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this year the Door Security & Safety 
Foundation has allocated substantial 
funding to develop a public ser-
vice campaign to connect the built 
environment, design professionals, 
contractors and end users with the 
knowledgeable experts who ensure 
safe buildings. 
As part of that campaign, they have 
developed a video that explains the 
mission of the Foundation and its 
role in helping building owners, 
facility personnel and enforcement 
authorities determine the correct 
balance of life safety and security 
while meeting building and fire 
codes. You can view the video at 
www.doorsecuritysafety.org/video.
The video points out, “While doors 
and openings represent only 2 percent 
of a new facility’s average construction 
costs, they constitute more than 30 
percent of punch list issues. They’re 
also among the top 10 safety violations 
in The Joint Commission inspections 
of healthcare facilities.” This message 
is certainly timely and will be shared 
widely to point industry stakeholders 
to the experts within DHI and the 
door and hardware industry.
With the addition of Paul Baillargeon, 
AHC, FDAI, to the Foundation staff, 
we’ve taken another step forward to 
increase our awareness and education 
initiatives with industry stakeholders. 
In his new role, Paul will conduct 
presentations nationwide, focusing 
on the healthcare market and collabo-
rating with local distributors and fire 
door inspectors. 

DHI is also deeply committed to 
advancing our advocacy efforts as 
well. In this issue of Doors & Hardware, 
you’ll find our latest ad on page 97, 
which explains the importance of 
managing the balance of life safety 
and security. 
We are ramping up to promote our 
certified consultants and the value 
they bring to a project. Our AHCs, 
CDCs, EHCs, AOCs and FDAIs are 
recognized as experts throughout 
the industry, and their professional 
certifications attest to their extensive 
knowledge and skill to provide sound 
architectural door and hardware spec-
ification consultations to architects, 
contractors and building owners.
Another way that we are advocating 
for our industry is through our 
involvement with organizations such 
as the Small Business Legislative 
Council and the National Association 
of Wholesalers-Distributors. These 
organizations provide advocacy, infor-
mation, networking, best practices 
and research that will benefit not only 
their members but ours as well. 
As always, DHI’s goal in these efforts 
is to remain relevant to our members 
with our education and certifica-
tion programs while providing the 
highest level of advocacy for our 
industry’s experts to stakeholders. The 
Foundation will take that advocacy 
effort even further this year, and we 
look forward to your feedback as these 
efforts begin to take hold and make a 
difference for the public good. 

Advocating for 
Safe openings

Jerry Heppes elected 2015 
chair of Small Business 

legislative council 

Jerry Heppes Sr., CAE, 
Chief Executive Officer of 

the Door and Hardware 
Institute and Door Security 

& Safety Foundation, has 
been elected chair of the 

Small Business Legislative 
Council (SBLC). The SBLC 
is an independent, perma-

nent coalition of 60 diverse 
national trade and profes-
sional associations whose 

goal is to maximize the 
advocacy and presence of 
small business on federal 
legislative and regulatory 

policy issues and to dis-
seminate information on 

the impact of public policy 
on small businesses. 

You can read updates 
on SBLC’s efforts in 

DHI’s IndustryWatch, our 
biweekly e-newsletter.
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Faces

DHi MeMBer Since: 2007

occuPAtion: Specification writer

cHilDHooD AMBition: I wanted to teach elemen-
tary school, especially reading. 

FirSt JoB: Assistant to the manager of a record store 
in Hollywood, Calif.

wHAt leD you to our inDuStry? I was working 
as a bookkeeper for a door and hardware company 
(Architectural Security Products) in southern California 
before I moved to Indiana. After I moved, a family friend 
got me in touch with a friend of his who was a manager 
of a door and hardware company (BSH). I originally went 
looking for a bookkeeping position, but they didn’t 
need anyone in that department; they were looking for 
a detailer. Their detailing manager, Laura Frye, said she 
would teach me to detail and hired me. That was the 
beginning, and Laura has been teaching me ever since.

ProuDeSt ProFeSSionAl MoMent: Finding out I 
had passed the AHC exam. It was a long time coming 
and a great relief to know that all the hard work and 
studying finally paid off.

BiggeSt cHAllenge: Stepping out of my comfort 
zone of detailing and estimating to write specifications, 
especially now with so much emphasis on access  
control and electronic hardware. 

guilty PleASure: Getting away from everything, 
traveling, sightseeing and going to new places.

FAVorite BooK/MoVie: I like Anne Rice, James 
Patterson and Michael Crichton books. I don’t  
really have a favorite. My favorite movie is  
Shawshank Redemption.

Mentor/Hero: Laura Frye has been my mentor, 
teacher and friend for 15 years. Without her help and 
guidance, I probably wouldn’t still be in the industry 
today. She is a great teacher and friend, and she has a 
lot of knowledge and patience!

BeSt ADVice you eVer receiVeD: It came a long 
time ago from my father, who told me, “Don’t live 
beyond your means, and pay your credit card bills off 
every month.”

BeSt ADVice you neVer receiVeD: Don’t stress 
over the everyday things. I’m still trying to do that.

How HAS your inVolVeMent witH DHi SuP-
PorteD your cAreer goAlS? DHI’s local and 
national classes have helped to further my education 
and hardware knowledge. The classes and conventions 
have given me the opportunity to meet many different 
people in the industry and make friends with people I 
most likely would never have met. 

Audrey M. Wyser,  
AHC, CSI, CDT

STANLEY SECURITY  
SOLUTIONS, INC.

Do you know a DHI member  
you would like to nominate  
to be spotlighted in Faces?
Submit your nominations to Paige Purdum  
at ppurdum@dhi.org, and we’ll take  
care of the rest!
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James caron, Aoc
DeTAIlINg eNgINeeR, KAmCO SuPPly OF BOSTON

yeArS witH current coMPAny: 6

yeArS in tHe inDuStry: 15

MentorS:  My wife Catrece and daughters 
Ashley and Emily; Rene Bouchard, DAHC/
CDC, FDAI; Brian Messing, AHC; Paul Baril, 
AHC/CDC; Jim White, AOC, FDAI

“I wish to thank all of my previous AHC, 
CDC and EHC instructors for their support 
and guidance. I have had the pleasure of 
learning my trade from some of the best 
teachers out there. It has been a long and 
interesting road these last 15 years, but I 
hope to add another 30. I strongly recom-
mend DHI certification to those who wish to 
further their knowledge and career. I hope 
one day to become as great a mentor as I 
have had throughout my career.”

ramesh Kareliya, AHc
TeCHNICAl mANAgeR, DORmA gulF DOOR 
CONTROlS, FZe

yeArS witH current coMPAny: 3

yeArS in tHe inDuStry: 10

MentorS: Khozema Kazi, AHC, FDAI

“I am thankful to Khozema Kazi, AHC, FDAI, 
who motivated me to receive DHI education. 
He is a source of inspiration for me.”

congratulations on 
Achieving your certification!

Achievements

gheorghe Mujdei, AHc, FDAi
SeNIOR PROjeCT mANAgeR, CP DISTRIBuTORS, lTD.

yeArS witH current coMPAny: 8

yeAr in tHe inDuStry: 8

MentorS: Art Penner; Ed Kaczmarek, AHC; 
Mary Hinton, AHC, CDT; Greg Drake, AHC, 
FDAI, CSI; Donald Banks, AHC

“I would like to thank CP Distributors’ man-
agement and my mentors. Without their 
continuous support, coaching and guidance, 
I would have never have achieved these cre-
dentials. I would also like to thank everyone 
at the Door and Hardware Institute for their 
excellent service and professionalism.”

Katherine Panousos, AHc
SeNIOR PROjeCT COORDINATOR, AllmAR, INC.

yeArS At current coMPAny: 3

yeArS in inDuStry: 7

MentorS: Mark Sorrenti, EHC; Richard 
Beebe, AHC; Les McHanson, AHC

“DHI thus far has been a great experience! 
I have met a lot of people over the years 
through the educational and chapter events 
I have attended. It was a long road, and I 
am thankful to all of the people who have 
answered the many, many questions I have 
asked. I would also like to thank all of the 
DHI instructors.”

christopher w. tiemann, AHc
BRANCH mANAgeR, ARCHITeCTuRAl DIvISION 8

yeArS witH current coMPAny: 9

yeArS in tHe inDuStry: 12

MentorS: Kerry Kirby, AHC; David George, 
AHC; Jody Warden Boatman, AHC/EHC

“I would like to thank Jody Warden Boatman, 
AHC/EHC, for introducing me to the DHI 
education program. A big thanks to David 
George, AHC, for proctoring my AHC exam. A 
special thanks to Kerry Kirby, AHC, for being 
my friend and mentor and allowing me to 
grow as a professional in this industry.”

These individuals may be working 
toward personal achievement, but 
their efforts will help to improve the 
life safety and security of millions 
of people through their expert 
knowledge of doors and architectural 
hardware. Congratulations to our 
newest consultants!
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the islamic Society of Sarasota and 
Bradenton (ISSB) is the only place of 
worship for Muslims within a 50-mile 
radius in Sarasota, Bradenton and 
Venice counties in Florida. As an 
Islamic place of worship, the prayer 
hall needs to be open to worshippers 
at various hours of the day and night. 
ISSB serves a community of more 
than 500 members and operates out 
of a newly built facility that consists 
of the main prayer hall, a library, four 
classrooms or meeting rooms, an 
administrative office and an office for 
the leader of the congregation. There 
is also a large kitchen that caters to 
events such as the breakfast meals in 
the holy month of Ramadan. 
In total, there are 18 doors that 
must be controlled. Some need to 
be open all the time, while others 
need to be open based on the user’s 
needs. Typically, a prayer hall would 
be open at all times, but in ISSB’s 
case, the prayer halls are locked 
throughout the day except during 
the times of the daily five prayers. 

Members can also arrive at any time 
to perform other prayers. Meeting 
rooms and supporting facilities are 
locked except during events and 
activities as required.

iSSB user requirements
In most Islamic centers, there is 
a custodian who looks after the 
facility. The custodian resides on the 
premises, takes charge of locking 
and unlocking the doors, and carries 
the master key. He is also responsible 
for monitoring and adjusting the air 
conditioning system and the lights. 
In ISSB’s case, however, there is no 
custodian on site and no paid staff. 
Except for the Imam (the religious 
leader), the whole organization is 
managed and run by volunteers.
Because of the large number of vol-
unteers who need access to the ISSB, 
giving a master key to all of them 
was not an option; it compromised 
the facility’s security. Consequently, 
ISSB management faced a difficult 
challenge when it came to man-
aging entries, tracking keys and 
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islamic Society of
Sarasota and Bradenton
CONTROllINg ACCeSS AROuND THe ClOCK

By Hassan Hares
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safeguarding the building. The fol-
lowing issues needed to be addressed:
• There is no custodian or full-time 

housekeeper on site.
• There are 18 doors that need to be 

locked and unlocked for all wor-
shippers at any time, whether at 
the scheduled prayer times or at 
any other time.

• The ISSB has a large number of 
members (500+), any of whom 
could show up at any time to per-
form his or her prayers and who 
usually expect the prayer hall 
doors to be open.

• ISSB management changes every 
two years. Each new election 
means that a new crew is put in 
charge. The cost of making keys 
alone every two years would be 
inefficient. Distribution and recol-
lection of keys would also be prob-
lematic, not to mention the issues 
of lost, duplicated or shared keys. 

The ISSB facility was designed to be a 
LEED-certified building. Conserving 
energy is a main concern; motion sen-
sors control the lighting and adjust 
the temperature of the air condi-
tioning systems when rooms are not 
occupied, so doors need to stay closed 
when rooms are not in use.
ISSB management needed a cost-
effective access control system that 
worked well with their energy-
efficient building. If a single person 
arrives for prayer, everything in his 
path will be turned on to serve him 
and will immediately be shut down 
after he leaves.
Access also had to be categorized. 
Not everyone needed to have 
a master key to all doors; some 
people need to access the kitchen 
for catering purposes, while others 
might need access to the prayer hall 
only. The cleaning crew needs access 
to all parts of the building, but 
teachers do not need to have access 
to the Imam’s office.

the ekey Solution
Since the mosque was new, it was 
not hard to incorporate a new access 
control system. The solution was a 
key net system integrated over serial 
interface with an HAI automation 
system and PC-WORKS UPB smart 
light switches. Access is granted 
to certain individuals and to spe-
cific doors, and it is easily denied 
to others, if need be. Biometrics 
ensures that the right person is 
granted access, not just anyone who 
is holding the key. 
Operating and using the ekey  
fingerprint access system is a  
two-step process:
1. enrollment. This is a one-time pro-

cedure. It involves swiping each 
finger over a fingerprint scanner 
to extract and store a binary code 
template (no image is stored) that 
represents the fingerprint’s unique 
biometric features.

2. identification.  This procedure is 
repeated each time the door needs 
to be opened, which involves a 
user swiping his or her finger over 
a fingerprint scanner to extract a 
binary code template and matching 
it against the previously stored 
code templates. If a match is found, 
the automation system is notified 
to unlock the door.

ekey uses a finger swipe motion by 
moving or swiping a finger over a 
line sensor rather than the “place 
and hold” method for generating the 
biometric fingerprint image. This 

technology, along with ekey’s solu-
tions implementation, ensures user 
privacy, as a key code representing 
the minutiae template is stored 
rather than the fingerprint image 
itself. There is no risk of illegiti-
mate use of the fingerprint or “Big 
Brother” syndrome.
Motion sensors are used to monitor 
occupancy in prayer hall areas and 
rooms. Coming in to pray in the 
middle of the night is not an issue 
anymore, as lights are turned on either 
based on the predetermined prayer 
schedule or on motion detection. 
The ISSB project was one of many 
successful ekey projects in which the 
need for a key to open a door has 
been replaced with a more secure 
solution. ekey systems have been 
installed in clubhouses, restaurants, 
factories, workshops and other com-
mercial as well as residential applica-
tions. Installations in North America 
and Canada have ranged from a single 
scanner up to 50 units or more. 

HASSAn HAreS is 
President of ekeyUSA 
Systems, LLC. He has 
more than 35 years of 
experience in the areas 
of application and 
technical development, 
operations, support, 
sales, and business 

management for a variety of Automatic Teller 
Machines (ATMs), Point of Sales (POS), biometric 
fingerprint access control systems, home auto-
mation and low-voltage system integration  
and installation. He can be reached at  
Hassan.Hares@ekeyUSA.com.
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In February’s Part One of “In 
Pursuit of the Weak Link,” 
we discussed failure of metal 
studs to properly support a 
door frame. While walking 
a job site in January, I came 
across a stud opening where 
there was a jamb stud that 
was not properly anchored to 
the header stud (see Photo 1). 
When the pressure shoes of 
the knock down (KD) "slip-on" 
drywall frame are extended, 
this jamb stud—which is 
already bent—will not be able 
to firmly support the door 
frame. This door frame is sure 
to move and shift under the 
weight of the door.

In Pursuit of 

the Weak link
H O l lOW  m e TA l  D O O R  F R A m e  FA I lu R e S

this article is the 
second in a multi-
part series about 

door and frame 
assembly failures.

By Paul goldense, FDAi

Photo 1

Photos courtesy of Paul Goldense
Illustration reprinted with permission of The USG Gypsum 
Construction Handbook, 7th Edition, published by Wiley, January 2014 
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Part One of this article emphasized the importance of 
the metal studs being secure to properly support a door 
frame. This is what is required of the framing contractor 
at door frames. Remember, our door frames are only as 
good as the wall they are fastened to!
Now, in Part Two, we will discuss what happens at the 
bottom of the frame. There are many different bottom 
anchors available from various manufacturers. The least 
costly base anchor—and generally the one I see most 
often in failed door frames—is a single screw at the 
bottom of the door frame, or the “screwed base anchor.” 
For this screw to hit substantial stud and track material 
and sufficiently hold and support the weight of the door 
and frame, the metal stud opening has to be almost per-
fect—which they rarely are.
When you do the math:
• Generally the rough opening (RO) for a KD slip-on 

drywall door frame is 2” wider than the nominal door.
• The door frame in a perfect world overlaps the drywall 

and stud by 1 inch on each side.
• A screwed base anchor hole is ½” in from the outer 

edge of the frame.
• This means that if the RO is framed correctly and 

the frame gets centered in the RO, then the fastening 
screws are ½” in from the edge of the stud.

Photo 2

Photo 2 is a typical metal stud framed opening. The RO 
is actually framed at 38 3/8”. This means that if one side of 
the frame is overlapping the wall by the proper 1”, then 
the other side of the frame is overlapping the wall by 5/8”, 
and the screwed base anchor is within 1/8” of the edge of 
the stud. Or if one side of the frame is overlapping the 
wall by 11/8”, then the screwed base anchor on the oppo-
site side does not have a stud to fasten to, and the friction 
of the frame wrapped around the wall is the only thing 
holding the frame in place.
This is a common KD frame problem. Loose, crooked, 
or missing screwed base anchor fastening screws occur 
frequently on frames that have shifted, allowing the 
doors to sag.
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Another issue is that the screwed base anchor is com-
peting for space with the stud framing screw that holds 
the metal stud to the metal floor track. Unfortunately, 
what often happens is the frame anchoring screw hits the 
stud screw and then has to be installed at an angle. If the 
door frame screw does not solidly anchor into the track, 
the door frame will shift.

one Screw or two?
The best way to ensure proper attachment of drywall 
frames is to use strap-type sill anchors. While this option 
costs you a few dollars more per frame, you can be sure 
that the base of the frame will be securely fastened. 
Drywall strap anchors vary slightly by manufacturer, but 
they are at least 200 percent stronger and more secure 
then the screwed base anchor with a drywall screw. 
Almost every strap-type sill anchor I have ever seen has  
at least two screws in it, and the screws are located 2-3” 
back from the edge of the stud framing, where the metal 
stud floor track is solid and secure and you cannot miss 
it with a screw.
If you’ve ever looked at fastener holding force charts, 
they all have a statement saying that if a single fastener is 
used, the holding force should be substantially reduced—
usually around 50 percent.
Photo 4 shows a common metal stud door frame opening 
on a job site. With the motorized man lifts being driven 
through the rough studded door frames and workers 
moving and dragging materials around the site, the 
metal studs around the door frames get pretty beat up on 
high-traffic openings. Those are the same doors that will 
see high traffic when the job is complete and the building 
is opened. 

Photo 3:  the door frame 
screwed base anchor is 
competing for the same 
stud location as the metal 
stud framing screw. Frame 
installers often have to install 
the door frame screw at an 
angle to be able to miss the 
stud screw. when the screwed 
base anchor is installed at 
an angle, it actually pulls the 
door frame out of alignment.

Photo 4:  A screwed base anchor would fasten to a 
questionable piece of base shoe at this locatiown. note 
that this opening is also framed too wide by ¼”.

Drywall strap anchors get the fastening screws away 
from the damaged end of the floor shoe and can hit 
solid materials away from the edge of the door opening.

