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Omni Nashville Hotel main entrance. Monumental 
walnut/glass doors. Doors are 9' tall, 3" thickness 
with 3' tall transoms above. Walnut doors by Designer 
Doors; custom hollow metal frames by Ceco Door

Photo courtesy of Omni Hotels & ResortsPh
ot

o 
co

ur
te

sy
 o

f L
aF

or
ce

4  In Touch 
 Jerry Heppes Sr., CAE

6  Faces of DHI  
Dan White

46  Decoded 
Lori Greene, AHC/CDC,  
 FDAI, FDHI, CCPR

48  Real Openings 
Mark Berger

52 Industry Access

55 Ad Index

56  Closing Thoughts  
Jim Wilson and Steve Burman

Correction:

An article in the August 2014 issue of  
Doors & Hardware by Phil Chandler 
should have included the following 
credit: Reprinted with permission from  
The Center for Campus Fire Safety®. 
For additional articles please visit 
www.campusfiresafety.org/Resources/
Library.aspx.



4 DOORS & HARDWARE £ OCTOBER 2014

i n  T O U C H

 T 
HE THEME OF THIS MONTH’S ISSUE OF  
Doors & Hardware is hospitality, entertainment 
and mixed-use buildings. We all use these types 

of facilities and witness the poor maintenance of 
architectural openings in some of them. However, 
that trend is changing and will continue to change, 
and we will witness a large demand for our services 
and knowledge along the way.

I recently had a conversation with Rick Calhoun, 
AHC, FDAI, president of Walters & Wolf Interiors, 
who described the San Francisco 49ers’ new stadium, 
Levi’s Stadium, as a great illustration of this changing 
trend. Walters & Wolf does an excellent job of always 
promoting inspections—requiring them pre-opening 
in the specification and then offering life cycle main-
tenance of the openings. 

As we know, a sports complex experiences heavy 
use by the public, and it is important to have a keen 
focus on life safety needs in the event of a disaster. 
Fortunately, this owner believed in the importance of 
proper maintenance to ensure a safe facility. Walters 
& Wolf, including project manager George Pacheco, 
FDAI, and BK Kersenbrock, FDAI, who performed 
field inspections, convinced the owner that it starts 
with proper installation and continues with a proac-
tive, ongoing maintenance strategy. 

Because of the magnitude of the project, the build-
ing officials were involved early in the process and 
were willing to conduct inspections in stages as the 
building was completed, ensuring a smooth and effi-
cient opening in time for the upcoming sports season. 
The building official worked closely with the owners’ 
staff, the general contractor, and the door and hard-
ware distributor, Walters & Wolf, who had several 
FDAIs on staff, to ensure that the openings complied.

The initial strategy after the building opened was 
for the facility personnel to be trained on how to 
maintain it. Accordingly, Walters & Wolf developed 

a series of training sessions to teach the facility engi-
neers how to maintain the doorways—what to look 
for as problems arise, which corrections are code-
compliant and which would violate the code, etc. 

It didn’t take long before the owner and staff real-
ized that maintenance of openings, especially fire 
doors, is quite a complicated process and requires a 
great deal of knowledge and skill. The result? They 
decided to allow the experts to manage the building. 
Walters & Wolf has the staffing capacity to manage 
such a building; hopefully they got not only a nice 
contract, but some tickets as well! 

The owner had every monetary incentive to try to 
manage this process in-house but at the end of the 
day recognized that it was simpler and more cost-
effective to have an expert do the work. Repairing 
and upgrading heavy-use openings is tricky, and 
our industry is the most suited to offer this type of 
service over the life cycle of the building. 

I believe that many end users have similar experi-
ences, especially in the hospitality and entertainment 
venues. It just makes sense to turn to the experts, and 
we are the experts! If you are a distributor and are 
considering your company’s vision for the future, I 
would seriously consider this business model. 

Might we become teachers in some instances? I 
believe that is possible. Some end users will still want 
to keep the maintenance in-house. In fact, the Door 
Security & Safety Foundation has been developing 
opening maintenance education for end users to be 
delivered in partnership with our industry. We are 
currently piloting this program this fall by delivering 
education to eight different healthcare end users in 
partnership with local FDAIs. We are also building a 
team of national instructors to deliver the education 
in partnership with DHI members. The good news 
is that this education will lead to more repairs and 
upgrades, and most importantly, to safer openings. 

They Need Our Help— 
 They Just Don’t Know It Yet 

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

Do you know a DHI 

member you would like 

to nominate as the  

Face of DHI? Submit your 

nominations to  

Paige Purdum at 

ppurdum@dhi.org, and 

we’ll take care  

of the rest!

DHI member since: 2007

Occupation: Regional sales manager, National Guard Products, Inc.

Childhood ambition: As a child, and as an adult for that matter, my ambition was to be the starting 
shortstop for the St. Louis Cardinals.

First job: I worked at a car wash and oil change [service center] throughout my high school years. 

What led you to our industry? My uncle, Ed White, was in need of a “green” salesman, and I happened 
to wear green socks to the interview. 

Proudest professional moment: Joining the National Guard Products team. I am proud to work for a 
company that holds true the quality and service it was founded on in the industry I love.

Biggest challenge: Discovering my own empowerment and confidence while still being relatively new 
to the industry

Guilty pleasure: Chipping golf balls under a shade tree on the weekends while my wife (Michelle) and 
kids (Lucas, 5; Emileigh, 2) take a nap. Oh, the things I could accomplish during that time….

Favorite book/movie: Of Mice and Men by John Steinbeck; Tombstone

Mentor/Hero: Personally, my grandfather, Robert Baker. He is and always will be my hero.  
Professionally, Alex Graham—a man who was never too busy or too proud to take the time to help a 
young kid learn this business. Also Neal Frazier, AHC, CDC, FDHI, whose moral and humble approach, 
not only in business but in life, has positively influenced the way I look at everything I hold dear in my 
life. To all three of these men, I have the utmost gratitude and respect.

Best advice you ever received: Find a career doing something you enjoy, and let your passion lead you 
to success (from my father, Robert White Jr.).

Best advice you never received: True humility is not thinking less of yourself; it is thinking of yourself 
less (from C.S. Lewis).

How has your involvement with DHI supported your career goals? Whether it was during my time 
in distribution as an independent sales rep or now with National Guard Products, DHI, on both the local 
and national levels, has always brought opportunity to learn and understand, not only the products, but 
the purpose, and most importantly, the people behind our industry.  ●

 Dan White
 NATIONAL GUARD PRODUCTS, INC.

f a c e s  O F  D H I
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LTHOUGH THE NAME SUGGESTS THAT IT’S BEEN 
around a while, Pear Tree Estate in Champaign, Ill., is a new 

facility, having opened in November 2013. This meeting and 
event space has already become a choice destination for 

weddings and corporate functions in the area, both for its uncommonly 
elegant design and for the quality of the in-house catering. The facility 
sets the bar high, advertising that it “offers a beautiful canvas inside and 
out for your special event to be completely unique and easily planned 
with an onsite coordinator, elegant lighting, linens and chairs.”

“Completely unique” is a fair way to describe Pear Tree, a family 
business with a catering operation run by sisters Annie and Lauren 
Murray. The event space, they say, “is a culmination of the highest-
quality catering, service staff, and now a premier venue to make any 
event memorable.”

That commitment to quality and originality certainly applied when 
the two sisters decided that the new building needed the right partition 
wall to bring more flexibility to their business. The selection and instal-
lation of the custom-built wall took place over 86 days and wrapped up 
just one day before the first party was scheduled to arrive.

To understand the care that went into the selection of a partition wall 
for the new Pear Tree Estate, it helps to understand the people behind 
the decision. Lauren and Annie Murray started L.A. Gourmet—the 

Photos courtesy of Modernfold

c a s e  S T U D Y

More Options, Less Noise

By Mike Llewellyn

Pear Tree Estate in Champaign, Ill., adds flexibility 
and sound control to a unique event space
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catering company operating at Pear 
Tree Estate—in Champaign back 
in 2006. (The “LA” in the name 
of their outfit isn’t a reference to 
Tinseltown—it’s the combination of 
their first initials.) 

The Murray sisters opened LA 
Gourmet with the help of their father, 
who purchased the necessary cater-
ing equipment for them at an auction, 
then leased them space in one of the 
buildings the family owned. The 
sisters used the space to build out 
their first kitchen, then renovated 
the building to bring it up to code for 
food preparation and service. 

It was a big undertaking for two 
young entrepreneurs. Lauren had 
just graduated from the University 
of Illinois, Urbana-Champaign, with 
a degree in food science and human 
nutrition and a minor in business 
administration. Annie wouldn’t 
graduate until the following year 
(with the same major plus a minor 
in hospitality management). But the 
business took off, and they decided 
to invest in a facility they could build 
from scratch, just like the food.

Today, the kitchen is in the new 
facility, which was built on the 
family farm and “surrounded by 
corn and beans…. Our inspiration 
comes from the fresh qualities they 
inspire.” From the dishes prepared 
to the structure of the new facility, 
they say that their agricultural back-
ground comes through.

Well before opening day at the 
new facility, though, the Murray 
sisters recognized a need to be able 
to do more with the space. “We 
needed a space that could function 
in more than one way,” says Annie, 
the younger of the two. 

Part of that flexibility meant 
taking a room designed to host 
400 people and converting it to a 
facility that could house a pair of 

200-person events simultaneously. 
The need for a partition was clear, 
but the Murray sisters, with an 
upscale clientele and an eye for 
detail, realized early that a medio-
cre solution wouldn’t do. 

The Pear Tree Estate features 
vaulting natural wood ceilings, 
exposed beams, polished stone and 
hardwood flooring, and lots of natu-
ral light entering the space through 
large windows. The effect is rustic 

elegance—an impressive and chic 
setting inflected with the warmth 
and familiarity of the Murrays’ 
farmhouse roots.

Working with Ravensburg, Inc., a 
Bloomington, Ill.-based Modernfold, 
Inc. distributor, LA Gourmet began 
ticking off the requirements of the 
addition. Three factors emerged as 
essential in the selection: aesthetics, 
sound control and ease of use. 

Visually, the partition needed to 
match the setting—not just in terms of 
color, but in quality and visual inter-
est as well. With the partition in place, 
LA Gourmet wanted to maintain 
continuity in the aesthetic appeal of 
the space and eliminate the possibil-
ity of occupants perceiving temporary 
fixes or lower-quality materials.

If the facility was to host two 
events at the same time, sound 
control would be a truly essential 
consideration. With the high ceil-
ings and sound-reflecting floors, 
the space already had little in place 
to baffle the acoustics. At the same 
time, the aesthetic demands made 
typical “wall-carpet”-style solu-
tions impossible. The sisters needed 
to find a unique material to tamp 
down noise within the space and 

the right construction to limit sound 
transfer between rooms.

Finally, the partition had to be 
easy to use. LA Gourmet’s fast-
paced catering environment and 
customer-centric business requires 
the use of all structural elements to 
be consistently simple and reliable. 
With staff focused on high-quality 
food preparation and memorable 
customer experiences, there’s no 
room for a labor-intensive or hard-

to-use partition wall.
Ravensburg, Inc. vice president 

Bob Fleming presented the sisters 
with a few options from Greenfield, 
Ind.-based operable partition manu-
facturer Modernfold, Inc. Because 
the Pear Tree Estate’s main room 
features a relatively straightforward 
rectangular floorplan, the partition 
wall could simply halve the space 
through the middle. The straight-line 
opening didn’t require multiple loca-
tions or offset storage, so Fleming 
pointed to a paired-panel system as 
the best way forward. Paired-panel 
partitions offer quick and easy setup, 
as wall panels are hinged together in 
groups of two and move in a straight 
line within the opening. With 
smooth operation and the panels 
stowed at either or both ends of the 
track, opening or closing the parti-
tion would take less than a minute.

That took care of the ease-of use 
requirement, but sound-proofing and 
aesthetics still had to be considered. 

To attenuate sound passing into 
and out of the space, Fleming 
suggested a relatively new line of 
operable partitions from Modernfold 
called Acousti-Seal® Encore®. With a 
sound transmission class (STC) rated 

Three factors emerged as essential in the selection: 
aesthetics, sound control and ease of use.
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at between 52 and 56, Acousti-Seal® Encore® promised to 
drop the sound of loud conversations to a nearly inaudible 
whisper on the other side of the four-inch-thick wall. An 
STC rating corresponds roughly to the drop in decibels 
across a barrier. Sound control that strong—similar to what 
many building codes call for between dwelling units—
would go a long way toward helping maintain privacy and 
comfort for events hosted at the Pear Tree Estate. 

