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“RE” Your Company—DHI Is!

By Jerry Heppes, Sr., CAE

i n  T O U C H

Y 
OU MAY HAVE NOTICED IN SOME  
of our marketing for CoNEXTions that we 
are using the slogan “RE”— REdesigned, 

REimagined, REformatted and REdiscover. We 
did this because two years ago, we undertook 
an extensive strategic planning exercise with 
the industry, and there were some very direct 
messages of what the members were looking for 
with our Convention. 

The first message was to make it as inexpensive 
as possible. Consequently, we moved it from the 
fall—traditionally an expensive time of year to have 
a show—to the spring or early summer. We chose 
an easy location, negotiated low room rates of $159, 
and created affordable registration packages.

The second message was just as simple: “Make 
it different than in the past!” We took this to heart 
and made several significant and exciting changes. 
We expanded our educational events, added more 
keynote speakers, increased our education on the 
floor, and expanded ChannelExChange private 
meetings. We accomplished this by shifting how 
and where we spent money, and we included it in 
two affordable registration packages!

Now it’s happening again, but this time with our 
education and certification programs. Again, we 
used research to gather opinions from our industry 
members. You told us what you think, and we 
then hired an outside strategic facilitator who is an 
expert in the education and certification fields. 

Next, we appointed an Education Commission 
and spent two days working on recommenda-
tions for the Board of Governors. The Board spent 
another day digesting the recommendations and 
developing objectives to move forward immedi-
ately. The objectives will expand our education 
well beyond the current offerings through new 
delivery methods, new formats and new educa-

tion partnerships; by expanding our recognition 
programs (credentials and certifications); and 
by collaborating with other providers. The most 
important decision was to provide the appropriate 
resources and fund this effort.

If that was not enough change, we experienced 
another change with our education and certifica-
tion staff. After almost 20 years, Keith Pardoe, 
DAHC/CDC, FDAI, CDT, director of Technical 
Development, announced that he has decided to 
launch several new and exciting ventures in the 
door and hardware industry that preclude him 
from working directly for DHI in his current posi-
tion. While we are sorry to see Keith leave, we 
wish him great success with his new endeavor and 
are happy that he will continue to be a resource 
for DHI through one of his companies, Pardoe 
Consulting, LLC.

I publicly want to thank Keith for the numerous 
contributions he completed during his tenure. 
Keith took our programs to new heights and was 
never afraid to tackle new opportunities such as 
the FDAI program. If you knew or ever worked 
with Keith, you surely appreciated his passion, 
knowledge and determination. He worked tire-
lessly on behalf of the industry, and all of us will 
miss him.

So where do we go from here? Simple. We 
“RE” our resources with the development of an 
expanded technical team to meet the demands 
of our members. We REbuild, REdesign, and 
REformat, and we invite you to REdiscover us in 
the near future. 

My challenge to you is to try the same in your 
company. If you are committed to continuous 
improvement and are honest with yourself, you 
will probably see the need to “RE” something in 
your company. Best of luck!  
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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!

Ryan Bailey, AHC, FDAI
ENGINEERING AND TECHNICAL MANAGER, DFW DOORS & HARDWARE
What led you to our industry? I grew up in a family-run construction management company, so 
I learned early on what parts of construction I did and didn’t like. I always enjoyed the challenges 
that came with doors and hardware. This ultimately led me to leave my place in the construction 
management realm and seek employment within this industry.
Proudest professional moment: My proudest moment isn’t a single event; it’s a compilation of every 
instance when I have provided a solution to a problem. I strive to be a person that people come to for 
answers; therefore, I am constantly looking to learn. 
Best advice you ever received: Measure twice, cut once. We’ve all been there, and we’ve all said,  
“How did I miss that?” I have learned over the years that it is always better to double-check now than to 
write another check later.
Best advice you never received: When the answer is “no,” don’t always accept the first answer you get. 
Sometimes it has to do with how you ask the question. When the answer is “no” repeatedly, it’s not the 
question that’s the problem; it’s the idea. Accept the response, and seek an alternate solution.

Kyle Killough
TERRITORY SALES MANAGER, MASONITE ARCHITECTURAL DOORSYSTEMS
What led you to our industry? I had a summer job at Marlite building plastic laminate doors at age 18. 
I went back to work for them at age 22 and have been in the door industry ever since. 
Proudest professional moment: Every time I close a major project
Best advice you ever received: The six most critical words to successful selling: follow up,  
follow up, follow up
How has your involvement with DHI supported your career goals? It has helped build relationships 
that are significant. As a sales rep, I am highly relational. I tell people all the time, “I can only work with 
customers I count as friends.” DHI helps foster those friendships.

CO-CHAIR

CO-CHAIR

f a c e s  O F  D H I

Please join DHI in thanking our 2014 CoNEXTions Dallas Host Committee. This group of local volunteers will 

be working tirelessly to ensure that every attendee’s CoNEXTions experience is top notch! Learn more about 

each volunteer and their reflections upon their careers in the industry. 

Thank You 2014 CoNEXTions
Dallas Host Committee
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To learn more, please visit www.dhi.org,  
email MemberServices@dhi.org or call 703/222-2010.YOUR MEMBERSHIP MATTERS!

OPERATIONS CHAIR

EDUCATION CHAIR

REGISTRATION CHAIR

ACTIVITIES CHAIR

Joyce Pinnow
CONTRACT HARDWARE PURCHASING AGENT AND SMALL CONTRACT SALES, DFW DOORS & HARDWARE
What led you to our industry? I came to the industry years ago as a temporary receptionist, answering the 
phone and taking messages. The owner saw potential and hired me as a project assistant. I was able to learn 
the industry with the help of my mentor. Years later, I am able to help both contractors and architects. 
Proudest professional moment: I am proud that I am able to contribute to the success of my company. 
I’m proud to be able to mentor and guide those new to the industry to their success and that they seek 
me out to answer their questions. 
Mentor/Hero: My mentor is the owner of our company, Mark Russell. He has been a patient but 
demanding boss, forgiving when I err and supportive when that is required. He sent me to school so I 
could be where I am today. He guides me in my weak areas so that I can learn before I embarrass myself.
Best advice you ever received: Don’t just hear what people say—listen.

Brad Alexander, EHC
SPECIFICATION WRITER, ALLEGION
What led you to our industry? I was born into a hardware family. I was always around the family 
business growing up. I am a third-generation hardware guy. 
Proudest professional moment: Receiving my EHC. I had two AHCs in the family before me, so it was 
important not only for my own career, but to carry the tradition of being a certified DHI consultant. 
Hopefully, the AHC will be coming soon. 
Best advice you ever received: Know your product. Be willing to learn something new every day. If you 
do not know the answer, look it up. For people just starting off in this industry, that’s a great place to start. 

Joseph E. Beeman, AHC/CDC, CSI, CDT
SPECIFICATION MANAGER, ALLEGION
What led you to our industry? My best friend had been asked to apply for an apprenticeship program 
for a door and hardware company. He had decided to attend a college out of state, so I applied for the 
position. Fortunately, I was the only applicant and got the job. 
Proudest professional moment: Having the opportunity to write the hardware specification for the 
Dallas Cowboys’ Stadium.
Best advice you ever received: Find out what your customers want, and do your best to help them get it.

Heather Wright
PROJECT MANAGER, AO, INC.
What led you to our industry? I was recruited to temporarily answer the phones by my uncle, the 
company’s CFO, and asked to occupy my time by helping with something…dun dun dun. 
Proudest professional moment: One moment is difficult; being recruited for employment by 
reputation 
Best advice you ever received: It isn’t called easy-ware; read catalogs/literature, and learn something 
new every day. 
How has your involvement with DHI supported your career goals? DHI has introduced me to many 
people outside of my day-to-day interactions, expanding my network and presenting opportunities for 
education. ●
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UESTIONS OF LIFE SAFETY IN DOOR AND HARDWARE 
manufacturing naturally belong at the top of the list of all 
issues those of us in this business must consider and correctly 
deal with. When manufacturers look to the many elements 
that enable better buildings, this subject is of paramount 
concern. The leading companies in our business have always 
devoted immense time, attention and technical expertise to 
this issue. In some cases, we have had to draw lessons from 
the terrible events of the past.

Because the stakes are so high, life safety demands the best 
we have to offer at every level of our work. It requires careful, 
constant adherence to applicable building and safety codes. It 
requires vigilance throughout the processes of developing and 
manufacturing our products, and the same level of attention 
as those products take their places in the built environment. It 
even calls on us to think hard about the ways that technology 

and social change can affect the require-
ments and capabilities of our products 
as they relate to this sphere. This means 

looking ahead to life safety implications for the years to come.
Security and life safety are not inherently opposed values; 

certainly there are many situations in which they move in 
exact parallel. (For instance, when a lock secures a door 
and denies entrance to someone who intends to harm those 
inside the structure, both security and life safety are directly 
served.) Still, our business reveals to us many situations in 
which greater security can complicate efforts to ensure that 
occupants of a building are safe. And the opposite can be the 
case, too, if the all-important concerns of life safety mean that 
security is in some way complicated or compromised.

It’s also true that there’s a basic quality issue involved in life 
safety questions. At the level of design, of course, hardware 

Door Hardware and 
Control—And the  
 Protection  
 of Life

By Wil VandeWiel

Because the stakes are so high, life safety demands the 
best we have to offer at every level of our work.

Q

Photo credit: ©Igor Sokolov | Dreamstime.com
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must always respond to the safety 
requirements embodied in build-
ing and fire codes (and also to the 
dictates of an intelligent consid-
eration of any given building’s 
specific safety requirements). To 
achieve inherent protection of life, 
quality must be part of what we do 
from the ground up, beginning with 
conception and design in their most 
basic stages. 

Yet we see that quality is also a 
controlling life safety issue when 
we move through manufacturing, 
installation and maintenance. An 
excellent hardware design will 
inherently respond to all applicable 
questions of life safety. But that 
design won’t fulfill its capabilities if 
lapses in quality on the fabrication 
line—problems with materials or 
production consistency, to name 
two of many possibilities—under-
mine its proper functioning in the 
field. Similarly, door hardware 
could fail to protect life if it’s not 
properly installed and maintained 
and therefore fails to perform as it 
should in a critical situation.

We are fortunate that most of our 
products are installed in nations 
where good building codes and 
standards prevail. U.S. codes cover 
these matters quite well. We have 
a vested interest in responding 
properly to such regulations, of 
course. As we manufacture to meet 
the details of codes and standards, 
we are helping to make certain that 
we will safeguard our own interests 
against liability. Far more impor-
tant, though, is that we will protect 
the lives of the user public. (There’s 
a certain irony here: if we properly 
serve those who use our products, 
meeting the requirements of life 
safety in everything we do, the 
public will probably never notice 
the effects of our integrity.)

In a changing world, codes must 
respond to different conditions and 
technologies. We have seen new code 
attention to fire door improvements 
since the tragedies of 9/11. And as time 
has passed and security processes 
have improved, buildings are again 
being made higher and higher. Many 
aspects of such construction will be 
influenced by the demands of careful 
life safety planning, and this need 
to be attentive to growth and change 
surely has become a permanent part of 
our work.

Codes and Specifications with 
Electronic Access Control

These considerations are high-
lighted when architectural door 
hardware is used in combination 
with various types of electronic 
access control. In such situations, 
it’s necessary to correctly address 
the writing of specifications in ways 
that respond to all of the appli-
cable industry standards and code 
compliances. 

When installations incorporate 
integrated security plans, this is 
especially impactful. We know 
that codes can directly affect even 
simple hardware/security arrange-
ments in ways that influence how 
fundamental door hardware such as 
mechanical key cylinders and locks 
are specified, selected and installed. 

The picture becomes more 
complicated when designs include 
more complex and capable systems, 
including electronic access control. 
Such systems occupy specific places 
along the continuum to complete 
security integration. They may 
feature many different elements: 
video monitoring, access recording, 
card reading, remote access control 
and alarm capacities, proximity 
reading and more. The systems may 
also incorporate advanced elements 

in the architectural hardware 
itself—items such as magnetic locks, 
electrified locks, electrified exit 
devices, interlocking controllers, etc.

There’s no avoiding it; as a system 
grows more sophisticated, specify-
ing it correctly grows more complex. 
Among the many other skills that 
specifiers need, they can benefit 
from knowledge of code elements 
that cover areas within the scope of 
combined architectural door hard-
ware and integrated security. 

Obviously, the correct preparation 
of specifications to achieve secu-
rity and protect life must address 
issues of ingress as well as egress. 
Electronic access control, when 
properly accounted for in specifica-
tions, will facilitate management 
plans that help get the right people 
in and out in the right ways, 
enabling special conditions such as 
building lockdowns when necessary 
and making it possible for occu-
pants to leave without delay if that’s 
what the requirement dictates.

Designing for  
Life Safety and Security

When an electronically controlled 
door assembly is designed, many 
elements must be considered as 
they relate to both life safety and 
building security. The specific 
security needs of the building will 
help to determine what types of 
hardware and controls should be 
included. A plan may allow for 
controlled ingress and/or egress 
for the building. It may regulate 
access among credentialed users, 
and that access may vary with times 
of day, zones within the building, 
and other specialized system needs. 
To comply fully and reliably with 
life safety codes and still meet all 
security requirements, the system 
must be correctly specified, manu-
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factured in all its elements to exact-
ing standards, and then properly 
installed and maintained.

The melding of electronic access 
control equipment with architec-
tural hardware has for many years 
produced excellent results for both 
security and safety. Electronic capabili-
ties have been shaped to function well 
with standard hardware, including 
locks, door closers and exit devices. 

Here’s a typical case in point: If 
the overall security plan calls for an 
entry door to be monitored so that 
building management can deter-
mine at all times if it is latched and 
locked, the entry can be equipped 
with a latch bolt monitoring device. 
This device may be integrated into 
the door frame; the options to make 
this kind of protection happen 
include electric strikes with built-in 
latch monitoring switches, and door 
position switches or sensors. 

This is very basic. If a security 
plan is not to be defeated, doors 
must be correctly secured. Even 
sophisticated schemes, such as 
those embracing current surveil-
lance and access technologies, 
may be defeated by a door that has 
somehow failed to latch and lock 
unless the unsecure condition is 
detected and corrected. The tech-
nologies mentioned in the previous 
paragraph make the system work, 
employing a comparatively simple 
yet effective answer. 

Thus we recognize that electri-
cally controlled egress doors involve 
well-defined requirements on the 
way to producing genuinely secure 
integrated systems. Understanding 
that writing good specifications is 
foundational in this connection, we 
will discover on closer examina-
tion that different codes address 
this issue with somewhat different 
language.

An Example:  
Access-Controlled Egress Doors

Both the 2012 IBC and NFPA 101 
devote substantial detail to access 
controlled egress doors, and a compar-
ison between them is illustrative as to 
the differences that characterize differ-
ent codes. Specifically within NFPA 
101, paragraph 7.2.1.6.2 concerns many 
aspects of door hardware specifica-
tions. Under its requirements, all of 
these elements are shown:

 ■ A sensor on the egress side, set 
up to unlock the door leaf in 
the direction of egress when an 
occupant approaches

 ■ Door leaves that automatically 
unlock in the direction of egress 
when power is lost to the sensor 
or the access control system

 ■ Locks that can be unlocked 
using a manual release device. 
The code provides specifics 
concerning the nature of this 
device, mandating its location, 
signage support, and ability to 
directly interrupt power to the 
lock, independent of locking 
system electronics.

 ■ Automatic unlocking of the 
door leaves in the direction of 
egress when the building’s fire 
protective signaling system, fire 
detection system, or sprinkler 
system is activated. The locks 
must remain unlocked until the 
signaling system is reset.

 ■ Emergency lighting on the 
egress side of such doors, except 
in the case of existing access-
controlled egress doors

Section 5 of the paragraph says 
that activation of manual fire alarm 
boxes that activate the building 
fire-protective system must not be 
required to unlock the door leaves. 
Language in the code also explains 
the intentions of the paragraph’s text. 

The equivalent part of 2012 IBC, 2012 
IBC 1008.1.9.8, is shorter and does not 
supply the same depth of supporting 
language. In addressing similar mate-
rial, however, it talks about the ways 
in which the locking system must be 
unlocked when fire detection, alarm 
and sprinkler equipment are activated. 
Section 6 says that entrance doors in 
buildings with specified occupant 
groups “shall not be secured from the 
egress side during periods that the 
building is open to the general public.” 

We can see that the codes strongly 
resemble one another. Though that 
is true, it’s helpful, when issues as 
critical as security and life safety 
are in the forefront, for specification 
writers—and indeed, for designers 
and manufacturers at many levels—
to be familiar with the texts of all 
relevant codes. Grasping such details 
is an essential part of making our 
products as safe and effective as they 
can be in today’s complex world of 
system specification and design.

Naturally, specifications grow 
in complexity as the systems they 
describe become more integrated. 
There’s real value in knowing and 
understanding the language differ-
ences from code to code. We should 
view it as just one of many elements 
that make those of us in the door and 
hardware industry best able to keep 
people safe as they use our prod-
ucts—a fundamental responsibility 
we bear to our customers and those 
who move into and out of the more 
capable buildings of tomorrow.

About the Author: Wil VandeWiel, president of 
DORMA Americas, is an executive of broad and 
deep domestic and international experience. He 
previously was president of DORMA’s Architectural 
Hardware division and managing director for a 
multinational security business based in Lancaster, 
Pa. A native of the Netherlands, VandeWiel received 
his mechanical engineering degree at Eindhoven 
Technical University in his homeland and his MBA 
at the Massachusetts Institute of Technology. He 
also holds a Master Black Belt in the application of 
Lean Enterprise techniques.
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How Locksmiths
Can Be
Successful with 
Electronic Locks

By Jeremy Earles

O INCREASE THEIR NUMBERS OF 
customers, provide end users with more 
security for their dollar, and boost repeat 

sales from present customers, door and hardware 
professionals should stay aware of the latest elec-
tronic access control (EAC) innovations. 

Two major initiatives are helping these professionals 
to become more competitive and successful: leverag-
ing open architecture suites, and readying customers 
for hybrid credential platforms. Soon, these innova-
tions will intertwine, creating new products and 
suites that will make door and window professionals 
even more effective in helping their customers secure 
people and property.

Open Architecture Platforms  
Initiate Increased Sales Opportunities

To gain new business and promote repeat sales, there 
are now more options than ever to install electronic 
hardware that meets the credential and network require-
ments of customers’ current systems. If an EAC system is 
already in place but does not control all of the openings 
required to be effective in the case of emergency, there 
are a number of open architecture solutions that can 
easily be integrated into the existing system. 

Why is this significant? Frequently, security applica-
tions are installed in stages. Over the years, different 
brands with various operating mechanisms are imple-
mented. The products operate independently, without 
integration into one system. Oftentimes, the hardware 
and software systems are proprietary and are not 
compatible with other components.

However, today your customers need to have 
EAC systems that are upgradable to provide a viable 
company-wide security system. They need systems 
that meet current safety and security issues and that 
accommodate emerging technologies that allow the 
system to expand and adapt as needed. Such solutions 
need to operate current technologies, as well as those 
under development, without compromising or risking 
investments in the customers’ present systems.

Today, a smartphone can be used for access control 
in the same way a smart card is used.

Photos courtesy of Allegion

Two major initiatives are helping door and hardware professionals to become 

more competitive and successful: leveraging open architecture suites and readying 

customers for hybrid credential platforms.

T
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With modular, open architecture locking 
hardware, security administrators can customize 
door openings with options, including credential 
readers and networking, to create a perfect fit. In 
addition, they can upgrade readers and network 
modules from an offline program to a networked 
solution, change credentials at any time, and use 
future innovative technologies as they emerge. 
Customers do not want upgrades to require replac-
ing all the locks or even taking locks off doors.

By design, a modular type of open architecture 
easily accepts additions, upgrades and replacement 
of components to the security system. The security 
system eliminates proprietary constraints and 
employs open standards to provide access to criti-
cal data and information within the system. It also 
helps to protect an EAC investment for years to 
come. As security needs change, the access control 
system can be changed by adding new credential 
technologies, a variety of network protocols, 
increased security levels, and system expansions.

The modular, scalable characteristics of open 
systems allow the kind of flexibility needed for 
growing organizations. Users also can choose 
which openings should remain offline or moved to 
a network. They can manage both types of locks 
with the same software and database. As security 
needs evolve, a facility can have more locks on 
more doors and move more offline doors to a 
network solution when budgets allow.

Hybrid Credential Use Is in  
Your Customers’ Futures

There are three major initiatives for cards and 
credentials. Customers need to be aware of them: 

■ Smart cards will be the credential of choice. If 
your customers presently use magnetic stripe or 
proximity cards, start planning with them for 
their switchover now.

■ Although smart cards will become the domi-
nant credential, key systems, PINs and various 
types of cards and biometrics will still be nec-
essary in certain applications. Even though 
customers may use hybrid credentials, they 
still need one system to manage all.

■ Prepare customers for new technologies such 
as NFC (near field communications). With 
NFC-enabled smartphones, they can use 

employees’/customers’ own smartphones as 
access credentials.

Today, a smart credential provides a higher level of 
security, more convenience and far greater function-
ality—for approximately the same price as a proxim-
ity card. Smart credentials manage access, payments 
and many other functions much more securely. 

Smart cards not only access physical locations, 
but also organizations’ computer networks and 
logical access control systems. For example, they 
can match a healthcare provider with the patient 
to ensure safety during care. Company employees 
find them convenient for payments at the cafeteria 
or vending machines. They can check out tools 
and equipment, facilitate time and attendance, 
and provide access to the IT system, among other 
applications. 

To heighten security, customers should use a 
contactless smart credential armed with mutual 
authentication and encrypted with Advanced 
Encryption Standard (AES) 128-bit diversified keys. 
This way, the card and reader verify that they are 
authorized to communicate bi-directionally. This 
saves on infrastructure. Additionally, 128-bit keys 

Modular locks can be easily upgraded whenever 
needed with the change of a module.
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virtually ensure that no one can read or access 
credential information without authorization. 

The technology behind AES has approval by the 
NSA (National Security Agency) for classified informa-
tion. A message authentication code (MAC) further 

protects each transaction between the credential and 
the reader. This security feature ensures complete and 
unmodified transfer of information, helping to protect 
data integrity and prevent outside attacks.

Your customers should also use an open solution 
smart credential—one built to adhere to ISO 14443, 
a four-part international standard for contactless 
smart credentials. This results in faster data trans-
fer between credential and reader—up to 848 kbps 
baud rate (1K baud = 1,000 bits of data per second). 
ISO 14443 technology, the same standard used by 
the U.S. government, is especially recommended 
for customer applications requiring large amounts 
of data, such as biometric templates. 

Smartphones as Credentials
As Near Field Communications (NFC) technol-

ogy is being added to a growing number of mobile 
handsets to enable access control and many other 
applications, more and more organizations are 
considering joining the “bring your own device” 
(BYOD) trend, having their users deploy their own 
smartphones as their access control credentials. 

It is reported that more than 285 million 
NFC-enabled smartphones were sold in 2013, and 
more than half of the phones sold in 2015 will be 
NFC-capable. 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 inches. 
A Web-based credential management system 
allows NFC-enabled smartphones to grant access to 
buildings and rooms, as well as to partake of other 
badge ID applications. 

To turn NFC-enabled smartphones into access 
control credentials, users simply download the app to 
the phone. Once the mobile credential is downloaded, 
users open the app and tap their smartphone to the 
reader in the same way they use an ID card. 

Secure peer-to-peer (P2P) NFC mode lets orga-
nizations offer the convenience of using a mobile 
device. This solution provides several advantages. 
Importantly, it lets organizations use Android 
NFC-enabled phones regardless of choice of 
carriers, creating a universal solution, and it even 
works on unlocked phones. Apple iPhone users 
will continue using a special case to enable their 
phones. For many, the most important advantage 
is that it lets customers across multiple market 
segments deploy now.

With smart credentials coming on strong, it is 
important that customers be prepared for smart 
credential and NFC deployment, even if they want 
to install proximity, magnetic stripe or keypad 
readers at present. If a new reader is needed, select 
multi-technology readers that combine the ability 
to read magnetic stripe, proximity, and smart cards 
in addition to NFC-enabled smartphones in one 
single unit. That way, when a customer switches 
over to smart credentials, it won’t have to tear out 
all the old readers to install smart credential read-
ers. During the transition, users can use both their 
old credentials and the new smart credentials.

What’s Coming?
With these access innovations of today, what can 

we expect tomorrow? Working together, manufac-
turers and integrators will be able to help end-user 
systems evolve to an integrated but open electron-
ics portfolio that builds value for the end user with 
each component. 

Today, we see EAC typically on the front doors 
but not inside. Tomorrow, it will also be found 
inside facilities as well. EAC, at a fraction of today’s 
costs, will provide small footprint, multi-tech read-
ers that are WiFi-enabled. Locksmiths will be able 
to provide customers with systems that no longer 
need keys to manage and replace, implementations 
that provide EAC to more doors throughout the 
building, platforms with the convenience of one 
card for access and beyond, and installations that 
give your customers the freedom to manage users 
and updates from anywhere.

To learn what is out there, keep in close touch 
with your manufacturers.

About the Author: Jeremy Earles is portfolio manager, readers and 
credentials, for Allegion. Email him at Jeremy.Earles@allegion.com.

Working together, manufacturers and integrators will be 
able to help end-user systems evolve to an integrated but 
open electronics portfolio.
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N 2006, THE GOVERNMENT OF 
King George County—located in the 
Fredericksburg region of northern Virginia 
with a population of approximately 22,000 
citizens—was faced with the challenge of 
securing access to its county administration 
building, courthouse and fire stations. 

The county required a cost-effective 
access control system that would involve minimal 
impact to the existing building structures while 
readily allowing for expansion as the county facil-
ity’s compound grew. In its search, King George 
County found expertise and a trusted, scalable 
solution in its long-standing partnership with 
STANLEY Security. 

The county first collaborated with STANLEY 
on a large access control project approximately 
eight years ago, centered around the company's 
B.A.S.I.S.® V system. B.A.S.I.S. V is a highly effi-
cient, standalone, offline lock system that uses 

card reader technology and is integrated into 
STANLEY’s accompanying B.A.S.I S.® software. 
With the B.A.S.I.S. V access control system, identi-
fication cards are encoded with all the necessary 
information to control door access. The system 
integrates with virtually any existing database 
and allows unsurpassed capabilities in storing and 
retrieving access activity data.

Based on the structure of some of the older 
buildings in which the system would be installed, 
the B.A.S.I.S. V system was recommended as the 
best primary access control solution to avoid costly 
wiring and cabling. As a battery-powered reader, 
the B.A.S.I.S. V system allows for easy management 
and offers a broad range of integrated features for 
the original scope of the install, which included the 
King George County courthouse, the Revercomb 
administration building, a new fire station and 
a number of various smaller public facilities 
throughout the county.

c a s e  S T U D Y

Photos courtesy of STANLEY Security

King George County Government  
Upgrades Access Control

I
STANLEY’s newest solution at the King George County Sheriff’s Office integrates the highly efficient B.A.S.I.S.® electronic access 
control software platform with the intelligent power of the Wi-Q™ network-programmed wireless lockset access system.

By John Johnson
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Considering the highly scalable 
nature of the B.A.S.I.S. access control 
solution, King George County 
administrators were offered the 
crucial capability to expand on the 
system as they saw fit. In the years 
since the initial installation, the 
county found significant value in 
being able to add readers to access 
points in offices and county buildings 
on an as-needed basis. When design 
and construction began on a new 
sheriff’s office and animal shelter 
and control center in 2009, the time 
had come to expand and improve 
upon the access control solution to 
accommodate these new facilities. 

Immediately, county officials 
turned to their dedicated team at 
STANLEY Security. For years, the 
company had consistently served 
the county with a high-quality level 
of customer service and a broad 
spectrum of reliable products, prov-
ing to be a trusted access control 
solution provider in the most essen-
tial government facilities.

“No matter what, STANLEY 
Security has always been very good 
to King George County,” says Sgt. 
Bobby Crocker of the King George 
County sheriff’s office. “When we 
decided to upgrade our access 
control system, it always made 
sense to us to continue with them, 
to have compatible equipment 
throughout all of the county build-
ings. Honestly, it benefited us both 
operationally and financially to 
keep up with a line of quality-grade 
products and an attentive team that 
had been a valuable partner to King 
George County for years.”

Access Control Software Platform 
with Wireless Lockset Access

STANLEY’s newest solution inte-
grates the highly efficient B.A.S.I.S. 
electronic access control software 

platform with the intelligent power 
of its Wi-Q™ network programmed 
wireless lockset access system. The 
combination of these systems provides 
King George County with increased 
access control capabilities and the flex-
ibility to meet the hypersensitive secu-
rity needs of the new sheriff’s office, 
nearby courthouse, and the animal 
shelter and control center recently built 
near the compound. 

The scope of the installation 
required securing 127 doors between 
the courthouse and sheriff’s office—
buildings set approximately a mile 

apart—in addition to the 30 doors at 
the newly constructed animal shelter 
and control center. STANLEY’s 
comprehensive solution allowed for 
access at these entry points to be 
centrally controlled via a proprietary 
internal wireless network. According 
to Crocker, this was not a job that the 
King George County government—
or STANLEY—took lightly.

“When it comes to the law enforce-
ment and government buildings, 
there are always heightened security 
concerns. You have to make sure 
that only certain people with specific 

Via its Wi-Q solution, STANLEY provided critical access control for the parking gates 
adjacent to the King George County Sheriff’s Office. A 15-ft. exterior Omni directional 
antenna mounted at the parking gate is able to wirelessly control access.



18 DOORS & HARDWARE £ JUNE 2014

clearance are granted access into 
restricted zones—like the evidence 
room—but that those spaces are also 
adequately protected from intruders 
who might tamper with, vandalize 
or steal from the area,” Crocker 
says. “We needed a reliable means 
to segregate access for authorized 
individuals appropriately.”

For this, the B.A.S.I.S. Wi-Q 
system is designed to secure a facil-
ity by granting specific access rights 
to authorized people, based on a 
defined time schedule, for each lock 
in the system. By tracking events 
at the locks, the system can be 
programmed to provide vital infor-
mation to help maintain the security 
of any facility.

Additionally, the B.A.S.I.S. 
software allows users to define 
programming settings and organize 
the user database for groups of 
locks and even individual locks. 
Credit card-size magnetic stripe 
cards contain information to either 
be encoded directly by the user at 
the facility, or they can be encoded 
and then sent to the user. These 
cards are then read by the existing 
battery-powered, self-contained 
electronic lock reader—which may 
include dual keypad validation—to 
either grant or deny access. 

Also, in keeping with the trusted 
B.A.S.I.S. software that had been 
in place with the county’s existing 
B.A.S.I.S. V offline locksets, county 
officials were able to continue with 
the user interface to which they 

were accustomed. Since system 
operators weren’t forced to learn 
the intricacies of an unfamiliar 
platform, the county has signifi-
cantly minimized the potential for 
error when operating the upgraded 
system. 

Efficient, Scalable Solution
When integrated with STANLEY’s 

Wi-Q component, King George 
County achieved a surge in 
efficiency and furthered its solu-
tion’s scalability. The network-
programmed wireless lockset access 
system provides full access control 
with three simple components: 
software, portal gateways and Wi-Q 
locksets or access controllers. 

The system is highly cost-effective 
and a powerful access control solu-
tion, with the potential to decrease 
labor costs while increasing staff 
productivity when upgraded from 
the offline B.A.S.I.S. V access control 
system. Overall, the addition of 
Wi-Q considerably increased King 
George County’s security levels, 
minimized system complexity, and 
increased accountability in compari-
son to the effectiveness of standard 
mechanical systems.

For the county, Wi-Q offered valu-
able time and cost savings, with the 
ability to program and easily change 
accessibility times for various publicly 
accessed government facilities.

“B.A.S.I.S. Wi-Q has been on the 
county’s ‘wish list’ for a while,” 
Crocker says. “The reason I like the 
system is because I can control all 
access specifications and data from 
the server and don’t have to manu-
ally lock or unlock access points. 
There’s direct communication with 
the B.A.S.I.S. software to validate all 
individuals’ credentials and infor-
mation, and I can trust that only 
authorized personnel have been 
granted entry into our facilities.”

In addition to having an inte-
grated B.A.S.I.S. Wi-Q reader 
installed on every lockable door 
within the sheriff’s office, court-
house and animal shelter, King 
George County has opted to add 
readers for increased access control 
in the holding cell areas. These 
detention-style doors are equipped 
with Wi-Q readers to allow access 
both in and out of the space.

Via Wi-Q, STANLEY has provided 
critical access control for the parking 
gates adjacent to the sheriff’s office, 

 “When it comes to  
law enforcement and  
government buildings, 
there are always heightened 
security concerns.”
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which are approximately 300 feet away, connected to 
the same server as the building. This was accomplished 
by erecting a 15-foot exterior Omni directional antenna 
mounted at the parking gate that is able to wirelessly 
control access in and out of the parking gate. There is 
also a small directional antenna mounted in the main 
building that points directly at the parking gate.

Remote release buttons have also been added to 
the 911 call center area, and the county has plans to 
eventually convert all of the county buildings’ exist-
ing B.A.S.I.S. V offline locksets into Wi-Q readers on a 
single server to allow for more streamlined control and 
use of the system. Throughout and beyond the instal-
lation, STANLEY has been and continues to be a true 
partner to the county, Crocker says.

“STANLEY gave us a great, top-notch team to work 
with from day one. The team was incredibly helpful in 
teaching us how to administrate, oversee and stay on top 
of monitoring the system. This was an in-depth education 
that extended well beyond just a single training session, 
and we couldn’t be more grateful for that,” says Crocker.

