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Reproduction knobs from the renovation of the 
Montana State Capitol in Helena in the late ’90s. 
Sand-cast silicon bronze with an oil-rubbed patina.

Photo courtesy of Scott A. Tice
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OW DO YOU DETERMINE IF SOME-  
thing is relevant? Specifically for DHI, how 
do you make education and certification 

relevant for our members? 
The Certification and Education Councils, as well 

as key DHI staff, tackled these questions in early 
November at a series of individual and joint meet-
ings. Their game plan will involve many of you 
and will quickly unfold over the next six months.

In your businesses, the question of relevancy is 
easily defined. The process is tangible and measur-
able because you have competition and quantifi-
able benchmarks. For a trade association, it is quite 
a bit harder to identify and measure relevancy. 
One of the challenges is that every member has 
a variety of needs and, more importantly, priori-
ties, which are defined by a business model. In 
the famous words of Mike Marks of the Indian 
River Consulting Group, who conducted a major 
industry research project in 2013 to determine how 
to advance the end-user model for our members, 

“When it comes to the door and hardware distribu-
tor, if you have seen one, you have seen one!” 

How do you meet the expectations of thousands 
if they have varying models and priorities? We all 
supply material, but then we differ greatly: some 
write specifications; many don’t; some install, but 
many don’t; some focus on advanced access control, 
and some don’t; some provide consultation for a 
fee; some don’t; some are regional, and some are 
national; and the list continues. So where do we go 
from here? The answer? The only way that makes 
sense, of course: directly to you. 

We need to learn from you whether the solutions 
we have identified are a fit in varying business 
models. This will be accomplished by two distinct 
strategies. First, your DHI President Barry Shovlin 
and I will hit the road to meet directly with our 
members in their offices, as well as with chapters, 
to conduct lengthy dialogues on these potential 
solutions. 

Second, we will conduct specific quantitative 
research with all of our members. The research 
will analyze the actual value proposition of DHI 
membership, education and certification as it 
relates to membership. What are these programs 
worth, and which solutions will make a difference? 

This second strategy will enable us to reach many 
members who may not have participated in our 
face-to-face visits. The target? A spring Board meet-
ing to receive approval and funding on these strate-
gies so they can be implemented immediately!

In addition, we have been working diligently 
to make our education more available, affordable, 
user-friendly and relevant, and you will continue 
to experience these changes. Accordingly, the 
Education Council reviewed our current policies 
and procedures and has made significant changes. 
We tore down barriers and erected incentives and 
opportunities. These changes will enable us to 
provide more education to more of our members 
at every stage of their careers throughout the year, 
such as new monthly micro-learning education 
for our members; nationally built chapter educa-
tion with national instructors to deliver programs 
at the local level; repurposing what we teach 
at the schools, offering education at three skill 
levels—beginner, intermediate and advanced—and 
delivering through multiple vehicles.

In addition, the Door Security & Safety 
Foundation has allocated substantial funding to 
develop a public service campaign to connect the 
built environment, design professionals, contrac-
tors and end users with the knowledgeable experts 
who ensure safe buildings. One way to identify 
knowledgeable experts is through certifications 
and credentials developed by associations such as 
DHI, CSI, ASIS, ALOA and others. 

As the trustee of industry knowledge, we have to 
become relevant with our education and recogni-
tion programs. We are making the effort, but we 
need your help.  

Maintaining Relevancy

By Jerry Heppes Sr., CAE



It’s not surprising that customers continue 
to call us year-after-year. 

Simply, many of our customers are our best friends. 
Here are a few more reasons why TND  

is their first choice for architectural door hardware:
In stock inventory • Large line of products • Knowledgeable staff 

Same-day shipping • Easy ordering

800-233-4210
www.topnotchinc.com

Pennsylvania • Missouri • Texas • Nevada

Talk about yesterday’s power play,
    or place an order ... it’s your call.



6 DOORS & HARDWARE £ DECEMBER 2014

f a c e s  O F  D H I

2014 Door Security & Safety 
Foundation Scholarship Recipients 

INCE 1997, THE DOOR SECURITY & SAFETY 
Foundation has granted more than 180 
scholarships for DHI education, which are 

generously sponsored by companies that are dedicated 
to advancing industry education. This year, the 
Foundation received a record number of scholarship 
applicants and would like to congratulate our winners 
and say thank you to our sponsors.

Steven Hugueley
Joseph G. Lesniak, DAHC,  
Memorial Fund 

The scholarship will be used for the 
two remaining classes that I need for 
the AHC certification. The AHC and 
CDC certifications are career goals 

that I have set and will help me be successful in my 
career in the door and hardware industry. 
Do you feel that this scholarship promotes being 
more involved in the industry? If yes, how do you 
plan to give back to your peers and/or the industry?

I definitely feel that these scholarships promote 
being more involved in our industry. I plan on giving 
back by re-establishing our local chapter and actively 
participating in DHI events.

Steve Daunheimer
Corbin Russwin Scholarship,  
ASSA ABLOY Group, in memory of 
Shirley Henry, AHC

My long-term career goals have 
always included working toward 
and obtaining multiple industry 

designations. Industry expertise, through both 
education and experience, is a key component to 
better serve my peers, my customers and the industry 
as a whole.

Do you feel that this scholarship promotes being 
more involved in the industry? If yes, how do you 
plan to give back to your peers and/or the industry?

Our most important task, not only within our own 
companies but in our industry as a whole, is to develop 
our future leaders. Acquiring and inspiring new people 
into the industry and promoting the importance of 
learning will ensure longevity in the industry. Akin to 
this, I plan on offering my talents and expertise as a DHI 
instructor in the future.
What has been your proudest professional moment?

It’s difficult to isolate one specific moment. I 
consistently strive to provide an exceptional level of 
service to those I have dealings with. Words and letters 
of appreciation for my efforts always give me a sense of 
accomplishment and pride.

Matthew Duffett
Hager Companies Scholarship

My scholarship will be a large 
stepping stone in my career for many 
reasons. The first is simply showing 
that I am a determined individual 
who is willing to do anything and 

everything to accomplish success within the door and 
hardware industry. A second way it will help is by giving 
me the proper training to help guide my customers and 
colleagues on a daily basis. 
Do you feel that this scholarship promotes being 
more involved in the industry? If yes, how do you 
plan to give back to your peers and/or the industry?

This scholarship definitely promotes activity in 
the door and hardware industry because once it is 
awarded to someone, they have carved out a niche 
for themselves, allowing them to feel welcomed in the 
industry. My approach to giving back to the industry will 
be to help each and every associate of mine understand 

S
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the products they are using. I will also continue to be 
accepting of all the knowledge that others within the 
industry are willing to share with me along the way. 
What has been your proudest professional moment?

The day I got the results back that showed I passed the 
DHI Takeoff and Estimating course. I went into that course 
with only about 30 hours of takeoff and estimating train-
ing and zero hours of formal training. It also made me 
proud because the other students in the class happened 
to be some of the industry’s top manufacturers’ repre-
sentatives and local industry leaders.

Todd Gregory
CECO Door Products Scholarship, 
ASSA ABLOY Group, in memory of  
J.A. Burbridge, AHC

The scholarship will be put toward 
earning my AHC certification. Earning 
the certification will make me more 

valuable in my current position and will also promote the 
necessity of having experts in the door openings industry.
Do you feel that this scholarship promotes being 
more involved in the industry? If yes, how do you 
plan to give back to your peers and/or the industry? 

Yes, especially since I used it to attend the Technical 
School. I think the face-to-face education and interac-
tion with others in the industry promotes more  
involvement. I would like to continue in my education 
to be a resource to others within my own company, as 
well as the industry as a whole. 
What has been your proudest professional moment?

Being told that I was excellent at my job by an 
architect. However, all credit goes to my employer and 
DHI for years of education, since I came to this industry 
fresh out of college with no related experience.

Ron Moore
BHMA Scholarship, in memory of  
Adon H. Brownell, DAHC

This scholarship is going to 
help me financially, allowing me 
to continue my quest for an AHC 
certification. I may even continue 

my education to an AOC. The more education and 
certifications I can acquire, the better I can serve my 
employer in performing my daily duties accurately and 

with the confidence of knowing I have a solid education 
to make the right decisions for our customers and for 
my company.
Do you feel that this scholarship promotes being 
more involved in the industry? If yes, how do you 
plan to give back to your peers and/or the industry?

By creating friendships and colleagues, there is a 
bonding that you don’t get in other industries. With certi-
fication, I will feel more confident and consider teaching 
others in a professional environment. Being properly 
educated will let me perform my job to the best of my 
abilities, enabling me to help build/design openings that 
are safe, code-compliant and properly engineered.
What has been your proudest professional moment?

At 35 years old, I became a nationally registered and 
certified EMT/firefighter. I learned a lot and pushed 
myself through obstacles I never thought possible.

Mark Pinnow
Colorado Doorways Scholarship,  
in memory of C.H. Johnson, DAHC

This scholarship allowed me to 
attend the DAI 600 class in Calgary. 
The resulting FDAI credential will 
hopefully make me an even more 

valuable resource for my customers.
Do you feel that this scholarship promotes being 
more involved in the industry?  If yes, how do you 
plan to give back to your peers and/or the industry? 

Clearly, there is a push to promote the fire door 
assembly inspections. I am hoping that this credential 
will allow me to promote the inspection program, 
as well as DHI’s involvement in making our public 
buildings safer. I hope that being an advocate for the 
program will help validate the importance of having 
DHI-credentialed people in our communities. 
What has been your proudest professional moment? 

I am involved in a hospital-wide door replacement 
program that required individual inspection and field 
verification for nearly 1,000 openings. Ninety-nine 
percent of the 1,000 doors ordered came in measured 
and templated correctly.

Interested in a scholarship opportunity? Contact 
Catherine Cohen at ccohen@doorsecuritysafety.org 
for details on the 2015 application process.  
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OUR CITIES ARE FILLED WITH GRAND 
historic structures graced with some of the most 
beautiful metal accessories ever fabricated. In 
this modern society of planned obsolescence, it’s 
a wonderful thing to come upon door hardware 
made during a time when it was considered part 
of the overall picture of a project, instead of a 
necessary afterthought. 

The industrial revolution introduced new 
manufacturing processes only dreamed of just a 
decade before. Metal was being mass-produced 
into forms that were not possible without the 
engineering and muscle of the new machinery. 
The result was hardware that was previously 
only available to the wealthy, those able to afford 
items of beauty made by artisans in limited quan-
tities. Architects could now realize just about 
anything they could imagine.

R E S T O R E
REPL ICATE

—OR—
R E P L A C E

?

BY SCOTT A. TICE

O R I G I N A L 
H A R D W A R E :

Door pulls, Montana Capitol, Helena, Mont.

Photos courtesy of Scott A. Tice
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Because of the quality materials 
being used, much of these fittings 
have survived the test of time 
for more than a century, despite 
constant daily use. Today’s owners 
do not have to worry about expen-
sive maintenance and upgrades 
as long as the materials are struc-
turally sound and up to code for 
their particular application. For 
this reason alone, restoration and 
refurbishing of original pieces is an 
enticing alternative—one that could 
add serious savings to the bottom 
line.

Restoration
Safe and Sound – The first step is 
to determine that the mechanism is 
structurally operational and safe. 
Failing lock mechanisms, worn 
out bearings and stripped spindle 
threads could be a life safety issue 
and need to be addressed. Wear 
from use resulting in sharp surfaces 
or dangerous operation cannot be 
overlooked.
Vendor Selection – There are many 
firms that specialize in metal 
finishing. Every major city has 
a number of companies that can 
refinish parts to specification. There 
are also those that specialize in 
architectural metals and even a few 

national companies that will refinish 
onsite. Do your homework, and get 
references to avoid possible head-
aches in the future. Many of these 
pieces are scarce, and finding replace-
ments can be difficult and costly.
Documentation and Estimation – 
Take digital photos of all pieces 
needing work. Try to take close-ups 
of the best and worst conditions. 
Provide the vendor with a detailed 
list of items, including quantity, 
size and required finish, as well as 
whether new mounting fasteners 
need to be provided. Insist upon 
period-appropriate fasteners; there 
are many installations that have 
been ruined visually by an incorrect 

screw head (the Phillips screw was 
invented in 1933 but was not widely 
adopted by industry until 1936). 

Make sure the vendor is clear 
about your preference to not sepa-
rate the pieces during the process, 
and have it reassemble all of the 
parts with proper lubrication. What 
you receive will most likely be a 
“not to exceed” estimate based on 

time and materials, so be as accurate 
as possible to avoid any unexpected 
confusion and delays in schedule. 
Bagging and Tagging – Remove all 
fittings from doors and windows. 
Take notes on installation, and 
include any small detail that may 
assist in remounting the pieces after 
restoration. Take more photos. This 
cannot be stressed enough. 

Put all of the parts into zippered 
storage bags by their door or 
window, and label everything. 
Fasteners and the like should go 
into smaller bags clearly marked 
with their matching assemblies. 
Variations do exist, and having all 
of the parts processed together as 

sets will make installation trouble-
free. Make sure to include control 
samples (visual and/or physical) of 
the final finish desired.

Replication
If you are in need of additional 

pieces or cannot locate originals, 
then you may need to replicate the 
original design. Replication is more 

Department of War knob, Eisenhower 
Executive Office Building, Washington, D.C.

ADA modified knob/lever, City Hall, Portland, Ore.

Make sure the vendor is clear about your preference to not 
separate the pieces during the process, and have it reassemble 
all of the parts with proper lubrication.
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of a niche industry than finish-
ing, and there are only a handful 
of capable facilities that have the 

needed resources and acquired skill 
to do the job properly. The resources 
might include CAD design, CNC 
machinery, pattern and foundry, and  
finishing (possibly requiring elec-
troplating). Architects and designers 
sometimes have a facility that they 
have worked with in the past that 
they trust. Always ask for referrals.

You most likely will need to 
provide an original piece (pick the 
absolute best example you can find 

onsite) and/or detailed CAD draw-
ings. An original may be used to 
make a new master mold from. If 
the best original that can be found 
has imperfections that need to be 
addressed by a sculptor, you may 
have to sacrifice that piece to the 
process. Also keep in mind that 
molding from an original will result 

in a cast part that will have shrink-
age in both the molding and curing 
process. This accumulated shrink-
age varies depending on what type 
of metal alloy is being poured and 
can be quite dramatic as the size of 
the original master increases.

Replace
If the previous two options 

just will not work financially or 
aesthetically or will not meet code, 
then replacement with new items 
may be the only choice. Consider 
new hardware that is in the same 
material and finish as the originals 
to maintain design intent.

The hardware being replaced might 
be of interest to others; please consider 
displaying it prominently onsite, 
selling it to a collector, or donating it 
to a museum or architectural salvage 
company for re-use before simply 
sending it to the scrap yard.  

About the Author: Scott A. 
Tice is the third-generation 
owner and president of 
Tice Industries, Inc., a man-
ufacturer of architectural 
door hardware since 1947. 
He can be reached at 
scott@ticeindustries.com.

State of Oregon knobs, original and refinished original

Consider new hardware that is in the same material and  
finish as the originals to maintain design intent.