Finally, to satisfy the aesthetic requirements of the 
space, LA Gourmet went with a specialty acoustic carpet 
made from pressed recycled glass. From a distance, the 
carpet nicely complements the muted color of the room’s 
walls. Up close, occupants notice the subtle pattern and 
uniqueness of the material. The texture acts as a baffle 
for the sound reflecting off the hard surfaces in the space, 
while the material itself matches the clean and modern 
feel of the other surfaces in the room.

The Acousti-Seal® Encore® partitions also offer auto-
matic operation courtesy of the newly designed “SureSet” 
top and bottom seal mechanism, with simple automatic 
bottom seals for easier operation.

The installation came together quickly—and under 
budget, says Annie Murray. “We are so pleased with the 
Acousti-Seal® Encore® partition system,” she explains. 
“The easy operation and high degree of sound control is 
everything we were looking for.”

When the finishing touches were applied last 
November, it was just in time to accommodate a small 
wedding that required only half the available space. Since 
then, Pear Tree has played host to simultaneous corporate 
meetings and clients, who, they say, have consistently 
responded positively to the elegant and unique wall that 
creates a perfect fit for smaller events.

As for sound control, clients don’t even notice, and 
that’s the best endorsement.

“Our clients and staff are our number-one priority 
every day,” says Murray. “We take great pride in knowing 
that our name is on the event and food, and we are grate-
ful for the people allowing us to do what we do today and 
every day since we opened our doors.“ 

It’s a sentiment that extends to sliding the doors closed 
as well.  

About the Author: Mike Llewellyn is a freelance writer 
who covers the commercial building, technology and 
media industries. He is also the founder of Sycamore 
Creative, a business communications and design firm in 
Philadelphia (www.sycamorecreative.net). Mike’s work 
has appeared in Environmental Design and Construction, 
Architectural Record, The New York Times, and on TED.
com. He can be reached at mike@sycamorecreative.net.

Ellison doors at the side entrance to the Exploratorium. The doors echo the tall windows and aluminum tiles.

http://www.sycamorecreative.net
http://TED.com
http://TED.com
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Photos courtesy of Omni Hotels & Resorts

ASHVILLE IS BOOMING. LONG KNOWN AS THE HOME OF 
country music, it has become the home of bluegrass, rock, pop, gospel and 
alternative music as well; the epicenter of a burgeoning culinary scene; a 
place with big-city amenities and a small-town feel. It’s a dynamic mix of 
cutting-edge creative energy and traditional Southern hospitality. 

Nashville leads the nation in job growth and ranks third in the rate of 
growth of gross metropolitan product (GMP), a measure of the total value 
of goods and services generated in a metropolitan area. According to IHS 
Global, Nashville is projected to exceed $100 billion in GMP this year. Forbes 
rates it second on its list of “Best Big Cities” for jobs. 

The city has become a focus of investors and hotel developers from across the 
country and around the world. The Nashville Business Journal states, “A dominant 

By John Travers

The Omni Nashville Hotel and 
Country Music Hall of Fame

c a s e  S T U D Y
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theme in Nashville real estate today is 
the volume of outside investors trying 
to establish a foothold.” The Tennessean 
reports that Nashville’s 19.6 percent 
increase in revenue per room over 
the first five months of 2014 is highest 
among the top 25 U.S. hotel markets. 
The national average is currently 8 
percent, so it’s no mystery why hotel 
developers want to be in the metro-
politan Nashville market.

The Omni Nashville Hotel, 
designed by HKS Architects, Inc. of 
Dallas, celebrated its grand opening 
in September 2013 and is representa-
tive of the quality and scale of recent 
downtown development. The hotel, 
along with an integrated expan-
sion of the adjacent Country Music 
Hall of Fame, was built by General 
Contractor Brasfield & Gorrie, head-
quartered in Birmingham, Ala.

Located on Fifth Avenue between 
Demonbreun and Korean Veterans 
Boulevard, The Omni Nashville 
is the second-largest hotel in the 
state of Tennessee, and one of the 
most luxurious. Its 890,000 square 

feet includes 800 rooms and 80,000 
square feet of meeting space. The 
hotel has garnered rave reviews.

Different Packages, One Vendor
Brasfield and Gorrie awarded both 

the millwork and doors and hard-
ware to Allegheny Millwork, reflect-
ing a new direction in the industry 
in which contractors take advantage 
of the efficiencies of purchasing 
different packages from one vendor. 

“We’re seeing a new trend in 
the industry in awarding multiple 

scopes to qualified vendors who are 
capable of specializing in multiple 
disciplines such as millwork, door 
frames and hardware,” says Bill 
Wolf, Allegheny Millwork’s Door 
Division manager.

Contractors and owners who 
award multiple scopes to single 
contractors mitigate their risks, can 
negotiate better contracts, and, in 
the hospitality field, work hand in 
hand with qualified vendors to opti-
mize the design and function of the 
spaces within the facility.

Allegheny Millwork anticipated 
this trend, and after years of having 
customers ask it to supply doors, 
created a commercial door division 
in March 2011 dedicated to doors, 
frames and hardware.

Bill Wolf was brought in to build 
the door division from the ground up. 
With more than 20 years of experience 
in all phases of the door industry—
from working in a distributorship to 
owning a door installation company 

Contractors and owners who award multiple scopes to single 
contractors mitigate their risks, can negotiate better contracts, and, 
in the hospitality field, work hand in hand with qualified vendors to 
optimize the design and function of the spaces within the facility.
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in the fast-paced Las Vegas market—
Wolf was uniquely qualified to take 
on the challenge. He brought with 
him a successful and experienced 
team of project managers well-
versed in working in all segments 
of the industry, including any type 
of design/build project, schools, 
universities, churches, hospitals, 
military facilities and, of course, 
hospitality facilities.

AMI’s project manager, Jon 
Lehman, says the door package for 
the hotel and the Country Music 
Hall of Fame included 3,675 open-
ings with 4,747 leaves. Doors were 
sourced from Graham Wood Doors 
(public and back of house flush 
veneered wood doors in four differ-
ent species), Maiman Wood Doors 
(public and back of house stile and 
rail wood doors in three different 
species), Designer Doors (exterior 
entrance custom wood stile and rail 
and glass doors), Millenium Doors 
(guestroom stile and rail paint finish 
wood doors), Ceco Door (hollow 
metal frames and doors throughout 
back of house), and Eliason Doors 
(back of house impact traffic doors).

There was a variety of hardware 
used on the project as well: an 

ASSA package on the hotel featur-
ing Sargent locks and exit devises 
and Norton closers, an Allegion 
package featuring Schlage locks on 
the Country Music Hall of Fame, 
Von Duprin exit devices and LCN 
closers, and Salto Hotel Networked 
RFID electronic locks on the hotel 
entry doors and back of house areas.

Lehman and Wolf cite the diver-
sity of the door and hardware used 
throughout the project as something 
that set it apart from other jobs. 
They also mention the dramatic 
custom front entry doors, as well 
as exterior entrance doors that 
combine unique walnut and glass 
stile and rail doors in hollow metal 
frames set in exposed structural 
steel, as out-of-the-ordinary features 
of the project. “The diversity 
of frames, doors and hardware 
presented a welcome challenge,” 
Lehman adds.

Allegheny Millwork’s archi-
tectural woodworking shop, 
located outside of Pittsburgh, Pa., 
was in regular contact with the 
Commercial Door Division, which is 
based in Bradenton, Fla.

Joe Langworthy of AMI, who was 
intimately involved with the project 

from start to finish, adds, “Since 
the millwork and paneling needed 
to match in size, shape and color, 
a lot of coordination was required 
to make sure everything matched 
perfectly.” There are a number of 
spaces throughout the hotel and the 
Country Music Hall of Fame that 
demonstrate the aesthetically pleas-
ing results of doors and millwork 
that were finished in the same shop 
by the same craftsmen.

At the entry of the ballroom, for 
example, the doors were supplied 
by AMI’s Door Division and were 
finished by the millwork to precisely 
match adjacent paneling that the 
millwork supplied. The entrance to 
the Country Music Hall of Fame also 
features doors and millwork that 
showcase the efficiency and beauty 
that can occur when one vendor 
finishes adjacent products. 

The Omni Nashville project 
presented AMI with the challenge of 
asking two of its divisions—which 
ordinarily work independently of 
each other—to dramatically increase 
communication and coordination. 
Both divisions of AMI rose to the 
occasion and, in fact, enjoyed the 
challenge. As a result, the company 
as a whole is strengthened and is 
eager to take on other projects that 
include both millwork and doors. 

“Brasfield and Gorrie was 
outstanding to work for. Its profes-
sional construction team worked 
through the construction process, 
making the project as seamless and 
efficient as possible,” says Lehman. 

The flourishing and luxurious 
Omni Nashville is a prime example 
of what can happen when a great 
location, a strong design vision and 
professional execution converge.  

About the Author: John Travers is executive 
vice president of Allegheny Millwork. He can be 
reached at jtravers@alleghenymillwork.com.
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Photos courtesy of ATEK Access Technologies

USH PLATE SWITCHES ARE 
used throughout hospitals to allow 
for easy door accessibility for 
wheelchairs and heavy equipment 
such as hospital beds and carts. 

Many push plates are made of stainless steel, 
which unfortunately can allow toxic bacteria 
to remain active for weeks. 

In 2002, the Centers for Disease Control 
and Prevention (CDC) estimated that the 
national average for hospital-acquired 
infections (HAI) is about 4.5 infections per 
100 hospital admissions.1 To reduce these 
growing numbers, the CDC and The Joint 
Commission have called for hospitals to 
actively pursue prevention, control and 
investigation of HAIs.

Pullman Regional Hospital in Pullman, 
Wash., is taking measures to combat deadly 
infections. Pullman falls well below the 

national average, with a hospital-wide infec-
tion rate of about 1.2 percent, but is looking 
to new technologies to reach its ultimate 
goal of zero healthcare-related infections. 
Pullman conducts thorough room cleanings 
one to two times a day but wants to do more 
to reduce infectious bacteria by switching 
out the type of material used on high-touch 
surfaces. 

Converting to Copper
Pullman Regional Hospital recently 

received a $10,000 grant from the Copper 
Development Association (CDA) to replace 
some of its most frequently touched metal 
surfaces with copper-alloyed hardware. In 
December 2013, the hospital began replacing 
its most frequently-touched surfaces with 
antimicrobial copper. The first items to be 
replaced with copper were the stainless steel 

Opening the Door to Cleaner 
Healthcare Environments

By Scott Gardeen Sr.
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push plates throughout the building. 
Unlike silver or any other touch-
surface metal, copper is recognized 
by the U.S. Environmental Protection 
Agency (EPA) as being able to 
continuously kill greater than 99.9 
percent of bacteria2 that can cause 
HAIs, including Methicillin-resistant 
Staphylococcus aureus (MRSA), 
within two hours when cleaned 
regularly.

“Copper provides an opportunity 
to kill deadly bacteria that cause 
infections because it continu-
ously cleans without having to 
do anything,” says Ed Harrich, 
Pullman Regional Hospital Director 
of Surgical Services. “We turned to 
ATEK Access Technologies because 

it is a leader in access technologies 
for public entrances and the only 
copper push plate manufacturer in 
the U.S.”

Accessing a Solution
The Larco CopperShield push 

plate, an automatic door activation 
switch made from CuVerro® bacte-
ricidal copper, helps inhibit build-up 
and growth of bacteria between 
routine cleaning and sanitizing, 
and it continuously kills bacteria. 
Pullman Regional Hospital uses the 
4.5-inch push plate, which features 
a handicap logo and “press to open” 
engraving on 18-gauge brushed 
copper alloy. The push plates can be 
mounted directly into electrical or 
universal mounting boxes and can 
be hardwired or connected wire-
lessly to the door. 

According to Harrich, the conver-
sion to the Larco CopperShield push 

plates was easy and cost-effective. 
“The Larco CopperShield push plate 
is an integral part of our improved 
infection control plan,” says 
Harrich. “Its ability to continuously 
combat bacteria falls right in line 
with the culture of ‘patient safety 
first.’”