Notice the condition of this metal stud floor track. If a 
screwed base anchor frame were used here, then the 
single fastening screw would be attempting to hold into a 
distorted and battered metal base track. If strap-type sill 
anchors are used instead, then the two fastening screws 
are fitted into far more solid material away from the 
damaged end of the metal stud floor track.
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caulk it!
Photo 5 is a picture of a removed 3080 KD door frame 
that was caulked or had sealant applied at the joint 
between the edge of the door frame and the wallboard. 
Once the caulking dried, this door frame is held in align-
ment because a good perimeter sealant bonds the door 
frame to the wall. When this frame was removed, it took 
the paper covering of the sheetrock with it.
While the caulking or sealing of door frames is not in 
our spec section, it’s part of the design of the building. 
Our door frames are part of a wall assembly, and a bead 
of sealant is an effective fastener. When doors start to sag 
after a building is opened, see if they were ever sealed to 
the walls.
Sealing a door frame to the wall helps eliminate the 
vibration that occurs when the door closes and keeps 
fasteners from coming loose and frames from shifting. If 
you have ever removed a door frame from an opening, 
especially in masonry, cutting away the caulking/sealant 
from the wall to get the door frame out can be the most 
time-consuming part of the frame removal.
I like KD door frames, especially in high-abuse condi-
tions. The beauty of KD frames is that you can always 
remove the frame and reset it after it is ripped out from 
abuse. Usually the wall survives; it’s the frame that gets 
destroyed. Install a new door frame, and the opening is 
restored to use.

invert the Base Shoes
If you know that you have a high-use or high-abuse sit-
uation, and the floor finish (carpet, hardwood or sheet 
vinyl) can be applied over an inverted base shoe, then 
order the frame that way. With the shoes pointed into 
the door opening, the installer can properly install the 
frame, square it off to the door, and then securely fasten 
the frame to the floor after installation. KD frames with 
inverted shoes are quite secure, as the floor material is 
always a solid surface to fasten to.
Photo 6 shows a 14-guage KD frame for a patient room 
in a locked unit with carpeted floors. Inverted base 
shoes and welded drywall strap anchors were used at 
the base of the frame to secure the door frame for the 
anticipated abuse.
Next time we will tackle how to install door frames sol-
idly into newly cut openings in existing masonry and 
EFS or drivit walls. 

PAul golDenSe, FDAi, is President and Founder 
of Goldense Building Products, Inc., a full-service 
distributor specializing in the end-user market.  
He holds a structural engineering degree from  
WPI and has 35 years of experience in the open-
ings industry. He can be reached at  
Paul@goldensebuildingproducts.com or  
Paul@goldenseopeningssolutions.com.

Photo 5 Photo 6
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CarolIna MeadowS
new Key System Provides Peace  

of Mind for residents, Staff

carolina Meadows, a continuing care 
retirement community in Chatham 
County, N.C., has 25 years of experience 
serving residents through independent 
living, assisted living and ongoing 
healthcare. With 700 residents, a staff of 
425, six independent living apartment 
buildings, 289 independent living vil-
las, 64 assisted living apartments, and 
an 86-bed health center, Joe Zannini, 
Ph.D., Vice President of Facilities for 
Carolina Meadows, says that first and 
foremost, residents must feel safe and 
secure on campus.
“In 2012, we had more than 18,000 
maintenance calls throughout our cam-
pus. On occasion, after a maintenance 
visit, a resident reports that something 
has been misplaced. With the Medeco 
Logic eCylinder system, we can track 
ingress and egress of not only mainte-
nance, but healthcare professionals and 
housekeepers as well,” says Zannini.
“From the first call of ‘I can’t find my 
favorite purse or watch,’ we are able 
to generate a report that shows who 
has been in the apartment or villa 
home and when. Inevitably, the item 
is found—just having been moved a 
bit from its former location in order to 
make a repair or dispense daily med-
icine. Until the item is found, though, 
the report helps to absolve Carolina 
Meadows and its staff of any wrongdo-
ing,” adds Zannini.

By Brad Smith

robert Poteete Jr., 
 Director of Purchasing  

at carolina Meadows

Photos courtesy of Medeco Security Locks

Case Study
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Prior to installing the eCylinder system from Medeco, if a 
staff member’s entry or exit from a resident’s home or other 
area of the campus was in question, Zannini or another 
member of the facility management team had to look up 
the report on a log maintained by hand. The system was 
clearly cumbersome and outdated.
Carolina Meadows’ campus covers 166 acres. Zannini 
knew that he needed to provide a variety of levels of secu-
rity throughout the facility. Using a system that operates on 
a Wi-Fi platform was not an option due to the campus’ size, 
nor was a battery-operated lock system an alternative—
there are just too many points of entry to cover if electricity 
or battery power fails.
“Medeco’s eCylinder lock systems offer top-level security, 
access control and accountability in one easy-to-use pack-
age,” says Zannini. “We first installed the eCylinder system 
in a group of our independent living apartment buildings, 
and we plan to complete the installation in the rest of the 
campus soon.”
Carolina Meadows’ independent living apartments pre-
sented a special challenge because residents want to 
preserve their independence and felt that locking the 
outside entry doors overnight was limiting. Many apart-
ment residents subscribe to The New York Times and the 
Wall Street Journal. If the doors were locked between 11 p.m. 
and 7 a.m., how would the newspaper delivery person gain 
access and deliver the paper to the residents’ front doors?
One of the strongest benefits of eCylinders is the abil-
ity to give out a key and program it to have access not 
only to certain doors but also at certain times of the day. 
Newspaper delivery personnel were granted keys that 
would open the exterior doors to the independent living 
buildings only between the hours of 4 a.m. and 7 a.m. This 
made locking the apartment exterior doors an acceptable 
practice for the residents. In addition, they did not need to 
add a key to their keychains—one key continues to work 
for the front door as well as their apartment home.
Programming of keys works not just for newspaper 
delivery at Carolina Meadows but also for the residents 

themselves. If a resident need access so he or she can work 
in the gift shop as a volunteer, the gift shop lock can be 
programmed to that resident’s key. Once the volunteer stint 
is over, the shop lock is reprogrammed, and the resident’s 
key is no longer valid in that lock.
Similarly, many of the residents enjoy the benefits of 
using the woodworking shop. Before gaining access to the 
shop, however, residents must pass a safety course. Upon 
completion of that course, the shop lock is reprogrammed 
to accept the resident’s key, and he or she has access. The 
beauty of the eCylinder system is in the fact that Carolina 
Meadows’ residents carry only one key, yet it provides 
access to all of the places they want to go.
Carolina Meadows will continue to upgrade its security 
system with Medeco solutions. “Our security program in-
cludes a staged changing to electronic cylinder locks in all 
sensitive areas as well,” says Zannini, “from our medical 
records and pharmacy to the kitchen supply areas.” 

BrAD SMitH is Director of Marketing for Medeco 
and Arrow, ASSA ABLOY Retrofit Security Solutions. 
He can be reached at brad.smith@assaabloy.com.

the Medeco3 cliQ ecylinder was installed at carolina Meadows, 
a continuing care retirement community in north carolina.

Specialized  
door, Frame  

& WindoW 
SolutionS For  
the World’S  

moSt demanding 
applicationS

www.ambico.com
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More and more, security professionals 
using card-based front ends for their 
access control systems have been 
worried about the security of their 
proximity systems. Establishing 
higher security within certain areas 
of a building is an appealing idea to 
many security directors. Whether it’s 
to better secure the pharmacy at a 
hospital, the laboratory at a govern-
ment research facility, or the tarmac at 
a small airport, some locations simply 
need to have more scrutiny paid to 
who is entering. 
It doesn’t take much effort to violate a 
proximity card system. After all, those 
systems do not offer a challenge re-
sponse; they only use passive authen-
tication. The card simply sends the 
exact same 32 bits of information each 
time it is used. In addition, a proximi-
ty card is easy to mimic. Just record an 
AM broadcast and replay it. An AM 
transmitter costs only $30 to build. 
It is straightforward to read a prox-
imity card from close range with 
standard lab equipment. That’s bad 
enough, but the card can also be read 
from several feet away. Inexpensive 
card-sniffing devices can be bought 
online that will effortlessly pull the 
card number and replay it at critical 
access points. 

How BIoMetrIC C ardS 

ImPROve SeCuRITy AND 
exTeND THe lIFe OF PROxImITy 
AND SmART CARD SySTemS 

By Kim Humborstad

with the biometric placed 
directly on a proximity or 
smart card, the biometric 

card is read by an already-
installed card reader. no 

other equipment is needed.
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Meanwhile, your customer has a slew 
of proximity readers installed, and 
the CFO is not going to be happy to 
hear that the company needs to tear 
them all out and replace them with 
something new to secure the facili-
ty. Add a PIN, someone advises. Go 
beyond the card only—something 
that all the employees carry—and add 
a PIN—something they must know. 
Many organizations employ multi-fac-
tor authentication at critical locations. 
But even that is done irregularly, as it 
often means that a different reader is 
needed. Yet even when that is un-
dertaken, somebody can use still use 
another employee’s card and PIN.
Some suggest that security can be 
enhanced with a smart card. After all, 
the multi-application flexibility of con-
tactless smart cards lets a facility use 
them for logical/information access 
control, time and attendance, and oth-
er applications, in addition to physical 
access control. Each application gets 
its own memory space on the card or 
tag, and security keys prevent one 
application from accessing another.
Nonetheless, there still remains a 
problem with the smart card. Who 
is presenting the smart card to the 
reader? The system doesn’t know. All 
it can understand is that an autho-
rized card has been presented. Thus, 
the door will open, no matter who is 
holding the card.

addIng BIoMetrICS—But at 
wHat CoSt?
Only biometrics provide the solu-
tion for authenticating who is at the 
door. In the perfect world of large 
budgets, facilities would have a 
biometrics reader at every door that 
needs higher security. Of course, that 
would mean ripping out the present 
card readers and having to budget 
the money for new biometric readers. 
Plus, it would involve making sure 
that the biometric system integrates 
into a company’s present access 
control system. That sounds pretty 
unlikely for most facilities.
But what if the biometric was put 
directly on the card? The proximity 

or smart card credential with on-card 
fingerprint reading would provide all 
the assets of the proximity or smart 
card and eliminate its most glaring 
deficiency of not knowing who is 
holding it. It would also eliminate the 
problem of sniffing. 
A biometric card reads the user’s 
fingerprint in less than a second. The 
wirelessly powered card lets users 
authenticate themselves directly on 
the card through their fingerprint or 
thumbprint. Only then will the card 
system activate the lock. This is much 
more secure than using a standard 
proximity or smart card, which can 
easily be duplicated or compromised. 
The concept is simple. An on-card 
fingerprint scanner with 3D capacitive 
technology resides on the contactless 
card, which has universal compati-
bility with all ISO 14443 readers (the 
standard contactless card reader) from 
the leading brands. The biometric 
card is DESFIRE EV1 and MIFARE 
Classic compatible, meaning it works 
with proximity card readers as well as 
smart card readers. Without having to 
change out an organization’s existing 
readers, the biometric card provides 
an easy, low-cost way for security 
managers to provide a biometric 

upgrade to access control systems 
using card readers.
A biometric card is more secure than 
other available ID or authentication 
solutions on the market today. The 
fingerprint data is captured by the 
on-card fingerprint scanner and 
is stored only inside the card. No 
exchange of data is conducted with 
external systems. This provides secure 
template management since the fin-
gerprint never leaves the card. It also 
eliminates user concerns with privacy 
issues. The card is unique to the user, 
and only the authorized card holder 
can activate card communication with 
the reader. When a positive match 
occurs, the biometric card activates 
communication with the lock or read-
er in the same way other ISO 14443 
contactless smart cards do.

ProBleM Solved
No longer do your customers need to 
worry about replacing their proximity 
card or smart card readers to secure 
their facilities. With a biometric prox-
imity card or biometric smart card, se-
curity managers and their integrators 
can use biometrics on high-security 
openings without having to switch out 
their card readers for biometric readers. 
Biometric cards can be issued to key 
staff and personnel, providing the 
enhanced security benefits of two-fac-
tor biometric authentication without 
any changes to the company’s existing 
access control system software or prox-
imity readers. Administrators simply 
add the biometric card into their sys-
tem in the same way they incorporate 
their present proximity or smart cards, 
all the while extending the life and 
return on investment of their installed 
proximity card systems. 

KiM HuMBorStAD 
is CEO and Founder of 
Zwipe. He can be reached 
at kim@zwipe.com.

who is presenting 
the smart card to 
the reader? the 
system doesn’t 
know. All it can 
understand is that 
an authorized 
card has been 
presented. thus, 
the door will open, 
no matter who is 
holding the card.
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By Dave Sylvester

This article has three objectives: to provide insight into 
security integrator business models and directions 
and their impending impact on the contract hardware 
distributor (CHD); to highlight five reasons why electronic 
access control (EAC) growth is going to continue to 
accelerate; and to suggest the basic skills, competencies 
and business model options needed to protect CHD core 
business and grow both revenue and company value. 

Photo Credit: @iStock.com | furtaev 

ElEctronic AccEss control And  
thE contrAct hArdwArE distributor: 

StayIng In 
tHe gaMe
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eleCtronIC aCCeSS Control  
and tHe SeCurIty Integrator
Late last year, I attended the Securing New 
Ground conference run by the Security 
Industry Association (SIA) and organized as 
a series of panel discussions. The panelists 
and presenters were leaders in the security 
industry representing end users, integrators 
and industry analysts. 
The Chief Security Officers (CSOs) of Microsoft, 
Time Warner Cable and Vanguard discussed 
their views on large company security chal-
lenges and focused on cybercrime and the 
challenge of managing “big data.” Big data was 
a recurring theme of the conference. Between 
video security camera feeds, cyber attacks on 
the companies’ systems, and other disparate 
security data, the CSOs were struggling to 
make sense of how to sort through incredible 
amounts of data. These large corporations are 
looking for enterprise software solutions part-
nerships that will only be made with leading 
security system integrators. 
Providing insight to these challenges were 
leaders from Convergint, Securadyne, TycoIS, 
ADT and Kratos, some of the largest security 
systems integrators. Among the key points dis-
cussed were that systems integrators now deal 
with IT organizations instead of security/facili-
ties organizations, and having “IT IQ” is a fun-
damental skill requirement. These businesses 
also have high expectations for future revenue 
and profits coming from managed services 
such as Video Software as a Service (VSaaS). 
Several integrators mentioned that while being 
busier, year over year growth was negatively 
impacted by the reduction in video system 
costs; the average selling price for cameras 
has dropped from $450 in 2011 to $175 in 2014. 
And since nine of the top 20 integrators are 
private equity-backed, and two of the largest 
are public companies, year-over-year revenue 
growth expectations are very high. 

The integrators were clear on their increased 
focus on EAC growth opportunities. SDM 
reported that EAC typically is less than 30 
percent of the integrator business. However, it 
believes that growth from wireless lock tech-
nologies, video software companies adding 
access control modules to their software solu-
tions, growth of IP edge devices, and adoption 
of the smartphone as a credential will drive 
considerable market growth. 
The conference was rounded out by industry 
financial and market analysts. All market pro-
jections are positive. A few of the highlights 
were as follows:
• EAC-related product sales are projected to 

have 7 to 8 percent annual growth through 
2018, based on IHS research.

• Electronic locks were singled out as a growth 
segment, expecting greater than 11 percent 
through 2018, based on IHS research.

• The video and access control services market, 
estimated at $120 million in 2014, is expected 
to have a compound annual growth rate 
(CAGR) of 30 percent, reaching an estimated 
market size of $342 million in 2018, based on 
IHS research.

• Physical security companies (public) have 
financially outperformed the overall equities 
market indexes, which attracts new invest-
ment money (Imperial Capital research).

During all of these discussions, the actual 
physical security element of the door, frame 
and hardware was never mentioned. The 
CHD is the expert in the physical security of 
a facility’s doors, frames, locks, hardware and, 
most importantly, life safety building codes—a 
fundamental element of security. The CHD’s 
expertise and capability is out of the scope of 
the leading security industry integrators to the 
extent that the CHD world is clearly a unique 
sub-segment of the security market place. 
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tHe tradItIonal CHd IS at 
rISK of BeIng SHut out 
of eaC BuSIneSS end-uSer 
relatIonSHIPS 
If a CHD is unable to sell service and 
support the installation and com-
missioning of the intelligent lock, 
the security integrator will win that 
business. And in doing so, he or she 
may take over the sale of locks in the 
future for that facility. 
Until recently, I felt that a CHD with 
EAC competence could maintain end-
user access control business, but I don’t 
think so anymore. A CHD that is not 
a full-service integrator can expect to 
lose significant electronic lock sales on 
new construction projects—and then 
unfortunately never see ensuing after-
market sales opportunities.
Mitch Kane, President of Vanderbilt 
industries, says, “The CHD that has 
strong EAC skills may be able to 

provide end-user support for EAC in 
the K-12 or university market, but the 
integrator with an enterprise EAC 
and video solution will control the 
end-user relationships in all other 
end market segments.”

CoMPetenCIeS and BuSIneSS 
Model ConSIderatIonS to 
ProteCt future BuSIneSS
Commit to the aftermarket—sales and  
service. Driving service and after-
market sales have been a continuing 
theme for the CHD to buffer busi-
ness from new construction business 
swings and to increase business 
profitability. Aftermarket business 
success comes from a counter trade 
business and dedicated end-user 
direct sales resource(s). However, 
most CHDs that I speak to say that 
there just is not enough service on 
mechanical doors and hardware to 
sustain a full-time service team

fIve reaSonS wHy eaC growtH wIll aCCelerate 
For years, security hardware manufacturers have pushed CHDs to get on 
board with EAC capabilities. The electronic portion of access control has 
grown much faster than mechanical security products, and that trend is not 
only going to continue, it is going to accelerate. Here are five factors acceler-
ating the growth of EAC applications:

1. Software OEMs are integrating 
access control and video solu-
tions. Former standalone OEMs, 
including Tyco/Exacq, DVTel, 
Vicon/IQInvision, Avigilon, and 
Axis, have introduced integrated 
solutions. This will also raise 
access control participation by inte-
grators, who today sees EAC as 30 
percent of their revenues.

2. IP-based access control systems, 
both software and hardware tech-
nologies, have been introduced 
by the major software OEMs and 
hardware manufacturers. IP brows-
er-based systems are easier to 
install and offer lower system costs. 
This will enable some end users to 
install their own systems, including 
the intelligent locks, as well as open 
the door for IT service providers to 
enter the security game.

3. Smartphones as credentials will be 
one of the biggest changes in the 
industry over the next few years. 
The most rapidly adopting mar-
kets—university and corporate cam-
puses—will lead the way. Robert 
Huber, the leading campus card con-
sultant, has published his 10 Point 
Industry Forecast for 2015. It includes: 
• Smartphones are the new gen-

eration of campus cards. Huber 
predicts that 50 to 100 cam-
puses will accept smartphones 
as campus credentials by the 
end of 2015, and 50 percent of 
universities will have accepted 
them by the end of the decade.

• Wireless door access instal-
lations will skyrocket. With 
increased parental campus 
safety concerns and the need for 
more centralized security system 

control, institutions will accel-
erate their transition to a keyless 
campus and single-enterprise 
door access system by the end of 
the decade. 

• Residence hall keys will vaporize. 
• See all of Robert’s  

predictions and details at  
www.allcampuscard.com.

