guests with 
a higher-standard experience 
with greater safety and security. 
Ultimately, the goal is to make the 
building safer and compliant with 
today’s codes and trends.  

About the Author: Carol Schram is a freelance 
writer based in Vancouver, Canada, who writes 
regularly on business issues affecting the 
hospitality industry.

BECOMING AN FDAI® THROUGH DHI EDUCATION

THE FDAI PROGRAM is a four-part program combining education, 

certification, risk management and advocacy through the joint efforts of DHI, 

Intertek, Telcom and DHI’s Door Security & Safety Foundation (DSSF).

Based on NFPA 80, Standard for Fire Doors and Other Opening Protectives 

(2007 edition and later), documented inspections for fire-rated door assemblies 

are required on an annual basis. Inspections must be performed by individuals 

knowledgeable about the operating components of doors subject to testing. 

DHI’s training program, Fire and Egress Door Assembly Inspection 

(DAI600), provides students with door, frame and hardware product and 

application knowledge. The program culminates with concentration on NFPA 

80’s inspection requirements, including proper documentation practices. 

This training is open to all interested parties who have met prerequisite industry 

educational requirements. Upon passing the DAI600 class exam, students earn 

the FDAI credential, qualifying them to conduct fire door inspections.

DHI certified professionals—AHCs, CDCs, EHCs, and AOCs—have met the 

FDAI prerequisites, so they can step right into DAI600, become a credentialed 

FDAI, and create a new line of business for themselves and/or their employer.

Intertek’s IQP Program
FDAIs can differentiate themselves further by becoming third-

party certified through Intertek’s recently revamped Intertek 

Qualified Personnel (IQP) program. This program is an 

extension of DHI’s FDAI program and provides FDAIs with a 

competitive advantage by broadening service offerings, increasing credibility, 

and limiting liability. 

The program adds more value to the inspection by independently qualifying 

inspectors and requiring third-party audits and continued education to ensure 

that fire and/or egress door assemblies remain compliant with NFPA 80 and 

NFPA 101.

QUALIFIED

IQP
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The Effect of  
Oversized Clearances  
on Fire Door Tests

VERSIZED CLEARANCES ARE 
one of the most common deficiencies 
found during the annual fire door 
assembly inspections that are required 
by current codes. NFPA 80, Standard 
for Fire Doors and Other Opening 
Protectives, limits perimeter and 
meeting stile clearance to a maximum 
of ⅛ inch for wood doors and ⅛ 
inch +/-⅟₁₆ inch for steel doors when 
measured on the pull-side face of the 
door. These clearances can be difficult 
to maintain, especially at the meeting 
stiles of pairs.

For most fire doors, clearance at the 
bottom of the door is limited to ¾ inch 
above the finished floor. This clear-
ance is measured from the bottom of 
the door to the top of the flooring or 
threshold. If the bottom of the door 
is more than 38 inches above the 
finished floor, the maximum clearance 
is ⅜ inch or as specified by the manu-
facturer’s label service procedure. 

An example of a door that requires 
a maximum ⅜-inch clearance at the 
bottom is a chute door or counter shut-
ter. The reason the requirement differs 
from the ¾-inch limit for doors with 
the sill below 38 inches is because of 

the location of the neutral pressure 
plane during a fire or fire test and the 
behavior of smoke at that location.

Some clearance problems can be 
addressed by shimming a fire door’s 
hinges with steel shims, installing 
a threshold (maximum ½-inch high 
for doors on an accessible route), or 
adding an edge guard or door bottom 
that is listed for this purpose. 

It’s a common misconception that 
any listed gasketing products can be 
used to bring a door with oversized 
clearances into compliance. While 
many products in a gasketing manufac-
turer’s catalog may be listed for use on 
fire door assemblies, only a few have 
been tested and listed for the purpose 
of addressing clearances beyond what 
is allowed by NFPA 80. The vast major-
ity of listed products must be used on 
fire doors that have code-compliant 
clearances.

Witnessing a Fire Test First Hand
Rectifying clearance problems can 

be difficult and costly, so it may be 
tempting to leave non-compliant doors 
in place and assume that a little extra 
clearance won’t affect the performance 

O
By Lori Greene, AHC/CDC, FDAI, FDHI, CCPR
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of the fire door assembly. I can say 
from first-hand experience that this is 
not true. 

Last year I was invited to attend a 
fire test at Underwriters Laboratories 
(UL) by Courtney Noble of Crown 
Fire Door Products (manufacturer of 
the tested products) and Chuck Noble 
of Certified Fire Door (the company 
responsible for the research and devel-
opment of the tested products). The 
wood doors tested had variable clear-
ances from ⅛ inch to ½ inch, and the 
clearance at the bottom of each door 
was ⅜ inch. 

The Crown Fire Door Stop was 
installed at the perimeter to address 
the clearance issues at the head and 
jambs, and the doors were tested per 
UL 10C, Positive Pressure Fire Tests of 
Door Assemblies. Although the UL list-
ing was achieved for 3-hour rated steel 
doors with clearances of up to ½ inch, 
the Category A wood door developed 
visible flaming at the top of the lock 
edge and did not pass the test. It was 
disappointing to see the wood doors 
fail, but it was valuable evidence that 
existing wood doors are unlikely to 
perform as designed and tested in a 
fire situation if the clearances are not 
compliant with NFPA 80.

I attended a second test of these 
products at UL earlier this year, with 
several design changes and positive 
results! In addition to perimeter 
clearances up to ⅜ inch, the bottom 
of the doors in the second test had a 
2-inch undercut—much larger than the 
¾-inch limit imposed by NFPA 80. 

Several system components were 
installed in addition to the fire door 
stop: steel channels across the top of 
the wood door to protect this vulner-
able area, at the bottom of the door to 
reduce the clearance, and a full-height 
channel on the lock edge. In addi-
tion, the Crown Latch Protector was 
installed under the strike to ensure that 

1

2 3
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4.  The masonry wall 
with two fire door 
assemblies ready for 
testing is moved into 
position adjacent to the 
furnace.

 All photos courtesy of Leslie A. Miller, Fire Protection Publications

1.  The installed Category 
A and Category B wood 
doors are examined  
by Chuck, Courtney  
and Uriah Noble,  
Michael Nicasio of UL, 
and Dan Hibbs of Eggers 
Industries.

2.  Uriah Noble installs the  
Fire Door Extender 
to bring the 2-inch 
bottom clearance into 
compliance.

3.  The Crown Latch 
Protector installed 
behind the strike is used 
as part of the system to 
ensure sufficient latch 
engagement.
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5.  Testing begins. Three thermocouples remain attached to the 
face of each door for the first 30 minutes of the fire test.

6.  Bill Singer of Schuham Builders Supply Company looks 
through one of the viewports into the furnace.

7.  Inside the furnace the doors can be seen on the left, with 
the remnants of the veneer visible around the edges of the 
exposed core.

8.  A cotton pad is used to ensure that there is not sufficient  
heat/flame transfer to ignite combustibles on the non-fire side 
of the fire door assembly.

9.  Monitors report the test progress. At 27 minutes into the 
test, the average furnace temperature was more than 1,500 
degrees, but on the non-fire side we could stand directly in 
front of the doors—evidence of the protection fire doors 
provide.



 AUGUST 2014 £ DOORS & HARDWARE 23

01-31-14

        

NFPA-252, ANSI/UL10B,
UL10C, CAN/ULC S104-10

Crown Fire Door Products, Inc.
Made in Maine, USA

Miscellaneous Fire
Door Accessory

R27658

The C
row

n Fire D
oor Stop is intended for 

application on labeled, pressed steel fire door fram
es, 

w
ith classified steel com

posite and hollow
 m

etal doors 
rated up to 3 hours, w

ith up to 1/2" clearances.
P

atent P
ending

10

11

12

the latch was properly engaged even with the excessive 
clearance. Both the Category A and Category B wood 
doors successfully passed the test, and the tested prod-
ucts achieved a listing for use on wood doors rated for 
up to 90 minutes.

Two representatives from the International Fire Service 
Training Association (IFSTA) were on hand to document 
the test for future use in their instructional publications 
for the fire service, and they have generously allowed 
the use of their photos here.

Conclusion
Because a method for addressing excessive clear-

ance is not currently included in NFPA 80, section 1.5, 
Equivalency, should be referenced for guidance. NFPA 
80 does not prohibit the development of new devices 
that meet the intent of the standard. Information from 

the testing laboratory is available for 
review and approval by the Authority 
Having Jurisdiction (AHJ).  

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 iDigHardware.com.

10.  The Schlage L9000 series lockset 
remained latched throughout the test 
as required, although the furnace-side 
levers melted off as expected. Operable 
hardware is not required to be functional 
after the test.

11.  Upon completion of the 90-minute test, 
the doors are removed from the test 
furnace.

12.  For a 90-minute rated door, the hose 
stream test is conducted in a pattern 
across the surface of the door at 30 psi 
for 1.5 seconds/square foot.

mailto:Lori.Greene@allegion.com
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EEPING A BUILDING SAFE IS NOT AN EASY TASK, AND NOT  
something that any one person can do alone. From facility managers to 
Authorities Having Jurisdiction (AHJs), many different people play a role to 
ensure that a building and its individual components are maintained, stay 
up to code, and act as one system to protect the building’s occupants.

Given the many different components within a structure, such as fire doors 
and openings, and with the building and electrical codes becoming more 
complex, there is an increased need for facility managers and AHJs to be 
able to understand the codes and where and how they are applied. This task 
requires more specialized personnel to maintain and inspect the building, 
which ultimately requires either more personnel or more training. However, 
as budgets continue to tighten, both facility managers and AHJs are being 
challenged to do more with less.

For facility managers, having something out of compliance with code 
means the risk of employee injury, fines, additional and unaccounted-for 
costs, and even potential closure of a building. For AHJs, having a building 
out of code compliance means an increased risk to public safety and the 
challenge of ensuring that the building be brought back in compliance in a 

The Need for  
Third-Party Inspectors

K
By Gary Flom
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timely fashion. For both, the ideal is 
to have a building remain in a state 
of compliance, allowing for a little 
easier rest at night.

One of the most important yet 
also one of the more difficult and 
time-consuming components of 
keeping a building safe is fire 
doors and openings. Because fire 
doors can help contain a fire and 
buy time for effective evacuation 

from a building, they are one of 
the most critical components scru-
tinized during a building’s annual 
inspection.

With limited resources and an 
increase in responsibility, facility 
managers and AHJs are constantly 
battling between what needs to be 
done and what they can feasibly do. 
Facility managers must ensure that 
their fire doors meet code amidst 
ongoing changes to the facility 
and the continual wear and tear of 
daily use. AHJs have to dedicate the 
required time it takes to do a proper 
inspection for each of the doors—a 
time-consuming and daunting task, 
especially when the structure is a 
high-occupancy building. 

Nonetheless, as critical compo-
nents of the building’s safety, fire 
doors cannot be ignored.

So What Is the Solution? 
Turning to third parties is an effi-

cient and viable option to help with 
fire door inspections, as it brings in 
outside expertise that is more flexi-
ble and knowledgeable and can help 
provide solutions to problems that 
are encountered. While working 

with third parties is beneficial, for it 
to be effective, the outside expertise 
must first be reliable and trusted. 

But how can one be certain that 
the fire door inspector one is work-
ing with is trustworthy? How can 
one know that the inspector is up to 
date on codes? 