Cutting Infections and Costs
By killing bacteria that cause 

infections, the Larco CopperShield 
push plates not only keep Pullman 
compliant with the CDC standard, 
they also decrease the potential for 
patients to come in contact with 
deadly bacteria, potentially saving 
Pullman Regional Hospital millions 
of dollars in re-admissions costs. 

According to the Journal of Medical 
Economics, HAIs in U.S. acute-care 
hospitals lead to direct and indi-
rect costs totaling $96-$147 billion 
annually. 

Harrich also says that the Larco 
CopperShield push plates are 
cosmetically pleasing, and the 
Pullman Regional Hospital staff is 
happy because the plates provide 
a more hygienic environment. The 
copper material comes in a variety 
of alloys that offer different hues 
and prevent tarnishing.

In addition to the Larco 
CopperShield push plates, Pullman 
Regional Hospital also replaced 72 
faucets, 1,100 drawer pulls and four 
IV pull handles with copper, and 
it plans to do more, including arm 
rests and door handles. 

“We’re focused on the closest 
touch points to patients right now to 
achieve our goal of zero infections, 

and the Larco CopperShield wall 
switch will help us further supple-
ment our current infection-control 
program because of its inherent 
ability to kill bacteria that cause 
these infections,” says Harrich. 

Pullman Regional is one of the 
first hospitals in the country to start 
using copper, but Harrich expects 
the trend to catch on quickly as 
hospitals across the nation ramp up 
their efforts to reduce and eliminate 
infections.  

The use of CuVerro® bactericidal copper products is a supplement 
to and not a substitute for standard infection-control practices; 
users must continue to follow all current infection-control 
practices, including those practices related to cleaning and 
disinfection of environmental surfaces. This surface has been 
shown to reduce microbial contamination, but it does not 
necessarily prevent cross-contamination. CuVerro® is a registered 
trademark of GBC Metals, LLC and is used with permission  
(L-0006-1406). See www.CuVerro.com for more details.

Endnotes
1.  Scott II, R. Douglas, “The Direct Medical Costs of Healthcare-

Associated Infections in U.S. Hospitals and the Benefits 
of Prevention.” Centers for Disease Control. March 2009.

2.  Laboratory testing shows that, when cleaned regularly, 
CuVerro® surfaces kill greater than 99.9% of the following 
bacteria within two hours of exposure: Methicillin-resistant 
Staphylococcus aureus, Staphylococcus aureus, Enterobacter 
aerogenes, Pseudomonas aeruginosa, E. coli O157:H7, 
and Vancomycin-Resistant Enterococcus faecalis (VRE).

About the Author:  
Scott Gardeen Sr. is 
product manager for 
the Larco brand at ATEK 
Access Technologies.  
He can be reached at  
CCT@Larco.com.

Unlike silver or any other touch-surface metal, copper is recognized 
by the EPA as being able to continuously kill greater than 99.9 
percent of certain bacteria within two hours when cleaned regularly.
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How Decorative  
Doors and 
Hardware  
Can Be Used in  
Hospitality  
Applications
By Amy Vigneux

Hospitality Trends:

ACCORDING TO A REPORT ISSUED IN August 

2014 by Lodging Econometrics, there are currently 

3,311 hospitality projects in the pipeline, equating to 

more than 420,000 guest rooms (www.hotel-online.

com). The hospitality industry has experienced a 

comprehensive recovery from past years, with Hilton, 

Marriott and InterContinental groups confident and 

eager to host guests. And with travel on the rise, 

hotels are taking a special interest in the guest 

experience, especially in the quality of guest rooms. 

“Clear trends in the hospitality industry are the 

use of social media for customer feedback and the 

variety of brands when choosing a product,” says 

Jan McKenzie, director of national accounts at ASSA 

ABLOY. “This makes it more important than ever to 

have safe, functioning doors and hardware to protect 

and please the hotel guest.” 

http://www.hotel-online.com
http://www.hotel-online.com
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Creating a welcoming environment is easy to do with doors, frames and 
decorative hardware. Door openings, often as beautiful as they are func-
tional, can be a crucial part of a building’s overall design concept.

Decorative Can Be Durable
Because people go in and out of hotel guest rooms on a regular basis, 

high-use issues should be taken into consideration. Hotel management 
wants to ensure that rooms and other guest areas are ready at all times. 
Sandy Matheny, director of decorative openings for ASSA ABLOY, explains 
that durable can be decorative.

“It may not be a trend by definition,” Matheny explains, “but one char-
acteristic to successful hospitality finishes and fixtures is durability. But 
robust finishes and fixtures in hospitality environments need to look great, 
too. Commercial Grade 1 decorative door hardware and thermal fused 
doors are ideal for guest rooms and common areas. Beyond that, we know 
that barn doors are replacing traditional swinging doors at guest room 
baths. It’s a smart, space-saving solution that looks terrific.”

Thermal fused wood doors are manufactured in many standard face 
colors to help with the feeling of warmth in the guest spaces. By thermally 
fusing the decorative paper to the 
wood core, the chance of delaminating 
is eliminated. This surface is highly 
scratch- and impact-resistant—a must 

for high-use areas such as guest rooms. 
The doors’ 42-pound density core 
requires no additional blocking for 
mounting, meaning there will be no 
telegraphing on the doors’ surfaces. The doors are also edge-banded on all 
sides so that even the tops and bottoms can be wiped clean without warping 
from the liquid of mops or cleaning products. 

The thermal fused doors offer STC (Sound Transmission Class) ratings of 
32-46, ensuring the safety and comfort of guests. In addition, the variety of 
finish and color choices available for these doors allows project designers to 
match the design theme of the hospitality environment. 

What About the Hardware?
What would a guest room with beautiful doors be without decorative hard-

ware to complement them? Products such as custom and standard door pulls, 
push and pull bars, door stops and bolts, kick plates, coat hooks and specialty 
door trim can be designed to pair perfectly with wood doors. Custom 
machining, corporate identity, custom casting and custom leather accessories 
make for endless possibilities that cater to each hotel’s character and/or theme. 

What would a guest room with  

beautiful doors be without decorative 

hardware to complement them?
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A new architectural solution, a stainless steel sliding 
track hardware system, provides a stylish and modern 
way to hang sliding glass or wood doors. Sliding doors 
are being used for interior guest room bathrooms, espe-
cially in hotel rooms where space is at a premium. 

Tubular locks are typically used in interior guest 
rooms. These locks are designed for ease of installation 
and exceed the expectations of the most demanding 
architects and design professionals. This lock series can 
be used with the vast array of designer levers offered 
specifically for high-end guest rooms. 

Sound Control
Sound experts at CertainTeed Corporation have 

teamed up with ASSA ABLOY Group brands for an 

industry-first collaboration to address acoustical 
challenges in hospitality settings—a critical factor in 
ensuring strong guest satisfaction. Representing global 
leadership in door opening solutions, gypsum board, 
ceilings, and insulation solutions, the collaboration 
leverages world-class building science and techni-
cal expertise to create recommendations for interior 
spaces that meet or exceed the most stringent acoustical 
requirements. 

Through preliminary research, the collaboration has 
demonstrated significant acoustical improvements by 
creating holistic solutions that integrate noise-reducing 
gypsum board, fiberglass batt insulation, and mineral 
fiber ceiling panels with door and frame systems. Each 
of the design configurations aligns with targeted STC 
ratings, as well as other stringent testing and certifica-
tion requirements.

A Wide Array of Options
If the many options for hospitality openings choices 

seem overwhelming, there are some one-stop options 
that aid in the decision-making process. The ASSA 
ABLOY Good Design Studio is an online resource that 
showcases the seemingly endless span of options for 
beautiful doors, frames and hardware. Many design 
inspirations can be found on this website. ASSA’s 
Decorative Openings Showroom highlights the collec-
tion of aesthetic openings. With displays featuring a 
full range of doors, frames and hardware in many styles 
and finishes, there’s plenty of inspiration to create high-
performance openings that complement your aesthetic 
vision. 

The next time you step into a hotel, observe and 
appreciate the thought and detail that went into the 
design and features in your room. These products—the 
doors, frames, locking hardware, walls and ceilings—
are all designed collaboratively to provide hotel guests 
with a superior experience.  

About the Author: Amy Vigneux is marketing  
communications manager for ASSA ABLOY’s Door  
& Perimeter Security Group. She can be reached at  
Amy.Vigneux@assaabloy.com.

Slide With Style!
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Sliding doors are being used for interior 

guest room bathrooms, especially in 

hotel rooms where space is at a premium.
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OME COMMERCIAL DOOR 
and hardware distributors also 
sell moveable partition systems 
to add to their product portfolio 
and income stream. Also known 
as moveable wall systems, room 
dividers, or operable partitions, 
these systems are a great solution 

for interior space division, providing building owners 
with flexible use of a building’s interior space. They 
may be used, for example, to divide one large meeting 
room into multiple spaces or to separate a portion of 
a restaurant dining room to make a smaller space for 
private functions.

Moveable partition systems are often purchased 
from specialty manufacturers as complete assem-
blies. When space division projects require the use 
of wall panels with acoustic ratings or fire ratings, 
or when they include large, heavy panels involving 
automated operation, these assemblies offer a great 
pre-engineered solution. However, there are occa-
sions when these systems may be a bit too large and 
complex for the project requirements. Concealing 
a small serving area in a hotel lobby or creating a 
multipurpose conference or office space in a wall 
niche does not require this type of complex system. 

MOVEABLE WALL SYSTEMS

Provide Options
for

Interior Spaces

Sliding,  

telescoping,  

folding and  

stacking wall  

systems 

using doors 

from your 

current 

vendors

S

Image A

BY DAVID LUTZ

Photos and illustrations courtesy of Hawa Americas Inc., Sliding Hardware Systems
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Simple space partition solutions are 
available that are cost-effective and 
designer-friendly.

New Design Options
The good news for distributors 

is that there are smaller moveable 
partition solutions that also offer 
extensive design options. Rather 
than being purchased as complete 
opening assemblies, these systems 
are available as hardware kits that 
allow the use of commercial doors 
as the moveable wall panels. 

Since doors can be made in a 
vast array of designs, finishes and 
sizes, these systems can provide 
the aesthetic appeal that architects, 
interior designers and end users 
desire. The moveable wall panels 
can match other door or wall panel 

designs already in the building or 
provide a designer with an oppor-
tunity to create a stunning feature 
wall with great architectural inter-
est. Best of all, these systems can use 
doors that are readily available from 
most commercial door manufactur-
ers. That means lead times and costs 
that are relatively reasonable.

There are several types of 
hardware systems available to 
create moveable partition walls. 
They range in sophistication from 
simple, straight sliding walls to 
more advanced sliding and stack-
ing systems, which can span very 
wide openings. Most moveable wall 
systems are top-hung rather than 
bottom-rolling, so uneven or unlevel 
floors do not affect their perfor-
mance. They may, however, have a 

continuous bottom guide channel 
either surface-applied or embedded 
in the floor to help control large, 
heavy door panels or those that 
slide long distances. 

This article discusses the four 
most common moveable wall hard-
ware system designs.

Straight Sliding Moveable Walls
Straight sliding doors, either 

single or in bi-parting or bypass-
ing pairs, may be used as simple 
moveable wall partitions. Sliding 
hardware is available from some 
manufacturers for doors over 1,000 
pounds in weight. 

This hardware enables tall, floor-
to-ceiling-height doors to be used as 
wall panels. A pair of wide floor-to-
ceiling doors, like those in image B, 

Image B
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can create a simple but functional 
sliding wall. 

Of course, oversized doors might 
venture from the realm of standard 
products for many door manufactur-
ers. While some may have options 
for providing oversized doors as a 
special product, most do offer sizes 
up to 4’0”x10’0” in their standard 
product line. It is possible to use two 
or more doors of this size, sliding 
together in the same track, to create 
a wider moveable wall system. Door 
seals or rabbets can help to reduce 
sight lines between the door panels. 
A floor-mounted bottom guide 
channel is normally required for this 
application. 

Sliding hardware can carry a 
substantial amount of weight, so 
the width of sliding systems is often 
limited primarily by the amount 
of space required to slide the door 
panels into the open position. If 
your partition wall is 12 feet wide, 
obviously you need 12 feet of space 

adjacent to the opening to park the 
sliding wall panels.

