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Where Experts Like You
Find Expert Advice
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Made in America
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In 1849, Charles Hager started his business by producing quality 
hardware products while providing exceptional customer service.  
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creating a brand that encompasses over 6,000 products within 
11 architectural door hardware lines, ranging from locks to 
electrified access controls. 

Hager Companies looks to the past to sustain the standards set 
by Charles Hager while focusing on the future, developing and 
manufacturing innovative products, many American made, that 
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This month we look at the latest economic indicators 
and peek into the future of the commercial door and 
hardware industry and the factors affecting its growth.

Photo courtesy of ©iStock/Ximagination

See page 36 for this month's 
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A Reason to Go to Work

By Jerry Heppes, Sr., CAE

i n  T O U C H

I 
T IS SUCH A PRIVILEGE TO WORK FOR 
this industry, to go to work hoping to make 
a substantial difference in the lives of those 

in our industry and in society. I am struck by the 
notion of the important impact each of us can 
make on others’ lives. I have gained what they 
call perspective. Let me explain before you assume 
I had too much spiked eggnog before writing this 
column.

It started when I went with former DHI 
President Tim Petersen, LEED AP, to the VT 
factory. Tim took me on a plant tour, as I had not 
been to the factory for several years. While taking 
the tour, Tim mentioned the importance of staying 
at capacity so that the workers on the factory floor 
could count on full work shifts. It was obvious 
that this was very important to him; it affected the 
lives of the workers in a very real way.

That experience led me to reflect on our efforts 
to develop a new market for our industry with a 
focus on the life cycle of the building. If we are 
successful in developing this new market, then 
our industry will realize an increase in sales of 
our products, which will benefit the lives of those 
who manufacture and supply those products daily. 
The importance of our success in this endeavor is 
paramount.

Next, I had the opportunity to visit with our new 
President Mark Lineberger, AHC/EHC, FDAI, who 
operates a distributorship in Allentown, Pa., that 
is much like many of our member companies. I 
saw first-hand his passion and dedication to being 
knowledgeable, to taking seriously the protection 

of life safety in buildings by doing things “right” 
and advancing this industry. I realized, once again, 
that DHI has a role to play in this effort. We must 
persevere and grow as an organization so that we 
can make a difference with our member compa-
nies and their employees all across our industry. 

As I traveled this week to ask for financial 
support from a distributor for the Foundation, I 
was motivated by the knowledge that a strong 
Foundation will help us build demand for fire 
and egress door inspections—more projects for 
our industry and more jobs for our members. 
The distributor had the same vision, and the 
Foundation received a generous donation.

My week continued with a presentation to 
the Michigan Chapter on the progress of the 
FDAI program. The members were attentive and 
passionate about this program. I saw in their eyes 
understanding of the importance of what our 
industry does and how they can make a difference.

We all can make a small difference in the role that 
DHI plays. However, the association needs your 
help at every level to succeed. We are completing 
a survey of our membership to explore ways that 
we can touch more of this industry through our 
programs. We have much work to do, and we are 
motivated by the realization that we can help better 
the lives of the individuals in our industry. It’s 
something we’re passionate about. Putting your 
passion into helping to transform the lives of the 
people in our industry and the safety and security 
of the people in our society—that’s not a bad 
thought for the beginning of a new year.  



It’s not surprising that our customers 
continue to call Top Notch year after year. 
Simply, many of our best customers are our best friends. 
Whether they want to ask a question about a specific piece of 
architectural door hardware or talk about their fishing trip last 
weekend, they turn to their favorite TND sales representative.
TND has always made it a point to exceed our customers’ 
expectations with integrity, knowledge and the drive to provide 
the best personal service!
Here are a few more reasons why our customers make 
TND their first choice for architectural door hardware:
• In stock inventory of residential and commercial products
• Large line of products representing over 50 manufacturers
• Knowledgeable staff – support before and after the sale
• Same-day shipping – from four U.S. distribution points
• Easy ordering – online 24/7, email, phone or fax Pennsylvania • Missouri • Texas • Nevada

DIRECT SALES LINE
866-418-4223
www.topnotchinc.com

800-233-4210
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By  Denise Gable 
Publisher/Managing Editor

Happy New Year! 

B 
Y THE TIME YOU READ THIS, I WILL 
have been on the job for a little more 
than three months and feel like I have 

only scratched the surface in trying to learn this 
industry. Thanks to former Doors & Hardware 
editor Jess Madden for her willingness to share 
her vast knowledge, her patience and her good 
judgment. I couldn’t have had a better tutor.

I also want to thank the staff at DHI for being so 
welcoming and helpful to me during these first few 
months. They are a talented group of professionals 
who work hard every day to serve you, our members.

A little about me: I’m a former newspaper 
reporter who has enjoyed a long career in 
communications and managing publications, 
most recently with a trade association covering 
the parking industry. I’m married to my amazing 
husband Glenn and have three adult sons and two 
rescue beagles who constantly keep us laughing. 

In my free time I serve on the board of direc-
tors of my county SPCA, helping in a small 
way to reduce the number of unwanted 

animals in my community. 
In reviewing DHI’s strategic plan that 

will be accomplished by 2017 and learning 
more about our many initiatives,  

I can see that the organization is 
in an exciting and pivotal time.  
As the new publisher and 

managing editor of your 
magazine, my goal is to help 
Doors & Hardware maintain 
the high standards that have 
already been set and take 

the magazine to new heights 
as we evolve as an association over 
the next several years.

January always brings new resolutions, along with 
renewed optimism that this will be the year that we 
will finally be able to shed those extra pounds, get 
more exercise, read (or write) that great novel, volun-
teer more, and become a kinder, gentler person.

What will 2014 hold for you? In your list of 
resolutions, I would encourage you to add “write 
an article for Doors & Hardware” to the top. That 
might sound crazy, but let me give you a couple of 
good reasons why:

■ Contributing an article to an industry publica-
tion like Doors & Hardware is an excellent way 
to gain recognition and to share your exper-
tise with your industry peers and colleagues.

■ Establishing yourself as a subject-matter 
expert to your employer increases your career 
standing and value. 

It may not take a village to raise a child, but it 
does take a village to fill and produce a 60-plus-
page monthly magazine. And, as DHI members, 
you are all part of that village. 

Last year, more than 75 individuals contributed 
articles to Doors & Hardware. If you are one of 
those authors and would like to contribute again 
in 2014, email me at dgable@dhi.org, or call me 
at 703/766-7018. Thanks to those of you who have 
reached out and offered to contribute already. 

If you’re a first-time author/contributor, feel 
free to go to www.dhi.org/dandh, review the 
2014 editorial calendar to see where your article 
might best fit in, and call me to share your ideas. 
Chances are that we will find a spot for you in 
2014. If you need help polishing your prose, we 
are happy to work with you.

I look forward to hearing from you and to meet-
ing as many of you as I can at CoNEXTions 2014, 
June 26-27, in Dallas. Enjoy this issue!  

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

mailto:dgable@dhi.org
http://www.dhi.org
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We are pioneers of safety.
Separately, we are a host of brands
that have secured the world for centuries.
Together, we are a new company
focused on the future;
halting dangers before they threaten
and keeping the vulnerable from harm.
We are many.
We are one.

We are 
Allegion.

13-AG-009_DandH_8.375X10.875.indd   1 10/30/13   11:36 AM



8	 DOORS	&	HARDWARE £ JANUARY 2014

Congratulations  
on Achieving 
Your Certification!

BRIAN CORNWELL, AHC 
BIM Opening Consultant, ASSA ABLOY Door Security Solutions

Years with current company: 3
Years in the industry: 8
Mentors: Tom Lewis, AHC/CDC, FDAI; Tim Silknitter, AHC; 
Scott Tobias, AHC/CDC, FDAI; Katie Flower, AOC

“I highly recommend to anyone studying for their AHC to take the AHC207 
and AHC215 online classes. These classes were very beneficial for the exam 
and prepare any spec writer for everyday work life.”

MARY HINTON, AHC 
Detailer, Mulhaupt’s, Inc.

Years with current company: 10 
Years in the industry: 10 
Mentors: Tracy Page, AHC and Richard Woodhead

“I’m very blessed to have had the support and encouragement from the 
owners and staff at Mulhaupt’s. I’m also very appreciative of the scholarships  
I received through our local DHI chapter and from BHMA. Thank you!”

TABISH KHAN, AHC 
Regional Manager, Abdulaziz & Sa’ad Al-Moajil Co.

Years with current company: 7 
Years in the industry: 7 
Mentors: The late Jim Peairs, business development manager, 
ASSA ABLOY Americas, and Muzaffar Khan, general manager, Al-Moajil

“I wish to thank Bill McLean and Ted Yong from the ASSA ABLOY Americas 
office, who emphasized the importance of the DHI education and certification 
program. This would not have been possible without motivation and 
guidance from the ASSA ABLOY Americas team. I dedicate this certification to 
the late Jim Peairs for his guidance, help and support. Jim will remain a source 
of inspiration and encouragement for me.”

KYLE PRAEUNER, AHC 
Project Manager, Johnson Hardware

Years with current company: 6
Years in the industry: 6
Mentors: Dave Sullivan and John Spencer, AHC

Kyle	Praeuner,	AHC

Tabish	Khan,	AHC

Mary	Hinton,	AHC

Brian	Cornwell,	AHC	
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Do you know a DHI 

member you would like 

to nominate as the  

FACE OF DHI? Submit 

your nominations to  

Paige Purdum at 

ppurdum@dhi.org, and 

we’ll take care  

of the rest!

DHI member since: 1992

Occupation: National Sales Manager, Security Segment

Childhood ambition: Astronaut. I guess that is why I enjoy movies and books about outer space. When 
I was younger and couldn’t make it on some roller coasters, I thought of other occupations. 

First job: Working at Lenco, my friend’s metal finishing factory in Forestville, Conn. We finished parts for 
the security industry, and I worked on items from Lori Lock and Segal Deadlocks. I personally finished 
by hand more than 40,000 units of the Segal rim lock. Little did I know how this would be a coincidence 
when I started my career.

What led you to our industry? In high school, I knew Art Voorhees, who worked with Sargent. After 
college, Art recommended me to his peers at Russwin. I worked for that company (now Corbin Russwin) 
for more than 20 years. 

Proudest professional moment: Working for ASSA ABLOY was a great moment in my life. I enjoyed 
the company, the people and the position of regional director. It afforded me a great opportunity for 
personal and professional improvement, and I enjoyed being part of a dynamic, growing business. I 
immensely enjoyed developing a sales organization and working with a company as it grew its brands. 

Biggest challenge: I enjoy having conversations with decision makers and creating lasting 
relationships. You can’t do that with an email or a text message. 

Guilty pleasure: Automation and gadgets. Technology to me is great. If I can use it to make my life 
simpler and easier, then I do. 

Favorite book/movie: The Natural. I quote it, I talk about it, and I use it in my sales tactics. It’s the 
ultimate sports story of good vs. evil and chance. Spoiler alert: The book does not end like the movie. 

Mentor/Hero: I have a lot of heroes in my life. My friends, family and business associates all stand out as 
being an important influence in who I am and how I got to be where I am today. It has been a constant 
combination of people, events and businesses that has gotten me to where I am. 

Best advice you ever received: My grandfather teaching me at a very early age the difference between 
right and wrong. Always try and see the good in people before you look for the bad. Do the right thing, 
and you will never be sorry or have to look back.

Best advice you never received: Don’t give up…don’t ever give up. It’s a great phrase made famous by 
college basketball coach Jimmy Valvano in his memorable speech on the ESPY awards in 1993. 

How has your involvement with DHI supported your career goals? It has connected me with some 
great people in the industry. I have used these connections to influence my sales efforts. No matter 
where I travel, I can find a relationship between contacts in the industry and people I know. DHI has 
made the difference in my life and career.   ●

f a c e s  O F  D H I

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

Jeffrey Hochstrate
	 BEA,	INC.
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IMPROVING	MARKETS	INDEX

The Improving Markets Index measured the number 
of metropolitan areas in the country where housing 
conditions were improving. The index was based on 
improvements in new and existing home sales, mortgage 
delinquencies and personal bankruptcies. 

At the end of 2012, the index showed that 125 metro-
politan areas were improving. We predicted an increase 
in this index during 2013 of 30-40 percent. At the time, 
that felt like a somewhat aggressive prediction. We were 
directionally correct, but the number of improving metro-
politan markets actually increased by nearly two and a 
half times in the past year.

It is unlikely that anyone would have predicted the 
speed with which so many markets would enter recovery. 
Ending 2013 at 291 markets improving out of a total of 
360 markets tracked, the decision was made to suspend 
the index. The recovery having become so widespread, 
it was believed that the index has lost its value as a key 
indicator. 

2014 Forecast: 
	 ecovery	Signals	Strong	Growth	for
	 Commercial	Door	and	Hardware	IndustryR

THE TONE OF THE MARKET AS WE ENTER 2014 

is decidedly more positive than it was at the beginning of 

the prior year. The recovery is palpable and undeniable, 

and the consensus indicates that the next few years should 

be very strong for the door and hardware industry. 

As a point of discipline, we always begin each forecast 

article by providing a score card regarding our predictions 

for the year just ended. A discussion follows of the key 

predictions for 2013 and how we fared.

}

©iStockphoto.com/pavlen
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Appearing for the final time, 
Figure 1 captures the meteoric rise 
in the number of metro areas in the 
United States with an improving 
residential market. Since a healthy 
residential market typically leads 
to stronger commercial activity 12 
to 18 months later, this chart bodes 
well for the commercial sector.