4. Wireless intelligent locks continue 
to improve performance and create 
justifiable investments (ROI) for end 
users to electrify more and more 
of their openings. Integrators are 
aware of the electronic lock growth 
projections and profitability, and 
they want those lock sales. 

5. Home automation driven by 
Google’s Nest thermostat/hub and 
Dropcam, Apple’s Autumn lock, and 
other residential DIY electronics are 
going to create a boom in general 
acceptance of electronic locks and 
will turn mechanical locks and keys 
into an inconvenience. Adoption of 
EAC at home will push adoption at 
work and at school. 
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When we developed the virtually indestructible Acrovyn 

Door, it changed the industry. It wasn’t long before 

customers asked, “What about the frames? They get 

damaged, too!” Constant painting and repair became 

costly and time consuming, ending with the same result 

just months down the road. 

Introducing the new C/S Acrovyn Frame System! 

Featuring our durable Acrovyn sheet installed on our 

new steel frame, the Acrovyn Frame System is speci� cally 

designed to stand up to constant abuse, like our Acrovyn 

Doors. And like the Acrovyn Door edges, the Acrovyn 

wrap is � eld replaceable if ever damaged, keeping the 

entire opening looking like new. Now, frames no longer 

have to be facility eyesores! For our new brochure, visit 

www.c-sgroup.com/door or call (800) 972-7214. 

See us at CoNEXTions, booth #310

Indestructible
now comes
in frames 
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add eaC sales and services to protect and grow your business and 
drive new business. Adding electronic access control to the 
mix of both sales and service increases the potential to 
keep full-time service teams engaged and profitable. 
The CHD needs to continue to be the expert on what type 
of lock and technology are used in each location. The 
CHD is the expert on life safety, security, and durability 
and must maintain that level of expertise going forward 
for both mechanical and electronically secured openings. 
Ed Toy of Spalding Hardware makes a few good points. 
“We started our EAC push 18 years ago, and it has taken 
a long time to get the flywheel spinning and giving us 
momentum in the electronic security world,” he says. 
“We use our capability to specify projects in either 
Division 8 or 28 as a competitive advantage. We are at a 
pivotal point in our industry—if we don’t embrace the 
digital world, we will be gone.” 
And in talking about video linkage to access control, Toys 
states, “We sell and install the video on more than 30 per-
cent of their jobs, up from zero less than two years ago.”

Core BuSIneSS ModelS and PotentIal gaPS for CHdS 

Security integrAtor cHD

Supplies video on >80%  
of projects

RMR monitoring a key piece  
of business value

Provides EAC on <30%  
of projects

Committed to end-user  
service

Has “IT IQ”

Sees EAC/locks as growth 
opportunity

Has no interest or expertise  
in door codes or sales

Operates a full-service  
business model

Provides new construction 
support to GC

Targets 50% of revenue from 
aftermarket

Operates a basic service mode

Competencies in basic electri-
fied hardware

Experts in life safety codes

criticAl SKill 
reQuireMentS

Operate a full-service  
business model

Commission electronic  
locks on the network

Interface to HR credential  
provisioning software 

Bench test pre-install 
capabilities

Preform remote system 
support

Develop and maintain  
an “IT IQ”

Have expertise with at least 
one integrated software OEM

Build and leverage local integrator and It service provider relationships.  
In addition to building your own EAC competencies, 
it is important for the CHD to develop a solid working 
relationship with the leading regional or national system 
integrators and local IT service providers. In many cases, 
the integrator does or will own the end-user relationship, 
but he will never have the CHD’s core opening compe-
tencies, so maintaining a working relationship can ensure 
an ongoing new project and aftermarket revenue stream. 
The IT services provider could be a new player in the local 
market as IP-based security systems continue to grow. 
Invest in the future. If you have not committed to EAC sales 
and services as a key element of your business model, it’s 
not too late to do so. Fortunately, now is the perfect time 
to make the investment. Broad market improvement will 
lift core businesses and help create investment resources 
to take a traditional CHD into a new business model. 

DAVe SylVeSter is a business broker  
focused on CHD and security system  
integration buy-sell transactions. He can be 
reached at dsylvester@3secorp.com.

in addition to building your own EAc 
competencies, it is important for the chd to 
develop a solid working relationship with 
the leading regional or national system 
integrators and local it service providers. in 
many cases, the integrator does or will own 
the end-user relationship, but he will never 
have the chd’s core opening competencies,  
so maintaining a working relationship  
can ensure an ongoing new project  
and aftermarket revenue stream.
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By Dean lewis

Decoding  
entry Door 
Standards

For some time, commercial and residential entry doors—par-
ticularly side-hinged doors—have presented a special case for 
establishing performance targets and product certification cri-
teria due to the unique properties of both the product and its 
marketplace. The foundation for performance quality for most 
fenestration products is AAMA/WDMA/CSA 101/I.S.2/A440, the 
North American Fenestration Standard/Specification for windows, 
doors, and skylights (NAFS), which covers 36 types of products, 
including side-hinged doors (SHD) and sliding doors (SD). NAFS 
defines the basic performance attributes for all of these fen-
estration types as air infiltration resistance, water penetration 
resistance, and structural integrity under exposure to wind pres-
sure—a triumvirate often abbreviated “AWS.”

this is a commercial 
application of a 
sliding patio door 
vinyl profile.

Photos courtesy of American Architectural Manufacturers Association

28      APRIL 2015      DoorS & HArDwAre



Four performance classes are tied to 
increasingly higher design pressure 
(DP) levels as exerted by wind. The 
performance classes defined in NAFS 
and their associated minimum DP 
levels are:

 R Class: DP = 15 psf
 LC Class: DP = 25 psf
 CW Class: DP = 30 psf
 AW Class: DP = 40 psf

Structural integrity ratings and water 
penetration test pressures are keyed 
to the DP.
Conformance with the basic AWS 
criteria requires testing and evalua-
tion according to the following:
1. Air leakage resistance: ASTM E283. 

Maximum acceptable rates per 
NAFS for SHD are 0.30 cfm/ft2 for 
R, LC and CW classes, 0.10 cfm/
ft2 for AW class; 0.30 cfm/ft2 for all 
classes of SD.

2. Water penetration resistance: 
ASTM E331 and/or E547. Except for 
SHD systems, the minimum water 
penetration resistance test pressure 
needed to achieve performance 
class ratings are as follows, subject 
to a 12 psf maximum:

 For performance classes R, 
LC and CW: 15 percent of the 
positive design pressure (DP), 
subject to a 2.92 psf minimum

 For AW: 20 percent of DP
 No water penetration is permis-

sible at these pressures.
3. Uniform load deflection test at the 

DP rating pressure and structural 
test at 150 percent of DP: ASTM 
E330. Both positive and negative 
test loads, with no visually observ-
able permanent damage to compo-
nents or fasteners

Beyond these basic AWS criteria, 
the following also apply to establish 
NAFS conformance:
4. Operating force: ASTM E2068
5. Forced entry resistance: NAFS 9.3.5
Specialized performance standards 
and test methods beyond these 

Here you can see the hardware of a closed patio door.

typical NAFS performance class 
qualifications account for the distinct 
functional differences and applica-
tion realities of side-hinged exterior 
doors due to accessibility require-
ments, water penetration suscepti-
bility and operating frequency.
The 2005 edition of NAFS was the 
first window and door standard to 
establish unique performance spec-
ifications for SHDs, defining test 
methods and referencing separate 
AAMA standards for the completely 
configured and assembled SHD 
system (e.g., frame, threshold, door 
panel, hinges, weatherstripping and 
glass lite, if applicable).
In the case of water penetration, 
NAFS standards pioneered the 
“Limited Water” (LW) rating con-
cept, which recognizes that it is not 
always feasible for SHD systems to 
meet the substantial water pene-
tration resistance requirements of 
other fenestration products. This 
is offset somewhat by the fact that 
entry doors typically are installed 
in weather-protected areas—such as 
under a porch, behind a storm door, 
or in an opening into a garage—and 
significant leakage problems are rare.
Under the LW protocol, SHD prod-
ucts are tested and rated for water 
penetration resistance at an air pres-
sure differential that ranges from 
0 psf to any pressure less than the 
typical DP-related water resistance 
test pressure. SHD systems tested 

and rated per this protocol include a 
designation identifying the product 
for limited water performance.
NAFS sets the following additional 
SHD-specific requirements:

 Force to latch (test method per 
NAFS clause 6.4.5.1) 

 Force (torque) to engage deadbolt 
(test method per NAFS 6.4.5.2)

 Forced entry resistance (test 
method per AAMA 1304)

 Operating cycle/slam (test method 
per AAMA 920)

 Vertical load resistance (test 
method per AAMA 925)

 Hardware performance
SHDs are tested with hinges and 
representative locking/latching hard-
ware installed and fully operable. All 
hardware must meet the minimum 
requirements of the following refer-
ence standards.

 Butts and hinges: ANSI/BHMA 
A156.1

 Bored and preassembled locks 
and latches: ANSI/BHMA A156.2

 Auxiliary locks and associated 
products: ANSI/BHMA A156.5

 Interconnected locks and latches: 
ANSI/BHMA A156.12

 Mortise locks and latches: ANSI/
BHMA A156.13

 Self-closing hinges and pivots: 
ANSI/BHMA A156.17
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Sliding Doors (SD)
SDs present less of a departure from 
window requirements than SHDs but 
still have some unique performance 
aspects that must be addressed:

 Operating force (per ASTM E2068)
 Resistance to deglazing (per 

ASTM E987)
 Roller hardware performance (test 

method per AAMA 906), including 
drop test, operating force, and 
cycling test to 10,000 cycles.

Additional standards are referenced 
for components not specific to doors: 
weatherstripping of various types 
(NAFS 11.5), gaskets, sealants (per 
AAMA 800), and material-specific 
coatings and finishes (NAFS 11.8).

Aftermarket components
Fenestration products are typically 
tested and rated for performance with 
all of the components and hardware 
that will be supplied with the product 
to the marketplace. This, however, is 
not the case for all SHD systems.
Although NAFS is referenced by 
the I-codes, the section on SHD is 
exempt due to the common practice 
of in-field substitution of compo-
nents, which is routine for jobbers, 
distributors and door pre-hangers 
who must satisfy their individual 
customers but which can change 
the performance of the overall door 
assembly. As the locking/latching 
hardware is an essential component 
of the side-hinged exterior door 
system, it is necessary to ensure that 
a substitution does not compromise 
the performance of the SHD system 
in which it is installed.
NAFS states that aftermarket locking/
latching hardware (i.e., hardware 
other than that provided or speci-
fied by the manufacturer) must have 
equivalent water penetration resis-
tance and a structural load perfor-
mance rating (per ASTM E330) equal 
to or greater than the SHD system in 
which it is installed. This is verified in 
accordance with AAMA 930.

930-03, Voluntary Specification for 
the Water Penetration Resistance and 
Structural Load Performance of Locking/
Latching Hardware Used in Side-Hinged 
Door Systems, calls for the following 
test and evaluation protocols:

 Water Penetration Resistance: 
The sample is tested in accordance 
with ASTM E331 in both inswing 
and outswing configurations. The 
differential test pressure must be 
equivalent to that for the SHD in 
which the locking/latching hard-
ware is to be used. When tested 
at less than 3.00 psf, hardware is 
rated as limited water and desig-
nated “LW.” There can be no water 
penetration through or around the 
locking/latching hardware mech-
anism or its installation as defined 
in ASTM E331 at the specified dif-
ferential test pressure.

 Structural Load: Structural load 
performance testing is performed 
in accordance with the procedures 
of the Bolt Strength Test section 
of the following applicable ANSI/
BHMA standards:
 Bored and preassembled locks 

and latches: ANSI/BHMA 156.2
 Interconnected locks and 

latches: ANSI/BHMA 156.12
 Mortise locks and latches: 

ANSI/BHMA A156.13
 To pass the test, there can be no 

release of the door test leaf from 
the test frame due to disengage-
ment or failure of the locking/
latching hardware mechanism. 
The locking/latching hardware 
mechanism must remain fully 
operable. AAMA 930 provides a 
rating matrix giving minimum 
bolt strength and equivalent 
BHMA grade for 19 structural 
load ratings between 15 and 110.

 Multipoint Locking Hardware: 
Apart from those referenced 
directly in NAFS, standards 
have been developed dealing 
with load-bearing capability and 
cycling performance of multipoint 
locking hardware.

903-12, Voluntary Standard for 
Performance Testing of Handle Sets 
used with Multipoint Hardware on 
Side-Hinged Doors, establishes test 
procedures and criteria for evalu-
ating lever handle sets designed for 
use with SHD multipoint hardware 
(defined as a lock assembly featuring 
two or more locking points other 
than the combination of one latch 
bolt and one deadbolt):

 Handle Torque Test: This test 
is intended to simulate a condi-
tion whereby the lever cannot 
be depressed, such as when a 
multipoint lock is in the locked 
position. After a torque load 
of varying strength between 9 
and 265 lb-in (pound-inches) is 
applied, the handle must remain 
operable.

 Handle Load Test: This test is 
intended to confirm the fastening 
strength of the handle set to 
the door. A load of up to 112 lbf 
(pounds of force) is applied as if 
attempting to pull the handle set 
straight out from the door. The 
handle must remain attached and 
operable. 

 Handle Open-Close Cycle Test: 
One cycle is defined as a rotation 
of the lever from the at-rest posi-
tion downward to the specified 
angle, then the return of the lever 
to the at-rest position. The rate 
of cycling is between 20 and 30 
cycles per minute. At least one 

this is a close-up of  
a residential application  
of a sliding patio door vinyl profile.
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of three samples must be cycle 
tested to 100,000 cycles. Again, 
the handle must remain operable 
and, if a return spring is involved, 
not vary from the initial at-rest 
position by more than ±2 degrees.

 Post-Cycle Test Requirements: The 
handle load test is repeated after 
cycling and is checked for exces-
sive wear of the levers relative to 
the spindle. The difference in the 
vertical position of the levers shall 
not exceed 10 mm (0.4 in).

Unlike other hardware standards that 
typically test a lock and its handle set 
together, AAMA 903 defines perfor-
mance criteria unique to handle sets. 
This gives users more capability to 
evaluate these products specifically.
909-13, Voluntary Specification for 
Cycle Performance and Testing of Side-
Hinged Exterior Door Multipoint Locking 
Hardware, provides rigorous represen-
tation of real-world lock use to indicate 
the effects of cycling and to provide 
criteria for evaluating the durability of 
multipoint locking hardware.
Two continuous 5.6 lbf loads are 
applied simultaneously to the door 
panel at the upper and lower corners 
of the lock edge of the door in the 
direction that would open the panel. 
The test rate is between 10 and 15 
open/close cycles per minute.
The number of cycles tested is 100,000 
for active leaf multipoint locking 
hardware and 25,000 for inactive leaf 
multipoint locking hardware. After 
completion of the first 25,000 cycles 
and at the end of cycle testing, the 

free-state angular position of the 
handle must be within 2 degrees of 
its initial position.
At the end of cycle testing, the 
torque to extend and retract the 
latch, extend and retract the auxil-
iary locking points, and retract the 
deadbolt is measured. The torque to 
retract any and all latch bolts must 
not exceed 35.4 in-lbf (inch-pounds 
of force). Latch bolts and lock points 
must engage and disengage without 
requiring re-tightening of fasteners.

A word about installation
Where performance problems occur 
in recently installed fenestration, 
such as rainwater leakage or exces-
sive air infiltration, they are not 
likely to be due to faulty design or 
manufacturing of the product, par-
ticularly when it is AAMA-certified 
or otherwise meets NAFS. However, 
as rigorous as these requirements 
and associated tests are, they do not 
account for the performance of the 
window or door after installation. 
Even the best-designed product can 
fail if improperly installed.
Despite its importance, installa-
tion quality is inherently variable, 
depending on the experience and 
expertise of the installer. Accordingly, 
AAMA has developed standards to 
help ensure proper installation. All 
are intended to supplement manu-
facturers’ instructions and provide 
details for integrating the product 
with surrounding wall construction.
Developed in conjunction with 
the Fenestration Manufacturers 

Association (FMA) and the Window 
and Door Manufacturers Association 
(WDMA), the standards apply to 
installation of doors in regions sus-
ceptible to extreme wind and rain.

 FMA/AAMA/WDMA 300-12, 
Standard Practice for the Installation 
of Exterior Doors in Wood Frame 
Construction for Extreme Wind/
Water Exposure, covers installation 
of SHDs or SDs in wood frame 
residential and light commer-
cial new construction utilizing 
a membrane/drainage system. 
It applies to exterior doors that 
employ a mounting flange, exte-
rior casing/brick mold, or box 
frame/non-flanged.

 FMA/AAMA/WDMA 400-13, 
Standard Practice for the Installation 
of Exterior Doors in Surface 
Barrier Masonry Construction for 
Extreme Wind/Water Conditions, 
focuses on the installation of 
doors into masonry or concrete 
(CMU) buildings with surface 
barrier wall construction. The 
frontal flange covers a previously 
installed buck or integrates with a 
pre-cast sill.

All referenced AAMA standards may 
be obtained by visiting the Publication 
Store at www.aamanet.org. 

DeAn lewiS is Educational and Technical 
Information Manager at the American 
Architectural Manufacturers Association (AAMA). 
He can be reached at dlewis@aamanet.org.

this image illustrates the need for the “limited water” (lw) rating 
concept, which recognizes that it is not always feasible for SHD 
systems to meet the substantial water penetration resistance 
requirements of other fenestration products. this is offset 
somewhat by the fact that entry doors typically are installed in 
weather-protected areas, and significant leakage problems are rare.