Telescoping Movable  
Wall Systems

If you need to span a wide 
distance but do not have enough 
wall space to park a wide door 
panel, another option is to use a 
multiple-track system that enables 
multiple doors to telescope into the 
closed position. Telescoping systems 
function essentially like a set of 
bypassing pocket doors, each over-
lapping the other and then retract-
ing back into a wall or wall niche. 

As shown in image C, two sets of 
bi-parting telescoping doors may be 
used to create a wide moveable wall 
system, which can be retracted into 
a pocket that is only slightly deeper 
than an individual door. That 
means, allowing for some overlap 
in each door panel, that a bi-parting 
set of telescoping doors each using 
three doors of three feet in width 

can create a moveable wall of more 
than 16 feet wide while requiring 
just slightly more than three feet on 
each side of the opening to park.

Telescoping systems generally 
operate in one of three methods:
1. Simple – The doors are hung in 

adjacent tracks and simply slid 
one by one into the closed or 
open position. This requires the 
use of a floor-mounted bottom 
guide channel for each of the 
leading doors. The last door in 
the series can use a standard 
door guide, since it does not slide 
farther than its own width.

2. Linked Panels – The need for 
floor-mounted bottom guide 
channels is reduced by linking 
the door panels in the system 
together. Using strategically 
mounted entrainment strips on 
the door faces (see image D), 
each door captures the next door 
in line as it slides past. Since each 
door never slides completely past 

Image C
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the next, the bottom guides can 
be mounted to the neighboring 
door using a special mounting 
bracket. This system works fine, 
but the entrainment strips can 

be a potential maintenance issue. 
Also, the operation of the system 
is less than elegant, as door 
panels thump together when the 
entrainment strips meet.

3. Simultaneous Movement – 
This solution uses a belt-operated 
mechanism not only to link the 
door panels together, but to 
provide simultaneous movement 
of each door. Operate the lead-
ing door, and the trailing door(s) 
move with it. The same door guide 
setup is used as on the linked 
panel method. The belt drive adds 
a little complexity and cost to the 
system, but many people believe 
it is money well spent because 
of the smooth and relatively 
maintenance-free operation.

Folding Wall Systems
The door panels on folding wall 

systems operate in an accordion 
fashion. Unlike straight and telescopic 
sliding systems, folding doors retract 
into a shallow space that is perpen-
dicular to the sliding track rather than 
parallel to it. This allows for coverage 
of wide openings with door panels 
that stack flat against a perpendicular 
wall. Their stacking method makes 
folding wall systems ideal for basic 
room division applications.

Folding systems operate much 
like a series of interconnected bi-fold 
doors. A pivot is used to swing 
the first door panel (adjacent to the 
wall). The following door panel is 
connected to the first with hinges 
and is attached to the sliding track 
by a top-mounted sliding trolley. 
Additional door panels may be added 
in a similar fashion, using hinges to 
connect one edge of the door panel to 
its neighbor and a top-mounted slid-
ing trolley to hang it from the track.

The systems may be either edge-
hung or center-hung (see images  
E and F). Edge-hung systems use a 
full door panel at the pivot end but 
require a floor-mounted guide chan-
nel for systems with more than two 
door panels. Since the sliding trolleys 

Image D

Image F Edge-Hung

Edge-Hung

Center-Hung

Center-HungImage E
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are positioned near the edge of the panels, the door panels 
tend to tilt if not controlled by a guide channel. Center-
hung systems do not require a guide channel, as the 
sliding trolleys are positioned near the center of the door 
panels. However, they do require a half panel to be used at 
the pivot end of the system.

Stacking Moveable Wall Systems
Stacking wall systems offer the capability to span 

extremely wide openings and provide an incredible 
amount of flexibility, including the ability to turn 
corners and create curved walls. Rather than being 
connected together like folding doors, stacking door 
panels slide independently. They also often require no 
floor-mounted guide channels. 

When in the closed position, a stacking wall system 
is completely flush. The door panels often lock into the 
floor and into each other for security and stability. When 
in the open position, the door panels are stacked into a 
small parking area that can be placed either parallel to or 
perpendicular to the sliding track (see images G and I). 

The track systems are modular, so they can be 
connected together for long runs and split into two 

sections to create lateral movement of the panels. This 
is accomplished by the use of specially designed sliding 
trolleys (see image H), which provide lateral stability and 
ease of motion when sliding around corners and curves.

Summary
Each of the moveable wall system types has its limita-

tions and may vary in capability from manufacturer 
to manufacturer. It is advisable to consult with sliding 
hardware system manufacturers to learn about their 
products’ capabilities before settling on a system. The 
manufacturers can provide guidance to help you select 
the most efficient and cost-effective solution for your 
customer’s needs. Most importantly, do not let moveable 
wall system opportunities pass you by. They can be an 
excellent addition to your product mix.  

About the Author: David Lutz is a sales representa 
tive with Hawa Americas Inc., Sliding Hardware 
Systems. He can be reached at lutz.david@hawa.com.

Image I
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Image H

Stacking System
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Thank
you

AFORCE’S MISSION IS TO PROVIDE EXPERT  
technical knowledge, service and door opening 
solutions that protect life safety and building 
security. It is not a coincidence that this aligns 

with the Door Security & Safety Foundation’s mission. 
LaForce has been supporting the Foundation since 

1999. Additionally, CEO Ken Metzler, AHC, FDAI, 
served on DHI’s Board of Governors from 2006 through 
2012, was president for the 2010/2011 term, and was subse-
quently bestowed the title of “Fellow” (FDHI) in 2012 
for outstanding service to the architectural openings 
industry.

“As a distributor of doors and hardware, it is our 
responsibility to provide life safety and security to the 
buildings we supply,” says Metzler. “When LaForce 
shares its knowledge with its customers—architects, 
general contractors and building owners—to further the 
mission of the Foundation, we are able to strengthen our 
relationships with our customers and reinforce our repu-
tation as a trusted expert in the industry.” 

Metzler, along with other LaForce leaders, has long 
believed that the company’s long-term success as a 
distributor is based on educating its customers, embrac-
ing new technologies, and expanding its services. 

“Educating our customers on life safety and security 
issues makes them more confident when investing in 
doors and hardware,” he says. “It also supports the 
growth of our services such as specification writing, 

security integration, product installation and certified 
fire door inspections, as our customers rely on our 
knowledge and expertise.” 

With Growth Comes Opportunity
Established in 1954, LaForce has experienced expo-

nential growth, particularly since the mid-1980s. In 
the past 30 years, LaForce, Inc. has increased from 
about 25 employees to more than 450 and has added 11 
branch locations: Milwaukee, Madison and Appleton, 
Wis.; Chicago, Ill. (Vernon Hills and Willowbrook); 
Cincinnati and Columbus, Ohio; Detroit, Mich.; 
Indianapolis, Ind.; Phoenix, Ariz.; and most recently, 
Austin, Texas. Each location offers office and shop space, 
as well as expanded inventory storage.

The company’s growth is not driven by a desire to be 
the largest distributor, but to support both its customers 
and its profitability. A phrase often heard at LaForce is 
“with growth comes opportunity.” LaForce believes that 
as the company enters new markets or develops new 
service lines, opportunities are created for customers, 
associates and employees to grow, learn and profit.

Service-Oriented
In the 1960s, LaForce first addressed its customers’ 

changing needs when the company added custom 
manufactured frames. Since then, the company has 
continued to anticipate the needs of its customers and 

Door Security & Safety Foundation
 Says Thank You to LaForce

L
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the evolving door and hardware industry. LaForce 
has offered product installation for many years and 
added pre-installation services several years ago. 

Nearly 20 years ago, LaForce began offering 
electronic hardware and access control. Today, the 
company offers a wide variety of security products 
supported by a team of highly educated security 
integration experts. 

Other services the company has added include 
specification writing, fire door inspections, keying 
and pre-finishing. The goal of each service is to 
ensure that customers’ openings support life safety 
and security.

Living Its Mission
LaForce deeply values its strong relationships with 

business partners, clients and associates, developed 
through professionalism and integrity, while support-
ing a continuous growth culture. As the company’s 
core values state, LaForce believes in:

■ Uncompromising standards and integrity that 
guide us to do the right thing the first time

■ Continuous improvement because we’re driven 
to be the best

■ Professionalism that shows even in the most dif-
ficult circumstances

■ Strong work ethic, which is at the core of our 
company’s success

■ Employee development and wellness. We sin-
cerely care about their well being, as they are the 
backbone of our business

■ Community responsibility so that others can 
have the same opportunities we have had

■ Protecting our legacy and reputation so that we 
never forget our roots and what we stand for

■ Profitability, as without it we cannot carry out 
our mission

LaForce’s growth is far from over, as the company 
continues to look for new opportunities to live its 
mission. 

If you are interested in supporting the Foundation 
and receiving new donor benefits for manufacturers, 
distributors or sales agencies for 2014, please 
contact Jerry Heppes, CEO, Door Security & Safety 
Foundation, at JHeppes@dhi.org.  
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90
BEST KNOWN TODAY FOR QUALITY AND 
design in engineered sealing systems designed to 
maximize the functionality of doors and windows, 
Zero International began business in 1924 as a manu-
facturer of mosquito screens. In that year, starting 
with nothing, two Hungarian immigrants established 
a new company and named it Zero. The company 
soon expanded operations to metal weatherstrips 
and screens and dispatched crews of a dozen or more 
workers to install interlocking metal weatherstripping 
in hundreds of old double-hung sash windows in New 
York City schools. 

A focus on engineering and technology kept Zero 
at the forefront of innovation as the door and hard-
ware industry emerged as a distinct construction 
segment following the second World War. And as 

Zero celebrates the 90th anniversary of its founding this year, applying those same 
resources to help building team and OEM partners solve problems and meet chal-
lenges is contributing to ongoing expansion in the company’s business. 

Bronx Roots and U.S. Production: International Scope 
Zero’s headquarters in Bronx, N.Y., near its historic neighborhood, also houses its 

primary production facility for manufacturing specialized door and window sealing 
systems, including door saddles, thresholds, automatic door bottoms, high-perfor-
mance continuous hinges, and a variety of specialty products, including photolumi-
nescent materials. A Las Vegas warehouse facilitates western U.S. distribution.

Other door hardware available from Zero includes vision lites and door louvers 
manufactured by its Advantage Lites & Louvers subsidiary in Burgaw, N.C. In 
addition to its domestic business, Zero supplies construction projects worldwide 
through additional subsidiaries in the United Kingdom, Chile, Dubai and Japan, 
as well as a network of international sales agencies. 

Zero formulates and manufactures INTUMET™ intumescent materials at a 
second Bronx plant for firestopping applications, as well as fire and smoke door 
gasketing. And IND-EX, a Zero company based in Middlefield, Ohio, compounds 
rubbers and manufactures specialty rubber, neoprene, silicone, santoprene, EPDM 

Zero International
Celebrates 90 Years  

in Business
From Mosquito Screens to Engineered Gasketing Solutions

Today, Zero manufactures 

a complete line of door 

gasketing components, some 

of which are shown here. 

These products are integrated 

into engineered systems for 

sealing perimeter gaps and 

optimizing door performance 

for specific functions, such as 

blocking air, light, weather, 

sound, fire and smoke.

BY  EL I A S  W E X L ER

Photos and illustrations courtesy of Zero International
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and plastic extrusions-to-order for many industries and 
applications. 

Extensive in-house capabilities support Zero’s product 
development programs and self-contained production 
facilities. In addition to a complete chemical laboratory 
for materials formulation and testing, Zero maintains 
an onsite mechanical lab for cycle testing and rigorous 
quality-control protocols. Ph.D. chemists and highly skilled 
engineers on staff provide specialized expertise for both 
basic product research and practical application.

From its early concentration on school windows, Zero’s 
primary markets have expanded to commercial and indus-
trial new construction and retrofits. The company serves 
specialty niches in healthcare, hospitality and entertain-
ment, along with office buildings—and yes, all these years 
later it is still heavily invested in the education market.

Code Compliance and Life Safety:  
A Long Track Record in Fire and Smoke Protection

Ours is an industry governed by building codes and 
standards that are often complex and constantly evolving. 
Zero for many years has made it a primary mission to help 
building team partners stay on top of changing require-
ments and meet the many challenges of code compliance. 
Certainly life safety is a defining imperative in our niche of 
the building industry, and Zero makes life safety a major 
focus of its ongoing product development efforts. 