EXPIRATION	OF	TAX	CUTS

We predicted that, as a result of 
the Obama administration having 
run for election on a platform of 
lower taxes for the middle class 
and higher taxes on the wealthy, 
the payroll tax cut would not be 
allowed to expire. We were incorrect 

about that, as the tax cut was indeed 
allowed to slip away, resulting in a 2 
percent tax increase on all workers. 

With regard to tax breaks for the 
wealthy, there was an alternative 
minimum tax (AMT) reduction 
pending expiration at the time 
of our last forecast article. We 
predicted that this tax break would 
be allowed to expire, in keeping 
with the Obama administration’s 
campaign platform. Interestingly, 
the AMT tax break did not fully 
expire. Rather, the tax amounts 
drifted upward, but only slightly. 
Thus, the middle class tax break 
expired, and the tax on the wealthy 
increased by an inappreciable 
amount. The capital gains tax cuts 
were all allowed to expire, so that 
issue was laid to rest as well.

UNDENIABLE	RECOVERY

While it was not the case at the 
end of 2012, we predicted that by 
the end of 2013, the recovery would 
be broad-based enough to be unde-
niable. The incidence of companies 
sharing with us that they are not 
feeling the recovery has ceased. 
Even the cynics among us acknowl-
edge that the recovery has solid 
legs beneath it. The consensus in 

Charts courtesy of Building Industry Advisors.

BY  MICHAEL COLLINS

	 ecovery	Signals	Strong	Growth	for
	 Commercial	Door	and	Hardware	Industry
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Figure 1. NAHB/First American Bank Improving Markets Index

Source: NAHB/First American Bank

2014 Predictions
■  Modest increase in interest rates
■  Retail construction continues 

to grow
■  Office/government construction 

to see double-digit growth
■  Millennials to drive growth of 

schools and colleges segment
■  Baby boomers to drive 

hospital growth
■  Decreasing vacancy rates and 

increasing rents to drive office 
segment to strong growth

■  Requirement for government 
office space increases as  
government agencies become 
more complex and become 
involved in additional aspects  
of the market



12	 DOORS	&	HARDWARE £ JANUARY 2014

the industry is that the next three to 
four years will be very good for the 
building products industry.

INCREASE	IN	M&A	ACTIVITY

We predicted that improved earn-
ings and stronger balance sheets 
would lead to an increase in 2013 
over 2012 merger and acquisitions 
levels. We do not maintain a specific 
database of hardware acquisitions, 
but anecdotal evidence indicates 
that there were more hardware 
acquisitions in 2013 than the prior 
year. Most of these took place on the 
residential side of the industry. 

In the door industry, our database 
contains four door transactions 
in 2012 and only one high-end 
door transaction through late fall 
2013. These were mixed between 
residential and commercial door 
manufacturers, where either the 
buyer or seller was located in the 
United States. With an eye on the 
mixed results of last year’s prediction 
in this regard, we would renew our 
prediction that door and hardware 
M&A activity in 2014 will be higher 
than in 2013.

GROWTH	IN	REPAIR	AND	
REMODELING

In our prior forecast, we predicted 
that remodeling activity would 
outpace that of new construction 
over the next several years. Whether 
that prediction eventually becomes 
true remains to be seen. For 2013, 
however, it was not the case. Instead, 
the fact that numerous companies 

were focused on the residential 
segment indicates that their new 
construction business outperformed 
their repair and remodeling business 
in 2013. This is a somewhat jaw-
dropping statement, given the weak-
ness in residential new construction 
in the past several years.

KEY	DIFFERENTIATORS

We predicted last year at this time 
that energy efficiency and photovol-
taics would continue to be the key 
ways in which companies differenti-
ate themselves in the future. Based 
on work completed on a specific 

project this year, we would add door 
and window automation to that list. 

The requirements of the 
Americans with Disabilities Act 
are becoming more stringent. This 
conflicts with the nearly univer-
sal desire to increase the size of 
windows and glass areas to increase 
daylighting. As windows become 
larger, they become heavier, and 
satisfying the ADA standards 
becomes more difficult. We believe 
that a greater emphasis on automa-
tion will be seen in the year ahead. 
This trend will dovetail with another 
significant trend in the industry—
that of integrating the electronic 
control of all entry and egress points. 

HIGH-SECURITY	PRODUCTS	IN		
STRONG	DEMAND

We predicted that demand for 
high-security products would 
continue to be strong, based on 
unrest in various parts of the world 

and the danger to overseas corpo-
rate and government targets. At 
the time that we made that predic-
tion, the attack on our embassy in 
Benghazi, Libya, was still part of the 
national conversation. 

Just a few weeks after that last 
forecast article was written, the 
need for high security in our 
schools was brought to the fore-
front with the shootings at Sandy 
Hook Elementary School. Thus, 
we were correct in this prediction, 
although demand for high-security 
products has since surged much 
closer to home than we anticipated 
at the time. Schools all over the 
nation have approved millions in 
additional spending to fortify and 
more closely monitor access points 
to their buildings. We remain 
convinced of the need for door and 
hardware specialists to lead the 
charge in securing our nation’s most 
vulnerable venues.

MAJOR	ECONOMIC	TRENDS	AS		
2013	DREW	TO	A	CLOSE

Any predictions regarding the 
year ahead should be viewed in the 
context of the momentum of the 
economy as 2013 drew to a close. 
There were a number of important 
macroeconomic trends, as high-
lighted in the Federal Reserve Beige 
Book, that were acting on the U.S. 
economy at that time. 

There is continuing uncertainty 
regarding future debt ceiling 
debates and the possibility of 
additional government shutdowns. 
These shutdowns have always been 
a game of political chicken that 
was created for the very reason 
that it was believed no one would 
ever let it happen. Instead, these 
doomsday deadlines have led to 
all-too-frequent scrapes along 

We remain convinced of the need for door and  
hardware specialists to lead the charge in  
securing our nation’s most vulnerable venues.
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the bottom. There are developing 
nations that would have too much 
pride at stake to allow their govern-
ment to undergo partial shutdowns 
as often as the United States’. The 
last debt ceiling resolved in October 
2013 only bought the country until 
February or March 2014, when we 
will hit the next fork in the road. 

On the positive side, consumers 
ended 2013 in very good shape. 
Consumer debt was at its lowest 
point in three decades. Auto sales 
were brisk—an excellent bellwether 
for other large consumer purchases. 
Manufacturing activity was increasing 
across most sectors. Multi-family hous-
ing ended 2013 with a stronger pace 
than in prior periods. Commercial 
construction was still increasing at 
year-end 2013, albeit at a somewhat 
slower pace. Retailer optimism was 
high for a strong holiday spending 
season. Businesses were making 
moderately higher investments in 
inventory, a sign of confidence in 
future sales. Equipment manufactur-
ers were seeing growing demand for 
equipment, particularly in the area 
of productivity increases. Given the 
uncertainty surrounding hiring in the 
face of the Affordable Care Act, such 
measures may be seen as an alterna-
tive to hiring additional workers. 

Some companies, unable to 
predict what the Affordable Care 
Act will do to their health insur-
ance costs, have held off on hiring. 
Others have pushed forward with 
hiring, helping pare the unemploy-
ment rate to just over 7 percent by 
year end. Companies have moved 
over the past year from hiring no 
one to having difficulty filling 
certain positions, such as produc-
tion management. As the year drew 
to a close, the Architectural Billings 
Index was in positive territory, and 
the Case Schiller Home Price Index 

indicated a broad-based recovery in 
home prices nationally.

PREDICTIONS	FOR	THE	YEAR	AHEAD

When the country faces its next 
fiscal cliff this February or March, 
the previous debt crisis will be 
nearly five months past. To bring the 
debate over fiscal policy back to the 
forefront, it is likely that both sides 
will again dig into their positions 
on the debt ceiling and various 
funding policies, creating another 
shutdown scenario. This shutdown 
will follow the same pattern as 
previous ones. High-visibility, low-
strategic-importance government 
functions, such as museums, monu-
ments, memorials and others, will 
be shut down. This always increases 
the pressure to resolve the situation 
as quickly as possible. Just as in the 
past, both sides will claim that the 
recalcitrance of the other has caused 
the problem and that only their 
patience, creativity and flexibility 
has saved the day. 

UNEMPLOYMENT	RATE

Economists ended 2013 predicting 
that the U.S. unemployment rate 
would reach 7.1 percent by 2014. 
The unemployment rate was close 
enough to that level by year end that 
a 6.75 percent unemployment rate 
seems more likely. Expected hiring 
was predicted to further erode the 
unemployment rate to 6.5 percent 
by 2015. 

Achieving these lower levels of 
unemployment is critical to overall 
economic success. When the U.S. 
economy reaches the point at which 
200,000 jobs are being created each 
month, a recovery is considered 
self-sustaining. At any lower level of 
job creation, the economy is at risk 

of losing steam and falling back into 
recession. 

INTEREST	RATES

At the end of 2013, the Federal 
Reserve’s interest rate guidance 
continued to indicate that rates 
would not be raised in 2014. To 
continue to stimulate the economy, 
the Fed planned to leave interest 
rates unchanged in 2014. Economists 
predict that overnight rates will rise 
from 0.25 percent to 0.40 percent in 
2015, a very modest increase. 

We predict that the Fed will not 
see signs of an overheating economy 
or inflation in 2014 and that it will 
stick with its pledge not to raise 
rates in 2014. While rates have more 
room to increase than decrease, the 
growth in interest rates over the 
next several years should be modest

Current predictions call for an 
increase in the overnight rate to 2.0 
percent in 2016. That would seem 
to be an unusually steep increase, 
which will only take place if the U.S. 
economy has significant strength by 
that point. Even if that is the case, 
that is still a relatively low interest 
rate from a historical perspective.

PROJECTIONS	BY	MARKET	SEGMENT

At $142 billion in size in 2014, the 
retail construction segment is, by 
a wide margin, the largest sector 
of the commercial construction 
segment, as illustrated in Figure 2. 
With retail sales levels at record 
highs and still growing, the domi-
nance of retail is likely to continue 
for the foreseeable future. The retail 
segment is projected to grow at 4.5 
percent annually through 2017. 

The highest growth rate in the 
commercial segment is expected from 
the $92 billion office construction 
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segment, projected to grow at 
a brisk 14.4 percent compound 
annual growth rate (CAGR) through 
2017. After numerous years of 
underinvestment as a result of the 
employment recession, companies 
are hiring and building office space 
again. Government construction is 

also expected to see strong growth, 
projected to be 12.2 percent through 
2017. Another notable growth 
segment is the hotel/motel market, 
which is expected to grow at 6.2 
percent through 2017. 

As may be seen in Figure 3, 
the largest subsegment of the 

institutional construction market is 
schools and colleges, at $173 billion 
in size in 2013. This segment is 
expected to grow at a CAGR of 5 
percent through 2017. 

Millennials and the two million 
individuals who will join that group 
over the next several years are 
currently driving the growth of the 
schools and colleges segment. The 
strongest growth in the institutional 
segment is expected to take place 
in the construction of hospitals, 
predicted to grow at 9.3 percent 
annually through 2017. The large 
and growing-older demographic 
in the United States helps drive the 
growth of the hospital segment.

Figure 4 illustrates the projected 
growth of the industrial segment, 
estimated to be $9.7 billion in size in 
2013. This segment includes manu-
facturing facilities and other areas. 
Hollow metal doors and commercial-
grade hardware and access systems 
are common, due to the high dollar 
amount of inventory and machinery 
associated with industrial equipment. 
This segment is projected to grow at a 
1.5 percent CAGR through 2016.

Figure 5 (page 16) illustrates the 
projected growth of the single-family 
and multi-family housing markets. 
Both markets are projected to 
experience several years of growth 
followed by a trailing-off period as 
markets catch their breath. Growth 
is expected this year, despite the fact 
that increasing mortgage rates and 
continuing tough underwriting stan-
dards will have a dampening effect 
on new home sales in 2014. 

The multi-family segment fell by 
much less in the downturn than the 
single-family market. The multi-
family segment should continue to 
be a solid performer over the next 
several years, driven by favorable 
demographic forces. 
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Figure 2. Growth Projections for Various Commercial Segments (2014-2017)

Source: Reed Construction Data
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Also over the next several years, 
two million additional individuals 
will join the group of people ages 
20 to 34 years, known as Generation 
Y or the millennials. Additionally, 
two million households that would 
normally have been formed over the 
past several years by individuals in 
this age range were not formed. The 
primary reason for this shortfall was 
members of Generation Y having 
to remain living at home during 
the recession. Both of these groups 
represent millions of consumers who 
will seek apartment accommoda-
tions over the next several years.

IN	CONCLUSION
Figure 6 illustrates the expected 

growth rate in various segments of 
the market. With decreasing vacancy 
rates and increasing rents, the office 
segment is poised for the strongest 
growth over the next several years. 

After a long period of underinvest-
ment in this sector, driven primarily 
by the recession in employment and 
widespread layoffs, companies are 
again investing in office space. One 
of the aspects driving this trend is 
that companies are learning that 
office quality and location are key 
factors in attracting highly skilled, 
technology-oriented millennials. 
Previously, employers were able 
to locate the headquarters of their 
company in an office park in the 
suburbs where they lived. Now, 
however, the millennials have 
demonstrated a strong preference to 
live in urban centers near transporta-
tion and amenities. They gravitate 
toward companies with downtown 
headquarters, sharpening demand 
for office space in this tradition-
ally high-cost in-fill market. We 
believe that this trend will continue 
in the year ahead, with more and 
more large, high-profile companies 
announcing a return of their head-
quarters to downtown locations.

Government space is another 
growth area. As government agen-
cies become more complex and 
become involved in additional 
aspects of the market, such as 
healthcare and other areas, the 
requirement for government office 
space increases. Companies are 
often hesitant to serve the govern-
ment market because margins are 
thin and it can take a great deal of 
time to receive payment. For compa-
nies that have cracked the code of 
serving the government market, 
though, it represents a very lucra-
tive segment, with an estimated 
CAGR of 12.2 percent through 2017.