Doors & Hardware’s February 2015 issue is our annual 
Installation/Troubleshooting/How-To issue, and we are looking  
for expert authors. Previous articles in this issue have 
included the following:

■  Door Installation for Extreme Weather Conditions

■  How to Fix Edge Clearances on Steel Doors

■  How to Adjust a Door Closer

■  Specifying for Code Compliance

■  Preparedness for the Door Hardware Installer

■  Tips for Writing a Flush Wood Door Specification

Have an installation or troubleshooting tip that might help our 
readers? Email Denise Gable at dgable@dhi.org with your  
topic to get started. 

All articles are subject to a technical review by DHI.
Articles are due in December,  
so don’t delay!

Call for Experts!
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Akron Hardware has five warehouses nationwide,
same-day shipping on orders placed by 5 PM EST,
24/7 account access and a staff of Corbin Russwin
experts. That means you have time to handle
other, more important activites.

Give us a call and get on with your day.

800-321-9602 | www.akronhardware.com
ASSA ABLOY - Allegion - Kaba Companies - Hager Companies - ACSI - Dorma

at peak
performance.

     We’ve got the

 HARDWARE COVERED
So you can spend time in high level 

      DISCUSSIONS
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ECORATIVE HARDWARE IS 
a critical component of many 
high-end facilities. Indeed, 
it is the finishing touch for 
many commercial applications 
ranging from corporate offices 

to investment firms to medical centers. This article 
provides some background on decorative hardware 
and how it can be suited throughout a facility, 
along with some points to consider when making 
your purchasing decision.

Continuity of Design 
The first thing people often think of with decora-

tive hardware is the lever design. The design itself 

is a matter of personal preference. Most manufac-
turers have a variety of designs ranging from tradi-
tional to modern to contemporary. Something to 
keep in mind, however, is that decorative levers are 
not available on all styles of locks. You will want to 
make certain that the design you are interested in 
is available on the specific devices you are using in 
the facility (aka “suiting”). 

Decorative levers are typically available only on 
mortise locks and exit devices, with some limited func-
tionality available in tubular locks. The reason for this 
is aesthetics. With mortise locks and exit devices, the 
cylinders are separate from the lever and, as a result, 
can support more decorative designs because the lever 
doesn’t have to accommodate a cylinder.

Decorative Hardware in 
Commercial Facilities

Layout Contains 1400 
words an 3 pictures

By Kenny Abell
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The levers of tubular locks combine a feeling of durability with a touch of elegance.

Photos courtesy of Allegion
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Cylindrical locks, on the other 
hand, have a key-in-lever design, 
meaning that the cylinder is 
included within the lever. Because 
the lever has to accommodate the 
cylinder, it cannot have the same 
flowing shape or maintain the 
proper proportions. That said, 
some manufacturers offer tubular 
versions of passage and privacy 
functions—functions that don’t 
require a cylinder—with decorative 
levers. The tubular lock is advanta-
geous because it is a low-cost option 
for low-security openings such as 
closets, conference rooms or execu-
tive washrooms.

One common mistake with 
decorative hardware is thinking 
that it’s all the same. Residential 
decorative levers, for example, may 
look the same as commercial levers 
but are often built with different 
materials (zinc instead of brass, 
bronze, or stainless steel) and/
or construction (hollow instead 
of solid). Commercial decorative 
levers are designed to meet rigid 
BHMA standards. Always check to 
ensure that the levers you choose 
for your project preserve the lock’s 
grading. Typically, this means that 
both the levers and locks need to 
be from the same manufacturer, as 
both are tested together for BHMA 
certification. 

Finally, make sure to understand 
how the levers are attached to the 
lock. The outside lever is always 

one piece with the rose for security 
purposes. The inside lever, however, 
is removable. Some manufacturers 
use an exposed set screw to secure 
the inside lever, while others use 
a locking bushing with a hidden 
attachment point.

Continuity of Experience 
Along with all the doors look-

ing the same in the facility, a goal 
should be to have them all operate 
the same. Some locks and exit 
devices have levers that rotate 
downward only. Others rotate both 
up and down. Some locks and exit 
devices can open the door with 
only 40 degrees of lever rotation. 
Others may take close to 90 degrees 
rotation for the door to open. No 
one likes to have to explain why 
one door behaves differently than 
another. As there are vast differ-
ences between manufacturers, 
always make sure to speak with 
your door hardware provider to 
understand the details of your 
specific solution.

Hidden Opportunities 
In buildings where aesthetics 

are a concern, surface rods on 
exit devices are something you 
definitely want to avoid. Concealed 
vertical rods move the hardware 
from the surface of the door to 
inside the door. The advantages are 
obvious. The beauty of the door is 
preserved without all the extrane-

ous hardware. But there are also 
tradeoffs. Installation, adjustment 
and maintenance are much more 
challenging with a concealed solu-
tion than with a surface solution. 

One option to consider in this 
situation is concealed vertical cables 
instead of concealed vertical rods. 
Utilizing the same technology 
used in the automotive and aircraft 
industries, these high-strength 
cable systems offer all the benefits 
of a concealed rod system but are 
significantly easier to install and 
maintain. 

Flush the Bolts 
Pairs of doors are often used in 

conference rooms. They provide 
wider access for the large tables, 
along with a more impressive 
look. However, they are often 
implemented with one active door 
(meaning a functional lock in which 
you turn the handle and the door 
opens) and one inactive leaf (mean-
ing fixed dummy trim on the door 
that doesn’t rotate, with flush bolts 
at the top of the door that must be 
released for the door to open). While 
functional, this doesn’t provide a 
high-end experience because people 
inevitably try to enter and leave 
through the secured inactive leaf.

Instead, consider a multipoint 
lock in this application. Rather 
than have a traditional latch on the 
side of the door, multipoint locks 
have latches at the top and bottom 

Decorative door levers are ideal for closets and 
rooms where locking is not needed. 

One common mistake with decorative hardware  

is thinking that it’s all the same.
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of the door. Because each leaf then 
engages the frame and floor and not 
the other door, they are both free to 
operate independently. 

The result is a double door that 
operates like everyone expects, 
with either door opening when its 
respective lever is turned. Note that 
multipoint locks are also available 
less bottom latch, using only the 
top latch to secure the door. Most 
conference rooms don’t require a lot 
of security, and a top latch by itself 
easily supports daily usage. Along 
with a reduction in cost, not having 
a bottom latch means not having a 
floor strike, which means not having 
a prominent place for dirt and 
debris to accumulate.

Decorating with Technology 
Seemingly every day there is a 

new report of personal information 
being stolen or someone accessing 
something they shouldn’t. Given 
this environment, what better 
impression can be made on clients 
than that their valuable assets, be 
they material belongings or personal 
information or even well-being, are 
safe and secure? 

Access control hardware can 
help provide that security, and 
incorporating wall readers and 
door-mounted electronic locks into 

an environment certainly provides a 
modern and cutting-edge aesthetic. 
But before you rule out this option 
as too expensive, it is important to 
understand the many—and new—
options available in the marketplace.

Many people’s first thoughts on 
access control systems often go to 
the complex systems that interface 
to wall-mounted readers and alarm 
systems—those solutions that can 
instantaneously lock down the facil-
ity and contact emergency personnel 
in addition to providing credential 
management and audit trails. These 
systems are completely appropriate 
for many large institutions but can 
be too expensive for many smaller 
customers who desire many of the 
benefits of an access control system 
but not the overhead.

Fortunately, there are new options 
available in the marketplace. A 
number of standalone systems are 
now available, including products 
specifically designed for commercial 
real estate. These systems are battery-
operated and use standard mechani-
cal door prep. In fact, installation is 
as simple as removing the existing 
lock and replacing it with the new 
one. No special doors with cable 
raceways, electrified hinges, power 
supplies or electricians to install it 
are required. These systems also 

don’t require access control systems. 
Rather, they can be controlled wire-
lessly with a phone or tablet. They 
provide credential management of 
the opening, the ability to quickly 
add or delete users, and the ability to 
maintain an audit trail.

While these new standalone 
systems can certainly be used to cover 
an entire facility, they also enable 
single door solutions. The reality is 
that not everyone needs (or can afford) 
access control throughout a facility 
but would like it in certain areas, such 
as a records room or a storeroom. 
Others may want to try out access 
control in a limited application 
prior to a full-scale implementation. 
These systems are ideal for these 
environments.

As always, check with your door 
hardware provider or integrator for 
more details on the options avail-
able, or reference the numerous 
articles and case studies written on 
their applications. But keep in mind 
that, beyond the safety and security 
and convenience of technology, 
there is still a core “coolness factor” 
with these products that can be used 
to enhance the feel and experience 
of the environment. 

Final Touches 
Make sure to complement all 

the work you’ve put into the door 
hardware with matching hinges, coat 
hooks, push plates, pulls, etc. There 
is a wide variety of these items avail-
able, and they can easily be mixed 
within the various manufacturers to 
maintain the perfect aesthetic.  

About the Author:  
Kenny Abell is product 
manager for mechanical 
locks for Allegion.  
He can be reached at 
kenny.abell@allegion.com.

Levers can be combined with exit devices and different types of locks.
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By Dan Hogan

EE IF YOU’VE HEARD THIS ONE BEFORE: “THE CLIENT 
doesn’t like the finish,” or “The grain is different from the other 
doors.” Or how about this: “There are defects all over the faces of 
the doors,” and “I’ve never seen this before, and I’ve been hanging 
doors for 30 years.” If you have been around the architectural flush 
wood door business long enough, I’m confident that you have 
heard some, if not all, of these comments, and maybe even said 
them yourself.

The patterns that exist on the face of the door are commonly 
referred to in the veneer industry as figured veneer. This naturally 
occurring phenomenon of any wood product has been the source 
of many a jobsite conversation, and a lack of understanding about 
it persists. This article explains some of the common types of 
figures we encounter and describes how and why they occur.

Grading Veneers
When you consider the total opening package that tradition-

ally includes a hollow metal frame, a hardware set and a wood 
veneered door, the wood veneer aspect is the most misunderstood 
element of the three. No other product has the breadth of biased 
interpretation and analysis that wood has. 

S

All photos courtesy of Dooge Veneers, Inc.

Figured Veneer
in Flush Wood Door Faces



Consider the interpretations of some of the many 
subjective forms of performance criteria that need 
to be accessed for grading, identifying and catego-
rizing veneer. It can be a tall order to sort the entire 
thing out. Keep in mind that in the forest products 
industry, for every hardwood log that is cut down, 
less than 10 percent can qualify as architectural 
veneer grade. 

We in the door industry live in an AA-A world; 
the grading process for hardwood actually goes 
from AA to E. And that doesn’t even take into 
account backer grades. The grading procedure 
alone carries with it many different measur-
ables that are assigned to each flitch of veneer. 
(Remember, a flitch is a half a log cut into bundles 
that have an even number of leaves in them that 
make up the faces.)

Naturally, there are progressively larger and 
more noticeable distinctive characteristics and 
natural markings as you move down the scale. But 
you can clearly see how much is really going on 
within each leaf of veneer.

Wood Chemistry
It’s important to start our discussion about 

figured veneer with an acceptance and under-
standing that what we have actually done is taken 
an organic plant tissue and converted it into 
commercial use. We must respect the realities of 
wood chemistry to understand and appreciate the 
unavoidable characteristics of wood veneer.

The term grain is commonly used in our industry 
and is an acceptable place to begin a conversation 
regarding what we are seeing. Grain by strict defi-
nition may be defined as the natural arrangements 
of the wood fibers in relationship to the main 
axis of the tree. There are actually eight different 
types of grain structure: straight grain, irregular 
grain, cross grain, wavy grain, curly grain, spiral 
grain, diagonal grain, and interlocking grain. 
When cut into veneer, all of those types factor into 
and enhance the figure we see as the end result. 
However, they are frequently misused as a way of 
referring to what is actually figured wood.

We could probably fill an entire book on all of 
the types; however, this article is dedicated to 
the figure in wood. We can explain and define all 
of those variations by consolidating them into 
one term: figured—the unusual abnormalities and 

different markings that we may see on the face 
of a wood door. In this context, abnormalities are 
not considered defects and should be explained, 
as opposed to rejected. This is a fact of life when 
using wood veneer—one that is often disputed but 
never disproved.

A discussion involving grain and figure really 
has to begin with an understanding of the texture 
of the wood. For example, red oak is considered 
a coarse-textured wood, mahogany is medium-
textured wood, and maple is a fine-textured wood.

Figuring in Wood
Within each of the textures we can see some 

degree of figure. That being said, what really is 
figuring in wood? That pronounced and prominent 
feature we see in veneer? It technically occurs as a 
consequence of two main components: the several 
interacting features within the natural tendencies of 
each specie, and the manner in which a log is cut. 

Often times we confuse the luster of the wood 
veneer for the grain. The luster is the ability of the 
wood cells to reflect light. The appearance of luster 
heavily affects what we are seeing. To some, it may 
be considered a defect, to others a welcome vari-
ance that adds to the beauty, warmth and charm of 
the veneer.

Laymen are often tempted to attach negative 
connotations to the appearance of figure, whether 
it is character figure or pigment figure. Remember, 
these abnormalities or irregularities are natural, 
inherent characteristics indicative of wood itself. So 
when inspecting a wood door face, you can clearly 

see how the catchall phrase “it’s the grain” comes into 
play, but there are a multitude of components coming 
together that make up the door face appearance.

Oftentimes in some species there is also the pres-
ence of what is referred to as ghost figure—figure 
that shows up only after a finish has been applied 
to the veneer. Again, this is not a defect. Maple, 
for example, is highly prone to this type of figure. 
Cherry, with its propensity for “tear out,” sometimes 
will exhibit these features as flash in the veneer.
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We must respect the realities of wood 
chemistry to understand and appreciate the 
unavoidable characteristics of wood veneer.



Influencers of Veneer
The variations between early wood and late 

wood, the frequency and scarcity of growth rings, 
and the color tone and pigment qualities between 
that same early wood and late wood all contrib-
ute to the figure. Also influencing figure are the 
contortions around any knots, burls, butts, any 
stunted growth, and the tree’s reaction to compres-
sion and tension during its life cycle.

Going back to our conversation of grain types 
and now introducing the various methods of 
cutting the log, it should be clear how the end 
result can be filled with character markings or 
figure. Factor into this equation soil composi-
tion and moisture conditions, exposure to sun, 
and extreme weather, and there are an awful lot 
of influencers that have a direct bearing on the 

aesthetic values we see in veneer form before wood 
ends up on the face of the door—an unavoidable 
consequence of nature at work.

Take African sapele as an example. The ribbon 
stripe effect we see is a direct result of the inter-
locking grain structure and the density between 
the early wood and late wood. This will end up 
producing a fine-striped appearance when the log 
is cut. The greater the difference of the interlocking 
structure, the greater the stripe.

Early Wood vs. Late Wood
I have used the terms early wood and late wood 

a few times, so let me explain them further. By 
definition, early wood is the first formed portion of 
the growth ring, often characterized by larger cells 
and lower density. Late wood is the later formed 
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Samples of  
Figured Veneer

Wormy

Bee’s Wing

Mottled

Quilted

Curly

Olive Ash

Red Gum

Fiddleback

Pommele

Swirl
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portion of the growth ring that is often character-
ized by smaller cells and higher density. (By the 
way, growth rings are not always an accurate indi-
cator of age, but that’s a whole other topic). 