The King George County government and its 
expanding campus of service buildings has been 
integral to the area’s culture of support and growth, 
placing a high priority on the quality of residents’ lives 
through the protection of natural, cultural and histori-
cal resources. This also means ensuring that all public 
facilities serve to strengthen confidence in the safety 
and security of the county through fully modernized, 
streamlined access control. 

“These are buildings that are in use all day, every day, 
for 365 days a year by all county employees, court person-
nel and any citizens we bring in and aim to protect. 
STANLEY has been able to offer us an up-to-date access 
control solution that is easy to manage and offers us peace 
of mind going through our day-to-day,” says Crocker.

Over the years, STANLEY has provided the skilled 
direction and increasingly innovative technology 
necessary to keep pace with security concerns and 
challenges as King George County continues to flour-
ish. These solutions—now and for years to come—aptly 
secure the government’s existing facilities and ensure 
the valuable ability to extend the reach of quality 
access control as the county expands its campus and 
services.

About the Author: John Johnson is the end-user consultant,  
Mid-Atlantic region, for STANLEY Security. For more information on  
any of STANLEY Security’s access control products or solutions, go to 
www.stanleysecurity.com.
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a S THE MARKET CONTINUES TO EXPAND FOR SMART CONTROL 
and automation applications for buildings, points of access have taken a 
central role in these deployments. Whether installed by a service provider or 
by an end user, doors, garages and other entry points are proving to be vital 
control centers of smart environments.

Why Access Needs to Be Intelligent
Many think of smart building management as something usually handled 

remotely. When smart devices are installed in a building, most electronic 
and mechanical systems, such as climate, security, lighting and water 
controls, among others, can be controlled wirelessly via the Internet. While 
remote capabilities are obviously a benefit, these devices typically operate in 
relatively steady or automated states, and smart capabilities are often used to 
simply send status notifications to the building management or owner. 

Others envision smart controls as mainly an interior experience, allowing 
the user or operator to conveniently or automatically control these systems 
from inside the premises. Smartphones as the controller are common, as are 
tablets and PCs. Proprietary control hardware is also common, ranging from 
hand-held-type controls to tabletop and wall-mounted panels.

Smart Access Control 
Through Z-Wave

By Mark Walters

Photo credit: ©Mrsegui | Dreamstime.com
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Both visions of the smart building 
are achieving mainstream accep-
tance in both commercial and resi-
dential applications. The constant 
between them is points of access, as 
people obviously always enter and 
exit a building or the rooms within 
it. Systems controls that are initi-
ated by activity proximate to the 
building’s or room’s points of access 
represent a logical starting point for 
further smart control actions. As a 
result, smart door, garage and other 
access controls have been assuming 
a central place in smart building 
deployments, both commercially 
and in residences.

Half Smart or Full Smart?
A broad variety of smart locks 

is now available to the contrac-
tor or consumer. However, these 
vital access controls use different 
wireless technologies to perform 
different acts of intelligence and 
automation. 

For example, many new 
locks feature NFC (Near Field 
Communications) as an enabling 
technology. This allows a smart-
phone to work as a key, but this is 
as far as the intelligence can go, 
literally, as NFC only has a working 
range of several inches. 

Locks controllable with the 
Bluetooth wireless protocol have 
become available, but this technol-
ogy is also ill-suited for building 
control and is rarely deployed for 
such applications. Developed as a 
point-to-point technology between 
short distances, such as between 
a phone and a lock or headset, 
Bluetooth’s range even under ideal, 
obstruction-free conditions is only 
30 feet. In theory, this technol-
ogy might allow proximate smart 
devices to be controllable from a 
door lock or other access control, 

but few if any such systems exist on 
the market.

The capability for triggering intelli-
gent systems and devices throughout 
the home or business requires a more 
robust technology that has been 
designed for this purpose. Since 2005, 
Z-Wave wireless control has been 
the international market leader in 
this capacity. More than 1,000 smart 
devices from over 250 manufacturers 
and service providers are based on 
Z-Wave, which retains cross-brand 
interoperability and backward 
compatibility among them all. 

With a mesh networking technol-
ogy that hops control commands 
from node to node, and with a range 
in excess of 25 meters between 
nodes, Z-wave can control an entire 
home or building, and its intelligence 
can be easily commanded by actions 
initiated from the access point. 
This has resulted in a wide range of 
available access controls that feature 
Z-Wave technology, including door 
locks, garage controls, and window, 
skylight and shade controls, among 
others. Each of these can send and 
receive Z-Wave commands through-
out the home or building.

Why the Point of  
Access Is Central

Entrances and exits are ideal 
triggers for automated control appli-
cations. As occupants enter a build-
ing, actions can be performed on 
arrival. Lights are turned on or off, 
temperature is controlled, shades 
and skylights are opened or closed, 
and so on. These actions can all be 
automated by a single event or by 
multiple events at the access point, 
whether door, garage or window. 

As an example, a Z-Wave-enabled 
door lock can trigger a series of 
events throughout the building by 
simply being in the native opened 

or closed state. The lock status 
controls these conditional events. 
Locking the door can turn on the 
outside security system and interior 
motion controls used for security. 
Unlocking the Z-Wave door upon 
entry can prepare the interior for 
occupancy; interior lights and 
climate come on to predetermined 
levels, interior security controls can 
be idled, and so on. 

The ability to direct deeper build-
ing intelligence in such a simplified 
way has made Z-Wave controllable 
door locks popular. Z-Wave models 
can be included in automated smart 
scenes throughout the building. 
They also provide natural security 
and convenience advantages, such 
as logging entrances and exits, 
quantifying overall visits, and 
identifying specific access activities 
based on individual codes. 

Locks, of course, are not the only 
sensors appropriate for points of 
access. Motion, light and moisture 
sensors not only add efficiencies in 
cost, they enhance the environment 
and provide safety. The convenience 
of automatic room controls such 
as lighting upon entry and exit are 
obvious. These capabilities will 
become more critical as the popula-
tion ages and more buildings are 
built or repurposed for seniors in 
independent and assisted living. If 
both the door and the garage can 
control smart events throughout 
the building by simply opening 
or closing, the user experience is 
essentially transparent. 

How Smart Access  
Simplifies and Economizes

For a building operator, efficiency 
is a primary goal, along with 
security, reportage and remote 
control. Z-Wave control, enacted at 
the access point, can provide these 
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benefits. Precision control over 
costly resources such as energy 
results in occupant comfort as 
well as cost savings. For example, 
rooms or lobbies can be climate 
controlled based on occupancy and 
traffic; as more people fill the space 
(catalogued by the smart lock), the 
climate can warm or cool in associa-
tion. Occupancy capacities can also 
be monitored in this way, all from a 
remote location, if necessary.

Security is another key inter-
est—and another channel where 
Z-Wave control has become the 
technology of choice; virtually all of 
the major providers of smart secu-
rity equipment and services in the 
U.S. are powered by Z-Wave. These 
include whole-systems service and 
equipment suppliers, as well as 
individual lock and sensor compa-
nies. Whether assembled in one 
installation or over time, the scale 
of control initiated by occupancy 
access can be extensive, including 
motion and light sensors, smoke 
and carbon monoxide detectors, 
alarms and, of course, remote notifi-
cations of status and activity. 

Beyond physical security, these 
smart access controls provide the 
benefit of activity quantifications 
that can be observed over time. 
Useful information regarding 
number and frequency of visitors 
can be gathered; busy times can be 
observed and predicted to allow 
preparations or changes. Energy 
inefficiencies can be exposed and 
solutions devised. 

Simple Z-Wave gateways in the 
building, often integrated into 
other equipment, can archive the 
data through applications operated 
in-house or remotely. In this way, 
the building operates at maximum 
efficiency, operating automatically 
in the background at the macro 

level while allowing full manual 
control at the micro level.

Integration into an Ecosystem
What distinguishes Z-Wave as 

a natural solution for smart access 
control is its ecosystem of interoper-
able products. It frees the architect 
or contractor to be able to specify 
best of breed solutions from differ-
ent vendors, as opposed to being 
locked into proprietary solutions 
that are more limited and usually 
more costly. As a result of its sub-
GHz operating frequency, Z-Wave 
is not compromised or confused by 
nearby wireless traffic, particularly 
from Wi-Fi, which is now pervasive 
in virtually every type of building. 
Commands and status are both 
reliable—a must for the building 
operator. 

The ecosystem of smart devices 
powered by Z-Wave comprises 
the largest available selection of 
both products and applications. 
Integration becomes simpler 
through ease of installation and the 
common language communicated 
between systems, sub-systems, and 
devices. Retrofits become simple, 
and new construction is simplified, 
with many Z-Wave devices capable 
of long-term battery life when direct 
connection to electricity is impracti-
cal. No other protocol has estab-
lished such an ecosystem, much less 
one that can run all the systems of 
an intelligent building.  

About the Author: Mark Walters is chairman 
of The Z-Wave Alliance, a consortium of more 
than 250 leading manufacturers and service 
providers worldwide dedicated to interoper-
able wireless control products based on the 
Z-Wave open standard. He can be reached at 
mark@z-wavealliance.org.
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S ORGANIZ ATIONS MOVE TO  
electronic access control for higher 
security and the ability to integrate 
multiple systems, there has been a 
corresponding growth in demand 
for electronic locking solutions. This 
trend will only accelerate as the 

market accelerates adoption of IP-based 
access control systems and also embraces 
convenient new wireless solutions. These 
solutions include electronic locks that 
connect wirelessly to the online access 
control system and can also be opened 
with mobile phones that act as trusted 
credentials.

According to global information 
company IHS, revenues from the sale of 
electric strikes and electromagnetic locks 
are expected to outpace those of mechan-
ical locks through 2017. In the firm’s 
January 2014 Market Insight report, IHS 
said that global revenues for these prod-
ucts are expected to grow at compound 
growth rates (CAGRs) of 6.9 percent and 
7.8 percent respectively. 

In comparison, mechanical locks are 
projected to experience a weaker CAGR 
of 4.5 percent in the same timeframe. 
Adi Pavlovic, analyst for access control, 
fire and security at IHS, attributes the 
increased demand for these products to 

the rise in popularity of electronic access 
systems. The firm says that electromag-
netic locks and electric strikes are the 
most common electric locking devices 
used in accordance with access control 
systems.

Migrating to IP-Based Access Control
Electronic locking systems become 

even more attractive with the move to 
IP-based access control, whose benefits 
include simplified system operation, 
expansion and customization, along with 
the ability to integrate a physical access 
control system (PACS) with many other 
solutions sharing the same network. 

Most companies and institutions today 
have installed a variety of generally dispa-
rate and isolated systems, ranging from 
security, access control and video surveil-
lance to incident response, perimeter 
detection and alarm monitoring. Although 
these systems typically cannot easily share 
information, if at all, there are natural 
synergies between each of them. IP-based 
solutions make it easier to integrate them 
and provide the opportunity for a single 
new system that can be much greater than 
the sum of its individual, disparate parts. 

The ability to manage all of an organiza-
tion’s systems on a single network in any 

to the Door
Trends in Electronic Access Control 
and Locking Systems

By John Fenske

Moving Intelligence 
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environment also delivers better facil-
ity management. Additionally, value is 
optimized because this single system 
can perform multiple functions with a 
single interface to all associated appli-
cations. Organizations that previously 
operated several security systems on 
isolated networks can instead invest 
in a single, unified IP network, and 
technologies that previously coexisted 
only physically can now be managed 
and controlled logically.

Most organizations are also 
realizing that IP-based access 
control actually improves security. 
One reason is that it offers a more 
comprehensive view by enabling 
the integration of video surveillance 
with access control. The ability to 
manage all of the various video 
management and analytics subsys-
tems, intrusion devices and associ-
ated IP-based edge devices through 
a single user interface significantly 
enhances situational awareness 
since all information can be imme-
diately combined and correlated.

As organizations continue to 
deploy IP connectivity for access 
control, we will also see the 
adoption of wirelessly connected 
locksets that provide near-online 
and near-real-time control of the 
opening. This reduces wiring costs 
and alleviates problems with using 
mechanical keys that are hard to 
monitor and manage, are easy to 
steal and misplace, and make it 
difficult to investigate incidents 
when they occur. There are a 
number of issues to consider when 
deploying electronic locks within 
the access control network.

Deployment Considerations
Introducing electronic locks 

into a networked access control 
infrastructure requires that there 
be a continuum of options to fill the 

gap between traditional mechanical 
locks with no intelligence and door 
solutions with full, IP-networked 
intelligence and functionality. 
The access control system itself 
must be easy to adapt for facility 
expansion or to accommodate 
changes to virtually any card/reader 
configuration that future security 

needs may require. This could mean 
controlling a couple of doors with 
dozens to hundreds of card holders 
today, on up to managing hundreds 
of doors at multiple facilities with 
as many as 100,000 card holders or 
more tomorrow. 

Unlike alternative proprietary 
solutions that rely on a single OEM 
panel and matching software, 
today’s IP-based solutions provide 
access to hundreds of access 
control software system options. 
This ensures that an end user 
who purchases a system-agnostic 
controller product for use with 
today’s access control software can 
later change that software to meet 
evolving requirements in the future 
without requiring a major upgrade. 

For optimal scalability, IP 
access control solutions should be 
supported by complete developers’ 
kits that feature standards-based 
application programming interfaces 
(APIs) to the embedded software 
driving access control functional-
ity. This will enable customers to 
meet evolving requirements and 
future expansion needs while 
protecting the value of their overall 
investments. 

Users should also have a wide 
variety of options for future addi-
tions, including fire alarms, intru-

sion detection, CCTV, biometrics 
and others as required. In addition, 
security is an important consider-
ation. The controller platform must 
be capable of operating with fully 
trusted connections from host to 
controller to reader. All readers/
controllers and IO modules should 
feature security capabilities such 

as an onboard encrypted Hi-O 
communication bus, as well as 
elements such as 12/24VDC lock 
support, mounting options, and 
plug-and-play IO modules that 
extend IO at and behind the door. 

Going Wireless
Wireless intelligent locksets are 

the first step to untethered connec-
tivity in this networked access 
control environment. These devices 
will become more prevalent as new 
lower-cost, energy-efficient models 
are introduced to the market. Since 
there will be no need to run wiring 
to a door, this will provide a cost-
effective alternative to wired access 
control on any opening. 

Along with the move to wireless 
electronic locks, we also will see the 
advent of mobile access control with 
phones and other smart devices 
that can act as trusted credentials. 
Traditional cards will coexist with 
digital credentials on smart devices 
and will work together and with 
other applications in the IP network. 
By using interoperable, open-
architecture IP-based intelligent 
controllers, users will have a broad 
range of both basic and wireless 
intelligent readers to choose from 
that provide access to multiple 
credential technologies.

Most organizations are realizing that IP-based 
access control actually improves security.
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HERE ARE FOUR KEY PHYSICAL ACCESS  
control trends unfolding during 2014 that will 
affect the physical access control market. These 

trends will help to shape the industry as organizations 
strive to improve security, adapt to evolving threats, and 
simplify their users’ day-to-day work life.

TREND #1: The industry is quickly moving beyond 
static, proprietary access control architectures to 
more secure, open and adaptable solutions that 
support customers’ desire for new products and 
technologies that enable their business. 

As the security landscape continues to evolve in 
new and complex ways, progressive organizations 
and thought leaders are adopting a new attitude 
about change and are viewing it as an opportunity for 
improvement and value rather than an interruption or 
distraction. 

Proactively making changes today will ensure that 
an organization’s access control solution can adapt to 
future threats and take advantage of opportunities and 
applications beyond access control. Future high-value 
applications might range from cashless vending, time 
and attendance, and secure print management to secure 
network logon as part of a fully interoperable, multi-layered 
security solution across company systems and facilities. 

TREND #2: Mobile access control will continue to 
roll out in stages. 

During 2014, the first phases of mobile access 
deployments are expected in which smartphones will 
function similar to that of a card transaction today, with 
limitations due to technology and business ecosystems. 
In subsequent phases, the phone’s onboard computing 
power and multimedia capabilities will be leveraged to 
overcome limitations and provide a more functional and 
rich user transaction and experience. 

Looking forward further, the connectivity of 
smartphones will be used to perform most tasks that 
today are jointly executed by card readers and servers or 
panels in traditional access control systems. Organizations 

will be less dependent on the expensive infrastructure 
required for connecting servers, panels and readers—
just electronic locks that respond to a mobile device’s 
encrypted “open” command. 

TREND #3: The migration of intelligence to the 
door will continue with the further adoption of IP 
architectures and future capabilities of smartphones 
for access control. 

Physical security and access control solutions continue 
moving to IP-based architectures that are easier to 
deploy and maintain. In addition, a standards-based IP 
architecture facilitates the integration of a physical access 
control system (PACS) with other systems that can share 
the same network. 

A major benefit of this approach is the ability to move 
intelligence to the door, which streamlines system 
monitoring, management and reporting via standard 
Web browsers. By migrating to true open architecture 
IP-based intelligent controllers, users also can simplify 
future infrastructure enhancements and modifications 
since they can invest in hardware platforms that are not 
tied to proprietary protocols and software. 

TREND #4: Visitor management systems will 
continue to move beyond businesses to schools, 
hospitals and other institutions where high-profile 
incidents have proven that safety and security 
shouldn’t be left to paper logs. 

Visitor management systems are now widely adopted 
in the corporate environment, and they are increasingly 
spreading to other institutions, agencies and campuses.

These systems include key features such as support for 
the HL7 interface control so that hospital visitors can be 
matched to a variety of key real-time information about 
patient status and room numbers, ensuring that no visitor 
is ever sent to the wrong patient room. Another example 
is federal agencies, which are migrating to systems 
that can quickly process visitor access while ensuring 
that all security procedures and policies are followed in 
accordance with Department of Homeland Security policy.

T
4FOUR PHYSICAL ACCESS CONTROL 

TRENDS TO WATCH IN 2014

Submitted by HID Global
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Mobile phones working with 
wireless electronic locks will deliver 
valuable security and user conve-
nience benefits, today and in the 
future. The first step is to simply 
replicate the existing card model: 
phones receive digital keys, and 
users present their phones to door 
readers in much the same way they 
now present ID badges. Identity 
information is communicated to the 
reader, which passes it to the existing 
access control system, which makes 
the decision to unlock the door based 
on a predefined set of access rights. 
This model provides a safer and more 
convenient way to provision, moni-
tor and modify credential security 
parameters, temporarily issue creden-
tials as needed, and cancel credentials 
when they are lost or stolen.

Leveraging Smartphone 
Intelligence

Beyond this simple card emula-
tion model, the next step is to lever-
age the smartphone’s onboard intel-
ligence and network connectivity 
to complete most of the tasks now 
performed by the traditional access 
control system’s card readers and 
servers or panels. The mobile device 
will leverage its wireless connec-
tion be the key, processor and rules 
engine for making access control 
decisions. 

This will initiate a paradigm 
reversal, sometimes referred to as 
duality, in which mobile devices 
carrying credentials become the 
access decision makers, rather than 
an access control system, and doors 
become the ID “badges,” rather than 
the cards. This duality concept will 
eliminate the need for deploying 
readers (and locks) with any signifi-
cant intelligence or connections to 
backend servers through physical 
cabling. All that will be required 

is standalone electronic locks that 
can recognize a mobile device’s 
encrypted “open” command and 
then operate under a predefined set 
of access rules. 

Reducing Deployment Costs
Using mobile devices as trusted 

credentials will dramatically reduce 
access control deployment costs, 
and the industry will begin secur-
ing interior doors, filing cabinets, 
storage units and other areas where 
it has been prohibitively expensive 
to install a traditional wired infra-
structure. There will be a mixed 
infrastructure environment of 
wired, wireless and disconnected 
locks, as well as new ways for end 
users to economically deploy access 
control across a larger percentage of 
a facility’s total openings. 

IP-based access control is well 
on its way to widespread adoption 
and is expected to drive continued 
growth in shipments of electronic 
locking solutions. Its benefits 
include simplified system operation, 
expansion and customization, plus 
the ability to integrate a PACS with 
many other solutions on the same 
network. 

By moving intelligence to the 
door, it also streamlines system 
monitoring, management and 
reporting. Before long, we’ll see this 
intelligence and decision making 
move to smartphones as well. This 
will be a game-changing paradigm 
shift that enables us to secure far 
more doors electronically than 
was ever before possible using a 
combination of wired, wireless and 
disconnected locks; basic and wire-
less intelligent readers; and multiple 
credential technologies.

About the Author: John Fenske is vice presi-
dent of product marketing, identity and access 
management, for HID Global.
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2014 Doors & Hardware Security Survey 
Reflects Steady Demand for Products

HE U.S. MARKET FOR 
security products and 
systems is expected to 
increase 6.3 percent annu-

ally to $19.9 billion in 2016, according 
to The Freedonia Group, an interna-
tional business research company. 

Growth will be driven in large 
part by strong rebounds in construc-
tion and capital investment spend-
ing from low 2011 bases, following 
a period of economic contraction 
and a tight credit environment, the 
report says. A perceived high risk of 
crime and technological improve-
ments to security technology will 
also play a role. 

Ongoing technological improve-
ments that enhance the accuracy, 
ease of use, and speed of operation 
of security systems will also bolster 
spending, not only by spurring inter-
est in upgrading existing security 
systems, but also by improving market 
penetration. Additionally, falling prices 
in some segments and improved func-
tionality have increased market pene-
tration across a broadened customer 
base, according to the report.

Electronic Access Control and 
Locks to See Fastest Gains

In good news for the architectural 
openings industry, electronic access 
control systems and locks are expected 
to see the fastest gains among the 
different product categories, growing 
at 9 percent annually to $5.6 billion in 
2016. Increasing consumer interest in 
automating security functions and a 
shift away from manned security is 
expected to drive demand for access 

control, the report says.
Although card-based access control 

products will still make up the 
majority of the access control market, 
biometric solutions are expected to 
see the higher increase in demand, 
growing at nearly 15 percent annu-
ally to $1.7 billion in 2016.

In addition, every vertical market 
is expected to see solid increases in 
demand for security products, the 
report says, including: 

■ consumer (6.3 percent)
■ government and institutional 

(7.3 percent)
■ industrial (5.1 percent)
■ trade and distribution (4.7 

percent)
■ financial institutions (5.4 

percent)
■ air transport (6.7 percent)
■ offices and lodging (7.9 percent)
■ services (6.4 percent)
“All of these markets will benefit 

from especially strong rebounds 
in construction activity, which will 
bolster demand for basic security 
products such as mechanical 
locks and electronic access control 
systems,” the report states. “In addi-
tion, demand in all of these markets 
will be supported by increasing 
interest in more sophisticated secu-
rity measures to help protect facilities 
and vehicles used in these settings.”

Office, Lodging Segment to  
Lead Market Gains 

The fastest market gains are 
expected in the office and lodging 
segment, driven by particularly 
strong growth in construction 

activity. In addition, demand will be 
supported by the adoption of more 
advanced access control systems 
and electronic door locks in many of 
these buildings. 

The consumer and industrial 
markets will also post above-
average gains, as many homeowners 
and businesses will undertake 
investment projects that were put 
off during uncertain economic 
times. The air transport market will 
continue to outpace the industry 
average in light of government regu-
lations and new technologies. 

2014 DHI Security Survey
DHI recently conducted its annual 

survey of members to determine to 
what degree electrified hardware 
is a core part of their business. The 
anticipated strong growth in security 
products and systems is reflected in 
this year’s survey results.

The number of respondents 
involved with electrified hardware/
access control as an important and/
or growing part of their business 
remained strong, equaling last 
year’s survey at 93 percent.

Increased Sales Expected
When asked the reasons why 

respondents expected to increase 
sales in 2014, 66 percent cited grow-
ing market demand, compared to 89 
percent last year. However, almost 
30 percent of respondents said 
they had made a strategic decision to 
increase their involvement in these 
products, compared to zero respon-
dents last year.

 By Denise Gable
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The majority of respondents, almost 
78 percent, said that their company 
was involved with supplying only 
electrified hardware. Sixty-two 
percent said that they installed elec-
trified hardware, 50 percent supply 
and install PC-based access control 
systems, and 42 percent offer security 
consulting services for PC-based 
access control systems. These 
numbers closely mirror the 2013 
survey results, with slight increases 
in PC-based access control systems 
and security intrusion systems.

What Percentage of Your 
Business Are the Following?
In 2013, 43 percent of respondents 
said electrified hardware and 
PC-based access control systems 
comprised less than 10 percent 
of their businesses. In 2014, that 
number grew only slightly to 44 
percent. The number of respondents 
who said these products repre-
sented more than 75 percent of their 
core businesses dropped, from 6 
percent to 2 percent. (See Figure 1.)

Core Businesses
We also asked respondents which 

types of facilities represented 
their core businesses, reflecting 
where they are seeing the greatest 
demand. Once again, commercial 
facilities scored the highest overall 
and almost doubled from 2013, from 
5.5 percent to 10.3 percent. That was 
followed by education, industrial, 
office and healthcare. (See Figure 2.)

Companies Add AHCs to Staff
2014 survey results show that 

the number of companies that 
have added credentialed personnel 
such as AHCs and EHCs to their 
permanent staff has increased 
dramatically, reflecting increased 
demand and anticipated demand. 

Sixty-seven percent of respon-
dents say they have added an AHC 
to their permanent staff, as opposed 
to 42 percent in 2013. The number of 
EHCs on staff declined slightly from 
29 to 28 percent.

The consistency of responses  
between the 2013 and the 2014 surveys 

shows that DHI members are 
continuing to incorporate these 
products into their lines and 
to add credentialed person-
nel to their staffs, and they 
should be well prepared for the 
predicted growth in demand.

Figure 1
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SCHOOLS

Most school districts have conducted risk 
assessments of safety and security in their 
buildings and have begun implementation 
of both passive and active measures. Some 
states such as Connecticut are funding 
renovations and upgrades to school security. 
Others are employing passive security tactics 
such as sheltering in place in rooms during 
a lockdown. Three critical elements to shel-
tering in place are doors that lock from the 
inside, Category II safety-rated glazing to 
prevent ingress, and blocking an intruder’s 
vision into locked rooms. 

For existing doors, several cost-effective 
solutions are now available. A simple roll-up 
fabric cover, drop-down pleated shade, slid-

ing metal panel or privacy roller shade can 
be applied to vision lites already installed. 
Other solutions for existing doors involve 
replacing the entire vision frame and glazing 
with Insulated Glass Units (IGUs) such as 
integrated miniblinds, privacy glass panels or 
integrated cordless louvers. 

IGU choices are also ideal for new doors 
and can provide better Sound Transmission 
Classification (STC) values than most single-
pane glazing. For classroom security, select 
options that offer total blackout of all vision 
and light such as a privacy roller shade or 
sliding metal panel with safety-rated glaz-
ing. Coordinating units for sidelites can be 
ordered with any of the IGU models.

TODAY MORE THAN EVER, including glass in swinging doors is a balance between security and 

creating an open, welcoming space. Vision lites in doors provide two-way visibility between rooms and 

can be an important life safety feature. 

Privacy, light sharing and security are considerations when designing public and commercial buildings 

such as schools, hospitals, government institutions and office buildings. More privacy options are being 

developed to meet an increasingly complex set of requirements and facility-specific needs. 

Integrated Cordless Louvers
Photo Courtesy of Unicel Architectural Corp.
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HEALTHCARE SETTINGS

The Health Insurance Portability and Accountability 
Act of 1996 (HIPAA) requires providers and insurers to 
adopt and implement privacy procedures that secure 
patient records containing individually identifiable 
health information so that they are not readily available 
to those who do not need them. Vision control measures 
can help healthcare providers meet HIPAA require-
ments where limiting the observation of consultation, 
computer and patient records is desired. 

Concern about infection control and healthcare-
associated infections has healthcare designers looking 
for options other than curtains and standard blinds. In 
hospital settings, patient observation needs can conflict 
with providing privacy to the patient. Innovative solu-
tions for healthcare address both privacy and hygiene.

IGUs provide privacy options that are dustproof, 
hygienic and cleanable, such as integrated miniblinds, 
integrated cordless louvers, switchable glass or glass 
privacy panels. Dual-side control options on these IGUs 
both meet the need for patient supervision without 
entry into the room and give patients control of their 
privacy. Coordinating sidelites and windows are also 
available, providing a unified look.

COMMERCIAL AND INSTITUTIONAL SETTINGS

With the trend toward more daylighting, building 
designs are incorporating additional interior glass, 
so the need for temporary privacy has been created 
in spaces like conference and interview rooms. Law 
enforcement and detention facilities call for privacy 
options that are designed for heavy-duty use and 
observation.

For a sophisticated look either for new doors or when 
replacing existing vision lites, consider switchable 
glass, privacy glass panels, integrated cordless louvers 
or integral miniblinds. These offer easy maintenance 
and adjustable levels of privacy, as well as coordinating 
sidelites and windows. To add vision control to existing 
doors, a privacy roller shade is a good option.

New construction privacy options with security glaz-
ing for law enforcement interview rooms and occupant 
observation include privacy glass panels, vision frames 
with hinged doors, integral miniblinds or integrated 
cordless louvers. The need for detention-level door 
privacy options can also be met with heavy-gauge 
vision lite models with hinged privacy doors or sliding 
metal panels designed for security facilities.

Privacy Roller Screen
Photo Courtesy of Air Louvers

Sliding Metal Panel
Photo Courtesy of Anemostat Door Products

Integral Miniblind
Photo Courtesy of Vetrotech Saint-Gobain North America, Inc.
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SLIDING METAL PANEL – A heavy-duty 12-gauge 
framed unit that is designed to be installed over 
existing vision lites. The vertically oriented door slides 
from side to side. When closed, it blocks all vision and 
light; when open, it does not obscure the vision lite area. 
It works best with a non-centered lite.
Benefits: Installed over existing vision lite with ⅛-inch 

or lower profile; does not affect fire rating of door
Applications: Education, detention, commercial; for use 

with existing vision lites
Options: Galvanized or stainless steel; paint colors

PRIVACY ROLLER SHADE – A retractable privacy roller 
shade in a housing with a frame that is installed onto an 
existing vision lite using hook-and-loop fasteners. The 
shade fits into tracks at the side, blocking out all vision and 
light, and retracts with the push of a button. The shade is 
designed to blend in with the existing frame, and when 
open, it obscures only the top ½" of the glazing.
Benefits: For use with existing vision lites; ease of 

installation and operation; when closed, it blocks all 
vision and light; does not affect fire rating of door

Applications: Education, commercial, institutional
Options: Color of frame

PRIVACY GLASS PANELS – An IGU assembly of three 
panels that includes a vision blocking element. These can 
be ordered as a vertically or horizontally controlled unit. 
As the stripes of opaque or frosted material align with 
each other, viewing of the opposite side of the panel is 
enabled. When open, the viewing area is 50 percent of 
the vision lite. Vision is totally blocked with the opaque 
film option, allowing only a small amount of light pene-
tration at the sides of the frame.
Benefits: Low maintenance, with few moving parts; 

hygienic; STC values; coordinating units available for 
sidelites and windows

Applications: Medical, education, commercial; can 
replace existing vision lites or be ordered for new 
doors

Options: Operators: handle, ligature-free, knurled knob, 
two-sided, locking. Colors, custom graphics, panel 
for dry-erase marker notes, lead-lined, one-way glass, 
polycarbonate, fire-rated glazing.

VISION LITE WITH HINGED PRIVACY DOOR – Vision 
lite with an integral hinged metal door on one or both 
sides. Some models have magnets to hold the door in 
either an open or closed position. These are a simple yet 
durable option that can block all vision and light.

Drop-Down Pleated Blind
Photo Courtesy of Lockdown Shades

Vision Lite with Hinged Privacy Door
Photo Courtesy of Air Louvers

Privacy Glass Panels
Photo courtesy of Vistamatic, LLC

Privacy Options
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Benefits: When closed, blocks all vision and light; when 
open, does not obscure vision lite area; can replace 
existing vision lites or be  used in new construction; 
fire-rated if installed in appropriately rated door and 
with fire-rated glazing

Applications: Education, detention, commercial; can 
replace existing vision lites or be ordered for new doors

Options: Stainless steel; paint colors; magnetic or roller 
catch; lock; detention facility options

DROP-DOWN PLEATED/HONEYCOMB OR ROLLED 
FABRIC BLIND – Applied to the door on top of the frame 
of the existing lite kit. A rolled fabric version is attached by 
hook-and-loop fasteners to the door and unrolls to cover 
the glass. When closed, the fabric blocks approximately 90 
percent of vision. Light blocking depends on the fabric used. 
The pleated or honeycomb shade version folds up into the 
holder, which is magnetically attached to metal doors or 
attached to a metal mounting plate on wood doors. Pleated 
blinds include a privacy liner that blocks all vision and most 
light and is held down by magnets on the bottom edge. 
When open, the vision lite area is not covered. 
Benefits: Ease of installation
Applications: Education, commercial; for use with 

existing vision lites
Options: Colors

INTEGRATED MINIBLIND – An IGU with an enclosed 
miniblind that blocks vision and some light when 
closed. Models that lift reveal approximately 95 percent 
of the vision lite area due to the blind storage at the top, 
while tilt-only models provide a full view. 
Benefits: Low maintenance; STC values; hygienic; can 

be used for full door blinds, as well as sidelites and 
windows

Applications: Education, medical, detention, commer-
cial, law enforcement; can replace existing vision lites 
or be ordered for new doors

Options: Colors; tilt or lift and tilt; thumbwheel or 
magnetic controllers; dual-side controls; fire-rated 
glass; polycarbonate glazing; interior and exterior

INTEGRATED CORDLESS LOUVERS – An insulated 
glass unit with integral aluminum louvers that can 
be adjusted for tilt. There are no cords or strings; the 
aluminum louvers are controlled by operators on both 
sides using a rack and pinion system. Vision is slightly 
obstructed by the shape of the louvers, revealing some-
what less than 100 percent of the viewing area. 