Industry standards continue raising the bar for materi-
als testing and in-place performance. As the U.S. codified 
positive-pressure standards for fire door testing almost 
20 years ago, Zero introduced for domestic markets its 
proprietary INTUMET intumescent material, developed and 
tested previously to meet existing international standards. 

Zero also began manufacturing all-metal interlocking 
weatherstripping in its earliest years. 

Screens remained a major product line of the old Zero 
Weather Stripping Company through the second World War.

When Zero opened its doors for business in 1924, it manufactured 
mosquito screens and delivered them by trolley in Bronx, N.Y.
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The industry’s first intumescent designed specifically to 
meet the unique challenges of fire and smoke doors was 
followed by additional formulations modified to provide 
performance best suited for other applications, including 
glazing and firestopping. 

As smoke protection became integrated into fire door 
standards, Zero also developed a range of smoke-control 
systems that provide air leakage rates substantially lower 
than NFPA 105 maximum leakage standards. These 
systems particularly benefit occupants of hospitals and 
other facilities that are designed with the idea of keeping 
people in their rooms in the event of a fire when immedi-
ate evacuation is not possible or practical.

Annual inspections of fire and smoke doors are 
currently being adopted nationwide, and Zero advises 
owners and designers to look for assemblies that have 
been tested for performance in the field. As an added 
resource for customers in meeting their annual inspec-
tion requirements, Zero now has on staff a Fire and 
Egress Door Assembly Inspector (FDAI) certified by DHI. 

Protecting Against 21st-Century Threats
Among the many industry changes that Zero has 

observed are increased efforts to protect people from acts 
of terrorism. The evolution of code requirements for photo-
luminescent exit path markings was a specific response 
to elevated life safety concerns arising from the 1993 and 
2001 terrorist attacks in New York City. Following recom-
mendations of the Port Authority of New York and New 
Jersey, owner of the World Trade Center, the nation’s first 
mandates for installing these self-illuminating emergency 
exit systems in high-rise buildings were adopted in 2006 in 
the New York City Building Code. 

The NYC standard requires photoluminescence in 
directional signs pointing to exits and in markings show-
ing outlines of all egress paths, including stairs, handrails 
and obstacles. Zero developed a complete product line in 
response to these requirements to facilitate full compliance 
for designers, builders and owners, and it now manufac-
tures its own photoluminescent material. 

The company is also supplying projects in jurisdic-
tions governed by IBC 2009, which introduced manda-
tory requirements nationally for luminous egress path 
markings in exit enclosures—effectively stair towers 

and passageways within stair tower configurations.
Personal experience on the part of Zero’s president 

ultimately led to the company’s recent development 
of another highly specialized life safety system. The 
author was giving a presentation on Zero products to 
a Tokyo audience in 2011 when the Tohoku earthquake 
and tsunami occurred. The severity of the initial shock 
waves forced everyone attending to lie down on the floor, 
and aftershocks rocked his high-rise hotel throughout 
the night that followed. Ongoing news of meltdowns 
at multiple reactors in coastal nuclear power plants 
prompted him to start thinking about nuclear issues and 
risks from many sources, including terrorist threats. 

Addressing potential exposures for people living or 
working near nuclear power plants or medical facilities, the 
radiation protection gasketing system subsequently devel-
oped by Zero completely blocks penetration by harmful 
radioactive dust. The system’s design allows integration into 
door solutions that also block penetration by gamma and 
neutron rays for complete radiation protection. 

In some cases, owners are proactively undertaking 
protective measures that far exceed current code require-
ments. As one example, Zero recently completed a hotel 
project in New York City that met owner specifications 
for sealing doors to protect guests from effects of poten-
tial biological attacks. Special-purpose gasketing ensures 
zero leakage through the hotel’s guest room doors.

“Leeding” to the Future
In tandem with many industry peers and build-

ing team partners, Zero is incorporating the goals of 
the U.S. Green Building Council’s LEED initiative in 
its business practices and its product development 
priorities. The company’s commitment to Leadership in 
Energy & Environmental Design principles begins at 
home with in-house recycling of all packaging materials 
and extends geographically as Zero continues building 
manufacturing facilities that shrink delivery miles to 
more distant markets. 

Zero also tracks and educates regarding evolving 
codes for hospitals and schools influenced by LEED, 
which specifically targets improving acoustics among 
the strategies it promotes for Indoor Environmental 
Quality. Patient privacy rules under HIPAA (Health 
Insurance Portability and Accountability Act), Medicare 
rules pertaining to patient noise complaints, and ANSI 
acoustical performance standards for learning spaces 
are among requirements with consequences for owners 
who fail to adopt adequate sound control measures—

Among the many industry changes that Zero has 
observed are increased efforts to protect people 
from acts of terrorism.
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and which continue to inform ongoing product develop-
ment and refinements by Zero.

Performance on the Job
Insights into customer and market needs have for 

many years provided direction for Zero’s proactive 
design and product enhancement. And Zero continues 
to engineer practical solutions for everything from 
meeting code requirements, to figuring out the best 
ways to prevent performance failures due to site and 
installation conditions in the field, to simplifying main-
tenance and upkeep.

Zero developed removable end plates for mortised 
automatic door bottoms (ADBs) to address maintenance 
concerns among hospitals and other facilities with high 
cleanliness standards. Designed to secure these door 
bottoms using no bottom screws, “easy-access” end caps 
allow ADB removal for cleaning without taking the 
door off the frame. Because effective gasketing systems 
require the use of ADBs, solving the maintenance 
challenge has proved essential to hospitals seeking 
to protect patient privacy and shield patients from 
stressful noise. ADBs equipped with these end caps are 
now being used in several facilities for doors to private 
examination, consultation and quiet rooms, as well as 
mechanical and electrical equipment rooms and tele-
communication stations. 

Among the company’s most prominent recent proj-
ects, Zero seals, saddles and ADBs were installed for 
sound control and as weatherstripping in hundreds of 
door openings in the core and shell—largely mechani-
cal spaces and service corridors—of Tower One at the 
World Trade Center (formerly referred to as the Freedom 
Tower) in New York City. Work was also recently 
completed on installing Zero gasketing in stairwells 
and office doors throughout the new United Nations 
Secretariat Building.

In all product development efforts and all product 
installations, Zero remains committed to the singular 
principle that has served the company and its clients 
without fail for 90 years: building the best possible 
product for its use, and building it to last.  

About the Author: Elias Wexler joined Zero 
International in the late 1970s as its first engineer 
to manage product development. Since becoming 
Zero’s president in 1985, he has guided the expan-
sion of the company’s business into new product 
lines, as well as global markets.  He can be reached 
at elias@zerointernational.com.

Restore Lost Fire-Ratings  
On Doors!

Fire-ratings are lost when 
doors are cut too short or 
have alignment problems  
and clearances don’t comply 
with standards. ZERO’s 
Intumescent sill protection 
339FS and 521FS are tested 
for 20 and 90 minute 
fire-rated doors with 
excessive undercut up to 
1.250”.  We can help you 
save on door replacement 
or structural changes.

800-635-5335  |  718-585-3230  |  zerointernational.com
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N DISTRIBUTION AT THE 
present time, there is a feeling 
that firms must become more 
price-aggressive than ever 
before. A large component 
of this perception can be 

attributed to the emergence of new 
internet-based competition. Some 
of it is simply the feeling that price 
is a significant driver of purchasing 
behavior in a slowly recovering 
economy.

Whatever the reasons for the 
increasing price-aggressive behav-
ior, a word of caution is in order. 
Lowering prices can be a success-
ful strategy only when if the firm 
achieves two goals. First, the new 
pricing must produce a significant 
sales gain. Second, lower margins 
must be offset by lower costs.

This report looks at the issues of 
enhanced price aggressiveness from 
two distinct perspectives:

■ The Economics of Price-
Cutting – An analysis of the 
changes in operating economics 
required to make price reduc-
tions a positive profit move

■ Marketing Realities – A review 
of the extent to which the 
world really is becoming more 
price-oriented

The Economics of Price-Cutting
Any profitability analysis of 

lowering prices must be based 
on three factors, all of which are 
difficult to predict. First, how large 
of a price reduction is required to 
get attention in the marketplace? 
Second, what sales increase, if any, 
will accrue from the price reduc-
tion? Third, to what extent can oper-
ating costs be reduced to support a 
lower gross margin strategy?

Every firm will have distinct 
ideas regarding these three factors. 

However, some insight into how 
these factors interact is presented in 
Exhibit 1. This exhibit examines the 
financial performance of the typical 
DHI member based on the last Profit 
Report.

The first column of numbers 
indicates the current operating 
structure of a typical firm right now. 
As shown, it produces $12,500,000 
in sales, operates on a gross margin 
percentage of 30 percent of sales, 
and generates a pre-tax profit of 
$175,000, or 1.4 percent. With regard 

By Dr. Albert D. Bates

Price-Cutting Economics:  
Know Before You Go

I

p r o f i t  I M P R O V E M E N T  R E P O R T

The Impact of a 5% Price Cut Combined with Sales and 
Expense Improvements for the Typical DHI Member

5% Price Cut

Income Statement ($)
Current
Results

Volume
Increase

Expense 
Cut

Volume and
Expenses

Net Sales $12,500,000 $13,062,500 $11,875,000 $13,062,500

Cost of Goods Sold 8,750,000 9,625,000 8,750,000 9,625,000

Gross Margin 3,750,000 3,437,500 3,125,000 3,437,500

Expenses  

  Payroll and Fringe Benefits 2,500,000 2,500,000 2,250,000 2,250,000

  All Other Expenses 1,075,000 1,075,000 967,500 967,500

Total Expenses 3,575,000 3,575,000 3,217,500 3,217,500

Profit Before Taxes $175,000 -$137,500 -$92,500 $220,000

Change in Profit (%) -178.6% -152.9% 25.7%

Income Statement (%)
Net Sales 100.0 100.0 100.0 100.0

Cost of Goods Sold 70.0 73.7 73.7 73.7

Gross Margin 30.0 26.3 26.3 26.3

Expenses  
  Payroll and Fringe Benefits 20.0 19.1 18.9 17.2

  All Other Expenses 8.6 8.2 8.1 7.4

Total Expenses 28.6 27.4 27.1 24.6

Profit Before Taxes 1.4 -1.1 -0.8 1.7

Exhibit 1
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to expenses, payroll and associated fringe benefits are the 
major expense category to deal with.

The last three columns all look at the financial impact 
of a 5 percent price cut. This does not mean that prices are 
cut by this much across the board. Instead, there may be 
selective price cuts in more price-sensitive categories that 
in aggregate equate to a 5 percent cut across the board.

The three price-cut scenarios look at very different situa-
tions. The first is that physical sales volume increases by 10 
percent. This, of course, is offset by the price reduction, so 
dollar sales increase by only 4.5 percent. However, cost of 
goods sold increased by the full 10 percent. This scenario 
assumes that the firm can generate the added volume with 
no increase in expenses. Even so, profit declines by an 
unpleasant 178.6 percent.

The second scenario assumes that the price cut produces 
no increase in physical volume. Consequently, sales decline 
by 5 percent. However, the firm is able to offset the price 
reduction by reducing expenses by 10 percent. Again, the 
profit impact is highly negative.

The final column combines the sales increase with the 
expense reduction. Candidly, these are two very difficult 
factors to combine. However, if such a program can be put 
into effect, the firm can increase profit by 25.7 percent. It can 
also maintain its position in a more price-driven market.

Exhibit 1 presents only one specific price cut, 5 percent, 
and three different scenarios. There are, of course, an 
almost infinite number of assumptions that can be made. 
In addition, every firm starts with a slightly different set 
of operating economics. Exhibit 1 can provide some under-
standing of the nature of price cutting for DHI members, 
but it can’t examine the specifics for individual firms.

To help in this evaluation process, the Profit Planning Group 
is offering a free Excel® template. It allows firms to tailor the 
analysis by entering their current results, as well as their 
assumptions about the size of price cuts and any changes in 
sales and expenses—both payroll and all other expenses.

To download the template, go to profitplanninggroup.com, 
and click on the “Seminars” section. In the drop-down menu, 
select “PriceCutTemplate.” The password is “ProfitBarriers” 
and is case-sensitive. Open in “read only” mode.