Let’s look at a few of the common names associ-
ated with figure and considered as acceptable 
veneer features and nomenclature: curly, fiddle-back, 
mottled, quilted, pommele, swirl, button, and bees-wing. 
The list, at times, seems almost endless, with new 
names being assigned all the time. 

Veneer manufacturers are notorious for their 
tendency to take artistic liberties with the common 
names of figures and species of wood. The few 
common names that we have are barely enough 
to scratch the surface of each and every one of the 
endless possibilities in any species. Each tree grows 
a little differently, and even within a single flitch 
you can have an entire range of veneer figures.

Figure in the wood can also be influenced by 
insect and fungal attack. Karelian burl, for exam-
ple, is the result of a rotary-cut birch log that has 
been attacked by insects, and what we see is the 
leftover waste. Spalted maple is from a fungus.  

You may think that these are defects, but they are 
really considered highly prized logs. Much the 
same way, red gum, ebony and all rose woods are 
known for their heavy pigment figure; they are 
very desirable and carry premiums to their use. A 
strong variation in the natural pigmentation of the 
wood can form an attractive figure.

Sometimes we even see what is referred to as 
false hearts, caused by a natural mineral stain 
in the wood from the soil, leaving one with the 
impression of a heartwood look, but it is not. A 
good example of this is the black heart that is 
present in ash and the brown heart in beech.

From a wood door manufacturer’s perspective, 
it is important to educate our client base regarding 
types and degrees of figures. For example, with 
fiddle-back Anigre, do you want heavy, medium 
or light figure, and what type? Each carries its own 
characteristics, with an industry-acceptable range 
of each subcategory.

Conclusion
We often are asked to weigh in on what to the 

layman is considered a defect, when in all actuality 
it is nothing more than natural characteristics in 
the wood. A better understanding of this up front 
will save you confusion, frustration and misunder-
standings when the doors are hanging. 

 The figuring in wood, in my opinion, is the very 
reason why we specify wood in the first place—to 
enjoy and admire the uniqueness of each door face 
and know that it is truly one of kind. That character-
istic is unmatched with any other available building 
material and should be used to enhance the individu-
ality of each project. The range of features affords 
design professionals an opportunity to put a personal 
signature on a project and truly make a statement. 

 A better insight of figured veneer—what it is, 
why it occurs, and how it happens—will help you 
and your clients gain a collective understanding of 
what they are really looking at and how to satisfy 
their design intent.  

About the Author: Dan Hogan is territory 
sales manager for VT Industries, Architectural 
Door Division. He can be reached at  
dhogan@vtindustries.com.

Flitch of figured fumed aspen
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Lead with Style
ILLIONS OF PEOPLE PASS THROUGH COMMERCIAL 
doors in the United States each day. Many open fire-rated door 
assemblies without even realizing it. In large part, this is due to 
advancements in fire-rated glazing materials. 

Over the last decade, improved manufacturing processes have 
led to clear and wireless fire-rated glazing, with color and surface 
quality comparable to ordinary window glass. Slender frames 
similar to those in regular aluminum storefronts or curtain walls 
are also now available to accompany fire-rated glazing, with 
ratings from 20 to 120 minutes. When desired by architects or 
owners, these thin profiles can enhance occupant views while 
improving thermal or acoustic performance values to better meet 
project requirements. For fire-rated doors, sidelites and windows, 
the result of these advancements is better visual integration with 
non-fire-rated applications.

So if today’s fire-rated glazing materials offer the aesthetic 
characteristics necessary to support a wide range of design goals 
in fire-rated door assemblies, why is it that fire and life safety 
requirements still seem to conflict with design goals? Following 
are reasons why this tension may arise, as well as considerations 

Fire-Rated Glass Doors  
Open New Design Possibilities

BY JEFF RAZWICK 

M

Fire-rated glazing matches the appearance of ordinary window glass in a fire-rated door assembly.

Photos courtesy of Heidi Gumula, DBVW Architects
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for overcoming design challenges in 
fire-rated glass door applications. 

The desired fire-rated glass  
size exceeds the code limits

If a full-lite fire-rated glass door 
is desired by the architect or owner, 
building professionals can be 
sure that a solution exists that can 
meet all code or Authority Having 
Jurisdiction (AHJ) requirements. 
Fire-protective glass (glazing that 
defends against the spread of flames 
and smoke) is available with 20- to 
180-minute fire ratings for door 
assemblies. It can often be used in 
the maximum size (as tested by an 
independent testing agency) in fire 
doors, depending on the required 
fire rating. However, since fire-
protective glass may be subject to 
area and size limitations in applica-
tions with temperature-rise criteria, 
a source of confusion is any specifi-
cation that includes a product with 
an adequate fire rating but in a size 
that may exceed the code limitations 
for fire-protective glass. 

For example, building codes 
may limit fire-protective glass to 
100-square-inch lites in doors with 
temperature-rise requirements, 
such as those in exit enclosures and 
passageways. This can limit design 
goals if a full-lite glazed door is 
desired to boost visibility, improve 
wayfinding, or create a bright, open 
entry. In such applications, a code-
approved alternative is fire-resistive 
glass. Since it can defend against 
flames, smoke and heat transfer, it 
is not limited to 100 square inches, 
even in doors with temperature-rise 
requirements.

The fire-rated glazing requires a 
decorative surface treatment

For aesthetic or functional 
purposes, designs may call for fire-

rated glass doors with a decorative 
surface treatment. One example 
is healthcare centers, where doors 
designated to provide fire protection 
by code may also need to balance 
light transfer with patient privacy. 
In such applications, a concern is 
whether surface treatments will 
affect the fire and life safety perfor-
mance of fire-rated glass. 

The good news is that fire-
protective and fire-resistive glazing 
is available that may be lightly sand-
blasted or etched on one side and 
still maintain its fire rating. A case 
in point is Seidman Cancer Center 
in Cleveland, Ohio. The design team 

used sandblasted fire-rated glass 
in doors where it was desirable to 
obscure vision yet also allow in 
light. In addition, fire-resistive glass 
is available that can be combined 
with colored or tinted decorative 
glass as part of an insulated glass 
unit (IGU). Manufacturers or suppli-
ers can verify whether a given 
fire-rated glazing product can be 
sandblasted, etched or combined 
with decorative glass in an IGU and 
maintain its fire rating. 

The fire-resistive  
frames are bulky 

For a frame and glass assembly 
to be classified as fire-resistive, it 
must block the transfer of flames 
and smoke, as well as radiant and 
conductive heat, for the duration of 
its given fire rating. Fire-resistive 
glazing tends to have thicker frames 
and glass to provide this level of 
fire protection, which can create 

aesthetic discrepancies with neigh-
boring curtain walls, windows and 
doors. In general, the longer the fire 
rating, the thicker the fire-resistive 
glass and resulting frames. 

Modern materials, like advanced 
steel framing, helped jumpstart the 
development of slender fire-rated 
frames to overcome this challenge. 
By forming the steel through an 
extrusion-like process, fire-rated 
frames can now closely match 
the design and technical aspects 
of traditional aluminum frames. 
Slender fire-rated frames utilizing 
fire-resistive insulating materials or 
other thermal barriers within their 

core (i.e., a composite frame system) 
can block the transfer of radiant 
and conductive heat with only a 
marginal increase in frame profile 
size. Such thin-profile, fire-resistive 
frames are ideal for door and 
window assemblies integrated into 
fire-rated curtain wall, stairwells or 
entryways with stringent fire and 
life safety criteria. 

The fire-rated frame color is  
not compatible with  
neighboring applications

Steel and aluminum fire-rated 
door and frame assemblies can 
provide the necessary fire protec-
tion; however, the frame profile 
color or material may not always 
match neighboring windows and 
curtain walls. 

To maintain visual consistency 
throughout interior or exterior appli-
cations, fire-rated doors and frames 
are available that can be custom wet 

For a frame and glass assembly to be classified as fire-resistive,  
it must block the transfer of flames and smoke, as well as radiant 
and conductive heat, for the duration of its given fire rating.
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painted, anodized or powder coated 
to match virtually any color scheme. 
This includes the more traditional 
material matches, like the silver color 
of aluminum, as well as bold colors 
like purples and reds. 

How one firm bridged  
design conflicts

Today, with easy access to modern 
fire-rated glazing products and the 
proper knowledge, building and 
design professionals are bridging fire 
and life safety and design conflicts 
in door assemblies. A case in point 
is DBVW Architects’ plans to turn a 
historic jewelry factory into a high-tech 
facility for Johnson & Wales University 
physician assistant students. 

An important component of 
the Johnson & Wales renovation 
was creating an open, vibrant 
atmosphere. The original building 
had tall ribbon windows, which 

transferred light across its wide floor 
plate. However, since the window 
sills were five feet above the floor, 
they restricted visibility. Building 
occupants were unable to see the city 
streets, and pedestrians could not 
see in. In addition, the existing struc-
ture’s opaque form held little visual 
stopping power at the street level. 

The building’s lack of openness and 
accessibility to the street was a concern 
for the design team. “The original 
main entrance to the building was not 
handicap accessible and not as grand 
as we envisioned for Johnson & Wales’ 
new Physician Assistant Program,” 
explains Sean Redfern, associate 
principle for DBVW Architects. “You 
entered into the building through a 
nondescript concrete block staircase. 
There was no sense of arrival, or of the 
importance of the building.”

To achieve the desired transpar-
ency, the firm opened up the build-

ing’s exterior walls along the south-
east street and developed a new, 
visually porous entry with floor-to-
ceiling glass. The first floor of the 
entry features a lounge and lobby, 
with a prominent door and stairway 
leading up to the second floor. 

For the lobby and stairs to success-
fully work together to create a clear 
circulation path for people coming into 
the building, the firm faced the chal-
lenge of finding a fire-rated glazing 
system that satisfied building codes 
while also supporting transparency to 
the entry. DBVW Architects found the 
solution by combining thin, extruded 
aluminum fire-rated frames with 
transparent fire-resistant glazing.

Today, Johnson & Wales University 
Center for Physician Assistant 
Studies houses a gross anatomy lab, 
clinical skills practice lab, lecture 
hall and classrooms within its collab-
orative layout. It is pursuing LEED 
Gold certification.

Conclusion
As building and design profession-

als know, fire-rated glass doors do 
more than just sit there waiting for 
people to open them. The hardwork-
ing assemblies provide around-the-
clock protection so that people can 
safely exit a building in the event 
of a fire while also preserving sight 
lines and advancing architecture. 
To ensure that fire-rated glass door 
systems satisfy all project goals, 
consult the manufacturer, supplier 
or supporting team members early in 
the design phase.  

About the Author: Jeff Razwick is the president 
of Technical Glass Products, a supplier of  
fire-rated glass and framing systems and 
other specialty architectural glazing. He writes 
frequently about the design and specification 
of glazing for institutional and commercial 
buildings, and he is a past chair of the Glass 
Association of North America’s Fire-Rated 
Glazing Council. 

Clear fire-rated glass and thin fire-rated frames create an open, porous entry for  
Johnson & Wales University students.
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By David Lutz

RCHITECTS AND DESIGNERS  
are increasingly turning to sliding door 
systems for their space-saving attributes 
and distinctive design appeal. You will 
commonly encounter sliding doors speci-
fied on entry doors to offices, bathroom 
doors in hotel guestrooms and hospital 
patient rooms, folding doors dividing 
meeting rooms, and telescoping doors 
concealing service areas in hotel lobbies.

While sliding door systems are seemingly 
showing up on new construction projects 
with increasing regularity, they are also 
especially well-suited for renovation and 
restoration projects. Sliding door systems are 
relatively easy to install in existing buildings 
and may be used with a vast array of door 
types, materials, sizes and weights.

As a replacement for swinging doors, 
sliding doors offer some appealing 
benefits on retrofit projects due to their 
different mounting methods. On renova-
tion projects, sliding doors are typically 
installed on the wall or ceiling in front of 
the door opening, rather than inside the 
door jamb. In fact, as shown in Figure A, 
a door jamb really is not necessary. 

When using a sliding door, the existing 
jambs are often removed, covered over, 
or replaced with cased open frames. As 
it slides to the closed position, a sliding 
door moves in front of the door opening 
and overlaps it by a few inches on all 
sides. Since the door does not have to 
precisely fit into an existing opening, but 
rather slides in front of it, existing frame 

Photos and illustrations courtesy of Hawa Americas Inc., Sliding Hardware Systems

Figure A 

A
Sliding Door Use on Renovation Projects
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conditions, hardware locations, and 
slight variations in opening sizes are 
of less importance than when using 
a swinging door.

Consider the following common 
scenario. Your project is in an older 
building that has experienced 
several phases of construction and 
renovation over its lifetime. The 
openings vary slightly in size and 
include a variety of hardware prep 
locations. Also, many of the exist-
ing door jambs are less than plumb 
and square. When using swinging 
doors for replacement, precise field 
measurement of each opening is 
necessary, and a great deal of coor-
dination when ordering doors is 
required. 

When the doors arrive at the 
jobsite, installing them in the exist-
ing frames may be a challenge, 
requiring some shimming or field 
modification of the doors by an 
experienced installer. This all costs a 
great deal of time and money. These 
problems can be greatly reduced by 
using sliding doors wherever code 
allows.

Sliding hardware is easy to use 
and order. The hardware is gener-
ally non-handed, and the tracks are 
easily cut to size in the field. This 
makes ordering or inventorying slid-
ing hardware a little easier on your 
purchasing department. Sliding 
hardware is also available for most 
common door materials, includ-
ing wood (solid core, hollow core, 
MDF, stile and rail), hollow metal, 

aluminum and glass. The track, trol-
leys, stops and other track-mounted 
hardware are generally the same for 
doors of common weight. Normally 
only the suspension brackets (the 
parts that attach the trolley to the 
door) and door bottom guides 
change with the door material. 

If there is a change in door type 
after the hardware is received, 
ordering new components to adjust 
for the change is possible. If time is 
short, the tracks and trolleys can be 
installed while waiting for the new 
parts.

Meeting ADA Requirements
In addition to saving space and 

being easy to install, sliding doors 
are also easy for people with disabil-
ities to use. Even heavy doors of 175 
pounds in weight operate with far 

less force than the ADA maximum 
5 lbf (22.2N) requirement. From a 
practical point of view, it is much 
easier for mobility-impaired people 
in wheelchairs or using walkers to 
slide a door out of their path than for 
them to pull or push open a swing-
ing door, which creates an obstacle 
for them to move around. 

When looking at ADA 
Accessibility Guidelines (ADAAG), 
you will also note that sliding 

doors are exempt from the 10-inch 
bottom rail requirement imposed on 
swinging doors. Presumably this is 
because ADAAG recognizes that a 
sliding door moves out of a disabled 
person’s path.