Note: IP values shown are approximate and are for illustrative purposes only. NAFS is based on SI 
(metric) units of measure. Values shown are those applicable to the U.S. Some values differ for Canada 
and are so listed in NAFS.
Note: As this article goes to press, the Joint Document Management Group (JDMG) assigned with upkeep 
and revision of the NAFS standard, along with their membership, is reviewing language within the docu-
ment regarding the availability of SHD lock and latching hardware, tested to meet the water penetration 
resistance testing requirements. Both the 2008 and 2011 NAFS documents are being looked at, and any 
revisions coming out of the above-noted discussion will result in a published addendum.
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technology is evolving at an ever-increasing 
pace. The world is wired. Internet cable is every-
where. If you are a professional in the commer-
cial architectural openings industry, are you 
taking advantage of your security and life safety 
expertise in door openings to expand beyond 
your comfort zone? Can you afford to relinquish 
dominion over openings to practitioners of IT 
security, some of whom have no clue about how 
to assess, address and apply proven code-com-
pliant solutions the way you do?
More importantly, are you ready for a slight 
change in your mindset to expand your business 
by taking back some of the openings you’ve 
handed off to others? Chances are that you’ve 
been providing mechanical locks and basic elec-
tronic solutions for years but have stayed away 
from many technologies that you’ve considered 
outside of your discipline.
The good news is that manufacturers are 
bringing many of these technologies to market 
and applying them in almost “plug and play” 
simplicity. The better news is that with the focus 
on technology, the world still needs commercial 
architectural openings professionals with the 
proper foundation—certifications and training—
to apply these technologies and meet security 
and life safety compliance. 
We’re not talking about complex, enter-
prise-wide integration requiring a multitude of 

resources or disciplines. We’re talking about the 
80 to 90 percent of the commercial door open-
ings that exist today—a single door up to 10-12 
door installations. 
Most commercial buildings have some sort of 
electronic access and egress control security. But 
increasingly, businesses are seeking to secure 
doors on the interior—utility rooms, server/
data rooms, labs, executive areas, even common 
employee areas—to provide enhanced security, 
safety, risk management and loss prevention 
within building and fire and life safety codes.
Buildings are smart and connected. Imagine the 
opportunities to provide access control solutions 
by simply tapping into the nearest Ethernet 
connection to connect, power and control door 
access and egress. Imagine the savings in cost 
and installation time by not having long cable 
runs and power supplies for every door or by 
eliminating controllers for powering access 
control devices. 
Now imagine showing your customers how easy 
and inexpensive it is to secure an additional door 
or two using the same electric locks, devices and 
access controls you’re already providing by us-
ing their existing Ethernet cable in a low-power, 
PoE (Power over Ethernet)-enabled network. 
Here’s where the slight change of mindset comes 
in. You have a career invested in education, 

By Kerby lecka

OPPORTuNITIeS 
in the convergence of Mechanical hardware 
and low-Power PoE/iP security solutions
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the convergence of Mechanical hardware 
and low-Power PoE/iP security

example courtesy of Security Door Controls (SDC)
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certification and training to operate 
successfully in the commercial archi-
tectural openings industry. Devote a 
little extra time to leverage that invest-
ment and knowledge by researching 
the many manufacturers that provide 
PoE and IP door solutions. They’ve 
done the work to educate with semi-
nars, installation instructions, videos, 
data sheets, etc. because they want 
to sell their products. You can learn 
about and evaluate the many solutions 
that are right for you to properly apply 
to a door opening. After all, you’re the 
door opening expert. 
You know it’s not enough to change 
out a mechanical lock for an elec-
trified one, let alone one powered 
by Ethernet cable. How many other 
factors must go into deciding on the 
best solution for a particular door, 
including code-compliance? Who else 
has that knowledge and training?

review your Process
Start with a review of your process for 
assessing door opening solutions for 
your customers and projects. Beyond 
establishing the basic facts like type 
of door, type of traffic, location, door 
handing, etc., and then the many 
details like size, thickness, hinge type, 
door closer type, and lock type, you 
also need to know where the near-
est power supply is. If there isn’t a 
power supply, how close is Ethernet 
cable? Can the type of electronic door 
opening solution you’re considering 
operate in a low-power (12VDC) mode 
at 2 amps (equal to 24 watts capabil-
ity of PoE)? If it can, get comfortable 
converting amps—how you usually 
address voltage—into watts, which 
is how the world of PoE, IP and IT 
networks speaks (Watts = Amps x 
Voltage). Add up the watts of the 
low-power devices and controls you’re 
considering for your door solution to 
see if they’re under 24 watts. 

Another one of the benefits of offering  
low-power, PoE-enabled, IP-based door 
solutions is the ability to meet the growing 
demand for energy-efficiency, flexibility, and 
green and sustainable building requirements 
that are working their way through the 
building and into door openings.

How will your Solution Be 
controlled?
Next, you’ll need to consider how 
your solution will be controlled. The 
answer is typically with an IP-based 
access controller. Again, there are 
many manufacturers jumping into 
this arena. Consider those who have 
the same foundation you do in door 
openings first, electronic security 
second. Many IP-based solutions are 
designed for larger, more complex en-
terprise systems requiring IT network 
and hardware experience not usually 
required for single door or multi-door 
(up to 10-12) applications. 
Here, you can look for simplicity. Does 
the controller have embedded brows-
er-based software so that the door can 
be monitored and controlled 24/7 from 
any device with Internet access? Can 
it be done so securely while providing 
compatibility with your low-power 
components? Is it easily expandable to 
other doors in the building with the 
necessary access control capabilities 
you’re used to recommending? Finally, 
is it PoE+ compliant?
The illustration on the previous page 
shows an example of the types of 
low-power devices, controls and compo-
nents, and IP-based access control you 
might consider and where they may go 
into your door opening solution.
None of these devices, controls or 
components should be unfamiliar to 
you, with the exception of the IP-
based access control. But even that 
product will be similar in its general 
operation and software capabilities 

when compared to other basic elec-
tronic access control systems you may 
have had occasion to recommend or 
specify.
Now you can offer your customer 
more choices in controlling the door 
opening, including ones that take 
advantage of their existing build-
ing infrastructure to save time and 
money. Another one of the benefits of 
offering low-power, PoE-enabled, IP-
based door solutions is the ability to 
meet the growing demand for ener-
gy-efficiency, flexibility, and green and 
sustainable building requirements 
that are working their way through 
the building and into door openings. 
This opens up the retrofit market even 
wider for upgrades to door openings 
driven by this demand. 
By embracing a slight change in your 
mindset, you’ll see why the conver-
gence of mechanical hardware and 
low-power IP door solutions is a good 
thing for your business. It is an easy 
way to leverage your existing exper-
tise to expand and control more door 
openings and add more value for your 
customers. You’ll also maintain and 
enhance your position as the door 
opening expert upon which those 
customers rely. 

KerBy lecKA is 
Director of Marketing for 
Security Door Controls. 
He can be reached at 
kerby@wmwinc.com.

34      APRIL 2015      DoorS & HArDwAre





Access Control and Security Technology 
Are Advancing at a Rapid Pace. 

IS OuR InDuSTRy 
KeePInG uP?

By Andy Zook

Fueled by customers’ demands for more flexibility, 
sustainability, and additional layers of security, 
and as installers and distributors seek cost 
efficiencies and ease of installation, access control 
and security technology have been advancing at a 
rapid rate. But is our industry keeping pace?

Photos courtesy of DORMA USA, Inc.

Access control 
solution with 
electromagnetic 
lock, rFiD card 
reader, patch fittings 
for glass doors, and 
decorative handles
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That’s not an easy question to answer 
with a definitive “yes” or a “no.” It 
requires reflection on the trends we’re 
seeing and how they’re affecting 
our industry and those related to it. 
Growing technology trends in our 
industry include:
1. A transition from the installation 

of traditional mechanical locks and 
separate components to installing 
a single device with everything 
embedded (lock, card reader, door 
position sensor, etc.) at an access 
point 

2. Development of new RFID (Radio 
Frequency Identification) solutions, 
including proximity, smart card and 
long-range solutions

3. Progression from wired-type sys-
tems to wireless ones

4. New credential types, including 
NFC (Near Field Communication), 
Bluetooth and wearables

5. Cloud-based access and security 
systems, the Internet of Things (IoT), 
and SaaS (Software as a Service)

All of these are providing both 
opportunities and challenges to our 
industry. Without a doubt, we need 
to adapt and evolve in the products 
and services we deliver (and how we 
deliver them) so that we can seize 
those opportunities and overcome 
the obstacles.

An open Platform concept: 
Simplification with 
complexities 
As access control and security tech-
nology advance, the boundaries delin-
eating who does what on new projects 
are becoming increasingly blurred. 
In an effort to lower the cost of each 
opening, the trend is moving to 
embed everything in a single device. 
As such, there’s a movement toward 
the requirement of an open device on 
doors that can be configured to work 
with any system. 
According to Alex Grenda, OEM 
and International Sales Manager for 
electric locking hardware supplier 
Rutherford Controls International, 
“As the demand for integration of 

electronics and hardware grows, con-
tract hardware distributors have gone 
from supplying the traditional locks, 
closers and exits—which haven’t his-
torically required service and main-
tenance after delivery—to supplying 
electronic hardware with intelligence 
such as onboard controls.”
Technology advances are compelling 
solutions providers to be more fo-
cused on the economic efficiencies and 
total cost of ownership of access de-
vices as they become part of a system 
versus an assembly of independent 
parts. This increases the importance 
of knowing where hardware will be 
used and its application. 
“Successful implementations require 
more technical knowledge than ever 
before—and they require products 
that not only work together smoothly 
but also provide better ease of use to 
end users,” explains Grenda.

wired to wireless: Flexibility 
that Brings Benefits and 
concerns
The progression from wired connec-
tions to wireless, including forms of 
NFC and Bluetooth controls, opens the 
opportunity to control and communi-
cate with access systems through new 
mediums such as the cloud via smart-
phones and other wireless devices. 
“End users continue to move to 
smart cards and smart readers for the 
flexibility and benefits they offer, in-
cluding higher security levels, global 
standards, and a single credential for 
multiple applications,” says Francisco 
Alcala, West Coast Sales Manager for 
RFID solutions provider Farpointe 
Data, Inc., a DORMA Group company.
Wireless technology has its positives 
and negatives. The hardware industry 
has been a relatively cautious follower 

of wireless technology for access control 
because of the safety and security at 
stake. Reliability means everything, so 
there’s a tendency to lean toward prov-
en technologies. Using wireless systems, 
smartphones or other wireless devices 
as credentials brings with it RF interfer-
ence concerns, transmission challenges 
and issues centered on responsibility for 
the devices used as credentials.
There has been a lot of innovation 
happening with mobile phones and 
wireless in residential applications, 
and that is carrying over to the com-
mercial side as the technology proves 
itself and the bugs are worked out. 

Standards: increasingly 
necessary
As the demand for integrated devices 
grows, so does the need for standard-
ization of all components so that man-
ufacturers, distributors, integrators 
and installers know what to expect. 
Standards have played a role in 
access control and security for a long 
time, and they continue to build 
momentum. The ISO (International 
Organization for Standardization), 
the IEEE (Institute of Electrical and 
Electronics Engineers) and the new 
OSDP (Open Supervised Device 
Protocol) specifications are guiding 
more consistency industry-wide. 
“More defined standards, such as those 
promoted by SIA (Security Industry 
Association), will enable us to more 
fluidly adapt to the open platform con-
cept, new credential types, and wire-
less implementations,” shares Alcala.

education: Knowledge is Key
Standards, as much as they help, don’t 
negate the need for people to learn 
about these technologies. Because 
we’re dealing with something more 
complex than hard-wired copper 

Technology advances are compelling solutions providers 
to be more focused on the economic efficiencies and total 
cost of ownership of access devices as they become part of 
a system versus an assembly of independent parts.
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cable, end users, installers and dis-
tributors need to be educated about 
proper use, configuration, installation, 
and the advantages and limitations of 
the technology in their environment.
For our industry, it means we need 
to provide additional planning and 
support. Every access application and 
environment will require customiza-
tion. Due diligence cannot be cut short. 
There’s also the realization that we 
need to stay agile and flexible. For ex-
ample, with new construction, changes 
in the building plans may mean the 
difference between a well-working 
wireless system and one that is com-
promised by unintended RF shielding.
We also need to recognize the need to 
meet varied code requirements when 
going from mechanical to electrified 

hardware. That issue alone could cause 
some in our industry to shy away from 
adopting newer technology.
Most companies are doing their best to 
educate their customers when launch-
ing products that are unique and differ-
ent, and we need to remain vigilant in 
training our field reps and distributors. 
We also need to increase focus on ed-
ucating end users to help them under-
stand the pros and cons of solutions.
The challenge is that distributors 
and installers don’t always have—or 
make—the time to attend seminars 
and training webinars. Training used 
to be a priority in our industry, but it 
seems to be the first thing that gets 
cut when manufacturers and cus-
tomers meet budget constraints. Now 
more than ever, because of the rapid 

changes in technology, installers and 
distributors need to take advantage of 
the training opportunities that manu-
facturers provide. 

opportunities and challenges
All of this new technology opens the 
door to new revenue streams—and 
it opens our minds to what might be 
coming next. For example, the trend of 
wearable devices to track fitness goals 
and other health-related signals gives us 
pause to think about how similar devices 
might translate to applications in our 
industry. Could a wearable be pro-
grammed by a smartphone and utilized 
as an electronic access control credential?
There is another question we must ask 
ourselves: Are these technologies tru-
ly convenient for the customer, or are 
they being adapted simply because 
they are the new fad, trend or buzz-
word? What value do they add to the 
customer beyond traditional technol-
ogies? And do they expose customers 
to unexpected risk?
We know that manufacturers who 
embrace new technology stand to 
grow and succeed. However, we also 
believe that they must strike a balance 
between legacy technologies and real 
customer needs while in the pursuit of 
technological innovations.

Back to the Burning Question: 
Are we Keeping up?
Although many in our industry are 
welcoming the advances in technology 
and adapting to them, there is room for 
improvement. We need to do a better 
job of shifting our mindset from one of 
making and selling products to one of 
demonstrating the value of a solution 
for specific applications. Consultancy 
solution selling involves an evolution 
in approach, and we need to focus 
efforts on finding ways to combine 
older-breed technology with the new 
to make solutions that are viable for 
our customers and end users. 

AnDy ZooK is Product Manager for  
DORMA Americas. He can be reached  
at azook@dorma-usa.com.

Access control solution featuring rFiD card reader, electromagnetic lock and exit device
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ACCESS CONTROL ACE

INFORMED. IN STOCK. IN DEPTH.

Evolving technology, expert knowledge.
seclock.com  |  800-847-5625

Alan fi nally got the PO to upgrade the access control system at his 

customer’s facility. But he wasn’t sure where to start. Biometric 

systems, electronic locks, RFID systems…the options were endless. 

So he talked to a technical sales expert at Security Lock Distributors, 

who helped him select a cutting-edge solution that respected the job 

specs and integrated perfectly with his customer’s existing systems. 

SECURITY LOCK DISTRIBUTORS HOOKED HIM 
UP WITH THE SMARTEST SOLUTION.
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Each market segment faces unique challenges, but all share the same concerns 
about improving the user experience with simple and convenient solutions. 
Trends spanning all segments include:

 increASeD innoVAtion: The 
transition to access control tech-
nologies based on open standards 
has created the opportunity for 
organizations to move beyond 
static, proprietary access control 
architectures to more secure, 
open and adaptable solutions. 
Innovation will accelerate in an 
industry no longer anchored to 
legacy technology. Interoperability 
also fosters a development envi-
ronment in which companies 
can collaborate with partners 
to embed their technology into 
many different systems that can 
all be accessed with the same 
smart card or smartphone used 
for opening doors.

 new creDentiAl ForM  
FActorS: New credential form 
factors, including mobile devices, 
will offer a more secure and con-
venient way to open doors and 
parking gates. A single card or 

phone can now replace mechan-
ical keys and dedicated one-
time password (OTP) solutions 
for physical and logical access 
control. With Bluetooth Smart 
or Near Field Communications 
(NFC) technology on cards or 
phones, users can simply “tap in” 
to gain access to facilities, VPNs, 
wireless networks and cloud- and 
web-based applications. Today’s 
growing access control ecosystem 
will provide a seamless user expe-
rience and flexibly scale and will 
adapt to deliver growing value. 

 More conVenient wAyS 
to oPen DoorS AnD gAteS: 
Bluetooth Smart combined with 
gesture technology will enable 
users to open doors from a distance 
by rotating a smartphone while 
approaching a mobile-enabled 
reader. This will facilitate many 
additional future applications. 

By Selva Selvaratnam

Key Secure Identity  
Trends for 2015

Photo Credit: @iStock.com |  © Danil Melekhin
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 ADVAnceS in iDentity MAn-
AgeMent: Physical and logical 
access control will merge onto 
cards and phones, and centralized 
identity management systems 
will be used to manage multiple 
IDs for multiple uses on multiple 
devices with multiple lifecycles, 
while also ensuring security and 
privacy for online transactions. 

 cHAnging Security FroM A 
BArrier to A guArDrAil: The 
industry will continue moving 
toward a biometric authentication 
model focused less on technology 
and more on the user experience. 
Innovative use cases include 
“binding” a person to a device, 
such as a key fob with a fingerprint 
sensor for multi-factor authentica-
tion without a reader. Meanwhile, 
credential delivery and manage-
ment will grow in importance, 
using cloud-based solutions into 
which all entities have been biomet-
rically authenticated. 

Each segment will face market-specific 
challenges and opportunities as well.

Banking and financial 
institutions

 There will be an increasingly crit-
ical need for physical access solu-
tions that integrate with logical 
secure identity solutions to pro-
tect bank facilities, data and cloud 
applications. 

 Banks will embrace a “tap in” 
strong authentication model 
throughout the physical and IT 
infrastructure and consolidate 
associated tasks as part of a cen-
tralized identity and access man-
agement system. 

 Biometrics will continue to prolif-
erate throughout the worldwide 
banking infrastructure, improving 
physical security and the user 
experience (ATMs, for example). 

Healthcare
 Security, information security (IS) 

and medical staff will all learn the 
importance of both physical and 
information security, as well as 
how to coordinate and unify work-
flow and security enhancements. 

 Like enterprises and the federal 
government, healthcare insti-
tutions will converge solutions 
for security at the door, for data, 
and in the cloud and will deploy 
a “tap in” strong authentication 
model using a single, more effi-
cient and economical identity and 
access management system. 

 Biometrics will help hospitals pro-
tect facilities and patient privacy, 
register patients, manage visitors, 
process payments, ensure accu-
rate medicine dispensing, elimi-
nate drug diversion and more. 

Education 
 Campus identities will extend 

onto smartphones, wearables 
and other mobile devices for a 
growing range of authentication 
applications. 

 Plastic ID cards won’t go away 
but will transition from magnetic 
stripe (magstripe) and prox-
imity (prox) to high-frequency 
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Hard-wire or wireless option
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bollard-mounted
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contactless smart card tech-
nology with visual and logical 
anti-tamper elements for more 
trustworthy, multi-layered 
authentication. Issuance speed 
will improve through strategies 
like preprinting card elements 
and using inline card personaliza-
tion solutions. 

 Future campus IDs will also incor-
porate biometrics for improved 
convenience and security. 

 K-12 administrators will move to 
universal, mandatory student ID 
systems that improve safety while 
streamlining time and attendance, 
library book check-outs and other 
processes. 

 Visitor management will move 
from manual to automated  
processes to improve security, 
visitor trend/pattern analysis, 
watch-list flagging and emergency 
evacuation. 

Federal government 
 Agencies and contractors continue 

to face challenges complying with 
personal identity verification 
(PIV) mandates for strong public 
key infrastructure (PKI)-based 
physical access control. A mod-
ular approach will enable users 
to upgrade rather than “rip and 
replace” existing controllers. 

 Widely adopted PKI strong 
authentication methods will 
continue migrating beyond the 
desktop to the door using cards 
and mobile phones. Mobile speci-
fications are expanding to address 
the concept of derived credentials 
carried in the phone’s secure 
element using the same cryp-
tographic services as the card, 

and new protocols will improve 
performance while delivering 
secure wireless communications, 
so PIN and biometrics can be 
used on the contactless interface 
for stronger authentication. 

 Lower-cost PKI will move to the 
door with Commercial Identity 
Verification (CIV) cards. 

 Demand will grow for PIV-certified 
and GSA-approved printers that 
combine on-demand personaliza-
tion and issuance capabilities.

Transportation 
 IP-based access control will 

improve security by enabling a 
physical access control system 
(PACS) to be integrated with other 
solutions on the same network. 

 Operators will face increasing pres-
sure to deploy a single, scalable 
system that can manage access 
to many locations and accommo-
date cardholder information from 
various entry points using a wide 
range of access control rules. 