Marketing Realities
Exhibit 1 can do nothing more than provide a framework for 

understanding the economics of price reductions. It has noth-
ing to say about a much more fundamental issue: whether the 
price-aggressive market is reality or hysteria.

Seemingly every 10 years or so, another new, highly-
innovative competitor enters distribution. As always, the 
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new competitor supposedly will 
lead to the end of the world as 
we know it. While no competitor 
should never be taken lightly, it is 
beneficial to understand exactly 
what can be done to parry the 
competitive thrust. There are three 
significant issues to consider:

1 Market Position – In any com-
petitive battle, the firms that 
suffer the most are the ones 
without a clear market position. 
Unfortunately, that description 
covers far too many distributors 
at the present time.

A low-price, low-cost pos-
ture is a brilliant strategy. 
Alternatively, a high-price, 
high-cost structure is equally 
brilliant. However, a hybrid 
approach—caught in the middle 
and fighting battles on two 
fronts—is almost a guarantee of 
failure. Every firm must stake 
out a market position, ideally as 
far from the center as possible.

2 Focusing on Customer  
Needs – For day-to-day pro-
curement decisions, customers 
continually express the same 
hierarchy of needs. First, they 
would like distributors to have 
products in stock more often 
than they are. Second, they 
would like a broader product 
selection to facilitate one-stop 
shopping. Third, they want 
error-free performance by sup-
pliers. Finally, price is never 
ranked higher than fourth.

If firms can deliver with excel-
lence on the first three factors, 
they can mitigate—but not elimi-
nate—the challenge of price com-
petition. If there is only parity 
on the first three, then price will 
dominate the competitive battle.

3 Stretching the Price Matrix – 
Firms continue to sell a wide 

range of products. At the fast-
moving end of the product line, 
many items are commodities and 
must be priced aggressively, even 
by higher-service distributors. 
At the slow-selling end of the 
product line, there will always 
be major opportunities to replace 
any margin dollars that may be 
lost at the commodity end.

Firms need to stretch the price 
matrix. If prices are cut on com-
modities, firms must respond 
by raising prices on the slower 
sellers. For most items at the 
lower end, the key issue is avail-
ability. Firms can maintain 
margins and still be close to 
price-competitive.

Moving Forward
The distribution world is prob-

ably as price-competitive as it has 

ever been. Survival requires an 
understanding of the trade-offs 
between price reductions, sales and 
expenses. Beyond that, firms must 
develop a strong marketing posi-
tion—that is, they have to stand for 
something in the marketplace. Once 
that position is established, they can 
develop the appropriate marketing 
and pricing programs to be both 
price-competitive and profitable at 
the same time.

About the Author: Dr. Albert D. Bates is 
founder and president of Profit Planning Group. 
He is the author of the newly released Breaking 
Down the Profit Barriers in Distribution. It is a 
book every manager should have and is avail-
able from Amazon and Barnes & Noble.

©2014 Profit Planning Group. DHI has unlimited duplication 
rights for this manuscript. Further, members may duplicate this 
report for their internal use in any way desired. Duplication by 
any other organization in any manner is strictly prohibited. 
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OR SPECIFIERS, THE EASIEST WAY TO ENSURE THAT OWNERS 
and clients get the quality they expect is simply to write a proprietary speci-
fication section for inclusion in the project manual. By proprietary, we mean 
that the name of the manufacturer and the model number for each and every 
door or piece of hardware that will be used on the project are specifically 
listed. In addition, the specifier adds a statement to the specification that says 
“no substitutions.” 

That way, the specifier knows exactly what to expect and exactly 
what the quality is of the products that will be installed. Often this type 
of specification is referred to as a “single source” specification. Every 
manufacturer wants to be “single sourced,” since it results in guaranteed 
sales, but every other manufacturer wants to see a more open process in 
which they have an opportunity to win the contract.

Unfortunately, in most commercial projects, the single source specification 
process doesn’t work because owners and clients want to get the best bang for 
their buck through a competitive bidding process. So at the very least, they are 
going to allow in their contractual agreements some means of addressing the 
substitution of materials. Thus, the battle between quality and price begins.

By Thomas Dunbar, FCSC, RSW, CSI

How Do You Ensure that Owners and 
Clients Get the Quality They Expect?

Specifying Quality

F
Photo credit: ©Rawpixelimages | Dreamstime.com
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If the project is with a larger 
organization or is publicly funded, 
the specification may have to be 
written generically without giving 
manufacturers’ names or model 
numbers. For these types of orga-
nizations, single source specifying 
is often limited to a few specific 
conditions, which typically include 
specifying for security reasons, 
specifying for emergency repairs, 
specifying to match existing condi-
tions or systems, and maybe a few 
other exceptions to normal project 
conditions.

In these projects, in which speci-
fiers cannot single source, they have 
to ask themselves again, “How do 
you ensure that owners and clients 
get the quality that they expect?”

The answer is that specifiers have 
to specify the quality throughout 
the specification section of the proj-
ect manual.

In the North American construc-
tion industry, most specification 
writers follow the recommendations 
of the Construction Specifications 
Institute (CSI) in the U.S. and 
Construction Specifications 
Canada (CSC), including the 
jointly published specification 
format document known as 
SectionFormat™.

SectionFormat1 divides the 
specification into three parts and 
lists suggested article and paragraph 
titles within each part. In each of the 
three parts, there are places where 
specifiers can specify quality. Some 
of the places are easy to identify 
because they have the word quality 
in the article or paragraph title, 
but others specify quality without 
making mention of it.

Part 1
References – Let’s start by looking 
at Part 1. The first place where we 

come to an opportunity to specify 
quality is in the article for refer-
ences, where we can list reference 
standards that have been used 
throughout the specification section. 
Reference standards are a great tool 
for specifiers since they save the 
specifiers from writing long sections 
of text to establish the quality of 

either the materials or the work 
practices. 

There are different types of 
reference standards; some are 
published by professional standard-
writing organizations, while some are 
published by trade or manufacturer 
associations. Typically specifiers 
will list an organization such as the 
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Builders Hardware Manufacturers 
Association (BHMA), then go on to 
list the various standards, includ-
ing their publication date for that 
organization, which are referenced 

elsewhere in the specification section. 
There is no point in listing a reference 
standard that isn’t used elsewhere in 
the section, since it is meaningless if it 
is not in the context of the section. 

Always bear in mind, however, 
that there are both good and bad 
reference standards and that typi-
cally standards are for a specific 
level of quality—not necessarily the 
highest level of quality, but in most 
cases above the lowest level. Most 
standards used in the construc-
tion industry are determined by 
consensus, so there is a tendency 
in some standards that are estab-
lished through consensus by trade 
or manufacturer associations to 
standardize at a lower quality level 
than those standards written by a 
professional body such as ASTM 
International or CSA International.
Administrative Requirements –  
The next area in the specification 
section where specifiers can affect the 
quality of a project is in the section 
on administrative requirements, 
where we often see specifiers ask for 
a “pre-installation meeting.” Here 
specifiers can say who should attend 
the meeting and what should be 
discussed to ensure that the installa-
tion goes as smoothly as possible to 
establish the quality required.
Action and Informational Submittals – 
Next is the article for action and 
informational submittals. Although 

it doesn’t have the word quality in its 
title, this article is all about quality. 
Here specifiers can ask for such things 
as samples and shop drawings, as 
well as verification for things speci-

fied elsewhere in the section, such 
as test and field reports, evaluations, 
sustainability information, product 
data, manufacturers’ instructions, 
and verification of manufacturer and 
installer qualifications.
Closeout Submittals – In closeout 
submittals, specifiers can specify 
requirements for receipt of operation 
and maintenance data and warranty 
documentation, and although these 
items don’t affect the quality of the 
installation, they do affect how well 
materials will hold up in the long term.
Quality Assurance – The article 
dealing with quality assurance, 
which seems to be the most obvious 
place to put quality statements, can 
be used to specify in detail many 
of the items such as manufacturers’ 
and installers’ qualifications that are 
asked for as submission in the Action 
and Informational Submittals article.
Mock-Up – Another great tool for 
specifiers is the mock-up. If a project 
is particularly complex or has many 
identical installations, then the 
specifier may ask for a mock-up to 
be constructed. The mock-up can be 
used to illustrate the level of quality 
by which all other identical installa-
tions will be compared.
Delivery, Storage and Handling – 
The article for delivery, storage and 
handling of materials provides an 
opportunity to put information into 
the specification that will ensure that 

the materials are installed having 
the quality that they had when they 
left the manufacturer’s facility. This 
article typically includes information 
that tells the contractor the envi-
ronmental conditions under which 
the materials must be installed to 
keep the quality required. Doors 
and hardware must be stored in a 
place where they are not going to be 
damaged by the weather or other 
construction activities.

Part 2
Part 2 of the SectionFormat section 
deals mostly with the actual materials 
and how the types of materials are 
specified. The thickness, material char-
acteristics, performance criteria and 
aesthetic properties all go toward the 
overall quality of the finished work. 

Specifiers can also put quality 
statements in the article called 
Source Quality Control. This article 
is used to ensure that the quality 
of materials and work that is done 
off-site meet specific requirements. 
Such items as hollow metal doors 
and frames are often pre-fabricated 
and brought to the construction site 
as packaged items.

Part 3
Finally, in Part 3 of the specifica-

tion section, specification writers 
can specify quality in a number of 
places. They can ensure the quality 
of work that the materials of a 
section will come into contact with 
through specification statements 
and pre-installation testing in 
the Examination and Preparation 
articles. They can then go on in the 
articles that deal with installation, 
erection or application to describe 
how and where something needs 
to be installed to ensure the level of 
quality that is required. If there are 
any special techniques that have to 

Bear in mind that there are both good and bad reference 
standards and that typically standards are for a specific level 
of quality—not necessarily the highest level of quality, but in 
most cases above the lowest level.
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be used, specifiers can write them in 
directly or can reference manufac-
turers’ written recommendations.

Further on in Part 3, specifiers 
have an opportunity in the section 
that deals with field or site qual-
ity control to write information 
requesting that the manufacturer’s 
representative, or some other 
independent entity, oversee how 
materials are being installed 
and report any abnormalities or 
inappropriate work to the contract 
administrator.
Demonstration and Training –  
Last but not least, there is an oppor-
tunity near the end of the section on 
demonstration and training in which 
specifiers can ask for manufacturers’ 
technical representatives to show the 
owner’s or client’s personnel how to 
use and maintain the installed work 

or products to ensure that the quality 
remains high.

Summary
Many of the specification sections 

are all about specifying quality, and 
the information in this article only 
points out some of the more obvious 
places to look for those quality state-
ments. Manufacturers and technical 
representatives should look for all 
of the areas in the specification that 
will affect their products and their 
ability to successfully bid on the job.

From the specification writer’s 
perspective, remember that when 
specifying products and materials, 
for the most part, you will get what 
you ask for—but probably not much 
more. If the owner or the client 
expects a high-quality job and is 
willing to pay for it, then the only 

way you will get that is to specify 
the quality required. Having said 
that, remember that not every 
owner wants or needs the highest 
quality, but all owners expect the 
highest quality they can afford.  

Endnote
1.  SectionFormat is available for sale in the U.S. from CSI at  

www.csinet.org/buysfpf and in Canada at www.SPEX.ca.

About the Author: 
Thomas (Tom) Dunbar is 
president of TD Squared, 
a construction specifica-
tion consultancy based 
in Ontario, Canada, spe-
cializing in master guide 
specifications for manu-
facturers. He is a long-time 
member of CSI; a past 

president, fellow, and life member of CSC, cur-
rently chairing CSC’s Education Maintenance Task 
Team; a member of the CSI/CSC MasterFormat™ 
Maintenance Task Team; and a member of the 
American Institute of Architects’ Masterspec™ 
Engineering Review Committee. Tom can be 
reached at TDSquared@SpecCoach.com.
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Last spring, Laura Wacik, AHC, FDAI, Senior Vice President and Partner
at JC Ryan EBCO/H&G, LLC, was wavering on going to CoNEXTions.
She’d always been a strong supporter of DHI and had attended many of
the events, but the timing was tough. She was in the midst of her busy
season. “I actually felt a little irresponsible leaving my business
when things were so crazy, in the peak of the season,” she says.