Enter the concept of working 
with a trusted third party that built 
a program off the industry’s most 

respected and trusted training 
program and holds its inspectors to 
a higher standard. Enter the Intertek 
Qualified Personnel (IQP) fire door 
inspector.

Intertek’s Qualified  
Personnel Program 

The Intertek Qualified Personnel 
(IQP) program for fire door inspec-
tors is an extension of the Door and 
Hardware Institute’s Fire and Egress 
Door Assembly Inspection (FDAI®) 
program. After being trained 
through the FDAI program, Intertek 
independently qualifies the inspec-
tors and requires them to receive 
third-party audits and ongoing 
education to ensure that fire and/
or egress door assemblies remain 
compliant with NFPA 80 and NFPA 
101. Having the inspectors held to a 
higher standard helps separate them 
from their peers and fosters the 
trust needed from facility managers 
and AHJs alike.

Stemming from the program that 
began in conjunction with DHI in 2007, 
the IQP program for fire door inspec-
tors is Intertek’s next evolution of its 
original Certified Fire and Egress Door 

Inspection (CFDI) program. Since 
the inception of the CFDI program, 
changes in the industry have created 
more opportunities for third-party 
inspections and require a higher-qual-
ity, more comprehensive inspector—an 
inspector that facility managers and 
AHJs can trust.

As a Nationally Recognized 
Testing Laboratory (NRTL) that 
is the leader in fire door certifica-
tion, Intertek is an independent, 
third-party certification body that is 
closely tied to the fire door industry. 
Backed by Intertek’s leadership 
position in the fire door industry 
and its partnership with DHI’s FDAI 
program, an IQP fire door inspec-
tor provides facility managers and 
AHJs with a unique option to assist 
them in keeping their fire doors up 
to code. 

As guardians of public safety, 
few (if any) things weigh heavier on 
AHJs’ and facility managers’ minds 
than trust when it comes to using 
third parties. While we don’t know 
what tomorrow will bring, we can 
assume that facility managers and 
AHJs will continue to feel the pain 
of increased responsibilities, with 
decreasing funds to meet them. This 
trend requires the need to work 
with trusted external partners—
partners who are closely tied to the 
fire door industry, and partners who 
are uniquely qualified to shoulder 
the burden of responsibility during 
an inspection.    

About the Author: 
Gary Flom is the service 
line leader and head of 
the Intertek Qualified 
Personnel (IQP) program. 
Flom has been with 
Intertek for 20 years and is 
based in the Atlanta office. 
He can be reached at 
Gary.Flom@intertek.com.

Turning to third parties is an efficient and viable option to 
help with fire door inspections, as it brings in outside  
expertise that is more flexible and knowledgeable and  
can help provide solutions to problems.
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OST OF US CAN AGREE THAT DOORS ARE THE UNSUNG 
heroes of a building’s construction and functionality. Not only are they used 
constantly throughout the day, sometimes by thousands of people, but they 
are kicked and abused to the point of breaking down. After all of the abuse 
that doors withstand, they are expected to work just as well as they did the 
day they were installed. We also expect the rated openings to protect patrons 
and staff from emergency situations every single day.

As we have all seen across North America and worldwide, the proper 
maintenance and use of a fire separation dramatically improve the chances 
of surviving a fire and lessen the damage caused to the building itself. 
Countless times I have turned on the news to see that another tragedy has 
happened, and unfortunately, it often has been caused by a fault somewhere 
in the fire safety system.

Through education offered by the Door and Hardware Institute, we have 
heard for years that changes are coming to the Alberta Building Code and 
NFPA 80, Standard for Fire Doors and Other Opening Protectives. The City of 
Edmonton Facility Maintenance decided that this was an issue that had 
to be dealt with to keep the patrons who use its facilities safe. As a city, 
they decided to pursue this issue further, not only creating a new fire door 
program and sending us for training and certification, but also employing a 
full-time position to inspect and manage the fire doors throughout the city. 

When I started our new Fire Door Inspection Program, it was overwhelm-
ing and intimidating, to say the least. With the City of Edmonton owning 

M

It’s Plain and Simple— 
Fire Doors Save Lives

C O M M E N T A R Y

By Richard Cote, CJL, FDAI
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and operating more than 800 
facilities, with between one and 100 
rated openings per facility, the task 
of inspecting all of them looked like 
it would never end. Needless to say, 
I thought I was in over my head. 

To make the large task more 
manageable, a lot of time was put 
into creating electronic files and a 
systematic process to manage them. 
Not only are they readily accessible 
if an AHJ requests it, but they can 
be viewed onsite at a glance for 
future inspections to compare the 
results from previous years. 

I have inspected more than 900 fire-
rated openings in the past year and a 
half. Working closely with carpenters 
and contract inspectors from facility 
maintenance, we have been able to do 
the proper repairs and replacements 
in a timely manner. 

Having a background as a lock-
smith has helped with my new 
position immensely. Being able to 
recognize and distinguish between 
hardware installed on the doors has 
saved me time and resources. As 
we all know, the difference between 
rated and non-rated hardware can 
be minute, unless we know exactly 
what we’re looking for. 

Since I began inspections, my 
biggest challenge has been trying 
to change how people perceive fire 
safety. Safety needs to trump conve-
nience. It’s plain and simple—fire 
doors save lives. Typical comments 
I receive include the following: 

■ “This is how we have been 
doing it for years.”

■ “We need that door propped 
open because we are constantly 
opening it throughout the day.”

■ “Why is there even a door 
there? It just gets in the way.” 

After explaining why these 
changes are happening, and the 
fact that these doors could realisti-
cally save lives in the event of an 
emergency, people begin to listen. 
Spreading awareness will be the 
next hurdle to jump, but once every-
one is aware of the new changes, 
they will see that it was well worth 
the time and money put into bring-
ing their buildings up to code.

As busy as I have been over the 
past two years, I strongly encourage 
other municipalities to look into a 
Fire Door Inspection Program. It 
will be time-consuming and costly 
but will definitely pay off in the 
long run. I hope that the city of 
Edmonton’s Fire Door Inspection 
Program will spark other cities and 
municipalities to follow suit, show-
ing that no matter the size of your 
city, it is possible to regain code 
compliance.

Who knows? Maybe the door that 
was repaired or replaced makes a 
difference. That possibility is what 
makes my job fulfilling and pushes 
me to better my understanding of 
my career choice.  

About the Author: 
Richard Cote, CJL, FDAI, is 
a fire door inspector for 
the City of Edmonton. He 
can be reached at richard.
cote@edmonton.ca.
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IRE-RATED DOORS ARE INTEGRAL COMPONENTS OF ANY 
passive fire-protection design in the commercial building environment. 
Without proper design specifications and comprehensive inspection and 
maintenance procedures, fire doors are less likely to effectively protect the 
opening. To protect against the spread of fire and smoke within, into or out 
of buildings, maintenance and engineering managers should implement a 
preventive maintenance program for fire doors in accordance with locally 
adopted codes and national standards.

According to the NFPA, failure to close is the most common failure mode 
of fire doors in actual fires. Contributing factors include lack of maintenance; 
physical damage to the closer, door, guides or tracks; and doorway block-
ages. Some common faults observed on swinging fire doors include inopera-
tive latches and improperly adjusted closing devices.

NFPA 80 mandates that facilities use only labeled fire doors, and a label 
must be affixed permanently to the door or frame. Doors, shutters and 
windows must be operable at all times and must be kept closed and latched 
or arranged for automatic closing.

To minimize failures and improve reliability, NFPA 80 states, “Fire door 
assemblies shall be inspected and tested not less than annually, and a writ-
ten record of the inspection shall be signed and kept for inspection by the 
Authority Having Jurisdiction (AHJ).”

A thorough fire door inspection program should strictly follow the NFPA 
80 guidelines for swinging doors with building hardware or fire door hard-
ware, including visual inspections of fire doors covering both sides to assess 
the overall condition of the assembly. Inspections should include the valida-
tion of the frame, hinges, bolts, locks and exit hardware, as well as other 
components. Education and training of personnel on factors that identify 
fire doors that might have the greatest potential for failure due to high-use 
frequency should be included as part of the inspection services.

When the 2012 edition of the Life Safety Code is adopted by the Centers 
for Medicare Services (CMS), then The Joint Commission, AOA Healthcare 
Facilities Accreditation Program and Det Norske Veritas will also adopt it. 

Fire Door Inspections, 
Repairs and Labeling

How Implementing a Fire Door Preventive 
Maintenance Program Can Save Lives

F

By Jef f Perry
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One of the most significant changes 
will be to fire-rated doors and the 
hardware on those doors. Healthcare 
organizations will be required to test 
and inspect all fire-rated doors on an 
annual basis. This annual inspection 
requirement cannot be taken lightly; 
actual inspections will have to be 
performed by a qualified person with 
an understanding of the operating 
components of fire-rated doors or 
by a certified third-party life safety 
inspector. 

How to Bring Your Facility’s  
Fire-Rated Doors into Compliance

The initial step is to begin with a 
fire door inspection of all of the fire-
rated doors designated on your facil-
ity’s life safety plans. The inspection 
should provide you with a complete 
inventory of the fire-rated doors in 

Fire Door Solutions has developed products and services to assist commercial 
facilities with adhering to the new 2013 NFPA 80 fire door codes as it applies 
to inspecting, repairing, and maintaining fire rated doors. We are committed to 
providing products and services that ensure your fire rated doors are compliant 
with the new NFPA 80 codes.

Fire Door Services

855-714-FIRE (3473)
www.f i redoorso lu t ions .com

Fire Door Shims Door Gap Gauge

Fire Door Thru-Bolt

Fire Door 
Caulk

Fire Door Field Labeling

Fire Door Inspections

Fire Door Products
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a reporting method accepted by 
the Joint Commission, Authorities 
Having Jurisdiction (AHJs) and the 
fire marshal. 

In addition to the fire door inven-
tory report, a separate deficiencies 
report listing all of the non-compli-
ant fire-rated doors with a recom-
mendation of how to bring them into 
compliance should be included. The 
deficiencies report should detail each 
of the repairs to be made to each fire-
rated door that is non-compliant.

The next step is to make the 
necessary fire door repairs to bring 
them into compliance. Be aware that 
there are limited approved products 
on the market to repair fire-rated 
doors. If some of the fire doors 
cannot be repaired, then they will 
have to be replaced. 

A fire door repair report should be 
generated that notes each fire door 
repair or replacement completed for 
each non-compliant fire door open-
ing. After the repairs are completed, 

the final step is to replace any miss-
ing or illegible fire door labels. 

Fire Door and Frame  
Field Labeling

The purpose of the fire door 
and frame label is to document 
and signify to building owners 
and AHJs that the opening meets 
the stated fire-resistance rating. 
Missing, damaged or painted fire 
door and frame labels are deficien-
cies that are commonly encountered 
during an inspection of fire door 
assemblies. 

The fire door labels should be 
applied in a location that is readily 
visible and convenient for iden-
tification by the AHJ. A qualified 
field labeling service helps to avoid 
removal and replacement of unla-
beled fire doors and frames. 

Inspections should include:

■ A comprehensive review of all 
of the fire door components 
in question and a deficiencies 
report upon completion of the 
inspection

■ Recommendations regarding 
the needed modifications and 
corrections

■ Re-inspection of the fire doors 
for the placement of certifica-
tion labels. The proper labeling 
of fire door assemblies is a 
vital part of life safety. Field 
labeling of fire door assem-
blies can be very expensive, 
and non-compliant compo-
nents may need to be replaced 
for the assembly to be labeled, 
depending on the nature of 
the non-compliance.  