Most door and hardware manu-
facturers and distributors are able, 
with relative fluidity, to change 
their emphasis on market segments, 
depending upon the opportunities 
presented by the market at any 
given time. The predictions in this 
forecast are not intended to encour-
age companies to enter or exit market 
segments without intensive analysis. 

However, if a company recognizes 
that a certain segment is one in 
which its current sales representa-
tives have not made significant 
inroads, there are numerous ways to 
address that gap. By studying market 
segments and attempting to deter-
mine the trends that will shape the 
market over the next several years, 
door and hardware manufacturers 
provide themselves with the best 
opportunity for the highest possible 
level of growth and profitability.  

About the Author: Michael Collins is an invest-
ment banker with an exclusive focus on the 
buildings products industry. He provides door, 
window and hardware companies with mergers 
and acquisitions and capital raising services. He 
can be reached at mcollins@buildingia.com.

T op Ma rke ts by C AG R
'14-'17 C AG R

1 Office 14.4%
2 Government 12.2%
3 Hospitals 9.3%
4 Religious 7.5%
5 Hotel/Motel 6.2%
6 Schools/Colleges 5.0%
7 Retail 4.5%
8 Libraries/Museums 3.0%
9 Amusement 3.0%

10 Industrial 2.2%
11 Single Family 1.6%
12 Multi-Family 0.5%
13 Miscellaneous 0.5%
14 Military 0.2%
15 Miscellaneous 0.0%
16 Assisted Living -0.1%
17 Parking Garages -2.1%

Source: Reed Construction Data.

Figure 6. Summary of Markets by  
Projected Growth Rate (2014-2017)
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Photo courtesy of AAMA.

However, 2013 was off to a promising 
start (after not falling of the fiscal cliff, of 
course) with the addition of an average 
of 207,000 jobs per month from January 
through March. But then those numbers 
took a dive to 182,000 jobs from April 
through June and 143,000 jobs from July 
through September, which was soon 
followed by a 16-day government shutdown 
due to Congress’ failure to enact legislation 
that would appropriate funds for 2014. 

A	Pre-Recession	Economy	and	the	Growth	
of	Nonresidential	Construction

It can be difficult to remember the economic 
vibrancy of years prior to the Great Recession, 
especially considering the recent onslaught of 
Congressional inefficiency, but business was 
good. According to the AAMA U.S. Industry 
Statistical Review and Forecast, throughout the 
late-90s, nonresidential construction starts 
were up. Additionally, remodeling activity 
was also increasing due to building upgrades. 

Nonresidential construction continued to 
increase from 2003 to 2006. In 2006, known 
as the best year for nonresidential construc-
tion in the last decade, economists consid-
ered nonresidential construction spending 
as the key driver for the economy. 

Forecasted to 
Return to
PRE-RECESSION 
Levels

2013: THE YEAR OF THE FISCAL CLIFF, 

a 16-day government shutdown, and Motor 

City filing the largest municipal bankruptcy 

case in U.S. history. Five years after the 

Great Recession was declared over, 2013 

was not without its economic woes that 

mimicked the issues of the downturn—

issues that have had a lingering effect on 

the nonresidential construction industry and 

subsequently the door market. 

DOO R  MAR K E T 

B Y  D E A N  L E W I S
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Good news for the nonresidential 
construction industry meant good 
news for entry and interior door 
shipments. At its peak in 2006, 
nonresidential entry door shipments 
totaled 3.4 million units, where as 
nonresidential interior door ship-
ments totaled 8.5 million units. 

However, between 2007 and 2010, 
and even more so between 2010 and 
2013, nonresidential construction 
activity began to slow, and door 

shipments nowhere near met their 
forecasted numbers. (Table 1 shows 
data compiled in 2007 versus data 
compiled in 2013 from the AAMA 
U.S. Industry Statistical Review and 
Forecast.)

The	Current	and	Future		
State	of	the	Market

According to the American 
Institute of Architects’ (AIA) 
Consensus Forecast (released July 
2013), nonresidential construction 
spending barely budged between 
January and May 2013 and declined 
in key building types, including 
manufacturing (down 7.4 percent), 
offices (4.7 percent), amusement and 
recreation (3.9 percent) and educa-
tion (3.4 percent). 

At the time of this writing, the 
AIA Consensus Construction 

Forecast is projecting construction 
spending for 2013 to end the year 
at just more than 2 percent over 
the 2012 number. However, overall 
gains are projected significantly 
higher for this year at 7.6 percent, 
and the AIA’s Architecture Billings 
index points to significant growth in 
2014 as well. 

Fortunately for those in the door 
industry, the net effect of the little 
or no growth in nonresidential 

construction from 2010 to 2013 
was negligible in categories of the 
door market that are favorable to 
nonresidential door volumes, such 
as hospitality, education, healthcare 
and office. In this four-year span, 
nonresidential entry door shipments 
remained steady at 2.3 million units, 
with a slight increase to 2.5 million 
units at the close of 2013. 

The story for nonresidential 
interior doors (which includes both 
passage and closet/bi-fold doors) 
is similar, which is steady at 6.3 
million units with an increase of 
9 percent at the close of 2013. The 
majority of this door demand came 
from new construction projects. 

Breakdown	by	Material

Taking a closer look at the data, 
steel has maintained the material 

leader spot for nonresidential entry 
doors and is expected reach pre-
recession numbers in 2015 at 1.8 
million units. This is followed by 
aluminum, including aluminum-
framed storefront doors, which 
represents slightly more than one-
third of the overall market. 

For nonresidential interior doors, 
wood is still a popular choice for 
new construction, and the material 
is suspected to reach 4 million unit 
shipments in 2015, an 18 percent 
increase over the 2006 volume and 
a 40 percent increase over the mate-
rial’s lowest dip in 2011 and 2012. 

While data suggest that the door 
market will return to pre-recession 
levels, economists are cautiously 
optimistic about the U.S. economic 
recovery. The gross domestic prod-
uct (GDP) growth rate is expected 
to be at 2.5 percent, and unemploy-
ment is expected to drop below 7 
percent.

For the first time since the 1940s, 
manufacturing’s percentage of 
overall GDP is growing, and the 
Architecture Billings Index is show-
ing strong conditions. But there is 
still a significant amount of uncer-
tainty within our government that 
could turn the tables in a different 
direction, making the slow trek out 
of the recession even slower. 

Even though our economy experi-
enced extreme distress over the last 
few years, it seems as though we are 
almost out of the valley and inching 
our way toward the peak, which is 
good news for our industry.  

About the Author: Dean Lewis is educa-
tional and technical information manager for 
the American Architectural Manufacturers 
Association (AAMA). He can be reached at 
dlewis@aamanet.org. The AAMA U.S. Industry 
Statistical Review and Forecast is available for 
purchase at www.aamanet.org/store. 

Shipments of Doors (2006 Data in Millions of Units)

Years 2006 2007F 2008F 2009F 2010F

Nonresidential Entry 3.4 3.6 3.7 3.6 3.3

Nonresidential Interior 8.5 9.0 9.2 8.7 8.2

Shipments of Doors (2012 Data in Millions of Units)

Years 2007 2008 2009 2010 2011

Nonresidential Entry 3.4 3.3 2.8 2.3 2.3

Nonresidential Interior 8.8 8.7 7.7 6.4 6.3

Table 1

mailto:dlewis@aamanet.org
http://www.aamanet.org/store
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B E S T  P R A C T I C E S

TATE LEGISLATURES  
and municipalities vote 
building codes into law 

and establish guidelines for fire-
rated construction. Working within 
these parameters to arrive at code-
compliant designs is not as straight-
forward as following a set of prede-
termined standards. 

Fire and life safety codes and 
best practices differ depending on 
the building height, the occupancy 
group, the location in the building 
where a given fire-rated material 
is to be used, and numerous other 
factors. To further complicate the 
matter, codes are regularly updated 
but rarely adopted on a uniform 
schedule across jurisdictions. This 
leaves building industry profession-
als with room for significant vari-
ance as they work to balance code, 
aesthetic and functional goals. 

While there is no simple fire and 
life safety formula, resolving to 
implement the following strategies 
can help guide a well-balanced fire 
and life safety plan. These consider-
ations are intended to provide build-
ing industry professionals with a 
good working knowledge of fire and 
life safety fundamentals. 

By Jeff Razwick 

Advanced fire-rated glazing products can create 
sophisticated, code-compliant solutions.
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1.	Use	a	Total	System	Approach

A balanced fire protection 
strategy includes both active and 
passive building elements. Active 
systems provide protection only 
after they are triggered. Fire alarms, 
automatic sprinkler systems and 
fire extinguishers fall within this 
classification. 

Passive systems require no 
activation to perform as intended. 
They provide protection by either 
containing a fire to its area of 
origin or slowing its spread to 
other spaces. Passive compo-
nents such as fire-rated glazing, 
doors and walls must be tested 
by independent third parties to 
determine if they meet fire-rating 
criteria and can adequately provide 
compartmentation. 

Incorporating both active and 
passive components is critical, as 
they work together to promote life 
and property safety. For example, an 
automatic sprinkler system might 
activate and slow a fire’s growth 
but fail to provide sufficient water 
to fully extinguish it. If fire-rated 

materials are incorporated in the 
building construction, they can help 
halt the fire’s progress and block its 
spread to other parts of the building. 

Today, many industry profession-
als and codes recognize the impor-
tance of redundancy in fire protec-
tion, which is essential to providing 
a complete and well-rounded fire 
and life safety protection plan. 
Sprinklers are a key part of that, as 
are passive fire-resistive materials.

2.		Account	for	Automatic		
Sprinkler	Failure

There is no question that auto-
matic sprinkler systems play a 
significant role in fire and life 
safety protection. A 2010 report 
published by the National Fire 
Protection Association (NFPA) 
states that automatic sprinkler 
systems were effective in 91 percent 
of all reported structure fires large 
enough to cause activation. When 
activated, they were effective 96 
percent of the time. These figures 
combine for an overall perfor-
mance reliability of 87 percent. 

In light of these impressive perfor-
mance statistics, some building 
codes and industry professionals 
claim that sprinklers alone can 
provide adequate fire and life safety 
protection. A case in point is the 
International Building Code (IBC) 
tradeoff that allows some educa-
tional occupancies to have exit 
corridors with no fire rating when 
sprinklers are in place. 

The thinking behind the 
E-occupancy tradeoff, shifting 
money from building compartmen-
tation to sprinklers, is an effective 
and affordable way to protect 
students and teachers against fire. 
But sprinklers are not infallible. 
According to the statistics cited 
previously, automatic sprinkler 
systems fail in about one out of 10 
fires. With approximately 6,300 
annual structural fires in educa-
tional properties, according to the 
U.S. Fire Administration, this could 
mean more than 600 school fires 
each year in which sprinklers do not 
operate as intended. The ramifica-
tions for schools without backup 
protection could be dire: a fire could 
develop and spread before students 
and teachers have time to exit the 
building. 

The E-occupancy code tradeoff 
is just one example of the risks 
presented by an overreliance on 
automatic sprinkler systems. As 
a cautionary measure, project 
teams can elect to use fire-rated 
materials regardless of whether 
the code also requires building 
compartmentation. 

3.		Know	What	Type	of	Defense		
the	Application	Requires

Codes mandate whether a given 
location requires a “fire-protective” 
or “fire-resistive” product.

A balanced fire protection strategy includes both active and passive building elements.
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Fire-protective materials defend 
against the spread of flames and 
smoke for their designated fire 
rating. By comparison, fire-resistive 
materials provide an extra layer of 
defense by also protecting against 
the transfer of radiant and conduc-
tive heat. This is a critical distinc-
tion to understand when working 
with materials that provide different 
types of fire safety, as is the case 
with fire-rated glass. 

Many types of fire-rated glass 
can protect against flames and 
smoke, but only glass tested 
to ASTM E-119, Standard Test 
Methods for Fire Tests of Building 
Construction and Materials, and 
Underwriters Laboratories (UL) 263, 
Fire Resistance Ratings, can defend 
against heat transfer. Such glass 
is suitable where building codes 
require an assembly designated 
fire-resistant to enclose a space. 

To ensure that fire-rated materi-
als provide the appropriate type of 
protection, confirm with the manu-
facturer or supplier, and check the 
product label. For example, the IBC 
ensures that the product label on fire-
rated glass shows at a glance where it 
is suitable for use, along with whether 
it meets temperature rise criteria. 

4.	Check	the	Required	Fire	Rating

It is essential to check the required 
fire rating, since code standards vary 
depending on where an assembly is 
to be located within a building. The 
IBC uses factors such as construction 
type, occupancy and fire separation 
to determine the required fire ratings. 
Examples of locations that may 
require fire-rated materials include 
the building envelope, exit corridors, 
exit enclosures and openings in walls 
designated as a fire barrier. 

Since building codes only spell 
out the required fire rating and 
type of protection for a given loca-
tion, not the material, professionals 
have great freedom to seek out 
products that also satisfy design 
and performance goals (see sidebar). 

Redundancy in fire protection helps ensure the safety of occupants and property.