Benefits: Low maintenance; hygienic; coordinating 
units available for sidelites and windows

Applications: Medical, education, commercial, law 
enforcement; can replace existing vision lites or be 
ordered for new doors

Options: Leaded glass; STC values; hygienic; solar heat 
reduction; fire-rated glass; polycarbonate; interior or 
exterior use; crank operator or ligature-free thumb-
wheel with single or dual-side controls

ELECTRICALLY CONTROLLED SWITCHABLE GLASS – 
Several technologies are offered that change glass 
from clear to opaque using an electrical current. Most 
products consist of a laminated glass product with a 
Polymer Dispersed Liquid Crystal (PDLC) film between 
two layers of glass and two conductive interlayers. This 
allows light to pass through when in the clear mode, 
in some cases with as low as a 3-5 percent haze factor 
when viewed from straight on. 
Benefits: Opaqueness is dimmable; hygienic; uses line 

voltage; some are UL rated; coordinating units avail-
able for sidelites and walls

Applications: Medical, education, commercial; can replace 
existing vision lites or be ordered for new doors

Options: Interior or exterior; dual-side controls;  
fire-rated glass; UV protection; solar heat reduction

About the Author: Nona Peterson is the marketing coordinator for  
Activar Construction Products Group. She can be reached at 
nmpeterson@activarcpg.com.

Switchable Glass
Photos Courtesy of Glass Apps, LLC
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HIS YEAR’S CoNEXTions 
program is jam-packed with 
learning and networking 

opportunities, says DHI President 
Mark Lineberger, AHC/EHC, FDAI.

“Thursday morning starts 
with the Forum Breakfast, with 
Bob Murray, chief economist for 
McGraw Hill, giving us a sense of 
whether the seemingly improv-
ing construction activity will 
continue into the near future. He’ll 
be followed by an evangelistic 
marketer, Alex Goldfayn, who will 
share some simple but important 
secrets for growing your business—
for free!” Lineberger says.

“Following breakfast, you can 
choose among 10 short-format 
30-minute break-out sessions with 
general interest topics, ranging from 
BIM, LEED, and Pay-if-Paid, to special 
interest ones such as dealing with 
generational issues, emerging leaders, 
and exit and succession planning. 
There’s something here for everyone.”

At the Forum’s Wrap-Up Lunch on 
Friday, sales intelligence expert Sam 
Richter and best-selling author Ross 
Bernstein will take the stage. Richter 
will teach attendees valuable online 
search secrets, while Bernstein will 
explain why some teams are success-
ful and others aren’t.

Thursday’s break-out sessions 
offer the opportunity to increase 
your knowledge and build your 
skills while addressing the topics 
and issues that are vital to your 
success. They include the following.

BIM
Thomas Lewis, AHC/CDC, LEED-
AP, CM-BIM, FDAI, senior director 
of BIM Technologies, ASSA ABLOY 
Openings Studio, will present 
on one of the hottest topics in the 
openings industry today: Building 
Information Modeling (BIM). 

Lewis asserts that your customers 
expect the amount of their work that 
involves BIM to increase 50 percent in 
the next two years. Positive return on 
investments in BIM technology and 
lean construction practices are adding 
to their bottom line, with fewer errors 
and omissions, less re-work, and 
jobsite waste reduction. These bene-
fits and more are driving the growth 
of virtual design construction. 

In his presentation General 
Contractors Are Embracing BIM—Are 
You?, Lewis will ask the question: 
Will you be prepared to service 
your key customers and participate 
in this emerging new landscape?

Recommended for distributor 
principals, spec writers, estimators 

and project managers, Lewis will pres-
ent an overview of the BIM and lean 
construction landscape, as well as how 
distribution can prepare for, partici-
pate in and profit from the process. 

Sustainability
Estimators, project managers, speci-

fiers, manufacturers and company 
FSC program administrators inter-
ested in upcoming changes to LEED 
Version 4 should attend The Green 
Horizon—What’s Next in Sustainability, 
by Tim Petersen, LEED AP, vice 
president, Sales, Door Division, VT 
Industries, and Stephen Farley, CSI, 
CDT, director of technical marketing, 
Masonite Architectural DoorSystems.

“The next version of LEED is loom-
ing, and with it comes a whole new 
set of environmental requirements,” 
says Petersen. “These requirements 
will demand more in-depth environ-
mental information about the prod-
ucts you sell. Language is already 
changing in project specifications, 
demanding documentation to stan-
dards that have yet to be completed.”

Among the takeaways will be 
how the many changes in LEED 
v4 will affect product documenta-
tion, including new requirements 
for material and resource credits, 
Health Product Declarations, 

2014 CoNEXTions 
Speakers Are Relevant, Diverse
Introducing left to right: Thomas Lewis, AHC/CDC, LEED-AP, CM-BIM, FDAI; Tim Petersen, LEED AP; Stephen Farley, CSI, CDT; Brian K. Carroll; David Lewis; Dr. Rob Britton 

T
See pages 52-54 for speaker dates and times
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new product Life Cycle Analysis, 
Environmental Product 
Declarations, and bio-based materi-
als and FSC reporting changes. 

Pay-if-Paid
What does the “if” in pay-if-paid 

really mean, and how big of an “if” 
is it? CFOs, CEOs, COOs and project 
managers will be interested in Brian 
K. Carroll’s The Big “IF” in Pay-if-
Paid Clauses. Carroll will discuss the 
real risks of signing contracts that 
contain pay-if-paid clauses, how to 
spot the differences between pay-
if-paid and pay-when-paid clauses, 
and how to get a clear understand-
ing of the risks and prevention of 
non-payments.

Carroll is a shareholder in the 
Texas construction and federal 
procurement law firm Sanderford 
& Carroll, P.C. His presentation will 
look at risks and sample language to 
avoid when it comes to contingent 
payment clauses. In addition, he’ll 
discuss alternative language and 
methods for allocating risk. While 
the laws related to such clauses vary 
from state to state, sample state stat-
utes will also be discussed.

Generations and Leadership
David Lewis, executive director of 

franchising for Express Employment 
Professionals, is an expert on small 
business development and franchise 
sales, labor market and economic 
outlook trends, and recruiting and 
job search skills.

Lewis is an appointee to the 
Oklahoma Governor’s Council 
on Workforce and Economic 
Development and is a past nomi-
nee for the Oklahoma House of 
Representatives. A two-time “40 
Under 40” award winner, he is an 
expert on public policy’s effect on 
franchising and the labor market.

In Generations in the Workplace, 
Lewis will explore the five genera-
tions that work side by side in 
today’s dynamic and demanding 
workplace. He will examine each 
generation, its quirks and its natural 
talents. Attendees will learn why 
different generations communicate 
on different “wavelengths” and, 
most importantly, how to bridge the 
generational divide. 

His second session, The Emerging 
Leader, is based on Lewis’s book The 
Emerging Leader: Eight Lessons for 
Life in Leadership. “This presentation 
takes attendees on an entertaining 
exploration of five actionable traits 
of successful leaders,” says Lewis. 
Put your career on the fast track 
by becoming equipped with a new 
language of enhancement. Learn 
how to “Beat the Ref,” prepare for 
“Woodpeckers, Not the Waves,” 
and become a “Racehorse, Not a 
Workhorse.” 

“Learn the real story behind several 
of today’s most admired leaders 
and how you can control your own 
journey of success,” says Lewis. “This 
session will be enjoyed by anyone 
who wants to increase their ability to 
influence employees, coworkers and 
customers with immediately imple-
mentable techniques.”

Exit Planning, Succession 
Planning, and Advice for GOLDs

Dr. Rob Britton, principal, Real 
World Leadership, was part of the 
leadership team that rebuilt the 
American Airlines brand after the 
September 11 attacks. His long 
career in the airline industry taught 
him a lot about how to motivate 
people, achieve results, and have 
fun at work—and how to live a 
balanced life after work. 

Britton’s three presentations are 
aimed at multiple generations: 

Graduates of the Last Decade 
(GOLDs), senior and middle manag-
ers responsible for building leader-
ship and ensuring management 
continuity, and attendees at the end 
of their careers and approaching 
retirement.

In Advice for GOLDs, Britton 
offers 10 pieces of practical advice 
to make the transition from school 
to the working world smooth and 
satisfying. “It requires GOLDs to 
think about and take an active role 
in their new lives, both at work 
and away from the office,” he says. 
Attendees will also learn why early 
decisions are important but need not 
determine the future course of one’s 
career, as well as why learning work-
life balance is essential but often 
hard to achieve.

Business magazines and experts 
have been talking about succession 
planning for two or three decades, 
citing abundant evidence that 
demonstrates the value of robust, 
updated succession plans to enter-
prises of any size. In his presenta-
tion Succession Planning, Britton will 
focus on practical tips for building 
and maintaining a succession 
plan that fits your organization. 
Attendees will learn why they can’t 
wait until a key manager leaves to 
think about the future, how success-
ful planning requires time and 
commitment, and why the process 
should be open and transparent.

Finally, in Exit Planning 
(Transitioning from Career to 
Retirement), Britton will explain why 
thinking about and planning for 
retirement should begin well before 
your last day on the job. “The key is 
to plan,” he says. “Begin thinking 
about the transition well before 
you walk out the door, understand 
alternatives, and find the best way 
to take action.”



Thank
you

HE HAGER FAMILY HAS BEEN GROWING AND 
transforming their company for 165 years, 
making Hager Companies one of the 
most successful and sustained companies 
in the door and hardware industry. It is 

respected throughout the industry, not only for its 
business acumen, but for its commitment to family, 
strengthening industry relationships, and the mission 
of the Door Security & Safety Foundation to promote 
secure and safe openings that enhance life safety, says 
Jerry Heppes, Sr., CAE, CEO of the Foundation and 
the Door and Hardware Institute. 

Hager Companies is the “best of the best,” says 
Richard “Dick” Barnhard, DAHC/CDC, FDHI, former 
DHI and Foundation president and current member 
of the Foundation Board of Trustees. “They are one of 
the last family-owned companies in our industry, and 
their corporate culture is built around family. When the 
Foundation launched in 1998, we wanted to include the 
viewpoints of the manufacturers, not just distributors, 
and Hager was the first manufacturer to participate and 
the first to have one of their executives—Rusty Hager, 
their president at the time—serve on the Foundation 
board. When we considered launching a Capital 
Campaign in 2007, the Board unanimously voted to ask 
Rusty to chair the campaign, and he readily agreed!”

“I can’t remember a time 
in my career when I went 
to them for something—
anything—and they 
refused. They have always 
been the strongest supporters of 
DHI and the Foundation, and they continue to this day,” 
Barnhard adds. “In addition to their financial support, 
they support DHI education and have sponsored hospi-
tality rooms and receptions at past DHI conventions that 
were open to all convention attendees.”

“They always put the customer first and have devel-
oped a culture of customer service, respect, respon-
siveness and high quality,” Barnhard says. 

Of his uncle’s involvement with the Foundation, Josh 
Hager, executive vice president and chief operating 
officer, says, “Hager is proud of the legacy that Rusty 
helped shape in furthering education and leading 
change in our industry, and the Hager family remains 
committed to supporting the Foundation’s efforts for 
the advancement of life safety and security.”

Hager Champions the Foundation’s Mission
Since 2006, Hager has contributed more than 

$335,000 to the Foundation and has pledged as a 
Diamond Level manufacturer contributor for 2014. As 

Door Security & Safety Foundation
Says Thank You to
Hager Companies

T
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2014 Diamond-Level Manufacturer Contributor

Photos courtesy of Hager

Six Generations,  

165-Year Legacy of 

Loyalty and Commitment 

to the Industry



part of the Foundation’s new donor 
program, it has created partner 
benefits for manufacturers, distribu-
tors and sales agencies—each with 
its own benefit levels commensurate 
with its donation. 

Hager not only supports the 
Foundation financially, but several 
members of its executive team, 
including Josh Hager and Vice 
President of U.S. Sales Eric Klein, 
have served on the Development 
Committee. 

“The Foundation’s goal to raise 
public awareness of door safety and 
security issues aligns with Hager’s 
mission to produce quality door 
hardware to meet the architectural 
opening industry’s safety and 
security needs,” says Klein. “Hager 
continues to support DHI and the 
Foundation’s initiatives for fire and 
life safety issues through attendance 
at the DHI technical schools, as well 
as in the past making time available 
for some of our employees to teach 
at those schools.” 

“Hager provides continuing 
education to our sales force on key 
programs relating to safety and 
security issues of both mechanical 
and electronic door hardware, as 
well as building codes and green 
building standards,” Klein continues. 
“The Hager family has participated 
in many DHI and Foundation-
sponsored events through the years, 
which have benefited our industry, as 
well as design professionals, building 
managers and the public at large.”

Hager Companies Overview
Over the last 165 years, Hager 

Companies has grown from forging 
wheel rims for Conestoga wagons 
to offering more than 6,000 door 
hardware products from four distri-
bution centers worldwide. Hager 
Companies is the only U.S.-based 

provider of a full line of door hard-
ware and is driven to be the premier 
provider of service in the industry. 
It now offers 11 product lines to 
support the openings industry, 
including architectural and resi-
dential hinges, continuous hinges, 
trim and auxiliary, thresholds and 
weatherstripping, sliding door 
hardware, locks, door controls, exit 
devices and access control products.

Hager has recently added a 
wide array of products, including 
concealed vertical rod, narrow stile, 
and mortise exit devices, a progres-
sive line of overhead door holders and 
stops, electronic and access control 
products, and an expanded lock line, 
including a newly released keyway.

Hager History
Founder Charles Hager left 

Germany in 1848, traveled to St. 
Louis by wagon, and began work 
for a blacksmith. A year later, the 
blacksmith headed west for the gold 
rush, and Charles bought the shop. 
And the rest, as they say, is history.

Charles’s business grew, and the 
skill and quality he built into his 
hardware also built his reputation. As 
St. Louis grew, so did the company 
that bore his name: C. Hager.

In 1894, Hager began producing 
hinges for wooden beer cases for a 
brand new St. Louis beer—Budweiser. 
After that, change came quickly:

■ The industrial revolution of the 
early 1900s saw Hager invest 
in machinery that allowed for 
product line expansion and 
operational efficiencies.

■ Post WWII, Hager moved into 
the manufacturing and produc-
tion of commercial hinges and 
modernized its factories, stream-
lining production with increasing 
capacity through state-of-the-art 
machinery and processes.

■ Throughout the 1980s and ’90s, 
Hager rapidly expanded its 
product offering by moving into 
continuous hinges, trim and auxil-
iary, thresholds and weatherstrip-
ping, and sliding door hardware.

■ The new millennium brought 
the launch of locks, door con-
trols and exit devices, including 
electromechanical products, to 
the Hager product portfolio.

■ The most recent expansion saw 
Hager invest further in access con-
trol products, including electric 
strikes, keypads and magnetic 
locks, delayed-egress options, low-
energy auto operators and a range 
of power supplies.

Hager enjoys a long-standing 
reputation for giving back and is 
involved in a number of charitable 
endeavors, many of those supporting 
education. The company supports 
construction and renovation efforts 
at local schools with hardware dona-
tions that improve school security 
and building efficiencies. Hager has 
supported other school construction 
projects and has donated hardware 
to the first LEED Platinum-certified 
school built strictly by volunteers. 
Additional charitable contributions 
have gone to United Way, Learning 
Disabilities Association of America, 
and Autism Speaks.

Interested in Supporting  
the Foundation?

Thank you to Hager Companies 
for its Diamond Level manufacturer 
donation to the Foundation for 2014 
and the work its members do to 
advance our industry. We appreciate 
its partnership and look forward to 
a productive year!

If you are interested in supporting 
the Foundation please contact Jerry 
Heppes, CEO, Door Security & Safety 
Foundation, at JHeppes@dhi.org.  
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By Bill Natalie

 Should  
 My Business  
 Be in the 

Cloud?

HE CLOUD. IT’S BEEN A MAJOR 

topic of conversation for a few years 
now, and most of us are already 
leveraging it on a regular basis both 
at home and in our businesses. 

Think about some of the simple cloud services we 
use and depend on every day, like Google’s Gmail, 
Dropbox, and Amazon’s many services. Even 
your common office productivity tools such as 
word processors and spreadsheets are now cloud-
based—Microsoft Office 365 and Google Docs are 
two well-known examples. 

While big companies like Microsoft, Google and 
Adobe are migrating users toward subscription 
software services, is it really something that small 
or mid-sized businesses need to be considering? 
What about the software that currently runs your 
business—should it be in the cloud?

The typical door and hardware distributor uses 
three main software applications daily: general 
office productivity software, a front-end estimating

T

What you need to know about cloud-based computing for your business
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and detailing application, and a 
back-end business and account-
ing (ERP) solution. As mentioned 
previously, office applications in the 
cloud have already become a main-
stream option, but what about your 
business software applications? 
There are now viable emerging 
cloud-based back-end and front-end 
solutions that exist to support your 
industry. Could they be an option 
for you?

Going to the cloud is certainly not 
for everyone; much of it depends 
on your business model and system 
requirements. On the surface, it 
looks like an attractive alternative 
to buying and maintaining server 
and network hardware, but while it 
offers many benefits, cloud comput-
ing has limitations that need to be 
considered before making a change. 

So What Exactly  
Is Cloud Computing?

When solutions are hosted in 
the cloud, businesses can access 
shared software and servers over 
the Internet by connecting to a 
secure data center. Fees to use the 
hosted services are typically based 
on a monthly subscription price per 
user. An easy way to think of it is to 
compare it to buying a piece of a pie, 
just big enough to meet your needs. 
You’re sharing the hosting server/
software (not your data, of course) 
with other businesses, so you’re not 
forced to pay for computing power 
that you’re not using. In this way, 
your cloud environment is scalable 
to your organization’s needs, giving 
you access to hard drive space, 
memory and technology when you 
need it, without having to pay for 
idle usage. 

There are certain benefits to 
using a cloud-based solution. 
Infrastructure cost savings, reduced 

staffing needs, diminished IT 
support and regular updates are 
just a few. The question that you 
need to ask is whether or not this is 
the right IT environment for your 
business. 

Cost
Business decisions always come 

down to the bottom line, so let’s 
start there. Whether you’re invest-
ing in a new on-premise business 
solution or upgrading an existing 
one, there is a cost associated with 
it. From installation to training, 
housing infrastructure and data 
security, these costs can add up 
quickly. During the course of the 
software solution’s life cycle, you’ll 
likely have to make a decision 
to upgrade as newer technology 
becomes available, or you may be 
required to do so as critical fixes are 
released. The ongoing maintenance 
of both the software and on-premise 
servers needs to be factored into the 
overall cost of ownership. Because 
of their relatively high initial cost, 
it’s common for organizations to 
use the same on-premise solutions 
for a considerable length of time in 
order to spread the investment over 
a longer period—sometimes beyond 
the ideal lifespan of the product.

With cloud-based software solu-
tions, organizations are able to 
purchase what they need. Updates 
to the solution are typically built 
into the subscription fee, so your 
company’s IT expenses decrease 
dramatically. What does this mean 
for small businesses? No need for 
a dedicated IT staff (or reduced 
dependency on an outside IT 
consultant), upgrades are supported 
as part of the service, and the solu-
tion you’re subscribing to stays 
relevant as newer technologies 
become available.
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To compare the two options, 
the on-premise solution will have 
greater upfront initial costs but 
will taper off over time, while the 
subscription-based software as a 
service (SaaS) cloud-computing 
model will present less of a finan-
cial burden up front but ongoing 
payments for the life of the contract. 
Typically there’s a three- to four-
year cross point between the two 
models. 

Deployment
One of the major benefits of 

a cloud-based solution is in its 
deployment. With no major 
installation requirements, this can 
be accomplished both quickly and 
without significant cost. Let’s go 
back to our earlier pie example: 
you’re buying into an existing pie 
that’s already prepared. This type 
of shared technology is referred 
to as multitenancy, in which a 
single instance of software runs 
on a server, serving multiple 
client organizations. In contrast, 
on-premise installations require a 
new install of the entire software 

architecture each time new software 
is needed. 

Implementation within a cloud 
solution is quite different than 
that of an on-premise solution and 
is often one of the key factors a 
company weighs when choosing to 
go cloud or not. Cloud-based busi-
ness software solutions are intended 
to have a rapid up time, and by 
design, they have limited options 
during setup. This is ideally suited 
for smaller businesses investing in a 

software solution that is specifically 
designed for their industry.

Organizations that need more 
flexibility in setup and configura-
tion or that have more complexity 
in their business may find the 
confinements of a multitenant cloud 
solution unsuitable in meeting 
their software solution objectives. 
In these cases, an on-premise solu-
tion delivery is a better fit and will 
provide the company the control it 
needs to steer the software project 
in the necessary direction.

Customization
Similar to the requirement for a 

flexible implementation, if an orga-
nization needs the option to have 
its ERP solution customized, an 
on-premise deployment is a better 
approach. Because a multitenant 
cloud solution shares one installa-
tion across multiple client organiza-
tions, customization in this model 
would be affected by all of the 
organizations sharing the software 
solution.

Cloud ERP solution customiza-
tions typically do not exist—compa-

nies will need to reconfigure their 
business functions to meet common 
system functionality. While this 
may raise flags, remember that we 
have already established that the 
ideal cloud deployment is one in 
which you have selected a software 
solution designed for your industry. 
This approach significantly reduces 
the complexity of the implementa-
tion and more often than not offers 
a better best practice for what was 
first deemed to be a software short-

coming. Despite the lack of custom-
ization, cloud ERP providers do 
understand the markets they serve 
and offer the appropriate industry 
software add-ons that let users adapt 
and even grow their cloud system 
with changing business needs. 

Maintenance
On-premise software solutions 

require you to maintain your own 
servers, install operating systems, 
and fix any problems that arise. For 
some organizations, this means a 
dedicated IT team; for others, an 
ongoing relationship with an outside 
consultancy firm. Because cloud-
based subscriptions are hosted in 
the cloud, they are the provider’s 
responsibility—and it’s in their best 
interest to keep their solution up to 
date and running effectively. On top 
of having immediate access to regu-
lar updates, this means that there’s 
no need for your IT department to 
perform ongoing maintenance, no 
system downtime at inopportune 
times, and no costly upgrades.

Downtime
One of the most common ques-

tions that businesses have when 
considering cloud solutions is 
“What happens if the cloud goes 
down?” Because cloud services are 
accessed through the Internet, if 
you have a subpar connection in 
your office, it will affect both the 
accessibility and the reliability of 
the solution. 

The same consideration must 
be given to remote data centers 
where cloud applications, servers 
and infrastructures are supported. 
While outages and hardware 
failures are rare (hosting SLAs 
typically guarantee over 99 percent 
uptime), when they do occur, they 
can have major ramifications. This 

Implementation within a cloud solution is quite different than 
that of an on-premise solution and is often one of the key factors 
a company weighs when choosing to go cloud or not.
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is why your business’ geography 
and local Internet service providers 
need to be factored into the decision-
making process.

Privacy and Data Security
Privacy is a major concern for any 

business. Your company’s financials, 
customer information, estimates, 
quotes, contracts awarded and 
general business strategies represent 
a huge competitive advantage. 
No company, regardless of size or 
industry, can afford to take a chance 
of exposing its data. Whether using 
an on-premise or cloud-based busi-
ness solution, organizations need to 
trust that their data is safe. 

When speaking about something 
as intangible as the cloud, people 
are often unconvinced that it is as 
secure as having their own, personal 
on-premise server and backup. In 
reality, these hosting providers have 
a vested interest in keeping your 
data safe. As such, their investment 
in security is far beyond the expense 
that any one company can bear. It’s a 
very real concern; to have your data 
in the cloud, stored and accessed 
remotely, you need to feel that it’s 
safe. I can assure you beyond any 
reasonable doubt that when stored 
in the cloud, it is. 

Going back to the pie analogy, 
suppose again that you have one 
slice of the pie; there are still seven 
other pieces available. As we’ve 
discussed, while the application 
itself is shared, the data is not! This 
means that seven other companies 
are relying on the same solution and 

trusting their secure data to it. The 
provider has made a commitment 
to each organization, promising to 
keep their private information safe. 

In the same manner that the 
service provider has a dedicated 
team ensuring that the solution is 
continuously up to date, it also has 
a team responsible for keeping all of 
the data housed in the cloud secure. 
How does this affect your security? 
The data that you house in the cloud 
is encrypted and protected. Most 
cloud ERP providers invest heavily 
in state-of-the-art security that far 
exceeds what companies tend to 
have with an on-premise solution. 

Is it the Right Time to Go Cloud?
Technology is evolving faster than 

most of us can keep up with. The 
construction industry has histori-
cally been slower to adopt new tech-
nology trends, and this remains true 
with cloud-based systems. When 
trying to decide whether or not “in 
the cloud” solutions are right for 
your organization, all considerations 
must be factored in: current and 
future costs, adaptability, invest-
ment in staff and knowledge, busi-
ness applications, and integration 
with current systems. 

The good news for the door and 
hardware industry is that the three 
major technological components 
that your organization relies on are 
all emerging in the cloud and will 
always be offered on the ground. 

Ask yourself a few simple questions 
to find out if your organization is 
ready for a business solution change:

1. Are the software applica-
tions that you use every day 
aging and slowing down your 
productivity?

2. Do your systems interact 
seamlessly with each other?

3. Does your office productivity 
software offer the tools that 
you need to properly track 
and manage your business?

4. Does your estimating and 
detailing software pull infor-
mation quickly from your 
back-end ERP solution and 
send jobs seamlessly to it?

5. Are there areas within your 
business where you would 
like to increase efficiencies?

These questions are a great start-
ing point when you’re considering 
your next software investment. 
Once you’ve decided that a change is 
needed in your door and hardware 
distributing business, then you can 
start to think through the delivery 
options of an on-premise or cloud-
based solution.

Regardless of delivery choice, 
the right solution should eliminate 
common redundancies, increase 
your overall business efficiencies, 
decrease staffing requirements, and 
let your business remain quick and 
nimble to react to changing market 
conditions. It’s not an easy decision, 
nor one that should be made lightly; 
these are the systems on which you 
rely to manage, grow and expand 
your business. Good luck, and see 
you in the clouds!

About the Author: Bill Natalie is a partner and 
executive vice president at the company behind 
contractERP®, Access Information Technologies. 
contractERP® is a specialized business 
management software solution to the SMB 
market within the construction and building 
material supply industry. With more than 20 
years of experience in business software, Bill is 
responsible for leading the design and strategic 
direction of contractERP®. He can be reached at  
bill@contractERP.com.

The good news for the door and hardware industry is that the 
three major technological components that your organization 
relies on are all emerging in the cloud and will always be offered 
on the ground.
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DECODED:

From the well-known blog 

idighardware.com,  

Lori Greene brings some 

much-needed clarity to 

codes.

Key-Operated Locks
BY LORI GREENE, AHC/CDC, FDAI, FDHI, CCPR

NE OF THE CARDINAL RULES OF DOORS IN A MEANS OF EGRESS IS THAT 
the lock or latch must allow free egress without the use of any key, tool, special 
knowledge, or effort. The International Building Code (IBC) and NFPA 101,  

Life Safety Code, contain exceptions to this requirement for free egress, such as:
■ The locking of detention/correctional occupancies
■ The use of a nightlatch or security device on a residential dwelling unit
■ Automatic flush bolts on a pair of doors when there is no doorknob or surface-

mounted hardware on the inactive leaf
■ Fire door hardware that is disabled after reaching the minimum elevated tem-

perature defined by the fire test procedure
There is an additional exception in both of these codes for the use of a key-oper-

ated lock, which is typically a deadbolt with a key cylinder on both sides of the door. 
In the 2012 edition of the IBC, these exceptions are covered in Section 1008.1.9.3, 

Locks and Latches. Several criteria must be met to allow the use of a key-operated 
lock on the egress side of the door:

■ The use group must be one of the following: 
❑ Assembly occupancy with an occupant load of 300 people or fewer
❑ Business, Factory, Mercantile, or Storage occupancy
❑ A place of religious worship

■ Key-operated locks are limited to the main exterior door or doors in these occu-
pancy types. Because only the main exterior door is allowed to have a key-oper-
ated lock, employees who are in the building when it is locked are expected to 
have access to other exits that do not require the use of a key.

■ The locking device must be readily distinguishable as locked; often the lock will 
have an indicator that reads “open” or “locked.”

■ Signage on the egress side of the door or adjacent to the door must state: THIS 
DOOR TO REMAIN UNLOCKED WHEN BUILDING IS OCCUPIED. The letters 
on the sign must be at least 1” high on a contrasting background. This signage 
serves as a reminder to employees but also advises the public that the door must 
be unlocked when they are present.

■ A building official may revoke the use of a key-operated lock for due cause.
The 2012 edition of NFPA 101 addresses key-operated locks in Section 7.2.1.5.5. 

This section is slightly different from the IBC requirements; for jurisdictions where 
both codes are used, a blend of the most stringent requirements may be necessary.

■ Key-operated locks on the egress side of a door are limited to exterior door 
assemblies, where allowed by the occupancy chapters (see below for specifics). 

■ When a key-operated lock is installed, a readily visible, durable sign must 
be located on or adjacent to the door, reading: THIS DOOR TO REMAIN 
UNLOCKED WHEN THE BUILDING IS OCCUPIED. The letters on the sign 
must be at least 1" high on a contrasting background. 

O
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■ The lock must be readily distinguishable as locked, typ-
ically with an indicator that reads “open” or “locked.”

■ A key must be readily available to all occupants 
inside the building when it is locked.

■ An Authority Having Jurisdiction (AHJ) may revoke 
these provisions for cause.

According to NFPA 101, a building is “occupied” 
when it is open for general occupancy or open to the 
public, or when it is occupied by more than 10 people.  
Otherwise, the building is considered “unoccupied.” 
The code recognizes that there may be custodians or 
security personnel inside the building when it is locked. 
These occupants are generally familiar with the facility, 
and they must have access to keys as required by the 
code. It is not the intent of the code to allow people to be 
locked inside of a building without a means of egress, 
even if the number of occupants is 10 or fewer.

The occupancy chapters that allow the use of key-
operated locks are as follows:

For Assembly occupancies (12/13.2.2.2.4), key-
operated locks are limited to a single door or a single 
pair of doors that serve as the main exit, and the occu-
pant load may not be more than 500 for new facilities 
and 600 for existing ones. Key-operated locks for 
Assembly occupancies have to be deadbolt locks that 
do not automatically latch, because NFPA 101 requires 
latching devices for these facilities to be released by 
panic hardware or fire exit hardware when the load of 
the Assembly occupancy is 100 occupants or more.

In Mercantile occupancies (36/37.2.2.2.2) and 
Business occupancies (38/39.2.2.2.2), key-operated 
locks are permitted only on principal entrance/exit 
doors. These are doors that the AHJ can reasonably 
expect to be unlocked in order for the facility to do 
business. For these occupancy types, NFPA 101 does 
not state a limit on how many principal entrance/exit 
doors may have key-operated locks; for example, on a 
fast-food restaurant that has more than one principal 
entrance/exit, the AHJ may allow key-operated locks 
on both of the principal entrance/exit doors.
One question that often arises is whether another 

type of deadbolt would be acceptable—either a deadbolt 
with a key on the exterior and a thumbturn on the inte-
rior, or a classroom function deadbolt (the thumbturn 
can retract the bolt to unlock the door but cannot project 
it to lock the door). The biggest factor in that determina-
tion is whether the deadbolt is being used as an alterna-
tive to panic hardware. Panic hardware is typically 
required for Assembly and Educational occupancies1 

with an occupant load of 50 or more (2006 IBC or later) 
or 100 or more (NFPA 101 and the 2003 IBC).

If panic hardware is required, the codes allow the use 
of key-operated locks as an alternative for some Assembly 
occupancies (see above). For these occupancies, the code is 
specific: either panic hardware is required, or a key-oper-
ated lock may be used if all of the criteria are met. In this 
situation, the code does not allow any other type of lock.

For doors that do not require panic hardware, the 
code does not restrict the use of a deadbolt with a 
thumbturn as long as the hardware meets the require-
ments for operating hardware:

■ If the door is on an accessible route, the hardware 
shall not require tight grasping, tight pinching, or 
twisting of the wrist to operate. The code is not pre-
scriptive with regard to the size/shape of thumb-
turns, but many code officials use the side of their 
palm or the tip of a pencil to determine whether a 
thumbturn requires tight grasping, tight pinching, or 
twisting of the wrist to operate. Many manufacturers 
offer thumbturns that meet these requirements.

■ Operating hardware must be installed a minimum 
of 34" and a maximum of 48" above the finished 
floor. The IBC allows locks used only for secu-
rity purposes and not for normal operation to be 
mounted at any height. NFPA 101 allows existing 
security devices to be mounted up to 60" above the 
floor. Consult codes for exceptions related to swim-
ming pool doors.

■ The unlatching of any door leaf must not require 
more than one operation. Consult codes for excep-
tions related to manual and automatic flush bolts, 
residential dwelling units, and detention facilities.

If a deadbolt is of a design that meets all of these criteria, 
and the door is not a fire door that requires an active latch-
bolt for positive latching, then the code would not prohibit 
the use of these deadbolts as long as the occupancy type/
load does not mandate panic hardware. 

As always, local code requirements may vary from 
the national codes referenced here, and the Authority 
Having Jurisdiction has the final say. This article is 
based on my research and interpretation of the codes 
and may differ from the interpretations of others.  

Endnote
1.  There are additional requirements for panic hardware on High Hazard occupancies in both 

codes, and NFPA 101 also requires panic hardware on Day Care occupancies.