About the Author: Jeff Perry is executive 
director of Fire Door Solutions. He can be 
reached at jperry@firedoorsolutions.com.

  1.  No open holes or breaks exist  

in surfaces of the door or frame.

  2.  Glazing, vision lite frames and glazing beads  

are intact and securely fastened, if so equipped.

  3.  The door, frame, hinges, hardware and  

non-combustible threshold are secured,  

aligned and working, with no visible damage.

  4. 
 No parts are missing or broken. 

  5.  Door clearances at the door edge to the  

frame on the pull side of the door do not exceed 

¹ ⁄8-inch or ¾-inch clearance under the door.

  6.  The self-closing device works—that is,  

the active door completely closes when  

operated from the full open position.

  7.  If a coordinator is in place, the inactive leaf  

closes before the active leaf.

  8.  Latching hardware operates and secures  

the door when it is in the closed position.

  9.  The door or frame has no auxiliary hardware  

items that interfere or prohibit operation.

10.  The door assembly has no field  

modifications that void the label.

11.  The integrity of gasketing and edge seals is 

maintained, where those elements are required.

WHAT YOUR INSPECTOR SHOULD LOOK FOR
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OMETIMES I ASK MYSELF, “WHY DID I SPEND ALL THAT 
time and effort to become a Fire and Egress Door Assembly Inspector 
(FDAI®)?” Like many of you, I believe that fire-rated doors in America are a 
disaster. We see proof of it everywhere we turn—unacceptable clearances, 
poor maintenance, broken glass, worn-out latchbolts…the list goes on. 

When I stay in a hotel, I always check the exits before retiring, and I’ll 
notice that my hotel room door will probably not be able to do its job if there 
is a fire down the hall. But I am passionate about doors. I work with them 
8-12 hours most days. When I see a dysfunctional door in an environment 
where it could become a deadly hazard, it makes me angry!

However we look at it, though, some building managers, fire marshals 
and members of the general public are clueless. As an industry, we need 
to inform them that the door assembly opening is out of compliance and is 
unsafe. We do this with education (another article, and a long process) and 
immediately with date tags.

Some manufacturers have discovered a fundamental element in our indus-
try that drives their product to market: specifications. The specification is the 
driving force that mandates that the commercial door and hardware indus-
try provide a safe, secure environment. Now it can provide a “dated door.”

Good hardware specification writers are passionate about what they do. 
They see a picture in their imagination of how this building will function. 
They see preschoolers pinching little fingers in a hinge jamb, middle school 
kids hanging from a parallel arm door closer bracket, or a high school 
basketball coach locking the gym after practice. 

Imagination plays a big part as they sit down and walk through a set of 
two-dimensional drawings. They place themselves into a spatial virtual 
world and imagine how the occupants will walk these halls and sit in their 
work environment. How will they move from this room to the next? This 3D 
image develops in their minds as they detail a door stop and the size of the 
push plate. What will an item look like with the frosted glass or the custom 
bronze trim around the opening? 

When I envision this 3D image, I also review my egress plan and where 
the fire walls are located. What if there is a fire over in the west corner of the 

How Dated Door Score Tags Can 
Increase Inspection Awareness

S
By Karl Eklund, CDT, CSI, FDAI

C O M M E N T A R Y
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building—where would I go? Can I find an exit? Will the 
door between me and the fire stay in place for the dura-
tion of time required for me to exit and our brave first 
responders extinguish the flames?

The Station Night Club Fire in Rhode Island demon-
strated that super-hot smoke can kill hundreds of 
people in as little as three minutes. Let’s not occupy 
buildings with faulty doors that do not compartmental-
ize fire and smoke. But how do we make the public and 
the Authority Having Jurisdiction demand this? 

Education first (remember: long process), but we also 
drive our specifications now. With the adoption of NFPA 
80-2013, we will see a mandate of door inspections 
required before building occupancy is granted. Note NFPA 
80-2013 5.2.1 Inspection and Testing: “Upon completion of 
the installation, door, shutters, and window assemblies shall be 
inspected and tested in accordance with 5.2.4.”

I implore all door and hardware specifiers to include 
two items in their specifications from this point forward:

a. Notify the architect that new NFPA 80 and NFPA 
101 standards require fire and egress doors to be 
inspected before building occupancy. Put the fol-
lowing in Division 1 (This language needs to be sent 
to the architect along with Division 8 specifications): 

 Div 01 45 23 Testing and Certification: 
i. A third party (not associated with the construction, 

supply or installation of this project) shall develop a 
field inspection report of the doors and hardware. 

ii. The report is to be performed by a certified Fire and 
Egress Door Assembly Inspector. 

iii. Doors subject to fire-rated assemblies and installa-
tion compliance shall be certified to be in compliance 
with reference standard NFPA80-2013. 

 iv. Doors subject to egress compliance shall be certified 
to be in compliance with Life Safety Code NFPA101-
2012. Inspector shall apply a dated Door Score (DS) 
inspection tag, with re-inspection date in 12 months, 
to hinge jamb (within warranty period).

v. Cost of inspection and report shall be included in contract 
price and arranged with an inspector listed through the 
Door and Hardware Institute or the Certified Association 
of Fire Door Inspectors (CAFDI.org).

As spec writers, we need to include language in  
Div. 08 71 00:

b. Include one of these items in hardware groups that 
have fire or egress requirements: 
i. Fire doors    CAFDI DS101F   “Door Score” DS tag
ii. Non-rated egress doors  CAFDI DS102E  

 “Door Score” DS tag

When these tags are observed on the door frame with 
an expiration date, the building management and local 
fire marshal are made aware of the reporting require-
ments. Just as with fire extinguishers and fire alarms, 
they all are tagged with re-inspection dates. We need to 
date the assembly after the installation, completion and 
original inspection of the building construction.

Certified Association of Fire Door Inspectors (CAFDI)
CAFDI is an independent third-party associa-

tion founded to promote fire door and egress safety. 
Member inspectors include FDAI-, IFDIA-, AHC- and 
CDC-certified individuals. All have completed a course 
of study specializing in doors and hardware.

CAFDI offers a Door Score DS tag that allows the 
general public and local fire marshal to view (without 
special software) the status of the building pass/fail 
rate on fire and egress doors on their smartphones or 
tablets. DS tags are approved by the California state fire 
marshal and are copyrighted. 

There are thousands of openings available in the 
CAFDI database. As more openings are registered and 
applied to new construction projects1 (they would have 
a posted-date 12 months out), inspections will start to 
occur, but we ought to specify these on all new projects.

CAFDI is not-for-profit and uses a database software, 
and a version of it is free. The DS tag is $1 and is typically 
included by the distributors in the project bid. CAFDI 
and its website are only supported by sale of DS tags. DS 
tags are ordered online and shipped the next day.

CAFDI welcomes new members. Sign up at www.
cadfi.org. And if you’re a door and hardware profes-
sional, seriously consider pursuing your FDAI 
credential.

With the use of DS tags, the process is driven proac-
tively from within our industry and not by simply wait-
ing for public officials to become educated before they 
begin to demand inspections.

Next step—inspect next year!  

Endnote
1.  Database field survey import ability is in beta testing for “Comsense,” “SpeXtra,” and 

“Openings Studio” (pending permissions). Current data is provided by member-only input. 

About the Author: Karl Eklund, CSI, CDT, FDAI, is a 
specification writer for Allegion and serves as the 
executive director of CAFDI.org. He is a veteran of 
the door frame and hardware industry, has been a 
member of DHI since 1978, and has taught as an 
FDAI national instructor. He can be reached at  
karl.eklund@allegion.com.

http://www.cadfi.org
http://www.cadfi.org
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HE INVENTION OF THE DOOR HAS BEEN THE SINGLE MOST 
significant event in our long battle with fire in the built environment. Simply 
closing the door on a fire—any door—slows down fire’s deadly progres-
sion, buying precious time for occupant escape. Not long ago, FDNY hit the 
airwaves with a simple public plea for all those encountering fire: Close the 
door! And no wonder—every firefighter is taught from day one to never lose 
control of the door. When the fire owns the door, people die.

Fire protection specialists have understood the importance of opening 
protectives for more than a century. As early as 1912, we have had a national 
standard, a forerunner of NFPA 80, the current gold standard of fire doors. 
Our model codes require the design, specification and installation of opening 
protectives used in building compartmentation to adhere to this standard. 
Property owners are further adjured to maintain these fire doors in their 
original condition. Thus we find the following in the International Fire Code: 
“Opening protectives shall be maintained in an operative condition in accordance 
with NFPA 80. Fire doors and smoke barriers shall not be blocked or obstructed or 
otherwise made inoperable…. Fire door assemblies shall not be modified” (IFC 703.2).

So far so good! Who could contest putting up buildings with built-in passive 
fire protection features proven effective for more than 100 years? And who 
would not understand the logic of maintaining lifesaving devices and systems 
that have already been paid for? We maintain our family automobiles, replac-
ing worn brake linings every so often. Why? Because we know lives depend 
on simple maintenance, and at the very least, we understand that preventive 
maintenance of all types and of all things pays in the end.

Nonetheless, something strange happens when we descend from the world 
of pure logic and good ideas. Our own experience informs us of a different 
reality—a reality in which buildings don’t get built exactly as designed, a 
reality of shoddy workmanship and corner-cutting, a reality of lax, poorly 
trained or nonexistent code enforcement, a reality that many of us confront 
daily on the college campus. 

The Enforcement Struggle—
What’s an Inspector to Do?

By Phil Chandler

T
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So, too, are we deterred by real-
world circumstances that rob us of 
the resources needed to keep our 
life safety systems in peak operating 
condition, when we are fortunate 
to get them in the first place. In 
the struggle for ever-diminishing 
dollars, preventive maintenance 
will lose every time, regardless of 
how counterintuitive such short-
sightedness is.

It is against this backdrop that the 
fire inspector struggles to enforce 
what are universally accepted by 
law in many states as “minimum 
requirements consistent with nationally 
recognized good practice for providing 
a reasonable level of life safety and 
property protection from the hazards 
of fire…” (IFC 101.3). Inspectors 
requiring annual inspection and 
functional testing of all opening 
protectives by “individuals with 
knowledge and understanding of the 
operating components of the type 
of door being subject to testing,” as 
required by the referenced standard 
NFPA 80, are met with reactions 
ranging from absolute disbelief to 
threats of physical violence. “Are 
you [expletive deleted] kidding 
me?” was one response I received, 
soon to be echoed by others in one 
fashion or another. You would think 
I had written the code and adopted 
it into law! 

The initial reactions from most 
college officials, disheartening as 
they may be, are not totally without 
merit. Two local institutions, one a 
large research university, the other 
a community college, engaged the 
services of a nationally accredited 
fire door assembly inspector to 
provide a sample inspection of a 
few buildings for the purposes of 
getting an accurate understanding 
of what it is that the International 
Fire Code actually requires—no 

more and no less. The results were 
startling. Of more than 200 doors 
inspected, only three passed. 

Several of the failed doors were 
newly installed in newly commis-
sioned buildings. While many of 
the doors failed due to years of 
neglect or obvious obsolescence, a 
large number were simply never 
installed properly in the first place. 
Apparently building code officials 
were remiss in verifying that doors 
and hardware were installed as 
specified before granting certificates 
of occupancy.