 We will also see innovation in 
secure EV charging stations and 
electric vehicle service equipment, 
as well as parking access and rev-
enue control (PARC) systems.

 Biometric systems will increase 
security and profits while 
improving speed, efficiency, and 
security and may also migrate 
into consumer transportation 
applications, including personal 
driver identification solutions that 
enhance safety while delivering 
such new capabilities as  
authenticating users for  
transactions related to  
connected-car  
applications.

Enterprise 
 Enterprises will improve security 

with converged solutions for the 
door, data and the cloud. IT and 
PACS credentials will be provi-
sioned to a single smart card or 
smartphone using a single set of 
processes, enabling a convenient 
“tap in” strong authentication 
model throughout the extended 
infrastructure. 

 Users will focus on visual and 
electronic personalization while 
streamlining the secure issuance 
process. 

 Other trends include integrating 
access control systems with net-
work authentication and adding 
cost-effective visitor management 
solutions. 

 Biometrics will move into secure 
printing applications and onto 
mobile devices. 

SelVA SelVArAtnAM  
is Senior Vice President  
and Chief Technology 
Officer for HID Global.  
For more information,  
contact Leah Washington at  
lwashington@hidglobal.com.
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world demand for security equipment will 
advance 6.8 percent annually to $125 billion 
in 2018, according to The Freedonia Group, an 
international business research company.
The fastest gains will be in relatively under-
developed security markets located mainly in 
Asia, Eastern Europe, Africa and the Middle 
East. Because the intensity of security product 
use is relatively low in these areas, there is still 
significant growth potential, the report says. In 
addition, these markets will be supported by 
economic growth, new business formation, for-
eign investment activity, rising urbanization, 
and growing middle- and upper-class popu-
lations, which will provide means to invest in 
security products.
Security equipment demand in North America  
is expected to grow 6.5 percent annually through 
2018, representing a significant improvement 
over the 2008-2013 pace, according to the report. 
Growth will be driven by a rebound in construc-
tion, as well as more rapid growth in GDP and 
consumer incomes. Advances will also be aided 
by rising penetration for security equipment in 
Mexico, the least-developed market for these 
products in the region. 

china, india to Be Fastest-growing 
Major Markets
The report also states that among major 
individual national markets, the most rapid 
increases in security equipment demand will 
be in China and India, which will each reg-
ister double-digit annual growth through 2018. 
These markets will benefit from above-av-
erage increases in GDP, urban population and 

building construction activity. Despite rapid 
gains over much of the past decade, the usage 
of many types of security equipment in these 
countries remains low compared to more 
mature markets.

electronic Security Products to  
outpace Mechanical types
Electronic security products accounted for 
nearly two-thirds of total global security 
equipment demand in 2013. These products are 
also expected to post faster sales advances than 
mechanical security equipment through 2018. 
Demand will be driven by improvements in 
design that give electronic systems greater 
functionality while also making them increas-
ingly user-friendly and cost-effective. Demand 
for locks and other mechanical security prod-
ucts will be bolstered by improving economic 
conditions in developing areas where these 
products have not yet reached market maturity. 
Construction gains in the U.S., Japan and other 
more established markets will also support gains.

residential Market to Be Fastest-
growing outlet
The commercial and industrial security equip-
ment market accounted for two-thirds of sales 
in 2013. The dominance of this market reflects 
the large number of facilities, high potential for 
loss, and availability of resources for protective 
purposes. Market gains will be fueled by rising 
business formation and nonresidential con-
struction activity. 
However, the fastest growth will be recorded 
in the residential market, stimulated by fac-
tors such as a rebound in global residential 

2015 Doors & Hardware 
Security Survey results 
reflect Steady Demand
research shows world demand to rise 6.8% Annually through 2018

By Denise gable
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construction spending, a high perceived risk 
of crime among residents in many areas, rising 
per capita incomes, and the increasingly afford-
able nature of security equipment.

2015 DHi Security Survey
The Door and Hardware Institute recently 
conducted its annual survey of distributors, 
independent consultants and sales agents to 
determine to what degree electrified hardware 
is a core part of their business. The anticipated 
strong growth in security products and systems 
is reflected in the results of the survey and in 
the fact that the response rate to the survey 
increased by 65 percent, with three-quarters of 
the respondents being distributors.
The number of respondents involved with elec-
trified hardware/access control as an important 
and/or growing part of their business remained 
strong at 91 percent. In addition to the growing 
sales of electrified hardware, half of the respon-
dents supply and install PC-based access control 
systems, with more than half of them involved 
in large systems, defined as 25 doors or more. 
Almost one-half of respondents provide con-
sulting services for these PC-based systems. 
Only one-quarter provide CCTV products.

increased Sales expected
When asked the reasons why respondents 
expected to increase sales in 2015, 70 percent 
cited growing market demand. Almost 25 per-
cent of respondents said that they had made a 
strategic decision to increase their involvement 
in these products. A growing percentage—
more than one-half—has service staff to sup-
port this growing business.

core Businesses 
55 percent of respondents have at least one-
quarter (25 percent) of business in healthcare
44 percent – at least 25 percent in commercial
42 percent – at least 25 percent in office
26 percent – at least 25 percent in industrial
6.7 percent – at least 25 percent in residential
The consistency of DHI’s survey responses, 
along with the continued increase in the 
number of respondents to the survey, shows 
that DHI members are continuing to incor-
porate these products into their lines and to 
add credentialed personnel to their staffs, and 
they should be well-prepared for the predicted 
growth in demand. 

DeniSe gABle is the Publisher and Managing Editor of 
Doors & Hardware. She can be reached at dgable@dhi.org.

which of the following is your company involved in?

Supply only 
electrified

Install 
electrified

Supply & 
install

Supply & 
install CCTV

Supply & 
install

Offer security 
consulting

Yes            No

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

N/A            Less than 10%            25%            50%            75%            More than 75%

Approximately what percentage of your  
core business are the following?

Education

Healthcare

Office

Commercial

Industrial

Residential

Other

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%
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Face to Face and Moving Forward

Apr 29–May 1  |  Baltimore Convention Center

 

There’s still time 
to register!
Advance pricing available through April 15.  
Visit www.dhiCoNEXTions.org to register now.
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CoNEXTions 2015 n April 29– May 1 n BaltimoreFace to Face and Moving Forward

Schedule At-A-Glance
Tuesday, April 28

8:00 am – 5:30 pm  Technical Education DAI600

12:00 pm – 5:00 pm  Convention Registration

Wednesday, April 29

8:00 am – 5:30 pm  Technical Education 

8:00 am – 5:00 pm  ChannelExChange in Exhibitor Suites

12:00 pm – 8:00 pm  Convention Registration

2:00 pm – 4:30 pm Forum Education Sessions 

5:00 pm – 8:00 pm Exclusive Exhibit Hours with Opening Reception

5:00 pm – 8:00 pm ChannelExChange on the Tradeshow Floor

Thursday, April 30

7:30 am – 6:30 pm  Convention Registration

8:00 am – 12:00 pm  ChannelExChange in Exhibitor Suites

8:00 am – 9:30 am Forum for the Future Kick-Off Breakfast 

9:45 am – 12:20 pm Forum Education Sessions 

12:30 pm – 6:30 pm  Exclusive Exhibit Hours

12:30 pm – 6:30 pm ChannelExChange on the Tradeshow Floor

1:00 pm – 6:00 pm  SolutionSessions on the Tradeshow Floor

Friday, May 1

8:30 am – 1:00 pm  Convention Registration

9:00 am – 11:30 am  Forum Education Sessions 

11:45 am – 1:30 pm  Foundation Keynote Lunch

5:30 pm – 10:00 pm DHI Night at Camden Yards

Times subject to change

Convention Highlights
Exhibition
Open Wednesday and Thursday, the DHI tradeshow fl oor is your best chance this year to experience the latest products 
and technologies and interact directly with the entire channel—all in one location. Take full advantage of your time 
in the exhibit hall to build and strengthen relationships with your current suppliers, as well as investigate new ones. 
Understand the future direction of your strategic trading partners and how it affects you and your business. Make sure 
you are up to date with the industry’s advances, and discover solutions you can use in your business.

Forum for the Future Breakfast and Foundation Keynote Lunch
Participate in Thursday’s Forum for the Future Breakfast and Friday’s Foundation Keynote Lunch to hear from two 
wonderfully engaging and entertaining speakers. With four generations working side by side for the fi rst time in 
history, there’s never been a better time to experience Jeff Haven’s hilarious “Us vs. Them” presentation, during which 
he will share a better way to look at the generational picture and resolve every generational issue in the workplace 
today. Then, who better to learn the importance of vision, teamwork and perseverance from than Baltimore hometown 
hero and Major League Baseball great Cal Ripken Jr.?  With stories from his 21-season-long career with the Baltimore 
Orioles, extensive business experience and participation in numerous charitable organizations, you won’t want to 
miss this special opportunity to hear from baseball’s “Ironman.”

Forum Education Sessions
Covering a wide range of topics, the Forum Education Sessions are designed to help you both grow your business 
and learn the fi ner details of technical issues affecting the industry. The sessions on Wednesday and Thursday are 
rich in information and detailed takeaways. On the technical side, expert presenters will guide you through topics 
ranging from new green requirements to untapped potential in the healthcare market. On the managerial side, learn 
the fi ner points of surety bonds and trade credit, as well as negotiating pay-if-paid clauses and trends in workforce 
management. Don’t miss the Friday manufacturer-led sessions. Get valuable training information, and learn the latest 
and greatest directly from the manufacturers themselves.

SolutionSessions 
Designed in response to requests for more educational opportunities and to maximize the time spent by attendees on 
the tradeshow fl oor, exhibitors will be conducting 12 of these 15-minute sessions on Thursday afternoon. Attendees 
have the option to see fi rst-hand available solutions to application issues they face with new products, technologies 
or potential new suppliers in a fast and effi cient demonstration.

ChannelExChange
Created to give structure to the informal meetings that have always taken place at the convention, ChannelExChange 
is a program of pre-scheduled appointments between exhibitors and attendees and is facilitated through the 
CoNEXTions app and the convention attendee website. ChannelExChange appointments are designed to be held in 
exhibitor suites before and after the exhibition hours and in exhibitor booths and networking areas during the exhibit.

CoNEXTions App
Get the whole show in the palm of your hand! Truly user-friendly, this powerful app will connect you with fellow 
attendees and exhibitors who have ChannelExChange appointments, allowing you to chat and send messages 
through the app. Create a custom show schedule with your preferred sessions, from the Forum Kick-Off Breakfast to 
the Foundation Keynote Lunch, Forum Education Sessions, SolutionSessions and more. Navigate the tradeshow fl oor, 
convention center and the city of Baltimore, too.
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Schedule At-A-Glance
Tuesday, April 28

8:00 am – 5:30 pm  Technical Education DAI600

12:00 pm – 5:00 pm  Convention Registration

Wednesday, April 29

8:00 am – 5:30 pm  Technical Education 

8:00 am – 5:00 pm  ChannelExChange in Exhibitor Suites

12:00 pm – 8:00 pm  Convention Registration

2:00 pm – 4:30 pm Forum Education Sessions 

5:00 pm – 8:00 pm Exclusive Exhibit Hours with Opening Reception

5:00 pm – 8:00 pm ChannelExChange on the Tradeshow Floor

Thursday, April 30

7:30 am – 6:30 pm  Convention Registration

8:00 am – 12:00 pm  ChannelExChange in Exhibitor Suites

8:00 am – 9:30 am Forum for the Future Kick-Off Breakfast 

9:45 am – 12:20 pm Forum Education Sessions 

12:30 pm – 6:30 pm  Exclusive Exhibit Hours

12:30 pm – 6:30 pm ChannelExChange on the Tradeshow Floor

1:00 pm – 6:00 pm  SolutionSessions on the Tradeshow Floor

Friday, May 1

8:30 am – 1:00 pm  Convention Registration

9:00 am – 11:30 am  Forum Education Sessions 

11:45 am – 1:30 pm  Foundation Keynote Lunch

5:30 pm – 10:00 pm DHI Night at Camden Yards

Times subject to change

Convention Highlights
Exhibition
Open Wednesday and Thursday, the DHI tradeshow fl oor is your best chance this year to experience the latest products 
and technologies and interact directly with the entire channel—all in one location. Take full advantage of your time 
in the exhibit hall to build and strengthen relationships with your current suppliers, as well as investigate new ones. 
Understand the future direction of your strategic trading partners and how it affects you and your business. Make sure 
you are up to date with the industry’s advances, and discover solutions you can use in your business.

Forum for the Future Breakfast and Foundation Keynote Lunch
Participate in Thursday’s Forum for the Future Breakfast and Friday’s Foundation Keynote Lunch to hear from two 
wonderfully engaging and entertaining speakers. With four generations working side by side for the fi rst time in 
history, there’s never been a better time to experience Jeff Haven’s hilarious “Us vs. Them” presentation, during which 
he will share a better way to look at the generational picture and resolve every generational issue in the workplace 
today. Then, who better to learn the importance of vision, teamwork and perseverance from than Baltimore hometown 
hero and Major League Baseball great Cal Ripken Jr.?  With stories from his 21-season-long career with the Baltimore 
Orioles, extensive business experience and participation in numerous charitable organizations, you won’t want to 
miss this special opportunity to hear from baseball’s “Ironman.”

Forum Education Sessions
Covering a wide range of topics, the Forum Education Sessions are designed to help you both grow your business 
and learn the fi ner details of technical issues affecting the industry. The sessions on Wednesday and Thursday are 
rich in information and detailed takeaways. On the technical side, expert presenters will guide you through topics 
ranging from new green requirements to untapped potential in the healthcare market. On the managerial side, learn 
the fi ner points of surety bonds and trade credit, as well as negotiating pay-if-paid clauses and trends in workforce 
management. Don’t miss the Friday manufacturer-led sessions. Get valuable training information, and learn the latest 
and greatest directly from the manufacturers themselves.

SolutionSessions 
Designed in response to requests for more educational opportunities and to maximize the time spent by attendees on 
the tradeshow fl oor, exhibitors will be conducting 12 of these 15-minute sessions on Thursday afternoon. Attendees 
have the option to see fi rst-hand available solutions to application issues they face with new products, technologies 
or potential new suppliers in a fast and effi cient demonstration.

ChannelExChange
Created to give structure to the informal meetings that have always taken place at the convention, ChannelExChange 
is a program of pre-scheduled appointments between exhibitors and attendees and is facilitated through the 
CoNEXTions app and the convention attendee website. ChannelExChange appointments are designed to be held in 
exhibitor suites before and after the exhibition hours and in exhibitor booths and networking areas during the exhibit.

CoNEXTions App
Get the whole show in the palm of your hand! Truly user-friendly, this powerful app will connect you with fellow 
attendees and exhibitors who have ChannelExChange appointments, allowing you to chat and send messages 
through the app. Create a custom show schedule with your preferred sessions, from the Forum Kick-Off Breakfast to 
the Foundation Keynote Lunch, Forum Education Sessions, SolutionSessions and more. Navigate the tradeshow fl oor, 
convention center and the city of Baltimore, too.
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Forum for the Future 
Kick-Off Breakfast
Thursday, April 30 | 8:00 – 9:30 am

Us vs. Them 
Jeff Havens

If you’ve ever been frustrated by how impossible it seems to employ 
four different strategies to manage four distinct generations, and 
if you’ve ever felt like you’re the only one who’s being asked to 
make any changes, then “Us vs. Them”  is exactly what you need.  
Because, as it turns out, there really aren’t four generations. 

In this fun presentation, you’ll learn a simpler way of looking at your 
own generational picture, and you’ll also learn how to understand, 
recognize, and resolve every generational issue facing today’s 
workforce. That’s no exaggeration; by the end of “Us vs. Them,” you 
will walk away with all of the knowledge you’ll need to address 
100% of the generational issues you’ll face for the rest of your 
career. Other generational presentations focus on what people want, 
but “Us vs. Them” will tell you why everyone wants the different 
things they do. It’s an important distinction, and it will make implementing new solutions easier than you ever 
thought possible.

Takeaways:
• Learn to replace the complicated four-generation model with a workable dichotomy between older, more 

experienced workers and their younger, less-experienced counterparts.

• Understand the key cultural, technological and social changes that have conspired to create a disconnect between 
team members from these two generations.

• Walk away with several immediately applicable strategies to address and eliminate problems caused by the 
disconnect mentioned above.

• Inspire a healthier, more robust work ethic in your younger employees (and your older ones, too).

• Inspire a healthier, more robust attitude toward change in your older employees (and your younger ones, too).

Foundation Keynote Lunch
Friday, May 1 | 11:45 am – 1:30 pm

The Keys to Perseverance
Cal Ripken Jr., 
Baseball’s “Ironman” and Hall of Famer

Cal Ripken Jr. is baseball’s all-time “Ironman.” After being a vital 
part of the Baltimore Orioles for 21 seasons, he played his last game 
on Oct. 6, 2001. He is one of only eight players in history to achieve 
400 home runs and 3,000 hits. In 1995, Ripken broke Lou Gehrig’s 
record for consecutive games played (2,130), and he voluntarily 
ended his streak in 1998 after playing 2,632 consecutive games.

Ripken’s name has become synonymous with strength, character, 
endurance and integrity. His philosophy of working hard, playing 
with passion and enjoying the game has made a tremendous impact 
on the sport and on fans everywhere. In 1999, Babe Ruth League, 
Inc. changed the name of its largest division (5- to 12-year-olds) 
from Bambino to Cal Ripken Baseball. Presently, more than 700,000 
youths play Cal Ripken Baseball worldwide.

But Cal is much more than a baseball legend. Don’t miss this 
opportunity to hear from him on the importance of perseverance, 
vision, teamwork, communication and more. With his humorous stories from the fi eld, his extensive experience in the 
business world with RipkenDesign, and his years of charitable work with the Cal Ripken Sr. Foundation and countless 
other organizations, this is a presentation you don’t want to miss and won’t soon forget.

Forum for the Future Kick-Off 
Breakfast sponsored by

Foundation Keynote Lunch 
sponsored by
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Forum for the Future 
Kick-Off Breakfast
Thursday, April 30 | 8:00 – 9:30 am

Us vs. Them 
Jeff Havens

If you’ve ever been frustrated by how impossible it seems to employ 
four different strategies to manage four distinct generations, and 
if you’ve ever felt like you’re the only one who’s being asked to 
make any changes, then “Us vs. Them”  is exactly what you need.  
Because, as it turns out, there really aren’t four generations. 

In this fun presentation, you’ll learn a simpler way of looking at your 
own generational picture, and you’ll also learn how to understand, 
recognize, and resolve every generational issue facing today’s 
workforce. That’s no exaggeration; by the end of “Us vs. Them,” you 
will walk away with all of the knowledge you’ll need to address 
100% of the generational issues you’ll face for the rest of your 
career. Other generational presentations focus on what people want, 
but “Us vs. Them” will tell you why everyone wants the different 
things they do. It’s an important distinction, and it will make implementing new solutions easier than you ever 
thought possible.

Takeaways:
• Learn to replace the complicated four-generation model with a workable dichotomy between older, more 

experienced workers and their younger, less-experienced counterparts.

• Understand the key cultural, technological and social changes that have conspired to create a disconnect between 
team members from these two generations.