Types of Tracks
There are numerous types of 

sliding hardware systems on the 
market with various shapes of 
tracks. They include box-shaped, 
“C” shaped, “I” beam, flat bar, 
and tubular (solid rod and hollow 
tubes). Different shapes are used 
for different purposes, and each has 
its positive and negative attributes. 
Box-shaped tracks are the most 
prevalent and often the most cost-
effective. The shape of the box track 
helps to prevent contamination of 
the track and trolleys from falling 

debris, captures the trolleys inside 
the track (no “jumping the track” 
like with old-fashion residential 
pocket door systems), and provides 
extensive mounting versatility. 
Also, auxiliary hardware, such 
as doorstops and soft-closing 
mechanisms, is easily concealed 
inside a box-shaped track.

On new construction, sliding 
system top tracks are often embed-
ded in ceilings for a flush appear-

In addition to saving space and being easy to install,  
sliding doors are also easy for people with disabilities to use.

Sliding Door Use on Renovation Projects
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ance, or they are concealed inside 
walls, as is the case with pocket 
doors. On renovation projects, 
concealing the sliding hardware in 
this manner may not be possible 
or practical. Fortunately, there are 
several good options for mounting 
track hardware on existing walls or 
ceilings with this condition in mind.

The easiest method to conceal 
sliding hardware is to use fascia, 
either provided by others (millwork 
supplier) or provided as part of the 
sliding hardware system itself. Figure 
B shows a cross-section of a wall-
mounted track utilizing wood block-
ing to mount the track. The wood 
blocking is then also used to attach 
the fascia. The fascia covers the block-
ing, unfinished sliding track surfaces, 
and suspension bracket, which hangs 
between the track and door. Figure 
C shows a ceiling-mounted track 
with manufacturer-provided fascia. 
Manufacturers have different tech-
niques for installing the fascia, but 
many simply snap into place on the 
track. While the fascia does provide a 
finished look, some designers object 
to its size, which is often four inches 
or greater in height.

If fascia does not meet the 
project’s design aesthetic, another 

option is to use sliding hardware 
that has an architectural finish that 
may be left exposed rather than 
concealed. Wall-mounted tubular 
and flat bar sliding systems with 
stainless steel or painted surfaces 
are frequently specified when 
designers object to fascia. These 
systems use exposed trolleys, 
suspension brackets and stops that 
are finished to complement the 
track finish. However they do have 
a few limitations. 

The most obvious limitation is that 
all hardware is left exposed, which 
somewhat limits the type of hardware 
and materials from which it is made. 
The system design also has to match 
the design of the space and the other 
room finishes. These types of track 
systems are designed for wall-mount 
only. They are not an option for any 
application where ceiling mounting is 
necessary, like creating a room parti-
tion. The systems may be used only 
on single-track, straight-sliding appli-
cations. This means no options for 
bypass, folding, or stacking systems.

An alternative to exposed flat 
or tubular track sliding hardware 
systems is to use a surface-mounted 
box-shaped track with an architec-
tural finish and concealed suspen-

sion brackets. Figure D shows a 
box-shaped sliding track with 
suspension brackets concealed in 
the top of a wood door. Figure E 
shows a wall-mounted door with a 
finished track, finished wall-mount 
profile and concealed suspension. 

The track and mounting profile 
are finished, in this case in anodized 
aluminum; the trolleys, stops, and 
soft-close mechanism are concealed 
in the track, and the suspension 
brackets are concealed in the door. 
The system offers an aesthetically 
pleasing appearance without the use 
of fascia. Since box-shaped track may 
be wall- or ceiling-mounted, this is 
quite a versatile option. 

Straight sliding, bypass, folding, 
and stacking door systems may all 
be surface-mounted on the ceiling 
without the need for fascia. Figure F 
shows a surface-mounted stacking 
door system with an exposed 
finished track and concealed 
suspension brackets.

Soft-Closing Mechanisms
Soft-closing mechanisms, which 

prevent sliding doors from slamming, 
have been mentioned previously but 
should be explained in a bit more 
detail. The soft-close mechanism 

Figure B Figure C Figure D Figure E
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decelerates a sliding door’s motion 
and then pulls it to a slow and gentle 
close. This prevents fingers from 
being pinched and reduces the likeli-
hood of door damage. 

Soft-closing mechanisms are 
considered by some to be safety 
devices, and their use is gaining in 
popularity. Soft-close is available 
for one or both directions of travel. 
Since the mechanism is contained 
within the track, it has some effect 
on the minimum door size. Make 
certain to check with your hardware 
manufacturer to understand its 
minimum door width requirements.

Locking Devices
One of the major challenges you 

may encounter when using sliding 
doors is finding a suitable locking 
device. If the door slides to an adja-

cent wall or jamb, locks with hook 
bolts or other sliding door deadbolt 
types can be used. 

However, many sliding doors, 
especially on retrofit projects, have 
no jamb in which to install a strike. 
Hardware manufacturers have 
come up with a few good solutions 
to overcome this problem. One 
option is to use a deadbolt in the 
bottom rail of the door that locks 
into a dust-proof strike in the floor. 
This might not be a good option 
for doors that require frequent 
locking, as they require the user 
to bend over to reach the cylinder. 
Key-operated flush bolts make it 
a bit easier to operate the lock-
ing device. Care must be taken to 
ensure that the door overlap does 
not interfere with the flush bolt’s 
cylinder or thumb turn. 

A popular option developed in 
recent years is a locking door pull. 
The pull contains a bolt that is 
projected into the floor for locking. 
Figure G shows a lock with a bolt 
that projects into a strike mounted in 
the top track. This requires no strike 
on the floor but is limited primarily 
to wood door applications.

Give sliding doors some consider-
ation on your next renovation proj-
ect. Your customers will appreciate 
the functionality, while you will 
appreciate the ease of ordering and 
installation.  

About the Author:  
David Lutz is a sales 
representative for  
Hawa Americas Inc., 
Sliding Hardware Systems. 
He can be reached at  
Lutz.David@hawa.com.

Figure F Figure G
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DHI and DHI Canada 2014 Fall 
Technical Schools Exceed Expectations

EN. NORMAN SCHWARZKOPF ONCE SAID,  
“The truth of the matter is that you always know 
the right thing to do. The hard part is doing it.” 
At DHI headquarters, we knew it had been three 

years since we had held a Technical School out West in the 
U.S., and the hard part was hammering down the right time to 
do it again. 

We returned this fall to Scottsdale, Ariz., with a successful 
result! The Chaparral Suites, along with beautiful Camelback 
Mountain, provided the backdrop and was home to our 
instructors, students and staff during our October stay. 

This was the third opportunity to engage in a Technical 
School this year, where more than 80 students were able not 
only to take advantage of the wonderful surroundings, but 
more importantly, to proceed along their education pathway. 
Classes ranged from the introductory COR103 Understanding 
and Using Construction Documents to the more advanced 
COR133 Electrified Architectural Hardware.

G
The classrooms were filled  

with eager students who traveled 

from as near as their home state 

of Arizona to as far as Dubai to 

gather together for one common 

goal: to further their industry 

knowledge and improve their 

subject-matter expertise.
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The classrooms were filled with eager students who 
traveled from as near as their home state of Arizona 
to as far as Dubai to gather together for one common 

goal: to further their industry knowledge and 
improve their subject-matter expertise. As student 
Daniel Davis expressed, “DHI helps me go out in the 
industry with a new confidence. I can comfortably 
understand products and their proper function.” 

Students also commented on how helpful it was 
to them to have an opportunity to network with 
other students and instructors in the same industry 
to discuss how similar challenges are handled in 
various areas.

DHI students are fortunate to be exposed to 
excellent, experienced instructors, and this school 
proved no exception. New instructors were added 

to the mix, and they were paired with seasoned 
instructors, as was the case with Steve Hornyak, 
DAHC, FDAI, FDHI, and Buthayna Taha, AHC (a 
new instructor and a former student of Hornyak’s), 
as well as Mark Chester, AHC, and new national 
instructor Kenny McNeil, to name a few.

“Although we can always work to improve the 
class and student materials to keep them current 
for today’s marketplace, the instructors’ passion 
for the industry and enthusiasm to assist students 
is at the foundation of DHI education,” says Ann 
McCrady, Director of Education. 

One student, Reina Martin, summed it up well:  
“It means a lot to me that instructors come here 
voluntarily on their own time (and vacation time at 
times). DHI has meant a lot to me because I do not 
have a lot of time to study on my own. I can come 
here to focus and further my education, which 
furthers my future.”

DHI Canada
DHI Canada’s Fall School, held Oct. 27-31 in 

Calgary, was also a resounding success, breaking 
all previous attendance records and including the 
following “firsts”:

■ Included CDC Exam Prep for the first time
■ Launched Professional Sales course sponsored 

by the Canadian Professional Sales Association
■ Welcomed first-time instructors Mark Vincent, 

CDC/FDAI; Dan Molineaux, AHC/FDAI; 
Sebastien Dubois, FDAI; Kevin Binksma, FDAI; 
and Sandy Elliott, AHC

■ Hosted first (but not last) Student  
Appreciation Night in Calgary

Students at DHI’s Fall 
Technical School

“It means a lot to me that instructors come here 
voluntarily on their own time (and vacation time 
at times). DHI has meant a lot to me because I do 
not have a lot of time to study on my own. I can 
come here to focus and further my education, 
which furthers my future.”

John Hamilton, AHC/EHC; James Caron, AOC; Ann McCrady, 
DHI Director of Education; Russell Hooker Jr., AOC, FDAI
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Thank You to Suppliers 
The Board of Directors for DHI Canada thanks the 

following companies and individuals for donating 
their products and time to help make the 2014 Fall 
School a success. The new products that were donated 
to the COR133 Electrified Architectural Hardware and 
COR120 Door and Frame Applications courses helped to 
increase the value of the class for students. We thank 
you for your generosity and support of DHI Canada 
and look forward to working with you in the future!
Manufacturers:

■ Camden Controls, Mississauga, Ontario
■ RCI, Cambridge, Ontario
■ ASSA ABLOY, Vaughan, Ontario
■ Allegion - Mississauga, Ontario
■ Fleming Door Products, Woodbridge, Ontario
■ Besam, Mississauga, Ontario
■ Entrematic Automation, Vaughan, Ontario
■ Dorma Door Controls, Mississauga, Ontario
■ Baillargeon Doors, Saint-Ephrem, Quebec
■ Daybar Industries Limited, Mississauga, Ontario
■ Marshfield DoorSystems, Marshfield, Wis.
■ Mohawk Doors, Northumberland, Pa.

Distributor that donated time and effort to 
assemble eight door/frame/electrified hardware 
units for COR 133:

■ McGregor & Thompson Hardware, Ltd., 
Kelowna: Kristi Scott, AHC, and Jared Bonter, 
along with all of the McGregor shop personnel

People who donated products and/or time toward 
the door/frame units: 

■ Richard Bradbury, EHC, Logical Access 
Solutions Corp.

■ John Kalnay, EHC, K. M. Thomas

Frank J. Verge 
Excellence in 
Education Awards

Three DHI Canada 
instructors— 

Alan D. McMurtrie, DAHC; Brad Hewlett, AHC/
EHC; and Mark Sorrenti, EHC—were honored with 
the Frank J. Verge Excellence in Education Award 
for going above and beyond what is expected of a 
volunteer instructor. All three have been instruc-
tors at DHI Canada’s Technical Schools since the 
Geneva Park days, and they have professionally 
represented DHI Canada whenever they’ve been 
called upon. Congratulations to all three for every-
thing they’ve done and will continue to do.  

Steve Isaac, AHC, FDAI, (left) 
receives his five-year instructor 
pin from Lawrence Beatty, AHC, 
president, DHI Canada.

Student Appreciation Night
DHI Canada hosted a Student Appreciation Night for students 
and instructors. This is an excellent opportunity for students to 
network in a casual environment. As always, pizza and beer are 
provided by DHI Canada.
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Thank You!
Technical School Instructors

Co-Directors of DHI Canada Education

Malcolm Eyre, FDHI, ARD Toronto

Paul Jackson, DAHC, ASSA ABLOY Canada DDS

…to the 2014 DHI and DHI Canada Fall

THE FUTURE IS BRIGHT FOR DHI EDUCATION, and we are busy 

planning next year’s education offerings. Save the date, and join 

us next spring for DHI’s 2015 Technical School in Lansdowne, 

Va., at the National Conference Center  April 12-19, 2015. DHI 

Canada will host its Spring School in Montreal in 2015 (dates to 

be announced soon).

For more details on DHI’s education offerings, email 

education@dhi.org. For information on DHI Canada education, 

contact Malcolm Eyre, FDHI, or Paul Jackson, DAHC, 

co-directors of education, at mbeyre@sympatico.ca or 

pjackson@assaabloycanadadss.ca.

2014 Fall DHI Technical School Instructors2014 Fall DHI Canada Technical School Instructors

Lawrence Beatty, AHC, 

 Shanahan’s Building Specialties

Kevin Binksma, FDAI, Shanahan’s, Ltd.

Richard Bradbury, EHC, Logical Access Solutions

Kelly Chimilar, AHC/FDAI, Allmar International

Sebastien Dubois, FDAI,  

 Lemay Michaud Architecture Design

Sandy Elliott, AHC,  

 Architectural Products Solutions, Inc.

Malcolm Eyre, FDHI, ARD Toronto

Brad Hewlett, AHC/EHC,  

 Sorrenti & Hewlett Consulting

Steve Isaac, AHC, FDAI, Allegion

Paul Jackson, DAHC, ASSA ABLOY Canada DDS

Don Lopatka, AHC, FDAI, DDL Group

John Manes, DAHC/EHC, FDHI,  

 Spalding Hardware Systems

Alan D. McMurtrie, DAHC, Allegion

Dan Molineaux, AHC, FDAI,  

 Spalding Hardware Systems

Robert Rowarth, AHC, Bramdoor & Hardware

Dave Sargent, AHC

Mark Sorrenti, EHC, Sorrenti & Hewlett Consulting

Mark Vincent, CDC/FDAI, Apex Industries, Inc.

Bob Watson, AHC,  

 RS Watson Consulting Services

Paul Watts, CSP, Navigational Sales

Jeffrey S. Batick, FDAI, Allegion

James D. Caron, AOC, Kamco Supply Corp. of Boston

Mark W. Chester, AHC, Cook & Boardman Group

Lee A. Garver, DAHC/FDHI, Independent Consultant

John A. Hamilton, AHC/EHC, Allegion

Karen J. Hill, AHC/CDC/FDAI,  

 Architectural Consultant Representative 

Russell Hooker Jr., AOC, FDAI, Independent Consultant

Stephen T. Hornyak, DAHC, FDAI, FDHI, 

 Stanley Security Solutions, Inc.

Alan D. McMurtrie, DAHC, Allegion Canada

Kenneth G. McNeil II, AHC, Lensing Wholesale

Robert Schnarr, Rutherford Controls

Lloyd Seliber, Keying Solutions

Roslyn Shender, AHC/CDC,  

 W. Lewis Frame “N” Door, Inc.

J. Patrick Stewart, AHC/EHC,  

 Construction Hardware Company

Buthayna S. Taha, AHC, Sater International, Inc.