Fire-Rated Glazing: More than a Code-Driven Solution

Fire-rated glass that can serve as a barrier to heat is able to pass the test 
standards for solid walls. When combined with advanced fire-rated framing 
technology, manufacturers can create complete fire-resistant-rated glazing 
systems, such as: 

■ door assemblies 
■ transparent glass walls
■ curtain walls 
■ silicone-glazed curtain walls
■ glass floors and roofs 

Multi-functional and sophisticated, these advanced fire-rated glazing 
assemblies provide design professionals with more than a code-driven 
solution. Building teams can create large glazed areas that extend from floor 
to ceiling, wall to wall, and across multiple stories. They can also use fire-rated 
glazing assembles to help fulfill daylighting goals in commercial buildings.
With various fire-resistant glass options and slender, fire-resistant frames at 
their disposal, building professionals now have a wide degree of creative 
design freedom in meeting fire and life safety goals. 
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To find products or systems that 
meet code requirements, refer to 
manufacturer or supplier speci-
fications and online specification 
services. Manufacturers get their 
products rated and approved by 
credible testing laboratories, such 
as Underwriters Laboratories (UL), 
after undergoing rigorous testing. 

5.		Take	Responsibility	and		
Gather	Data	

When it comes to fire and life 
safety, it is important to take respon-
sibility and gather all the details to 
avoid making costly or dangerous 
mistakes. After examining the 
building application and narrowing 
the materials, review codes and the 
manufacturer’s or supplier’s product 
literature in detail. Look for any 

special requirements, limitations or 
exclusions. Where doubts remain, 
contact the manufacturer, supplier 
or code official; many have educa-
tional resources and tools available 
to help guide the design and specifi-
cation process. 

If key decision makers push back 
on cost, take the time to share your 
knowledge, and educate them on 
the importance of a comprehensive 
fire and life safety strategy, as well 
as the performance benefits of the 
materials they are purchasing. Many 
buildings are designed to last 30 
years or more, providing a lengthy 
time to amortize the costs of critical 
life safety products. 

More importantly, people occupy 
buildings under the assumption that 
they are safe. They do not consult 
commercial building codes or verify 

proper material use before entering 
a shopping center or sending their 
kids to school. They rely on build-
ing, design and construction experts 
to conduct due diligence and create 
safe, code-compliant living and 
working spaces. Providing a well-
balanced fire and life safety plan is 
a critical component of this process. 
Take the time to make the right deci-
sions and help ensure the safety of 
the people who use our country’s 
buildings.  

About the Author: Jeff Razwick is president 
of Technical Glass Products, a supplier of  
fire-rated glass and framing systems and spe-
cialty architectural glazing. He writes frequently 
about the design and specification of glazing 
systems for institutional and commercial build-
ings and chairs the Glass Association of North 
America’s Fire-Rated Glazing Council. Email him 
at jeffr@fireglass.com.

When your plans call for RIXSON...
Call Albany Hardware 1-888-680-9990
The Midwest's Most Complete Rixson Stocking Distributor
Same Day Shipping Available!

Chicago  •  Charlotte  •  Toll Free 1-888-680-9990  •  www.albanyhardware.com

AH - 2013 - Half Horz - Rixson.indd   1 1/30/2013   4:03:19 PM



C

M

Y

CM

MY

CY

CMY

K

ad_1_final.pdf   1   12/9/13   2:13 PM



C

M

Y

CM

MY

CY

CMY

K

ad_1_final.pdf   1   12/9/13   2:13 PM



26	 DOORS	&	HARDWARE £ JANUARY 2014

Photos courtesy of SAFTI FIRST Fire-Rated Glazing Solutions.

Avoid  These  Cos t ly  Mis takes

ISMATCHED FIRE-RATED GLASS AND 
framing happens more often than you 
think. Failing to confirm that the tested 
and listed performance capabilities of 
the framing system match those of the 
glazing can result in a financial nightmare 
for the building owner, the architect, the 
general contractor and the subcontractor. 
This common mistake invariably results 
in project delays and needless expenses. 
Simply put, the entire assembly must fully 
meet the requirements of the code. 

Fire-protective framing is permitted 
where codes allow fire-protective glaz-
ing tested to NFPA 252/257. When codes 
require fire-resistive glazing to meet ASTM 
E-119/NFPA 251/UL 263 requirements, fire-
resistive framing must be used, and the 
entire assembly must meet the same rating 
requirement as the wall. 

So why is it that we see fire-protective 
hollow metals frames used in stairwell 
enclosures, fire barriers or other applications 
where fire-resistive assemblies (both glass 
and frames) meeting ASTM E119/NFPA 251/
UL 263 are required? Here are a few reasons 
why this confusion happens, as well as how 
costly mistakes can be avoided.
1. STANDARD HOLLOW METAL FRAMES ARE 
listed up to 90 minutes, but they cannot 
be used in many 60- and 90-minute appli-
cations. Like fire-rated glass, fire-rated 
framing must be listed with a nationally 
recognized testing laboratory (like UL and 
Intertek/Warnock-Hersey) to confirm testing 

M

By Diana San Diego

Understanding  

Fire-Rated Framing 
Requirements

to code reference standards. However, documented testing 
in accordance with a particular standard that results in a 
particular performance level is only the first step.

For example, a listing for hollow metal framing may 
indicate compliance with NFPA 252/257 test standards up to 
90 minutes. However, building code occupancy types and 
size limitations may require that fire-rated frames installed 
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with fire-rated glazing must also be 
tested to ASTM E-119. For example, 
sidelites/transoms surrounding a 
60- or 90-minute temperature rise 
door must be installed with fire-
resistance-rated glazing tested as 
an assembly to ASTM E119 and be 
rated equal to the rating of the wall.

Because hollow metal frames only 
meet NFPA 252/257, they cannot 
be used in applications requiring 
ASTM E-119, even if they comply 
with the necessary fire rating. Table 
716.5 in the 2012 IBC lays out the 
code requirements for sidelites and 
transoms, as well applications when 
ASTM E119 is required.
2. CONFUSION IN WHAT CONSTI-
TUTES AN “ASSEMBLY.” For walls 
and openings, it’s pretty clear that 
the complete assembly means both 

the glass and frames. However, 
many people seem to be confused 
when it comes to door assemblies. 
NFPA 80 defines door assemblies as 
a combination of the door, frames, 
hardware, sidelites and transoms. 

The IBC also makes it clear that 
sidelites, transoms and frames are 
part of the door assembly. This 
means that both the glass and the 
frames must meet the required test-
ing for the application. Using fire-
protection-rated framing like hollow 
metal with fire-resistance-rated 
glazing negates the fire-resistance 
rating of the whole assembly. 
3. LIMITATIONS ON HOLLOW METAL 
FRAMES for applications over 45 
minutes. Per the IBC (Table 716.5), 
the use of fire-protection-rated 
glazing is limited to a viewing panel 

with a maximum size of 100 square 
inches for fire door assemblies 
having more than a 45-minute (or 
¾-hour) fire-rated protection listing. 
This limits the use of hollow metal 
frames in openings to a rating of 45 
minutes or less when sidelites and 
transoms are included with the door 
assembly. The hollow metal frames 
cannot be used in 60- and 90-minute 
door assemblies, such as the ones 
found in 1- to 2-hour exit enclosures, 
stairwells and fire barrier walls 
when sidelites, transoms or viewing 
panels exceeding 100 square inches 
are included. 

What about 45-minute openings in 
1-hour exit corridors that exceed 25 
percent of the wall area? To exceed 25 
percent, the glazing must be fire-resis-
tance-rated and equal to the rating of 
the wall. Therefore, the framing must 
also be fire-resistance-rated, once 
again limiting the use of hollow metal 
frames in this instance (in a location 
where the adjoining floor areas are 
not equipped throughout with an 
automatic sprinkler system).
4. MISCONCEPTIONS WHEN SPRIN-
KLERS ARE PRESENT. This is an area 
of the code where confusion occurs, 
particularly for glass and framing 
used in 60- and 90-minute door 
assemblies in exit passageways and 
exit enclosures. Although tempera-
ture rise doors are not required 
in these applications where the 
building is fully sprinklered, fire-
protection-rated glazing in 60- and 
90-minute door vision panels are 
limited to 100 square inches due to 
radiant heat concerns.

To exceed 100 square inches in the 
door vision panel, fire-resistance-
rated glazing must be used. Hollow 
metal frames in sidelites and tran-
soms are not permitted, even if the 
building is fully sprinklered; the 
sidelites, transoms, vision panels 

For this 1-hour wall, 1-hour fire-protective glazing is used in the door vision panels and is limited 
to 100 square inches. For the glass and frames surrounding the door, 1-hour fire-resistive glass 
and frames that meet ASTM E-119/NFPA 251/UL 263 are used to meet code requirements.
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and frames in exit passageways and 
exit enclosures must meet ASTM 
E-119 and be rated equal to the 
rating of the wall. 

Today’s fire-rated framing systems 
have outperformed standard hollow 
metal frames in many ways: higher 
fire ratings that meet ASTM E-119, 
increased design options and 
finishes, even make-ups that protect 
against hurricanes, bullets and 
blasts. Knowledge of building codes, 

allowed applications and product 
performance opens us a world of 
possibilities for designers. For this 
reason, it is best to seek out expertise 
of a single-source fire-rated glass and 
framing manufacturer to help you 
choose the correct and code-approved 
products for every application.  

About the Author: Diana San Diego is director 
of marketing for SAFTI FIRST Fire Rated Glazing 
Solutions. Email her at dianas@safti.com.

Because the glazing exceeds 25 percent of the wall area in this 1-hour corridor, 1-hour  
fire-resistive glazing with a rating equal to the wall rating is used. The framing used is also 
fire-resistive to ensure that the entire assembly meets ASTM E-119/NFPA 251/UL 263.

To exceed 100 square inches in the vision area, 90-minute fire-resistive glazing is used 
for the temperature rise doors in this 2-hour stairwell. For the sidelites and transoms 
surrounding the doors, 2-hour fire-resistive glazing and framing is used. 

Networking is 

EVERYTHING.

www.dhi.org

Like Us.

Door and Hardware Institute 

Join Us.

Door and Hardware Institute Group
Door and Hardware Institute’s  

Fire Door Assembly Group

Follow Us.

@DHIorg
@DandHmagazine



www.boyleandchase.com

BOYLE & CHASE, INCORPORATED

Athens Omega Rhodes Sparta Tubular

01A 07A

03A 12A

05A 17A

06A Omega

Jupiter Omega Neptune Saturn

ND SERIES HEAVY DUTY CYLINDRICAL LOCKS

L SERIES
MORTISE LOCKS

L SERIES
MORTISE LOCKS

AL SERIES CYLINDRICAL LOCKS

� All finishes   � All functions
� All rose and escutcheon designs

All ground orders over $200 net are now pre-paid.
Check out the new “My Account” feature at boyleandchase.com

THE COMPLETE LINE OF

SCHLAGE COMMERCIAL LOCKS
IN STOCK AND READY

FOR DELIVERY

B&C Schlage Commercial 4C DHI 8.375x10.875  10/21/13  4:55 PM  Page 1



30	 DOORS	&	HARDWARE £ JANUARY 2014

U 

SING MOBILE DEVICES 
is  a common behavior for 
consumers and business 

people. In fact, 5.9 billion of us (87 
percent of the world’s population) 
are mobile subscribers for one type 
of device or another, many of us 
using two or more. One visit to an 
airport and a glance at all the folks 
working their wireless computers, 
smartphones, tablets and e-readers 
will tell you that mobile computing is 
an imperative today. And mobile use 
has begun to permeate the consumer 
market in ways beyond simple 
communication, Web browsing or 
ordering from e-stores.

Today, when you’re not home, 
you can monitor your house through your Web-enabled computer 
or smartphone. You can check the status of your door locks, grant 
entry to your home, and turn your lights off and on. You can conserve 
energy and save money by controlling your lights and thermostat. 
Contractors are already creating the infrastructure for such services 
in new home construction. 

The under-30 crowd is even more tech-savvy. Most prefer the smart 
card solution that they used at college; smart cards are nothing new to 
them. Biometrics readers were on their residence halls and their recre-
ation centers and created a convenience for them. No longer did they 
need to remember their cards. This generation has only one question 
when it comes to using smart cards and biometrics in the commercial 
world: Why aren’t smart cards and biometrics more widely used 
beyond the campus?

End Users  Want to  Use  Mobile  Phones  as 
Acces s  Control  Credential s

BY JEREMY EARLES

Photos courtesy of Allegion.

Why NFC Will Be Important to  
Door Hardware Professionals
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Research	Shows	that	Students	
Value	Convenience

Allegion recently conducted 
independent research to learn more 
about North American students and 
their use of credentials. Here are 
some findings from that research:

“My One Card is my every-
thing.” The ultimate student goal is 
convenience. Tools that support this 
goal must enable without intruding. 
Effective safety and security on 
campus must be unobtrusive and 
transparent to gain student accep-
tance. One Cards are viewed as the 
essential enablers to their lives.

Nearly half of all students 
identify their cell phones as 
their favorite personal electronic 
device. It, too, is their “everything.” 
According to Morgan Stanley, 91 
percent of all mobile users keep 
their phone within arm’s length 
day and night. Nearly half of stu-
dents are using cell phone apps to 
perform their jobs. Campus apps 
include managing class work, 
checking grades, communicating 
with professors, and receiving 
notifications and alerts. They are 
also using apps for the bookstore, 
bus schedule, maps and townie 
discounts.

When it comes to credentials, 
two-thirds are interested in using 
their phone in place of an ID card. 
Why? They feel that they are less 
likely to lose their phone than an ID 
card. Plus, they know that ID cards 
are shared; phones aren’t. In fact, 
people will almost always notice 
that their phone is lost faster than 
noting a card is missing. They can 

borrow a friend’s phone, make a 
quick call to the phone service pro-
vider, and the phone is shut off. In 
contrast, a card could be used by 
another for some time.

As they are using mobile appli-
cations in the rest of their lives, 
students entering the workforce will 
fuel demand for increased use of 
their smartphones. As businesspeo-
ple, they will expect office buildings 
and technical campuses, as well 
as services, to be mobile-friendly. 
They won’t want to remember and 
manage multiple cards, items and 
ID credentials when they could 
simply use their smartphone. 