But it only took about five seconds to remember why she was there.
“The minute I got there, I was so glad that I attended. There is so
much there—things you just can’t get out of a magazine,” Laura
says. And that feeling of irresponsibility? “Yes, I had to give up time
with my people here at work. But in the scheme of things, it was
more important for me to be there, especially since one of my roles
is to look toward the future.”

SURPRISES AROUND EVERY
CORNER
One of the things that attracts Laura each year is that
she can never quite predict what she’ll learn. For
example, she found herself scribbling notes furiously
during Forum for the Future speaker Sam Richter’s
presentation on sales intelligence and information
gathering. “I looked around, and everyone was
energetically writing. He packed so much into the
presentation and made it relevant to our lives and
businesses,” she says.

Surprisingly, she also took great insight away from Rob
Britton’s sessions on exit strategies and succession
planning—even though those things aren’t on her radar
at all. “First of all, he was just an excellent speaker. And
even though it doesn’t apply to me right now, it helped
me understand issues that my colleagues and competitors
are dealing with. It broadened my view—which is exactly
what a conference like this is supposed to do.”

This is also why she and her partners bring staffers each
year. For CoNEXTions 2015 in Baltimore, they expect
about 20 employees to attend. “It’s team-building, and
they have a great time. But it’s so much more. It’s
education and networking. And it’s a smart move for our
company to bring them, because when they grow, the
company can grow.”

2015: BUILDING ON THE BEST
As the self-appointed “director of morale,” Laura is
thrilled to extend the invitation to her fellow
associates. She knows how valuable the convention is
for them. “We’ll take a bus down to Baltimore and have
an amazing time!” she says. She believes that last year
was one of the best conventions ever.

“I can’t imagine what’s in store for 2015!”

And at the end of it, some employees will be one step
closer to their education and certification goals. Some
will have made key connections that will directly impact
sales. Some will have a much better understanding of
products because they were able to talk one-on-one
with manufacturers in a conducive and friendly setting.
And some will come away with notes they will continue
to reference all year long as they integrate what they’ve
learned into how they do business.

Will they all have made an investment in time? YES. 
Will they all have given up something to get there? YES.

WILL IT BE WORTH IT? ABSOLUTELY, YES.

WHAT YOU GIVE IS WHAT YOU GET

In upcoming issues of Doors & Hardware magazine, we'll be bringing you stories from CoNEXTions. We believe that
our amazing convention attendees can tell you nitty-gritty truths about the convention much better than we can. 

Online Information Search Secrets to KNOW MORE!
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.  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.

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

HIGHLIGHTED
2014
S E S S I O N

Opportunity is around every corner, if you only look.

To truly grow, you have to invest resources. 

To gain something valuable, you often have to give up something else.

These are business truths that most of us have quoted to others at some point in

our lives. But sometimes, we forget to rotate the view and point them at ourselves,

because they are as true for you as they are for the next person.

Face-to-Face
CoNEXTions.

“I actually felt a little irresponsible leaving my business 
when things were so crazy, in the peak of the season.”

FINAL_AD_SPREAD_april_Layout 1  9/15/14  9:49 AM  Page 1
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DECODED:

From the well-known blog 

idighardware.com,  

Lori Greene brings some 

much-needed clarity to 

codes.

The Fair Housing Act
BY LORI GREENE, AHC/CDC, FDAI, FDHI, CCPR

HE FAIR HOUSING ACT WAS FIRST ADOPTED IN 1968 AND WAS AMENDED 
in 1988. The law is enforced by the United States Department of Housing 
and Urban Development (HUD) and requires all covered multifamily 

dwellings ready for first occupancy after March 13, 1991, to be accessible and usable 
by people with disabilities. Covered multifamily dwellings include dwelling units 
in buildings containing four or more units if the building has an elevator, or all 
ground floor units if the building does not have an elevator.

The Fair Housing Act covers many issues affecting discrimination in housing, 
but this article focuses on the door-related aspects of the law. There are seven basic 
access requirements of the Fair Housing Act:

1. An accessible building entrance on an accessible route
2. Accessible common and public use areas
3. Usable doors (usable by a person in a wheelchair)
4. Accessible routes into and through the dwelling unit
5.  Light switches, electrical outlets, thermostats and other  

environmental controls in accessible locations
6. Reinforced walls in bathrooms for later installation of grab bars
7. Usable kitchens and bathrooms

There are 10 “safe harbors” or sets of guidelines that can be used to design and 
build multifamily housing that meet the Fair Housing Act requirements, including 
various editions of the International Building Code (IBC), ICC A117.1, Accessible and 
Usable Buildings and Facilities, the Fair Housing Accessibility Guidelines published 
by HUD, and others. The requirements may vary slightly depending on which set of 
guidelines is used.

All residential occupancies covered by the Fair Housing Act are required to have 
public areas that are accessible to people with disabilities, and all dwelling units 
must have an accessible route into and through the unit. If a building with four or 
more units has no elevator, these requirements apply only to ground floor units.

According to the HUD guidelines, accessible doors are doors in public and common 
use areas, as well as the public side of dwelling unit entrance doors. Accessible doors 
must meet the accessibility standards for doors on an accessible route, including:

■ A clear opening width of at least 32 inches, measured between the face of the 
door open to 90 degrees and the stop on the strike jamb

■ A threshold that is limited in height and slope (refer to the design guidelines for 
specifics)

T

http://www.huduser.org/Publications/PDF/FAIRHOUSING/fairfull.pdf
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■ The required amount of maneu-
vering clearance

■ A maximum of 5 pounds of 
force to open an interior non-
fire-rated door (8.5 pounds max-
imum for exterior doors if the 
1986 edition of A117.1 is used)

■ A minimum closing speed of 
five seconds for the door to 
move from 90 degrees to 12 
degrees if equipped with a 
closer (doors with spring hinges 
may close more quickly)

■ Sliding doors must provide at least 
32 inches of clear width, and hard-
ware must be exposed and usable 
from both sides of the door.

■ Operable hardware that is “easy 
to grasp with one hand and 
does not require tight grasping, 
pinching, or twisting of the wrist 
to operate,” mounted within 

the allowable range—either less 
than 48 inches above the floor or 
between 34 inches and 48 inches 
above the floor, depending on 
which standard is used

Usable doors are doors within 
the interior of the dwelling unit, as 
well as secondary exterior doors to 
decks, patios, or balconies. These 
doors are subject to less stringent 
requirements but must provide at 
least 32 inches (nominal) clear open-
ing width and have a low threshold 
or no threshold. Hardware for slid-
ing doors should be exposed and 
usable from both sides of the door.

The International Building Code 
reflects the Fair Housing Act require-
ments by stating in Chapter 11 that 
some units must be Accessible or 
Type A units (quantity varies by 
occupancy type), and all of the other 

units must be Type B units. With 
regard to the dwelling unit entrance 
door hardware, the requirements for 
Accessible, Type A, and Type B units 
are the same: they must be operable 
with no tight grasping, pinching, 
or twisting of the wrist. The IBC 
references ICC A117.1 for the detailed 
requirements of these units.

According to ICC A117.1, Accessible 
and Usable Buildings and Facilities 
(2009 edition):

■ Accessible (fully accessible) and 
Type A (easily adaptable) units 
are required to have doors and 
hardware that meet the require-
ments of Section 404 at the pri-
mary entrance door and all other 
doors intended for user passage.

■ Type B (partially adaptable) 
units are required to have doors 
and hardware that meet the 
requirements of section 404 on 
the primary entrance door.

■ Type C (visitable) units are not 
required to have an entrance 
door that meets A117.1 section 
404. However, there is no refer-
ence to Type C units in the 2009 
edition of the IBC, so currently 
all units would have to be Type B 
at minimum (some units would 
be Accessible and Type A units).

More information about the Fair 
Housing Act is available at HUD.
gov (search “Fair Housing Act”). In 
addition to the requirements of the 
referenced standards, the guidelines 
include many recommendations for 
elements that will make housing 
accessible and usable for all occu-
pants, so refer to the HUD docu-
ments for detailed information.  

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

Photo courtesy of Lori Greene

Clarifying the Fair Housing Act
A common misconception is that the Fair Housing Act applies only to 
federally funded housing projects, but according to the U.S. Department of 
Housing and Urban Development, “The Fair Housing Act requires all ‘covered 
multifamily dwellings’ designed and constructed for first occupancy after 
March 13, 1991, to be accessible to and usable by people with disabilities. 
Covered multifamily dwellings are all dwelling units in buildings containing 
four or more units with one or more elevators, and all ground floor units in 
buildings containing four or more units, without an elevator.”

mailto:Lori.Greene@allegion.com
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r e a l  o p e n i n g s  T H E  G O O D ,  T H E  B A D ,  T H E  U G LY

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

Photos Courtesy of Mark Berger

“If you don’t have anything nice to say, don’t say anything.” 
Well, if I practiced that, I’d rarely have a column. So I’ll have to ignore that oft-repeated admonition by my mother to fulfill my obligation to 

the readers of Doors & Hardware. But I’ll try to balance this month’s column with some kind words to folks who actually get things right.

By Mark BergerRight and Wrong 

1 and 2.  Kind of an Exit   
Here’s another discovery on my way to a 
restroom in a restaurant (you can see that door 
on the left). The air conditioner took preference 
over the exit sign. Fortunately, the exit door was 
flush with the perpendicular wall, and there 
wasn’t much space beyond the men’s room door 
and the exit door. Otherwise, I’m sure the table 
and other items would have blocked the door. 
Notice the exit device? You can’t because there 
isn’t one. There used to be a slide bolt, but that 
was removed and covered with duct tape. At 
least the deadbolt mounted in the cylindrical 
lock opening isn’t a double cylinder one. 

1                    2 3

4 5

3. Nicely Wrapped  Where’s the allen key to dog the 
door? Never mind; we’ll go with Plan B.

4. What It Is and When to Use  Seven words. 
Beautifully selected, elegantly placed, and incredibly  
simple to understand. Kudos to this sign maker.

5. When to Use and What Will Happen   
Eight words. They also get the point across, but I like the  
seven-word version better.
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The images shown here are not intended to reflect upon any specific manufacturer or products, but are intended 
to help build awareness around the everyday code violations that occur in buildings over time, despite our 
members’ best efforts to provide solutions to secure the life safety and security of the building occupants.

8. What’s Behind the Curtain?   
This furnishing retailer chose this location to display a 
lovely curtain and rod that they sell. Unfortunately, it 
obscures the emergency exit, which itself is difficult to 
reach because the area is used for storage and packing. 
And if your eyesight is good, you’ll notice the vertical 
jimmyproof lock on the smaller leaf, locking the larger 
door. There isn’t an exit device, and there appear to be 
brackets on the door for an after-hours locking bar.

10. World’s Worst Doorway  
The art lovers, historians and 

visitors to Milan, Italy, who correctly 
identified the horrible desecration of 

Leonardo da Vinci’s The Last Supper 
at the Convent of Santa Maria delle 

Grazie were Ron Ribaudo, Ralph 
Carmosino, Jeff Carlile, Karee Wallace, 

Ron Shattil, Robby French and Dave 
Metzger. Congratulations, and 

thanks for your kind words, too. 

9. A Motto to Live By  Five elegant 
words: Do Not Block Fire Exits. No more need 
be said.

6 and 7. Which Sign to Believe?  Clearly these 
are not professional signs. Which to believe: “No Exit” or 
“No Exit. Emergency Exit Only”? Either way, please lock 
the door behind you. Wait, where do I get the key?

6                     

7

8

9

10
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PEOPLE

PDQ Welcomes Rollie Rittner,  
New Central Region Sales Manager
Rollie Rittner has been named central 
regional sales manager for PDQ. Rittner 
brings a broad business background to 
his new post as an accomplished busi-
ness manager, sales manager, leader, 
business development professional and 
entrepreneur. He was previously with 
Rittner French Associates, a Michigan-
based architectural door hardware sales 
agency, and the A.C. Nielsen Company 
of Chicago. 

Stanley’s Joshua Jackson  
Elected Vice Chairman of PSIA
Joshua Jackson, director of Global 
Product Integration at STANLEY 
Security, has been elected vice chair of 
the Physical Security Interoperability 
Alliance (PSIA). Jackson will join new 
chairman Mohammad Soleimani, CTO 
and executive vice president of Kastle 
Systems, to help develop specifications 
for enabling standards-based sharing of 
digital data and intelligence throughout 
the physical security and enterprise 
ecosystems.