What’s Next for DHI Education?

mailto:education@dhi.org
mailto:mbeyre@sympatico.ca
mailto:pjackson@assaabloycanadadss.ca
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Photos courtesy of Tyco Security Products

BY J IM STANKE VICH

Building a Better Hospital Security System, One Phase at a Time

R

c a s e  S T U D Y

USH UNIVERSITY MEDICAL CENTER IN CHICAGO IS 
home to one of the first medical colleges in the Midwest and one 

of the nation’s top-ranked nursing colleges. It provides 676 patient 

beds and employs more than 8,000 people. In 2013, U.S. News 

and World Report listed Rush University Medical Center as one 

of America’s Best Hospitals, a distinction given to recognize the 

hospital for its high level of medical care in nine of 16 specialty 

categories.

While Rush University Medical Center is considered tops in the 

field of medicine, like many other hospitals, it still faces everyday 

security challenges to ensure that it keeps its employees and 

patients safe. 

Rush University Medical Center
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The Challenge
The hospital’s downtown campus 

spans four city blocks and encom-
passes 20 buildings, presenting 
some unique challenges for security 
personnel. At the same time, the 
security department recognizes that 
its work plays a pivotal role relating 
to the hospital’s reputation as a lead-
ing and safe medical facility, as well 
as maintaining an open environ-
ment for patients and visitors. 

Recognizing the important function 
security plays in the hospital environ-
ment, Lauris Freidenfelds, director, 
Security Services & Emergency 
Management, began implementing 
several significant changes to the 
hospital’s security system when he 
came on board. On his agenda was 

replacing the hospital’s obsolete 
access control system, as replacement 
parts for the system were becoming 
scarce and the manufacturer was 
beginning to phase out support. 

Freidenfelds and his team deter-
mined that the hospital needed to 
invest in a new access control system 
that would stand the test of time 
and to invest in other security tech-
nology upgrades over the span of 
several years, including a new video 
management system and a duress 
and emergency notification system.

The Solution
As part of the first phase of its 

upgrade, the medical center turned 
to Software House C•CURE solu-

tions from Tyco Security Products 
as the foundation for its enter-
prise access control system. But 
Freidenfelds had some tough ques-
tions for the manufacturer.

“I remember, even then, being 
adamant about clear migration 
strategies and smooth transitions 
to new technology,” he recalls. 
“Software House and its C•CURE 
9000 solution had a great reputation, 
but I wanted a sense of assurance 
from them that what I bought 
that day wouldn’t be a wasted 
investment.”

Convinced by the solid technology 
roadmap, Rush University Medical 
Center began the migration of its 
access control system to the C•CURE 
9000 security and event management 

system. The scalable system enabled 
the hospital to “grow from the inside 
out,” according to Freidenfelds, by 
allowing the security department 
to initially focus on specific depart-
ments and areas of the hospital that 
required access control, such as the 
pharmacy, Labor & Delivery, and 
the IT department. Over time, other 
departments and buildings have 
been added to the enterprise access 
control system.

With C•CURE 9000 as the founda-
tion for its access control needs, 
Rush University Medical Center 
began to incorporate other areas of 
the hospital into its overall compre-
hensive security plan. That includes 
storage areas and food service areas, 

as well as adding employee access 
points at several entrances along the 
perimeter of the building. Previously, 
employees had a single access point 
into the building at night, which 
could require an employee to walk 
several city blocks late at night from 
the bus stop to the only approved 
access point in the facility.

One significant addition to the 
system was the East Tower, a new 
14-floor, 846,000-square-foot facility. 
When this building opened in 2012, 
it marked the hospital’s complete 
campus-wide migration to C•CURE 
9000 and the benefits presented by 
this access control management 
system for the entire hospital. 

The East Tower also marked the 
introduction of the victor unified 
video management system from 
American Dynamics. “We’ve got a lot 
of video here, with more than 1,500 
cameras campus-wide, so this gave us 
the opportunity to manage our video 
more effectively,” says Freidenfelds. 

With addition of the victor inte-
grated video management system, the 
hospital has better control of its video 
surveillance and is easily able to locate 
video to identify criminal activity. For 
example, the system has been used in 
the hospital’s gift shop to identify theft 
issues, and it also provided the Federal 
Bureau of Investigation with the ability 
to review surveillance footage of an 
incident that took place on the hospi-
tal’s campus.

Part of the medical center’s overall 
security plan involved replacing 
keys that were once used to access 
linen closets and employee lockers 
with a card reader-based access 
control system. The benefit, accord-
ing to Freidenfelds, is that the 
hospital can easily manage, monitor 
and restrict access to specific areas 
instead of relying on a physical key 
to get the job done.

Name:  Rush University Medical Center
Location:  Chicago, Ill.
Campus Size:   20 buildings spread over four city blocks
Hospital size:  664 beds, 8,000+ employees
Enterprise Access  
Control System:   Software House C•CURE from Tyco Security Products

PROJECT FAST FACTS:
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Freidenfelds’ goal was to condition 
employees to use their access control 
credentials on a regular basis. The 
challenge of a hospital’s open envi-
ronment, he says, is balancing access 
to the public with restricted space 
such as patient care areas, sensitive 
areas and the back of the house. 

“Right now we have about 5,000 
people using badging solutions 
every day,” says Freidenfelds. “The 
philosophy is if you have to use your 
badge to get to where you work, you 
will have it with you more often.”

With the integration between 
C•CURE 9000 and victor, and tying 
in the existing intrusion detection 
system, hospital security officers 
can first evaluate an incident using 
video and then physically respond, 
if necessary. Called “exception-based 
viewing,” it enables the security 
officers to focus on an actual activ-
ity or event instead of being tied up 
reviewing inactive video, such as that 
of an empty stairwell. The hospital’s 
security guards can immediately and 
remotely review a door going into 

alarm mode because the associated 
video will come up on a monitor at 
the hospital’s command center. 

“Instead of doing a patrol, we can 
now proactively send a security offi-
cer over there to resolve a situation,” 
says Freidenfelds. “Our security 
becomes more task-oriented and 
focused versus just patrolling.”

Integrating Access  
Control and Video

Systems integrator Advent Systems, 
Inc. worked closely with Rush 
University Medical Center to help it 
integrate its first and second phase 
integration of the C•CURE 9000 
access control platform with its video 
management system. Security guards 
can use the surveillance system for 
virtual tours of hallways to make sure 
they are clear of materials and trash 
to maintain compliance with fire 
codes, instead of sending a security 
guard to physically walk the hall.

When the hospital opened its new 
Family Birth Center in early 2014, it 
included a new interface between 
C•CURE 9000 and the Accutech Infant 
Protection System. Now, when a nurse 
brings a baby from one unit within the 
hospital to another for tests, the nurse 
uses a single access control badge to 
open a door, while the baby continues 
to wear its same tag. Previously, the 
system only covered the Labor & 
Delivery and NICU units, so if an 
infant needed to go to another part 
of the hospital, hospital staff had to 
change the infant protection tag.

Perhaps one of the most signifi-
cant changes was the introduction 
of a lockdown feature to provide 
greater security in emergency 
situations, such as if a gunman 

is reported near the hospital. 
Previously hospital security officers 
had to manually lock down each 
perimeter door. Now the system 
offers a single emergency button, 
and with one push, security person-
nel can lock many doors at one time.

“They’ve taken it a step beyond 
what we’ve normally seen,” says 
John Skwirblies from Advent 
Systems, Inc. about the lockdown 
mode. “By hitting a button to lock 
perimeter doors, they can catch 
the individual and provide greater 
security at the facility. We’re seeing 
more of that response by hospitals 
to these types of situations.” 

The Future
While Rush University Medical 

Center has initiated and completed 
several major security projects in 
recent years, it continues to improve 
its security technology. The hospital 
plans to implement the Lynx duress 
and emergency notification system 
that will allow it to send notifications 
to employees in the event of a major 
accident that requires more medical 
professionals to report for work or 
to send out weather notifications in 
the event of a snowstorm. Hospital 
employees can also use the system 
to alert the appropriate authorities in 
the event of an incident. 

“Everything we have done to 
improve the security at Rush 
University Medical Center has 
been with an eye toward deploy-
ing a single, enterprise-based and 
future-proof security management 
system,” says Freidenfelds.  

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.

Perhaps one of the most significant changes was the introduction of a 
lockdown feature to provide greater security in emergency situations, 
such as if a gunman is reported near the hospital.
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LTHOUGH WE MAY THINK THAT SLIDING DOORS 
are a relatively new trend in the architectural industry, 
archaeological evidence exists that sliding doors were used 

by the Romans as early as the first century. Researchers in Pompeii 
in Southern Italy found the remains of a stone threshold with a 
channel chiseled out along its length—perhaps the world’s first 
bottom track guide? 

It has taken us 2,000 years to realize that the Romans really had 
something worthwhile besides the arch, the aqueduct and fun-
filled family afternoons at the Coliseum. 

Californians in particular have taken sliding door technology 
very much to heart in the last decade, and the movement has been 
spreading to cities across the United States. With the cost of real 
estate at a premium, every available space-saving measure is being 
used to maximize living and working areas. 

Sliding doors take up a lot less functional room than a traditional 
swinging door. Doors with hinges require space equal to the door 
width for them to open all the way. For 
example, a 36-inch-wide door requires 
enough space in its opening arc to 
allow the 3-foot leaf to pass, and it requires that no obstructions be 
in that space for it to open fully. With a sliding door setup, items 
can occupy that same space on either side of the opening without 

liding Doors  Gaining in  
Popularity
New Trend  
May Date 
Back to  
First-Century 
Romans

S

By Ginny Powel l

Photo credit: "Sliding door tracks, Pompeii" by Tim Healy –  
January-March 2006 edition of Passport Journal. Licensed under Creative Commons Attribution-Share Alike 3.0 via Wikimedia Commons –  

http://commons.wikimedia.org/wiki/File:Sliding_door_tracks,_Pompeii.jpg#mediaviewer/File:Sliding_door_tracks,_Pompeii.jpg
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causing obstructions in the door’s operation. If anyone 
has ever stayed in a hotel room in Europe where 
you can hardly turn around or swing the proverbial 
cat, you will understand why those Romans are still 
revered.

On the installation front, surface-mounted sliding 
door systems are less difficult to prepare for and mount 
than a pocket door and often create less hassle than a 
swinging door. There are fewer alignment issues, and 
the opening does not have to be perfectly plumb. In 
addition, if something goes wrong while in use, they 
are easier to fix due to all the components being readily 
accessible.

Three Market Segments 
Today we can divide the surface sliding door market 

into three segments: rustic, industrial and contem-
porary. The rustic segment includes barn door-type 
tracks, often with emphasized, aged metal accents; the 
industrial segment caters to manufacturing facilities or 
large warehouses, generally with oversized leaves; and 
the contemporary segment mostly uses highly stylized 
sleek components designed for hospitals, hotels and 
office buildings. 

With architectural demands in the contemporary 
segment so stringent, many forward-thinking manu-
facturers have chosen to offer systems with the tracks 
and hanging hardware covered by attractive fascia. 
At the recent AIA and DHI shows, there were several 
manufacturers highlighting their newly launched 
sliding door systems, all of which reflects the growing 
interest from architects and developers alike.

Stylish sliding door systems are not a panacea for the 
modern or refurbished building, however. It should be 
noted that they have some cons to go with their pros. 
They do not always provide a great level of security, 
and if privacy is a factor, then a sliding door may have 
some drawbacks. In addition, if you are looking for 
sound control, most systems will leave you woefully 
short. 

The four most popular applications for a surface slid-
ing door system in today’s market are:

■ offices along corridors
■ hotel bathrooms
■ hospital patient rooms
■ refurbished loft apartments
In offices, most of the systems are mounted on the 

corridor side of the opening, actually accentuating  
the doors as an architectural feature and at the same 
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time granting the office-dweller 
increased space. Although using 
sliding doors in an office may 
still have a decidedly “hip” feel, 
the benefits far outweigh the 
alternatives. 

Hotel bathrooms often used 
pocket doors in the past, but many 
renovations are taking the easier 
way with surface-mounted systems 
and are highlighting them with 
stylized finishes. Owing to lesser 
privacy concerns in a locked hotel 
room environment, the sliding door 
has allowed greater use of what is 
typically already a restricted space.

Hospital patient rooms are taking 
advantage of the often greater unob-

structed opening width provided 
by a sliding system to move beds 
and equipment more efficiently. In 
addition, the furniture inside the 
hospital room can be laid out in a 
more appealing fashion, creating a 
more comfortable environment for 
patients and their families.

In the rapidly growing loft apart-
ment business, historical office and 
manufacturing buildings are being 

repurposed, with efforts to maintain 
their architectural integrity. This 
includes installing sliding systems 
directly onto original brick or stone-
work. In many cases, exotic wood 
finishes and even designer art inlays 
are being used.

In all applications, it is important 
to review the wall partition type 
and all building code requirements, 
as sliding doors do not meet the 
self-latching, self-closing NFPA 80 
code requirement for fire doors.

Adding Glass
It is worth mentioning that sliding 

doors with full glass instead of the 
traditional wood are also a popular 

option where light is an important 
factor in the building. The types of 
glass can range from milky to frosted 
and from clear to opaque, depending 
on how much visibility you need. 
In Europe, glass is an extremely 
popular material for both walls and 
doors in commercial buildings. With 
smaller buildings and generally 
smaller rooms, European architects 
are using light to enhance the feeling 

of spaciousness. This trend is spread-
ing to the United States.

One of the most technologically 
advanced uses of glass is known 
as “smart glass.” This glass 
changes from clear to opaque at 
the touch of a button, using either 
electro-chromatic glass or polymer-
dispersed liquid crystal. This is a 
perfect solution for creating privacy 
for conferences—or that trip to the 
office restroom in Munich.

Surface sliding door systems are 
definitely a trend to embrace. With 
many diverse solutions already 
available and new design-conscious 
and installation-friendly products 
being launched, the time is ripe for 
this architectural revolution to come 
to your area of the country.

But the next time you see a sliding 
door system, don’t forget that you 
owe a debt of thanks to the Roman 
Empire. They didn’t just twiddle 
their thumbs while Rome burned—
their enduring architectural exper-
tise has not only allowed the basic 
structure of many modern buildings 
to be stronger, but also the interiors 
to become more space-efficient and 
architecturally pleasing.  

About the Author: Ginny Powell is a digital 
marketing specialist for Hager Companies. She 
can be reached at gipowell@hagerco.com, or 
follow her on Twitter @GinnyPowell. 

Hotel bathrooms often used pocket doors in the past, but many 
renovations are taking the easier way with surface-mounted 
systems and are highlighting them with stylized finishes.

Contemporary wall-mount sliding door hardware
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Right now, in this industry, you’ll find yourself behind the

times if you aren’t willing to be dynamic in your market

approach and keep an open mind.

More and more, Josh Hallgren, Project Manager

at The Hallgren Company, has the task of helping

people get rid of metal keys. For someone who

has spent his life around locks, that’s a pretty

big deal. Josh grew up in the business, learning

from his father, Mark S. Hallgren, AHC, FDHI, and

uncle, Michael Hallgren, DAHC. “I was sweeping

the floors and pinning locks at a young age,”

he says. Now, one of his roles at Hallgren is to

develop the access control side of the

business—basically connecting doors to

computers (instead of old-fashioned keys) 

and controlling it all with software. 