• Walk away with several immediately applicable strategies to address and eliminate problems caused by the 
disconnect mentioned above.

• Inspire a healthier, more robust work ethic in your younger employees (and your older ones, too).

• Inspire a healthier, more robust attitude toward change in your older employees (and your younger ones, too).

Foundation Keynote Lunch
Friday, May 1 | 11:45 am – 1:30 pm

The Keys to Perseverance
Cal Ripken Jr., 
Baseball’s “Ironman” and Hall of Famer

Cal Ripken Jr. is baseball’s all-time “Ironman.” After being a vital 
part of the Baltimore Orioles for 21 seasons, he played his last game 
on Oct. 6, 2001. He is one of only eight players in history to achieve 
400 home runs and 3,000 hits. In 1995, Ripken broke Lou Gehrig’s 
record for consecutive games played (2,130), and he voluntarily 
ended his streak in 1998 after playing 2,632 consecutive games.

Ripken’s name has become synonymous with strength, character, 
endurance and integrity. His philosophy of working hard, playing 
with passion and enjoying the game has made a tremendous impact 
on the sport and on fans everywhere. In 1999, Babe Ruth League, 
Inc. changed the name of its largest division (5- to 12-year-olds) 
from Bambino to Cal Ripken Baseball. Presently, more than 700,000 
youths play Cal Ripken Baseball worldwide.

But Cal is much more than a baseball legend. Don’t miss this 
opportunity to hear from him on the importance of perseverance, 
vision, teamwork, communication and more. With his humorous stories from the fi eld, his extensive experience in the 
business world with RipkenDesign, and his years of charitable work with the Cal Ripken Sr. Foundation and countless 
other organizations, this is a presentation you don’t want to miss and won’t soon forget.

Forum for the Future Kick-Off 
Breakfast sponsored by

Foundation Keynote Lunch 
sponsored by
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The Revenue Growth Habit: How to  
Grow Your Business by 15% in Just  
Minutes per Day
Alex L. Goldfayn, CEO, Evangelist Marketing 
Institute

Your customers talk more positively about your value 
than you do. That’s because they’re benefiting from your 
value while you deal with fires, complaints, emergencies 
and the next event/issue/problem. 

Join Alex Goldfayn for this powerful presentation on how 
to dramatically grow your business by understanding 
the incredible ways you help your customers. This is 
an encore engagement for Alex, following last year’s 
keynote session on marketing for revenue growth. This 
year, we’ll have the benefit of Alex’s experience in our 
industry. He has worked with people who will be in the 
room, and he has interviewed our customers. He knows 
what we do for our customers and will share ways to 
leverage this knowledge to grow your company quickly 
and easily. Attend this powerful 45-minute workshop, 
and you’ll leave with a simple plan for growing your 
revenue by 15% in just minutes per day.

BIM for Construction & Facilities:  
Show Me the Information! 
Tom Lewis, AHC/CDC, LEED-AP, CM-BIM, FDAI, 
Senior Director of BIM Technologies, ASSA ABLOY 
Openings Studio

What do your customers, general contractors and 
facility managers really want out of BIM? You’ve heard 
all about lower construction costs, reduced jobsite 
waste, improved scheduling and flow of information, 
but how are these benefits actually being realized in the 
marketplace? Learn how the “I” in BIM—Information—
has become the true force driving an increased demand 
for BIM content in contract documents. Discussion 
will include examples of BIM being used in both 
construction and facility management for door and 
hardware supply and management. Eligible for 3 CEP 
points.

Codes Jeopardy
Lori Greene, AHC/CDC, CCPR, FDAI, FDHI, 
Manager, Codes & Resources for Allegion

Tim Weller, AHC/CDC, FDAI, Manager of Codes, 
Standards and Sustainability for Allegion

TJ Gottwalt, AHC/CDC, FDAI, CCPR, CM-BIM, 
Strategic Architectural Account Manager for 
Allegion

Let’s play Codes Jeopardy! This is your opportunity 
to get a refresher on the code requirements for door 
openings and find out what’s new in a fun and engaging 
format. Teams will compete to see who is most familiar 
with the requirements of the International Building 
Code, NFPA 80, Standard for Fire Doors and Other 
Opening Protectives, NFPA 101, Life Safety Code, and 
the accessibility standards. Two different sessions will 
be offered: one covering the basic requirements, and one 
with more advanced questions. The 2015 codes have 
been released, so come and see what’s new! Eligible for 
3 CEP points.

Sustainability Continues to Evolve
Tim Petersen, LEED AP, Vice President, Sales,  
VT Industries

Stephen G. Farley, CSI, CDT, Director of 
Sustainability, Masonite Architectural

The next version of LEED is on its way, and with it comes 
a whole new set of environmental requirements. These 
requirements will demand more in-depth environmental 
information about the products you sell. Language 
is changing in project specifications, demanding 
documentation with new and evolving standards. The 
environmental movement is driving the market, moving 
faster than industry and standard organizations can keep 
up. New requirements such as Product Category Rules, 
Life Cycle Assessments, Health Product Declarations and 
Environmental Product Declarations will take you to a 
whole new level of documenting, certifying and tracking 
materials sold. Covering LEED and other green building 
programs, this long-term DHI program series updates you 
on the latest green requirements. Eligible for 3 CEP points.

Grow Your Business in the Healthcare 
Market 
Paul G. Baillargeon, AHC, FDAI, Vice President, 
Technical Consulting, Door Security & Safety 
Foundation

The Door Security & Safety Foundation has created 
awareness presentations outlining the requirements 
of NFPA 80 regarding maintenance and inspections 
of fire and egress doors. Upon completion of these 
presentations, healthcare and other types of facility 
maintenance personnel then require local expertise 
to support their inspection, remediation, and ongoing 
maintenance needs. That’s where DHI’s distributors and 
FDAIs come in. Learn more about these presentations 
and how you can grow your customer base in the 
healthcare market through collaboration with the 
Foundation. Eligible for 1 CEP point.

Getting More “Pay” and Less “If”  
from Pay-if-Paid Clauses
Michael J. Pappas, Principal, Miles &  
Stockbridge P.C.

Pay-if-paid clauses are almost everywhere, and they 
have the potential to kill your business. Learn how to 
spot them, negotiate them, modify them, and take the 
“if” out of getting paid. Eligible for 1 CEP point.

Trade Credit: An Alternative to Commercial 
Lending
Abe WalkingBear Sanchez, President,  
A/R Management Group

Forget everything you thought you knew about 
B2B credit management. It isn’t about managing or 
mitigating risk. It’s the golden key to creating long-
lasting and profitable business relationships. An 
alternative to money is credit, and no government 
printing presses or controls are required. Credit allows 
for the value of a product or service to be assessed and 
for profitable sales to happen based on payment at a 
later date. Credit terms—i.e., IOUs—like money, are a 
medium of exchange.

The Profit System of B2B credit management is a unique 
and well-proven set of methodologies, recognized as 
the most significant revolution in business-to-business 
credit management in the last 50 years. The B2B credit 
function is moving to the forefront of businesses’ core 
competencies and must be understood in its role as a 
profit partner to sales. This program takes you through 

the entire process, from credit sales initiation to A/R 
asset monitoring and management. Eligible for 1 CEP 
point. 

Managing the New Workforce
Kathryne “Kathy” A. Newton, Ph.D., Principal,  
K. Newton & Associates

Managing good talent has never been easy, but the 
rapid pace of change is going to make it even more 
challenging. Is your organization ready for it? Consider 
a few changes that employers of the future will have to 
deal with: 1) five highly diverse generations working in 
organizations side by side with vastly different values, 
beliefs and technology skill sets; 2) growing international 
business with needs for cross-cultural communication 
and business etiquette; 3) a new e-economy, bringing 
with it a vastly different way of doing business; 4) the 
need to build innovation into the culture to develop a 
competitive advantage; and 5) building a sustainable 
and green workplace that is essential to attracting the 
future workforce. Many of these trends can already 
be seen, and others are emerging, but all will have a 
dramatic impact on the manager of the future. Learn 
what these new trends will mean for your company and 
what you can do now to prepare for them. Eligible for 1 
CEP point.

Opening the Door to Surety Credit: 
Understanding Bond Types and Surety 
Relationships
Lynne Cook, Early, Cassidy & Shilling, Inc. 

Jesse “Bud” Herndon, CNA Surety

An accomplished surety bond producer and a senior 
corporate surety underwriter will guide you in a fast-
paced journey through the world of surety bonding, 
explaining what surety bonds are and what they are 
not; how they differ from traditional insurance products; 
their importance in ensuring the integrity of commercial 
transactions and the protection of contracting parties; 
the common types of bonds used by the door and 
hardware industry, such as supply, performance and 
payment bonds; the pathway for a firm to achieve 
surety credit; and the process for making claims against 
payment bonds. If you ever have had a question about 
surety bonds, get it answered in this session! Eligible for 
1 CEP point.

Forum Education Sessions
Wednesday, April 29, 2:00 – 2:45 pm, 2:55 – 3:40 pm & 3:50 – 4:35 pm
Thursday, April 30, 9:45 – 10:30 am, 10:40 – 11:25 am & 11:35 am – 12:20 pm
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The Revenue Growth Habit: How to  
Grow Your Business by 15% in Just  
Minutes per Day
Alex L. Goldfayn, CEO, Evangelist Marketing 
Institute

Your customers talk more positively about your value 
than you do. That’s because they’re benefiting from your 
value while you deal with fires, complaints, emergencies 
and the next event/issue/problem. 

Join Alex Goldfayn for this powerful presentation on how 
to dramatically grow your business by understanding 
the incredible ways you help your customers. This is 
an encore engagement for Alex, following last year’s 
keynote session on marketing for revenue growth. This 
year, we’ll have the benefit of Alex’s experience in our 
industry. He has worked with people who will be in the 
room, and he has interviewed our customers. He knows 
what we do for our customers and will share ways to 
leverage this knowledge to grow your company quickly 
and easily. Attend this powerful 45-minute workshop, 
and you’ll leave with a simple plan for growing your 
revenue by 15% in just minutes per day.

BIM for Construction & Facilities:  
Show Me the Information! 
Tom Lewis, AHC/CDC, LEED-AP, CM-BIM, FDAI, 
Senior Director of BIM Technologies, ASSA ABLOY 
Openings Studio

What do your customers, general contractors and 
facility managers really want out of BIM? You’ve heard 
all about lower construction costs, reduced jobsite 
waste, improved scheduling and flow of information, 
but how are these benefits actually being realized in the 
marketplace? Learn how the “I” in BIM—Information—
has become the true force driving an increased demand 
for BIM content in contract documents. Discussion 
will include examples of BIM being used in both 
construction and facility management for door and 
hardware supply and management. Eligible for 3 CEP 
points.

Codes Jeopardy
Lori Greene, AHC/CDC, CCPR, FDAI, FDHI, 
Manager, Codes & Resources for Allegion

Tim Weller, AHC/CDC, FDAI, Manager of Codes, 
Standards and Sustainability for Allegion

TJ Gottwalt, AHC/CDC, FDAI, CCPR, CM-BIM, 
Strategic Architectural Account Manager for 
Allegion

Let’s play Codes Jeopardy! This is your opportunity 
to get a refresher on the code requirements for door 
openings and find out what’s new in a fun and engaging 
format. Teams will compete to see who is most familiar 
with the requirements of the International Building 
Code, NFPA 80, Standard for Fire Doors and Other 
Opening Protectives, NFPA 101, Life Safety Code, and 
the accessibility standards. Two different sessions will 
be offered: one covering the basic requirements, and one 
with more advanced questions. The 2015 codes have 
been released, so come and see what’s new! Eligible for 
3 CEP points.

Sustainability Continues to Evolve
Tim Petersen, LEED AP, Vice President, Sales,  
VT Industries

Stephen G. Farley, CSI, CDT, Director of 
Sustainability, Masonite Architectural

The next version of LEED is on its way, and with it comes 
a whole new set of environmental requirements. These 
requirements will demand more in-depth environmental 
information about the products you sell. Language 
is changing in project specifications, demanding 
documentation with new and evolving standards. The 
environmental movement is driving the market, moving 
faster than industry and standard organizations can keep 
up. New requirements such as Product Category Rules, 
Life Cycle Assessments, Health Product Declarations and 
Environmental Product Declarations will take you to a 
whole new level of documenting, certifying and tracking 
materials sold. Covering LEED and other green building 
programs, this long-term DHI program series updates you 
on the latest green requirements. Eligible for 3 CEP points.

Grow Your Business in the Healthcare 
Market 
Paul G. Baillargeon, AHC, FDAI, Vice President, 
Technical Consulting, Door Security & Safety 
Foundation

The Door Security & Safety Foundation has created 
awareness presentations outlining the requirements 
of NFPA 80 regarding maintenance and inspections 
of fire and egress doors. Upon completion of these 
presentations, healthcare and other types of facility 
maintenance personnel then require local expertise 
to support their inspection, remediation, and ongoing 
maintenance needs. That’s where DHI’s distributors and 
FDAIs come in. Learn more about these presentations 
and how you can grow your customer base in the 
healthcare market through collaboration with the 
Foundation. Eligible for 1 CEP point.

Getting More “Pay” and Less “If”  
from Pay-if-Paid Clauses
Michael J. Pappas, Principal, Miles &  
Stockbridge P.C.

Pay-if-paid clauses are almost everywhere, and they 
have the potential to kill your business. Learn how to 
spot them, negotiate them, modify them, and take the 
“if” out of getting paid. Eligible for 1 CEP point.

Trade Credit: An Alternative to Commercial 
Lending
Abe WalkingBear Sanchez, President,  
A/R Management Group

Forget everything you thought you knew about 
B2B credit management. It isn’t about managing or 
mitigating risk. It’s the golden key to creating long-
lasting and profitable business relationships. An 
alternative to money is credit, and no government 
printing presses or controls are required. Credit allows 
for the value of a product or service to be assessed and 
for profitable sales to happen based on payment at a 
later date. Credit terms—i.e., IOUs—like money, are a 
medium of exchange.

The Profit System of B2B credit management is a unique 
and well-proven set of methodologies, recognized as 
the most significant revolution in business-to-business 
credit management in the last 50 years. The B2B credit 
function is moving to the forefront of businesses’ core 
competencies and must be understood in its role as a 
profit partner to sales. This program takes you through 

the entire process, from credit sales initiation to A/R 
asset monitoring and management. Eligible for 1 CEP 
point. 

Managing the New Workforce
Kathryne “Kathy” A. Newton, Ph.D., Principal,  
K. Newton & Associates

Managing good talent has never been easy, but the 
rapid pace of change is going to make it even more 
challenging. Is your organization ready for it? Consider 
a few changes that employers of the future will have to 
deal with: 1) five highly diverse generations working in 
organizations side by side with vastly different values, 
beliefs and technology skill sets; 2) growing international 
business with needs for cross-cultural communication 
and business etiquette; 3) a new e-economy, bringing 
with it a vastly different way of doing business; 4) the 
need to build innovation into the culture to develop a 
competitive advantage; and 5) building a sustainable 
and green workplace that is essential to attracting the 
future workforce. Many of these trends can already 
be seen, and others are emerging, but all will have a 
dramatic impact on the manager of the future. Learn 
what these new trends will mean for your company and 
what you can do now to prepare for them. Eligible for 1 
CEP point.

Opening the Door to Surety Credit: 
Understanding Bond Types and Surety 
Relationships
Lynne Cook, Early, Cassidy & Shilling, Inc. 

Jesse “Bud” Herndon, CNA Surety

An accomplished surety bond producer and a senior 
corporate surety underwriter will guide you in a fast-
paced journey through the world of surety bonding, 
explaining what surety bonds are and what they are 
not; how they differ from traditional insurance products; 
their importance in ensuring the integrity of commercial 
transactions and the protection of contracting parties; 
the common types of bonds used by the door and 
hardware industry, such as supply, performance and 
payment bonds; the pathway for a firm to achieve 
surety credit; and the process for making claims against 
payment bonds. If you ever have had a question about 
surety bonds, get it answered in this session! Eligible for 
1 CEP point.

Forum Education Sessions
Wednesday, April 29, 2:00 – 2:45 pm, 2:55 – 3:40 pm & 3:50 – 4:35 pm
Thursday, April 30, 9:45 – 10:30 am, 10:40 – 11:25 am & 11:35 am – 12:20 pm
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Connectivity—The Future Is Now
Allegion

Security and access control technologies continue to 
evolve. In this session you’ll learn about the latest in 
cost-effective and easy-to-implement technologies 
designed to improve access control, maintenance 
effi ciencies and overall building security in a connected 
world. You’ll be prepared to take the next step with a 
framework for evaluating and comparing options that 
suit your clients’ needs.

Electronic Access Control Impacts on LEED 
and Sustainability
ASSA ABLOY Americas

The sustainability features of a building are impacted by 
both the base materials of security system components 
and their post-installation energy consumption. Learn 
how electronic access control systems can help earn 
Energy & Atmosphere (EA), Materials & Resources (MR), 
and Indoor Environmental Quality (IEQ) credits in LEED 
v3 and v4. 

Sensing the Future of Safety for 
Automatic Doors
BEA, Inc.

BEA Sensors is a global leader in sensing technology for 
pedestrian automatic doors, as well as low-energy, security 
and industrial applications. In addition to offering a robust 
portfolio of sensors, actuators, access control products and 
accessories, BEA provides unparalleled technical support 
and customer service on all of its products.

A senior BEA Specifi cation Consultant will present a 
brief history of BEA and our mission before focusing 
on an example of our success and commitment to 
providing safer, smarter solutions for the automatic door 
industry. We will discuss ANSI standards over the last 
15 years as they relate to automatic swing doors and 
detail BEA’s ever-changing industry standards for safety 
within that market, including involvement in key codes 

and standards groups, innovative product development, 
and new technologies in the industry.

Self-Service Business Intelligence Using 
Excel PowerPivot and the Comsense 
Enterprise Data Warehouse
Comsense, Inc.

Learn how to use Microsoft Excel PowerPivot to glean 
valuable information from the data already present 
in your Comsense Enterprise system. Starting with 
a sample business question, we will walk through 
the steps required to get that question answered. We 
will start at the beginning and connect Excel to the 
database, review the available data in the Comsense 
Data Warehouse, organize the required data in the 
PowerPivot data model, and fi nally create a pivot table 
and pivot chart to deliver the answer to our question.

HMMA Hollow Metal Manual Overview
Hollow Metal Manufacturers Association, Division 
of NAAMM

NAAMM/HMMA’s presentation provides an overview of 
the HMMA’s technical literature. The manual has been 
developed as a resource to help design professionals 
specify and select hollow metal doors to meet current 
code and building requirements.

Leading Change
Masonite Architectural

Masonite Architectural and our leading industry brands 
in architectural and commercial wood doors invite you, 
our distributor partners, to learn about the growing 
trends in our industry and the products and knowledge 
you will need to meet changing market demands. With 
fi ve of the top industry brands—Algoma, Baillargeon, 
Harring, Marshfi eld and Mohawk—we offer the broadest 
product selection, and we are building on our strengths 
in areas such as fi re and acoustical technology, stile and 
rail doors, and our environmental product portfolio to 
help you maintain a strategic advantage. 