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

mailto:Lori.Greene@allegion.com
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2014Spring Technical 
School a SUCCESS

Thank You to 2014 Spring 
Technical School Instructors!

Richard J. Bradbury, EHC, Logical Access Solutions Corp. 
James D. Caron, AOC, Kamco Supply Corp. of Boston
John K. Clancy, AOC, FDAI, AAADM, QAI Laboratories, Inc.
Brian C. Clarke, AHC, Hager Companies
Lee A. Garver, DAHC, FDHI, independent consultant
Jason P. Gehrs, AHC, FDAI, Walsh Door & Hardware Co.
J. Philip Henk, AHC, FDAI, Davis Fetch Corp.
Brad Hewlett, AHC/EHC, FDAI,  
 Sorrenti Hewlett Consulting 
Stephen T. Hornyak, DAHC, FDAI, FDHI, CDT,  
 Stanley Black & Decker
Francis J. Hueber, AHC/CDC, FDAI, FDHI,  
 Hueber Consulting
Alan D. McMurtrie, DAHC, Allegion Canada, Inc. 
Robert Schnarr, Rutherford Controls International Corp., 
 A DORMA Group Company
Online Instructors – Led AHC207, AHC215 and DAI600

Joseph F. Ambrosius, FDAI, LaForce, Inc.
René Bouchard, DAHC/CDC, FDAI, CCPR,  
 Smoot Associates, Inc.
Kevin Donaghy, AHC, CSI, Allegion
Laura Jean Frye, AHC, FDAI, CSI, CCS,  
 Stanley Security Solutions, Inc.
*Jason P. Gehrs, AHC, FDAI, Walsh Door & Hardware Co.
Mary Hinton, AHC, Mulhaupt’s, Inc.
*Alan D. McMurtrie, DAHC, Allegion Canada, Inc.
David Pedreira, AOC, FDAI, CSI, CDT,  
 ASSA ABLOY Door Security Solutions, Inc. 

*Also 2014 Spring Technical School instructor

MORE THAN 140 STUDENTS FROM ACROSS  
the United States, Canada and abroad attended 
DHI’s Spring Technical School the week of March 
23-30. With more than 14 technical classes during an 
eight-day track, there were classes to fit the needs of 
students at all levels of the industry.

First-timer T. Brandon Clark called the spring 
school “…a place to learn more about my profession. 
It’s an additional resource to on-the-job training and 
has helped me greatly, as I am new to the industry.” 
Seasoned veteran Sean King said the school provides 
“an opportunity to learn things I do not do at work, as 
well as a place to meet new people in the industry.”

The classes are taught by DHI’s esteemed instructors, 
who enjoy giving back to the industry by sharing their 
vast knowledge, expertise and, on average, at least 10 
years of teaching experience. While many respected 
veterans are quick to credit their mentors, these indi-
viduals have stepped it up a notch to help the hundreds 
of students who enroll in DHI education each year over-
come the steep learning curve inherent in this industry.

And they do so as volunteers. As noted by student 
Zach Cahall, “…seeing the dedication of the volunteer 
educators and their passion to support and develop this 
industry inspires me to want to learn as much as I can 
here at DHI and apply it to real-world applications.”

Real world, real experience, real teachers—whether 
at a traditional learning environment such as the tech-
nical school or leading a course online—DHI instruc-
tors are the voice of real expertise and dedication. 

To learn more about DHI education at technical 
schools, both online instructor-led and self-paced, 
contact education@dhi.org, call 703/222-2010, or 
go to www.dhi.org/education. For a description of 
educational courses offered by DHI, download the 
Education Resource Guide for course offerings and 
prerequisite requirements.

mailto:education@dhi.org
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Sunday, June 22 

7:30 am – 8:00 am  Technical Education Registration

8:00 am – 5:30 pm  Technical Education 

Monday, June 23

7:30 am – 8:00 am  Technical Education Registration

8:00 am – 5:30 pm  Technical Education 

Tuesday, June 24

8:00 am – 5:30 pm  Technical Education 

Wednesday, June 25

All Day ChannelExChange in Exhibitor Suites

8:00 am – 5:30 pm  Technical Education 

12:00 pm – 5:00 pm  Convention Registration

Thursday, June 26

8:00 am – 6:30 pm  Convention Registration

8:00 am – 1:00 pm  ChannelExChange in Exhibitor Suites

8:30 am – 10:00 am Forum for the Future Kick-Off Breakfast 

10:15 am – 12:45 pm Forum Education Breakout Sessions 

1:00 pm – 5:00 pm George W. Bush Presidential Center Tour

1:00 pm – 6:30 pm  Exclusive Exhibit Hours

1:00 pm – 6:30 pm ChannelExChange on the Tradeshow Floor

1:30 pm – 5:30 pm  SolutionSessions on the Tradeshow Floor

5:00 pm – 6:30 pm  Opening Reception on the Tradeshow Floor

Friday, June 27

8:30 am – 2:00 pm  Convention Registration

9:00 am – 1:00 pm  Exclusive Exhibit Hours 

9:00 am – 1:00 pm ChannelExChange on the Tradeshow Floor

9:30 am – 12:15 pm    SolutionSessions on the Tradeshow Floor

9:30 am – 1:30 pm Dallas City Tour with Sixth Floor Museum

1:15 pm – 3:30 pm  Forum for the Future Wrap-Up Lunch

1:30 pm – 4:00 pm CE1401 Codes and Standards Update 

3:30 pm – 5:00 pm Closing Reception

Times subject to change
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Convention Highlights
DHI CoNEXTions App
Information at your fi ngertips! Whether you’re a technology guru or new to 
social media, this app is user-friendly, simple to navigate, and will help you 
personalize your experience at CoNEXTions 2014 by allowing you to create a 
customized show schedule and communicate with attendees and exhibitors. 
It will serve as the platform for our ChannelExChange program, allowing you 
to connect and schedule meetings, access the full convention schedule and 
program, and even view the exhibit hall fl oor plan.

ChannelExChange
ChannelExChange is a program of pre-scheduled private meetings conducted 
between exhibitors and attendees in hotel suites. It will take place on 
Wednesday, June 26, as well as in exhibitor booths or networking areas during 
the expo on Thursday and Friday. The goal is to formalize and improve the 
effi ciency of these meetings, which historically have taken place during the 
convention in an informal fashion, and to increase the number of them by 
facilitating the process and adding value to attendance at the convention.

The Exhibition
Open for 10 hours over two days, the exhibition will provide you with opportunities to build and strengthen 
relationships with your current suppliers, as well as to investigate prospective new ones. Understand the future 
direction of your strategic trading partners and how it affects you and your business. This is the one and only time each 
year in which myriad industry suppliers showcase the latest technologies, products and services—all in one location. 
Make sure you are up to date with these advances, and discover solutions you can use in your business.

SolutionSessions 
Designed in response to requests for more educational opportunities and to maximize the time spent by attendees on 
the expo fl oor, exhibitors will be conducting 17 of these 15-minute sessions during expo hours. Attendees have the 
option to see fi rsthand available solutions to application issues they face with new products, technologies or potential 
new suppliers in a fast and effi cient demonstration.

Forum for the Future
The 2014 Forum for the Future will begin with a Kick-Off Breakfast on Thursday featuring two industry- and business-
related presenters, and it will end on Friday with the Wrap-Up Lunch with another two entertaining and informative 
speakers. In between, there are 10 short-format breakout sessions covering a wide range of industry technical topics, 
along with career and professional development sessions as well.

DHIndustry Education
A select offering of technical classes is presented the four days prior to the convention. Advance your career and your 
company with the most sought-after educational offerings for those in the openings industry specifi cally selected for 
maximum benefi t to you.
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DHI CoNEXTions App
Information at your fi ngertips! Whether you’re a technology guru or new to 
social media, this app is user-friendly, simple to navigate, and will help you 
personalize your experience at CoNEXTions 2014 by allowing you to create a 
customized show schedule and communicate with attendees and exhibitors. 
It will serve as the platform for our ChannelExChange program, allowing you 
to connect and schedule meetings, access the full convention schedule and 
program, and even view the exhibit hall fl oor plan.

ChannelExChange
ChannelExChange is a program of pre-scheduled private meetings conducted 
between exhibitors and attendees in hotel suites. It will take place on 
Wednesday, June 26, as well as in exhibitor booths or networking areas during 
the expo on Thursday and Friday. The goal is to formalize and improve the 
effi ciency of these meetings, which historically have taken place during the 
convention in an informal fashion, and to increase the number of them by 
facilitating the process and adding value to attendance at the convention.

The Exhibition
Open for 10 hours over two days, the exhibition will provide you with opportunities to build and strengthen 
relationships with your current suppliers, as well as to investigate prospective new ones. Understand the future 
direction of your strategic trading partners and how it affects you and your business. This is the one and only time each 
year in which myriad industry suppliers showcase the latest technologies, products and services—all in one location. 
Make sure you are up to date with these advances, and discover solutions you can use in your business.

SolutionSessions 
Designed in response to requests for more educational opportunities and to maximize the time spent by attendees on 
the expo fl oor, exhibitors will be conducting 17 of these 15-minute sessions during expo hours. Attendees have the 
option to see fi rsthand available solutions to application issues they face with new products, technologies or potential 
new suppliers in a fast and effi cient demonstration.

Forum for the Future
The 2014 Forum for the Future will begin with a Kick-Off Breakfast on Thursday featuring two industry- and business-
related presenters, and it will end on Friday with the Wrap-Up Lunch with another two entertaining and informative 
speakers. In between, there are 10 short-format breakout sessions covering a wide range of industry technical topics, 
along with career and professional development sessions as well.

DHIndustry Education
A select offering of technical classes is presented the four days prior to the convention. Advance your career and your 
company with the most sought-after educational offerings for those in the openings industry specifi cally selected for 
maximum benefi t to you.
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FORUM for the FUTURE
DHI’s 2014 Forum for the Future provides 

programming of interest for all business types 

and attendees at all career levels. Thursday 

features two Kick-Off Breakfast speakers, 

followed by 10 educational topics taking place 

in four 30-minute breakout sessions. Friday’s 

Wrap-Up Lunch will feature two dynamic and 

engaging speakers.

Forum for the Future 
Kick-Off Breakfast
Thursday, June 26 | 8:30 am – 10:00 am

The 2014 Construction Outlook – 
Midyear Update

Robert A. Murray
Chief Economist and Vice 
President, McGraw Hill 
Construction

The construction industry 
has seen recovery unfold in 
a selective manner, against 
the backdrop of a sluggish 
U.S. economy. The upward 
trend for housing has become 

well-established, and commercial building has shown 
some growth from low levels, but the institutional 
building sector (schools, healthcare facilities, etc.) has 
lagged behind. At the outset of 2014, the prospects for 
a more broad-based construction upturn seemed to be 
improving. 

This presentation will assess how that upturn is 
progressing by reviewing recent economic developments 
and the pattern of specifi c project types as shown by the 
construction start statistics compiled by McGraw Hill 
Construction.

Marketing for Revenue Growth: 
How to Increase Your Sales 
with Simple, No-Cost Marketing 
Techniques

Alex L. Goldfayn
CEO, Evangelist Marketing 
Institute

Join Alex Goldfayn, CEO of 
the Evangelist Marketing 
Institute, for this memorable 
presentation on growing 
your company’s revenue with 
simple, powerful, no-cost 
marketing techniques. There’s 

nothing you can do that will grow your fi rm faster or 
more dramatically than marketing—not even sales! Alex 
will detail 10 marketing behaviors that you can start 
implementing as soon as you get back to your desk. If 
you apply only a few of the approaches Alex presents, 
your company WILL grow! 

Forum for the Future 
Wrap-Up Lunch
Friday, June 27 | 1:15 pm – 3:30 pm

Online Information Search 
Secrets to KNOW MORE!

Sam Richter
Internationally Recognized 
Expert on Sales Intelligence 
and Online Reputation 
Management

This valuable session is all 
about Online Information Search 
Secrets to KNOW MORE! than 
you ever thought you could (or 
should) so you can build your 

channel base and provide more value for your partners. 
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When you know more about your customers, partners 
and prospects, you ensure relevancy, connect on 
a personal level, and achieve “permission” to ask 
meaningful and value-based questions. When your 
channel partners and prospects know more about your 
company, your credibility is enhanced, you gain leverage 
during negotiations, and your reputation is elevated. 

In today’s high-tech world, it’s imperative that you know 
how to search for information on others and what they 
care about, and that you control the message when 
others search for information on you and your company.

The Champion’s Code: 
Life Lessons of Ethics and 
Accountability from the Sports 
World to the Business World

Ross Bernstein
Best-Selling Author of 
Nearly 50 Sports Books

Ever wonder why certain 
teams are successful and 
others aren’t? Ross explains 
why—in an engaging and 
visually entertaining style 
that’s designed to improve your 
organization’s productivity, 

morale and bottom-line profi tability.

The best-selling author of nearly 50 sports books, Ross 
Bernstein is an award-winning business speaker who 
helps companies and organizations think and act more 
like champions. Based largely on the “Good to Great” 
ideology of how the best companies are able to separate 
themselves from the rest of the pack through dynamic 
leadership and extraordinary customer service, Ross’s 
program reinforces the concept that individuals win 
games, but teams win championships. 

Momentum, roles, buy-in, motivation, consistency, 
sacrifi ce, trust, chemistry, work ethic, innovation, karma, 
and being humble—they’re all a part of what it takes to 
become the best of the best—a champion both on and 
off the fi eld.

Forum Education Breakout 
Sessions
Thursday, June 26 | 10:15 am – 12:45 pm
Four 30-minute sessions between 10:15 am and 
12:45 pm; session times may vary.

GCs Are Embracing BIM—Are You?
Tom Lewis, AHC/CDC, LEED-AP, CM-BIM, FDAI, 
Senior Director of BIM Technologies for ASSA 
ABLOY Openings Studio

Your customers expect the percentage of their work 
that involves BIM to increase 50 percent in the next two 
years. Positive return on investment in BIM technology 
is driving increased investment in the IT infrastructure to 
support this growing design and construction technology. 
Will you be prepared to service your important customers 
and participate in profi table projects?

The Green Horizon – What’s Next in 
Sustainability 
Tim Petersen, LEED AP, Vice President, Sales, 
Door Division, VT Industries

Stephen G. Farley, CSI, CDT, Director of Technical 
Marketing, Masonite Architectural DoorSystems

The next version of LEED is looming, and with it comes 
a whole new set of environmental requirements. These 
requirements will demand more in-depth environmental 
information about the products you sell. Language is 
already changing in project specifi cations, demanding 
documentation to standards that have yet to be 
completed. Covering LEED and other green building 
programs, this long-term DHI program series updates you 
on the latest green requirements.

The Big IF in Pay-if-Paid Clauses
Brian K. Carroll, Shareholder, Sanderford 
& Carroll, P.C.

Find out what “if” in pay-if-paid really means and how 
big of an “if” it is.

Learn the real risks of signing contracts that contain 
pay-if-paid clauses, how to spot the differences between 
pay-if-paid and pay-when-paid clauses, and how to get 
a clear understanding of the risks and prevention of 
non-payments.
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FORUM for the FUTURE
DHI’s 2014 Forum for the Future provides 

programming of interest for all business types 

and attendees at all career levels. Thursday 

features two Kick-Off Breakfast speakers, 

followed by 10 educational topics taking place 

in four 30-minute breakout sessions. Friday’s 

Wrap-Up Lunch will feature two dynamic and 

engaging speakers.

Forum for the Future 
Kick-Off Breakfast
Thursday, June 26 | 8:30 am – 10:00 am

The 2014 Construction Outlook – 
Midyear Update

Robert A. Murray
Chief Economist and Vice 
President, McGraw Hill 
Construction

The construction industry 
has seen recovery unfold in 
a selective manner, against 
the backdrop of a sluggish 
U.S. economy. The upward 
trend for housing has become 

well-established, and commercial building has shown 
some growth from low levels, but the institutional 
building sector (schools, healthcare facilities, etc.) has 
lagged behind. At the outset of 2014, the prospects for 
a more broad-based construction upturn seemed to be 
improving. 

This presentation will assess how that upturn is 
progressing by reviewing recent economic developments 
and the pattern of specifi c project types as shown by the 
construction start statistics compiled by McGraw Hill 
Construction.

Marketing for Revenue Growth: 
How to Increase Your Sales 
with Simple, No-Cost Marketing 
Techniques

Alex L. Goldfayn
CEO, Evangelist Marketing 
Institute

Join Alex Goldfayn, CEO of 
the Evangelist Marketing 
Institute, for this memorable 
presentation on growing 
your company’s revenue with 
simple, powerful, no-cost 
marketing techniques. There’s 

nothing you can do that will grow your fi rm faster or 
more dramatically than marketing—not even sales! Alex 
will detail 10 marketing behaviors that you can start 
implementing as soon as you get back to your desk. If 
you apply only a few of the approaches Alex presents, 
your company WILL grow! 

Forum for the Future 
Wrap-Up Lunch
Friday, June 27 | 1:15 pm – 3:30 pm

Online Information Search 
Secrets to KNOW MORE!

Sam Richter
Internationally Recognized 
Expert on Sales Intelligence 
and Online Reputation 
Management

This valuable session is all 
about Online Information Search 
Secrets to KNOW MORE! than 
you ever thought you could (or 
should) so you can build your 

channel base and provide more value for your partners. 
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When you know more about your customers, partners 
and prospects, you ensure relevancy, connect on 
a personal level, and achieve “permission” to ask 
meaningful and value-based questions. When your 
channel partners and prospects know more about your 
company, your credibility is enhanced, you gain leverage 
during negotiations, and your reputation is elevated. 

In today’s high-tech world, it’s imperative that you know 
how to search for information on others and what they 
care about, and that you control the message when 
others search for information on you and your company.

The Champion’s Code: 
Life Lessons of Ethics and 
Accountability from the Sports 
World to the Business World

Ross Bernstein
Best-Selling Author of 
Nearly 50 Sports Books

Ever wonder why certain 
teams are successful and 
others aren’t? Ross explains 
why—in an engaging and 
visually entertaining style 
that’s designed to improve your 
organization’s productivity, 

morale and bottom-line profi tability.

The best-selling author of nearly 50 sports books, Ross 
Bernstein is an award-winning business speaker who 
helps companies and organizations think and act more 
like champions. Based largely on the “Good to Great” 
ideology of how the best companies are able to separate 
themselves from the rest of the pack through dynamic 
leadership and extraordinary customer service, Ross’s 
program reinforces the concept that individuals win 
games, but teams win championships. 

Momentum, roles, buy-in, motivation, consistency, 
sacrifi ce, trust, chemistry, work ethic, innovation, karma, 
and being humble—they’re all a part of what it takes to 
become the best of the best—a champion both on and 
off the fi eld.

Forum Education Breakout 
Sessions
Thursday, June 26 | 10:15 am – 12:45 pm
Four 30-minute sessions between 10:15 am and 
12:45 pm; session times may vary.

GCs Are Embracing BIM—Are You?
Tom Lewis, AHC/CDC, LEED-AP, CM-BIM, FDAI, 
Senior Director of BIM Technologies for ASSA 
ABLOY Openings Studio

Your customers expect the percentage of their work 
that involves BIM to increase 50 percent in the next two 
years. Positive return on investment in BIM technology 
is driving increased investment in the IT infrastructure to 
support this growing design and construction technology. 
Will you be prepared to service your important customers 
and participate in profi table projects?

The Green Horizon – What’s Next in 
Sustainability 
Tim Petersen, LEED AP, Vice President, Sales, 
Door Division, VT Industries

Stephen G. Farley, CSI, CDT, Director of Technical 
Marketing, Masonite Architectural DoorSystems

The next version of LEED is looming, and with it comes 
a whole new set of environmental requirements. These 
requirements will demand more in-depth environmental 
information about the products you sell. Language is 
already changing in project specifi cations, demanding 
documentation to standards that have yet to be 
completed. Covering LEED and other green building 
programs, this long-term DHI program series updates you 
on the latest green requirements.

The Big IF in Pay-if-Paid Clauses
Brian K. Carroll, Shareholder, Sanderford 
& Carroll, P.C.

Find out what “if” in pay-if-paid really means and how 
big of an “if” it is.

Learn the real risks of signing contracts that contain 
pay-if-paid clauses, how to spot the differences between 
pay-if-paid and pay-when-paid clauses, and how to get 
a clear understanding of the risks and prevention of 
non-payments.

F
or

u
m

 f
or

 t
h

e 
F

u
tu

re



54 DOORS & HARDWARE £ JUNE 2014

6
L

et
te

r 
fr

om
 t

h
e 

P
re

si
d

en
t

REdesigned   �   REimagined   �   REformatted6

DHI CE1401 Codes and Standards 
Update Overview 
Keith E. Pardoe, DAHC/CDC, FDAI, CDT, 
Director of Technical Development, 
Door and Hardware Institute

This session is a preview of the full DHI CE1401 Codes 
and Standards Update course, which discusses the 
current editions of NFPA 80 (2013) and NFPA 101 (2012) 
and how they affect the door assemblies with which 
we work. You may attend the full course on Friday at 
CoNEXTions, which is included in your registration.

Mindset, Marketing & Action: 
A Workshop on Thinking Bigger 
and Selling More
Alex L. Goldfayn, CEO, Evangelist Marketing 
Institute

Grow your organization by changing how you think 
about your value. Think bigger, market aggressively, and 
communicate your value as positively, emotionally, and 
compellingly as your customers describe you. The net 
result is revenue growth: more customers, more sales per 
customer, more income! 

Generations in the Workplace 
David Lewis, Best-Selling Author and 
Generations Expert

Explore the fi ve generations that are working side by 
side in today’s workplace. Attendees will examine each 
generation, its quirks and its natural talents. Learn 
why different generations communicate on different 
“wavelengths” and, most importantly, how to bridge the 
generational divide. 

The Emerging Leader
David Lewis, Best-Selling Author and 
Generations Expert

This session will explore the three actionable traits of 
successful leaders. Learn how to “Beat the Ref,” prepare 
for “Woodpeckers, Not the Waves,” and be a “Racehorse, 
Not a Workhorse.” This presentation is fun, motivating 
and accessible for all levels of employees in the 
organization—not just those in senior leadership.

Exit Planning (Transitioning from Career 
to Retirement)
Dr. Rob Britton, Principal, RealWorldLeadership

The move from full-time work to retirement can be 
daunting. The key is to plan: to begin thinking about the 
transition well before you walk out the door, understand 
alternatives, and fi nd the best way to take action to 
ensure that you’re happy and busy in retirement. 

Succession Planning
Dr. Rob Britton, Principal, RealWorldLeadership

Business magazines and experts have been talking 
about succession planning for two or three decades, 
citing abundant evidence that demonstrates the value of 
robust, updated succession plans to enterprises of any 
size. In spite of this focus, many organizations put it off or 
do it half-heartedly. This workshop will focus on some 
practical tips for building and maintaining a plan that fi ts 
your organization.

Advice for GOLDs (Graduates of the Last 
Decade)
Dr. Rob Britton, Principal, RealWorldLeadership

The transition from school to work is always exciting and 
sometimes a bit scary. Get 10 pieces of practical advice 
to make the move smooth and satisfying. It’s not rocket 
science, but it does require GOLDs to think about and 
take an active role in their new lives, both at work and 
away from the offi ce.
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SolutionSessions

Find the answers you’re looking for without ever leaving the tradeshow fl oor! Visit the 
SolutionSessions stage located near the DHI booth for informative and effi cient SolutionSessions 
presented by exhibitors. Here, you will be able to see fi rst-hand available solutions to application 
issues you face, with new products, technologies or potential new suppliers in fast and effi cient 
sessions.

Activar Construction Products Group
Thursday | 1:30 pm-1:45 pm

Privacy Options for Doors
Two new privacy options from the Air Louvers division of 
Activar Construction Products will be introduced in this 
session. The new Privacy Shade is easily added to any 
vision frame on the market in about one minute. The new 
PDVSL brings a twist to the popular Slimline vision frame: 
a hinged door attached to the vision lite that securely stays 
in place whether open or shut. From schools to offi ces, 
these solutions provide complete vision and light blocking.

Anemostat Door Products
Thursday | 1:55 pm-2:10 pm

Glazing Beyond the Norm
Anemostat has always had a complete line of fi re-rated 
vision frames and door louvers for your wood or steel 
door needs. But did you know that in addition to fi re- 
and safety-rated glazing, we have been selling specialty 

glazing products for over 20 years? We are also providers 
x-ray glass, an STC-rated glass/frame assembly, an FBC/
UL approved hurricane-rated glass/frame assembly, and a 
bullet-resistance-rated glazing/frame unit.

Securitech Group, Inc.
Thursday | 2:20 pm-2:35 pm

Specifying Electrifi ed Hardware…So Integrators 
Will Understand
If we can’t understand systems integrator jargon, 
why should we expect them to understand ours? 
Securitech has created nomenclature for a cross-platform 
mechanical and electric product numbering system 
that can be understood by systems integrators and 
hardware specialists alike. Detailing electrifi ed hardware 
for cylindrical or mortise openings, all types of exit 
devices, and retrofi t trim for existing exit devices can 
be accomplished without having multiple sources and 
schemes. Spend 15 minutes, and simplify your life!

Security Door Controls
Thursday | 2:45 pm-3:00 pm

Retrofi t Exit Devices for Access Control
SDC’s Quiet DUO™ LR100 Series Electric Latch 
Retraction Kit with a new motor assembly retrofi ts most 
brands of mechanical exit devices: SDC, Adams Rite, 
Corbin Russwin, Dor-O-Matic, Falcon, PHI, Sargent, Von 
Duprin, Yale. With higher voltage tolerance—up to 26.5 
volts—and stronger pulling force, the LR100 provides 
quiet, low-current 700mA Inrush, 200mA Continuous @ 
24VDC durability. When paired with other SDC access 
control components, compatibility is guaranteed.

ASSA ABLOY Door Security Solutions
Thursday | 3:10 pm- 3:25 pm

K12 Safety and Security Solutions
Creating an ideal learning environment requires careful 
balancing of numerous facility challenges such as security, 
safety, sound control and sustainability. ASSA ABLOY is 
helping schools achieve this delicate balance with door and 
hardware innovations that address these areas of concern. 
Our session will review the multitude of solutions—from 
advanced access control devices to mechanical lock and 
key systems, along with high-performance openings that 
address windstorm, acoustics and energy effi ciency—to 
enable more precise selection of products to protect the 
specifi c assets behind each opening.  

HAWA Americas, Inc.
Thursday | 3:35 pm-3:50 pm

Sliding Hardware 101: Terminology and 
Applications 
As we see it, sliding hardware systems are more than 
utilitarian engineering. They are fascinating architectural 
design elements that facilitate trend-setting construction 
styles, delineate new rooms, help save space and time, 
resolve problems, and provide a source of inspiration. Our 
session will focus on basic sliding hardware terminology, 
the applications made possible by such hardware, and our 
most recent innovations in the world of sliding hardware.

Rediframe Products Division of 
Dunbarton Corporation 
Thursday | 4:00 pm-4:15 pm

Time Is Money: Rediframe Saves You BOTH!
The Dunbarton Team will show you the advantages in 
time and cost savings by using Prefi nished Rediframe, 

Redifl ex or Hollow Metal frames for your projects. Two 
lucky attendees will each win a $50 gift card. Must be 
present to win.

General Partitions Mfg. Corp.
Thursday | 4:25 pm-4:40 pm

Toilet Partitions Confi gurator: Estimating & 
Design Software Demo
Come join us as we reveal the latest technology that 
allows you to design and quote your partitions layouts in 
just minutes. Our newly developed online confi gurator 
is a powerful asset and very user-friendly. This makes 
quoting partitions fast and fun. Simply choose the 
material, select the layout required and input the 
measurements, and in seconds, the drawing is completed, 
as well as your price quote.

Hollow Metal Manufacturers Association 
Division of NAAMM
Thursday | 4:50 pm-5:05 pm

Overview of Hollow Metal Door and Frame 
Technical Literature Available from HMMA
HMMA is committed to writing industry standards to 
ensure that proper installation and handling of hollow 
metal doors and frames are met on every jobsite. HMMA 
has free resources available, from how hollow metal doors 
and frames are manufactured, to installation instructions, 
to fi re-rated assemblies. HMMA also has ANSI Standards 
and Specifi cations for specifying hollow metal doors and 
frames, including commercial, security, stainless and 
sound-retardant (acoustical). In addition, HMMA’s Tech 
Notes answer commonly asked questions regarding 
hollow metal. Presented by Rachel Smith (Karpen Steel 
Custom Doors & Frames), member of NAAMM’s Hollow 
Metal Manufacturers Association.

Kaba ADS Americas
Thursday | 5:15 pm-5:30 pm

Grow Your Business in the Multihousing Market 
with Kaba
A Kaba multihousing solution is about more than locks, 
credentials and software. It’s about working with other 
systems already in place like perimeter access readers. 
Dual credential keys feature our standard InSync key (with 
Hitag S technology) combined with various protocols of 
other hard-wired access control systems for single key 
convenience. They can now include PROX, MIFARE®, or 
DESFire® technology for seamless integration.
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SolutionSessions

Find the answers you’re looking for without ever leaving the tradeshow fl oor! Visit the 
SolutionSessions stage located near the DHI booth for informative and effi cient SolutionSessions 
presented by exhibitors. Here, you will be able to see fi rst-hand available solutions to application 
issues you face, with new products, technologies or potential new suppliers in fast and effi cient 
sessions.

Activar Construction Products Group
Thursday | 1:30 pm-1:45 pm

Privacy Options for Doors
Two new privacy options from the Air Louvers division of 
Activar Construction Products will be introduced in this 
session. The new Privacy Shade is easily added to any 
vision frame on the market in about one minute. The new 
PDVSL brings a twist to the popular Slimline vision frame: 
a hinged door attached to the vision lite that securely stays 
in place whether open or shut. From schools to offi ces, 
these solutions provide complete vision and light blocking.

Anemostat Door Products
Thursday | 1:55 pm-2:10 pm

Glazing Beyond the Norm
Anemostat has always had a complete line of fi re-rated 
vision frames and door louvers for your wood or steel 
door needs. But did you know that in addition to fi re- 
and safety-rated glazing, we have been selling specialty 

glazing products for over 20 years? We are also providers 
x-ray glass, an STC-rated glass/frame assembly, an FBC/
UL approved hurricane-rated glass/frame assembly, and a 
bullet-resistance-rated glazing/frame unit.

Securitech Group, Inc.
Thursday | 2:20 pm-2:35 pm

Specifying Electrifi ed Hardware…So Integrators 
Will Understand
If we can’t understand systems integrator jargon, 
why should we expect them to understand ours? 
Securitech has created nomenclature for a cross-platform 
mechanical and electric product numbering system 
that can be understood by systems integrators and 
hardware specialists alike. Detailing electrifi ed hardware 
for cylindrical or mortise openings, all types of exit 
devices, and retrofi t trim for existing exit devices can 
be accomplished without having multiple sources and 
schemes. Spend 15 minutes, and simplify your life!

Security Door Controls
Thursday | 2:45 pm-3:00 pm

Retrofi t Exit Devices for Access Control
SDC’s Quiet DUO™ LR100 Series Electric Latch 
Retraction Kit with a new motor assembly retrofi ts most 
brands of mechanical exit devices: SDC, Adams Rite, 
Corbin Russwin, Dor-O-Matic, Falcon, PHI, Sargent, Von 
Duprin, Yale. With higher voltage tolerance—up to 26.5 
volts—and stronger pulling force, the LR100 provides 
quiet, low-current 700mA Inrush, 200mA Continuous @ 
24VDC durability. When paired with other SDC access 
control components, compatibility is guaranteed.

ASSA ABLOY Door Security Solutions
Thursday | 3:10 pm- 3:25 pm

K12 Safety and Security Solutions
Creating an ideal learning environment requires careful 
balancing of numerous facility challenges such as security, 
safety, sound control and sustainability. ASSA ABLOY is 
helping schools achieve this delicate balance with door and 
hardware innovations that address these areas of concern. 
Our session will review the multitude of solutions—from 
advanced access control devices to mechanical lock and 
key systems, along with high-performance openings that 
address windstorm, acoustics and energy effi ciency—to 
enable more precise selection of products to protect the 
specifi c assets behind each opening.  

HAWA Americas, Inc.
Thursday | 3:35 pm-3:50 pm

Sliding Hardware 101: Terminology and 
Applications 
As we see it, sliding hardware systems are more than 
utilitarian engineering. They are fascinating architectural 
design elements that facilitate trend-setting construction 
styles, delineate new rooms, help save space and time, 
resolve problems, and provide a source of inspiration. Our 
session will focus on basic sliding hardware terminology, 
the applications made possible by such hardware, and our 
most recent innovations in the world of sliding hardware.

Rediframe Products Division of 
Dunbarton Corporation 
Thursday | 4:00 pm-4:15 pm

Time Is Money: Rediframe Saves You BOTH!
The Dunbarton Team will show you the advantages in 
time and cost savings by using Prefi nished Rediframe, 

Redifl ex or Hollow Metal frames for your projects. Two 
lucky attendees will each win a $50 gift card. Must be 
present to win.

General Partitions Mfg. Corp.
Thursday | 4:25 pm-4:40 pm

Toilet Partitions Confi gurator: Estimating & 
Design Software Demo
Come join us as we reveal the latest technology that 
allows you to design and quote your partitions layouts in 
just minutes. Our newly developed online confi gurator 
is a powerful asset and very user-friendly. This makes 
quoting partitions fast and fun. Simply choose the 
material, select the layout required and input the 
measurements, and in seconds, the drawing is completed, 
as well as your price quote.