Who Will Pay?
Whether talking about new build-

ings or those that have been around 
for decades, the same issue presents 
itself: Who is going to pay for bring-
ing college buildings into “minimal 
standards” of compliance? The cost 
of conducting the code-required 
inspection and testing of opening 
protectives alone averages around 
$25 per door leaf per annum. Do the 
math and cringe! Bringing the doors 
into compliance will in most cases 
require complete replacement. Yes, 
that’s right—the cost of repairing 
doors and replacing hardware and 
then field labeling the new assembly 
may exceed the cost of an entirely 
new installation.

It has been suggested that the 
inspector might exercise discretion 
when it comes to the wholesale 
inspection, testing and mainte-
nance of opening protectives. 
Notwithstanding the clearly written 
and publicly adopted standard, 
inspectors are routinely asked by 
regulated parties to compromise, if 
not simply to look the other way. In 
the environment in which I work, 
that authority is not granted to the 
inspector on the street. Nor should it 
be. There are enough inspectors of all 

types and in all places that are will-
ing to turn a blind eye—even when 
public safety is at stake. Neither I nor 
my colleagues see this as an option.

Nonetheless, NFPA 80 itself 
suggests some level of compromise 
by offering a short list of items, 
“as a minimum,” that should be 
inspected annually (5.2.4.2). But 
even among this bare bones group 
of important safety criteria, there 
are requirements that will disqual-
ify a majority of the doors in many 
buildings. 

For instance, “No parts are missing 
or broken.” This would fail all doors in 
which the bottom rod of exit hardware 
was removed so as not to damage the 
floor covering—a common occurrence. 
Or, “No field modifications to the door 
assembly have been performed that 
void the label.” This would eliminate 
doors in which panic hardware was 
installed instead of fire exit hardware, 
as specified on the label, to accommo-
date an opener. 

And so it is with most items on 
the list. Our opening protectives on 
every campus that I visit are in a 
sorry state.

So what is the answer? We of course 
cannot in good conscience allow for 
conditions that endanger the public 
good. Nor, however, as good citizens, 
can we put our colleges and universi-
ties out of business by requiring 
adherence to standards that we as a 
society simply cannot afford. What 
say you, readers?   

About the Author: Philip Chandler is a long-
time firefighter and a full-time government 
fire marshal working extensively in the col-
lege environment, from large public university 
centers to small private colleges. His primary 
responsibilities include code enforcement and 
education. Chandler writes a column called 
“The Inspector” for the Center for Campus Fire 
Safety. He welcomes your comments, thoughts 
and opinions (whether in agreement or opposi-
tion) to his viewpoints. He may be reached at 
theinspector@campusfiresafety.org.
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HE DOOR SECURITY & SAFETY FOUNDATION IS PLEASED 
to be a part of the Barrier Management Seminar group. The Foundation’s 
main mission over the last seven years has been to promote safe and secure 
openings that enhance life safety through awareness and education to the 
building design, code authority and facility management communities. 
A primary objective within this mission is to support the annual fire and 
egress door inspection required by NFPA 80.

It is critical that building owners and managers understand the impor-
tance of providing and maintaining the protective barriers in their facilities. 
Building owners and managers also must be educated as to what compo-
nents make up the barriers and how to maintain them over the life of the 
building.

Fire door assemblies, which are a part of the building barriers, play a major 
role both in providing safe areas of refuge within the building and in allowing 
the building occupants and rescue personnel time to safely enter and egress 
in times of emergency. These fire doors must function properly every time a 
building occupant moves throughout the building. However, they are subject 
to a high rate of abuse when located in areas of high-frequency usage. It is 
a continuous struggle for facility staff to maintain these doors, and it may 
require daily, if not weekly, monitoring to ensure that they are in proper work-
ing order.

The Importance of 
Protective Barriers

T
By Paul Baillargeon, AHC, FDAI
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In the past six years, as a surveyor/
inspector of fire doors, I have had 
the opportunity to inspect fire door 
assemblies in hundreds of hospitals 
and healthcare facilities in the eastern 
United States. These inspections have 
afforded me a unique insight into the 
daily challenges encountered by facil-
ity managers/engineers and their staff 
in the maintenance of fire and egress 
doors. 

What are the inspection  
changes required by NFPA 80?

In the previous editions of NFPA 
80, prior to 2007, Chapter 15, Care 
and Maintenance, is ambiguous 
regarding the duration of time 
between inspections. Additionally, 
it is not clear as to what components 
of the fire door assembly should be 
inspected. 

In the 2007, 2010 and 2013 editions 
of NFPA 80, Chapter 5.2.1, Care and 
Maintenance, requires an annual 
inspection of every fire door in new and 
existing buildings, along with a writ-
ten record of every assembly inspected. 
The revised NFPA 80 standards 
also provide specific instructions 
as to which components of fire 
door assemblies must be inspected. 
Adoption of the revised NFPA 80 
standard has created a critical need 
to educate and train personnel who 
are responsible for installing and 
maintaining fire door assemblies. 

Who is qualified to perform  
fire door assembly inspections?

Inspections are required to be 
performed by a qualified person 
who, by possession of a recognized 

Door Security & Safety Foundation – www.doorsecuritysafety.org 

■ Fire door inspection awareness and education training seminars

■ Guideline manuals and resource materials for owners,  
facility personnel and AHJs

■ A complimentary interactive awareness tutorial available online 24/7

Door and Hardware Institute – www.dhi.org

■ Technical education courses on doors and hardware,  
in person and online

■ Fire door inspector training and credential programs

■ The industry’s leading resource for certified professionals 

RESOURCES FOR OWNERS AND FACILITY MANAGERS

For more information, contact the  
Door Security & Safety Foundation at  

info@doorsecuritysafety.org or call 703/222-2655.

Photo credit: © Dontree | Dreamstime.com

mailto:info@doorsecuritysafety.org
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degree, certificate, professional 
standing or skill, and who, by 
knowledge, training and experience, 
has demonstrated the ability to deal 
with the subject matter, the work or 
the project and is acceptable to the 
local AHJ.

What are the requirements 
of NFPA 80 annual fire door 
assembly inspections?

■ Confirm that all components of 
the assembly are labeled or listed. 

■ Confirm that all components 
furnished are installed in accor-
dance with the manufacturer’s 
instructions and comply with 
the NFPA 80 standard.

■ Confirm that no field modifica-
tion on the labeled components 
has been performed other than 
what’s allowed by NFPA 80.

■ Create a written record of each 
door assembly inspected, to be 
signed and kept for inspection 
by the AHJ. 

What items need to be  
inspected per NFPA 80?

As a minimum, the following 
items shall be verified:

■ Labels are clearly visible and 
legible.

■ No open holes or breaks exist 
in surfaces of either the door or 
frame.

■ Glazing, vision lite frames and 
glazing beads are intact and 
securely fastened in place, if so 
equipped.

■ The door, frame, hinges, hard-
ware and non-combustible 
threshold are secured, aligned 
and in working order, with no 
visible signs of damage.

■ No parts are missing or broken.
■ Door clearances do not exceed 

clearances listed in 4.8.4 or 6.3.1.7.
■ The self-closing device is opera-

tional—that is, the active door 
completely closes when oper-
ated from the full open position.

■ If a coordinator is installed, the 
inactive leaf closes before the 
active leaf.

■ Latching hardware operates and 
secures the door when it is in 
the closed position.

■ Auxiliary hardware items that 
interfere with or prohibit opera-
tion are not installed on the 
door or frame.

■ No field modifications to the 
door assembly have been made 
that void the label.

■ Meeting edge protection, gas-
keting and edge seals, where 
required, are inspected to verify 
their presence and integrity.

■ Signage affixed to the door 
meets the requirements listed in 
4.1.4.

The following items also require 
inspection if they are part of a  
fire-rated assembly:*

Door frames, doors, hinges, 
latches, closers, bolts, protection 
plates, mutes, glazing, glazing 
kits, gasketing, thresholds, fire 
exit hardware, door bottoms, door 
sweeps, astragals, magnetic locks, 
magnetic hold-opens, signage for 
door clearances/door operation, 
latchbolt engagements, and elec-
tronic hardware operation 
*This is just a partial listing of 

fire-rated components found on fire 
door assemblies.

What actions should be taken by 
owners and managers?

■ Obtain education and training on 
how to inspect, prepare and main-
tain fire door assemblies. Review 
or commence with an ongoing fire 
door maintenance program.

■ Contact local vendors who have 

qualified fire door assembly 
inspectors on staff. 

■ Utilize these FDAI® inspectors 
to review and inspect any cur-
rent renovation projects con-
taining fire doors.

■ Require FDAI inspections on 
any new projects under con-
struction prior to accepting the 
work.

Question door and hardware 
vendors/installers as follows:

■ Are the products provided 
labeled or listed as fire-rated 
products?

■ Are the modifications proposed 
to the labeled products allowed 
by NFPA 80?

■ Will the modifications void 
the fire rating of the product 
and require that the modified 
product be inspected and recer-
tified by a testing agency?

The Joint Commission, which is 
the Authority Having Jurisdiction 
(AHJ) in most healthcare facilities, is 
currently reviewing the updating of 
the NPFA 80 standards for fire doors 
and other protective openings, and 
it may adopt the updated version. 
This will drastically change the care 
and maintenance requirements, 
along with the inspection require-
ments, of fire door assemblies in the 
very near future.  

About the Author:  
Paul Baillargeon, AHC, 
FDAI, is a testing services 
surveyor/inspector for 
Intertek. Baillargeon is a 
veteran of the door frame 
and hardware industry, a 
senior instructor for DHI, 
a Fire and Egress Door 
Assembly Inspector 

(FDAI) program instructor, and a door and frame 
application program instructor. He also serves 
as a technical consultant to the Door Security 
& Safety Foundation. He can be reached at 
pgbnh5o@msn.com.
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OR DISTRIBUTORS THAT HAVE IN-HOUSE HOLLOW METAL, 
wood or pre-finished frame modification shops, being an authorized 
machiner of the door and frame manufacturers whose products they sell can 
be advantageous. Reduction of lead times, quicker inventory turnover and 
increased profits are but a few reasons for distributors to consider adding an 
authorized machiner to their capabilities.

Who Can Label In-House? 
Distributors of specific manufacturers’ doors or frames with properly 

equipped shops and manned with skilled personnel are ideal candidates to 
become factory-authorized machiners of fire-rated assemblies.

What Is the Process? 
The first step is to request authorization to become a machiner. Each 

manufacturer has a different process. Some merely ask for a letter of request, 
others have a form to fill out, and still others issue a formal licensing agree-
ment. The manufacturer’s sales representative is a good source for the infor-
mation needed to get started. 

In-House Labeling Programs for  
Fire-Rated Doors and Frames

F

By John Clancy, AOC, FDAI, AAADM, CSI, CDT, and Matt Lansdowne, M.Sc., P.Eng.

 Photo credit: ©iStock.com/Squaredpixels
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The Procedures
Once approved by the manufac-

turer, the manufacturer will issue 
its procedures to the distributor, 
detailing the parameters that the 
manufacturer’s products must 
adhere to pursuant to their listing 
and allowing the distributor to affix 
a label that affirms that each assem-
bly meets those requirements.