Forum Education Sessions: 
Manufacturer-Led 

What’s New in School Locking
Securitech Group, Inc.

What’s New in Windstorm Solutions
Securitech Group, Inc.

How to Solve the Most Diffi cult Locking 
Scenarios
Securitech Group, Inc.

VT Industries New Albany Division: 
Addressing Your Specialty Design Needs 
through Doors, Frames and Architectural 
Paneling
VT Industries, Inc.

The architectural wood door market continues to 
improve, and as it does, there are more requests for 
custom products to assist with design concepts. 
Architects and designers are looking to put their 
signatures on the overall aesthetic look of their projects. 
We are seeing more requests for stile and rail doors 
and wood jambs to provide a distinct look for projects. 
Oversized doors on sliding tracks are becoming popular 
for conserving space within a room. Specialized 
products such as doors with detailed inlays, sketch face 
designs, and reveals, along with matching architectural 
panels, are becoming a common request rather than a 
rare occurrence. VT Industries’ New Albany division has 
the capabilities to meet these design needs. Come and 
join us for the Forum Education Session to learn about 
the products manufactured at our New Albany division.

Friday, May 1, 9:00 – 9:45 am, 9:55 – 10:40 am & 10:50 – 11:35 am
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Connectivity—The Future Is Now
Allegion

Security and access control technologies continue to 
evolve. In this session you’ll learn about the latest in 
cost-effective and easy-to-implement technologies 
designed to improve access control, maintenance 
effi ciencies and overall building security in a connected 
world. You’ll be prepared to take the next step with a 
framework for evaluating and comparing options that 
suit your clients’ needs.

Electronic Access Control Impacts on LEED 
and Sustainability
ASSA ABLOY Americas

The sustainability features of a building are impacted by 
both the base materials of security system components 
and their post-installation energy consumption. Learn 
how electronic access control systems can help earn 
Energy & Atmosphere (EA), Materials & Resources (MR), 
and Indoor Environmental Quality (IEQ) credits in LEED 
v3 and v4. 

Sensing the Future of Safety for 
Automatic Doors
BEA, Inc.

BEA Sensors is a global leader in sensing technology for 
pedestrian automatic doors, as well as low-energy, security 
and industrial applications. In addition to offering a robust 
portfolio of sensors, actuators, access control products and 
accessories, BEA provides unparalleled technical support 
and customer service on all of its products.

A senior BEA Specifi cation Consultant will present a 
brief history of BEA and our mission before focusing 
on an example of our success and commitment to 
providing safer, smarter solutions for the automatic door 
industry. We will discuss ANSI standards over the last 
15 years as they relate to automatic swing doors and 
detail BEA’s ever-changing industry standards for safety 
within that market, including involvement in key codes 

and standards groups, innovative product development, 
and new technologies in the industry.

Self-Service Business Intelligence Using 
Excel PowerPivot and the Comsense 
Enterprise Data Warehouse
Comsense, Inc.

Learn how to use Microsoft Excel PowerPivot to glean 
valuable information from the data already present 
in your Comsense Enterprise system. Starting with 
a sample business question, we will walk through 
the steps required to get that question answered. We 
will start at the beginning and connect Excel to the 
database, review the available data in the Comsense 
Data Warehouse, organize the required data in the 
PowerPivot data model, and fi nally create a pivot table 
and pivot chart to deliver the answer to our question.

HMMA Hollow Metal Manual Overview
Hollow Metal Manufacturers Association, Division 
of NAAMM

NAAMM/HMMA’s presentation provides an overview of 
the HMMA’s technical literature. The manual has been 
developed as a resource to help design professionals 
specify and select hollow metal doors to meet current 
code and building requirements.

Leading Change
Masonite Architectural

Masonite Architectural and our leading industry brands 
in architectural and commercial wood doors invite you, 
our distributor partners, to learn about the growing 
trends in our industry and the products and knowledge 
you will need to meet changing market demands. With 
fi ve of the top industry brands—Algoma, Baillargeon, 
Harring, Marshfi eld and Mohawk—we offer the broadest 
product selection, and we are building on our strengths 
in areas such as fi re and acoustical technology, stile and 
rail doors, and our environmental product portfolio to 
help you maintain a strategic advantage. 

Forum Education Sessions: 
Manufacturer-Led 

What’s New in School Locking
Securitech Group, Inc.

What’s New in Windstorm Solutions
Securitech Group, Inc.

How to Solve the Most Diffi cult Locking 
Scenarios
Securitech Group, Inc.

VT Industries New Albany Division: 
Addressing Your Specialty Design Needs 
through Doors, Frames and Architectural 
Paneling
VT Industries, Inc.

The architectural wood door market continues to 
improve, and as it does, there are more requests for 
custom products to assist with design concepts. 
Architects and designers are looking to put their 
signatures on the overall aesthetic look of their projects. 
We are seeing more requests for stile and rail doors 
and wood jambs to provide a distinct look for projects. 
Oversized doors on sliding tracks are becoming popular 
for conserving space within a room. Specialized 
products such as doors with detailed inlays, sketch face 
designs, and reveals, along with matching architectural 
panels, are becoming a common request rather than a 
rare occurrence. VT Industries’ New Albany division has 
the capabilities to meet these design needs. Come and 
join us for the Forum Education Session to learn about 
the products manufactured at our New Albany division.

Friday, May 1, 9:00 – 9:45 am, 9:55 – 10:40 am & 10:50 – 11:35 am
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ABH Manufacturing, Inc. 
Thursday, 1:50 – 2:05 pm

The Quiet Hospital Latch
When thinking about patient care and the built 
environment, the new movement is quiet. ABH has 
designed a revolutionary new product that will remove 
noise from the door hardware aspect of this equation. 
Learn about better design concepts and HCAHPS 
Surveys from your partners at ABH Manufacturing.

Allegion
Thursday, 3:55 – 4:10 pm

Connectivity—The Future Is Now
Security and access control technologies continue to evolve. 
In this session you’ll learn about the latest in cost-effective 
and easy-to-implement technologies designed to improve 
access control, maintenance effi ciencies and overall 
building security in a connected world. You’ll be prepared 
to take the next step with a framework for evaluating and 
comparing options that suit your clients’ needs.

Beyerle US, LLC
Thursday, 1:25 – 1:40 pm

Base Bottom Roller Systems
Easy installation of a sliding door system in which all 
the weight of the door is carried on the fl oor (no static 
calculation for the walls needed). For glass and wood 
doors up to a weight of 330 lbs. For new construction or 
to replace a former pocket door.

contractERP
Thursday, 1:00 – 1:15 pm

Work Small. Win Big.
Figuring out how to grow your business in more ways 
than just head count requires experience, guts and an 
eye for detail. For decades contractERP has shown 
owners how to use their experience to smoothly 
transition to automated systems and processes that 
keep moving parts manageable and surprises to a 
minimum.

Detex Corporation
Thursday, 4:45 – 5:00 pm

Detex Corporation AO19 Low Energy Swing Door 
Operator EasyKit 
Session will be a brief discussion on Detex Easykit 
solutions to a complete automated door system. Topics 
include automation, activation and security.

Eggers Industries
Thursday, 5:10 – 5:25 pm

Vinyl-Clad Flush Doors: The High-Impact 
Solution
Impact-resistant fl ush doors offer an attractive solution 
for high-traffi c buildings, such as healthcare facilities. 
Find out why this product has become the answer to 
a long-standing problem and how the face and edge 
design positions it perfectly to handle the stress of these 
applications. You’ll learn about construction, capabilities 
and face options, and there will be a quick discussion 
on how this product compares to other options on the 
market. 

Guardian Fire Testing Laboratories, Inc.
Thursday, 5:35 – 5:50 pm

NFPA 80 New Requirement for Labeling Fire 
Protection Glazing
Discussion will center around the ramifi cations of the 
new NFPA glazing labeling requirement and its effects 
on wire glass manufacturers and distributors. Wire 
glass still is used in many areas across the U.S. The new 
requirement also will affect fi re door assemblies already 
installed in public buildings such as healthcare facilities, 
hotels, motels, apartments and offi ce buildings. Ways in 
which the new requirement can be met by all concerned 
will be presented.  

HAWA Americas, Inc.
Thursday, 3:30 – 3:45pm

Sliding Door Solutions for Wide Openings
Do you have an opening too wide for swinging doors? 
This session will highlight sliding door solutions for 
wide openings and provide a brief overview of folding, 
telescoping and stacking sliding hardware systems, 
basic installation methods and benefi ts of each system.

HMF Express
Thursday, 2:40 – 2:55 pm

5 Ways to Higher Profi tability
Steve Adams with HMF Express will describe how you 
can save time and money, lower inventory, lower payroll, 
and make higher profi ts with an integrated business 
strategy.

National Guard Products, Inc.
Thursday, 2:15 – 2:30 pm

Regain Lost Fire Ratings Due to Excessive 
Clearances
Come learn about NGP’s new UL-certifi ed products to 
solve excessive gaps on fi re doors. Products include 
intumescent edge seals and lock strike shims for the 
perimeter of doors, as well as a series of intumescent 
door shoes. You will learn about the products’ maximum 
clearance, fi re ratings, use around lock faces/strikes, 
fi nishes available, mounting location options and 
fastening method. Questions welcome.

Security Door Controls
Thursday, 4:20 – 4:35 pm

Delayed-Egress Application Solutions
Delayed-egress locks, commonly used on exit doors, 
delay egress for 15 or 30 seconds while sounding an 
alarm to alert security and personnel to unauthorized 
egress. Delayed-egress locks are compatible with 
access controls and patient wandering systems, release 
immediately in an emergency, and comply with national 
fi re and life safety codes. They are an outstanding 
solution for eldercare/assisted living facilities, rehab/
psychiatric care facilities, hospital nurseries, public 
facilities, retail applications, airports, museums and 
technology centers. Come learn about a complete 
system approach for these applications.

TRIMCO
Thursday, 3:05 – 3:20 pm

Easy Customization
TRIMCO offers a variety of affordable, customizable 
products that enable distributors to offer a unique 
solution to their customers.

SolutionSessions

Visit the SolutionSessions stage on the tradeshow fl oor for informative and effi cient 
SolutionSessions presented by exhibitors. Here, you will be able to see fi rst-hand available 
solutions to application issues you face, with new products, technologies or potential new 
suppliers in fast and effi cient sessions.

Find the answers you’re looking for without ever 
leaving the tradeshow fl oor! 
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ABH Manufacturing, Inc. 
Thursday, 1:50 – 2:05 pm

The Quiet Hospital Latch
When thinking about patient care and the built 
environment, the new movement is quiet. ABH has 
designed a revolutionary new product that will remove 
noise from the door hardware aspect of this equation. 
Learn about better design concepts and HCAHPS 
Surveys from your partners at ABH Manufacturing.

Allegion
Thursday, 3:55 – 4:10 pm

Connectivity—The Future Is Now
Security and access control technologies continue to evolve. 
In this session you’ll learn about the latest in cost-effective 
and easy-to-implement technologies designed to improve 
access control, maintenance effi ciencies and overall 
building security in a connected world. You’ll be prepared 
to take the next step with a framework for evaluating and 
comparing options that suit your clients’ needs.

Beyerle US, LLC
Thursday, 1:25 – 1:40 pm

Base Bottom Roller Systems
Easy installation of a sliding door system in which all 
the weight of the door is carried on the fl oor (no static 
calculation for the walls needed). For glass and wood 
doors up to a weight of 330 lbs. For new construction or 
to replace a former pocket door.

contractERP
Thursday, 1:00 – 1:15 pm

Work Small. Win Big.
Figuring out how to grow your business in more ways 
than just head count requires experience, guts and an 
eye for detail. For decades contractERP has shown 
owners how to use their experience to smoothly 
transition to automated systems and processes that 
keep moving parts manageable and surprises to a 
minimum.

Detex Corporation
Thursday, 4:45 – 5:00 pm

Detex Corporation AO19 Low Energy Swing Door 
Operator EasyKit 
Session will be a brief discussion on Detex Easykit 
solutions to a complete automated door system. Topics 
include automation, activation and security.

Eggers Industries
Thursday, 5:10 – 5:25 pm

Vinyl-Clad Flush Doors: The High-Impact 
Solution
Impact-resistant fl ush doors offer an attractive solution 
for high-traffi c buildings, such as healthcare facilities. 
Find out why this product has become the answer to 
a long-standing problem and how the face and edge 
design positions it perfectly to handle the stress of these 
applications. You’ll learn about construction, capabilities 
and face options, and there will be a quick discussion 
on how this product compares to other options on the 
market. 

Guardian Fire Testing Laboratories, Inc.
Thursday, 5:35 – 5:50 pm

NFPA 80 New Requirement for Labeling Fire 
Protection Glazing
Discussion will center around the ramifi cations of the 
new NFPA glazing labeling requirement and its effects 
on wire glass manufacturers and distributors. Wire 
glass still is used in many areas across the U.S. The new 
requirement also will affect fi re door assemblies already 
installed in public buildings such as healthcare facilities, 
hotels, motels, apartments and offi ce buildings. Ways in 
which the new requirement can be met by all concerned 
will be presented.  

HAWA Americas, Inc.
Thursday, 3:30 – 3:45pm

Sliding Door Solutions for Wide Openings
Do you have an opening too wide for swinging doors? 
This session will highlight sliding door solutions for 
wide openings and provide a brief overview of folding, 
telescoping and stacking sliding hardware systems, 
basic installation methods and benefi ts of each system.

HMF Express
Thursday, 2:40 – 2:55 pm

5 Ways to Higher Profi tability
Steve Adams with HMF Express will describe how you 
can save time and money, lower inventory, lower payroll, 
and make higher profi ts with an integrated business 
strategy.

National Guard Products, Inc.
Thursday, 2:15 – 2:30 pm

Regain Lost Fire Ratings Due to Excessive 
Clearances
Come learn about NGP’s new UL-certifi ed products to 
solve excessive gaps on fi re doors. Products include 
intumescent edge seals and lock strike shims for the 
perimeter of doors, as well as a series of intumescent 
door shoes. You will learn about the products’ maximum 
clearance, fi re ratings, use around lock faces/strikes, 
fi nishes available, mounting location options and 
fastening method. Questions welcome.

Security Door Controls
Thursday, 4:20 – 4:35 pm

Delayed-Egress Application Solutions
Delayed-egress locks, commonly used on exit doors, 
delay egress for 15 or 30 seconds while sounding an 
alarm to alert security and personnel to unauthorized 
egress. Delayed-egress locks are compatible with 
access controls and patient wandering systems, release 
immediately in an emergency, and comply with national 
fi re and life safety codes. They are an outstanding 
solution for eldercare/assisted living facilities, rehab/
psychiatric care facilities, hospital nurseries, public 
facilities, retail applications, airports, museums and 
technology centers. Come learn about a complete 
system approach for these applications.

TRIMCO
Thursday, 3:05 – 3:20 pm

Easy Customization
TRIMCO offers a variety of affordable, customizable 
products that enable distributors to offer a unique 
solution to their customers.

SolutionSessions

Visit the SolutionSessions stage on the tradeshow fl oor for informative and effi cient 
SolutionSessions presented by exhibitors. Here, you will be able to see fi rst-hand available 
solutions to application issues you face, with new products, technologies or potential new 
suppliers in fast and effi cient sessions.

Find the answers you’re looking for without ever 
leaving the tradeshow fl oor! 
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DHI would like to recognize and thank many of our 2015 CoNEXTions exhibitors for their 
longstanding commitment to this event and our industry. Through their continued participation, they not 

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

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

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

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

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

Please thank them for their continued participation and support.

For 39 years, since 1976, the Door and Hardware Institute has held a convention for the openings 
industry, and a special few exhibitors have participated in every one of them. The following 

exhibitors deserve special recognition for exhibiting at all 39 conventions:

Allegion

ASSA ABLOY Americas 

Detex Corporation

National Guard Products, Inc.

Republic Doors and Frames

Exhibitor Recognition
COMPANIES EXHIBITING 35+ TOTAL YEARS:
Accurate Lock and Hardware Co., LLC ...................................38
DORMA  ......................................................................................38
Masonite Architectural .................................................. 38
Security Door Controls  .................................................. 38
Stanley Security Solutions, Inc. .................................................38
Hager Companies .......................................................................37
Zero International, Inc. ...............................................................37
Ampco Products, LLC ................................................................36
Anemostat Door Products.............................................. 36
Door Controls International .......................................... 36
Reese Enterprises, Inc. ...............................................................36
TRIMCO ......................................................................................36
Woodfold Mfg., Inc. ......................................................... 36

COMPANIES EXHIBITING 30–35 TOTAL YEARS:
Mesker Door, Inc. ........................................................................35
Activar Construction Products Group ......................... 34
Eggers Industries .......................................................................34
Alarm Lock Systems, Inc............................................................33
MARKS USA ..................................................................... 32
Intertek  .......................................................................................31
L. E. Johnson Products, Inc. .......................................... 31
PDQ Manufacturing ...................................................................31
Timely Industries, Inc. ................................................................31
OMNIA Industries, Inc. ..............................................................30
Securitech Group, Inc. .................................................... 30

COMPANIES EXHIBITING 25–29 TOTAL YEARS:
Architectural Control Systems, Inc. ..........................................29
HMF Express ..............................................................................29
VT Industries, Inc. .......................................................... 29
Rediframe Products, Div. of Dunbarton Corporation ...............28
Cal-Royal Products, Inc. ................................................. 26
National Custom Hollow Metal .................................... 26
Dayton Industries, Inc. ...............................................................25
Deansteel Manufacturing Company, Inc.  ................................25

COMPANIES EXHIBITING 20–24 TOTAL YEARS:
ABH Manufacturing, Inc. ............................................... 23
Karpen Steel Custom Doors & Frames .....................................23
UL, Inc. .........................................................................................23
A&L Shielding, Inc. .....................................................................22
Daybar Commercial Steel Doors & Frames..............................22
SELECT Hinges, SELECT Products Limited ............................21
Comsense, Inc. ............................................................................20
CORRIM Company .......................................................... 20
Gensteel Doors ...........................................................................20

COMPANIES EXHIBITING 15–19 TOTAL YEARS:
Ohio Valley Door Corp. ...............................................................19
AMBICO Limited ............................................................. 18
Overly Door Company. ................................................... 18
contractERP ..................................................................... 17
Doormerica ...................................................................... 17
Karona, Inc. ...................................................................... 16
C. R. Laurence Company, Inc. ....................................... 15
Krieger Specialty Products Company .......................................15
Lorient North America ...............................................................15
NGFL Incorporated ....................................................................15

COMPANIES EXHIBITING 10–14 TOTAL YEARS:
Burns Manufacturing, Inc. .........................................................14
KVAL, Inc. ........................................................................ 14
Stier Steel Corp. ..........................................................................14
Concept Frames, Inc. .................................................................12
Midwest Wholesale Hardware ..................................................11
Top Notch Distributors, Inc. ......................................................11
Townsteel, Inc. ............................................................................11

COMPANIES EXHIBITING 5–9 TOTAL YEARS:
FMS, Inc., Frame Material Supply, Inc.........................................9
Guardian Fire Testing Technologies, Inc. ..................... 9
Supa Doors, Inc. ............................................................................9
BEA, Inc. ........................................................................................8
Construction Specialties, Inc. ......................................................8
Custom Metal Products ................................................... 8
emullion Corporation ...................................................................8
Sugatsune America, Inc. ..............................................................7
TOAD, LLC ......................................................................... 7
Philadelphia Hardware Group, Inc. .............................................6
Multiax America, Inc. ...................................................................5

A SPECIAL WELCOME TO OUR FIRST-TIME 
EXHIBITING COMPANIES:
Borg Locks (HK), Ltd.
Contact Industries
Dove Net, The Project System
Dr. Gold & Goldanco, LLC 
Entrematic

IDP, Inc. 
Manhattan Door Corp.
Resistance Welding Solutions, dba LORS Machinery 
Surelock McGill, LLC
Tamlyn
Taylor Entrance Systems

Following are this year’s exhibiting companies with fi ve or more total years’ participation. 
Those company names in GREEN indicate consecutive years exhibiting.
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DHI would like to recognize and thank many of our 2015 CoNEXTions exhibitors for their 
longstanding commitment to this event and our industry. Through their continued participation, they not 

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

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

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

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

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

Please thank them for their continued participation and support.