Josh Hallgren, 
Project Manager, The Hallgren Company

RELATIONSHIP
age
Being Relevant in the

Every time I go to the convention, I always leave with fresh ideas.

“ ”
“ ”

I come back renewed.

Keyless access control can be an untapped opportunity for hardware distributors. “We like to think we are a
progressive company in the industry. I’m always looking for anything that is different and out of the norm,” Josh
says. “Something I learned in college: don’t be afraid to step outside of your comfort zone; you’ll be surprised by
its impact on your life.” DHI is helping companies like Hallgren find those opportunities. “Through conventions
like CoNEXTions, DHI is doing a great job of presenting these markets and laying them out for attendees,” Josh
says. “The programming and panel discussions they’ve put on have pushed me to think about other opportunities
we could have.” 

Because today is not yesterday, and tomorrow will only bring more
changes. “Right now, in this industry, you’ll find yourself behind the times if you aren’t willing to be dynamic in
your market approach and keep an open mind,” Josh says.

Attending CoNEXTions is a way to stay relevant in the industry. But what is relevance, and how does
it affect the bottom line? For Josh, being relevant means continually presenting new solutions to clients.
This is something he learned directly from his father, who often sends several employees from the
different Hallgren offices around the country to the convention. “He always tells us: work the tradeshow
floor. Know what you need.” 

Josh takes this to heart and brings with him challenges facing Hallgren and his current customers. “So often, you
can find those solutions right there on the tradeshow floor,” he says. For example, he had a client who wanted a
cost-effective way to implement fingerprint readers. “I didn’t know a lot of companies that did that, and I
thought we were going to have to look elsewhere. But we found a manufacturer we were already doing business
with at the show, and they had a whole line we didn’t know about. The client loves it because it works well and
it’s simple,” he says. It was a win all the way around—it helped Josh better serve a client and opened up a new
area for him. “This client now looks to us as a total opening specialist,” Josh proudly states.

WHY
DOES IT
MATTER?  

NEW_DEC_2015_Layout 1  11/10/14  10:29 AM  Page 1



 DECEMBER 2014 £ DOORS & HARDWARE 43

$

$

$

Right now, in this industry, you’ll find yourself behind the

times if you aren’t willing to be dynamic in your market

approach and keep an open mind.

More and more, Josh Hallgren, Project Manager

at The Hallgren Company, has the task of helping

people get rid of metal keys. For someone who

has spent his life around locks, that’s a pretty

big deal. Josh grew up in the business, learning

from his father, Mark S. Hallgren, AHC, FDHI, and

uncle, Michael Hallgren, DAHC. “I was sweeping

the floors and pinning locks at a young age,”

he says. Now, one of his roles at Hallgren is to

develop the access control side of the

business—basically connecting doors to

computers (instead of old-fashioned keys) 

and controlling it all with software. 

Josh Hallgren, 
Project Manager, The Hallgren Company

RELATIONSHIP
age
Being Relevant in the

Every time I go to the convention, I always leave with fresh ideas.

“ ”
“ ”

I come back renewed.

Keyless access control can be an untapped opportunity for hardware distributors. “We like to think we are a
progressive company in the industry. I’m always looking for anything that is different and out of the norm,” Josh
says. “Something I learned in college: don’t be afraid to step outside of your comfort zone; you’ll be surprised by
its impact on your life.” DHI is helping companies like Hallgren find those opportunities. “Through conventions
like CoNEXTions, DHI is doing a great job of presenting these markets and laying them out for attendees,” Josh
says. “The programming and panel discussions they’ve put on have pushed me to think about other opportunities
we could have.” 

Because today is not yesterday, and tomorrow will only bring more
changes. “Right now, in this industry, you’ll find yourself behind the times if you aren’t willing to be dynamic in
your market approach and keep an open mind,” Josh says.

Attending CoNEXTions is a way to stay relevant in the industry. But what is relevance, and how does
it affect the bottom line? For Josh, being relevant means continually presenting new solutions to clients.
This is something he learned directly from his father, who often sends several employees from the
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cost-effective way to implement fingerprint readers. “I didn’t know a lot of companies that did that, and I
thought we were going to have to look elsewhere. But we found a manufacturer we were already doing business
with at the show, and they had a whole line we didn’t know about. The client loves it because it works well and
it’s simple,” he says. It was a win all the way around—it helped Josh better serve a client and opened up a new
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The show floor is an integral part of the experience. But
Josh always has huge takeaways from the educational
side of CoNEXTions as well. For example, last year he
learned a great deal from David Lewis's presentation on
“Generations in the Workplace.” “It wasn’t what I
thought it would be—a focus on generations of  family
in the workplace,” Josh says. Instead, the focus was on
the different age groups and how they think and like to
work. “It was very interesting to learn about the new
generation and younger people. With the next
generation, their work and social life blend together.
They are interested in the relationships they forge with
co-workers, customers, and suppliers,” he says. It was a
powerful reminder of how business happens in the
relationship age—and it reiterated why face-to-face
events like CoNEXTions are so important.

“Every time I go to the convention, I always leave with
fresh ideas. I come back renewed, with new business
leads and new solutions for my customers,” he says.
“That’s what justifies us sending as many staff as
possible—because they all come back, ready for
whatever is coming next. It’s hard to put a price tag on
that value.” 

As the industry prepares for Baltimore, DHI members
have a chance to continue the conversations started in
Dallas—to find those solutions, solidify those
relationships, and discover the ways in which 
face-to-face connection is priceless.

CONTINUE THE CONVERSATION....

for Working the Show Floor
JOSH’S TIPS
“First, you have to get out of your
comfort zone,” Josh says. “I used
to be nervous,” he admits. But
those nerves fueled him. And soon
he was a seasoned veteran.

Immerse yourself in the experience.
Be open to what you can learn and
who you can meet. Don’t
pigeonhole manufacturers—you
never know what new lines or
product might be there. “I don’t
know how many times I’ve walked
into a booth and said, ‘I didn’t
know you guys did this.’”

Come with a handful of challenges
your customers have that need
solutions, and make it your
business to solve those problems.
Josh mentions, “Challenges are
disguised opportunities; don’t give
up on the solution.”

CONNECT W
ITH US IN CHARM

 CITY! FACE TO FACE AND MOVING FORWARD

So bring your appetite for discovery. Bring your challenges.

Bring your staff. Bring it all. Let’s connect face to face,

grab the opportunities in front of us, and move forward.

Let’s make 2015 the most amazing year yet.

Everything you love about CoNEXTions is back again! 

The key pieces are all there, geared toward you.

It’s time to resume the conversation—
to come together to see new and
familiar faces, hear the excited chatter
on the floor, get inspired by
innovation, and find that great new
idea that will help you tackle what’s
next. This year we’re in Baltimore, the
city renowned for its hidden charm,
just waiting to be discovered. 

For more information, call 703/222-2010 or email convention@dhi.org.

APRIL 29 – MAY 1, 2015 n BALTIMORE, MD
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DECODED:

From the well-known blog 

idighardware.com,  

Lori Greene brings some 

much-needed clarity to 

codes.

Alterations to  
Fire Door Assemblies

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

FREQUENTLY RECEIVE QUESTIONS ABOUT alterations of existing fire door 
assemblies, including preparation for new hardware and addressing holes left 
by hardware that has been removed. NFPA 80, Standard for Fire Doors and Other 

Opening Protectives (2013), addresses two types of alterations made in the field: job 
site preparations and field modifications.

Job Site Preparations
Hardware preparations made on the job site are covered under Section 4.1.3, 

Appurtenances. The term appurtenance is not defined in NFPA 80, but it is generally 
used to describe subcomponents of an assembly. In the case of a fire door assembly, 
appurtenances include locks, hinges, closers, astragals and other hardware, as well 
as glass lites, louvers and plant-ons. 

Preparations for appurtenances must be performed in accordance with the manu-
facturer’s inspection procedure and under label service—typically at the manu-
facturer’s facility or an authorized shop where labels may be applied. In addition, 
limited preparations may be made on the job site. This section of NFPA 80 limits job 
site preparations to the following:

■ Holes for surface-applied hardware—applied to the door or frame without 
removing material other than drilling round holes to accommodate cylinders, 
spindles, and similar operational elements, as well as through-bolts. The max-
imum diameter for these holes drilled in the field is 1 inch, except cylinder holes 
that may be drilled in the size necessary to accommodate the cylinder.

■ Function holes for mortise locks
■ Holes for labeled viewers
■ Maximum ¾-inch wood and composite door undercutting
■ Protection plates
Protection plates are generally metal or plastic plates used to protect the door 

from wear or impact and are covered in Annex E of NFPA 80. They may be applied 
to one or both faces of the door; attached by adhesive, screws or other mechanical 
means; and typically mounted within the bottom 16 inches of the door to avoid 
affecting the performance of the door during a fire.

Plates above the 16-inch location may be used if allowed by the door manufac-
turer’s listings, but plates mounted above this area are required to be labeled if they 
are installed in the field. Protection plates installed within the bottom 16 inches of 
the door may be field-installed without needing to be labeled.

Plant-ons are usually decorative trim, either flat or contoured, and may be made 
of various materials. They are also addressed in Annex E, but the standard is not 

I
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specific about what types of plant-
ons are acceptable, where they can 
be installed, and how they must 
be attached. These prescriptive 
requirements can be obtained from 
the door/frame manufacturer.

Field Modifications
In the 2013 edition of NFPA 80, a 

definition for field modifications was 
added: “Changes, not otherwise permit-
ted by this standard, made to a listed 
assembly or component after it has been 
manufactured.” This definition, along 
with additional information in Annex 
A, makes it clear that the acceptable 
job site preparations listed previously 
are not considered field modifications. 

Field modifications are addressed 
in Section 5.1.4 of the 2013 edition 
of NFPA 80. For changes made in 
the field that are above and beyond 
those allowed as job site prepara-
tions, permission may be requested 
in advance by contacting the manu-
facturer of the component being 
modified; the manufacturer will 
then contact the appropriate listing 
laboratory with a written or graphic 
description of the modifications.

One example of a field modifica-
tion that is frequently desired is a 
raceway for an electrified lockset. 
Permission for raceways drilled in 
the field may be allowed by the list-
ing laboratory, but detailed informa-
tion about how the work will be done 
should be provided. There is at least 
one tool and certification program 
available for drilling raceways.

If the manufacturer of the compo-
nent being modified is no longer 
available, the lab may be contacted 
directly, and an engineering evalu-
ation supporting the field modifica-
tion may be provided. A field visit 
from the listing laboratory is not 
required if permission is granted 
by the lab. If modifications are 

made without prior approval, the 
doors and/or frames may need to be 
re-labeled by the listing laboratory, 
which will include a site visit and 
inspection and can be costly.

Filling Holes
Job site preparations and field 

modifications sometimes result in 
holes left in the surface of the door 
or frame due to the removal of exist-
ing hardware. NFPA 80 requires 
holes to be repaired by one of two 
methods: install steel fasteners that 
completely fill the holes, or fill the 
screw or bolt holes with the same 
material as the door or frame. The 
standard seems to be addressing 
only holes from fasteners and not 
larger holes—for example, a hole left 
after a concealed closer is removed 
and replaced with a surface closer.

To determine whether an existing 
hole may be covered by a filler plate, 
or whether covering existing holes 
with new hardware is sufficient, the 
door/frame manufacturer should 

be contacted to ensure that the 
proposed solution is acceptable. 
During an annual fire door inspec-
tion, the inspector will verify that no 
modifications have been made that 
will void the label and that there are 
no open holes or breaks in the door 
or frame. The 2013 edition of NFPA 
80 also requires fire door assemblies 
to be inspected after installation 
and after maintenance work, which 
would include the types of altera-
tions described in this article.

Most filler materials are not 
listed for use in filling holes in a 
fire door assembly, but there is 
a fire door caulk that has been 

successfully tested and listed for 
that purpose. Although this mate-
rial is not currently mentioned in 
NFPA 80, the development of new 
products is not prohibited by the 
standard. According to Section 1.4, 
Equivalency, the Authority Having 
Jurisdiction (AHJ) shall review 
descriptive information from the 
manufacturer and testing labora-
tory with regard to products not 
described by NFPA 80. A proposed 
change to the next edition of NFPA 
80 may help to clarify the acceptable 
process with regard to larger holes. 

Conclusion
When preparing to perform a field 

modification or when questions 
arise, it’s best to avoid problems by 
conducting research and planning 
in advance. While NFPA 80 gives 
some direction with regard to proto-
cols that must be followed when 
making alterations in the field, to 
get definitive answers you may have 
to contact the manufacturer of the 

component being modified, or even 
the listing laboratory on the label.

The door or frame label will 
contain helpful information to 
identify the manufacturer and test-
ing lab, along with a number that 
can be used to obtain more detailed 
specifications. The manufacturer 
should be the starting point for 
most requests, and then the listing 
laboratory. The AHJ may also be 
contacted for assistance.  

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

Job site preparations and field modifications sometimes result  
in holes left in the surface of the door or frame due to the removal 
of existing hardware.

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

Photos Courtesy of Mark Berger

Is there anything more time-consuming or painful on a project than the close-
out process? All of the final details need to be resolved. You can see the Promised Land 
(the final payment from the contractor), but first you have to make sure you’ve dotted 
all the I’s and crossed all the T’s, and everything needs to be in place. All leftover inven-
tory needs to be delivered, and then it’s on to the next project.

As I reviewed this year’s columns and my collection of photos, I ran into a 
similar issue. I have a retinue of photographs yearning to be seen. They didn’t 
quite fit into this year’s categories, but they all pose questions that deserve to 
be answered. So let’s let them see the light of day as we say farewell to 2014 and 
close out Real Openings.

By Mark BergerClosing Out

01  How Do You Lock the Cabinet?

02  Can It Be Called a Floor Stop If It Is Lower than the Step?

03  How Specific Should a Sign Be?

04  How Did the Panic Bar End Up There?

05  How Many Locks Are Needed on One Exit Door?

06  How Many Slide Bolts Are Needed on One Exit Door?

07  Where Is the Worst Location for a Potted Plant?

08  Which Door Is Used More: The Right or Left?

09  Why Would Someone Harm These Rods 
When There Aren’t Any Top Strikes?

10  Where Do You Store the Chain?

11  Who Needs the Dogging Key When You Have Gaffers Tape?

12  Where Should the Table Not Be Placed for the Holidays?

01

05

02

0403
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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.
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By Jason Bader

s h e l f  l i f e

Transitioning the Role of the President
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A 
S A COMPANY MATURES , 
the needs of the organization 
change. The role of the presi-

dent must evolve if the organization 
is going to grow in revenue, territory 
and influence. To successfully navi-
gate this transition, the leader must be 
able to pull back from daily functions 
and take on a more strategic role 
with a heavy emphasis on personnel 
structure and development. While I 
am not suggesting that this notion is 
either new or revolutionary, it is often 
easier said than done. If growth is 
going to occur, the leader must fight 
the urge to fall back into a direct 
managerial stance. 