Per NFPA 80 2013: 
3.2.3. Labeled. Equipment or materi-

als to which has been attached a label, 
symbol, or other identifying mark of 
an organization that is acceptable to 
the Authority Having Jurisdiction and 
concerned with product evaluation, that 
maintains periodic inspection of produc-
tion of labeled equipment or materials, 
and by whose labeling the manufacturer 
indicates compliance with appropriate 
standards or performance in a specified 
manner.

3.2.4. Listed. Equipment, materials, 
or services included in a list published 
by an organization that is acceptable to 
the Authority Having Jurisdiction and 
concerned with the evaluation of prod-
ucts or services, that maintains periodic 
inspection of production of listed equip-
ment or materials or periodic evaluation 
of services, and whose listing states that 
either the equipment, material, or service 
meets appropriate designated standards 
or has been tested and found suitable for 
a specific purpose.

The Laboratory
The next step is to enter into 

an agreement with an accredited 
certification, testing and inspection 
laboratory. The lab will confirm that 
the distributor is capable of perform-
ing the work. It will also provide the 
labels and monitor the distributor’s 
performance on an ongoing basis.

Per NFPA 80 2013:
 4.2.3. The label or listing shall be 

considered evidence that samplings of 
such devices or materials have been 
evaluated by tests and that such devices 
or materials are produced under an 
in-plant, follow-up inspection program. 

A laboratory with experienced 
personnel is capable of evaluat-
ing products to make certain that 
product modifications continue to 
provide the necessary ratings to 
ensure performance and safety in 
the field.

To make sure that the distributor 
is working with a laboratory that 
the Authority Having Jurisdiction 
will recognize, distributors should 
look for accreditation by IAS, the 
International Accreditation Service, a 
division of the ICC, the International 
Code Council and the publisher of 
the International Building Code. 

Additionally, several agencies offer 
services recognized in Canada under 
the Standards Council of Canada 
(SCC) accreditation program.

The Labels
There are myriad labels, depend-

ing on the application, including 
door, frame, smoke, 20-, 45-, 60-, 
90-minute and 3-hour. There are 
supplemental labels for fire exit 
hardware, positive pressure and 
temperature rise. There are labels for 
borrowed lites. 

In addition, there are two broad 
categories of how labels are printed: 
stock and proprietary labels. Stock 
labels are labels that are printed 
with the laboratory’s name only, 
while proprietary labels include the 
distributor’s name, logo and other 
information, space permitting—a 
great marketing tool and a generator 
of follow-up sales.

Typically, laboratories provide 
stock labels for a flat fee per label, 
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including the certification fee, and 
require a smaller order quantity 
per label than proprietary labels. 
Proprietary labels involve a two-

step process. Once the distributor 
approves the artwork, a minimum 
order will be printed and charged 
to the distributor. Smaller quantities 
of the labels will then be shipped as 
requested, at which time the appli-
cable certification fees are charged 
for only the labels shipped, reduc-
ing the distributor’s costs.

The Label Log
Every label must be accounted for, 

from its receipt to where it has been 
applied. The log will list the date, 
the label’s serial number, its rating, 
a description of the product it was 
affixed to and job information. This 
will provide the source document 
for the laboratory’s periodic inspec-
tion of the distributor’s facility, as 
well as an audit trail for the lab and 
the AHJ, should the need arise.

Why Not Buy Everything  
Labeled from the Factory?

Stocking distributors of fire-
rated products have a number of 
reasons to apply their own fire 
labels—among them reduction of 
lead times, flexibility of inventory, 
and manufacturing efficiencies, all 
of which lead to lower costs and 
greater profits.

A prime example is with hollow 
metal doors and frames. With the 
growing complexity of the built 

environment, hardware options 
continue to expand. This does not 
constrain the licensed machiner. As 
long as a specific hardware prep is 

allowed per the manufacturer’s list-
ing, a machiner can modify generic 
stock, often times at a much lower 
cost than what the manufacturer 
charges, all the while eliminating 
the factory lead time. Another 
example is project changes that 
require the product to be modified.

What if a concealed overhead 
stop or a vision lite is added to an 
opening after the material has been 
received from the factory? Without 
being an authorized machiner, 
those products cannot be modified 
in the distributor’s facility, as any 
modification voids the label. The 
distributor will have to re-order the 
material and deal with the typical 
and sundry complaints from the 
customer, as well as the added costs 
and inconvenience to everyone 
involved. 

This is not the case for an autho-
rized machiner. Provided that the 
changes comply with the listing, a 
machiner can modify the product in 
the shop, remove the original label, 
and affix a new one, making the 
required notations in the label log, 
while keeping the project on time 
and the customer happy.

Wood Doors
Another example is with wood 

doors. Rather than order doors 
machined and labeled from the 

factory, they can be ordered beveled, 
beveled and undercut, or even full 
book. This is especially helpful for 
projects in which hardware has not 
been finalized and where time does 
not allow for the luxury of waiting, 
as is often the case. 

There are also markets where a 
few standard colors are prevalent. 
By being able to stock those doors 
unmachined and being able to prep 
them for the required hardware and 
affix one’s own label in-house on 
demand, lead times can be vastly 
reduced, giving the authorized 
machiner an edge against the 
competition.

Finally, it is simply less costly to 
provide one’s own labels rather than 
buying the product factory labeled. 
Manufacturers look at labeling as a 
profit center. Distributors that are 
authorized machiners add those 
profits to their bottom line.

In summary, being an authorized 
machiner of fire-rated assemblies 
with the ability to label can provide 
strategic advantage against the 
completion, reduce costs, increase 
inventory turnover, and add to the 
bottom line.  

About the Authors: John K. Clancy, AOC, FDAI, 
AAADM, CSI, CDT, is a senior inspector and fire 
door program manager for QAI Laboratories, 
Inc. and the principal of Architectural Openings 
Consultants, LLC. He has more than 18 years 
of experience in the door and hardware 
industry in distribution, installation, specifi-
cation writing, and fire and life safety code 
and product training. He can be reached at 
JClancy@aocnv.com. 

Matthew Lansdowne, M.Sc., P.Eng. is a profes-
sional engineer, practicing for 10 years in code 
compliance for residential and commercial 
products used in Canada and the USA markets 
for physical and fire-related applications. His 
experience includes support for both domestic 
and international manufacturers in making 
products for various uses, including fire doors. 
He can be reached at mlansdowne@qai.org.

Stocking distributors of fire-rated products have a 
number of reasons to apply their own fire labels—
among them reduction of lead times, flexibility of  
inventory, and manufacturing efficiencies, all of which 
lead to lower costs and greater profits.
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Thank
you

HE COOK & BOARDMAN GROUP HAS BEEN AN ACTIVE SUPPORTER OF THE DOOR SECURITY 

& Safety Foundation since 2009. It supports the Foundation’s mission to promote 
safe and secure openings that enhance life safety through awareness and educa-
tion to the building design, code authority and facility management communities. 

Chuck Hummel, president and CEO of The Cook & Boardman Group, has been 
an active participant for the past four years as a trustee on the Foundation Board. 
Previously he served six years on DHI’s Board of Governors. 

“Our company views supporting the Door Security & Safety Foundation as a 
responsibility we have to the industry we participate in and, importantly, to our 
20 full-service total opening unit locations and our 560-plus employees,” Hummel 
says. “At the end of the day, it’s about delivering life safety and security. That is 
something we all can be proud of.”

The effort of the Door Security & Safety Foundation with respect to the annual 
fire/egress door inspection initiative is powerful. The Foundation’s efforts to 
create awareness of this important update to the NFPA 80 and 101 standards, 
and its inclusion in the International Building Code and International Fire Code, will 
present meaningful revenue opportunities for those focused on the end user 
environment.

Door Security & Safety Foundation
 Says Thank You to
The Cook & Boardman Group

T
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2014 Diamond-Level Distributor Contributor

 



Continued Acquisition
The Cook & Boardman Group’s 

plans call for continued acquisition 
in the highly fragmented distribu-
tion landscape of nonresidential 
openings. The company believes 
that certain investments needed 
to stay current and relevant will 
be hard to do for companies of 
a certain size, and the best path 
forward to keep those companies 
positioned to grow and survive will 
be finding a larger company they 
can become part of. 

Cook & Boardman’s acquisition 
efforts will involve current regional 
expansion, as well as acquisitions 
within regions that can provide 
skillsets that add to their ability to 
capture more dollars around the 
door opening, as well as related 
specialty products that expand their 
product and service offerings.

End User Aftermarket Sales Resources
In addition to future acquisition 

growth, The Cook & Boardman 
Group is focused on developing and 
adding more end user aftermarket 
sales resources. How many dollars 
are spent in the aftermarket is diffi-
cult to estimate, but what they do 
know is that the number is large. 

Developing national accounts in 
the retail and restaurant sectors is 
another growth opportunity for the 
company. Product and application 
standardization is important to this 
sector. A challenge faced by national 
retailers is achieving this standard-
ization at their many locations. 
Cook & Boardman believes that it 
can manage and deliver this need, 
and it is excited about this potential 
for a company of its scope and size.

The Cook & Boardman Group’s 
service culture is driven by sales 
professionals with market-leading 
product and application knowledge 
who partner with their in-house 

technical experts (LEEDSs, electronic 
security and access control, and 
other required disciplines). In an 
industry in which engineering details 
and various code requirements can 
become quite complex, the company’s 
competent professionals are critical to 
providing industry expertise, excep-
tional customer service and focus.
THE COOK & BOARDMAN GROUP BELIEVES IN:

■ integrity
■ mutual respect, trust and 

empathy
■ excellence through continuous 

improvement and lifetime 
learning

■ individual professional ful-
fillment through superior 
teamwork

■ shared focus on profitable growth
The Cook & Boardman Group is 

dedicated to providing a consistently 
superior, total value experience on 
each job, for each customer, every 
day. As they say, they are Building on 
Our Reputation.  
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LOCATIONS INCLUDE:

■ Carolinas Region: Cook & Boardman in 
Charlotte and Winston-Salem, N.C., and 

Columbia, Greenville, and Charleston, S.C.; Martin 
Architectural Products in Raleigh, N.C.

■ Mid-Atlantic Region: Precision Doors & Hardware in 
Alexandria, Leesburg, Fredericksburg, and Lynchburg, 

Va., and Rockville, Frederick, and Baltimore, Md. There is 
also a unit in Newport News, Va., that is recognized as  
Cook & Boardman. 

■ Florida Region: Hollow Metal Specialists, Sarasota
■ West Region: Architectural Building Supply, Salt Lake City, 

Utah, and Boise and Idaho Falls, Idaho
■ Northeast Region: Hardware Consultants and Precision 

Millwork, Portland and Bangor, Maine 

Over the last 59 years, The Cook & Boardman Group has grown 
from a single location in Charlotte, N.C., to 20 locations.

Growth
Over the last 59 years, 

The Cook & Boardman  
Group has grown from a single location in 
Charlotte, N.C., to 20 locations in five geographic 
regions of the country. The company’s growth has 
been by greenfield expansion, as well as through 
acquisition. Trade names of companies acquired 
have been maintained and will continue to be 
supported in their local markets. 

Illustration credit: © Skvoor | Dreamstime.com
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8,500,000,000  
Eight and a half billion. That will be the 
world population just 20 years from today. 