What	Is	NFC?

Near field communication, or 
NFC, provides simplified transac-
tions, data exchange and wireless 
connections between two devices 

that are in close proximity to each 
other, usually by no more than a 
few centimeters. Many smartphones 
currently on the market already 
contain embedded NFC chips that 
can send encrypted data a short 
distance (“near field”). A recent 
mobile phone TV commercial shows 
how it works. Remember how the 
two phones come together so that 
the couple could swap photographs? 
That’s NFC in action. 

To turn NFC-enabled smart-
phones into an access control 
credential, allowing people to use 
their smartphones to enter build-
ings in the same way they present 
a badge ID, users simply download 
the app to their smartphones. Then 
the user’s access control administra-
tor uses the cloud service to send a 
secure mobile credential directly to 
the user’s phone. Once the mobile 
credential is downloaded, the user 
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opens the app and taps his or her 
smartphone on the reader in the 
same way one uses an ID card. 

Campus	Pilot	Programs	Use	
Smartphones	for	Access	Control

The highly publicized pilot 
programs at the University of San 
Francisco and Villanova University 
have shown the value of using smart-
phones as access control credentials. 

University of San Francisco students 
prefer the convenience of using their 
phones to digging for their One 
Cards. Such convenience is important 
to the administrators, but equally 
important is the security of using 
their existing contactless credentials, 
keeping transactions secure. The 
combination makes a first-rate experi-
ence for both students and staff.

Villanova University has found 
that using smartphones as badges 
saves time that can be better spent on 
other issues. Assigning the creden-
tial to the students’ phone takes less 
work than printing and delivering 
a badge, and since students are very 
protective of their phones, doing 
so should lead to a greatly reduced 
replacement rate. If a phone is lost or 
broken, a new ID can be reissued to 
the new phone without having the 
student even come into the office.

Begin	the	Transition	to	NFC	Now	

While the major carriers will ulti-
mately offer an NFC card emulation/
secure element solution, organiza-
tions wanting to use NFC-enabled 

smartphones as their access control 
credentials for employees and 
students can begin the transition 
now. The recently introduced secure 
peer-to-peer (P2P) NFC mode lets 
organizations provide the conve-
nience of using a mobile device 
instead of a key or badge ID. This 
secure peer-to-peer solution allows 
customers across multiple market 
segments—from higher education to 
commercial offices—to deploy now.

For those customers already using 
NFC-enabled multi-technology 
readers, there is no need to replace 
readers. These readers can work 
with magnetic stripe, proximity 
and smart cards, as well as the 
NFC-enabled mobile phone creden-
tial all-in-one reader, providing 
an easy migration path to upgrade 
credentials between any of those 
versions at their own pace. It’s 
simply a matter of downloading the 
credentials to the users’ phones, and 
they are ready to go. 

If non-smart access technology 
is being used, multi-technology 
readers can be installed to help ease 
into the transition by reading both 
the ID badges and the smartphones. 
This makes it easy for customers to 
continue to operate in a hybrid world 
of cards and mobile phones if needed.

Hardware professionals will want 
to promote and install NFC-enabled 
multi-technology readers to help 
customers more easily migrate in the 
future, while not having to replace 
readers to leverage NFC-enabled 
phones as credentials. When helping 
customers select credential readers 

today, steer them to a solution that 
considers the future. Show them 
multi-technology readers that are 
already NFC-enabled.

 

The	Future	for	NFC	Is	Imminent	

If you look at the recent history 
of credential usage, new credentials 
such as proximity or smart card 
were always more convenient and 
more secure than their predeces-
sors. For instance, getting in 
proximity close to an RFID reader 
is easier than swiping a magnetic 
stripe card. Smart cards provide 
more applications, such as cashless 
vending, in addition to increased 
access control security. 

However, while each new creden-
tial can create some initial resis-
tance from those comfortable with 
what they are using currently, there 
are many others who look forward 
to harnessing new technologies and 
the conveniences they offer.

Many smartphones currently on 
the market are already NFC-enabled, 
with more models being launched 
every month. According to a report 
by Market Research, nearly half of all 
mobile phones will be NFC-enabled 
by 2016. 

A great number of early adopters 
are already looking forward to using 
their smartphones as their access 
control credentials. As with smart 
cards, many of those early adopters 
will be on college campuses, ready to 
bring the technology to the commer-
cial market, along with themselves 
and their degrees.  

About the Author: Jeremy Earles is portfolio man-
ager, readers and credentials, for Allegion. He can 
be reached at Jeremy.Earles@allegion.com.

Such convenience is important to the administrators, but equally  

important is the security of using their existing contactless  

credentials, keeping transactions secure. The combination makes a first-

rate experience for both students and staff.
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S P E C I A L  A D V E R T I S I N G  S E C T I O NproductShowcase
CUSTOM EMBOSSED DOOR SOLUTIONS

DE LA FONTAINE has raised the standard for 

fire-rated steel doors to another level. With our 

custom embossed door solutions, you can add 

design elements to your products at a very 

affordable price. Whether curved or straight lines, 

the possibilities are almost infinite.  

DE LA FONTAINE. Imagine. We realize.

www.delafontaine.com/en/ced
COMMERCIAL DOOR PIVOTS

Available at Albany Hardware. 

Rixson has announced two newly 

designed pivots to compliment its 

comprehensive line of door hanging 

solutions. No floor plates to contend 

with and no visible attachment. 

Designed for lightweight, narrow and 

low-frequency doors, they are perfect 

for commercial tenant spaces and 

high-end residential projects. 

www.albanyhardware.com
4501M/4501N GRADE 1 MORTISE EXIT DEVICE NON-HANDED

Hager adds new additions to its impressive line of exit devices and trim with the 4500 

Series Mortise Exit Device and matching trim. This mortise exit device is designed and 

engineered for superior performance in heavy-duty commercial applications, providing 

perfect solutions for a wide variety of openings requiring  

durability and versatility. 

www.hager.com

LOCKDOWN FROM ANYWHERE WITH 

SCHLAGE CO-220

With the Schlage CO-220, teachers press a 

button on a remote fob to initiate immediate 

lockdown from anywhere in their classroom. 

The remote fob can be worn around the neck 

or on the wrist for immediate accessibility. 

The standalone security lock provides 

visual lockdown indication from inside the 

classroom.

www.allegion.com 

Showcase your products here!
From automatic door bottoms to exit devices and trim, this section features all 

of the latest products and technology advances this industry has to offer to achieve 
a workable balance between life safety and security. No matter what size or type of 
project you’re working on, you’ll find plenty of great products here to choose from.

	 Contact	Molly	Long	at	mlong@dhi.org.

STRIKES, WRAPS, COVER AND CUSTOM PLATES

Accurate Lock and Hardware can 

custom-make strikes, wraps and cover 

plates to customers’ specifications 

in a short timeframe, ideal for retrofit 

applications, special strike applications 

(extended lip, roller latch, protected back, 

ball catch, Cremone, etc.), and door and 

frame preparation errors. 

www.accuratelockandhardware.com

IN STOCK AND READY 

Top Notch Distributors is 

now the authorized national 

wholesale distributor of Stanley’s 

BEST Access Systems. We have 

product in stock and ready for 

immediate delivery! 

www.topnotchinc.com

http://www.hager.com
http://www.allegion.com/
http://www.accuratelockandhardware.com
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COMPONENTS THAT MATTER MOST TO YOU!

Featuring the nation’s largest in-stock 

inventory of electrical and mechanical 

parts and products for all ASSA ABLOY, 

Allegion and Stanley Security Solutions 

brands, Security Lock Distributors 

specializes in the components that mat-

ter most to you to service any job. 

www.seclock.com

A  P u b l i c A t i o n  o f  t h e  D o o r  A n D  h A r D w A r e  i n s t i t u t e

D&H explores how biM enhances project 
collaboration, why education is key for systems 
integrators and what trends are emerging in 
the security channel of the industry.

T h i s  M o n T h

A c c e s s  c o n t r o l  A n d  s e c u r i t y

March 2013
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DID YOU HEAR?

Doors & Hardware readers don’t just 

flip through our magazine, they actually 

put it to good use! Learn more about 

how to reach our audience inside the 

2014 Advertising Guide, and remember, 

communication is everything! Let us 

create a program specifically designed to 

get the results you want and deserve. Call 

today to order your copy of the D&H Ad 

Guide 2014.

www.dhi.org/advertising

AKRONLINE

Allowing you to do business with Akron Hardware wherever you are. Place 

orders, check product availability, and monitor your account—all with the same 

industry-leading service you have come to expect from Akron Hardware.  

www.akronhardware.com.

AUTOMATIC DOOR BOTTOMS

ZERO’s patented technology drops the seal 

with a scissors-like motion when the door 

closes and retracts it when opened. A smooth 

drop without drag for a tight seal against the 

saddle or floor. Models for sound, smoke and 

fire ratings, surfaced-mounted, semi or full 

mortised in regular, heavy-duty and flo-option. 

All USA made.

www.zerointernational.com

PREMIUM PRODUCT MIX

Security Lock Distributors is 

pleased to announce the addition 

of BEST Access Systems, Precision 

Hardware and Stanley Door Closers 

to our premium product mix. Our core 

stocking principles have been applied 

to these brands as we maintain all 

finishes, functions, designs, lengths, 

voltages and electronic options in stock 

and in depth.

www.seclock.com

PRODUCT SHOWCASE

Do you have a new product, service or 

catalog to showcase? You can reach 

industry stakeholders interested in your 

nonresidential doors and hardware 

products. It’s as easy as 1-2-3, and it‘s 

affordable, too! This special 4-color 

ad section is now available six times 

per year. The next opportunity is with 

the March 2014 issue. Schedule your 

placement today.

www.dhi.org/advertising

http://www.zerointernational.com
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How to Use 
 Business Intelligence
 to Understand and 

Grow Your Market

BUZZWORDS AREA STAPLE OF 
the world of technology. By 
definition, buzzwords do not 
have a definition. They are often 
a moving target that is hard 
to pin down. Their meaning 
keeps changing as people 
use them and abuse them. 

One of the current favorites 
is “BI,” or business intelligence. 
It sounds good, but what does it 
really mean, and how can an  
average business owner use it?

What	Is	Business	Intelligence?

We can start by stepping back and getting 
a better feel for what BI is all about. We start with 
data. This is the raw material that is captured by all of 
the traditional business transactions that occur every day. Data may  
fuel our processing, but it does not provide much value to a human being. 

When data is organized into reports, screens or other specific formats, it becomes  
information. It is given a context and meaning by the company it keeps. For example, by 
putting data related to products, prices and who wants them together, a business can 
produce an order confirmation that is usable by the buyer and seller. The data becomes 
useful because it has been organized and displayed (or printed) with all of the related data 
that is used to process or approve orders. 

By Steve Epner, CSP

©iStockphoto.com/LonelySnailDesign
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Create	a	Knowledge	Base

Knowledge is produced as an orga-
nization learns to use information. 
By building processes around docu-
ments, it is possible to create a knowl-
edge base that allows a company to be 
much more effective. Continuing with 
the order confirmation example, as 
the buyer, I can match the confirma-
tion with an internal purchase order. 
By doing a comparison (manually or 
electronically), companies are able 
to reduce errors and costly steps 
to correct problems. Knowledge 
provides the foundation required to 
manage a successful operation.

Intelligence comes when knowl-
edge is used and interpreted. As a 
company is able to recognize trends 
and then modify processes, the 
operation becomes fine-tuned to 

the requirements of the business. 
If there are certain products that 
repeatedly cause order entry errors, 
the company can fix processes by 
understanding the pattern and then 
diagnosing the real problem (instead 
of putting a band aid on a symptom).

Reach	for	Corporate	Wisdom

Once intelligence is institutional-
ized, it becomes corporate wisdom. 
That is the pinnacle each operation 
must reach for. The more wisdom 
one has, the easier it is to succeed. 
A warning is required, however: 
Wisdom does not last forever. 
It changes as the environment 

changes. The best companies with 
the greatest wisdom are always 
willing to challenge what it is they 
do and how they do it. 

It is in this environment that 
we examine the use of BI by the 
distribution industry. Business 
intelligence in its most simple form 
is a tool that helps create informa-
tion out of data. It allows us to find 
the metrics that will help us run our 
companies better. 

Look	at	Metrics

The first question must be: 
What metrics will help me run the 
company better? The first place most 

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

TownSteel.Inc

• Grade 1 Electrified Lock Device

• Standalone model

• Allows up to 90 user codes
• Rigid or clutched lever trim

XCE-2000  Grade 1 
                   Digital Cylindrical Lock

Once intelligence is institutionalized, it becomes corporate wisdom.  

That is the pinnacle each operation must reach for.
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people turn is the financial data. 
Yes, that can tell you a lot, but most 
financial data is the result of many 
other activities. If we measure and 
manage the activities, we can run a 
better business. 

What do you wish you could 
find? Would you examine customer 
satisfaction? It may not be an entry 
in the general ledger, but by bring-
ing in survey data, referral data, 
and other nontraditional data, it 
is possible to watch, measure and 
manage customer satisfaction. 

How about the warehouse? It 
might make sense to measure the 
number of line items picked per 
hour. This will help with balanc-
ing labor—if you add one more 
measurement such as the number 
of picking errors. Increasing the 
number of picks is of little value if 
the error rate goes sky high. The 
same is true of high-inventory 
turns. If service levels drop, the 
added turns will not have a positive 
effect on the bottom line. 

The management team should 
also look outside the walls of the 
company. There are many sources 
of data for the sophisticated user. 
Not only can one examine data from 
the ERP applications, spreadsheets 

and other internal applications, but 
there is the possibility of retrieving 
data from the government, industry 
associations and the Internet. That 
means industry-wide data can be 
used to look for trends and compare 
results with industry averages as 
they change in the real world. 