As PSIA vice chairman, Jackson will 
work closely with Soleimani to educate 
the industry about the compelling busi-
ness case for standards-based interoper-
ability for physical security systems. He 
will play a crucial role in expanding the 
organization’s member base and will 
help active members define strategies 
necessary to specify and/or adopt and 
implement PSIA specifications.

Jacob Wexler Earns Fire Door Inspector 
Certification to Expand Zero 
International’s Fire Protection Services 

Jacob Wexler, sales 
engineer for Zero 
International, is now 
certified as a Fire and 
Egress Door Assembly 
Inspector (FDAI) by DHI. 

The FDAI program is a joint effort of DHI, 
Intertek and other partners to advance 
life safety within the built environment. 
Inspectors credentialed under this 
program are authorized to perform 
and document inspections of fire-rated 
door assemblies, which are required 
annually in building codes adopting 
NFPA 80, Standard for Fire Doors and 
Other Opening Protectives (2007 or newer 
editions). Additionally, Wexler is certified 
as an Intertek Qualified Person (IQP) for 
inspecting installed fire door assemblies.

Wexler holds a bachelor’s degree 
in mechanical engineering from 
Binghamton University. In addition 
to successfully completing the FDAI 
program in June 2014, he is continu-
ing studies for Architectural Hardware 
Consultant (AHC) certification with DHI. 

Secura Key Appoints  
Jose Alcacer-Mackinlay New Southwest 
Regional Sales Manager
Secura Key has announced that Jose 
Alcacer-Mackinlay has joined the com-
pany to further develop its growing dis-
tribution and system integrator business 
in the Southwest U.S. Alcacer-Mackinlay 
has more than 15 years of experience as 
a high-level business development direc-
tor and manager in the digital media, 

Jacob Wexler

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

      p r e s s  r e l e a s e sSecure 
Sustainable 
Smart 
Environments

Supporting contract hardware 
distribution, and security 
systems integration business 
development.

Are you interested in;

■  Buying a security systems 
integrator to grow your 
EAC & service business 
composition

■ Selling your business
■  Improving the value of your 

business

Whether you’re ready to invest or 
divest, please call us.

Dave Sylvester 317-418-5576

dsylvester@3secorp.com 

www.3secorp
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broadcast and telecommunications industry, having worked for 
GDS-NET, Irdeto Access, and Alcatel-Lucent. He holds a master’s 
degree in business administration from Thunderbird School 
of Global Management, as well as MSEE and BSEE/Telecom 
degrees from the University of Buenos Aires.

Intertek Expands Fire, Structural, and  
Code Evaluation Expertise
As part of the initiative to grow its certification services offer-
ings and broaden its technical expertise in the building prod-
ucts industry, Intertek has engaged three leading engineering 
veterans who bring a combined 70-plus years of experience 
to the building products division. This news follows the 
December 2013 announcement of Intertek’s acquisition of 
Architectural Testing, Inc. and the recent introduction of the 
Code Compliance Research Report by Intertek, which offers 
a timely and cost-effective option for code compliance and 
product acceptance.

Three people have joined Intertek in recent months: 
Daniel Cheney, P.E., program manager, Code Evaluations, 

brings 25 years of experience in testing, product acceptance, 
codes and standards to the Certification Services group. 

Barry Badders, P.E., joined Intertek as program manager, Fire 
Testing and Certification. Badders has a master’s degree in fire 
protection engineering and a bachelor’s degree in mechanical 
engineering and fire engineering. He is a registered profes-
sional engineer in Texas and Florida and has 15 years of expe-
rience in mechanical and fire engineering. 

Our cross-category Connect fi ttings for Falcon, Ives, Schlage 
and Von Duprin.

Allegion Connect is a quick and easy way to connect your Allegion products; all the 
way from your power supply to locking device. These connectors reduce the time 
needed to wire an opening and provide a secure connection between devices.  

 ■ Quick, common connections reducing installation time
 ■ Factory installed connectors ensure the right wires match up every time
 ■ Connection points are protected throughout the lifetime of the opening
 ■ All our Connect products utilize the same, interchangeable connectors

To connect with us, visit: allegion.com/us or call 866-335-6269.

We help you 
make the 
connection.

We help you 

C’mon, Brag a Little — 
Send Us Your News!

New hire? New product? New website, service 

or catalog? Share this information with both  

Doors & Hardware and IndustryWatch readers.  

Email a 150-word text description and  

high-resolution photo to dgable@dhi.org.
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Steven Marquiss, P.E., a senior project engineer with 
Certification Services, has more than 30 years of experience 
in civil and structural engineering. Marquiss holds both a 
bachelor’s and master’s degree in civil engineering from Penn 
State and is a licensed professional engineer in Pennsylvania, 
Virginia, Maryland and Texas. 

For more information, visit www.intertek.com/building. 

PRODUCTS

PDQ Introduces New 6 EW 199A Locking/Unlocking Trim
PDQ’s latest innovation in locking/unlocking exit device trim 
is the 6 EW 199A Series, with a motorized drive mechanism for 
remote control in fail-secure or fail-safe modes. For locking or 
unlocking, each unit’s exclusive “plug-and-play” SMARTSENSE 
control board automatically accepts various input voltages 
common to electronic access control openings.

The 6 EW 199 Series offers three contemporary lever 
designs. This exit device trim is built to withstand the constant 
use and abuse of Grade 1 applications, with a heavy-duty 

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.
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Peter J. Elliott, CPCU – President & CEO  •  800/222-4664  Ext. 1086  •  email: pje@telcominsgrp.com
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cast alloy escutcheon that through-bolts directly into the exit 
device chassis. It is well-suited to educational, healthcare or 
office applications that demand remote authorized access and 
is equally at home in new or retrofit installations.

Units in the series are designed for use with PDQ’s 6200 
Series rim concealed vertical rod and surface vertical rod exit 
devices. They are field changeable from fail secure (which is 
the factory default) to fail safe. 

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

VISTAMATIC® Launches New Company Website
VISTAMATIC® announces its fully-featured website, www.
VISTAMATIC.com. The new site contains extensive informa-
tion on every VISTAMATIC® Vision Panel, as well as their 
unique applications as they apply to healthcare, commercial, 
education and high-security environments. In addition, 
VISTAMATIC®’s new website highlights premiere projects 
within the United States, where VISTAMATIC® Vision Panels are 
considered a primary focus in patient privacy and safety.

For more information, please visit www.VISTAMATIC.com.

Classifieds Corner

Do you want to work for a company that believes

employees make a difference and where your

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

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

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

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

the following roles in locations nationwide:

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

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

support services

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

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

Interested individuals can apply at stanleysecurity.com

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

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

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

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

the following roles in locations 

Regional Sales Manager • End User Consultant
Distribution Development Manager 

Architectural Consultant • Speci� cation Writer

http://www.pdqlocks.com
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IF YOUR COMPANY IS LIKE MANY, the lease for your 
headquarters office may be the most important contract 
to which your organization is a party. Not only do most 
leases typically have a much longer term than other 
contracts, but the financial obligations likely are among 
the largest in your budget. Also, since the lease governs 
your company’s occupancy of its office, it can materi-
ally affect how you and your employees and visitors go 
about your daily business.

For these reasons and more, companies need to exer-
cise due care in selecting office space and negotiating 
the business and legal issues that will form the basis 
of the relationship with the landlord. These issues are 
addressed in the lease agreement, but the process of 
negotiating and resolving them begins well before a 
lease is signed. 

Before executing a formal lease document, a prospec-
tive tenant will visit and compare various office space 
options and will negotiate a letter of intent with the 
future landlord that will address many substantive 
business and legal matters. Therefore, it can be benefi-
cial to engage qualified real estate and legal advisors 
early. 

The following risk management issues may also be 
addressed in a letter of intent, but more frequently they 
are the subject of negotiation after the landlord’s counsel 
has presented a draft of the lease document.

Indemnification and insurance. Owning or 
occupying real property can create material legal 
exposure, and a large part of the lease negotiation 
involves determining how that exposure is allocated 
between landlord and tenant. 

The first draft of an office lease from the landlord’s 
counsel is likely to contain broad indemnification 
obligations from the association tenant in favor of the 
landlord. It may, for example, require you to hold the 
landlord harmless from any loss or liability resulting 
from your occupancy of the space. It could impose on 
you responsibility for the acts of your employees and 
agents, as well as any visitors to your office. 

The result could be substantially more liability 
exposure for your association. The extent to which your 
counsel can negotiate your indemnification obligations, 

and even those of the landlord, will depend on the 
circumstances of the particular lease negotiation.

The lease also will require you to maintain certain 
insurance coverage throughout the lease term. This is 
likely to include insurance covering your company’s 
furniture, computers, equipment and other property, 
as well as any alterations within the premises, not to 
mention liability insurance for losses resulting from the 
organization’s acts or omissions. The lease might also 
require coverage for business interruption, workers’ 
compensation and construction projects. Reviewing a 
lease’s insurance requirements can be a helpful exercise 
in any event, in that it provides an opportunity to think 
about and manage areas of liability exposure.

Work with your insurance representative to make sure 
that you carry all of the insurance expressly required 
by the lease. Also review your insurance in light of the 
indemnification obligations in the lease. It might be 
wise to procure additional insurance, if available, to 
minimize any potential uninsured liabilities that your 
association would be assuming. 

Waivers. Certain liability waivers may be mutually 
beneficial, such as a provision under which each party 
would first look to its insurance carrier to cover losses to 
its property, even if those losses were caused by an act 
of the other party. However, your counsel should review 
any other waivers and limitations of liability in favor of 
the landlord to minimize the potential negative impact 
from uninsured losses.

Selecting optimal office space and negotiating a 
favorable lease can be crucial to a company’s future, 
especially considering the size of the expense involved. 
Although the process is often time consuming, it is 
important to devote adequate time and resources to 
getting it right. Considering these issues will help you 
get the best possible outcome for your company.  

About the Author: Jim Wilson is partner at Webster, Chamberlain & 
Bean, LLP, and Steve Burman is managing director at Jones Lang LaSalle 
Americas, Inc. Email them at jwilson@wc-b.com and steve.burman@am.jll.
com. Because business or legal advice can only be provided based on a 
complete understanding of particular facts and circumstances, this article 
is not intended to provide such advice. You should consult your business 
and legal advisors for that advice.

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

Negotiating Commercial Office Leases
By Jim Wilson and Steve Burman

Pa r t  2  o f  2
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Let Allstate Benefi ts help you unlock your benefi t potential through 
the addition of supplemental Accident and Critical Illness insurance, 
plus Unversal Life insurance.

A door o� ers safety, security 
and protection from the 
outside world.  

Wouldn’t you expect the 
same from your benefi ts?  

Coverage is provided by policy GVAP1, GUL22, 
GVCP2 or state variations thereof, and has 
limitations and exclusions. For full details of the 
coverage, including cost, contact your Allstate 
Benefi ts representative. Allstate Benefi ts is the 
marketing name used by American Heritage Life 
Insurance Company (Home O�  ce, Jacksonville, 
FL), a subsidiary of The Allstate Corporation. 

©2014 Allstate Insurance Company 
www.allstate.com or allstatebenefi ts.com.

You can’t always know what you or a loved one might face each time you walk 
out the front door and experience life. Maybe you and your children live an active 
lifestyle and could suffer an injury that results in medical attention. Or, what if 
your family lost you and your income. Would they be fi nancially protected? What 
if you or a family member were diagnosed with a terminal illness and had to be 
hospitalized for treatments. How would you pay the bills and still have money left 
over to continue your same standard of living?

That’s where our benefits can help. Our coverage can provide cash benefits to 
help you pay for the out-of-pocket expenses associated with injuries, illness or 
death, and allow you to maintain your active lifestyle, provide for your family, 
and still cover the expenses of treatment.  

This valuable benefi t of DHI membership is available to employees of Corporate 
Members as of July 1, 2014, and to Individual and Consultant Members as of 
January 1, 2015. 

To learn more, please go to:

www.allstatevoluntary.com/dhi
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Experienced technical sales reps.  
Ready to help you now. 

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

seclock.com  |  800-847-5625

212,000 
square feet of 
warehouse space

everythingeverything11source for 

30 years  
in the
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