When the calendar reads 2033, the population will have surged by nearly two billion 
people. China alone will boast a population of more than one and half billion—the 
same population of the entire planet just 100 years earlier in 1933. The world population 
will be growing by more than 50 million people per year. This flood of new workers 
demands that those who want to thrive in their career understand how to relate across 
generational divides.

We are defined, like it or not, by the environment and culture into which we were 
born. We define a generation not by arbitrary dates on the calendar but by the shared 
experiences common to certain groups of people. These experiences shaped that 
generation’s worldview, communication style and even value systems. 

By understanding these preferences, we can effectively understand how each person 
is hard-wired, allowing an adaptation in communication styles that improves connec-
tivity and understanding. It may even help 
you understand why your kids act the 
way they do!

The Heirarchal Structure
Traditionalists – Many organi-
zations still follow a hierarchal 
structure—a chain of command 
in which positions are determined 
by equal parts talent and tenure. 
Loyalty is celebrated with years-of-
service awards and company picnics. 
This is the world of work as built by the 
Traditionalist generation—those born 
before 1946. 

Crossing the 
Generational Divide

By David Lewis, CFE

How to Understand and Work with Each 
Generation for Maximum Success

 Photo credit: © iStock.com / Brian McEntire
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This generation is defined by 
self-sacrifice and dedication. “The 
greatest generation,” as many call 
them, they learned their leadership 
style through military service. In 
fact, more than 50 percent of men 
in this generation are veterans. This 
military service taught them a top-
down, command and control style 
of leadership in which you know 
your role and don’t buck the chain 
of command. 

When the Traditionalists returned 
to the workplace after military 
service, they structured their orga-
nizations in the same manner as 
the military—with a clearly defined 
chain of command and a focus on 
loyalty to the organization. When 
working with Traditionalists, who 
are usually in an ownership or 
senior-level role, make an effort 

to communicate face to face, and 
demonstrate loyalty while honoring 
their experience.
Baby Boomers – The Baby Boomers 
paid their dues under the hierarchal 
structure of the Traditionalists. They 
were taught that there was “no such 
thing as a free lunch” and that you 
had to “work your way to the top.”

Boomers were born between 1946 
and 1964, coming of age during a 
period of summer love and counter-
culture. You could argue that the 
general prosperity of the United 
States during that period, combined 
with an economy focused on indus-
trialization rather than agriculture, 
meant that Boomers were the first 
generation to be conceived out of 
desire rather than need. You didn’t 
need kids to work the family farm 
any longer, and these same children 

had more free time than ever before. 
The Baby Boom also meant that 

a huge number of children hit the 
playground at the same time, tried 
out for sports teams at the same 
time, and applied for college at the 
same time. This created a hyper-
competitive attitude for many Baby 
Boomers that they still live by today. 
Baby Boomers also learned to be 
politically correct, and today their 
leadership style reflects consensus 
management above all else.

If you find yourself working with 
Boomers, recognize their key values 
of hard work and being team play-
ers. Ensure that you are politically 
correct, and ask them to apply their 
experience to help solve a problem. 
Boomers came of age during a time 
of competition for the best schools 
and the best jobs. As a result, they 

The Heirarchal Structure

Traditionalists

T Born before 1946

T  “The Greatest 

Generation”

T  Defined by 

self-sacrifice/

dedication

T  More than 50% of 

men are veterans

1 2 3 4

Baby Boomers

T 1946-1964

T Hypercompetitive

T  Politically correct/

consensus 

management

T  Hard workers/

team players

Generation X

T 1965-1980

T  More than 40% 

raised in single- 

parent household

T  Latchkey 

kids/fiercely 

independent

T  Institutional 

loyalty not valued

Millennials/Gen Y

T 1980-2000

T Altruistic

T  Can do no wrong 

in their own eyes

T  Exceptional at 

working with 

diverse teams

T  Embrace 

technology



52 DOORS & HARDWARE £ AUGUST 2014

tend to want to be rewarded with 
recognition. The idea of a corner 
office or an impressive title may not 
motivate younger workers, but they 
are valuable to Boomers.
Generation X – Just the name stirs 
up images in most people’s head. 
Do you think of words like grunge, 
slacker or lazy? The X generation 
was born between 1965 and roughly 
1980. Born to Baby Boomer parents, 
more than 40 percent were raise in a 
divorced household. 

Typically, they had two working 
parents and were born in an age of 
declining birth rates, meaning there 
were more only children than ever 
before. As a result of coming home 
to an empty house after school 
(where we get the term latchkey 
kid), Generation X became fiercely 
independent. They put little value in 

organizations or the importance of 
institutional loyalty. 

As an example, a poll a few years 
ago showed that typical Gen Xers 
believe that they are more likely to 
see a UFO in their lifetime than a 
Social Security check! They simply 
don’t trust institutional authority. As 
a result, they tend to lead through a 
competence-based style. They also 
expect to be led through competence. 

Don’t be surprised if you are 
interviewing Generation X appli-
cants and discover them asking you 
questions to see if you are compe-
tent enough to work for! This skepti-
cal attitude can cause problems for 
Generation X, however. They often 
struggle with the relationship-
building aspects of their career. 

If you lead or work with members 
of Gen X, there are several tips 

to ensure that you get maximum 
results. First, don’t micromanage 
them. Describe the outcome needed, 
and then allow them to innovate 
and find the most efficient path to 
that goal—something they are adept 
at. Allow them to work alone when 
they can, and communicate with 
technology when possible. 
Millennials – Generation X is 
sandwiched between their two 
arch-nemeses, the Boomers and the 
Millennials. Millennials, sometimes 
called Gen Y, were born roughly 
between 1980 and the year 2000. 
This is an altruistic bunch that 
came of age in a hyper-connected 
world in which they were more 
likely to have pen pals on the other 
side of the world than play with the 
kid who lived across the street. 

We Know Insurance Details! 

TrusT.   As members of the Institute, DHI has your 

company’s best interests at heart. DHI and its 

strategic partner will work to meet and exceed all 

of your insurance needs. The program offers a full 

range of insurance coverages including: Property 

and Casualty, Directors and Officers, Employment 

Practices Liability, and Professional Liability.

With the DHI-Sponsored Insurance Program, 

we can provide you ways to lower your risk through 

customized insurance policies and risk education. 

The DHI Board of Governors approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

Like most other small to mid-sized 

businesses, our daily focus is in our core 

competencies. When we need insurance 

help we lean on the folks at Telcom.

We have a lot of options today, 

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

to exceed the expectations of our own 

customers. Telcom has worked hard 

to earn our business and solve our 

problems. They asked the questions to 

truly understand our business in order 

to build a program that fit our needs.

—Greg Lunde, President 

Builders’ Hardware & Supply Company, Inc.

DHI-SponSoreD InSurance program  ★  aDmInIStereD  by tISc

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

6301 Ivy Lane, Suite 506, Greenbelt, MD 20770   •  Fax: 301/474-6196
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Generation Y is a group that 
can do no wrong, at least in their 
eyes. Some might say they were 
coddled in their formative years 
(think “everyone gets a trophy” 
syndrome). As a result, they tend 
to respond to the benefits of doing 
right more than the consequences 
of doing wrong in the workplace. 
You may also find that they demand 
constant feedback and positive 
affirmation. This doesn’t mean that 
Millennials are weak or lack capa-
bility. It just means that they often 
focus on the intrinsic value of the 
tasks they are working on and want 
to make a difference in the world. 

Millennials are exceptional at 
working with diverse teams and 
embracing technology. They tend to 
value a collaborative leadership style 
and prefer to work in organizations 

with a flat hierarchal structure. One 
example of this is in the Facebook 
movie The Social Network, released 
in 2010. In one scene, we find Mark 
Zuckerberg’s character, played by 
Jesse Eisenberg, working in his 
“office.” But his office is a cubicle 
situated on a work floor with dozens 
of other employees. That is typical of 
a Millennial’s dream office.

To speak the language of 
Millennials in your organization, 
focus on fun, freedom and flex-
ibility. Embrace technology, and 
don’t talk down to them. Ask them 
to be creative and to work in teams 
whenever possible.

What's Next?
The world of work is always chang-

ing. By the year 2018, the next genera-
tion will start to enter the workforce, 

just as the Traditionalists completely 
fade from the workplace. A lack of 
understanding of how the different 
generations communicate is the 
number one source of conflict in the 
workplace today, leading to unneces-
sary turnover and loss of morale. But 
with a deeper understanding of these 
generational preferences, you can 
enhance your connectivity to employ-
ees, customers, and maybe even your 
own family.  

About the Author:  
David Lewis is a younger 
member of Generation 
X, born to divorced Baby 
Boomer parents and 
married to a hard-wired 
Millennial. He is also 
the bestselling author 
of The Emerging Leader: 
Eight Lessons for Life 

in Leadership and an expert on workforce and 
workplace matters. He can be reached at david.
lewis@expresspros.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

I spend way too much time in airports, as do most business 
travelers these days. On a recent trip to Europe, I found myself diverted to the 
Venice airport due to a work stoppage in Milan. I did not have an opportunity 
to check any doors in Venice, as we were quickly herded onto buses for a four-
hour trip to Milan. It being Italy, the buses were properly equipped.

The punishment for the diversion was overnighting in Milan. I caught a 
lovely dinner in a restaurant near my hotel and the next morning visited the 
site of the world’s worst door opening (since covered). Anyone know the exact 
location? See if you can recognize it from the photo on the next page, and 
email me your answer (mberger@securitech.com).

Returning to the airport, I had a little time to observe how the Milan airport 
authorities handle their emergency exit doors. We are all aware of how tricky 
airport doors can be, as unimpeded egress is a code requirement but also a 
severe security risk. There have been airports shut down for hours because 
someone walked through one of these doors. I’ve had photos in past columns 
of some terrible signage and blockages of these doors. 

Here are a few variations on a theme from the Milan airport and then a shot 
from O’Hare Airport in Chicago.

By Mark BergerToo Much Time on My Hands in an Airport

Door 2   Dancing man on the door has been replaced by illuminated running 
man on the exit sign. However, this door had no verbiage in Italian or English. But 
it has the rectangle on the door, and the runner is inside the rectangle (that kind 
of makes sense). The red sign was a definite necessity. The choice of materials here 
looks to me like the sign hanger had visited the Italian version of Staples or Michaels 
to gather materials. I also wonder if the nylon string used to hang the sign would 
break away if forced. Note that the sign is now a laminated plastic sign, as opposed 
to the printed page in a sheet protector on Door 1.

Door 1   This is the first door I encountered, and it peaked my interest. 
I appreciate the signage in Italian and English, although we’ve seen better 
illustrations (Looks to me like the figure dancing and the arrow indicates 
that he should “get down”). And what does that white rectangle mean? 
Upon review, I think they thought the warning was insufficient, so the red 
sign came in, complete with police warning. Notice the choice of material 
to hang the sign—clear evidence to me that electricians were involved in 
this one. But would the wire prevent the sign from breaking away easily in 
an emergency?

mailto:mberger@securitech.com
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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.

Door 3   Blank rectangle mania—one on each door and the illuminated 
sign. I had to get to the bottom of this, so I investigated and found a good 
source that explains European exit signage (www.firesafe.org.uk/fire-safety-
signs). I discovered a nice “Fire door – keep shut” sign. Although designed 
for construction sites, that is one that could really help save lives, as we learn 
of deaths each year because of propped-open fire-rated doors. I recommend 
visiting the page to see different ways of dealing with this issue.