Spot	Sales	Trends

Start to think of the possibili-
ties. What if you could spot sales 
trends? Consider a customer 
who always buys on Thursday 
afternoon. One week he misses. 
In a normal business, it may be a 
month or more before the lack of an 
order is noticed, and longer before 
any action is taken. By then the 
customer may complain, “You care 
so little about my business that you 
didn’t notice when I moved all of 
my orders to one of your competi-
tors two months ago!” 

Now consider the difference if 
you knew the next morning that an 
order was missed. Your salespeople 
get an alert and call the client first 
thing on Friday morning. The new 
reaction from the customer might 
be, “I didn’t think you would even 
notice. Let me tell you why I am 

considering leaving, and I will give 
you a chance to save the business.” 
Metrics can and do save business.

Or how about using a combination 
of various “leading indicators” to 
make sure you have sufficient inven-
tory on the shelf without having too 
much in down cycles? Can you iden-
tify opportunities in specific geog-
raphies or vertical markets where 
you can beef up your sales force to 
get ahead of the competition? It is all 
possible if you use the right metrics. 

I teach my MBA students that 
managers get paid for one thing and 
one thing only: to move numbers. It 
is up to the leadership team to deter-
mine what the numbers are, where 
the company is, where they want to 
be, how long they have to get there, 
and what the company is willing to 
invest to make the numbers move. 
Then the leaders and managers need 
to meet and negotiate the goals, 
expectations, timeframes and invest-
ments. Working together, they can 
improve the business in many ways. 

Someone described BI as the abil-
ity to examine situations at the speed 
of thought. The tools are a significant 
addition to the management arsenal 
if a company is willing to make the 
investment in building the appropri-
ate data warehouse, creating the 
foundation reports with easy-to-
change parameters, and training the 
users. Take a chance, and move your 
company from storing islands of data 
to creating corporate wisdom. It will 
be worthwhile.  

About the Author: Steve Epner, CSP, is a prin-
cipal at BSW Consulting Group, LLC. Epner is 
well known in the world of distribution for 
making technology understandable to busy 
executives and mere mortals. His recent book, 
Simplify Everything: Get Your Team from Do Do to 
Done Done with One Surefire Method, is available 
free to DHI members. Email him at sepner@
bswllc.com.
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mailto:sepner@bswllc.com
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N IMPORTANT PART OF 
complying with model codes 
is being able to identify 

products that comply with require-
ments specified in a particular code 
section. In many cases the code 
section may require a product to be 
listed (certified), listed and labeled, 
or comply with a particular refer-
enced standard, such as UL 253.

People often turn to the UL Online 
Certifications Directory (OCD) or UL 
product directories to determine if a 
particular product is certified for use 
in accordance with a particular code 
section. Certification information 
is certainly available for thousands 
of certified products, but since the 
information is arranged by product 
categories, rather than code sections, 
significant effort may be needed to 
identify the products certified for use 
in these applications.

Code users who are looking at a 
particular code section and wish 
to find UL-certified products that 
correspond with that code section 
can find the information they are 
seeking using our Code Correlation 
Database (CCD), which can be 
found at www.ul.com/codelink.

The UL Code Correlation Database 
identifies the correlation between 
particular model code section 
numbers and UL certification 
information. It is simple to use and 
accommodates two distinct searches:

■ Enter a model code section to 
locate corresponding product cat-
egories, manufacturers’ listings, 

and the UL standard used to cer-
tify these products.
■ Alternately, enter UL product 
category codes (CCNs) to find 
model code sections that corre-
spond to those certifications. 
Whether you wish to locate guide 

information that provides detailed 
information on a particular product 
category, a comprehensive list of 
manufacturers of the certified prod-
ucts, or UL application and marking 
guides, this information is readily 
available at the click of a mouse using 
a simple, intuitive, two-step process.

STEP 1:  SELECT THE MODEL CODE TO QUERY. 

The CCD includes correlations for 
22 model code editions, such as the 
2011 National Electrical Code, 2012 
International Building Code and 2012 
Uniform Mechanical Code. See the 
sidebar for a complete listing of 
these codes.

STEP 2:  DEFINE YOUR SEARCH PARAMETERS.  

If you are searching for product 
category guide information that 
corresponds to a particular code 
section, simply enter the code sec-
tion in question, and then submit 
it. If you are searching for code 
sections that correspond to a par-
ticular product category, enter the 
UL product category code to find 
the code section number(s) that 
correspond to that category. The 
product category code consists of 
four characters that appear on indi-
vidual manufacturers’ certifications 

or on product category guide  
information.

The UL Code Correlation Database 
is a powerful tool for helping achieve 
safe, code-compliant installations. 
This database may not be a compre-
hensive list, and there may be other 
UL product categories and certifica-
tions that correspond to individual 
code sections. This database is only 
an informational guide; it is up to 
the code authority to determine the 
ultimate suitability of any certified 
product in a given installation. UL 
provides no warranty or guarantee 
about the validity of the model codes 
correlation data.

For additional information on  
the Code Correlation Database, 
contact Bob Eugene in Spokane, 
Wash., at Robert.Eugene@ul.com or 
at 360/593-2152.  

About the Author: Howard Hopper is regula-
tory services program coordinator for UL. He 
can be reached at Howard.D.Hopper@ul.com. 

Reprinted with permission from UL from  
The Code Authority newsletter, 2012, issue 4.
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2009 International Building Code

2012 International Building Code

2009 International Fire Code

2012 International Fire Code
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ANY REVISIONS WERE APPROVED FOR 
the 2015 IBC (and IFC) affecting door opera-
tional requirements, and most of the revisions 

are positive for the door and hardware industry. This 
article covers some revised requirements in the 2015 IBC 
with direct implications for doors and door hardware.

We know that one of the IBC’s (and the IFC’s) concerns 
is to make sure all building occupants are able to achieve 
emergency egress when necessary, and it is never 
appropriate to lock people inside a building against their 
will. This overarching concern is, of course, tempered 
by the challenging realities of security and theft 
prevention and, in some situations, such as Alzheimer’s 
care facilities, the need to protect occupants from 
inadvertently harming themselves. The IBC is primarily 
concerned with making sure occupants can get out and 
essentially does not address keeping people out. 

Before diving into the details of the IBC, I’d like to 
comment on what I consider three different “egress situ-
ations” of functionality for doors in the means of egress. 
Then I’ll discuss the 2015 IBC revisions in the context of 
the three categories. 

Door	Functionality	in	Three	Egress	Situations

From an egress door operations perspective, we have 
three different “egress situations” (ignoring incarceration). 
We can look at the egress-related operational require-
ments of a door in light of these situations:

1. The door shall allow immediate and uninhibited 
egress. Doors in the means of egress are to be read-
ily openable without the use of a key or special 
knowledge or effort.

2. In limited applications, a door locking system may 
be configured to delay egress. This may be impor-
tant where theft control is a consideration.

3. In very limited applications supporting the clinical 
needs of occupants, egress through a door may be 
monitored and managed by someone other than 
the person attempting egress. 

Situation 1:  Occupants Must Be Allowed Immediate and 
Uninhibited Egress

Starting with the first egress situation, in which 
occupants must be allowed immediate and uninhibited 
egress without the use of a key or special knowledge or 
effort, the 2015 IBC will include two sections that clearly 
allow door locking systems but are required to meet 
these egress door operational requirements. 

Provisions for “electromagnetically locked egress 
doors” were added to the 2009 IBC in Section 1008.1.9.8 
and were moved in the 2012 IBC to Section 1008.1.9.9. 
In the 2015 IBC, this section will be modified to allow 
electromagnetically locked egress doors in occupancy 
Groups I-1, I-2 and I-4 and will require these locking 
system units to be listed to UL 294. 

Group I-1 includes alcohol and drug centers, assisted 
living facilities, convalescent homes, group homes and 
similar facilities. Group I-2 includes hospitals, nurs-
ing homes, psychiatric hospitals and similar facilities. 
Group I-4 includes daycare facilities. 

The IBC provisions for “access controlled egress 
doors” (2009 IBC Section 1008.1.4.4 and 2012 IBC Section 
1008.1.9.8) will see significant revisions in the 2015 IBC. 

INTERNATIONAL BUILDING 
CODE 2015

u n d e r  D E V E L O P M E N T :  I B C  2 015

B Y  J O H N  W O E S T M A N

The International Code Council (ICC)’s code 
development cycles for the 2015 I-Codes are 
now complete (except for the 2015 International 
Green Construction Code). ICC plans to publish 
the 2015 I-Codes in the second quarter of 2014. 
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The title has been revised to “Sensor release of electri-
cally locked egress doors” to reduce differences in 
interpretation as to where this section of the code may 
be applied or where compliance is required. Occupancy 
Groups I-2 and I-4 have been added to the list where 
these locking systems may be installed. 

The redundant and somewhat confusing requirement 
of the last criteria of this section, which stated, “Entrance 
doors in buildings with an occupancy in Group A, B, E 
or M shall not be secured from the egress side during 
periods that the building is open to the general public,” 
has been deleted.

Situation 2:  A Door Locking System May Be  
Configured to Delay Egress

Moving to the second egress situation, in which a door 
locking system may be configured to delay egress, provi-
sions for delayed egress locks were first introduced into 
the IBC in the 2006 edition. In the 2015 IBC, the require-
ments are significantly revised to more clearly describe 
the requirements of the delayed egress locking system 
and to require the locking system units to be listed in 
accordance with UL 294. 

Also revised are the operational criteria to clarify that 
it is the delay electronics that are to be deactivated in the 
event of a fire or power failure. Additionally, occupancy 
Group I-2 (and Group I-3, prisons) may use up to two 
delayed egress locking systems in the means of egress. 

Situation 3:  The Clinical Needs of Occupants  
Require Containment

Moving to the third and most limited egress situation, 
in which the clinical needs of occupants require their 
containment, such as Alzheimer’s treatment centers, 
egress through doors may be monitored and managed. 

Introduced in the 2009 IBC and continued in the 2012 
IBC in Section 1008.1.9.6 are provisions for “Special lock-
ing arrangements in Group I-2.” Changes in the 2015 IBC 
include renaming this section to “Controlled egress doors 
in Groups I-1 and I-2” to better identify the applicability 
of this section of the IBC. Additionally, controlled egress 
doors will be permitted in Group I-1 where the clinical 
needs of occupants require their containment.  

About the Author: John Woestman is the codes manager for the Building 
Hardware Manufacturers Association (BHMA). For several years he has 
represented BHMA in the ICC code development process and has been 
involved with revisions to NFPA 101, NFPA 80 and NFPA 105. He can be 
reached at jwoestman@kellencompany.com.
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r e a l  o p e n i n g s  T H E  G O O D ,  T H E  B A D ,  T H E  U G LY

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

Thank you for the kind words many of you have taken 
the time to send in regarding this column. Your feedback is greatly appreciated. 
But we love your photos even more! Keep ’em coming.

We’ve done columns over the last year highlighting code violations, blocked 
exits, innovative door solutions and interesting uses for cable ties. We were even 
able to do an entire column on thumbturns. Our goal is to educate and create 
a safer environment by highlighting the hazards we see every day. For a little 
balance, we also take pleasure in showing some of the more interesting doors, 
locks and other devices we come across. 

To start off the year, we’d like to highlight some of the great photos our readers 
have shared with us. These photos equally represent the mix we try to present. 
Thanks to all who took the time to pull out their cameras or their smartphones 
to share these images with their fellow Doors & Hardware readers. And please 
continue to email them to us. Variety is the spice of life, and nothing shows that 
better than the following assortment of images.

Mea culpa: I inaccurately credited a photo in last year’s collection. Stan Maziuk 
was kind enough to have sent us the great picture of the door with the exit device 
head and rust marks where the touchbar had been.

By Mark BergerReaders’ Photos

Blocked Pair – Wood
Photo credit: Brett A. Huttman

One of the joys of visiting an antique 
store is the sense of discovery. It 
is exciting to know there’s always 
something new around every corner. 
Brett A. Huttman wound his way 
through one to find some old exit 
devices and a far more modern set 
of brackets and 2x4 blocking the 
doors. While the wood used to block 
the exit doors may match the wood 
motif in the shop, this is as dangerous 
a hazard as you will see. This store 
joins the “Exit Sign Hall of Shame” 
with a handwritten “Not An Exit” 
sign, but the permanently affixed 
2x4 makes this one antique store 
where peril is among the offerings.

Blocked – Steel
Photo credit: Sgt. Steve Carolan

Unfortunately, we can find multiple 
materials used to block exit doors. 
Sgt. Steve Carolan (ret.) of the NYPD 
Crime Prevention unit has probably 
seen my illegal door presentation 
more than anyone, having supervised 
the training sessions for more than 
10 years. Steve sent in this photo, and 
his note told me that he’d actually 
paid attention. Too bad the building 
manager didn’t pay attention to 
the most basic life safety codes.

Blocked – Displays 
Photo credit: Ray Scroggins

One of the points we highlight in 
all our codes training is that the 
human factor is frequently the 
most dangerous element. Ray 
Scroggins was kind enough to 
share this example. Bad habits die hard, and vigilance is required 
to keep exits clear. Even the best intentions, shown in this signage 
(which is very specific), are not effective in keeping this exit clear. 
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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.

Blocked – From Exterior
Photo credit: Richard L. Kyras

Sometimes the interior is 
fine, but the blocking occurs 

on the exterior. Richard L. 
Kyras shared this unique 

method of limiting access.

Dogging with Wood 
Photo credit: Carlos Rodriguez

Wood shop in high school brings 
back great memories. The ability 
to craft useful devices is a skill 
that can help you in so many 
different ways. Carlos Rodriguez 
sent in photos of a few doors 
with these wonderfully crafted 
dogging devices. Fortunately, 
this looks like a perimeter door, 
and dogging is permitted. 