In the early years of any organiza-
tion, the president must wear many 

hats. A good friend of mine used to 
refer to himself as the “head cook 
and bottle washer” in his company. 
In most organizations, the leader 
is the driving force in sales. In the 
distribution world, most presidents 
came from the role of sales in 
another company. Their competitive 
nature drove them to splinter off 
and do something on their own. 
They had cultivated a following of 
loyal customers that would surely 
follow them into this new venture. 
Rude awakening number one. That 
being said, some customers did 
follow, and customer relationships 
became first priority. 

To feed the sales effort, the presi-
dent had to secure vendor relation-

ships and learn how to purchase 
products effectively. Rude awaken-
ing number two. The purchasing 
and managing of inventory is a little 
more challenging than most sales-
people think. There are minimums 
and freight considerations. Terms 
of sale and cash flow are now part 
of the landscape. Sadly, this is what 
takes most new distribution compa-
nies down. They rarely die due to a 
lack of sales. 

Learn the Financial  
Side of the Business

If the new entity is to survive, the 
president must learn the financial 
side of the business. Accounting 
is usually not the strong suit of 
most sales professionals. Some of 
the most successful companies I 
have encountered were started by a 
partnership between one financially 
minded individual and one sales 
dynamo—provided that they didn’t 
kill each other in the first six months. 
Although many newer companies 
start with a bookkeeper, the presi-
dent must be able to provide finan-
cial direction to this individual. It is 
a rare bookkeeper who can advise on 
financial strategy. 

I could continue down the list 
of functions, but I think you get 
the idea. The president of a small 

Photo Credit: ©iStock.com | Peshkova
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company tends to engage in a daily 
game of “Whack a Mole” just to 
keep the doors open. Just think-
ing about it is exhausting and not 
sustainable. 

To create long-term viability, the 
leader must begin to rely on other 

members of the organization. The 
more control a leader is willing to 
give up, the faster an entity will 
grow. The leader learns the delicate 
balance of staying in touch while 
keeping his or her fingers out of the 
pie. Obviously, the caliber of people 
surrounding the leader will affect 
the transition.

Get Active in Recruitment
If the president is ready to make 

the move, recruiting will take a 
large portion of his or her time. 
Leaving the recruiting of key 
individuals up to an HR person 
is a mistake. Rarely is anyone as 

passionate about the organization 
as the president. The prospective 
candidates have to see this. 

Recruiting is not about filling 
slots. It is about provoking an 
emotional response in the candi-
date. You have to plant the seed 
of doubt in really good prospects. 
They have to walk away believing 

that their current position isn’t as 
great as they once thought. 

Where to start depends on the defi-
cient skills of the president. If the presi-
dent is not great with numbers or just 
really hates working with them, then 
shoring up the financial leadership 
should be top priority. I have spoken to 
several presidents who said that hiring 
their CFO was a breath of fresh air; 
it was like a tremendous weight was 
lifted. Some financial candidates come 
from big accounting firms; others 
come from the banking community. 
The good ones seem to have a desire 
to roll up their sleeves and find a place 
where they can make a difference. 
Make sure that they fit your company 
culture. President: “What is two plus 
two?” Prospect: “What do you want it 
to be?” President: “We’re going to get 
along just fine.”

One of the most challenging tasks is to introduce  
a layer of sales management between the president  
and sales personnel.

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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Hand Over the Operational 
Management Reins

Operational management tends to 
be another area where the president 
needs to hand over the reins. This 
one may be a bit more difficult due 
the customer service element of 
the function. Although I have seen 
several excellent ops managers 
recruited from outside the company, 
these folks tend to be home grown. 
If the latter is the case, the president 
must fight the urge to create a “mini-
me.” The manager must be given the 
latitude to try new methods and ulti-
mately take ownership of the fulfill-
ment process. I would also suggest 
that the president find several 
outside educational opportunities 
for the person. These can range from 
visits to other companies to seminar 
attendance. 

One of the most challenging 
tasks is to introduce a layer of sales 
management between the president 
and sales personnel. When leaders 
come from the sales side of the busi-
ness, they often have a tough time 
letting go. The introduction of a sales 
manager can stimulate the effort. 

Don’t make the same mistake I 
have seen countless times. Your best 
salesperson is not going to be the best 
sales manager. The things that make 
salespeople competitors in the field 
don’t easily transition into a coaching 
role. Sales management requires data 
analysis skills—something the top 
dogs rarely want to fiddle with. Do 
yourself a favor, and look for someone 
who can support strategically, rather 
than someone looking for the glory. It 
may be necessary to look outside your 
company for the best candidate.

Focus on People
As a company evolves, the 

president should move away from 
trying to run the business and focus 

on the people in the organization. 
Coaching and organizational devel-
opment activities tend to become 
the norm. I love to see these folks 
work on building a bench of talent 
or developing a farm system, to steal 
a baseball analogy. I have often seen 
great presidents refer to themselves 
as “motivator in chief” or “destroyer 
of the status quo.” These folks have 
made the transition. No longer do 
they want to focus on the daily 
activities. They have cultivated an 
executive management team to do 
that. They poke holes in the system. 
They become more visionary and 
less tactical. 

As leaders become more vision-
ary, they can find it difficult to 
discuss their thoughts with others 
in the company. Changes are often 
tied to personal finances, and this 

can produce fear in some. It can get 
lonely at the top of a privately held 
company. 

There are resources out there 
if you are willing to look. Join an 
executive group. Create an advisory 
board. Hire an executive coach. 
Okay, I admit that the last one was a 
little self-serving. The point is that you 
do not have to go it alone. Many before 
you have made the transition, and I 
am sure there are several who would 
be more than willing to offer advice. 
As always, I am here to help.  

About the Author: Jason Bader is the 
managing partner of The Distribution Team,  
a firm specializing in helping distributors 
become more profitable 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.

•  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



Contributors Committed to Making a Difference

Contributors Listing as of November 13, 2014

Thank You for Your Continued Support

www.doorsecuritysafety.org

Contributors

DIAMOND LeveL

Manufacturer ($25,000+)

Distributor ($10,000+)

PLAtINuM LeveL
Distributor ($5,000)

Akron Hardware
Contract Hardware, Inc.
Midwest Wholesale Hardware

gOLD LeveL
Manufacturer ($10,000)

VT Industries, Inc.

Distributor ($2,500)

H & G/Schultz Door
The Hallgren Company
RDL Supply
Spalding Hardware Systems
Top Notch Distributors, Inc.

inDiviDual ($1,000)

Heppes, Gerald S., Sr., CAE
Petersen, Tim, LEED AP 

SILver LeveL
Manufacturer ($5,000)

National Guard Products, Inc.

Distributor ($1,000)

Cleveland Vicon Company, Inc. 
Dallas Door and Supply Company
Door + Hardware Consultants 
Kelley Bros.
Mulhaupt’s, Inc.
Walters & Wolfe Interiors
Weinstein and Holtzman, Inc.

sales agencies ($500)

R. E. Edwards and Associates, Inc.
D.L. Neuner Company, Inc.

inDiviDual ($500)

Boatman, Jody Warden, AHC/EHC
Maas, Bob

BrONze LeveL
Distributor ($500)

Allmar International 
Central Indiana Hardware – Indianapolis
S.A. Mormon & Co.
Valley Doors and Hardware, Inc.
Walsh Door & Hardware Co.

inDiviDual ($250)

Dupuis, David R., AHC, FDHI
Hildebrand, Stephen R., FDHI
Strauss, Charles J.

affiliateD organiZations
(5,000)
Steel Door Institute

(up to $2,000)
DHI Buckeye Chapter
DHI Canada
DHI Georgia Chapter
DHI Ontario Chapter
DHI Puget Sound Chapter
DHI Roadrunner Chapter

SuPPOrter LeveL
Manufacturer (up to $2,500)

Accurate Lock and Hardware Co., LLC
Allegheny Millwork-Commercial Door 

Division
Anemostat Door Products
Concept Frames, Inc.
Fyrewerks, Inc.
Leon Specialty, Inc.
Rocky Mountain Metals
Securitech Group, Inc.
Steward Steel

Distributor (up to $500)

Baylor Commercial Door and Hardware
Butler Doors, Inc.
Design Supply, Inc.
Deutscher & Daughter, Inc.
kdh Doors & Hardware, Inc. 
OKEE Industries, Inc.
 

Opening Technologies, Inc.
R. E. Friedrichs Company
Security Lock Distributors 
Washington Architectural Hardware Co.
W. D. Door Service, Inc.

sales agencies (up to $250)

Architectural Resources, Inc.
FBH Architectural Security
The Shuck Group, Inc.

inDiviDual (up to $250)

Allred, Milton G., AHC
Baldwin, Larry D. 
Barnhard, Richard J., DAHC/CDC, FDHI
Boardman, Raymond K., AHC
Cavett, George Lee, AHC
Cavness, James J., AHC
Charette, Brian J., AHC
Cusick-Rindone, Kendall L., CSI, CCPR
Cusick, William R. 
De La Fontaine, Richard, AHC/CDC, FDAI 
Dial, Randy S. 
Estrada, Michael J. 
Heineken, Leslie H., AHC 
Henry, Jim 
Hewlett, John E. 
Kimmel, Becky
Lecours, Roger, AHC/CDC
Lesperance, Sylvain 
Lineberger, Mark, AHC/EHC, FDAI
McClendon, Don E., Jr., AHC
McNeese, Debra Jones, AHC
Molina, Chuck J. 
Murillo, Juan C. 
Parrish, Brian J., AHC/EHC
Poe, Gregory S., AHC
Pratt, Edward
Rankin, Morrison R., AHC
Sargent, David C., AHC 
Stronach, Cary
York, Rachael 
Vasquez, Justin
Windfeldt, John M. 
Wood, Ronald E., AHC 



Contributors Committed to Making a Difference

Contributors Listing as of November 13, 2014

Thank You for Your Continued Support

www.doorsecuritysafety.org

Contributors

DIAMOND LeveL

Manufacturer ($25,000+)

Distributor ($10,000+)

PLAtINuM LeveL
Distributor ($5,000)

Akron Hardware
Contract Hardware, Inc.
Midwest Wholesale Hardware

gOLD LeveL
Manufacturer ($10,000)

VT Industries, Inc.

Distributor ($2,500)

H & G/Schultz Door
The Hallgren Company
RDL Supply
Spalding Hardware Systems
Top Notch Distributors, Inc.

inDiviDual ($1,000)

Heppes, Gerald S., Sr., CAE
Petersen, Tim, LEED AP 

SILver LeveL
Manufacturer ($5,000)

National Guard Products, Inc.

Distributor ($1,000)

Cleveland Vicon Company, Inc. 
Dallas Door and Supply Company
Door + Hardware Consultants 
Kelley Bros.
Mulhaupt’s, Inc.
Walters & Wolfe Interiors
Weinstein and Holtzman, Inc.

sales agencies ($500)

R. E. Edwards and Associates, Inc.
D.L. Neuner Company, Inc.

inDiviDual ($500)

Boatman, Jody Warden, AHC/EHC
Maas, Bob

BrONze LeveL
Distributor ($500)

Allmar International 
Central Indiana Hardware – Indianapolis
S.A. Mormon & Co.
Valley Doors and Hardware, Inc.
Walsh Door & Hardware Co.

inDiviDual ($250)

Dupuis, David R., AHC, FDHI
Hildebrand, Stephen R., FDHI
Strauss, Charles J.

affiliateD organiZations
(5,000)
Steel Door Institute

(up to $2,000)
DHI Buckeye Chapter
DHI Canada
DHI Georgia Chapter
DHI Ontario Chapter
DHI Puget Sound Chapter
DHI Roadrunner Chapter

SuPPOrter LeveL
Manufacturer (up to $2,500)

Accurate Lock and Hardware Co., LLC
Allegheny Millwork-Commercial Door 

Division
Anemostat Door Products
Concept Frames, Inc.
Fyrewerks, Inc.
Leon Specialty, Inc.
Rocky Mountain Metals
Securitech Group, Inc.
Steward Steel

Distributor (up to $500)

Baylor Commercial Door and Hardware
Butler Doors, Inc.
Design Supply, Inc.
Deutscher & Daughter, Inc.
kdh Doors & Hardware, Inc. 
OKEE Industries, Inc.
 

Opening Technologies, Inc.
R. E. Friedrichs Company
Security Lock Distributors 
Washington Architectural Hardware Co.
W. D. Door Service, Inc.

sales agencies (up to $250)

Architectural Resources, Inc.
FBH Architectural Security
The Shuck Group, Inc.

inDiviDual (up to $250)

Allred, Milton G., AHC
Baldwin, Larry D. 
Barnhard, Richard J., DAHC/CDC, FDHI
Boardman, Raymond K., AHC
Cavett, George Lee, AHC
Cavness, James J., AHC
Charette, Brian J., AHC
Cusick-Rindone, Kendall L., CSI, CCPR
Cusick, William R. 
De La Fontaine, Richard, AHC/CDC, FDAI 
Dial, Randy S. 
Estrada, Michael J. 
Heineken, Leslie H., AHC 
Henry, Jim 
Hewlett, John E. 
Kimmel, Becky
Lecours, Roger, AHC/CDC
Lesperance, Sylvain 
Lineberger, Mark, AHC/EHC, FDAI
McClendon, Don E., Jr., AHC
McNeese, Debra Jones, AHC
Molina, Chuck J. 
Murillo, Juan C. 
Parrish, Brian J., AHC/EHC
Poe, Gregory S., AHC
Pratt, Edward
Rankin, Morrison R., AHC
Sargent, David C., AHC 
Stronach, Cary
York, Rachael 
Vasquez, Justin
Windfeldt, John M. 
Wood, Ronald E., AHC 



I n d u s t r y  A c c e s s

56 DOORS & HARDWARE £ DECEMBER 2014

PEOPLE

Leary Named  
COO of Sargent and 
Greenleaf, Inc. 
Sargeant and 
Greenleaf, Inc., 
a subsidiary of 
STANLEY Security, has 
appointed Brian Leary 

to serve as chief operating officer.
Leary most recently served as the senior 

vice president for Reading Rock, Inc., a man-
ufacturer and distributor of concrete prod-
ucts in Cincinnati. Prior to joining Reading 
Rock, Leary spent several years at IR Security 
Technologies, an Ingersoll Rand Company, 
as general manager for the Commercial 
Door Systems Group and global general 
manager for the Door Group.

Leary will assume the responsibilities 
previously held by Bill Dempsey, who 
retired earlier this year after 11 successful 
years with the company. He will provide 
strategic leadership and day-to-day 
operational management for Sargent 
and Greenleaf and will drive the com-
pany to achieve and surpass its business 
objectives.

Eric Himmelberger 
Joins PDQ as VP of 
Operations
Eric Himmelberger, an 
executive with vast 
experience in produc-
tion management, has 
been named PDQ’s 

vice president of operations. He will lead 
all manufacturing and related support 
functions at PDQ’s advanced produc-

tion plant in Leola, Pa., which produces 
commercial-grade mortise locks, cylindri-
cal locks, door closers, exit devices, flat 
goods, stand-alone electronic locks and 
electronic access control devices.

Himmelberger was previously distribu-
tion manager and logistics manager at 
Black & Decker. He has also worked as 
an independent consultant on manu-
facturing, distribution and logistics and 
was Lean Continuous Improvement 
Engineer with Anvil International. His 
entrepreneurial mindset is marked by a 
wide spectrum of manufacturing, supply 
chain, distribution and logistics knowl-
edge, as well as an extensive study and 
implementation of Lean Six Sigma. 