Hollow Metal Manufacturers Association 
Division of NAAMM
Thursday | 4:50 pm-5:05 pm

Overview of Hollow Metal Door and Frame 
Technical Literature Available from HMMA
HMMA is committed to writing industry standards to 
ensure that proper installation and handling of hollow 
metal doors and frames are met on every jobsite. HMMA 
has free resources available, from how hollow metal doors 
and frames are manufactured, to installation instructions, 
to fi re-rated assemblies. HMMA also has ANSI Standards 
and Specifi cations for specifying hollow metal doors and 
frames, including commercial, security, stainless and 
sound-retardant (acoustical). In addition, HMMA’s Tech 
Notes answer commonly asked questions regarding 
hollow metal. Presented by Rachel Smith (Karpen Steel 
Custom Doors & Frames), member of NAAMM’s Hollow 
Metal Manufacturers Association.

Kaba ADS Americas
Thursday | 5:15 pm-5:30 pm

Grow Your Business in the Multihousing Market 
with Kaba
A Kaba multihousing solution is about more than locks, 
credentials and software. It’s about working with other 
systems already in place like perimeter access readers. 
Dual credential keys feature our standard InSync key (with 
Hitag S technology) combined with various protocols of 
other hard-wired access control systems for single key 
convenience. They can now include PROX, MIFARE®, or 
DESFire® technology for seamless integration.
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contractERP
Friday | 9:30 am-9:45 am

Is Cloud Computing Right for Your Business?
Learn if your business should consider cloud computing, 
and explore the differences between running your 
business software on-premise or in the cloud. Join 
contractERP® to discover what you need to know about 
cloud-based computing for your small to medium-sized 
architectural openings business.

TRIMCO 
Friday | 9:55 am-10:10 am 

Bactericidal Hardware for Schools and Hospitals/
Medical Facilities 
Bactericidal hardware is the only hardware available 
that is a natural and ongoing killer of bacteria—perfect 
for many applications but especially for use in schools 
and medical buildings where disease and infections are 
prevalent and problematic. We will discuss the hardware 
we provide, which greatly reduces the spread of bacteria 
and infectious disease.

AMBICO Limited 
Friday | 10:20 am-10:35 am

Only the Sounds You Want to Hear: Acoustic 
Wood Doors and Steel Frames 
AMBICO is an industry leader and a forerunner in the 
development of acoustic wood door and steel frame 
assemblies. Noise control is a key component of the 
current built environment—as a security product in 
conference areas and as an aid in classroom settings. 
These products have become essential on a wide number 
of routine construction projects. Whether your customer 
requires stock acoustic wood doors and steel frames or 
custom acoustic wood products, AMBICO’s experienced 
team will work collaboratively to meet your fi rm’s need 
for practical solutions.

emullion Corporation 
Friday | 10:45 am-11:00 am

Detailing in the Cloud
Join emullion to learn how and why your architectural 
opening business should be using detailing software that 
is in the cloud. Explore how e/PWS and its latest cloud-
based technology can revolutionize your business.

Zero International, Inc.
Friday | 11:10 am-11:25 am

Acoustical Gasketing Solutions: Why, Where and 
Practical Value
Zero International will discuss how sound gasketing 
products are evolving and where they are being used in 
response to fast-changing codes and standards, liability 
concerns, and quality-of-life expectations. As an industry 
leader in the design, manufacturing and testing of acoustical 
systems, Zero will offer sound solutions that can help turn 
the challenges of meeting these changes into opportunities 
for growth and profi t. Presented by Jerry Heid, AHC.

National Guard Products, Inc.
Friday | 11:35 am-11:50 am

Fire- and Safety-Impact-Rated Glass for Doors
This straightforward presentation explains the properties 
of various types of glass available for doors that meet IBC 
requirements. The presentation will include handouts 
and samples. Afterward, participants will understand 
how to select the most appropriate type of glass based on 
specifi cations and project requirements.

HMF Express
Friday | 12:00 pm-12:15 pm

Save Time and Money with KD Elevation Frames
Join industry leader HMF Express to see our wide 
array of KD elevation frames, including sidelights and 
transoms. Learn how they can be used in retrofi t and 
new construction to save you time and money. You will 
see live installation demonstrations by the creator of the 
product line. HMF Express will demonstrate the secret for 
you to make more money while making your contractor 
happier in this 10- to 15-minute session.

This is your ONLY opportunity this 
year to meet face to face with the largest 

number of industry-leading manufacturers 

and suppliers in one location. More than 

100 companies will be exhibiting the latest 

technologies, products and services that offer 

solutions and opportunities for your business. 

Learn about new developments that directly 

impact the openings industry, your company 

and your career.

A&L Shielding
ABH Manufacturing
Accurate Lock and Hardware Co., LLC
Activar Construction Products Group
Alarm Lock Systems, Inc.
Allegion
AMBICO Limited
Ampco Products, LLC
Anemostat Door Products
Architectural Control Systems, Inc.
ASSA ABLOY Door Security Solutions
AVAware Technologies
BEA Security
Black Mountain Door
Bommer Industries, Inc.
Bulldog Fasteners, LLC
C. R. Laurence Company, Inc.
Certifi ed Association of Fire Door 

Inspectors
Cal-Royal Products, Inc.
Comsense, Inc.
Concept Frames, Inc.
Construction Specialties, Inc.
contractERP
CORRIM Company
Custom Metal Products
DAYBAR Commercial Steel Doors 

and Frames
Dayton Industries, Inc.
Deansteel Manufacturing Company, Inc.

De La Fontaine, Inc.
Detex Corporation
Diamond Y Door Solutions, Inc.
Dictator US, Inc.
Door Components, Inc.
Door Controls International
Doormerica
DORMA
Eggers Industries
ekeyUSA Systems, LLC
Eliason Corporation
emullion Corporation
Ferche Millwork
FMS, Inc., Frame Material Supply, Inc.
General Partitions Mfg. Corp.
Gensteel Doors
Guardian Fire Testing Laboratories, Inc.
Hager Companies
Haley Brothers, Inc.
HAWA Americas, Inc.
HMF Express 
Hollow Metal Manufacturers Association, 

Division of NAAMM
Hollow Metal Xpress
HT Industries, Inc.
Intertek 
JNF J. Neves & Filhos S.A.
Kaba ADS Americas
Karona, Inc.

Karpen Steel Custom Doors & Frames
KN Crowder Manufacturing, Inc.
Krieger Specialty Products Company
KVAL, Inc.
L. E. Johnson Products, Inc.
Lorient North America
Lund Equipment Co., Inc.
MARKS USA
Masonite Architectural DoorSystems
MegaMet Industries Specialty Steel 

Doors
Mesker Door, Inc.
Metpar Corp.
Midwest Wholesale Hardware
MJB Wood Group, Inc.
MMF Industries
Multiax America, Inc. 
National Custom Hollow Metal
National Guard Products, Inc.
NGFL, Inc.
Odice, LLC
Ohio Valley Door Corp.
OMNIA Industries, Inc.
Overly Door Company
PDQ Manufacturing
Philadelphia Hardware Group, Inc.
Premier Products, Inc.
Protective Door Industries
QAI Laboratories

Rediframe Products Division of 
Dunbarton Corporation

Reese Enterprises, Inc.
Republic Doors and Frames
Samuel, Son & Co., Inc.
SCHOTT North America, Inc.
Securitech Group, Inc.
Security Door Controls
SELECT Hinges, SELECT Products Limited
Shield Security Doors, Ltd.
SIMONSWERK North America, Inc.
Software For Hardware
Stanley Security Solutions, Inc.
Stier Steel Corp.
STREK-O Doors, LLC
Sugatsune America, Inc.
Supa Doors, Inc.
Taymor Industries, Ltd.
Timely Industries, Inc.
Top Notch Distributors, Inc.
TOAD, LLC
Total Door Systems
Townsteel, Inc.
TRIMCO
Unifi ed Purchasing Group
VT Industries, Inc.
Waterson Corp.
Woodfold Mfg., Inc.
Zero International, Inc.

2014 EXHIBITOR LIST

Exhibitor List as of April 23, 2014

For an up-to-date list of participating exhibitors, visit www.dhiCoNEXTions.org.

EXHIBITION SCHEDULE:

Thursday, June 26
1:00 pm – 6:30 pm  Exclusive Exhibit Hours

1:30 pm – 5:30 pm  SolutionSessions on the Tradeshow Floor

5:00 pm – 6:30 pm  Opening Reception on the Tradeshow Floor

Friday, June 27
9:00 am – 1:00 pm  Exclusive Exhibit Hours

9:30 am – 12:30 pm  SolutionSessions on the Tradeshow Floor

It’s time to 
REconvene. 
A conference call never ended with a handshake.

SolutionSessions
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contractERP
Friday | 9:30 am-9:45 am

Is Cloud Computing Right for Your Business?
Learn if your business should consider cloud computing, 
and explore the differences between running your 
business software on-premise or in the cloud. Join 
contractERP® to discover what you need to know about 
cloud-based computing for your small to medium-sized 
architectural openings business.

TRIMCO 
Friday | 9:55 am-10:10 am 

Bactericidal Hardware for Schools and Hospitals/
Medical Facilities 
Bactericidal hardware is the only hardware available 
that is a natural and ongoing killer of bacteria—perfect 
for many applications but especially for use in schools 
and medical buildings where disease and infections are 
prevalent and problematic. We will discuss the hardware 
we provide, which greatly reduces the spread of bacteria 
and infectious disease.

AMBICO Limited 
Friday | 10:20 am-10:35 am

Only the Sounds You Want to Hear: Acoustic 
Wood Doors and Steel Frames 
AMBICO is an industry leader and a forerunner in the 
development of acoustic wood door and steel frame 
assemblies. Noise control is a key component of the 
current built environment—as a security product in 
conference areas and as an aid in classroom settings. 
These products have become essential on a wide number 
of routine construction projects. Whether your customer 
requires stock acoustic wood doors and steel frames or 
custom acoustic wood products, AMBICO’s experienced 
team will work collaboratively to meet your fi rm’s need 
for practical solutions.

emullion Corporation 
Friday | 10:45 am-11:00 am

Detailing in the Cloud
Join emullion to learn how and why your architectural 
opening business should be using detailing software that 
is in the cloud. Explore how e/PWS and its latest cloud-
based technology can revolutionize your business.

Zero International, Inc.
Friday | 11:10 am-11:25 am

Acoustical Gasketing Solutions: Why, Where and 
Practical Value
Zero International will discuss how sound gasketing 
products are evolving and where they are being used in 
response to fast-changing codes and standards, liability 
concerns, and quality-of-life expectations. As an industry 
leader in the design, manufacturing and testing of acoustical 
systems, Zero will offer sound solutions that can help turn 
the challenges of meeting these changes into opportunities 
for growth and profi t. Presented by Jerry Heid, AHC.

National Guard Products, Inc.
Friday | 11:35 am-11:50 am

Fire- and Safety-Impact-Rated Glass for Doors
This straightforward presentation explains the properties 
of various types of glass available for doors that meet IBC 
requirements. The presentation will include handouts 
and samples. Afterward, participants will understand 
how to select the most appropriate type of glass based on 
specifi cations and project requirements.

HMF Express
Friday | 12:00 pm-12:15 pm

Save Time and Money with KD Elevation Frames
Join industry leader HMF Express to see our wide 
array of KD elevation frames, including sidelights and 
transoms. Learn how they can be used in retrofi t and 
new construction to save you time and money. You will 
see live installation demonstrations by the creator of the 
product line. HMF Express will demonstrate the secret for 
you to make more money while making your contractor 
happier in this 10- to 15-minute session.

This is your ONLY opportunity this 
year to meet face to face with the largest 

number of industry-leading manufacturers 

and suppliers in one location. More than 

100 companies will be exhibiting the latest 

technologies, products and services that offer 

solutions and opportunities for your business. 

Learn about new developments that directly 

impact the openings industry, your company 

and your career.

A&L Shielding
ABH Manufacturing
Accurate Lock and Hardware Co., LLC
Activar Construction Products Group
Alarm Lock Systems, Inc.
Allegion
AMBICO Limited
Ampco Products, LLC
Anemostat Door Products
Architectural Control Systems, Inc.
ASSA ABLOY Door Security Solutions
AVAware Technologies
BEA Security
Black Mountain Door
Bommer Industries, Inc.
Bulldog Fasteners, LLC
C. R. Laurence Company, Inc.
Certifi ed Association of Fire Door 

Inspectors
Cal-Royal Products, Inc.
Comsense, Inc.
Concept Frames, Inc.
Construction Specialties, Inc.
contractERP
CORRIM Company
Custom Metal Products
DAYBAR Commercial Steel Doors 

and Frames
Dayton Industries, Inc.
Deansteel Manufacturing Company, Inc.

De La Fontaine, Inc.
Detex Corporation
Diamond Y Door Solutions, Inc.
Dictator US, Inc.
Door Components, Inc.
Door Controls International
Doormerica
DORMA
Eggers Industries
ekeyUSA Systems, LLC
Eliason Corporation
emullion Corporation
Ferche Millwork
FMS, Inc., Frame Material Supply, Inc.
General Partitions Mfg. Corp.
Gensteel Doors
Guardian Fire Testing Laboratories, Inc.
Hager Companies
Haley Brothers, Inc.
HAWA Americas, Inc.
HMF Express 
Hollow Metal Manufacturers Association, 

Division of NAAMM
Hollow Metal Xpress
HT Industries, Inc.
Intertek 
JNF J. Neves & Filhos S.A.
Kaba ADS Americas
Karona, Inc.

Karpen Steel Custom Doors & Frames
KN Crowder Manufacturing, Inc.
Krieger Specialty Products Company
KVAL, Inc.
L. E. Johnson Products, Inc.
Lorient North America
Lund Equipment Co., Inc.
MARKS USA
Masonite Architectural DoorSystems
MegaMet Industries Specialty Steel 

Doors
Mesker Door, Inc.
Metpar Corp.
Midwest Wholesale Hardware
MJB Wood Group, Inc.
MMF Industries
Multiax America, Inc. 
National Custom Hollow Metal
National Guard Products, Inc.
NGFL, Inc.
Odice, LLC
Ohio Valley Door Corp.
OMNIA Industries, Inc.
Overly Door Company
PDQ Manufacturing
Philadelphia Hardware Group, Inc.
Premier Products, Inc.
Protective Door Industries
QAI Laboratories

Rediframe Products Division of 
Dunbarton Corporation

Reese Enterprises, Inc.
Republic Doors and Frames
Samuel, Son & Co., Inc.
SCHOTT North America, Inc.
Securitech Group, Inc.
Security Door Controls
SELECT Hinges, SELECT Products Limited
Shield Security Doors, Ltd.
SIMONSWERK North America, Inc.
Software For Hardware
Stanley Security Solutions, Inc.
Stier Steel Corp.
STREK-O Doors, LLC
Sugatsune America, Inc.
Supa Doors, Inc.
Taymor Industries, Ltd.
Timely Industries, Inc.
Top Notch Distributors, Inc.
TOAD, LLC
Total Door Systems
Townsteel, Inc.
TRIMCO
Unifi ed Purchasing Group
VT Industries, Inc.
Waterson Corp.
Woodfold Mfg., Inc.
Zero International, Inc.

2014 EXHIBITOR LIST

Exhibitor List as of April 23, 2014

For an up-to-date list of participating exhibitors, visit www.dhiCoNEXTions.org.

EXHIBITION SCHEDULE:

Thursday, June 26
1:00 pm – 6:30 pm  Exclusive Exhibit Hours

1:30 pm – 5:30 pm  SolutionSessions on the Tradeshow Floor

5:00 pm – 6:30 pm  Opening Reception on the Tradeshow Floor

Friday, June 27
9:00 am – 1:00 pm  Exclusive Exhibit Hours

9:30 am – 12:30 pm  SolutionSessions on the Tradeshow Floor

It’s time to 
REconvene. 
A conference call never ended with a handshake.

SolutionSessions
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DHI would like to recognize and thank many of our 2014 CoNEXTions exhibitors for their 
longstanding commitment to this event and our industry. Through their continued participation, they not 

only display their products, services and solutions to our industry’s openings issues, they demonstrate the latest 

developments and technologies available to attendees while confi rming the importance of this annual gathering 

of the industry’s infl uential players. They highly value the opportunity for face-to-face business meetings, whether 

demonstrating products or discussing mutually benefi cial strategies with their channel partners. This opportunity 

comes only once each year at our industry’s only gathering, and they invest signifi cantly to be there as exhibitors. 

Please thank them for their participation and support, especially in these challenging times.

With the exception of last year, DHI has held an annual convention each year since 
1976, and a special few exhibitors have participated in every one of them. The following 

exhibitors deserve special recognition for exhibiting at all 38 conventions:

Allegion

ASSA ABLOY Door Security Solutions 

Detex Corporation

National Guard Products, Inc.

Republic Doors and Frames

Exhibitor Recognition
COMPANIES EXHIBITING 35+ TOTAL YEARS:
Accurate Lock and Hardware Co., LLC .................................... 37
DORMA  ....................................................................................... 37
Masonite Architectural DoorSystems ........................... 37
Security Door Controls  ................................................... 37
Stanley Security Solutions, Inc. .................................................. 37
Bommer Industries, Inc. .............................................................. 36
Hager Companies ........................................................................ 36
Zero International, Inc. ................................................................ 36

COMPANIES EXHIBITING 30-35 TOTAL YEARS:
Ampco Products, LLC ................................................................. 35
Anemostat Door Products............................................... 35
Door Controls International ........................................... 35
Lund Equipment Co., Inc. ........................................................... 35
Reese Enterprises, Inc. ................................................................ 35
TRIMCO ....................................................................................... 35
Woodfold Mfg., Inc. .......................................................... 35
Kaba Americas ............................................................................. 34
Mesker Door, Inc. ......................................................................... 34
Activar Construction Products Group .......................... 33
Eggers Industries ........................................................................ 33
Alarm Lock Systems, Inc............................................................. 32
MARKS USA ...................................................................... 31
Intertek  ........................................................................................ 30
L. E. Johnson Products, Inc. ........................................... 30
PDQ Manufacturing .................................................................... 30
Timely Industries, Inc. ................................................................. 30

COMPANIES EXHIBITING 25-29 TOTAL YEARS:
Omnia Industries, Inc. ................................................................. 29
Securitech Group, Inc. ..................................................... 29
Architectural Control Systems, Inc. ........................................... 28
HMF Express ............................................................................... 28
VT Industries, Inc. ........................................................... 28
Dunbarton Corporation ............................................................... 27
Cal-Royal Products, Inc. .................................................. 25
National Custom Hollow Metal ..................................... 25

COMPANIES EXHIBITING 20-24 TOTAL YEARS:
Dayton Industries, Inc. ................................................................ 24
Deansteel Manufacturing Company, Inc.  ................................. 24
Hollow Metal Xpress ................................................................... 24
ABH Manufacturing ........................................................ 22
Haley Brothers, Inc. ..................................................................... 22
Karpen Steel Custom Doors & Frames ...................................... 22
Daybar Commercial Steel Doors & Frames............................... 21
MMF Industries ........................................................................... 20
SELECT Products ........................................................................ 20

COMPANIES EXHIBITING 15-19 TOTAL YEARS:
Comsense, Inc. ............................................................................. 19
CORRIM Company ........................................................... 19
Gensteel Doors ............................................................................ 19
HT Industries, Inc. ....................................................................... 18
Ohio Valley Door Corp. ................................................................ 18
AMBICO Limited .............................................................. 17
Overly Door Company ..................................................... 17
Access Information Technologies ................................. 16
Doormerica ....................................................................... 16
Karona, Inc. ....................................................................... 15

COMPANIES EXHIBITING 10-14 TOTAL YEARS:
C. R. Laurence Company, Inc. ........................................ 14
Krieger Specialty Products Company ........................................ 14
Lorient North America ................................................................ 14
NGFL Incorporated ..................................................................... 13
Dictator U.S., Inc. ............................................................. 13
KVAL, Inc. ......................................................................... 13
Stier Steel Corp. ........................................................................... 13
Premier Products, Inc. ................................................................. 12
Concept Frames, Inc. .................................................................. 11
Midwest Wholesale Hardware ................................................... 10
Top Notch Distributors, Inc. ....................................................... 10
Townsteel, Inc. ............................................................................. 10

COMPANIES EXHIBITING 5-9 TOTAL YEARS:
AVAware Technologies ................................................................. 8 
Frame Material Supply, Inc. .......................................................... 8
General Partitions Mfg. Corp. .......................................... 8
Guardian Fire Testing Technologies, Inc. ...................... 8

KN Crowder Manufacturing, Inc. ................................................. 8

SUPA Doors, Inc. ............................................................................ 8

BEA Security .................................................................................. 7

Construction Specialties, Inc. ....................................................... 7

Custom Metal Products .................................................... 7

emullion Corporation .................................................................... 7

ODICE, LLC .................................................................................... 7

Software for Hardware .................................................................. 6

STREK-O Doors, LLC .......................................................... 6

Sugatsune America, Inc. ............................................................... 6

TOAD, LLC .......................................................................... 6

Philadelphia Hardware Group, Inc. .............................................. 5
Samuel, Son & Co., Inc. ................................................................. 5

A SPECIAL WELCOME TO OUR FIRST-TIME 
EXHIBITING COMPANIES:

Following are this year’s exhibiting companies with fi ve or more total years’ participation. 
Those company names in GREEN indicate consecutive years exhibiting.

De La Fontaine, Inc.
Diamond Y Door Solutions, Inc.
HAWA Americas, Inc.
JNF J. Neves & Filhos, S.A
Metpar Corp.

MJB Wood Group, Inc.
SCHOTT North America, Inc.
Shield Security Doors, Ltd.
Total Door Systems
Unifi ed Purchasing Group
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DHI would like to recognize and thank many of our 2014 CoNEXTions exhibitors for their 
longstanding commitment to this event and our industry. Through their continued participation, they not 

only display their products, services and solutions to our industry’s openings issues, they demonstrate the latest 

developments and technologies available to attendees while confi rming the importance of this annual gathering 

of the industry’s infl uential players. They highly value the opportunity for face-to-face business meetings, whether 

demonstrating products or discussing mutually benefi cial strategies with their channel partners. This opportunity 

comes only once each year at our industry’s only gathering, and they invest signifi cantly to be there as exhibitors. 

Please thank them for their participation and support, especially in these challenging times.

With the exception of last year, DHI has held an annual convention each year since 
1976, and a special few exhibitors have participated in every one of them. The following 

exhibitors deserve special recognition for exhibiting at all 38 conventions:

Allegion

ASSA ABLOY Door Security Solutions 

Detex Corporation

National Guard Products, Inc.

Republic Doors and Frames

Exhibitor Recognition
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Accurate Lock and Hardware Co., LLC .................................... 37
DORMA  ....................................................................................... 37
Masonite Architectural DoorSystems ........................... 37
Security Door Controls  ................................................... 37
Stanley Security Solutions, Inc. .................................................. 37
Bommer Industries, Inc. .............................................................. 36
Hager Companies ........................................................................ 36
Zero International, Inc. ................................................................ 36

COMPANIES EXHIBITING 30-35 TOTAL YEARS:
Ampco Products, LLC ................................................................. 35
Anemostat Door Products............................................... 35
Door Controls International ........................................... 35
Lund Equipment Co., Inc. ........................................................... 35
Reese Enterprises, Inc. ................................................................ 35
TRIMCO ....................................................................................... 35
Woodfold Mfg., Inc. .......................................................... 35
Kaba Americas ............................................................................. 34
Mesker Door, Inc. ......................................................................... 34
Activar Construction Products Group .......................... 33
Eggers Industries ........................................................................ 33
Alarm Lock Systems, Inc............................................................. 32
MARKS USA ...................................................................... 31
Intertek  ........................................................................................ 30
L. E. Johnson Products, Inc. ........................................... 30
PDQ Manufacturing .................................................................... 30
Timely Industries, Inc. ................................................................. 30

COMPANIES EXHIBITING 25-29 TOTAL YEARS:
Omnia Industries, Inc. ................................................................. 29
Securitech Group, Inc. ..................................................... 29
Architectural Control Systems, Inc. ........................................... 28
HMF Express ............................................................................... 28
VT Industries, Inc. ........................................................... 28
Dunbarton Corporation ............................................................... 27
Cal-Royal Products, Inc. .................................................. 25
National Custom Hollow Metal ..................................... 25

COMPANIES EXHIBITING 20-24 TOTAL YEARS:
Dayton Industries, Inc. ................................................................ 24
Deansteel Manufacturing Company, Inc.  ................................. 24
Hollow Metal Xpress ................................................................... 24
ABH Manufacturing ........................................................ 22
Haley Brothers, Inc. ..................................................................... 22
Karpen Steel Custom Doors & Frames ...................................... 22
Daybar Commercial Steel Doors & Frames............................... 21
MMF Industries ........................................................................... 20
SELECT Products ........................................................................ 20

COMPANIES EXHIBITING 15-19 TOTAL YEARS:
Comsense, Inc. ............................................................................. 19
CORRIM Company ........................................................... 19
Gensteel Doors ............................................................................ 19
HT Industries, Inc. ....................................................................... 18
Ohio Valley Door Corp. ................................................................ 18
AMBICO Limited .............................................................. 17
Overly Door Company ..................................................... 17
Access Information Technologies ................................. 16
Doormerica ....................................................................... 16
Karona, Inc. ....................................................................... 15

COMPANIES EXHIBITING 10-14 TOTAL YEARS:
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*SolutionSessions presenter

aptiQ,  
An Allegion Brand
Booth #404 

Administrative Office
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671-7011; Fax: (866) 954-1779
www.allegion.com

aptiQ Smart Technology enhances the 

intelligence of products through a secure, 

open architecture design in readers, 

credentials, and smart phone applications. 

aptiQ seamlessly interfaces and 

communicates with a variety of products, 

and provides a platform that easily adapts as 

new innovations enter the marketplace. The 

aptiQ portfolio includes readers designed 

to be ultra-easy, complete and versatile, 

accommodating most manufacturers’ 

magnetic stripe cards, proximity cards, 

aptiQ smart cards, and the latest in mobile 

technology (NFC). aptiQ contactless smart 

credentials offer a variety of data storage 

options and impressive data transfer rates in 

an open architecture design.

A&L Shielding, Inc.
Booth #731

268 Old Lindale Road
Rome, GA 30161-6768
(706) 235-8822; (800) 329-5323
Fax: (800) 329-5320
alshield@alshielding.com
www.alshielding.com

A&L Shielding supplies lead-lined wood 

and hollow metal door assemblies, lead-

lined hollow metal frames, bullet-resistant 

openings and other custom shielded 

openings.

ABH Manufacturing
Booth #418

1222 Ardmore Avenue
Itasca, IL 60143
(630) 875-9900; Fax: (800) 932-9224
abhinfo@abhmfg.com
www.abhmfg.com

Family-owned and operated, ABH 

Manufacturing continues to expand with 

new and innovative products. ABH’s 

sister company, Omega Door Frames, 

manufactures interior aluminum door 

frames.

Accurate Lock and 
Hardware Co., LLC
See our ad on page 19

Booth #710

One Annie Place
Stamford, CT 06902
(203) 348-8865; Fax: (203) 348-5234
sales@accuratelockandhardware.com
www.accuratelockandhardware.com

U.S. manufacturer of locks and custom 

architectural hardware including pocket/

sliding door locksets and a line of anti-

ligature locks and hardware. Specialists in 

restoration projects.

Activar Construction 
Products Group*
See our ad on page 80

Booth #1017

4450 W 78th Street Circle
Bloomington, MN 55435
(952) 835-6850; (800) 554-6077
Fax: (952) 835-2218
Sales@activarcpg.com
www.activarcpg.com

Activar Construction Products Group is 

the parent company of JL Industries, Inc., 

Air Louvers, Inc., and Hiawatha, Inc. See 

individual company products.

Adams Rite Manufacturing Co.,  
An ASSA ABLOY Group Brand
See our ad on Inside Back Cover

Booth #804

10027 S 51st Street, Suite 102
Phoenix, AZ 85044
(800) 626-7590 
sales@adamsrite.com
www.adamsrite.com

Adams Rite is a 100-year-old manufacturer 

of exit devices, electric strikes, narrow stile 

locks and latches, access control hardware 

and the Rite Door Integrated Fire Door.

Alarm Lock Systems, Inc.
Booth #513

345 Bayview Avenue
Amityville, NY 11701-4871
(800) 252-5625; (800) 252-5625
Fax: (631) 789-3383
www.alarmlock.com

Alarm Lock Systems Continued— 
Alarm Lock Systems, Inc. has a strong 

reputation as a respected leader in door 

technologies. Our electronic access locks 

provide keyless access dependability, 

time-automated security and a wealth of 

management information.

Allegion
See our ad on page 15

Booth #404

11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671-7011; Fax: (800) 288-4242
www.allegion.com

Allegion (NYSE: ALLE) creates peace of 

mind by pioneering safety and security. As 

a $2 billion provider of security solutions for 

homes and businesses, Allegion employs 

more than 7,800 people and sells products 

in more than 120 countries across the 

world. Allegion comprises 23 global brands, 

including strategic brands CISA®, Interflex®, 

LCN®, Schlage® and Von Duprin®.

AMBICO Limited*
See our ad on page 80

Booth #802

1120 Cummings Avenue
Ottawa, ON K1J 7R8, Canada
(888) 423-2224; Fax: (800) 465-8561
specialized@ambico.com
www.ambico.com

Manufacturer of specialized doors and 

frames, including acoustic steel/wood, 

blast-resistant, brass/bronze-clad, bullet-

resistant steel/wood, detention, lead-lined, 

marine, RF, stainless steel, recessed panel 

steel, and tornado-resistant.

Ampco Products, LLC
Booth #1103

11400 NW 36 Avenue
Miami, FL 33167-2907
(305) 821-5700; Fax: (305) 507-1414
info@ampco.com • www.ampco.com

Ampco manufactures architectural 

wood doors and toilet partitions. We 

have manufacturing facilities in Florida, 

Tennessee, Texas and Washington. Ampco 

makes quality products to meet any 

specifications. Ampco proudly celebrates 

50 years in business.
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Anemostat Door Products*
See our ad on page 23

Booth #811

1220 Watson Center Road
PO Box 4938
Carson, CA 90745-4206
(310) 835-7500; (800) 982-9000
Fax: (310) 835-0448
door@anemostat.com
www.anemostat.com

Anemostat manufacturers the most complete 

line of fire-rated vision frames, door louvers, 

metal edges and astragals, security vision 

frames and louvers for your wood or steel door 

needs. We can also provide a variety of glazing 

products with both fire and safety ratings.

Architectural Control Systems, Inc.
Booth #1111

2720 Clark Avenue
Saint Louis, MO 63103
(314) 652-5588; (800) 753-5558
Fax: (314) 652-2090
eklein@acsi-inc.com
www.acsi-inc.com

We design and manufacture a complete line 

of quality electrified hardware products which 

meet the diverse needs of the architectural 

and security hardware industries.

ASSA ABLOY Door 
Security Solutions*
Booth #804

110 Sargent Drive
New Haven, CT 06511
(800) 377-3948; Fax: (203) 777-9042
info@assaabloydss.com
www.assaabloydss.com

ASSA ABLOY Door Security Solutions is a 

division of ASSA ABLOY, the global leader 

in door opening solutions, dedicated to 

satisfying end-user needs for security, safety 

and convenience. Door Security Solutions 

represents 20 industry-leading door and 

hardware brands in the United States.

AVAware Technologies
Booth #318

2897 Brighton Road
Oakville, ON L6H 6C9, Canada
(416) 239-9099; Fax: (416) 239-9199
info@AVAware.com
www.AVAware.com

AVAware Technologies Continued— 
Developing industry software solutions for 

nearly 20 years. AVAproject is a comprehensive 

project management system encompassing 

all aspects of the bidding, detailing, and 

submission cycle with the most complete door 

and frame drawing tool available, AVAcad. 

AVAproject Fusion completes the solution 

with the most advanced business intelligence, 

reporting and ERP integration software in 

the industry. AVAware’s flexible product suite 

can be integrated with virtually any existing 

accounting system.

Baron Metal Products,  
An ASSA ABLOY Group Brand
Booth #804

101 Ashbridge Circle
Woodbridge, ON L4L 3R5, Canada
(800) 263-7515; Fax: (905) 851-8346
sales@baronmetal.com
www.baronmetal.com

Baron manufactures high-quality steel 

doors and frames. Canada’s foremost 

producer of commercial quality steel 

doors and frames with a state-of-the-art 

manufacturing facility.

BEA Security
Booth #1206

100 Enterprise Drive
Pittsburgh, PA 15275-1213
(412) 249-4100; (800) 523-2462
Fax: (412) 249-4101
sales@beainc.com
www.beainc.com

BEA’s Security Segment offers a complete 

line of products designed to maximize a 

building’s safety, security and efficiency. 

Within the Security Segment, BEA’s main 

products include Maglocks, Request to Exit 

Sensors, Electric Strikes and other products 

that secure a building and safeguard the 

people inside it. From employee safety to 

building security, BEA covers your door 

security needs.

Black Mountain Door
Booth #920 

310 Flint Drive
Mount Sterling, KY 40353
(855) 370-4580; Fax: (859) 762-0852
mocellaj@blackmountaindoor.com
www.blackmountaindoor.com

Black Mountain Door Continued— 
Black Mountain Door is a national 

manufacturer of standard and custom 

commercial hollow metal doors and 

frames. We are committed to providing 

our distributors products “Built To Higher 

Standards.”

Bommer Industries, Inc.
Booth #914

19810 Asheville Highway
PO Box 187
Landrum, SC 29356
(800) 334-1654; Fax: (877) 426-0388
customerservice@bommer.com
www.bommer.com

135-year-old family-owned manufacturer of 

Quality Builders Hardware, Contract Hinges, 

Spring Hinges, Specialty Pivots and Postal 

Specialty products proudly MADE in the USA.