Dogging with Steel
Photo credit: Dan Tanner

There are other materials that 
can be fashioned into useful 
shapes for dogging. Dan Tanner 
discovered this and reveled in 
its ingenuity. Not only was this 
nicely formed, but the steel cable 
ensures that the cable will not 
stray from this perimeter door.

Dogging with Velcro
Photo credit: Chuck Smith

Chuck Smith has served this 
industry with distinction as 
president of both DHI and BHMA. 
His latest contribution is sharing 
another inventive use of Velcro as 
a dogging device. The photo was 
taken at his old high school. Looks 
like the glass panel allowed the 
Velcro to wrap around the device. 
I’ve seen Velcro used before, but 
that’s the widest strip yet.

Extra Hinges

Photo credit: Seth Derderian

Seth Derderian traveled 
from Boston to New York 
City, clearly with the 
express goal of finding the 
most ridiculous storefront 
door. He was successful: an 
even five pairs of hinges 
on a single 7’ door. What’s 
more amazing is the hinge 
alignment—the door 
swings open, so the hinges 
are perfectly aligned. 
Whoever came up with 
this solution was crazy, 
but quite the craftsman.

Worst Door Closer Mounting
Photo credit: Erika Westberg

If there were an award, this would 
win. Erika Westberg lamented that this beautiful arched wood door at a 
country club was ruined by the terrible way the closer was affixed. The 
original floor closer stopped working, so this was the contractor’s solution. 
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WHEN I BEGAN PL ANNING A TRIP TO 
San Miguel de Allende, one of the oldest towns in 
Mexico, I had no idea that the city was known for its 
beautiful doors. There’s even a book about them: The 
Doors of San Miguel de Allende, by Robert de Gast.

La	Casa	del	Mayorazgo	de	Canal

The most ornate pair of doors I saw in San Miguel was 
the entrance to la Casa del Mayorazgo de Canal. This 
historic home was once owned by the Canal family, one 
of the richest families in New Spain. The building is now 
occupied by a bank, as well as la Casa de Cultura de 
Banamex (the Banamex Cultural Center), which houses 
a collection of historic paintings and hosts special art 
exhibitions.

The mansion was built between the late 18th and the 
early 19th centuries and gracefully unites three architec-
tural genres: baroque, rococo and neoclassical. During 
the War of Independence, the Casa del Mayorazgo de 
Canal was pillaged by Spanish forces.

Upon the victory of the independence movement, 
the house was returned to the Canal family. In the late 
19th century, the building was converted into a hotel, 
Hotel Allende, and by the 20th century, it was acquired 
by Albino García. In 1981, the property was purchased 
by the National Bank of Mexico, and in 2010, during 
the celebrations of the 1810 War of Independence, the 
National Bank converted the Casa del Mayorazgo de 
Canal into the Casa de Cultura Banamex.

Today, people can visit the mansion to see temporary 
exhibits, the video room, the bookstore and the folk art gift 
shop. This building is, unquestionably, one of the finest 
examples of New Spanish civil architecture in the region.

By Lori Greene, AHC/CDC, FDAI, FDHI, CCPR

ofDoors

Photos courtesy of by Lori Greene, AHC/CDC, FDAI, FDHI, CCPR.

MexicoSan Miguel de Allende, 
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La	Parroquia	de	San	Miguel	Arcangel

As I neared the end of my trip, there was still one 
pair of doors that I had not been able to photograph 
properly: the doors of La Parroquia, the beautiful 
church on the south side of el Jardin, which is the 
garden at the heart of San Miguel. 

I visited the church many times during my stay, at 
all times of the day and night, hoping to find the doors 
closed. Feeling the pressure of my impending depar-
ture, I went to el Jardin early one morning—before 7 
a.m.—and found the doors already open. 

My Spanish is not very good, but I needed to know 
when the doors would be closed so I could photograph 
them. I asked a man who was sweeping when the doors 
would be closed. I was actually pretty proud of myself for 
communicating effectively: “Me gustaría tomar una foto 
con las puertas cerradas. ¿A qué hora se abren las puertas?” 

He thought for a moment and said, “A la seis.” Oy. 6 a.m. 
I would get up early and hike up to el Jardin before 6 a.m., 
even though I knew that it would still be dark then—not 
ideal conditions for photography. I thanked him and said, 
“Hasta mañana,” as if I was actually going to try again 
the next day. I was walking away when I heard him ask if 
I wanted him to close the doors for me. Que?! Si!!

There’s no way I would have dared to close them on 
my own, but he closed them for a minute or so—just 
long enough for me to take some quick photos. When 
he opened them again, I gave him “un regalo” (a gift)—
all I had in my pocket was a 50 peso bill, worth a little 
less than $4. His eyes lit up, and he actually let out a 
gasp. I think we were both equally excited.  

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.
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By Jason Bader

s h e l f  l i f e

Collective Creativity: Your Greatest Untapped Asset
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W 
HEN WE THINK OF
assets in an organization, 
our thoughts generally lean 

toward the accounting definitions. 
We have cash tied up in inventory 
and accounts receivable. We have 
cash tied up in equipment or other 
fixed assets. And we have cash 
tied up in, well, cash. These are all 
perfectly acceptable definitions of 
organizational assets. Unfortunately, 
when we tend to take this clinical 
approach, we fail to recognize the 
greatest untapped asset of all: the 
collective creativity of the people 
who work with us and for us. 

Creativity comes from confidence 
in one’s strengths and ability. This 
ability may be a byproduct of your 

education. It may come from past 
work experience or even from 
on-the-job training in your current 
position. The point is that everyone 
has the innate ability to be creative 
based on past experiences, but they 
do not always have the confidence 
to express their thoughts. This is the 
untapped resource. As a leader, it is 
incumbent upon you to help coach 
your employees to explore and use 
their talents. To do so, you just might 
have to give up a little control.

Types	of	Authority	Figures

Over the course of your career, 
you have been exposed to several 
types of authority figures. Everyone 

has met the BOSS: Boisterous, 
Omnipotent, Self-indulgent, 
Sociopath. This definition was 
given to me by my good friend 
and colleague Dr. Rick Johnson 
of ceostrategist.com. “Bosses” are 
consumed with control. They direct 
rather than coach. They berate 
rather than explain. Their edicts 
begin with “I” versus “We.” 

Frankly, this style of management 
is exhausting. Not only do they 
have to make all of the decisions, 
they find themselves constantly 
looking for more victims due to a 
high degree of turnover. Don’t get 
me wrong; there are times when the 
“boss” has to come out. We would 
just prefer that it is rare sighting.

This type of management style 
is a creativity killer. Why would a 
team member want to offer up an 
opinion? The boss is so fearful of 
losing control that he does every-
thing in his power to avoid input. 
In his mind, inviting others to make 
decisions is a sign of weakness. 
It means that somehow they are 
failing to meet the requirements 
of their job. Furthermore, he is 
deathly afraid that someone will 
find out that he doesn’t always 
have the answer. As irrational as it 
sounds here on paper, many orga-
nizations are rife with fear-based 
management.

©iStockphoto.com/Yuri
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The	Potential	in		
Collective	Creativity

On the contrary, servant-style 
leaders recognize the potential in 
collective creativity. Rather than 
fear the input of their team, they 
encourage it. As my friend Abe 
WalkingBear Sanchez, a noted 
thinker in organizational efficien-
cies, says, “Thinking should not 
only be encouraged, it should be a 
condition of employment.” 

The servant-style leader under-
stands the power in humility. Many 
confuse humility with humiliation. 
The two could not be more different. 
My favorite definition of humility is 
this: the ability to remain teachable. 
The humble leader recognizes that he 
does not have all the answers. As is 
often the case, his direct reports are 
closer to the situation and have the 
best opportunity to offer a solution.

The servant-style leader inspires 
others to reach their potential. 
Goods leader do not have to possess 
all of the operational skill sets to 
run the organization. They must be 
able to surround themselves with 
the people who excel in these opera-
tional functions and inspire them to 
achieve success. Leaders must have 
enough confidence in themselves to 
allow others to shine in areas they 
may not have expertise in. 

Are the best sales managers neces-
sarily the best sales people? Of course 
not. They understand how to draw 
out and nurture the skills in others. 
When managers move past the desire 
for self-recognition, they are well on 
their way to becoming leaders.

Managing	with	a	Servant-Style	
Leadership	Approach

Can managers employ a servant-
style leadership approach? If they 

ever want to take a vacation, they 
will need to depend on the abilities 
of their team. Managers are often 
charged with creating standards, 
measuring performance, and gener-
ally ensuring that the status quo is 
maintained. Yes, there are growth 
goals to be achieved, but those can 
never be realized without the full 
support of their team. 

If a manager wants to become 
a good leader, he must be willing 
to give up control. Furthermore, 
he must quit providing answers 
to every situation or opportunity 
presented during the day. 

When an employee comes into the 
office with a problem, the natural 
tendency is to give direction and 
move on. This is the path of least 
resistance. Unfortunately, we have 
now told that employee that he is no 
longer required to solve problems 
for himself. This type of behavior 
stifles creativity and promotes lazi-
ness. It also makes it very difficult to 
develop promotable employees. 

The tougher but ultimately more 
fruitful option is to invite input. 
When presented with a situation, 
turn away from the computer, and 
get ready for a learning opportu-
nity. Once you are able to give the 
employee your full attention, I want 
you to ask your direct report, “How 
do you think we should handle it?” or 
“What do you think we should do?” 

Here is where the biting of 
your tongue must come into play. 
Whatever suggestion the person 
responds with, unless it will cause 
grave bodily harm or financial ruin, 
your response should be, “Okay. 
Let’s give it a shot.” For the manager 
with control issues, this will be a 
monumental exercise in self-restraint. 
I get it. It’s hard to let others run with 
a solution that differs from your 
own. This redirection of a situation 

is the first step in getting your team 
members to think for themselves. 
Over time, they will become more 
confident in handling opportunities. 

Proactive	Versus	Reactive		
Time	Management

When I ask managers to list the 
biggest challenges they face, time 
management is always near the top. 
Nearly all of them want to become 
more proactive versus reactive. 
Becoming more visionary is a great 
goal—if you can carve out the time. 
Of course they don’t have the time. 
They are so busy reacting to the 
situations their employees dump on 
their desk that they will never have 
the opportunity to look at the bigger 
picture. When the employees start 
pulling their weight in the think-
ing department, the manager will 
be able to free up time to become a 
better leader. Does anyone see the 
chicken or the egg here?

An empowering leader is primarily 
focused on the goal. The path is a 
secondary concern. There are many 
ways to solve a problem. Fear-based 
managers will insist on their path 
being the only method. They have 
simply reversed the priorities. When 
the path becomes more important 
than the goal, creativity is stifled. 
When we put the goal above the path, 
the organization can finally begin to 
tap into its greatest asset of all: the 
collective creativity of the team.  

About the Author: Jason Bader is the managing 
partner of The Distribution Team, a firm that spe-
cializes in helping distributors become more profit-
able through strategic planning and operating 
efficiencies. The first 20 years of his career were 
spent working as a distribution executive. Today, he 
is a regular speaker at industry events and spends 
much of his time coaching individual distribution 
companies. For more information, contact him at 
503/282-2333 or Jason@Distributionteam.com. 

mailto:Jason@Distributionteam.com


I ndus t r y  Access

PEOPLE

Irasema	Chavez	Stenette		
Joins	Secura	Key

Irasema Chavez Stenette has been 

named the office manager at 

Secura Key. Stenette will be respon-

sible for customer service adminis-

tration and human resources.

Previously, Stenette worked 

at the Antelope Valley Children’s 

Bureau as a program operations analyst, where she moni-

tored, tracked and reported on mental health programs, staff 

performance, patient care and government compliance. 

Stenette holds a bachelor’s degree in criminal justice/

psychology from California State University at Bakersfield, 

an MBA from the University of Phoenix–Woodland Hills, 

and a master’s degree in psychology from the University of 

Phoenix–Lancaster. She is fluent in Spanish and is a licensed 

public notary.

H&G/Schultz	Door	Announces	New	Directors

Todd Bowman, Steve Marsh and Randy Politte, long-time 

employees and officers of H&G/Schultz Door, have been 

named to the board of directors.

H & G Sales, Inc. was established in 1967 as a full-line sup-

plier of commercial doors and related hardware products 

to contractors and end users in the St. Louis, Metro East and 

Columbia, Mo., market areas. H & G acquired Shultz Door in 

2004, adding automatic entrances, aluminum storefronts, 

access control, and total openings service and solutions 

to its breath of offerings to the contractor and end-user 

marketplace.
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PRODUCTS

Allegion	Creates	
Lockdown	Solution	
Suite

Allegion has 

expanded its 

lockdown suite 

with new mechani-

cal, standalone and integrated access 

control options. As a result, schools can 

now match a solution to their environ-

ment and capability of staff and budget 

to further improve on their present 

lockdown procedures.

This portfolio of products, designed 

specifically for the education market, 

includes mechanical locks and exit 

devices with classroom security visual 

indicators, in-classroom lockdown fobs, 

and networked locks with real-time 

centralized lockdown; all play a critical 

role in a school’s comprehensive multi-

layered security plan.  

Pleas visit us at www.allegion.com.

Stanley	Security	Offers	D-4990		
Low	Energy	Swing	Door	Operator

STANLEY Security offers its D-4990 Low 

Energy Swing Door Operator to those 

users requiring additional assistance at 

building access points.