U.S. Door   The first thing you’ll notice is the 
absence of any signage in Italian. Then you’ll notice 
the other major difference: the use of electromagnetic 
locks with the exit device. We are much more likely 
to employ delayed egress locks on these exit doors 
to prevent an airport shutdown. But as hardware 
professionals, we notice a lot more—like the 
missing closer covers. Or the different illuminated 
LEDs on the electromagnetic locks. But the biggest 
shocker to me is the missing cylinders on the exit 
devices. I’ve said it a thousand times before: the 
fire extinguisher has a nice bright tag to indicate 
that it has been inspected annually for proper 
operation, but the doors are ignored; there is no 
way to know when they were last reviewed for 
compliance to life safety or security standards.

BONUS PHOTOS:

Italian Bus   Why are Italian tour guides so animated 
and expressive? Their own espresso machine!

World’s Worst  
Doorway   This doorway 
was cut into one of the most 
recognized pieces of art. Can 
you identify it from the clues 
at the top of the photo?

 

http://www.firesafe.org.uk/fire-safety-signs/
http://www.firesafe.org.uk/fire-safety-signs/
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A Goal Without a Timetable Is Just a Dream
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I  

RECENTLY WAS HAVING  
dinner with a private coaching 
client when the topic of dead 

stock liquidation came up. We were 
discussing his potential expansion 
plans and how to fund them. 
After doing a little dirty math, we 
figured that he had at least half a 
million dollars in unproductive 
inventory rolling around the 
company. Fortunately, a majority 
of the dollars were located in the 
headquarters, so transfer expense 
would not be an issue. 

We began to make plans about 
how best to liquidate the product and 
who should be responsible. While we 

were counting dollar signs, it became 
blatantly apparent to me that we had 
forgotten one major component of any 
good plan: the timetable. 

When I pointed this out, my client 
paused for a minute and offered 
up a quote he had heard on the 
television show Shark Tank. Robert 
Herjavek, entrepreneur and one of 
the panelists on the show, told a 
participant, “A goal without a time-
table is just a dream.”

While I am not a fan of the program, 
I can appreciate the wisdom of this 
statement. While we may have had the 
goal of converting the half a million 
dollars in dead stock into investable 

cash, we had not really discussed a 
timetable to make that happen. 

Get Your Arms around the 
Problem

When creating a dead stock 
liquidation plan, the first thing any 
company needs to do is get its arms 
around the problem. Just how much 
money are you really talking about? 
What percentage of your overall 
inventory does that represent? 

Most distributors, when they are 
really honest about it, find that 10 to 
15 percent of their inventory is dead 
or dying. I am not talking about 
surplus inventory here; I am certain 
that you can find a substantial 
amount of money in overstock. For 
the purpose of this discussion, let’s 
just stick to the products that your 
customers have lost interest in. 

I am often asked what a healthy 
percent of dead stock is. While 
healthy dead stock is an oxymoron to 
the highest degree, I think a realistic 
percentage is something we can 
aspire to. A realistic percentage is 
predicated on a couple of things:

 ■ First, define the date of death. 
The most common definition, 
for hard goods distribution, 
is zero sales in 12 months. A 

Creating a Dead Stock Liquidation Plan
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company with a definition of 
zero sales in 18 months would 
have a different acceptable 
percentage than one with a six-
month date of death. 

 ■ Second, determine if slow 
inventory is regularly being 
pushed into the dead stock 
bucket. I like to consider any item 
with fewer than four transactions 
in 12 months a candidate for non-
stock status. If a company takes a 
proactive approach by regularly 
discontinuing these low-hit items, 
its dead stock percentage will be 
much larger. 

Now that we have the consult-
ing caveats out of the way, I would 
suggest that most distributors should 
shoot for dead stock percentage of 3 
percent or less of overall inventory 
value. How long should it take to get 
there? Depending on the severity of 
your problem, you will probably not 
be able to achieve this goal in one 
fiscal year. Let’s be realistic: it took 
you a very long time to get into this 
position; undoing years of bad habits 
will not happen overnight. 

Aim to Cut Your Percentage  
in Half in 12 Months

Once we have defined the scope 
of the problem, a more realistic 
approach is to shoot for cutting 
the percentage in half within a 
12-month period. If the company 
is currently sitting at 12 percent 
unproductive, then we should set 
a goal of getting down to 6 percent 
within 12 months. This may not be 
as easy as it sounds. If you start to 
regularly kill off the slow movers, 
the percentage may temporar-
ily grow. Although this sounds 
counterintuitive to the overall plan, 
proactive measures will pay large 
dividends down the road. 

In the second year of the program, 
you should try to cut the percent-
age in half again. In our fictitious 
scenario, the goal at the end of 
the year would be 3 percent. Does 
this mean that you have to stop at 
3 percent? Of course not. You can 
continue to make efficient use of 
your inventory dollars. 

In fact, there is no reason why you 
can’t shift your cash recovery efforts 
to reductions in surplus. The nature 
of distribution will always provide 
the opportunity to turn unproduc-
tive inventory back into cash. 

Over the years, I have met several 
distributors who do a very good 
job managing dead stock. They 
all have one thing in common: a 
central point of accountability. In 
other words, they do not manage 
their unproductive inventory by 
committee. When the responsibility 
of managing dead stock is spread 
over many, then no one has to be 
accountable. 

Make One Person  
Responsible for Cash Recovery

When we place that accountabil-
ity in the hands of someone who 
already has a full-time job, the cash 
conversion results will be dismal. 
Intentions will be good, but dead 
stock tends to fall low on the list of 
priorities. 

I have found that the really 
successful companies make the 
cash recovery effort the primary 
responsibility of one person. They 
may enlist the services of several 
other team members to liquidate the 
inventory, but the buck stops here. 

Dead Stock Manager isn’t the 
coolest title ever granted in distribu-
tion—not something you’re going 
to go home and brag to the spouse 
about. On the other hand, the func-
tion is essential to resource manage-

ment in distribution.
I generally like to create an incen-

tive-based compensation method for 
the hunter of cash. I have seen people 
pay anywhere from 10 to 50 percent of 
the recovered dollars to this manager. 
The high end of the spectrum was 
given by a client who had inherited a 
bunch of junk with a recent acquisi-
tion. Although he didn’t pay anything 
for the inventory, he had to rent an 
auxiliary warehouse at $3,000 per 
month to house the junk. His incentive 
was to get out from under the monthly 
rent. The 50 percent he picked up on 
the liquidation was just found money. 

Remember, for an incentive to 
work, it has to be meaningful. If you 
want meaningful change, you are 
going to part with a little bit of it. 

A good dead stock manager or 
cash recovery agent will help you 
meet an aggressive timetable. It is 
important to bring him or her in on 
the planning side. Set out realistic 
goals, and make sure to check in 
on a monthly basis. There will be 
bumps and obstacles along the way, 
but good plans give the participants 
the ability to make adjustments.

Although I am applying the 
timetable quote to the management 
of dead stock, I am sure that you see 
the universal application. Whether 
it is a sales goal, a new location or 
learning a new language, be sure to 
set a timeline, or it will never happen. 
I leave you with a Chinese proverb 
to help you solidify the success of 
any endeavor: The faintest ink is more 
powerful than the strongest memory. 

About the Author: Jason Bader is the managing 
partner of The Distribution Team, a firm special-
izing in helping distributors become more profit-
able through strategic planning and operating 
efficiencies. He is a regular speaker at industry 
events and coaches distribution companies. He 
can be reached at Jason@Distributionteam.com.

mailto:Jason@Distributionteam.com
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PEOPLE

Trimco Adds Bennett, Matusz 
Trimco announces that it has added Jason 
Bennett and Adam Matusz to its team. 
Bennett is a co-owner and chief operating 
officer. He was previously with Stanley Black 
and Decker, where he held many different 
functional roles over the past 13 years in 
the security business, most recently as the 
vice president of sales, Western U.S., for the 
Stanley Security portfolio of products. 

Adam Matusz has been added as co-own-
er and vice president of marketing. He has 
11 years of industry experience, primarily in 

sales and marketing, and was previously with Spectrum Brands 
Hardware & Home Improvement as the group marketing man-
ager for Kwikset.

Lomaka Joins Contract Hardware, Inc.
Contract Hardware, Inc. has added Jerry A. Lomaka, AHC, FDAI, 
CCPR, to its team. Lomaka has 28 years of experience in the 
commercial door and hardware industry, writing specifications 
and working with architects and engineers in the Hawaii and 
Pacific Rim territory. His areas of expertise include all aspects of 
interfacing detailed hardware specifications with mechanical, 
electronic security, and life safety systems. 

Lomaka will focus on expanding his relationships with archi-
tects through specification services and general contractors 
through project consultation.

ARCOM CEO Bushnell Elected President of the International 
Construction Information Society
ARCOM’s President and CEO, Christopher G. Bushnell, AIA, 
FCSI, was recently elected president of the International 
Construction Information Society (ICIS). Barbora Pospisilova 
of URS PRAHA, Prague, Czech Republic, was elected secre-
tary, and Rolf Huber of Construction Information, Ltd. (CIL), 
Auckland, New Zealand, was named treasurer. 

Bushnell said that with the increasing use of Building 
Information Models (BIM) for the geometry of building projects, 
ICIS wants to raise the awareness of the importance of non-
geometric data as well. Both types of information are critical to 
creating and managing construction projects, he added.
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mailto:dgable@dhi.org
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PRODUCTS

PDQ’s 
Standalone 
Keypad Exit 
Device Trim: 
Economical, 
Effective 
Solution for 
Managing 
Authorized 
Access 

The innovative E629 Stand-Alone 
Keypad Exit Device Trim from PDQ offers 
an economical solution for managing 
authorized access in a wide variety of 
applications. Although this simple lock-
ing trim was designed for use with PDQ’s 
own 6200 series rim and surface vertical 
rod exit devices, it’s fully compatible 
with a variety of exit devices from other 
manufacturers. 

Simple to install and program, the 
E629 is especially helpful and easy to 
use in upgrades. Employ this versatile 
product (designed for heavy-duty Grade 
1 high use and abuse applications) 
in offices, schools, restaurants, retail 
installations and anywhere else 
complex hardwired systems are too 
costly or impractical. Because it’s easily 
programmed, this keypad exit device 
locking trim eliminates the need to rekey 
the opening if keys are lost or personnel 
change. 

Installation and programming are 
simple. The E629 includes manual key 
override, auxiliary power input, remote 
release contacts and low battery 
warning. For more information, go to 
www.pdqlocks.com.

A&E Specifications Now Available for 
New Secura Key Access Control Products
Secura Key announces the availability 
of newly updated Sample Architects 
and Engineers Specifications for its 
SK-NET Software, as well as two new 
Access Control Panels: the SK-ACPE-LE, 
an upgraded version of the legendary 
SK-ACP two-door panel, and the NOVA.16, 
a revolutionary new 16-door access 
control panel. These specifications are 
available on the Secura Key website in MS 
Word document format, allowing users to 
cut and paste them into the standard AIA 
specification template.

Architects and Engineers 
Specifications make it easier for 
consultants and system integrators to 
create and/or respond to complex bid 
specifications and RFQs, saving the time 
required to reformat information from 
product data sheets. 