Bulldog Fasteners, LLC
Booth #1223

1060 Knights Trail Road, Suite 3
Nokomis, FL 34275
(866) 224-9882; Fax: (866) 680-0762
bulldogfasteners@aol.com
www.bulldog-fasteners.com

Door Hardware Fastening Made Easy!

C. R. Laurence Company, Inc.
Booth #910

2503 E Vernon Avenue
Los Angeles, CA 90058
(800) 421-6144; Fax: (800) 262-3299
crl@crlaurence.com
www.crlaurence.com

C.R. Laurence offers a full range of Jackson, 

Blumcraft and CRL brand door hardware, 

including surface, overhead and floor-

mounted closers, pivots, access control 

handles, locks and cylinders, electronic 

locks, door pulls, panic exit devices, 

commercial hinges, entry locks, and door 

thresholds and weatherization hardware.

Cal-Royal Products, Inc.
Booth #1102

6605 Flotilla Street
Los Angeles, CA 90040-1815
(323) 888-6601; (800) 876-9258
Fax: (323) 888-6699
sales@cal-royal.com
www.cal-royal.com
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Cal-Royal Products, Inc. Continued— 
Manufacturer of a complete line of 

builders hardware, including exit devices, 

commercial/residential locksets, hinges 

(decorative and commercial), door closers 

and builders hardware.

CECO Door,  
An ASSA ABLOY Group Brand
Booth #804

9159 Telecom Drive
Milan, TN 38358
(731) 686-8345; (888) 232-6366
Fax: (731) 686-4211
www.cecodoor.com

Ceco Door is the world’s leading 

manufacturer of steel and hollow metal 

doors and frames. We supply a full line of 

quality custom and standard hollow metal 

doors and frames for new and retrofit 

construction projects in the commercial, 

educational and healthcare markets.

Certified Association of 
Fire Door Inspectors
Booth #1231

5315 Adams Avenue
San Diego, CA 92115
(619) 459-3802
www.CAFDI.org

CADFI.org is a website where Building 

Owners and Fire Marshals can locate 

a Certified Inspector of Fire Doors. All 

Members uphold a Code of Conduct when 

reporting their findings as Third-Party 

Inspectors. Member inspectors pay no 

fee or endorse any particular product or 

service from Manufacturers. Register your 

Credentials at the booth or online at CAFDI.

org/Members.

Comsense, Inc.
Booth #204

202 7145 West Credit 
Avenue, Building 2
Mississauga, ON L5N 6J7, Canada
(905) 542-9300; Fax: (905) 542-1465
sales@comsenseinc.com
www.comsenseinc.com

Comsense is a leading provider of computer 

software solutions for the Architectural 

Openings industry. Our systems facilitate 

all facets of distribution, from spec writing 

through to financial reporting.

Concept Frames, Inc.
Booth #1100

2015 Industrial Drive
Newton, NC 28658
(828) 465-2015; (888) 234-9455
Fax: (800) 631-9089
concept@conceptframes.com
www.conceptframes.com

Concept Frames, Inc. manufactures 

custom hollow metal frames and doors, 

including stainless steel and lead-lined, 

for commercial and industrial use. Quick 

shipments and custom designs are our 

specialty.

Construction Specialties, Inc.
Booth #822

3 Werner Way
Lebanon, NJ 08833
(908) 236-0800; (800) 972-7214
Fax: (908) 849-4285
acrovyndoor@c-sgroup.com
www.c-sgroup.com

Acrovyn® Doors feature high-impact PBT/

PVC-free Acrovyn® 4000 laminate that 

won’t crack or chip and door edges that are 

field-replaceable if ever damaged.

contractERP*
See our ad on page 41

Booth #723

422 Conklin Street
Farmingdale, NY 11735
(631) 756-2700; (866) 743-5665
Fax: (631) 756-2910
sales@contracterp.com
www.contracterp.com

contractERP®, powered by Microsoft 

Dynamics™ NAV, is a business 

management and accounting system 

engineered specifically for the architectural 

openings industry. Interfacing with most 

front-end software (e/PWS, Protech, 

Software for Hardware, Avaware, etc.), the 

program provides the highly specialized 

functionality needed to support the 

demands of your business.

CORBIN RUSSWIN  
Architectural Hardware,  
An ASSA ABLOY Group Brand
Booth #804

225 Episcopal Road
Berlin, CT 06037-1524
(860) 225-7411; (800) 543-3658
Fax: (800) 447-6714
www.corbinrusswin.com

Corbin Russwin Architectural Hardware 

offers advanced levels of physical security 

with superior aesthetics. It provides a 

comprehensive line of mechanical and 

electromechanical door hardware locks, exit 

devices, and door closers.

CORRIM Company
Booth #1203

1870 Stillman Drive
Oshkosh, WI 54901-1414
(920) 231-2000; Fax: (920) 231-2238
info@corrim.comwww.corrim.com

CORRIM manufactures the highest quality 

industrial fiberglass doors and frames which 

are used in corrosive environments because 

they will never rust.

CURRIES Company,  
An ASSA ABLOY Group Brand
Booth #804

1502 12th Street NW
Mason City, IA 50401
(641) 423-1334
curries@curries.com • www.curries.com

CURRIES Company manufactures custom 

and standard hollow metal doors and 

frames for new and retrofit construction 

projects in commercial, institutional, 

educational and healthcare markets.

Custom Metal Products
Booth #519

150 Division Drive
Wilmington, NC 28401
(910) 343-3338; (866) 893-3338
Fax: (866) 963-1355
www.custommetalproductsnc.com

Custom Metal Products is dedicated to 

offering the fastest available lead times and 

the absolute best quality in custom metal 

doors and frames. Other specialties include 

Stainless Steel doors and frames, Radius 

doors and frames, and Lead-Lined frames.

YOU WANT CONSISTENT, 2–3 WEEK LEAD TIME ON ALL STANDARD PROJECTS. THAT’S US.

YOU WANT ALL THE ADVANTAGES OF COMSENSE™ TECHNOLOGY. YOU GOT IT.
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DAYBAR Commercial Steel 
Doors and Frames
Booth #310

50 West Drive
Brampton, ON L6T 2J4, Canada
(905) 625-8000; (888) 332-9227
Fax: (905) 625-4204
sales@daybar.com • www.daybar.com

Manufacturer of Commercial steel door 

and frame products. Sold throughout North 

America by experienced Distributors.

Dayton Industries, Inc.
See our ad on page 27

Booth #414

1350 Garrison Avenue
Bronx, NY 10474
(718) 542-8144; Fax: (800) 221-3932
sales@daytonind.com
www.daytonind.com

Innovative product engineering and 

fabrication of hollow metal door parts. 

Guaranteed quality. ISO9001:2000 Catalog 

and custom proprietary components. 

On-time deliveries and fast emergency 

response. Fair, competitive pricing.

De La Fontaine, Inc.
Booth #1021

4115 Brodeur Street
Sherbrooke, PQ J1L 1K4, Canada
(819) 821-9230; (800) 565-9230
Fax: (819) 569-5928
sales@delafontaine.com
www.delafontaine.com

DE LA FONTAINE offers a complete line of 

hollow metal doors and frames built with 

hot-dipped galvanized or stainless steel. 

Our team of professionals combines the 

development of creative solutions with 

manufacturing know-how. DE LA FONTAINE 

has conceived and developed technologies 

that allow for unparalleled design and style 

as well as the option to personalize your 

design with recessed panels, embossing, 

inlays and prefinishing. Imagine, we realize!

Deansteel Manufacturing 
Company, Inc.
Booth #926

931 South Flores Street
San Antonio, TX 78204-1406
(210) 226-8271; (800) 825-8271

Deansteel Manufacturing Company, Inc. 
Continued— 
Fax: (210) 226-0913
sales@deansteel.com
www.deansteel.com

Manufacturer of stock hollow metal doors and 

frames. Bullet-resistant doors, frames and 

windows. Blast-resistant doors and windows, 

Stainless steel and Sound-resistant STC 48 

doors and frames available.

Detex Corporation
Booth #1004

302 Detex Drive
New Braunfels, TX 78130-3045
(830) 629-2900; (800) 729-3839
Fax: (830) 620-6711
gph@detex.com • www.detex.com

Detex Corporation manufactures panic 

hardware, door alarms, access controls, 

controllers, electrified hardware, delayed 

egress with latch retraction, automatic 

door openers and guard tour verification 

systems. Security-focused products.

Diamond Y Door Solutions, Inc.
Booth #1200

1395 Jarvis Street
Ferndale, MI 48220
(248) 545-6800; Fax: (248) 545-6801
bcurtis@dydoorsolutions.com
www.dydoorsolutions.com

Diamond Y Door Solutions, Inc. is a 

manufacturer and wholesaler of commercial 

door openings. All of the benefits of 

manufacturing—direct pricing, warehoused 

availability and professional fabrication—in a 

single phone call. We offer quick ship programs 

of 2, 5, and 10 day lead times. Our mission 

is to consistently provide door openings 

solutions that meet or exceed our customers’ 

expectations for value, quality and delivery.

Dictator U.S., Inc.
Booth #1108

3939 Royal Drive NW, Suite 214
Kennesaw, GA 30144
(770) 427-9555; (877) 366-7439
Fax: (770) 427-0600
info@dictator.com • www.dictator.com

Door movement solutions for many different 

industries. We provide door hardware such 

as closers, hydraulic dampers, drive units 

Dictator U.S., Inc. Continued— 
and door holders, as well as gas 

springs and fire safety.

Door Components, Inc.
Booth #1024

7980 Redwood Avenue
Fontana, CA 92336-1638
(909) 770-5700; (866) 989-3667
Fax: (909) 770-5717
chuckk@doorcomponents.com
www.doorcomponents.com

Door Components has been delivering 

hollow metal and stainless steel doors and 

frames since 1981. We have the fastest 

delivery in the industry, delivering custom 

hollow metal doors and frames in 10 days or 

less and custom stock doors the same day.

Door Controls International
Booth #714

2362 Bishop Circle E
Dexter, MI 48130-2599
(734) 426-0400; (800) 742-3634
Fax: (800) 742-0410
sales@doorcontrols.com
www.doorcontrols.com

U.S. manufacturer of life safety and security 

products for the commercial door hardware 

industry, specializing in high-security rim 

exit devices, electromagnetic locks, power 

supplies, coordinators, flush bolts, and 

miscellaneous door hardware.

Doormerica
See our ad on page 67

Booth #1008

8360 Elder Creek Road
Sacramento, CA 95828-1705
(916) 503-4192; (888) 454-2888
Fax: (888) 454-2889
dwight_combs@abs-abs.com
www.doormerica.com

Doormerica is the manufacturer of the 

Millennium Collection of Doors and 

Architectural Flush and Molded doors. From 

Stile & Rail to Plastic Laminate doors with 

fire ratings up to 90 minutes, we can fill the 

opening.
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DORMA
Booth #618

Dorma Drive, Drawer AC
Reamstown, PA 17567-0411
(717) 336-3881; (800) 523-8483
Fax: (717) 336-2106
archdw@dorma-usa.com
www.dorma-usa.com

DORMA, a leading global manufacturer 

of premium access solutions, is a trusted 

global partner, supporting stakeholders 

of every building, from design and 

construction to ongoing service and 

support. Our products enable safety, 

comfort and convenience. Now with 

Rutherford Controls, DORMA offers 

protection you can trust. Follow us as we 

create solutions for the future.

Eggers Industries
Booth #501

One Eggers Drive
Two Rivers, WI 54241
(920) 793-1351; Fax: (920) 793-2958
sales@eggersindustries.com
www.eggersindustries.com

5-ply flush and stile & rail doors, wood 

jambs, architectural plywood panels and 

veneered components. Special applications 

include fire ratings, acoustical (STC), lead-

lined, bullet-resistant, impact-resistant and 

LEED contributing constructions.

ekeyUSA Systems, LLC
Booth #1317

6150 53rd Avenue E
Bradenton, FL 34203
(941) 782-1227; Fax: (941) 870-5128
info@ekeyUSA.com
www.ekeyUSA.com

ekeyUSA provides weather-resistant 

fingerprint access control solutions that 

are highly secure yet extremely convenient 

and simple for each user to enroll different 

fingers each for different functions. Due to 

its slim and compact design, ekey integra 

finger scanner is the ideal solution for direct 

installation into doors. With ekey…Your 

finger is the key!

Eliason Corp.
Booth #1007

9229 Shaver Road
Portage, MI 49024
(269) 327-7003; (800) 828-3655
Fax: (800) 828-3577
doors@eliasoncorp.com
www.eliasoncorp.com

Eliason Corp., Inc. Continued— 
Eliason manufactures custom doors for 

restaurant, retail and grocery applications, 

including cooler and freezer doors. We also 

offer a variety of industrial doors that are 

suitable for many applications, including forklift 

traffic, food processing, corrosive applications, 

cold storage facilities, and bio/pharma facilities.
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emullion Corporation*
Booth #624 

800 Georgia Street
Key West, FL 33040
(305) 295-0811
www.emullion.com

emullion offers the software solution Partner 

works Studio (ePWS), designed exclusively 

for automating the design, manufacture, and 

ordering of doors, frames and architectural 

hardware.

Falcon,  
An Allegion Brand
Booth #404

Administrative Office
11819 North Pennsylvania Street
Carmel, IN 46052
(877) 671-7011; Fax: (800) 452-0665
falconinfo@irco.com
www.allegion.com

Falcon door hardware delivers durability, 

convenience and unmatched value. 

Falcon products include locks, cylinders, 

key systems, exit devices, closers and 

accessories, providing quality products 

at a reasonable price. Delivering reliable 

performance, Falcon makes it simple—

cost-effective products that meet or exceed 

life safety and building code requirements.

Ferche Millwork
Booth #705

400 Division Street N
Rice, MN 56367
(320) 393-5700; (800) 328-7867
Fax: (320) 393-5800
tedw@ferche.com 
www.ferche.com

Ferche is a 53-year-old industry-leading 

wood product manufacturer that specializes 

in wood fire-rated frames (90-, 60-, 45-, 

20-min. ratings). Over 60 available species, 

custom sizes, FSC and prefinishing options. 

Typical lead times are 3 to 4 weeks.

FMS, Inc., Frame Material Supply, Inc.
Booth# 824

520 N Trivoli Road
Trivoli, IL 61569
(309) 362-2323; (888) 838-2343
Fax: (309) 362-2343
fms@framematerialsupply.com
www.framematerialsupply.com

FMS, Inc. Continued—
Manufacturer of Glazing Bead, Spreader 

Bar, Wire Anchors and a wide variety of 

components for the Hollow Metal Door 

Industry.

Frameworks,  
An ASSA ABLOY Group Brand
Booth #804

3801 Yale Street
Houston, TX 77018
(877) 278-5222; Fax: (713) 692-1391
info@frameworks.com
www.frameworks.com

Frameworks manufactures and markets 

interior aluminum door and window frames 

and interior aluminum narrow, medium 

and wide stile doors. Frameworks has an 

installed base of frames throughout the 

country. All frames meet industry standards, 

which ensures replacements at reasonable 

prices.

General Partitions Mfg. Corp.*
Booth #724

1702 Peninsula Drive
Erie, PA 16505
(814) 833-1154; Fax: (814) 838-3473
sales@generalpartitions.com
www.generalpartitions.com

Vandal-resistant commercial toilet 

partitions. Many different styles, materials 

and colors. Solid plastic compartment with 

matching lockers.

Gensteel Doors
Booth #1105

4950 Hickmore Street
Saint Laurent, PQ H4T 1K6, Canada
(514) 733-3562; Fax: (514) 733-1932
vincegiannini@gensteeldoors.com
www.gensteeldoors.com

Gensteel Doors - “Tough to the Core” is a 

respected leader in the hollow metal door 

and frame industry. Our commitment is to 

see that all our customers are served with 

the highest possible quality products and 

service.

Glynn-Johnson, 
An Allegion Brand
Booth #404

Administrative Office
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671-7011; Fax: (877) 424-8494
www.Allegion.com

Known throughout the industry as the 

“overhead door holder specialist,” Glynn-

Johnson has made its name with state-of-

the-art manufacturing and technology. The 

portfolio also includes a full line of push/

pull latches that are ideal for healthcare 

applications. Delivering both superior 

quality and exceptional performance, 

Glynn-Johnson products are offered in 

a wide variety of popular finishes and 

configurations, providing the flexibility 

needed to meet the most demanding door 

control applications.

GRAHAM Manufacturing Corporation,  
An ASSA ABLOY Group Brand
Booth #804

1502 12th Street NW
Mason City, IA 50401
(641) 423-1334
graham@grahamdoors.com
www.grahamdoors.com

GRAHAM Manufacturing Corporation 

produces non-fire-rated and fire-rated 

architectural flush wood doors for the 

commercial construction industry.

Guardian Fire Testing 
Laboratories, Inc.
Booth #1204

15 Wenonah Terrace
Tonawanda, NY 14150-7027
(716) 835-6880; Fax: (716) 835-5682
gftli@earthlink.net
www.firetesting.com

Guardian Fire Testing Labs, Buffalo, NY, 

accredited through ANSI/ASQ/ANAB/

ACLASS: ISO 17025, test lab; ISO 17020, 

Inspection Agency; ISO Guide 65, Product 

Certification Agency. Other services: 

field labeling fire door assemblies with 

missing labels; product certification for 

manufacturers, distributors; fire testing. 

Fast, efficient, friendly. Need help? We’re 

here.
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Hager Companies
Booth #504

139 Victor Street
Saint Louis, MO 63104
(314) 772-4400; (800) 255-3590
Fax: (314) 772-0744
webmaster@hagerco.com
www.hagerco.com

Hager Companies is the only U.S.-based, 

single-source provider of full line door 

hardware. We stand alone as one family 

and one brand, providing over 6,000 door 

hardware products that can be found in 

buildings around the world.

Haley Brothers, Inc.
Booth #1012

6291 Orangethorpe Avenue
Buena Park, CA 90620
(714) 670-2112; (800) 854-5951
Fax: (714) 994-6971
info@haleybros.com
www.haleybros.com

Over fifty years of steady growth have made 

Haley Brothers one of the nation’s largest 

manufacturers of architectural flush wood 

doors and jamb systems.

HAWA Americas, Inc.*
Booth #925

1825 Market Center Blvd
Suite 345, LB #22
Dallas, TX 75207
(214) 760-9054; Fax: (214) 760-8627
payne.chariessa@hawa.com
www.hawa.com

Hawa Americas, Inc. is the U.S. subsidiary of 

Hawa AG, a Swiss manufacturer of precision 

sliding hardware systems. Hawa has been 

manufacturing high-quality sliding hardware 

for doors, walls, furniture and exterior shutters 

for over 40 years. Applications include sliding, 

folding and stacking systems designed for 

use with wood, glass or metal doors.

HES, Inc., 
An ASSA ABLOY Group Brand
Booth #804

10027 S 51st Street, Suite 102
Phoenix, AZ 85044
(800) 626-7590; Fax: (623) 582-4641
service@hesinnovations.com
www.hesinnovations.com

HES, Inc. Continued—
HES is a leading manufacturer of electric 

strikes and locking devices and develops 

products and services that solve customers’ 

access control needs.

HMF Express*
Booth #606

2501 Northchase Parkway SE
Wilmington, NC 28405
(910) 452-1845; (866) 452-1845
Fax: (910) 452-1848
sales@hmfexpress.com
www.hmfexpress.com

Quick Ship Hollow Metal Doors and Frames. 

Made to Order. Shipped on Time!

Hollow Metal Manufacturers 
Association, Division of NAAMM*
Booth #1323

800 Roosevelt Road
Building C-312
Glen Ellyn, IL 60137
(630) 942-6591; Fax: (630) 790-3095
www.naamm.org

HMMF Continued—
The Hollow Metal Manufacturers 

Association (HMMA) is a leader in 

developing performance standards, testing 

steel doors and frames and providing 

Industry training. HMMA is a division of the 

National Association of Architectural Metal 

Manufacturers.

Hollow Metal Xpress
See our ad on page 1

Booth #1124

602 S 65th Avenue
Phoenix, AZ 85043
(623) 936-7000; (866) 936-7001
Fax: (623) 936-7007
steve@hmxpress.com
www.hmxpress.com

HMX is the fastest, most dependable 

manufacturer of custom hollow metal doors 

and frames.

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

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

LEAD LINED MATERIALS 
FOR X-RAY PROTECTION

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

•  Neutron 
Shielding Doors

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

•  Lead Drywall 

•  Lead Plywood 

•  Lead Bricks

Visit us at our website WWW. ACCURATESHIELD.COM

Many Items in Stock for Immediate Shipment.
CALL FOR DETAILS: 800-336-5371 • 847-639-5533 
FAX: 847-639-2088  EMAIL: ACCSHIELD@DLS.NET
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HT Industries, Inc.
Booth #1221 

11710 Pacific Avenue
Fontana, CA 92337
(951) 625-1598; Fax: (951) 685-1672
patrick.mccurdy@chtcusa.com
www.ht-industries.com

Hardware Division has purchased the 

remaining inventory at Tempo Hardware 

and taken sole possession of the factory 

in Bengbu, China. HT has been handling 

and financing all factory production and 

shipments for the past two years. New 

operations began in December 2013. HT 

Industries is a part of CHTC, which is a 

multi-billion dollar conglomerate.

Intertek
See our ad on page 82

Booth #1014

70 Codman Hill Road
Boxborough, MA 01719
(800) 967-5352 
icenter@intertek.com
www.intertek.com/building

Intertek provides testing and certification 

services on building and construction 

products. As evidence of compliance, 

Intertek issues the proprietary Warnock 

Hersey Mark. Additionally, the Intertek 

Qualified Personnel (IQP) program provides 

a value-added extension to DHI’s Fire 

and Egress Door Assembly Inspection 

(FDAI) program, increasing credibility and 

limiting liability of the inspectors. For more 

information, visit www.intertek.com/building.

IVES,  
An Allegion Brand
Booth #404

Administrative Office
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671-7011; Fax: (877) 424-8494
ivesinfo@irco.com
www.iveshinges.com

For more than 120 years, IVES has 

produced a full line of premium-quality 

building hardware and accessories that 

delivers application flexibility and superior 

value. The expansive portfolio includes 

hinges, pivots, flush bolts, strikes, door trim, 

pulls, protection plates, lock guards and 

IVES Continued—
many other hardware accessories. As the 

leader in door accessory hardware, IVES 

provides premium-quality products that are 

tough, durable and attractive. Available in 

a full complement of architectural finishes, 

IVES accessories coordinate seamlessly for 

a complete, secure, attractive door solution.

JNF J. Neves E. Filmos S.A.
Booth #101

Rua Das Ninosas 849, Z. 
IND. DAS Ninosas
Ap.75, Gondomar
Porto, AB 4424-909, Portugal
351 224663230 
jnf@jnf.pt
www.jnf.pt

Kaba ADS Americas*
Booth #818

2941 Indiana Avenue
Winston Salem, NC 27105
(336) 725-1331; (800) 849-8324
Fax: (336) 725-3269
info.accessdatasystems.us@kaba.com
www.kaba-access.com

Kaba Access & Data Systems Americas 

offers comprehensive security solutions for 

access points to buildings and containers, 

as well as for recording personal and 

enterprise data. Kaba’s products utilize 

the latest technologies, including remote 

access, biometrics, wireless, and GPS. 

Our brands include Kaba®, LA GARD, 

Simplex®, PowerPlex, and E-Plex®.

Karona, Inc.
Booth #1011

4100 Karona Court
Caledonia, MI 49316
(616) 554-3551; (800) 829-9233
Fax: (616) 554-3902
steves@karonadoor.com
www.karonadoor.com

Karona produces hardwood stile and 

rail doors for commercial and residential 

projects. Karona produces fire-rated 

doors up to 90-minute ratings. Prefinished 

available, STC, wood door frames and green 

products.

Karpen Steel Custom 
Doors & Frames
Booth #1224

181 Reems Creek Road
Weaverville, NC 28787-8228
(828) 645-4821; Fax: (800) 851-2131
karpensteel@karpensteel.com
www.karpensteel.com

Karpen Steel is a custom quick-ship 

manufacturer of 12-, 14-, 16- & 18-gauge 

hollow metal doors and frames, emphasizing 

high quality and superior service. Products 

include pocket frames, lead-lined doors/

frames, 2-pc. slip frames, acoustic units and 

round top doors/frames.

KN Crowder Manufacturing, Inc.
Booth #830

1220 Burloak Drive
Burlington, ON L7L 6B3, Canada
(905) 315-9788; (866) 999-1562
Fax: (800) 567-0123
customerservice@kncrowder.com
www.kncrowder.com

KN Crowder specializes in manufacturing 

Sliding Door Hardware, Weatherstrip, 

Thresholds, Stair Nosings, Automatic Door 

Bottoms, Foot Grilles, Floor Mats and Louvers. 

The family-owned/operated Canadian 

company has been in business for over 60 

years, creating quality products that are 

safe, user friendly and beautifully designed. 

KNC products are built to last; whether it is 

a Canadian winter or salty southern air, the 

aluminum extrusions live up to their legacy 

across the globe. 

Krieger Specialty Products Company
See our ad on page 22

Booth #1210

4880 Gregg Road
Pico Rivera, CA 90660
(562) 695-0645; (866) 203-5060
Fax: (562) 692-0146
www.kriegerproducts.com

Krieger Specialty Products is a leading 

manufacturer of custom doors and 

applications since 1936. Custom doors by 

Krieger are built to your specifications and 

have been utilized by leading architects in 

premiere structures throughout the world. 

We construct sound-control doors,  

windows, horizontal sliding doors, blast- and 

http://www.iveshinges.com
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Krieger Specialty Products Company 
Continued—
pressure-resistance, bullet-resistance, 

radio frequency, lead-lined or any hybrid 

combination. See our gallery at www.

kriegerproducts.com/gallery.

KVAL, Inc.
Booth #1218 

825 Petaluma Blvd S
Petaluma, CA 94952
(800) 553-5825; Fax: (707) 762-0621
marks@kvalinc.com • www.kvalinc.com

KVAL specializes in computer-controlled, 

high-production architectural and 

commercial door machinery, as well 

as residential pre-hung door and jamb 

preparation machinery. We also offer 

specialized equipment.

L. E. Johnson Products, Inc.
Booth #1217 

2100 Sterling Avenue
Elkhart, IN 46516
(574) 293-5664; (800) 837-5664
Fax: (574) 294-4697
info@johnsonhardware.com
www.johnsonhardware.com

Manufacturer of pocket door frames and 

accessories, folding and sliding door 

hardware.

LCN,  
An Allegion Brand
Booth #404

Administrative Office
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671-7011; Fax: (800) 248-1460
lcninfo@irco.com
www.lcnclosers.com

Since 1876 LCN has been the undisputed 

innovator and leader in door control. LCN 

products include surface and concealed 

door closers, ADA-compliant automatic 

door operators and electronic accessories 

that protect the opening and enhance the 

overall safety and security of a facility. These 

devices are found in high-traffic areas such as 

hospitals, schools, government buildings, and 

commercial settings and enhance security 

by ensuring that doors latch. LCN sets the 

standard for exceptional performance in door 

control at critical moments.

Lorient North America
Booth #524

2121 Capstone Drive
Lexington, KY 40511-8921
(859) 252-7441; Fax: (859) 381-1241
info@lorientna.com • www.lorientna.com

Lorient specializes in the design and 

manufacture of fire, smoke and acoustic 

sealing systems for door assemblies, often 

utilizing intumescent materials in its products.

Lund Equipment Co., Inc.
Booth #918 

2400 N Cleveland-Massillon Road
PO Box 213
Bath, OH 44210-0213
(330) 659-4800; (888) 364-7231
Fax: (330) 659-9347
sales@lundkeycab.net
www.lundkeycab.net

Lund has manufactured high-quality key 

ID systems and cabinets for over 60 years. 

Today it offers 70 styles of key cabinets, 

including wall, table and file. All Lund 

cabinets are American-made and meet 

Federal, BHMA, ANSI specs.

The Maiman Company,  
An ASSA ABLOY Group Brand
Booth #804 

3839 E Mustard Way
Springfield, MO 65803
(800) 641-4320; Fax: (417) 862-3780
www.maiman.com

Manufacturer of the finest architectural stile 

and rail wood doors, Thermal Fused flush 

doors and frames. All are available non-

rated or fire-rated up to 90 minutes.

Markar Architectural Products, 
An ASSA ABLOY Group Brand
Booth #804

5535 Distribution Drive
Memphis, TN 38141
(800) 824-3018; Fax: (800) 243-3656
information@markar.com
www.markar.com

Markar leads the industry in architectural 

grade, fire-rated continuous pin and 

barrel hinges and edge guards. Markar 

manufactures continuous hinges designed 

specifically for healthcare, security and 

windstorm applications.

MARKS USA
Booth #930

365 Bayview Avenue
Amityville, NY 11701-2801
(631) 225-5400; (800) 526-0233
Fax: (631) 225-6136
wjs@marksusa.com • www.marksusa.com

MARKS USA offers Architectural Grade 1, 

BHMA & UL code-compliant Mortise, 

Cylindrical & Tubular locksets, Electronic 

Access Control, Biometrics, Hospital/Life 

Safety locksets, Ornamental Iron locksets,  

HI-SECURITY™ Cylinders, Exit Devices,  

Door Closers and more!

Masonite Architectural DoorSystems
Booth #510

One Tampa City Center
201 North Franklin Street, Suite 300
Tampa, FL 33602-5105
(813) 877-2726; (800) 895-2723
Fax: (813) 739-0106
masonitecorp@masonite.com
www.masonitearchitectural.com

Masonite Architectural DoorSystems’ 

commercial and architecturally specified wood 

interior doors add a stylish, personal signature 

to your building while providing years of carefree 

beauty. Designed to be environmentally friendly, 

Masonite commercial doors help architects, 

builders and developers meet desired green 

certifications. The Masonite Architectural 

DoorSystems group consists of four commercial 

and architecturally specified brands: Algoma 

Hardwoods, Marshfield DoorSystems, Mohawk 

Flush Doors and Baillargeon Doors.

McKINNEY Products Company,  
An ASSA ABLOY Group Brand
Booth #804

225 Episcopal Road
Berlin, CT 06037
(800) 346-7707; Fax: (800) 541-1073
customerservice@mckinneyhinge.com
www.mckinneyhinge.com

McKINNEY designs and manufactures 

high-quality architectural hinges, including 

ElectroLynx® electric hinges and StormPro® 

Tornado-Resistant Hinges. McKinney 

decorative hinges are designed to suite with 

hardware from other ASSA ABLOY Group 

brands. A wide variety of custom hinges is also 

available.

http://www.lcnclosers.com
http://www.masonitearchitectural.com
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MEDECO,  
An ASSA ABLOY Group Brand
Booth #804

3625 Alleghany Drive
PO Box 3075
Salem, VA 24153-0330
(800) 839-3157; Fax: (800) 421-6615
customer-service@medeco.com
www.medeco.com

Digital keys and cylinders from MEDECO 

provide sophisticated access control 

without any wiring, door and frame 

modifications or additional hardware.

MegaMet Specialty Doors
Booth #1318

3228 6th Avenue N
Birmingham, AL 35222
(205) 322-7700; (888) 322-7750
Fax: (205) 322-4600
ewalljr@megametusa.com
www.megametusa.com

MegaMet is in our 18th year of Quality 

Door Manufacturing. An active member 

of NAAMM. Acoustical, Ballistic, Blast, 

Commercial, Radius, Security, Stainless, 

Veneered, Windstorm, and X-ray Steel 

Doors and Frames.

Mesker Door, Inc.
Booth #1003

3440 Stanwood Blvd NE
Huntsville, AL 35811-9021
(256) 851-6670; Fax: (256) 851-7896
nmccarty@meskerdoor.com
www.meskerdoor.com

The newest innovations in hollow metal 

from the oldest hollow metal door company 

in America. Our products represent the 

pinnacle of innovation, craftsmanship and 

quality.

Metpar Corp.
Booth #1123

95 State Street
Westbury, NY 11590
(516) 333-2600; Fax: (516) 333-2618
www.metpar.com

Metpar is the leading manufacturer of 

commercial restroom partitions, urinal 

screens, dressing stalls and shower 

enclosures. Our 60-year history has enabled  

Metpar Corp. Continued—
us to be widely specified within the industry. 

Metpar offers five basic materials for the 

partitions: Powder-Coated Steel, Stainless 

Steel, Plastic Laminate, Phenolic, and HDPE 

solid plastic. Each one of our materials is 

available in many configurations that will fit 

any architectural or designer’s plans.

Midwest Wholesale Hardware
Booth #1107

1000 Century Avenue
PO Box 34221
Kansas City, MO 64120-1903
(800) 821-8527; Fax: (800) 621-6581
hdwsales@midwestwholesale.com
www.midwestwholesale.com

Let Midwest Wholesale Hardware be your 

hardware connection. Whether you need 

locks, exit devices, closers, electrified, or 

security hardware, we will have it and be 

able to get it to you quickly and accurately. 

We carry the finest products by the most 

respected names in the business.

MJB Wood Group, Inc.
Booth #924

2201 W. Royal Lane, Suite 250
Irving, TX 75063
(972) 409-2942; Fax: (214) 442-7702
www.mjbwood.com

MJB Wood Group, Inc. provides 

architectural flush door components 

engineered to your specifications, along 

with a wide variety of panel products, 

lumber and millwork, including FSC 

and other green certified solutions. Our 

manufacturing and inventory management 

solutions allow manufacturers to add 

capacity quickly while minimizing 

investment and reducing overall costs.