STANLEY Security’s D-4990 Low Energy 

Swing Door Operator is an electrome-

chanical unit designed to provide safe, 

convenient, automatic and/or minimum 

manual operating force ingress and 

egress assistance. It is particularly benefi-

cial for those entry points with ADA ease 

of accessibility requirements. The D-4990 

Low Energy Swing Door Operator opens 

and closes the door slowly in a controlled 

format, providing the user—particularly 

the physically impaired—adequate time 

to negotiate the entry/exit. 

The D-4990 Low Energy Swing Door 

Operator fits a variety of public facilities 

applications, including hospitals, elderly 

care/assisted living facilities, as well as 

the retail, education, hotel/hospitality 

and banking markets.

For more information, visit www. 

stanleysecurity.com.

McCarran	International	Airport	Institutes	
Kaba’s	Automated	Exit	Lane	Breach	Control

McCarran International Airport in Las 

Vegas has received validation from the 

Transportation Security Administration 

to fully use automated exit lane corridors 

to provide a more secure process for 

passengers exiting protected areas of the 

airport. The combination of advanced 

monitoring, detection and barrier tech-

nology prevent entry into secure areas 

and will notify airport security personnel 

in the event of a potential intrusion. 

Kaba’s automated Exit Lane Breach 

Control System works in accordance 

with all applicable regulations without a 

requirement to physically staff the exit 

lane. The Kaba system at McCarran is the 

first of its kind in the United States.

The Kaba Lane is designed to effi-

ciently control passenger flow while 

preventing unauthorized entry or breach 

to the secure airside of the airport. The 

stand-alone integrated system moni-

tors, alerts and notifies airport security 

personnel in real time in the event of 

intrusion and detects suspicious pass-

through or unattended objects. 

For more information, go to www.

kaba-adsamericas.com.

PDQ’s	New	Classroom	Intruder	Cylindrical	
Lock:	A	New	Dimension	in	School	Security

The new Classroom Intruder Cylindrical 

Lock from PDQ delivers an important 

added measure of point security in 

schools. This product enables staff mem-

bers to use a built-in LED (light emitting 

diode) located on the inside lock assem-

bly to check the status of the outside 

lever without compromising safety to 

the occupants of the room. 

Previous hardware configurations 

made it necessary to open the classroom 

door to check whether it was locked 

from the outside. The Classroom Intruder 

Cylinder Lock is equipped with a side-

positioned control button and red LED. 
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http://r20.rs6.net/tn.jsp?f=001zMWfmN3jPQ5WfVOGcrrG4IAO0g-Xqfg3pS-cpI5HL_0D3YMjZtkJAKgNQfnexhLLP54TVzP2tCkHeo9B9sFOWk5KtYJqWEchjb1m0vsaP290PbzunKUxMQoSUH2DjGbWDoinIftijDsj0S3OaJkmzshRA5sN4vbs1lt3LdwB8Z4Jnn1lnIS3rnN3hJW_LfoWoke8DeoIzoXl1M2g0RX4XFq3sP9e7boh6WAXvHdVLezXnFQVkzlcNSS6eUDVs-_GRk0DGu6nfGVGbVj_fmwy0ax30fqaoPGqZjJJx5Iur_Ec2IRQyEVF74Ours4sG2aU68sbNlBR4acDCXh8eFSL-jxj83xKMgGnN9hTKU7_p3Y3KB8q1qiiXzHteY18Ff7x_ZaO7yC4sXJ9RaqQbqiVD84HhxZ3n5HdtY2uDX_FwRhDELNo-oXPPI3HD_nxve3Ur7K_PS_SaS-5M9zqkL3_tgcakqpEaKp89plGN8m3n76I4rUnB06KYbH3BtjAvt4dGsMyhgNnXc0=&c=3lR7KKFhPLKQqDfxNOcialiDyXxMYL3KVB4O0D6f72oxX4uHgKiI4A==&ch=gcNy7HVkdpOnlq0quSCNvf_50rtsOkpTntS4tEtNUtOdYarg5emPYg==
http://r20.rs6.net/tn.jsp?f=001zMWfmN3jPQ5WfVOGcrrG4IAO0g-Xqfg3pS-cpI5HL_0D3YMjZtkJAKgNQfnexhLLP54TVzP2tCkHeo9B9sFOWk5KtYJqWEchjb1m0vsaP290PbzunKUxMQoSUH2DjGbWDoinIftijDsj0S3OaJkmzshRA5sN4vbs1lt3LdwB8Z4Jnn1lnIS3rnN3hJW_LfoWoke8DeoIzoXl1M2g0RX4XFq3sP9e7boh6WAXvHdVLezXnFQVkzlcNSS6eUDVs-_GRk0DGu6nfGVGbVj_fmwy0ax30fqaoPGqZjJJx5Iur_Ec2IRQyEVF74Ours4sG2aU68sbNlBR4acDCXh8eFSL-jxj83xKMgGnN9hTKU7_p3Y3KB8q1qiiXzHteY18Ff7x_ZaO7yC4sXJ9RaqQbqiVD84HhxZ3n5HdtY2uDX_FwRhDELNo-oXPPI3HD_nxve3Ur7K_PS_SaS-5M9zqkL3_tgcakqpEaKp89plGN8m3n76I4rUnB06KYbH3BtjAvt4dGsMyhgNnXc0=&c=3lR7KKFhPLKQqDfxNOcialiDyXxMYL3KVB4O0D6f72oxX4uHgKiI4A==&ch=gcNy7HVkdpOnlq0quSCNvf_50rtsOkpTntS4tEtNUtOdYarg5emPYg==
http://www.kaba-adsamericas.com
http://www.kaba-adsamericas.com
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For more information or to schedule 

an appointment with a PDQ sales rep-

resentative, visit www.pdqlocks.com or 

phone 800/441-9692.

COMPANY NEWS

B.I.M	&	Associates	to	Represent		
Zero	in	Southern	Nevada

B.I.M. & Associates is now representing both 

Zero International and its Advantage Lites & 

Louvers (A-LL) subsidiary in Las Vegas and 

throughout the southern Nevada region.

B.I.M. was established in 2010 by Bill 

Munafo, who has more than 25 years 

of sales and marketing experience in 

the door industry. The agency provides 

full services, including specifications 

assistance, to architects, contractors and 

distributors. Munafo will also be work-

ing to advance the capabilities of Zero’s 

Western Distribution Warehouse in North 

Las Vegas.

For more information, email zero@

zerointernational.com or go to www.

zerointernational.com.

Ingersoll	Rand	Completes	Spinoff	of	Allegion

Ingersoll-Rand plc has completed the 

spinoff of the company’s commercial 

and residential security businesses 

named Allegion. These efforts position 

Allegion for long-term success and 

enable Ingersoll Rand to provide greater 

focus on growth within its core industrial 

and climate businesses.

Allegion ordinary shares were distrib-

uted on Dec. 1, 2013, with Ingersoll Rand 

shareholders receiving one Allegion ordi-

nary share for every three Ingersoll Rand 

ordinary shares held at the close of busi-

ness on the record date of Nov. 22, 2013.

Special-Lite	Releases	New	Training	Video	
Replacing Existing Doors in Hollow Metal Frames

Special-Lite, Inc.’s new video training 

program, Replacing Existing Doors in Hollow 

Metal Frames, is now available for installers 

to order free from Special-Lite’s website. 

The nearly 10-minute DVD illustrates to 

installers how easy it is to achieve the same 

functionality and appearance of a new 

door and frame without the risk of demoli-

tion to an existing hollow metal frame.

Special-Lite’s step-by-step instruction-

al DVD is a great resource for installers 

to understand the proper technique for 

measuring and ordering a replacement 

door, as well as how to mount a new 

door and Special-Lite insert frame into a 

hollow metal frame that was part of the 

original building construction. 

For a copy of the video, call 800/821-

6531, or order online at special-lite.com.
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FOUNDER  |  FELLOW  |  DISTINGUISHED CONSULTANT  |  AWARD OF MERIT  |  MARY ROTH AWARD

CALL FOR NOMINATIONS
 DEADLINE: January 31, 2014!  Go to www.dhi.org to download 
a nomination form or contact Cathy Jones at 703/766-7012 or by email 
at CJones@dhi.org for specific details or questions.

2013ACHIEVEMENT 
AWARDS

B E N C H M A R K  F O R  E X C E L L E N C E

mailto:zero@zerointernational.com
mailto:zero@zerointernational.com
http://www.zerointernational.com
http://www.zerointernational.com
http://www.special-lite.com/techdata/video.htm
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Project Manager / Estimator

Southeast Florida door and hardware supplier seeking 
candidates to join our team. The ideal candidate will possess 
three to five years’ experience in the commercial door industry 
in a sales or project manager role. Qualified individuals 
may send their resume and salary requirements to: 

Larry Gelber at larryg@treborusa.com.

Classifieds Corner
Help Wanted

The ResouRce foR 
Openings Industry  

Employment Opportunities 
is Just a Click Away...

www.dhi.org
For classified advertising rates for  

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

Kara Burgess 

Email: classifieds@dhi.org

Call: 703/766-7026

Visit: www.dhi.org

Accurate Lock and Hardware .................................................................................... 36, 43

Akron Hardware.........................................................................................................13, 37

Albany Hardware ...................................................................................................... 23, 36

Allegion .......................................................................................................................7, 36

Boyle & Chase ................................................................................................ 29, 31, 33, 35

Del La Fountaine ............................................................................................................. 36

Doors & Hardware	House	Ads

2013 Awards ............................................................................................................ 54

2014 Advertising Guide ............................................................................................ 37

Classifieds ................................................................................................................ 55

CoNEXTions 2014................................................................................................ 24, 25

DHI CE600 ................................................................................................................ 17

DHI Cor 101 ....................................................................................... Inside Back Cover

DHI Education .................................................................................................... 44, 45

Social Media ............................................................................................................. 28

Product Showcase .................................................................................................... 37

Hager Companies ........................................................................................................ 1, 36

Salsbury Industries ......................................................................................................... 52

Security Lock Distributors .............................................. Inside Front Cover, 37, Back Cover 

Specialty Doors ............................................................................................................... 53

Stier Steel ....................................................................................................................... 52

Top Notch Distributors ................................................................................................ 5, 36

TownSteel ....................................................................................................................... 39

Zero International ....................................................................................................... 2, 37

Sales Manager 

Full or Part Time for Zalkow Discount Sourcing. We are a new 
International Sales Agency providing American distributors with 
direct import opportunities with select Asian factories in the 
areas of Doors, Builder’s Hardware, Tile and Manufactured Stone 
Products. Categories can be excluded based on manager’s existing 
agreements. Also, sell out of inventory opportunities are possible. 

Reply to zalkowdiscountsourcing@outlook.com.

Manufacturers Reps 

Zalkow Discount Sourcing is seeking Reps in all territories. We are 
a new International Sales Agency providing American distributors 
with direct import opportunities with select Asian factories in the 
areas of Doors, Builder’s Hardware, Tile and Manufactured Stone 
Products. Categories can be excluded based on existing Rep 
Agreements. Also, sell out of inventory opportunities are possible. 

Reply to zalkowdiscountsourcing@outlook.com. 

mailto:larryg@treborusa.com
mailto:zalkowdiscountsourcing@outlook.com
mailto:zalkowdiscountsourcing@outlook.com
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ABOUT A YEAR AND HALF AGO, together with DHI, 
the Door Security & Safety Foundation (DSSF) held 
a strategic planning session and set new planned 
directives. Over the last six months, those direc-
tives have gained momentum. The Foundation’s 
primary focus is in the healthcare and education 
sectors, and it has updated its message and offer-
ings and has advanced its relationships within 
these communities.

The Foundation offers three different reference 
guides that provide information, ranging from ongoing maintenance to 
step-by-step instructions for determining if openings comply with NFPA 
80. There is a complimentary online interactive tutorial now available on 
the DSSF website. 

The Foundation is also currently hosting several educational presenta-
tions for groups such as the Joint Commission and ASHE (American Society 
for Hospital Engineers) that cover NFPA 80, NFPA 101 and preventative 
maintenance. We are also very excited to provide these programs to DHI 
member companies that wish to host awareness presentations for their local 
AHJs and facility engineers. 

In addition, the Foundation has strengthened its relationships with orga-
nizations like Intertek, NASFM (National Association of State Fire Marshals) 
and AFE (Association for Facility Engineers), and our advocacy work always 
refers our audiences back to you—the experts who provide the solutions. 

AwAreness + educAtion = AdvocAcy

As we move forward into 2014, we hope you will join us in our mission. 
DHI and the Foundation are partners. DHI focuses internally on our 
industry, and the Foundation focuses externally on our related industries, 
officials and end users. 

Together we are able to provide the services and the advocacy necessary to 
further our joint mission: to balance life safety and security within the built 
environment. This work requires many levels of talent and involvement. 
Whether it is hosting a Foundation awareness event in your local community, 
joining our fundraising committee, or donating to the Foundation, we hope 
you will participate in this exciting and ever-evolving time. 

If you have not visited our website for a while, please go to www. 
doorsecuritysafetyfoundation.org to read more about these updates, and 
feel free to give us your feedback. Also be sure to click DONATE while you 
are there. After all, this is your Foundation!  

President	

Mark Hallgren, AHC, FDHI

The Hallgren Company • markh@hallgrenco.com

Vice-President 

John W. Manes, DAHC/EHC, FDHI
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The Foundation Broadens its Reach

Mark	Hallgren,	AHC,	FDHI
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DOORS AND HARDWARE 101
NEW, Updated, Self-Paced, Online Course – Now Only $130!

The fi rst step on the education path for those working 
in and with the door and hardware industry. 

Wanna play in our world? You need to know this stuff!

Visit www.dhi.org for details.

Out with the

OLD
In with the

NEW



All the parts you need.
One knowledgeable source.

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

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

800-847-5625  •  www.seclock.com