Secura Key has also included specifica-
tions for the associated card readers so 
that dealers can propose a complete 
access control package. To access these 
A&E specifications, dealers can enter 
the following link into their Internet 
browser: www.securakey.com/SUPPORT/
TECHNICAL/A&E_Specs.htm.

•  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

http://www.pdqlocks.com
file:///C:\Users\dgable.dhi518\AppData\Local\Microsoft\Windows\Temporary Internet Files\Content.Outlook\8Z8EAI2N\www.securakey.com\SUPPORT\TECHNICAL\A&E_Specs.htm
file:///C:\Users\dgable.dhi518\AppData\Local\Microsoft\Windows\Temporary Internet Files\Content.Outlook\8Z8EAI2N\www.securakey.com\SUPPORT\TECHNICAL\A&E_Specs.htm
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Networking is 

EVERYTHING.

www.dhi.org

Like Us.

Door and Hardware Institute 

Join Us.

Door and Hardware Institute Group
Door and Hardware Institute’s  

Fire Door Assembly Group

Follow Us.

@DHIorg
@DandHmagazine

Bosch Introduces New Version of  
Access Professional Edition
Bosch Security Systems, Inc. has 
introduced a new version of its access 
control software for small and medium 
enterprises, the Access Professional 
Edition (APE) 3.0.The main new features 
of APE 3.0 are the integrated map 
viewer support and even more flexible 
enrollment options. 

The integrated map viewer in APE 3.0 
increases the situational awareness sur-
rounding alarms and can be combined 
with video surveillance for an even 
better overview. The software supports 
easy navigation between floor plans and 
photo views via hyperlinks. Interactive 
graphical maps with integrated alarm 
lists allow the operator to quickly 
analyze any alarm situation and take 
appropriate action.

The new version of APE offers flexible 
enrollment solutions. Readers attached 
to the Access Modular Controller (AMC) 
can be used for the enrollment of all card 
technologies, allowing for flexible end-
to-end solutions. For more information 
about Access Professional Edition, visit 
www.boschsecurity.us.

Intertek-ATI Union Offers Streamlined 
Code Reports to Building Products 
Manufacturers
Intertek’s recent acquisition of 
Architectural Testing, Inc. (ATI) is already 
creating benefits for building products 
firms throughout the U.S. and Canada: 
a streamlined and more customizable 
process of adhering to building codes 
and standards. 

The new Code Compliance Research 

Report by Intertek (CCRR by Intertek or 
just CCRR) combines the best practices 
included in the Intertek Research Report 
(IRR) with the efficiencies of ATI’s Code 
Evaluation Research Report (CCRR) to 
create a single program that eliminates 
redundancy and significantly reduces the 
timeline required for product approval.

From plumbing and hardware to 
windows and roofing, manufacturers 
now have one comprehensive source 
for achieving a certified product that 
is accepted by code officials. The CCRR 
team can work to customize the test-
ing procedure from a direct pass/fail 
approach through to a value range 
assessment. For more information, visit 
www.intertek.com/building/ATI.

Masonite® Introduces the Three-Panel 
Shaker Interior Molded Door
Designed with flat panels, the three-
panel Shaker door brings classic and 
modern together—the classic lines of 
a wood door mixed with the durability 
of molded panel engineering. Modeled 
after a wood stile and rail door, the 
three-panel door incorporates witness 
lines into the design, making it a perfect 
staple for the home’s interior space.

TADA-compliant, the three-panel 
Shaker interior door offering includes 
6/8 and 7/0 door heights, 6/8 and 7/0 
height bifolds, 1" Emerald® SAFE N' 
SOUND™ and SAFE N' SOUND hollow 
core options, and 1" Emerald SAFE N' 
SOUND and SAFE N' SOUND options. The 
three-panel Shaker will be manufactured 
at Masonite locations throughout North 
America. For additional information, go 
to www.masonite.com.

http://www.boschsecurity.us
http://www.intertek.com/building/ATI


 p r e s s  r e l e a s e s

CORPORATE

Kaba Locks Meet Florida Installation Standards  
in Hurricane Regions

Kaba Access & Data Systems Americas announces that two of 
its electronic lock models have been certified by an approved 
independent test lab as compliant with the Florida Building Code 
(FBC) standards for installation in hurricane regions. Both the 
E-Plex 2000 and PowerPlex 2000 Series mortise locks with dead-
bolt and auto-deadbolt are certified for use in the highest level 
High Velocity Hurricane Zone areas, including Miami-Dade and 
Broward counties of Florida.

In addition to the certification of FBC standards, both the 
E-Plex 2000 and PowerPlex 2000 locks are ANSI/BMMA Grade 
1 certified, meet the Americans with Disabilities Act accessibil-
ity standard, and are UL 10C fire-rated. For more information, 
go to www.kaba-adsamericas.com.

ASSA ABLOY acquires ENOX in India
ASSA ABLOY has signed an agreement to acquire the locks 
and hardware business under the ENOX brand from Pooja 
Hardware, one of the market leaders in India. Pooja Hardware, 
located in Mumbai, was established in 2007 and has about 220 
employees. 

The transaction is subject to regulatory approval and is 
expected to close during the third quarter of 2014.

Do you want to work for a company that believes

employees make a difference and where your

career growth potential is unlimited? 
At STANLEY Security, a division of Stanley Black and Decker, and one of 

the world’s fastest growing and most dynamic companies, we seek the 

best in the industry to join our team. STANLEY Security is looking for self-

motivated and driven individuals with a proven track record of success for 

the following roles in locations nationwide:

STANLEY Security offers a complete range of products and services, including:
• Mechanical & electronic locks, cores & keying systems, exit devices, closers, 

hinges and other door accessories
• Speci� cation writing, masterkey systems, installation, maintenance, and 

support services

STANLEY Security seeks individuals  with  outstanding relationship building 
and team coordination capabilities. Quali� ed candidates should have 4+ years 
of commercial/industrial sales experience. Security and/or door and hardware 
experience is ideal. Bachelor’s Degree also preferred.

STANLEY Security offers a highly competitive bene� t and compensation package. 
Must be able to pass a background check and drug screen. AA/EOE

Interested individuals can apply at stanleysecurity.com

At STANLEY Security, a division of Stanley Black and Decker, and one of 

the world’s fastest growing and most dynamic companies, we seek the 

best in the industry to join our team. STANLEY Security is looking for self-

motivated and driven individuals with a proven track record of success for 

the following roles in locations 

Regional Sales Manager • End User Consultant
Distribution Development Manager 

Architectural Consultant • Speci� cation Writer
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AS ONE OF THE FIRST PEOPLE TO BECOME AN 
FDAI® (Fire and Egress Door Assembly Inspector) 
back in 2008, and to be involved in the early stages 
of the program development, as well as being a 
trustee for the Foundation, I have seen quite a tran-
sition to a higher level of acceptance for inspections 
from FDAIs from the entire construction industry, 
including architects, contractors, building owners, 
facility engineers and hardware distributors.

Not long ago, it was rare that anyone even 
knew what FDAI stood for, nor what the value 
proposition was for using an FDAI, nor what the 
role and purpose was of the Door Security & 

Safety Foundation. Needless to say, that awareness has changed, and so has 
the credibility of the FDAI, which has become an official credential from DHI. 

Some people might think that there are those such as myself who just 
want to have more credentials than others, but that is not the case. I have 
always believed in education and in raising the bar on my base of knowl-
edge. In fact, I am married to a professional educator (Mary Lou), and she 
would not see it any other way. I remember a famous quotation by Abraham 
Lincoln: “If I had six hours to chop down a tree, I’d spend the first four 
hours sharpening the axe.” The brain is a tool, and you must sharpen it!

The FDAI program not only challenges one’s overall knowledge of 
the complete opening, but also requires advanced expertise in creative 
approaches and solutions to uncover deficiencies and sometimes suggest 
alternative methods to resolve compliance issues. 

FDAIs can make themselves useful team members with commercial facili-
ties such as those used in healthcare, hospitality and education by offering 
training to their key personnel to help identify basic deficiencies, along with 
proper recording to proceed with future corrective actions. The Foundation 
provides programs like this for such facilities, and we include the local 
FDAIs to help build that relationship with facility engineers and managers. 
The FDAIs then can make themselves available to these facilities to survey 
the more difficult deficiencies, offer solutions to resolve complex compliance 
issues, and build a long-term relationship with the facilities.

Today’s FDAIs should build close relationships with their local code offi-
cials and AHJs to establish the level of acceptance and proper methods of 
alternative means of compliance to follow. Remember that technology moves 
forward, whether we do or not! The Foundation facilitates that process with 
our programs with AHJs, in which we include the local FDAIs, and they 
bring awareness of their expertise and the complexity of the opening. 

Manufacturers and others continue to develop new products, means, meth-
ods and procedures to help resolve and correct door opening deficiencies. 
Being an FDAI and working with the Foundation helps to broaden the knowl-
edge base of our stakeholder community to improve the life safety and security 
of our communities, and it allows the FDAI to share his or her expertise. 

The FDAI initiative and the Foundation’s efforts have come a long way 
since 2008, and with the code community continuing to recognize the 
importance of what we do, the demand is growing. Will you be ready?  

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

Demand for FDAI® Services Is Growing

Scott A. Sabatini, DAOC, FDAI, FDHI, CCPR

President 

Mark Hallgren, AHC, FDHI
The Hallgren Company • markh@hallgrenco.com

Vice-President  

John W. Manes, DAHC/EHC, FDHI
Spalding Hardware Systems

jmanes@spaldinghardware.com

Treasurer  

Ralph Vasami, Esq.
Builders Hardware Manufacturers Association  

rvasami@kellencompany.com

Secretary  

Gerald S. Heppes, Sr., CAE
Chief Executive Officer, DHI • jheppes@dhi.org

B O A R D  O F  T R U S T E E S

Richard J. Barnhard, DAHC/CDC, FDHI
rbarnhard@aol.com

Charles R. Hummel, FDHI
Cook & Boardman, Inc.

chummel@cookandboardman.com

Jay Manzo
H & G/Schultz Door • jay.manzo@h-gsales.com

Scott A. Sabatini, DAOC, FDAI, FDHI, CCPR
Door + Hardware Consultants

ssabatini@doorhardwareconsultants.com

Charles J. Strauss
Allegion • chuck.strauss@allegion.com

Timothy T. Taylor, AIA
Gensler • timothy_taylor@gensler.com
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Dale P. Garrett, DAHC, FDHI 
Contract Hardware, Inc.

dgarrett@chihardware.com
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RITEDOOR.COM   |   1.800.872.3267

NOTHING ADDS CHARACTER
TO A BUILDING LIKE TRUE WOOD.TM

Introducing the TRUE Wood door, the only integrated
wood door system with inset hardware.

The new TRUE Wood door from Adams Rite offers unlimited custom finishes to match 
your architecture. The integrated system is pre-assembled, installing in a fraction of the 
time. All components carry a warranty, with no service contract required. Plus, it is fire-
rated and LEED qualifying. Contact Adams Rite to learn how the beauty of TRUE Wood 
can enhance your architecture.

AAB_RiteDoorAd-DHI.indd   1 2/19/14   3:00 PM



Experienced technical sales reps.  
Ready to help you now. 

You need door hardware for a job right 
away. Security Lock Distributors has  
the inventory and the expertise you  
can count on to get you precisely the 
product you need, when you need it.

seclock.com  |  800-847-5625

212,000 
square feet of 
warehouse space

everythingeverything11source for 

30 years  
in the
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