MMF Industries
Booth #623

1111 Wheeling Road
Wheeling, IL 60090
(847) 537-7890; (800) 445-8293
Fax: (847) 537-1120
gsmith@mmfind.com
www.mmfind.com

Leading manufacturer of single tag and two 

tag key control systems. Cabinets designed 

to hold automotive keys tags. Specialty 

cabinets secure drugs and narcotics.

Multiax America, Inc.
Booth #630

3000 Remico St. SW
Grandville, MI 49418
(616) 534-4530; Fax: (616) 534-4570
www.multiax.com

Providing productive CNC solutions for 

entry and interior door machining. Machines 

with 3, 4, 5 or more working axes. Machines 

for hardware machining, core profiling, MDF 

profiling, sizing, etc., Multiax has a machine 

to fit your needs.

National Custom Hollow Metal
Booth #1018

1701 E 22nd Street
Little Rock, AR 72206
(501) 372-3441; (800) 334-3070
Fax: (501) 375-3070
Evan@nchmetal.com
www.nationalcustomhollowmetal.com

National Custom Hollow Metal quick ships 

hollow metal in 5 to 10 working days. Other 

specialties are DEFENDDOOR Stainless 

steel doors/frames, arched hollow frames, 

TRUSTSHIELD lead-lined doors/frames, 

Hurricane Doors. Doors and frames up to  

5' X 12', 12-18 Gauge fire doors/frames 

labeled by UL and WHI.

National Guard Products, Inc.*
Booth #518 

4985 E Raines Road
PO Box 753430
Memphis, TN 38175-3430
(800) 647-7874; (800) 647-7874
Fax: (800) 255-7874 • www.ngp.com

Thank you for your valued gasketing and 

threshold business. At NGP, customers 

come first.

NGFL Incorporated
Booth #1119

8 Tulip Drive
Huntington, NY 11743
(631) 424-0589; Fax: (631) 759-2931
usapalusol@aol.com

NGFL is the only official licensed distributor in 

the NAFTA region for PALUSOL®/PALUSOL® 

SW cores as manufactured by BASF SE, 

as well as for Interdens and Exterdens 

manufactured by Dr. Wolman GmbH. Expertise 

in all facets of intumescent technology.
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NORTON Door Controls,  
An ASSA ABLOY Group Brand
Booth #804

3000 Highway 74 East
Monroe, NC 28112-0869
(800) 438-1951; Fax: (800) 338-0965
www.nortondoorcontrols.com

Norton Door Controls offers a 

comprehensive line of door controls 

designed and manufactured to ensure 

superior performance, reliability and 

application breadth. Norton offers 

traditional surface, industrial economy, 

overhead concealed, commercial and 

architectural grade closers. To complement 

the closers, Norton also offers a unique 

range of arms to help provide maximum 

door and frame protection.

Odice, LLC
Booth #1025

PO Box 639
Rutledge, GA 30663-0639
(866) 304-7772; Fax: (706) 557-9334
j.holbrook@odice.com
www.odicefireprotectionproducts.com

Passive fire protection products, including 

fire and smoke seals.

Ohio Valley Door Corp.
Booth #604

2143 Willow Street
PO Box 84
New Albany, IN 47150
(812) 945-5285; (800) 866-1939
Fax: (812) 945-5730
www.ohiovalleydoor.com

We are your #1 source for quality, 5-ply wood 

doors, architectural panels, and wood jambs. 

We specialize in providing our customers with 

the best quality products in short lead times.

OMNIA Industries, Inc.
Booth #1205

5 Cliffside Drive
PO Box 330
Cedar Grove, NJ 07009-1234
(973) 239-7272; (800) 310-7960
Fax: (800) 542-7611
info@omniaindustries.com
www.omniaindustries.com

Complete range of solid brass and stainless 

steel architectural hardware, with an  

OMNIA Industries, Inc. Continued—  
emphasis on entry locksets and interior 

latchsets. Our mortise locks are UL-listed.

Overly Door Company
Booth #1104

574 W Otterman Street
Greensburg, PA 15601-0070
(724) 834-7300; (800) 979-7300
Fax: (724) 830-2871
overly@overly.com
www.overly.com

Overly Door Company is a custom 

manufacturer of sound-retardant, blast- and 

pressure-resistant, FRP, and security doors 

and windows for industrial, commercial and 

governmental applications.

PDQ Manufacturing
See our ad on page 93

Booth #311

2754 Creek Hill Road
Leola, PA 17540
(717) 656-4281; (800) 441-9692
Fax: (717) 656-6892
sales@pdqlocks.com
www.pdqlocks.com

For more than 30 years, PDQ has built its 

reputation offering extraordinary value, 

service and quality. We offer a complete 

line of architectural door hardware including 

Locks, Closers, Exit Devices, Electronic 

Access Control, Stand Alone Locks, Hinges 

and Flat Goods that exceed industry 

standards. Come explore our world.

PEMKO,  
An ASSA ABLOY Group Brand
Booth #804

5535 Distribution Drive
Memphis, TN 38141; (800) 824-3018
websales@pemko.com
www.pemko.com

PEMKO, manufacturer of thresholds, 

gasketing, continuous geared hinges and 

commercial door products for energy 

efficiency, sound attenuation, and life safety 

needs.

Philadelphia Hardware Group, Inc.
Booth #823

6590 Top Gun Street
San Diego, CA 92121
(800) 545-2309; Fax: (800) 828-0988
kenny@philihardware.com
www.philihardware.com

Philadelphia Hardware Group is a 

manufacturer of builders hardware. PHG 

provides a wide variety of hardware ranging 

from the Advantage Commercial Lock to 

the Advantage Door Closer, Advantage 

Exit Device, Advantage Hinges, Advantage 

Door Hardware, CitiLoc Residential Lock, 

EZ-SET Residential Lock and PHG Bath 

Accessories.

Premier Products, Inc.
Booth #1112

2840 Sterlington Road
PO Box 7269
Monroe, LA 71203
(318) 361-0796; (800) 962-6517
Fax: (318) 323-5068
sales@trustpremier.com
www.trustpremier.com

Premier manufactures a complete line of 

hollow metal doors and frames, including 

fire-rated and windstorm assemblies. 

Distribution centers are located in Monroe 

(LA), Atlanta, and Houston.

Protective Door Industries
Booth #1032

15700 S Lathrop Avenue
Harvey, IL 60426
(708) 331-2515; Fax: (708) 331-2500
sales@protectivedoor.com
www.protectivedoor.com

PDI manufactures special-purpose steel 

doors and windows containing PDI’s 

own brand of Sonicbar® hardware for 

applications requiring blast, pressure, 

FEMA 361 tornado resistance and sound 

attenuation. 

QAI Laboratories
Booth #921

16-211 Schoolhouse Street
Coquitlam, BC V3K 4X9, Canada
(604) 527-8378; Fax: (604) 527-8368
qhuckell@qai.org
www.qai.org
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QAI Laboratories Continued— 
QAI specializes in Testing and 

Certification of building products. We offer 

comprehensive testing services for a vast 

array of building products in the broad areas 

of construction materials, roofing products, 

doors, fire doors and windows.

Rediframe Products Division 
of Dunbarton Corporation*
Booth #718

1101 Technology Drive
PO Box 8577
Dothan, AL 36303
(800) 633-7553; Fax: (334) 793-3462
sales@dunbarton.com
www.dunbarton.com

Dunbarton is the manufacturer of 

Rediframe® prefinished steel door frames 

with fixed and adjustable throat styles; 

positive pressure fire rating. Slimfold steel 

bifold and mirror wardrobe doors. Achiever 

prehung entry door systems. BIM drawings 

available.

Reese Enterprises, Inc.
Booth #1013 

16350 Asher Avenue
PO Box 459
Rosemount, MN 55068
(651) 423-1126; (800) 328-0953
Fax: (800) 334-8823
info@reeseusa.com
www.reeseusa.com

Reese provides a full selection of premium-

quality products to the commercial 

construction industry. Products offered 

include Thresholds, Weatherstrips and 

Intumescent Seals, Aluminum Floor Mats 

and Grates.

Republic Doors and Frames
Booth #1118

155 Republic Drive
McKenzie, TN 38201
(731) 352-3383; (800) 733-3667
Fax: (731) 352-2556
www.republicdoor.com

Republic is an American manufacturer 

of standard and custom steel doors and 

frames. Products include bullet-resistant, 

STC, lead-lined and FEMA units. Republic 

has a network of service centers offering 

set-up and weld and modified products.

RIXSON Specialty Door Controls,  
An ASSA ABLOY Group Brand
Booth #804

3000 Highway 74 East
Monroe, NC 28112
(800) 457-5670; Fax: (800) 338-0965
www.rixson.com

RIXSON Specialty Door Controls offers 

customized solutions for challenging 

design requirements. It is the leading North 

American provider of concealed closers, 

pivots and mechanical/electromechanical 

door holders.

ROCKWOOD Manufacturing Company, 
An ASSA ABLOY Group Brand
Booth #804

300 Main Street, PO Box 79
Rockwood, PA 15557
(814) 926-2026; (800) 458-2424
Fax: (800) 922-9212
info@rockwoodmfg.com
www.rockwoodmfg.com

Rockwood’s product line includes both 

institutional and decorative door pulls, 

made-to-order protection kick plates, push 

and pull plates, door stops, flush bolts and 

auxiliary hardware. Rockwood decorative 

door pulls are designed to suite with 

hardware from other ASSA ABLOY Group 

brands. A wide variety of custom door pulls 

is also available.

Samuel, Son & Co., Inc.
Booth #1022

4334 Walden Avenue
Lancaster, NY 14086
(716) 681-4200; (800) 272-6835
Fax: (716) 681-1069
robbie.walker@samuel.com
www.samuel.com

Samuel Stamping Technologies, a 

division of Samuel, Son & Co., is a leader 

in providing superior products, quality, 

service, knowledge, and technical support 

to the metal door industry.

SARGENT Manufacturing Company,  
An ASSA ABLOY Group Brand
Booth #804

100 Sargent Drive
New Haven, CT 06511
(800) 727-5477; Fax: (888) 863-5054
webmaster@sargentlock.com
www.sargentlock.com

SARGENT® is a market leader in locksets, 

cylinders, door closers, exit devices, 

electromechanical products and access 

control systems for new construction, 

renovation and replacement applications.

Schlage, An Allegion Brand
Booth #404

Administrative Office
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671-7011; Fax: (800) 452-0665
schlageinfo@irco.com 
www.Schlage.com

For more than 90 years, Schlage has been 

creating the strongest and most technologically 

advanced security products for homes, 

multi-family, commercial and institutional 

buildings. From durable mechanical locks 

to comprehensive electronic access control 

solutions and biometrics, Schlage provides 

protection at critical moments: when property 

and personal security are at stake. In homes, 

public buildings and in the workplace, at the end 

of the day Schlage stands for one thing: strong.

Schott North America, Inc.
Booth #923 

5530 Sheperdsville Road
Louisville, KY 40228
(502) 657-4423; Fax: (502) 966-4976

SCHOTT PYRAN® Platinum is a fire-

protective glazing material made from a 

transparent glass-ceramic. It is intended for 

use in non-impact, safety-rated locations 

such as transoms and windows with fire-

rating requirements up to 90 minutes. The 

unique manufacturing process allows for 

outstanding clarity and surface quality, 

without any trace of haze or amber tint. It 

is the world’s first fire-rated glass ceramic 

produced without the toxic metals arsenic 

and antimony and has been Cradle to Cradle 

(C2C) certified by McDonough Braungart 

Design Chemistry.

http://www.Schlage.com
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Securitech Group, Inc.*
Booth #602

5460 46th Street
Maspeth, NY 11378-1037
(718) 392-9000; (800) 622-5625
Fax: (718) 392-8944
info@securitech.com
www.securitech.com

Think Securitech for security problem-

solving door locks and systems, including 

multi-point deadbolt exit devices, 

electrically controlled lever trim, and high-

security deadbolt exit locks.

SECURITRON Magnalock Corp.,  
An ASSA ABLOY Group Brand
Booth #804

10027 S 51st Street, Suite 102
Phoenix, AZ 85044
(775) 355-5625; (800) 624-5625
Fax: (623) 582-4641
info@securitron.com
www.securitron.com

SECURITRON Magnalock Corporation 

produces electronic locking products and 

systems, including electromagnetic locks, 

electromechanical locks, gate locks, power 

supplies, entry and exit devices, power 

transfer devices, timers, switches and lock 

control panels.

Security Door Controls*
Booth #904

801 Avenida Acaso
PO Box 3670
Camarillo, CA 93012
(805) 494-0622; (800) 413-8783
Fax: (805) 494-8861
service@sdcsecurity.com
www.sdcsecurity.com

SDC is a Quality Management Certified 

manufacturer of premium-grade access 

control hardware specified by security 

consultants for prominent facilities 

worldwide. SDC has been providing 

intelligent solutions for Security, Safety 

and Accessibility to the Industry for over 40 

years.

SELECT Hinges,  
SELECT Products Limited
Booth #700 

9770 Shaver Road
Portage, MI 49024
(800) 423-1174; (800) 423-1174
Fax: (269) 323-3815
sales@select-hinges.com
www.select-hinges.com

The only hinge your door will ever need! 

60+ year Continuous Geared Aluminum 

Hinges for high-traffic doors. CONTINUOUS 

WARRANTY. Tested 25,000,000 cycles! 

Exclusive pair-matching, “Green” hinges 

qualify for LEED, 48 hr. shipping! Also, 

stainless steel continuous pin/barrel hinges 

available.

Shield Security Doors, Ltd.
Booth #1208

124 W 60th Street, #34H
New York, NY 10023
(202) 468-3308; Fax: (212) 757-8708
info@shieldsecuritydoors.com
www.shieldsecuritydoors.com

Shield Security Doors custom manufactures 

each of its high-security doors and 

windows to the highest burglary, ballistic, 

weather and fire standards, turning homes 

into fortresses. Architects no longer 

have to sacrifice design to meet security 

requirements, and precisely replicating 

existing styles is part of the daily routine.

SIMONSWERK North America, Inc.
Booth #201

1171 Universal Blvd
Whitewater, WI 53190
(262) 472-9500; Fax: (262) 472-0218
teresa.anderson@simonswerk.com
www.simonswerk-usa.com

SIMONSWERK is a world-renowned 

manufacturer of heavy-duty, high-

performance and premium hinges and has 

produced hinge systems for over 120 years. 

SIMONSWERK is not only producing the 

three-way adjustable concealed door hinge 

product line TECTUS. The company also 

manufactures the three-way adjustable 

hinge system VARIANT for high-traffic 

and heavy-weight doors and is proud to 

introduce this hinge system to the North 

American market.

SMP Specialty Doors,  
An ASSA ABLOY Group Brand
Booth #804

6089 Bristol Parkway, Suite 250
Culver City, CA 90230
(310) 641-6690; Fax: (310) 641-6601
sales@secmet.com
www.secmet.com

Started in 1955, Security Metal Products 

has become the national leader in the 

manufacturing of standard and custom 

hollow metal doors and frames. In addition 

to standard and custom hollow metal, our 

specialty products division encompasses 

the fabrication of sound-rated acoustical, 

stainless steel, bullet-resistant, blast/

pressure-resistant and watertight/sanitary 

doors and frames.

Software for Hardware
Booth #1117

151 Price Hills Trail
Sugar Hill, GA 30518
(770) 945-2463; Fax: (770) 945-2463
john@softwareforhardware.net
www.softwareforhardware.net

Software for Hardware is a complete 

software program designed for the door and 

hardware distributor to quote, detail, draw 

door/frame elevations, produce submittals, 

order and ship material for contract jobs and 

sales orders. We support over 75 hardware 

price catalogs and 7 Division 10 catalogs 

with cutsheets and 8 hollow metal catalogs. 

Inventory control comes built in, and direct 

interfaces to Peachtree, QuickBooks and 

Contract ERP are supported.

Stanley Security Solutions, Inc.
Booth #304

19701 Da Vinci
Lake Forest, CA 92610
(949) 672-4313; (866) 672-4842
Fax: (866) 493-4737
www.k2commercialhardware.com

K2 Commercial Hardware by Black & 

Decker offers the finest products in security, 

quality and style. The K2 product line 

includes locksets, auxiliary deadbolts, exit 

devices and door closers to meet all your 

commercial hardware needs.
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Stanley Security Solutions, Inc.
Booth #304 

6161 E 75th Street
Indianapolis, IN 46250-2783
(317) 849-2250; Fax: (317) 806-3276
mechanical@stanleyworks.com
www.stanleysecuritysolutions.com

A provider of security solutions for 

institutional, commercial and industrial 

businesses. Emphasizing service, Stanley 

delivers a comprehensive suite of security 

products, software and integrated systems.

Steelcraft,  
An Allegion Brand
Booth #404 

Administrative Office
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671-7011; Fax: (800) 356-7178
steelcraftinfo@irco.com
www.allegion.com

Designed for institutional, commercial 

and industrial applications, Steelcraft 

provides an impressive selection of hollow 

metal doors and frames for virtually any 

wall condition or entryway requirement. 

Steelcraft’s offering includes flush, stile and 

rail, severe weather, acoustical, stainless 

steel and blast-resistant doors, as well as 

the Grain-Tech Series of stainable steel 

doors that provides the beauty of wood with 

the benefits and features of steel. Steelcraft 

has set the standard for performance, 

reliability and style.

Stier Steel Corp.
See our ad on page 81 

Booth #1005

14279 Highway 16 E
Spring Valley, MN 55975
(507) 346-2545; Fax: (507) 346-2544
www.stiersteel.com

Stier Steel manufactures components for 

the hollow metal door and frame industry. 

We supply glazing bead, spreader bars, 

hat channel, closer reinforcements, EMW 

anchors, Z-Clips, chairs, mullion clips and 

more.

STREK-O Doors, LLC
Booth #900

PO Box 9
Abbotsford, WI 54405
(715) 223-2376; Fax: (715) 223-2377
sales@strekodoors.com
www.strekodoors.com

Manufacturing Wood Doors since 1940. 

Exclusive Manufacturer of SafeCore 

mineral door core products. Quick Ship and 

Customer Service leader. Extensive veneer 

species available.

Sugatsune America, Inc.
Booth #1324

18101 Savarona Way
Carson, CA 90746
(310) 329-6373; (800) 562-5267
Fax: (310) 329-0819
sales@sugatsune.com
www.sugatsune.com

Provides a rich tradition of manufacturing 

high-quality hardware, including door 

damper, 3-way adjustable concealed hinge, 

upscale wooden sliding door system (Holds 

up to 200 lbs with two-way soft-closing 

function and 600 lbs without soft-closing 

feature), folding door system, lateral 

opening door hinge and others. Also offers 

vast selection of stainless steel decorative 

and functional hardware.

Supa Doors, Inc.
Booth #908 

1732 Universal City Blvd
Universal City, TX 78148-3351
(210) 698-8500; (888) 787-2366
Fax: (210) 698-8507
customerservice@supadoor.com
www.supadoor.com

Supa Doors, Inc. has been manufacturing 

solid MDF doors for 20 years, making Supa 

Doors one of the most field-tested MDF 

doors in the world. Doors are all built to 

order, allowing for customization in sizing, 

layouts and profiles. Doors can be fire-rated 

up to 90 minutes, can include tempered 

glass and fire-rated glass, have been STC 

sound tested and carry a limited lifetime 

warranty. Matching custom STAIN grade fire 

doors are also now available. All are made 

in the USA.

Taymor Industries, Ltd.
Booth #1313

1655 Derwent Way
Delta, BC V3M 6K8, Canada
(604) 540-9525; (800) 267-4774
Fax: (604) 540-2153
builders@taymor.com
www.taymor.com

For over 60 years, Taymor has brought 

quality design, manufacturing and service 

excellence to our customers across North 

America. We offer Fashionable, Functional, 

and Affordable Residential and Commercial 

Door Hardware, Bathware, and Faucets that 

deliver a whole home solution to Builders, 

Retailers, and Consumers alike. For more 

information, please visit www.taymor.com.

Timely Industries, Inc.
Booth #809

10241 Norris Avenue
Pacoima, CA 91331-2292
(818) 492-3500; (800) 247-6242
Fax: (818) 492-3530
sales@timelyframes.com
www.timelyframes.com

Timely’s superior performance, design 

flexibility and lower cost has made this 

the product of choice. For over 40 years 

we have continued to innovate and adapt, 

resulting in reduced costs for end users and 

profitable results for our dealers.

TOAD, LLC
Booth #826

5701 E Circle Drive, Suite 365
Cicero, NY 13039
(866) 739-3953; Fax: (866) 887-5511
dan@toadllc.com
www.toadllc.com

TOAD, LLC is a premier provider of digital 

content to the Door and Hardware industry. 

We produce and manage the most robust 

Product Configurators available. Our 

“plug-in” software components, CRT 

and DoorDesigner, act as add-ons to any 

Windows program.
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ZERO INTERNATIONAL, Inc. 
Known industry-wide for quality 

gasketing, hinges and thresholds for
doors and windows—and the 

advanced technology in our sealing
systems for sound control, fire and

smoke protection, and other
specialized applications.

IND-EX, Inc. 
One-stop shopping for top-quality 

custom extrusions in the shapes, 
colors and lengths you need…

delivered on time.  Specializing in 
all types of rubber—including

hard-to-satisfy silicone—and plastics.

ADVANTAGE 
LITES & LOUVERS, Inc. 

Door louvers and vision lites
manufactured as stock or custom and

available with ZERO specialized
systems or separately.

INTUMET,  Inc. 
Proprietary INTUMET intumescent

materials and systems manufactured
at our New York facility, ensuring

convenient domestic sourcing and
stable pricing for our partners.

ZERO WESTERN 
DISTRIBUTION CENTER(Las Vegas)

Stocking high-demand products for
customers in the western states for

shipment within 24 hours of
receiving orders for in-stock items.

ZERO SEAL SYSTEMS, Ltd. (UK)
ZERO ASIA PACIFIC, Co. (JAPAN)

ZERO EAST, LLC (DUBAI)
ZERO LATIN AMERICA (CHILE)

Distributing USA products and 
services to the world markets. www.zerointernational.com

www.a-ll.com

ZERO is more than great door and window 
gasketing designed and manufactured 
with legendary quality.  The sum of our 
parts equals unique flexibility in satisfying
our customers’ special requirements.  
We listen.  We deliver exactly what you need.
And we make sure it lasts. 

Building on 90 years of strategic growth 
and expansion, our family of companies
offers an unequaled spectrum of essential
technologies and expertise.  All from a 
single source…all in-house.  

Need something special?  Supplying or
building precision products for demanding
applications?  Looking for an OEM partner
to help you break away from the pack?
Here’s where ZERO adds total value you
won’t find elsewhere.

Wherever you are and whatever your needs, 
ZERO knows how to make things work right.  
And we know how to make relationships that last.  

Call 1-800-635-5335 or 1-718-585-3230
to begin building on the true value of ZERO.

All products manufactured in U.S.A.

™

Our new ZERO and ADVANTAGE product 
catalogs are available — printed or online.

When you add it all up, 
there’s prime value in ZERO

90 YEARS
C E L E B R A T I N G

DHI DALLAS JUNE 26-27

COME SEE WHAT’S NEW 

FOR OUR 90TH AT BOOTH 917

ZeroAd4.15.14-Doors&Hardware-Ad.qxd:Doors & Hardware  4/15/14  11:03 AM  Page 1
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Top Notch Distributors, Inc.
See our ad on cover wrap and page 5

Booth #1212

80 Fourth Street
PO Box 189
Honesdale, PA 18431-0189
(570) 253-5625; (800) 233-4210; Fax: (800) 854-4146
www.topnotchinc.com

Top Notch strives to be the foremost distributor in the architectural 

door hardware industry by exceeding our customers’ expectations 

with Integrity, Knowledge and the Drive to provide the best Service. 

A wide selection of Residential, Commercial and Electronic Access 

Control products, parts and accessories is in stock and available for 

same-day shipping from 4 warehouses. With over 100,000 products 

from 50+ manufacturers, we have the products you need.

Total Door Systems
Booth #1122

6145 Delfield Drive
Waterford Township, MI 48329-1388
(248) 623-6899; (800) 852-6660; Fax: (248) 623-6866
info@totaldoor.com 
www.totaldoor.com

Privately-held, American-owned and operated, Total Door Systems 

custom designs, builds and provides fully integrated door systems 

for high-use locations that can stand up to 5 million use cycles, 

and accommodate nearly any veneer or decorative face. TDS 

engineers all components at its world-class facility and offers a 

range of design solutions. The company dates to the 1950s with a 

revolutionary lock that is still used today.

Townsteel, Inc.
See our ad on page 35

Booth #302

17901 Railroad Street
City of Industry, CA 91748-1113
(626) 965-8917; (877) 858-0888
Fax: (626) 965-8919
sales@townsteel.com
www.townsteel.com

TownSteel is a BHMA manufacturer of commercial-grade builders 

door hardware with over 25 years of experience. We offer a full line 

of Ligature-Resistant Locks and Electrified Locks, as well as Digital 

and RFID Mortise and Cylindrical Locks. TownSteel is dedicated to 

offering distribution the best in Quality, Design, Finish, Durability, 

and Function at prices that keep your budget intact. Please see our 

full line offering at www.townsteel.com.

Specialized  
door, Frame  

& WindoW 
SolutionS For  
the World’S  

moSt demanding 
applicationS

www.ambico.com
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TRIMCO*
Booth #517

3528 Emery Street
PO Box 23277
Los Angeles, CA 90023-0277
(323) 262-4191; Fax: (800) 637-8746
rbaumgarten@trimcobbw.com • www.trimcobbw.com

With over 62 years of experience, TRIMCO offers a wide variety of door 

hardware products. We engineer high-quality, innovative accessories 

from most basic to custom-made perfection. TRIMCO Now Offers 

CuVerro alloy products. Please contact us for more information.

Unified Purchasing Group
Booth #1314 

901 W Baxter Drive
South Jordan, UT 84095
(801) 784-8744
info@upg.org • www.upg.org

Von Duprin,  
An Allegion Brand
Booth #404 

Administrative Offices
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671-7011; Fax: (800) 999-0328
vonduprininfo@irco.com • www.vonduprin.com   

Since pioneering the first exit device in 1908, Von Duprin life safety 

products have provided unparalleled quality, performance and 

flexibility for schools, hospitals, stadiums and public buildings. 

From innovative exit devices to electronic access control solutions 

and accessories, Von Duprin never compromises when lives are at 

stake. In fact, an independent study of more than 100 commercial 

facilities across the U.S. documented that Von Duprin exit devices 

require significantly less maintenance over a 30-year period than 

any other brand, providing the confidence and peace of mind that at 

critical moments of life safety, Von Duprin exit devices will perform.

VT Industries, Inc.
See our ad on page 65

Booth #705

1000 Industrial Park
PO Box 490
Holstein, IA 51025-0490
(800) 827-1615; Fax: (712) 368-2923
door_info@vtindustries.com
www.vtindustries.com

VT Industries is the industry-leading manufacturer of architectural 

wood doors. Producing a wide range of high-quality door products 

ranging from high-pressure decorative laminate to high-end custom 

sketch face and interior and exterior stile and rail door products, VT 

Industries offers a complete line of doors that set the bar for quality, 

design, and sustainability.

1/4 Page 
3 1/2”  x  4 3/4  4/C

Doors&Hard_5C  (InDesign doc.)

Runs in:
Jan, Apr, Jul, Oct

DOORS AND HARDWARE
Salsbury Industries

Call regarding our
        Dealer Program!

http://www.vonduprin.com


2) Earn FDAI Credential - After completing the program, students who 
       pass their final exam earn the FDAI credential, uniquely qualifying them to conduct 
       fire door inspections.

Differentiate Yourself.

3) Differentiate Yourself - Qualified FDAIs can further differentiate
       themselves by becoming an Intertek Qualified Personnel.  The process is simple and 
       brings further credibility to your title.  Learn more by visiting www.intertek.com/IQP

On the Road Map of your Career,

Become an IQP in 3 Easy Steps.

1) Complete DHI’s Training - Sign up for the Fire and Egress Door 
       Assembly Inspection (FDAI) training program to gain the necessary skills and 
       knowledge. For more information, please visit www.dhi.org/fdai 

QUALIFIED

IQP

1.

2. 3.

      800.WORLD.LAB    icenter@intertek.com    www.intertek.com/IQP
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Waterson Corp.
Booth #1207

No 11 Dougong 12th Road
Douliou, Yunlin County, AB 640, Taiwan
(508) 641-3242
Info@watersonusa.com
www.watersonusa.com

Waterson Corp.’s exclusively patented 

product, 3 in 1 door-closer hinge, 

combines a hinge, closer and hold open 

into ONE product. Install Waterson hinges 

in existing hinge prep, Adjust closing 

force, Adjust closing speed, Installation 

complete. No measuring, No drilling, No 

mistakes, No Maintenance. Reduce cost 

of installation and long-term ownership 

with our fully mechanical stainless steel 

constructed hinge. ANSI Grade 1, UL Listed, 

ADA-Compliant.

Woodfold Mfg., Inc.
Booth #703

PO Box 346
Forest Grove, OR 97116-0346
(503) 357-7181; Fax: (800) 257-9282
www.woodfold.com

Employee-owned Woodfold offers a full 

line of custom-made accordion and solid 

hardwood roll-up doors. For installations 

calling for sight, security and acoustic 

control, we have the solutions for your 

customers’ needs.

XceedID,  
An Allegion Brand
Booth #404

Administrative Office
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671-7011; Fax: (866) 954-1779
www.allegion.com

XceedID offers easy, convenient access 

control solutions. Proximity products from 

XceedID include cost-effective readers and 

credentials that easily integrate into existing 

legacy proximity systems. Readers’ designs 

are sleek and architecturally attractive, 

and credentials are offered in several 

form factors to meet the needs of most 

customers.

Yale Locks & Hardware,  
An ASSA ABLOY Group Brand
Booth #804

225 Episcopal Road
Berlin, CT 06037-1524
(800) 438-1951; Fax: (800) 338-0965
www.yalecommercial.com

Yale Locks & Hardware provides a 

comprehensive line of door hardware, 

including an extensive range of mechanical 

and electromechanical mortise and 

cylindrical locks, exit devices, door closers 

and cylinders.

Zero International, Inc.*
See our ad on page 79

Booth #917

415 Concord Avenue
Bronx, NY 10455-1004
(718) 585-3230; (800) 635-5335
Fax: (718) 292-2243
zero@zerointernational.com
www.zerointernational.com

Zero is a leading manufacturer of sound-

control gasketing and a full array of other 

specialized sealing systems for doors 

and windows; INTUMET™ intumescent 

fire and smoke protection systems; high-

performance continuous hinges; TRACTION 

TREAD™ systems for door saddles and 

stair nosings; photoluminescent exit path 

markings and signs; and a complete line of 

door louvers, vision lites and accessories 

offered through its Advantage Lites & 

Louvers subsidiary.

argenta® invisible neo

The concealed design hinge for interior doors
• Superior and timeless design, 

no screws visible
• Three sizes: S-5, M-6; L-7
• Technical masterpiece
• “Easy-Hook®”: easy 

installation and 
3D adjustment 
by one person

• Technical masterpiece
• “Easy-Hook®”: easy 

installation and 
3D adjustment 
by one person

argenta® invisiframe®

Invisible aluminum frame for interior doors
• Get to the essence of an aesthetic living 

environment
• Invisible integration of doors into the walls 

of your house
• The door is lined up perfectly with the wall 

allowing architects to play with space and 
volume

• Plaster cracking is prevented thanks to the 
special profi ling

www.invisiframe.com

Invisible doors by argenta® 
opening a world of possibilities

R27729

argenta
opening doors

®

RENSON® Inc.
400 Continental Blvd • 6th fl oor
El Segundo • CA 90245 • USA
T +1 310 745 8905 • usa@renson.net
www.renson.us
www.argentalu.com

DHI_doors_hardware_0515.indd   1 9/05/14   08:53
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BOLTS

ABH Manufacturing
Accurate Lock and Hardware Co., LLC
Allegion
ASSA ABLOY Door Security Solutions
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Door Controls International
Hager Companies
JNF J. Neves & Filhos S.A.
Midwest Wholesale Hardware
OMNIA Industries, Inc.
Philadelphia Hardware Group, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
Top Notch Distributors, Inc.
TRIMCO

BRACKETS

C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Hager Companies
HT Industries, Inc.
JNF J. Neves & Filhos S.A.
Philadelphia Hardware Group, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Sugatsune America, Inc.
Taymor Industries, Ltd.
Top Notch Distributors, Inc.
TRIMCO

CABINET HARDWARE

ABH Manufacturing
Allegion
ASSA ABLOY Door Security Solutions
C. R. Laurence Company, Inc.
JNF J. Neves & Filhos S.A.
Kaba ADS Americas
KN Crowder Manufacturing, Inc.
MEDECO, An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
OMNIA Industries, Inc.
Philadelphia Hardware Group, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Schlage, An Allegion Brand
Security Door Controls
Stanley Security Solutions, Inc.
Sugatsune America, Inc.
Top Notch Distributors, Inc.
TRIMCO

Woodfold Mfg., Inc.
Yale Locks & Hardware, 
 An ASSA ABLOY Group Brand

CLOSERS

Allegion
ASSA ABLOY Door Security Solutions
BEA Security
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORBIN RUSSWIN  
 Architectural Hardware,  
 An ASSA ABLOY Group Brand
Detex Corporation
Dictator US, Inc.
DORMA
Hager Companies
JNF J. Neves & Filhos S.A.
LCN, An Allegion Brand
MARKS USA
Midwest Wholesale Hardware
NORTON Door Controls, 
 An ASSA ABLOY Group Brand
PDQ Manufacturing
Philadelphia Hardware Group, Inc.
Premier Products, Inc.
RIXSON Specialty Door Controls, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Stanley Security Solutions, Inc.
Taymor Industries, Ltd.
Top Notch Distributors, Inc.
Townsteel, Inc.
Waterson Corp.
Yale Locks & Hardware, 
 An ASSA ABLOY Group Brand

COMPUTER SOFTWARE

ASSA ABLOY Door Security Solutions
AVAware Technologies
C. R. Laurence Company, Inc.
Comsense, Inc.
contractERP 
CORBIN RUSSWIN  
 Architectural Hardware,  
 An ASSA ABLOY Group Brand
emullion Corporation
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Schlage Electronics, An Allegion Brand
Software for Hardware
TOAD, LLC

COORDINATORS AND ACCESSORIES
ABH Manufacturing
Activar Construction Products Group

Allegion
Cal-Royal Products, Inc.
Door Controls International
Hager Companies
JNF J. Neves & Filhos S.A.
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
Philadelphia Hardware Group, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Top Notch Distributors, Inc.
Townsteel, Inc.
TRIMCO

DOOR ACCESSORIES

Activar Construction Products Group
Allegion
Anemostat Door Products
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORRIM Company
Custom Metal Products
Dayton Industries, Inc.
Hager Companies
HT Industries, Inc.
JNF J. Neves & Filhos S.A.
KN Crowder Manufacturing, Inc.
Lorient North America
Midwest Wholesale Hardware
National Guard Products, Inc.
OMNIA Industries, Inc.
PEMKO, An ASSA ABLOY Group Brand
Philadelphia Hardware Group, Inc.
Premier Products, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Schlage, An Allegion Brand
Securitech Group, Inc.
Taymor Industries, Ltd.
Top Notch Distributors, Inc.
Townsteel, Inc.
TRIMCO
Zero International, Inc.