PRODUCTS

ASSA ABLOY Entrance Systems TKO 
Cold Storage Door Approved to Resist 
Hurricane-Strength Wind Pressure

ASSA ABLOY Entrance Systems 
announces that the TKO VertiCool® Door 
with Wind Load Package has received 
the notice of approval from Miami-Dade 
County for high-velocity hurricane zones. 

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

Brian Leary

Eric Himmelberger

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

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

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

WeB SiTe: www.firetesting.com

MISSING
FIRE DOOR LABELS?

GUARDIAN IS AN ISO ACCREDITED  

TEST LAB; INSPECTION AND PRODUCT 

CERTIFICATION AGENCY

We cAN APPrOPriATeLY re-LABeL Them 
ThrOuGh ANALYSiS ANd evALuATiON 

FieLd LABeLiNG PrOGrAm
n  Steel door Frames .  .  .  .  .  .  .  .  .  . 90 min .
n  Steel doors .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 90 min .
n  Wood Frames  .  .  .  .  .  .  .  .  .  .  .  .  .  . 20 min .
n  Wood core doors  .  .  .  .  .  .  .  .  .  . 20 min .
n  mineral core doors  . 45, 60 or 90 min .
n   We Label the door and Frame, and 

comment on the hardware
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The TKO VertiCool door is designed to work in conjunction 
with a vertical storing dock leveler. While the primary benefit 
of the TKO VertiCool is energy efficiency, facilities along the 
coastline and some inland areas have additional concerns: 
hurricane-force winds and tropical storms. 

For more product information regarding TKO Wind Load 
Doors, email tko@assaabloy.com or call 877/408-6788.

CORPORATE

Weinstein & Holtzman Merges with  
Unified Door and Hardware Group
The Unified Door and Hardware Group, LLC, announces 
the merger of its group of companies with the Weinstein & 
Holtzman Hardware Group. 

Weinstein & Holtzman is a premier supplier of doors and hard-
ware located in the heart of the Financial District of Manhattan. 
Founded in 1920, Weinstein & Holtzman is a regionally recog-
nized distributor servicing the tri-state metro New York area, 
as well as the Lower Hudson Valley and New York state regions 
through Hudson Valley Door and Hardware. 

Ira Hymowitz, AHC, FDAI, president of Weinstein & 
Holtzman, says the merger will “allow us to reach our full 
potential in the marketplace while continuing to maintain all 
of our current relationships and reputation of high-quality 
customer service and expertise in the field.” 

The Unified Door and Hardware Group, currently comprised 
of Commercial Hardware of New Jersey, Tru-Fit Frame and 
Door, Commercial Hardware of Texas, Commercial Hardware 
of Maryland, Commercial Hardware of the Caribbean, Next 
Door Distribution of Florida, Hogan Security, and Liberty Door, 
is strategically aligned to serve the construction industry 
in key geographic locations with more than 500 years of 
combined experience in commercial door and hardware and 
Division 10 products. 

Victor Palladino, chief executive officer of Unified, says that 
“the merger with Weinstein & Holtzman is the perfect com-
bination, as we are not only partnering with another market 
leader in its region but have also found a company whose 
ownership and management share the same work ethic and 
vision for the future.” 

©2014 Allegion plc. All rights reserved.
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ASSA ABLOY Acquires Finnish Locksmith Turvaykköset

ASSA ABLOY has acquired Turvaykköset, the second-largest 
locksmith in Finland. The acquisition reinforces the company’s 
distribution footprint in Finland and helps it become more 
project-orientated, focused on offering state-of-the-art elec-
tronic products and service concepts, according to officials.

Turvaykköset will be run as a separate and independent 
unit within ASSA ABLOY Finland, and the current manage-
ment team of Turvaykköset will continue in their respective 
positions. Turvaykköset operates 12 branches with a focus on 
the Helsinki Metropolitan Area and currently has about 110 
employees.

O B I T U A R Y

Stephen Carl Dean, AHC, CDT 
Detex Corporation has lost a valued 
colleague and a true friend with the 
unexpected passing of Stephen Carl Dean, 
AHC, CDT, on Sept. 19 while traveling in 
the Northwest. As a consulting national 
training manager, Dean was doing what he 
loved best—traveling and teaching people 
around the world.

Dean had more than four decades of experience to his credit. 
After many years as a trainer for exit device manufacturers, he 
contracted with Detex in 2007 to continue teaching and training.

Known for his keen wit and immense knowledge of the 
industry, especially in commercial builders’ hardware and exit 
devices, Dean brought his own special instructional style to his 
job. His career included teaching code classes and continuing 
education classes to architects and specification writers. He 
traveled and taught door hardware installation at The Council 
of Carpenters’ apprentice and training program, as well as 
classes for the Door and Hardware Institute.

“Carl was dedicated to teaching others about door hardware 
and understanding building codes, while making it fun and 
interesting, too,” said Ken Kuehler, director of marketing and 
sales at Detex. “He will be greatly missed, both personally and 
professionally.”

Dean was an electrical engineering graduate of Purdue 
University. He is survived by his wife Mireille, son Barry, daughter 
Lisa and their extended family.

      a d  i n d e x

Accurate Lock and Hardware ......................................................................................... 2

Accurate Radiation Shielding ....................................................................................... 53

Akron Hardware........................................................................................................... 11

Allegion ....................................................................................................................... 57

ASSA ABLOY ................................................................................................................. 25

Boyle & Chase ................................................................................ Inside Front Cover, 37

DHI Classifieds.............................................................................................................. 59

Doors & Hardware House Ads

Advertising Guide 2015 ......................................................................................... 39

Allstate.................................................................................................................. 51

Classifieds ............................................................................................................. 59

DHIndustry Careers ............................................................................................... 41

Foundation Contributors Thank You ................................................................54/55

TISC Insurance ....................................................................................................... 52

Guardian Fire Testing Laboratories, Inc. ...................................................................... 56

HAWA ........................................................................................................................... 15

Hager Companies ......................................................................................................... 21

Midwest Wholesale Hardware ..............................................................Inside Back Cover

Salsbury Industries ...................................................................................................... 58

Safti FIRST ...................................................................................................................... 1

Security Lock Distributors ....................................................Poster Insert, 19, Back Cover

Specialty Doors ............................................................................................................ 56

Stier Steel .................................................................................................................... 57

Top Notch Distributors ................................................................................................... 5

1/4 Page 
3 1/2”  x  4 3/4  4/C

Doors&Hard_5C  (InDesign doc.)

Runs in:
Mar, Jun, Sep, Dec

DOORS AND HARDWARE
Salsbury Industries

Call regarding our
        Dealer Program!



 DECEMBER 2014 £ DOORS & HARDWARE 59

Business for Sale

Well Established Hollow 
Metal Door & Frame Shop

Production Ready with 
Machinery and Die Tooling

75 Years Goodwill 
Tri State Areas 

Underwriter Laboratory 
Tests With Licensing

Contact: 201/921-1095

Buyer/estimator position 
available in fast paced, 
well established, growing 
commercial construction 
company. Full time, full 
benefits. Certifications AOC, 
AHC, CDC, EHC 

Send Resume to:  
Classifieds@dhi.org  
Attn: Box 1014

 Help Wantedd h i  c l a s s i f i e d s
Robert Janvier Agencies Ltd 
is a major distributor of 
wood and hollow metal 
doors and frames, as well 

as architectural hardware for commercial, institutional and 
architectural construction projects. The company operates in 
Montreal, Ottawa and Quebec and searches to fill the following 
position as:

ARCHITECTURAL HARDWARE SPECIALIST
Outlook
Reporting to the Operations Manager, the Architectural Hardware 
Specialist is responsible for optimizing quote results by providing 
our project managers and estimators with complete information 
pertaining to his or her professional expertise.

Main Responsibilities
• Design and develop architectural hardware lists;
•  Provide technical assistance and support to project managers 

and the estimating department, including the reading, analyzing 
and interpreting plans and specifications. Organize and set up all 
related architectural hardware files;

•  Train all team members on the function of architectural hardware;
•  Search and analyze new product features through online and 

hard copy catalogs;
•  Ensure a thorough reading and interpretation of specifications 

contained in drawings and plans, write architectural hardware 
schedules and identify pertinent issues to address;

•  List and set up particular specifications included in the quotes;
•  Establish selling prices (extras and credits);
•  Recommend appropriate and suitable modifications to services and 

products in order to achieve cost reductions and increase profitability;
•  Validate quantities based on construction documents versus 

sale quantities in quotation;
•  Assume any relevant responsibilities and perform other related 

tasks, as required. 

Prerequisites
•  Member of Door and Hardware Institute (compulsory);
•  Related experience of 8 - 10 years in the commercial, industrial 

and institutional sector (compulsory);
•  Bilingual (asset);
• Certification in one of these :

– Architectural Hardware Consultant (AHC)
– Architectural Openings Consultant (AOC)
– Certified Door Consultant (CDC)
– Electrified Hardware Consultant (EHC)

Personal Skills
•  Thorough and rigorous attention to details;
•  Able to manage multiple files and records simultaneously;
•  Collaborative team player;
•  Proven knowledge of the interpretation of plans and 

specifications;
•  Proven skills with using Microsoft Office;
•  Knowledge of estimation software (Comsense, AVAware, etc.) 

Other Information
•  Position: regular, full time, 37½ hours/week;
•  Workplace: Montreal, Ottawa or Quebec;
•  A full range of benefits is provided, as well as a competitive 

salary for proven competencies.

To apply, please send your resume and cover letter to:  
info@arjanvier.com 

Contact: Kara Burgess

Email:  classifieds@dhi.org

Call:  703/766-7029

Visit:  www.dhi.org

For classified advertising rates, 
deadlines, and other information:

Classified Advertising in

mailto:Classifieds@dhi.org
mailto:info@arjanvier.com
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WHEN PEOPLE ASK ME WHAT I DO for a living, my first 
answer is that I own a manufacturing plant. Then the 
typical question is, “What do you manufacture?” to 
which I reply, “Steel doors and door frames.” Now for 
most of you reading this magazine, that response piques 
your interest, and you want to know more. But for most 
of my acquaintances (new and old), their eyes start to 
glaze over.

When I really want to grab someone’s attention, I say 
that I save lives. “Wow! How do you do that?” they ask. 
Readers of Doors & Hardware already know the answer, 
so why write an article about it? Because I feel that we 
need to shout from the rafters and the rooftops about 
the importance of our industry. The purpose of this is to 
inspire those of us who get so lost in the details and the 
minutia of specifying, selling, building and installing 
that we forget about the “big picture” and why our work 
is so important.

Here are some discussion points for the next time 
someone asks you the question, “What do you do for a 
living?”

 ■ I help provide security. – When we specify and 
have installed a strong security door on the back 
of a retail building to make it virtually impossible 
to break into, we may be saving the lives of store 
employees or customers. Now here comes the 
conundrum: If we put too many locks on these 
security doors, then the occupants cannot easily 
exit in times of fires or other emergencies. That 
balancing act is the reason we need specification 
writers, architectural hardware consultants and 
door consultants.

 ■ I help with worldwide security. – U.S. embassies 
and our military bases all over the world are secure 
with the use of attack-resistant and bullet-resistant 
doors. Without these specialized openings, many 
more lives would be lost in the service to our 
country.

 ■ I help shield people from extreme weather. – 
Products are designed differently to withstand 
tornados and hurricanes. For tornadoes, we provide 
safety in storm shelters, as dictated by FEMA. For 
hurricanes, we want to protect the buildings from 

severe damage. Thus, we protect people’s homes, 
livelihoods and schools. 

 ■ I help keep private information confidential. – 
Acoustic products save lives by protecting military 
secrets. They’re also necessary in the healthcare 
field to protect people’s privacy.

 ■ I help save people from fires. – Fire-rated doors 
and hardware are tested against actual fires for 
extended periods of time. These allow safe passage 
to egress a building. However, they don’t work if the 
door is propped open or if the hardware to keep it 
closed is not functional! 

 ■ I help people escape extreme heat from fires. – 
Temperature-rise doors are fire doors that minimize 
the transmission of heat from one side of the door to 
the other. By limiting the heat transmission, people 
can safely pass below the floor on fire in a burning 
building. 

 ■ I help people safely exit buildings. – Emergency 
exits must allow free egress at all times. As 
professionals, we must educate our clients about the 
dangers of prohibiting free egress from an exit door. 
This includes ensuring that the pathway to the exit 
door is clear of storage boxes, debris and equipment. 

 ■ I help keep people safe from bullets. – Due to 
increasing security threats, bullet-resistant doors 
are frequently specified in courthouses and police 
stations. These units are designed to protect 
occupants from small arms fire.

 ■ I help keep people safe from blasts. –  Blast-resistant 
doors are also typically fire-resistant. They are used 
for hazardous materials storage such as in chemical, 
petrochemical, pharmaceutical and automotive 
facilities, and in the Pentagon to protect personnel. 

Pat yourself on the back, and thank everyone in this 
industry for saving lives by your professional choice to 
be part of the door and hardware industry. Life safety 
and security—what a fine team we all make!  

About the Author: Rachel S. Smith is president of Karpen Steel Custom 
Doors & Frames. In her almost 30-year career in this industry, she has 
written numerous articles for Doors & Hardware. She can be reached at 
rachel@karpensteel.com.

c l o s i n g  T H O U G H T S

Life Safety and Security
By Rachel S. Smith

mailto:rachel@karpensteel.com


all orders must pass

THE DOUBLE
CHECK

for accuracy

1-day 
2-day 
3-day 

Same day
nationwide
shipping!

MIDWEST WHOLESALE HARDWARE

At Midwest Wholesale Hardware, we make 
sure our customers have what they need, 
when they need it.  With the largest next day 
footprint in the door hardware industry, we 
have the United States strategically covered 
with fast, efficient delivery. 

Introducing a new look for

What you need, when you need it.

www.midwestwholesale.com

Don’t worry, we’re the same Midwest Wholesale Hardware that 
you’ve always depended on for your door hardware needs and 
we'll continue to provide the same care and urgency that we 
always have, we'll just look better doing it! 

800.821.8527

Authorized Wholesale Distributor for Norton
and many other ASSA ABLOY brands.

NEED SOMETHING?

•  In-house experts averaging 20 years of experience

•  Quick and accurate quotes

•  Online ordering available

•  Double check all orders for accuracy

TRUSTED PROVIDER OF ALL YOUR DOOR HARDWARE NEEDS.



WE MADE 
DIANE A DOOR 
HARDWARE HERO

INFORMED. IN STOCK. IN DEPTH.

Her job at the condo site was going smoothly—until the morning 

Diane discovered 10 additional doors were added to the project. 

With the manufacturers requiring lead time to ship, Diane called 

Security Lock Distributors, who got the mortise locks delivered to 

her by the next day while carefully respecting the specs. In true 

Door Hardware Hero style, Diane got the job done on schedule.

SECURITY LOCK DISTRIBUTORS DELIVERED, 
SO DIANE COULD TOO.

The industry leader in electrical and mechanical 
door hardware solutions. 
seclock.com  |  800-847-5625
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