DOOR OPERATORS

ASSA ABLOY Door Security Solutions
DORMA
PDQ Manufacturing
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Woodfold Mfg., Inc.
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EXHIBITOR PRODUCTS

DOOR STOPS

ABH Manufacturing
Activar Construction Products Group
Allegion
ASSA ABLOY Door Security Solutions
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Dictator US, Inc.
Door Controls International
DORMA
Hager Companies
HT Industries, Inc.
JNF J. Neves & Filhos S.A.
LCN, An Allegion Brand
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
OMNIA Industries, Inc.
Philadelphia Hardware Group, Inc.
RIXSON Specialty Door Controls, 
 An ASSA ABLOY Group Brand
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Stanley Security Solutions, Inc.
Sugatsune America, Inc.
Taymor Industries, Ltd.
Top Notch Distributors, Inc.
Townsteel, Inc.
TRIMCO
Waterson Corp.

DOORS, ALUMINUM

ABH Manufacturing
C. R. Laurence Company, Inc.
Frameworks, 
 An ASSA ABLOY Group Brand
Sugatsune America, Inc.
Woodfold Mfg., Inc.

DOORS, METAL

A&L Shielding, Inc.
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Allegion
AMBICO Limited
ASSA ABLOY Door Security Solutions
Baron Metal Products, 
 An ASSA ABLOY Group Brand
Black Mountain Door
C. R. Laurence Company, Inc.
CECO Door, 
 An ASSA ABLOY Group Brand
Concept Frames, Inc.

CURRIES Company, 
 An ASSA ABLOY Group Brand
Custom Metal Products
DAYBAR Commercial Steel  
 Doors and Frames
Dayton Industries, Inc.
De La Fontaine, Inc.
Deansteel Manufacturing Company, Inc.
Diamond Y Door Solutions, Inc.
Door Components, Inc.
Eliason Corp.
FMS, Inc., Frame Material Supply, Inc.
Gensteel Doors
HMF Express
Hollow Metal Xpress
HT Industries, Inc.
Karpen Steel Custom Doors & Frames
Krieger Specialty Products Company
KVAL, Inc.
MegaMet Industries  
 Specialty Steel Doors
Mesker Door, Inc.
National Custom Hollow Metal
Overly Door Company
Premier Products, Inc.
Rediframe Products,  
 Division of Dunbarton Corporation
Republic Doors and Frames
Samuel, Son and Co., Inc.
SMP Specialty Doors, 
 An ASSA ABLOY Group Brand
Steelcraft, An Allegion Brand
Timely Industries, Inc.
Total Door Systems
Woodfold Mfg., Inc.

DOORS, SLIDING

AMBICO Limited
Ampco Products, LLC
Doormerica
Eggers Industries
Frameworks, 
 An ASSA ABLOY Group Brand
Krieger Specialty Products Company
Overly Door Company
Rediframe Products,  
 Division of Dunbarton Corporation
STREK-O Doors, LLC
Supa Doors, Inc.

DOORS, SPECIALTY

A&L Shielding, Inc.
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
AMBICO Limited
Ampco Products, LLC

ASSA ABLOY Door Security Solutions
C. R. Laurence Company, Inc.
Construction Specialties, Inc.
CORRIM Company
CURRIES Company, 
 An ASSA ABLOY Group Brand
Custom Metal Products
Deansteel Manufacturing Company, Inc.
Doormerica
DORMA
Dunbarton Corporation
Eggers Industries
Eliason Corp.
HMF Express
Karpen Steel Custom Doors & Frames
Krieger Specialty Products Company
L. E. Johnson Products, Inc.
MegaMet Industries  
 Specialty Steel Doors
National Custom Hollow Metal
Overly Door Company
Premier Products, Inc.
Protective Door Industries 
Republic Doors and Frames
Shield Security Doors, Ltd.
SMP Specialty Doors, 
 An ASSA ABLOY Group Brand
STREK-O Doors, LLC
Supa Doors, Inc.
The Maiman Company, 
 An ASSA ABLOY Group Brand
Total Door Systems
VT Industries, Inc.
Woodfold Mfg., Inc.

DOORS, WOOD
A&L Shielding, Inc.
AMBICO Limited
Ampco Products, LLC
ASSA ABLOY Door Security Solutions
Construction Specialties, Inc.
Doormerica
Dunbarton Corporation
Eggers Industries
Eliason Corp.
Ferche Millwork
GRAHAM Manufacturing Corporation, 
 An ASSA ABLOY Group Brand
Haley Brothers, Inc.
Karona, Inc.
Krieger Specialty Products Company
KVAL, Inc.
Ohio Valley Door Corp.
Overly Door Company
SMP Specialty Doors, 
 An ASSA ABLOY Group Brand
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STREK-O Doors, LLC
Supa Doors, Inc.
The Maiman Company, 
 An ASSA ABLOY Group Brand
Total Door Systems
VT Industries, Inc.
Woodfold Mfg., Inc.

DUST‑PROOF STRIKES

ABH Manufacturing
Accurate Lock and Hardware Co., LLC
Cal-Royal Products, Inc.
Door Controls International
Hager Companies
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
Philadelphia Hardware Group, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Top Notch Distributors, Inc.
Townsteel, Inc.
TRIMCO

EXIT DEVICES

Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Alarm Lock Systems, Inc.
Allegion
Architectural Control Systems, Inc.
ASSA ABLOY Door Security Solutions
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORBIN RUSSWIN  
 Architectural Hardware, 
 An ASSA ABLOY Group Brand
Detex Corporation
Door Controls International
DORMA
ekey USA Systems, LLC
Hager Companies
MARKS USA
Midwest Wholesale Hardware
PDQ Manufacturing
Philadelphia Hardware Group, Inc.
Premier Products, Inc.
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Schlage, An Allegion Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp., 
 An ASSA ABLOY Group Brand
Security Door Controls
Stanley Security Solutions, Inc.
Taymor Industries, Ltd.
Top Notch Distributors, Inc.

Total Door Systems
Townsteel, Inc.
Von Duprin, An Allegion Brand
Yale Locks & Hardware, 
 An ASSA ABLOY Group Brand

FIRE/SMOKE CLOSING AND 
DETECTION DEVICES

ABH Manufacturing
Allegion
ASSA ABLOY Door Security Solutions
C. R. Laurence Company, Inc.
CORBIN RUSSWIN  
 Architectural Hardware,  
 An ASSA ABLOY Group Brand
Dictator US, Inc.
DORMA
Hager Companies
LCN, An Allegion Brand
Midwest Wholesale Hardware
RIXSON Specialty Door Controls, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand

GASKETING
C. R. Laurence Company, Inc.
Hager Companies
KN Crowder Manufacturing, Inc.
Lorient North America
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
National Guard Products, Inc.
Odice, LLC
PEMKO, An ASSA ABLOY Group Brand
Premier Products, Inc.
Reese Enterprises, Inc.
Top Notch Distributors, Inc.
TRIMCO
Zero International, Inc.

HINGES
ABH Manufacturing
Accurate Lock and Hardware Co., LLC
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Allegion
Architectural Control Systems, Inc.
ASSA ABLOY Door Security Solutions
Bommer Industries, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Dayton Industries, Inc.
Dictator US, Inc.
DORMA
Hager Companies

HT Industries, Inc.
Markar Architectural Products, 
 An ASSA ABLOY Group Brand
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
OMNIA Industries, Inc.
PDQ Manufacturing
PEMKO, An ASSA ABLOY Group Brand
Philadelphia Hardware Group, Inc.
Premier Products, Inc.
RIXSON Specialty Door Controls, 
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp., 
 An ASSA ABLOY Group Brand
Security Door Controls
SELECT Hinges,  
 SELECT Products Limited
SIMONSWERK North America, Inc.
Stanley Security Solutions, Inc.
Stier Steel Corp.
Sugatsune America, Inc.
Top Notch Distributors, Inc.
Townsteel, Inc.
Waterson Corp.
Zero International, Inc.

HOOKS
Hager Companies
Midwest Wholesale Hardware
OMNIA Industries, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Sugatsune America, Inc.
Top Notch Distributors, Inc.
Townsteel, Inc.
TRIMCO

KEY CONTROL SYSTEMS

ASSA ABLOY Door Security Solutions
C. R. Laurence Company, Inc.
CORBIN RUSSWIN  
 Architectural Hardware,  
 An ASSA ABLOY Group Brand
Lund Equipment Co., Inc.
Midwest Wholesale Hardware
MMF Industries
PDQ Manufacturing
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Stanley Security Solutions, Inc.

LATCHING DEVICES
ABH Manufacturing
C. R. Laurence Company, Inc.
Dictator US, Inc.



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
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Door Controls International
Hager Companies
Midwest Wholesale Hardware
OMNIA Industries, Inc.
Philadelphia Hardware Group, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Schlage Electronics, An Allegion Brand
Top Notch Distributors, Inc.
TRIMCO

LOCKS AND LATCHES
ABH Manufacturing
Accurate Lock and Hardware Co., LLC
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Alarm Lock Systems, Inc.
Allegion
ASSA ABLOY Door Security Solutions
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORBIN RUSSWIN  
 Architectural Hardware,  
 An ASSA ABLOY Group Brand
DORMA
Falcon, An Allegion Brand
Hager Companies
Kaba ADS Americas
KN Crowder Manufacturing, Inc.
MARKS USA
MEDECO, An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
OMNIA Industries, Inc.
PDQ Manufacturing
Philadelphia Hardware Group, Inc.
Premier Products, Inc.
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Schlage Electronics, An Allegion Brand
Schlage, An Allegion Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp., 
 An ASSA ABLOY Group Brand
Security Door Controls
Stanley Security Solutions, Inc.
Sugatsune America, Inc.
Taymor Industries, Ltd.
Top Notch Distributors, Inc.
Townsteel, Inc.
TRIMCO
Yale Locks & Hardware, 
 An ASSA ABLOY Group Brand

PARTITIONS
Ampco Products, LLC
Sugatsune America, Inc.
Woodfold Mfg., Inc.

PROTECTIVE HARDWARE

ABH Manufacturing
Accurate Lock and Hardware Co., LLC
Activar Construction Products Group
Bommer Industries, Inc.
C. R. Laurence Company, Inc.
Construction Specialties, Inc.
Hager Companies
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
Premier Products, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
Schlage Electronics, An Allegion Brand
Stanley Security Solutions, Inc.
Top Notch Distributors, Inc.
TRIMCO

PUSH AND PULL HARDWARE

Accurate Lock and Hardware Co., LLC
Activar Construction Products Group
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Allegion
BEA Security
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Hager Companies
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
OMNIA Industries, Inc.
PDQ Manufacturing
Philadelphia Hardware Group, Inc.
Premier Products, Inc.
ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Securitech Group, Inc.
Stanley Security Solutions, Inc.
Top Notch Distributors, Inc.
Townsteel, Inc.
TRIMCO

SECURITY HARDWARE, ELECTRIFIED 
AND ELECTROPNEUMATIC

ABH Manufacturing
Accurate Lock and Hardware Co., LLC
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
Alarm Lock Systems, Inc.
Allegion
Architectural Control Systems, Inc.
ASSA ABLOY Door Security Solutions

BEA Security
Bommer Industries, Inc.
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORBIN RUSSWIN  
 Architectural Hardware,  
 An ASSA ABLOY Group Brand
Detex Corporation
Door Controls International
DORMA
ekey USA Systems, LLC
Falcon, An Allegion Brand
Hager Companies
Kaba ADS Americas
Midwest Wholesale Hardware
OMNIA Industries, Inc.
PDQ Manufacturing
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Schlage Electronics, An Allegion Brand
Schlage, An Allegion Brand
Securitech Group, Inc.
SECURITRON Magnalock Corp., 
 An ASSA ABLOY Group Brand
Security Door Controls
Stanley Security Solutions, Inc.
Taymor Industries, Ltd.
Top Notch Distributors, Inc.
Townsteel, Inc.
Von Duprin, An Allegion Brand
Waterson Corp.
Yale Locks & Hardware, 
 An ASSA ABLOY Group Brand

SECURITY HARDWARE, 
NON‑ELECTRIFIED

Alarm Lock Systems, Inc.
Allegion
ASSA ABLOY Door Security Solutions
C. R. Laurence Company, Inc.
CORBIN RUSSWIN  
 Architectural Hardware,  
 An ASSA ABLOY Group Brand
Dayton Industries, Inc.
Detex Corporation
Hager Companies
Kaba ADS Americas
Lund Equipment Co., Inc.
MARKS USA
MEDECO, An ASSA ABLOY Group Brand
MMF Industries
PDQ Manufacturing
Philadelphia Hardware Group, Inc.
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand



One of the most challenging yet important tasks we have in our 

industry is to keep current with changes that occur in the codes 

and standards that directly affect the door assemblies with 

which we work. Arguably the two most vital codes and standards 

concerned are NFPA 80, Standard for Fire Doors and Other 

Opening Protectives, and NFPA 101, Life Safety Code.

This new, online self-paced course walks you through the 

changes in the current editions of NFPA 80 (2013) and NFPA 101 

(2012) that apply to our industry. 

Certifi ed consultants (AHC, CDC, EHC, and AOC) earn (50) 

technical CEP points upon successful completion of this 

course.

Price: $250 Member / $350 Non-member 

Register online today 
at www.dhi.org.
Or call the DHI Education Department at 703/222-2010 

for more information.

CE1401 CODES & 
STANDARDS UPDATE 



We Know Insurance Details! 

TrusT.   As members of the Institute, DHI has your 

company’s best interests at heart. DHI and its 

strategic partner will work to meet and exceed all 

of your insurance needs. The program offers a full 

range of insurance coverages including: Property 

and Casualty, Directors and Officers, Employment 

Practices Liability, and Professional Liability.

With the DHI-Sponsored Insurance Program, 

we can provide you ways to lower your risk through 

customized insurance policies and risk education. 

The DHI Board of Governors approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

Like most other small to mid-sized 

businesses, our daily focus is in our core 

competencies. When we need insurance 

help we lean on the folks at Telcom.

We have a lot of options today, 

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

to exceed the expectations of our own 

customers. Telcom has worked hard 

to earn our business and solve our 

problems. They asked the questions to 

truly understand our business in order 

to build a program that fit our needs.

—Greg Lunde, President 

Builders’ Hardware & Supply Company, Inc.

DHI-SponSoreD InSurance program  ★  aDmInIStereD  by tISc

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

6301 Ivy Lane, Suite 506, Greenbelt, MD 20770   •  Fax: 301/474-6196
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Schlage, An Allegion Brand
Securitech Group, Inc.
Security Door Controls
Stanley Security Solutions, Inc.
Top Notch Distributors, Inc.
Townsteel, Inc.
TRIMCO
Yale Locks & Hardware, 
 An ASSA ABLOY Group Brand

SLIDING/FOLDING 
DOOR EQUIPMENT

Accurate Lock and Hardware Co., LLC
Adams Rite Manufacturing Co., 
 An ASSA ABLOY Group Brand
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Dictator US, Inc.
Hager Companies
HAWA Americas, Inc.
HT Industries, Inc.
KN Crowder Manufacturing, Inc.
L. E. Johnson Products, Inc. 

Midwest Wholesale Hardware
OMNIA Industries, Inc.
PEMKO, An ASSA ABLOY Group Brand
Stanley Security Solutions, Inc.
Sugatsune America, Inc.
Top Notch Distributors, Inc.
TRIMCO

SPECIAL PRODUCTS 
FOR THE DISABLED

Accurate Lock and Hardware Co., LLC
Allegion
ASSA ABLOY Door Security Solutions
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
CORBIN RUSSWIN  
 Architectural Hardware,  
 An ASSA ABLOY Group Brand
Hager Companies
MARKS USA
Midwest Wholesale Hardware
OMNIA Industries, Inc.

ROCKWOOD Manufacturing Company, 
 An ASSA ABLOY Group Brand
SARGENT Manufacturing Company, 
 An ASSA ABLOY Group Brand
Schlage, An Allegion Brand
Security Door Controls
Stanley Security Solutions, Inc.
Sugatsune America, Inc.
Top Notch Distributors, Inc.
TRIMCO
Yale Locks & Hardware, 
 An ASSA ABLOY Group Brand
Zero International, Inc.

SPECIAL PRODUCTS FOR 
INSTALLATION AND FABRICATION

ABH Manufacturing
Anemostat Door Products
Bulldog Fasteners, LLC
C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Dayton Industries, Inc.
FMS, Inc., Frame Material Supply, Inc.
KVAL, Inc.



We’re also “On Your Side” and you’ll still be “In Good Hands,” but sorry... 

No talking lizards here.

www.dhi.org

For more 
information, scan 
with a QR Code 
reader-enabled 
mobile phone.
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EXHIBITOR PRODUCTS

Midwest Wholesale Hardware
Multiax America, Inc.
PDQ Manufacturing
Security Door Controls
Stanley Security Solutions, Inc.
Stier Steel Corp.
STREK-O Doors, LLC

SPECIALTY BUILDING PRODUCTS

Activar Construction Products Group
Ampco Products, LLC
Anemostat Door Products
Bommer Industries, Inc.
C. R. Laurence Company, Inc.
CORRIM Company
ekey USA Systems, LLC
Hager Companies
HMF Express
KN Crowder Manufacturing, Inc.
Lorient North America
Midwest Wholesale Hardware
Zero International, Inc.

THRESHOLDS

C. R. Laurence Company, Inc.
Cal-Royal Products, Inc.
Hager Companies
KN Crowder Manufacturing, Inc.
McKINNEY Products Company, 
 An ASSA ABLOY Group Brand
Midwest Wholesale Hardware
National Guard Products, Inc.
PEMKO, An ASSA ABLOY Group Brand
Premier Products, Inc.
Reese Enterprises, Inc.
Zero International, Inc.

WASHROOM ACCESSORIES

ABH Manufacturing
Activar Construction Products Group
Ampco Products, LLC
C. R. Laurence Company, Inc.
Custom Metal Products
General Partitions Mfg. Corp.
Markar Architectural Products, 
 An ASSA ABLOY Group Brand

Midwest Wholesale Hardware
Philadelphia Hardware Group, Inc.
Sugatsune America, Inc.
Top Notch Distributors, Inc.

WHOLESALE DISTRIBUTORS
C. R. Laurence Company, Inc.
Midwest Wholesale Hardware
Stanley Security Solutions, Inc.

WINDOW HARDWARE

C. R. Laurence Company, Inc.
Top Notch Distributors, Inc.
Zero International, Inc.

WINDOWS

C. R. Laurence Company, Inc.
HMF Express
Krieger Specialty Products Company
National Custom Hollow Metal
Overly Door Company
Premier Products, Inc.
Protective Door Industries
SMP Specialty Doors, 
 An ASSA ABLOY Group Brand
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Patented 36”(914 mm) tall 
x 6”(152 mm) wide switch 
with 2.5” (64 mm) center 

activating column

Hard-wire or wireless option

Vandal and weather-resistant 

Fast installation, retrofit and
new– can be wall- or 

bollard-mounted

CUSTOM 
BOLLARD POSTS

The contoured profile of the
INGRESS’R® allows activation from 

any approach and height level.

Finishes: Stainless Steel, 
Anodized Aluminum, and 

Mill Aluminum to be 
painted or powder coated

Design flexibility allows 
for mounting of intercoms, 

card readers, and more

STANDARD
Standard 6”(152 mm) 

square and round; 
other sizes available 

View our website to design a custom bollard using our bollard checklist 
for square, round, rectangular and triangular bollards.

AUTOMATIC DOOR ACTIVATION SOLUTIONS

Clear 
Anodized 

Aluminum (628) 

Dark Bronze
Anodized 

Aluminum (710)
Shown on Bollard

877.421.9490
sales@wikk.com
www.wikk.com

The
INGRESS’R®

EXCLUSIVE

CREATE

RELIABLE SWITCHES,
MOUNTS 

& ACCESSORIES

PEOPLE

DHI Announces Technical Education  
Staff Changes
It is with mixed emotions that we 
announce that after nearly 20 years of 
dedicated service, Keith Pardoe, DAHC/
CDC, FDAI, CDT, Director of Technical 
Development, will be leaving the DHI 
staff as of June 30, 2014. Keith has 
decided to launch several new and 
exciting ventures in the door and hard-
ware industry that preclude him from 
remaining on staff with DHI. While we 
are sorry to see Keith leave, we wish him 
great success with his new endeavors 
and are happy that he will continue to 
be a resource for DHI through one of his 
companies, Pardoe Consulting, LLC.

Keith joined the DHI staff after work-
ing more than 10 years as a distributor 
while earning his AHC and CDC certifica-
tions. In a few short years, he was pro-
moted to director of education and cer-
tification, where he was responsible for 
the development and delivery of DHI’s 
education and certification programs to 
the industry. He led the transition of the 
original AHI classes to the expanded cur-
riculum and current format of education 
delivery, particularly the online system, 
opening DHI’s education to students 
around the world. In 2004 he received 
the DAHC credential, the industry’s high-
est award for technical expertise.

Keith was especially instrumental 
in the development of the Fire Door 
Assembly Inspection (FDAI) program. 
As the chief technical spokesperson for 
DHI, Keith represented the organization 
and the industry to the numerous codes 

and standards bodies within the U.S. in 
a highly professional and effective man-
ner. His contributions to the evolution 
of NFPA 80 and 101 led to the creation 
of the FDAI program, one of his greatest 
accomplishments.

Keith can be contacted at 703/766-
7024 or kpardoe@dhi.org through June 
30. Look for additional announcements 
about his new ventures and correspond-
ing contact information. He will be in the 
DHI booth and working as an instructor at 
CoNEXTions 2014, June 26 & 27 in Dallas, 
so look for him there to learn more.

As the evolution of DHI’s education 
and certification programs continues 
and moves into a new and critical stage 
over the next few years, we will need the 
additional resources of industry experts. 
We plan to add staff in permanent 
full- and part-time positions, as well as 
non-staff part-time and project-based 
paid consultant services. If you are 
interested in any of these opportunities, 
please contact Steve Hildebrand, FDHI, 
at 717/859-5905 or shildebrand@dhi.org 
for more information. 

Zwipe Introduces Fee as   
North American Director of Sales
Zwipe has announced that Robert 
“Bob” Fee has been named the North 
American director of sales. As such, 
he will help smart card OEMs in North 
America, their integrators and their end 
users to leverage the Zwipe biometric 
card, a contactless smart card credential 
with on-card fingerprint reading. 

Fee has more than 20 years of domestic 
and international sales and marketing lead-
ership with technology manufacturers. 

mailto:kpardoe@dhi.org
mailto:shildebrand@dhi.org
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He was most 
recently general 
manager, Americas, 
with LEGIC 
Identsystems AG. 
He holds a smart 
card industry pro-
fessional/govern-

ment certification from the Smart Card 
Alliance. He earned a master’s degree in 
business administration from the Lake 
Forest Graduate School of Management.

CORPORATE CORNER

PDQ Opens Denton, Texas,  
Distribution Center
A newly opened distribution center in 
Denton, Texas, serves as a hub for the 
PDQ Priority Quickship program, offer-
ing selected architectural door hardware 
designed and manufactured by PDQ 
Manufacturing. The Leola, Pa.-based 
manufacturer now delivers its products 
from the Denton location to points in 
Texas, Oklahoma and northern Louisiana 
in two days or less. 

This distribution center stocks hun-
dreds of selected products, including 
cylindrical locks, standalone elec-
tronic locks, exit devices, door closers, 
deadbolts, installation accessories, 
interchangeable lock cores, key blanks 
and parts. Coverage from the new center 
provides next-day delivery per standard 
UPS ground transit times to most loca-
tions in the tri-state service area.

More information is available from 
PDQ sales representatives or the firm’s 
customer service line at 800/441-9692.

PRODUCTS

Zero’s New Channel-Free Flood Barrier 
Shield Helps Answer Homeowner Needs 
as Spring Floods Threaten
Zero International’s Flood Barrier Shield 
(FBS) model #20770 protects doors 
from heavy rain or floodwaters without 
the need for pre-mounting channel 
brackets to hold the barrier shield in 
place. This channel-free shield can be 
easily installed when needed, making it 
ideal for helping homeowners safeguard 
household contents. It can be used in in 
any standard-size door opening, includ-
ing patio sliding doors, as well as with 
many commercial door openings. 

For doors without stops, Zero also 
offers standard FBS model #2070, which 
is inserted into pre-installed mounting 
brackets when needed. Flood barrier 
sections for both models are available in a 
range of standard heights up to 36 inches, 
and other sizes are available on request.

For more information, contact 
Zero International at 800/635-5335 
or 718/585-3230 x206, email zero@
zerointernational.com or go to www.
zerointernational.com.

Securitech Group Introduces Larger 
Anti-Pry Plate with Entry Options for 
Trident™ Multi-Point Exit Lock 
Securitech Group, Inc. introduces a new, 
larger anti-pry plate for the Trident series 
using an exterior trim option.

Securitech is now offering a larger and 
thicker (11-gauge) stainless steel anti-pry 
plate for exterior entry options on the 
Trident. This new addition eliminates  
the exposed thru-bolts while also 

Robert Fee

Problem:  
Need to Upgrade  
Security in our 
Classrooms...

What’s the 
solution?

PDQ’s Classroom 
Intruder  

Cylindrical Lock 
with LED  
Indicator

Press the button fro
m inside the 

classroom. Red LED will light up  

indicating the outside l
ever is locked. 

This  eliminates the need to open  

the classroom door to check the  

security of the outs
ide lever.

2754 Creek Hill Road, Leola, PA 17540
800.441.9692 717.656.6892 Fax

1926-30 Linn Street, Kansas City, MO 64116
877.781.8480 • 816.842.9020 Fax 

www.pdqlocks.com

Outside lever  
unlOcked

“Press the ButtOn”  
Outside lever lOcked

DHI BOOTH #311

mailto:zero@zerointernational.com
mailto:zero@zerointernational.com
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strengthening the door. Four of the 
six thru-bolts connect directly to the 
mechanism, while the other two are 
along the door’s edge. This new design 
will uphold the protection found in the 
standard anti-pry plate found on Trident 
locks without exterior entry. 

The Trident™ Multi-Point Lock is 
available in self re-locking and manual 
re-locking models. Many alarm options 
are available with the Trident series, 
including battery power, hardwired and 
signal output. For more information, go 
to www.securitech.com.

Schlage Electronic Locks Help 
TCU Bolster Campus Security

Allegion PLC 
announces 
that it has 
partnered with 
Texas Christian 
University (TCU) 
to enhance 
security for its 

students by installing Schlage electronic 
locks in new residence halls and upgrad-
ing access control in existing buildings. 
A major factor in deciding on the lock 

selection was its ability to interface with 
TCU’s existing student ID cards, which 
students use for meal plans, vending 
machines and other purposes.

To meet these needs, TCU selected 
Schlage AD-300 locks, hard-wired locks 
that are easy to install and provide 
online, real-time lock control. The 
integrated system makes it easy for 
administrators to add or remove users  
or to check the status of an opening.  
Please visit www.allegion.com/US for 
more information.

94 DOORS & HARDWARE £ JUNE 2014

Accurate Lock and Hardware .......................................................................................... 19

Accurate Radiation Shielding .......................................................................................... 69

Activar Construction Products Group.............................................................................. 80

Adams Rite Mfg. ..................................................................................... Inside Back Cover

Akron Hardware..................................................................................... Inside Front Cover

Allegion .......................................................................................................................... 15

AMBICO ........................................................................................................................... 80

Anemostat Door Products  .............................................................................................. 23

Boyle & Chase ................................................................................................................. 33

contractERP .................................................................................................................... 41

Dayton Industries ........................................................................................................... 27

Doors & Hardware House Ads

ANICO ................................................................................................................. 73, 75

CE1401 Codes Update ............................................................................................... 89

CoNEXTtions Sponsor Thank You .............................................................................. 55

DHIndustry Career .................................................................................................... 95

Don’t Forget to Register/CoNEXTions ....................................................................... 49

Doors and Hardware 101 .......................................................................................... 87

Intertek .................................................................................................................... 82

TISC Insurance .................................................................................................... 90, 91

Doormerica ..................................................................................................................... 67

Ellison Bronze ................................................................................................................. 11

Hollow Metal Xpress ......................................................................................................... 1

Krieger Specialty Products .............................................................................................. 22

PDQ Industries ................................................................................................................ 93

RENSON ........................................................................................................................... 83

Salsbury Industries ......................................................................................................... 81

Security Lock Distributors ............................................................................ 43, Back Cover

Southern Lock & Supply .................................................................................................... 2

Stier Steel ....................................................................................................................... 81

Top Notch Distributors .................................................................................. 5, Cover Wrap

TownSteel, Inc. ............................................................................................................... 35

Unified Door & Hardware Group ..................................................................................... 45

VT Industries ................................................................................................................... 65

Wikk Industries ............................................................................................................... 92

Zero International ........................................................................................................... 79

http://www.securitech.com
http://www.allegion.com/US


A searchable database for job seekers and employers. 
DHI members receive exclusive and significant discounts,  

as well as complimentary resume postings. 

www.dhi.org/careers

Log In and Upload Your  
Career Today!



96 DOORS & HARDWARE £ JUNE 2014

A LOT CHANGES IN 20 YEARS. Take a look around 
your office. As you thumb through this magazine, 
think about the changes in your daily business 
routine. Or maybe you are reading this online….

Think about how much technology has changed 
the way we conduct business. I recently reviewed 
the advertisements in an issue of Doors & Hardware. 
More than 50 percent of the product advertisements 
included a product or reference to electronic prod-
ucts. Advertisers wouldn’t be reaching out to you if 
they didn’t feel you were part of this world. 

I wondered how much had changed in our industry in 20 years, so I 
checked a 1994 issue of Doors & Hardware. Ads for electronic products or 
security references comprised less than 25 percent of the ads. No other 
category of advertisers has doubled in the magazine. 

If electronic products represent more than 50 percent of the ads and have 
doubled over 20 years, what does that tell us about their place in our indus-
try and a distributor’s product mix? What evolutions do we see in technol-
ogy and products that can aid distributors in expanding their offerings?

Two developments that represent interesting opportunities are the 
primacy of networks and IT (as opposed to independent access control 
systems) and the growth of wireless and standalone battery-operated locks. 
Why are these trends so important to contract hardware distributors? 

When access control dealers tried to “own” the doorway, they initially 
tried to do it by making believe locks (and safety codes) did not exist. The 
simpler answer for them was to throw a button on the wall, a reader or 
keyswitch on the exterior, and a maglock on the header. 

As electronic locking solutions matured and many in our industry intro-
duced electronic locking products (and in some cases installation) to their offer-
ings, we can began to capture back a good part of that market. But then more 
sophisticated access control came into play, and all of a sudden another wave of 
technology came in to the opening and brought even more chaos to the job site.

Things are still shaking out, but the new breakdown looks very favor-
able to our industry. Manufacturers in our industry are creating integrated 
products and presenting comprehensive access control solutions. That’s 
good for contract hardware distributors. The rise of IT is also turning door 
locking products into “appliances” that connect to a master IT system. 
That’s also good for distributors, as work can be completed and terminated 
at a junction box without any door configuring required.

There’s no way to ignore the changes, and finding a place where you are 
comfortable is easily achievable. The key is to keep abreast of the developments 
and use at-hand tools (like the Internet), as well as in-person training and educa-
tion to become a more valued resource to your customers. DHI is our industry’s 
best resource for these tools. Later this month at CoNEXTions in Dallas, you will 
have the opportunity for those in-person conversations and training that will 
help you find your way and make those key business decisions.

Oh, and what else hasn’t changed in 20 years? I had an article in the June 
1994 issue, too. Let’s make a date for June 2034 and see what the 40-year 
mark brings.  

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

Change Can Be Favorable to Our Industry
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NOTHING ADDS CHARACTER
TO A BUILDING LIKE TRUE WOOD.TM

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

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

4 locations

nationwide

With 1,750,000 SKUs in stock,  
Security Lock Distributors  
is your best chance to find  
exactly what you need. 

Plus, our highly experienced technical 
sales reps will ensure your order  
ships with everything you need to  
do the job right the first time.

seclock.com  |  800-847-5625
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