For 39 years, since 1976, the Door and Hardware Institute has held a convention for the openings 
industry, and a special few exhibitors have participated in every one of them. The following 

exhibitors deserve special recognition for exhibiting at all 39 conventions:

Allegion

ASSA ABLOY Americas 

Detex Corporation

National Guard Products, Inc.

Republic Doors and Frames

Exhibitor Recognition
COMPANIES EXHIBITING 35+ TOTAL YEARS:
Accurate Lock and Hardware Co., LLC ...................................38
DORMA  ......................................................................................38
Masonite Architectural .................................................. 38
Security Door Controls  .................................................. 38
Stanley Security Solutions, Inc. .................................................38
Hager Companies .......................................................................37
Zero International, Inc. ...............................................................37
Ampco Products, LLC ................................................................36
Anemostat Door Products.............................................. 36
Door Controls International .......................................... 36
Reese Enterprises, Inc. ...............................................................36
TRIMCO ......................................................................................36
Woodfold Mfg., Inc. ......................................................... 36

COMPANIES EXHIBITING 30–35 TOTAL YEARS:
Mesker Door, Inc. ........................................................................35
Activar Construction Products Group ......................... 34
Eggers Industries .......................................................................34
Alarm Lock Systems, Inc............................................................33
MARKS USA ..................................................................... 32
Intertek  .......................................................................................31
L. E. Johnson Products, Inc. .......................................... 31
PDQ Manufacturing ...................................................................31
Timely Industries, Inc. ................................................................31
OMNIA Industries, Inc. ..............................................................30
Securitech Group, Inc. .................................................... 30

COMPANIES EXHIBITING 25–29 TOTAL YEARS:
Architectural Control Systems, Inc. ..........................................29
HMF Express ..............................................................................29
VT Industries, Inc. .......................................................... 29
Rediframe Products, Div. of Dunbarton Corporation ...............28
Cal-Royal Products, Inc. ................................................. 26
National Custom Hollow Metal .................................... 26
Dayton Industries, Inc. ...............................................................25
Deansteel Manufacturing Company, Inc.  ................................25

COMPANIES EXHIBITING 20–24 TOTAL YEARS:
ABH Manufacturing, Inc. ............................................... 23
Karpen Steel Custom Doors & Frames .....................................23
UL, Inc. .........................................................................................23
A&L Shielding, Inc. .....................................................................22
Daybar Commercial Steel Doors & Frames..............................22
SELECT Hinges, SELECT Products Limited ............................21
Comsense, Inc. ............................................................................20
CORRIM Company .......................................................... 20
Gensteel Doors ...........................................................................20

COMPANIES EXHIBITING 15–19 TOTAL YEARS:
Ohio Valley Door Corp. ...............................................................19
AMBICO Limited ............................................................. 18
Overly Door Company. ................................................... 18
contractERP ..................................................................... 17
Doormerica ...................................................................... 17
Karona, Inc. ...................................................................... 16
C. R. Laurence Company, Inc. ....................................... 15
Krieger Specialty Products Company .......................................15
Lorient North America ...............................................................15
NGFL Incorporated ....................................................................15

COMPANIES EXHIBITING 10–14 TOTAL YEARS:
Burns Manufacturing, Inc. .........................................................14
KVAL, Inc. ........................................................................ 14
Stier Steel Corp. ..........................................................................14
Concept Frames, Inc. .................................................................12
Midwest Wholesale Hardware ..................................................11
Top Notch Distributors, Inc. ......................................................11
Townsteel, Inc. ............................................................................11

COMPANIES EXHIBITING 5–9 TOTAL YEARS:
FMS, Inc., Frame Material Supply, Inc.........................................9
Guardian Fire Testing Technologies, Inc. ..................... 9
Supa Doors, Inc. ............................................................................9
BEA, Inc. ........................................................................................8
Construction Specialties, Inc. ......................................................8
Custom Metal Products ................................................... 8
emullion Corporation ...................................................................8
Sugatsune America, Inc. ..............................................................7
TOAD, LLC ......................................................................... 7
Philadelphia Hardware Group, Inc. .............................................6
Multiax America, Inc. ...................................................................5

A SPECIAL WELCOME TO OUR FIRST-TIME 
EXHIBITING COMPANIES:
Borg Locks (HK), Ltd.
Contact Industries
Dove Net, The Project System
Dr. Gold & Goldanco, LLC 
Entrematic

IDP, Inc. 
Manhattan Door Corp.
Resistance Welding Solutions, dba LORS Machinery 
Surelock McGill, LLC
Tamlyn
Taylor Entrance Systems

Following are this year’s exhibiting companies with fi ve or more total years’ participation. 
Those company names in GREEN indicate consecutive years exhibiting.
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A&l Shielding, inc.
Booth #526

268 Old lindale Road
Rome, gA 30161
(706) 235‑8822; (800) 329‑5323
Fax: (800) 329‑5320
sales@alshielding.com

www.alshielding.com

A&L Shielding supplies lead-lined wood 
and hollow metal door assemblies, 
lead-lined hollow metal frames, bullet-
resistant openings and other custom 
shielded openings.

ABH Manufacturing, inc.
Booth #703

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

www.abhmfg.com

Family-owned and operated, ABH 
Manufacturing continues to expand 
with new and innovative products. 
ABH's sister company, Omega Door 
Frames, manufactures interior 
aluminum door frames.

Accurate lock and  
Hardware co., llc
Booth #500
See our ad on page 2.

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

www.accuratelockandhardware.com

U.S. manufacturer of locks and custom 
architectural hardware, including 
pocket/sliding door locksets and a line 
of anti-ligature locks and hardware. 
Specialists in restoration projects.

Activar construction  
Products group
Booth #1017

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

www.activarcpg.com

The Activar Construction Products 
Group includes Air Louvers, Hiawatha 
and JL Industries. From door 
components such as vision lites, 
louvers and architectural hardware 
to fire protection, roof hatches and 
access doors, we stock 10 U.S. locations 
with our most popular items for 1-3 
day shipment. With Minnesota and 
California manufacturing, we have 
the ability to meet both standard and 
specialty needs with quick delivery and 
the quality you have come to expect.

Adams rite, An ASSA  
ABloy group Brand
Booth #629

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

www.adamsrite.com

Adams Rite is a 100-year-old 
manufacturer of exit devices, electric 
strikes, narrow stile locks and latches, 
access control hardware and the Rite 
Door Integrated Fire Door.

Alarm lock Systems, inc.
Booth #901

345 Bayview Avenue
Amityville, Ny 11701‑4871
(800) 252‑5625; (800) 252‑5625
Fax: (631) 789‑3383

www.alarmlock.com

Alarm Lock Systems, Inc. has a strong 
reputation as a respected leader in door 
technologies. Our electronic access locks 
provide keyless access dependability, 
time-automated security and a wealth of 
management information.

Allegion
Booth #927

11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671‑7011; Fax: (800) 288‑4242

www.allegion.com

Allegion (NYSE: ALLE) creates peace of 
mind by pioneering safety and security. 
As a $2 billion provider of security 

solutions for homes and businesses, 
Allegion employs more than 8,000 
people and sells products in more than 
120 countries across the world. Allegion 
comprises 27 global brands, including 
strategic brands CISA®, Interflex®, LCN®, 
Schlage® and Von Duprin®.

AMBico limited
Booth #1021
See our ad on page 19.

1120 Cummings Avenue
Ottawa, ON K1j 7R8, Canada
(888) 423‑2224; Fax: (800) 465‑8561
specialized@ambico.com

www.ambico.com

Manufacturer of specialized doors, 
frames and windows, including 
acoustic steel/wood, blast-resistant, 
brass/bronze-clad, bullet-resistant 
steel/wood, detention, lead-lined, 
marine, RF, stainless steel, recessed 
panel steel, and tornado-resistant.

Ampco Products, llc
Booth #1010

11400 NW 36 Avenue
miami, Fl 33167‑2907
(305) 821‑5700; Fax: (305) 507‑1414
info@ampco.com

www.ampco.com

Ampco manufactures architectural 
wood doors and toilet partitions. We 
have manufacturing facilities in Florida, 
Tennessee, Texas and Washington. 
Ampco makes quality products to meet 
any specifications. Ampco proudly 
celebrates 50 years in business.

Anemostat Door Products
Booth #609
See our ad on page 67.

1220 e Watson Center Road
Carson, CA 90745‑4206
(310) 835‑7500; (800) 982‑9000
Fax: (310) 835‑0448
door@anemostat.com

www.anemostat.com

Anemostat manufactures the most 
complete line of fire-rated vision frames, 
door louvers, metal edges and astragals, 
security vision frames and louvers for 
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ASSA ABloy Door  
Security Solutions
Booth #629

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

www.assaabloydss.com

ASSA ABLOY Door Security Solutions 
is a division of ASSA ABLOY, the global 
leader in door opening solutions, 
dedicated to satisfying end-user needs 
for security, safety and convenience. 
Door Security Solutions represents 20 
industry-leading door and hardware 
brands in the United States.

800
413-8783

Old Fashioned Service 
Never Goes Out of Style

If you’ve ever been on a job and need an answer, we know that time is 
of the essence. And, there’s nothing like speaking to a knowledgeable  
person for what you need, when you need it. SDC Customer Support 

is available Monday – Friday, from 6:30 am to 5:00 pm PST. 
 To learn more: SDCSecurity.com/Support

SDCSecurity.com  •  800.413.8783  •  service@sdcsecurity.com

the lock behind the system

Old Fashioned Service 
Never Goes Out of Style

If you’ve ever been on a job and need an answer, we know that time is 
of the essence. And, there’s nothing like speaking to a knowledgeable  
person for what you need, when you need it. SDC Customer Support 

is available Monday – Friday, from 6:30 am to 5:00 pm PST.
Hunter

Kelly

Robert

Taylor

Security Door Controls

the team behind the lock

CUSTOMER SERVICE SOLUTION #1

your wood or steel door needs. We can 
also provide a variety of glazing products 
with both fire and safety ratings.

aptiQ, An Allegion Brand
Booth #927

Administrative Of f ice
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671‑7011; Fax: (866) 954‑1779

www.allegion.com

aptiQ Smart Technology enhances 
the intelligence of products through 
a secure, open architecture design in 
readers, credentials and smartphone 
applications. aptiQ seamlessly 
interfaces and communicates with 
a variety of products and provides 
a platform that easily adapts as new 
innovations enter the marketplace. 
The aptiQ portfolio includes readers 
designed to be ultra-easy, complete 
and versatile, accommodating most 
manufacturers' magnetic stripe cards, 
proximity cards, aptiQ smart cards, and 
the latest in mobile technology (NFC). 
aptiQ contactless smart credentials 
offer a variety of data storage options 
and impressive data transfer rates in an 
open architecture design.

Architectural control  
Systems, inc.
Booth #905

2720 Clark Avenue
Saint louis, mO 63103
(314) 652‑5588; (800) 753‑5558
Fax: (314) 652‑2090
eklein@acsi‑inc.com

www.acsi-inc.com

We design and manufacture a 
complete line of quality electrified 
hardware products that meet the 
diverse needs of the architectural and 
security hardware industries.

ASSA ABloy Americas
Booth #629
See our ad on inside back cover.

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

www.assaabloydss.com
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AloA Security Professionals 
Association, inc. 
Booth #334

3500 easy Street
Dallas, Tx 75247‑6416
(214) 819‑9733; Fax: (214) 819‑9736
bob@aloa.org

www.aloa.org

Baron Steel Doors & Frames,  
An ASSA ABloy group Brand
Booth #629

101 Ashbridge Circle
Woodbridge, ON l4l 3R5, Canada
(800) 263‑7515; Fax: (905) 851‑8346
sales@baronmetal.com

www.baronmetal.com

Baron manufactures high-quality steel 
doors and frames. Canada's foremost 
producer of commercial quality steel 
doors and frames with a state-of-the-
art manufacturing facility.

BeA, inc.
Booth #426

100 enterprise Drive
Pittsburgh, PA 15275‑1213
(412) 249‑4100; (800) 523‑2462
Fax: (412) 249‑4101
security@beainc.com

www.beainc.com

BEA's security segment offers a 
complete line of products designed to 
maximize a building's safety, security 
and efficiency. The security segment’s 
main products include maglocks, 
request-to-exit sensors, activation 
plates, touchless activation, wireless 
transmitters and receivers, electric 
strikes and other items that secure a 
building and safeguard the people 
inside it. From employee safety to 
building security, BEA covers your door 
security needs.

Beyerle uS, llc
Booth #501
See our ad on page 7.

790 Pickens Industrial Drive
marietta, gA 30062
(404) 350‑9738; Fax: (404) 355‑0166
info@ambaproducts.com

www.ambaproducts.com

DOOR HARDWARE MANUFACTURER. 
Distributed fast across Canada and 
the USA out of Atlanta, Georgia. 
Architectural designers’ appeal. 
European high-quality stainless steel 
decorative hardware, sliding door 
hardware, locking pulls, handles, 
flush pulls, and towel bars. Hardware 
MADE IN GERMANY of long-lasting 
304 stainless steel offered in different 
finishes, including oil-rubbed bronze. 
We have a wide range of styles that 
are appearing across North America. 
Beyerle also allows for custom designs 
and sizes. Call us for more information. 
Our achievement leads us to constantly 
seek and develop new designs and 
technologies that will enhance lifestyles 
and the spaces in which we live. Beyerle 
has a combined knowledge of stainless 
steel hardware of 40 years.

Borg locks (HK), ltd.
Booth #616

Rm 1001, 10th Floor, leeloong Building,
4 Queen victoria Street, Central, 
HONg KONg
852‑9021‑3485
rudolfwong@borglocksasia.com

http://borglocks.com/

With our new U.S. base in Marysville, 
MI, we offer fast and efficient delivery 
service. Since 2007, we have been 
supplying to customers in the Southern 
hemisphere with a distribution base in 
both Australia and New Zealand, as well 
as supplying to a leading brand in the 
U.S. market since 2008.
We produce everything ourselves, 
allowing Borg to become the market 
leader in the UK, specializing in the 
manufacture of high quality mechanical 
pushbutton access controls.
With a special emphasis on innovative 
design, functionality, performance and 
quality, our growing range enables 
us to provide a solution for almost all 
internal and external applications.
Our growing MG range, with the new 
MG pro finish, is designed to suit most 
external applications, including wood, 
aluminum, UPVC, composite or steel.

Builders Hardware Manufacturers 
Association (BHMA)
Booth #336

355 lexington Avenue, 15th Floor
New york, Ny 10017‑6603
(212) 297‑2122; Fax: (212) 370‑9047

www.buildershardware.com

As the industry leader in building 
safety and security, BHMA is the only 
organization accredited by ANSI to 
develop performance standards 
for builders hardware. BHMA also 
maintains third-party certification.

Bulldog Fasteners, llc
Booth #433
See our ad on page 69.

1060 Knights Trail Road, Suite 1
Nokomis, Fl 34275
(866) 224‑9882; Fax: (866) 680‑0762
bulldogfasteners@aol.com

www.bulldog-fasteners.com

Door Hardware Fastening Made Easy! A 
complete line of fasteners for the door 
hardware industry!

Burns Manufacturing, inc.
Booth #305
See our ad on page 71.

2001 lowell Avenue
erie, PA 16506
(814) 833‑7428; (800) 519‑2610
Fax: (814) 833‑9650
burnsmfg@burnsmfg.com

www.burnsmfg.com

Burns Manufacturing provides a 
complete line of architectural door 
hardware with a complete offering of 
vertical door pulls. Now in our third 
generation, we take great pride in the 
quality of our products and our service.

c. r. laurence company, inc.
Booth #1108

2503 e vernon Avenue
los Angeles, CA 90058
(800) 421‑6144; Fax: (800) 262‑3299
crl@crlaurence.com

www.crlaurence.com

C.R. Laurence offers a full range of 
Jackson, Blumcraft and CRL brand door 
hardware, including surface, overhead 
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and floor-mounted closers, pivots, 
access control handles, locks and 
cylinders, electronic locks, door pulls, 
panic exit devices, commercial hinges, 
entry locks, and door thresholds and 
weatherization hardware.

cal-royal Products, inc.
Booth #1103

6605 Flotilla Street
los Angeles, CA 90040‑1815
(323) 888‑6601; (800) 876‑9258
Fax: (323) 888‑6699
sales@cal‑royal.com

www.cal-royal.com

Manufacturer of a complete line of 
builders hardware, including exit 
devices, commercial/residential locksets, 
hinges (decorative and commercial), 
door closers and builders hardware.

ceco Door, An ASSA ABloy 
group Brand
Booth #629

9159 Telecom Drive
milan, TN 38358
(731) 686‑8345; (888) 232‑6366
Fax: (731) 686‑4211

www.cecodoor.com

CECO Door is the world's leading 
manufacturer of steel and hollow metal 
doors and frames. We supply a full 
line of quality custom and standard 
hollow metal doors and frames for 
new and retrofit construction projects 
in the commercial, educational and 
healthcare markets.

comsense, inc.
Booth #531

202 7145 West Credit Avenue
Building 2
mississauga, ON l5N 6j7, Canada
(905) 542‑9300; Fax: (905) 542‑1465
sales@comsenseinc.com

www.comsenseinc.com

Comsense is a leading provider of 
computer software solutions for the 
architectural openings industry. Our 
systems facilitate all facets of distribution, 
from spec writing to financial reporting.

concept Frames, inc.
Booth #317
See our ad on page 15.

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

www.conceptframes.com

Concept Frames, Inc. manufactures 
custom hollow metal frames and doors, 
including stainless steel and lead-lined, 
for commercial and industrial use. 
Quick shipments and custom designs 
are our specialty.

construction Specialties, inc.™
Booth #310
See our ad on page 25.

3 Werner Way
lebanon, Nj 08833
(908) 236‑0800; (800) 972‑7214
Fax: (908) 849‑4285
acrovyndoors@c‑sgroup.com

www.c-sgroup.com/acrovyn-doors

Cradle-to-Cradle Certified Acrovyn® 
Doors feature impact-resistant PVC-Free 
Acrovyn material that stands up against 
damage from heavy traffic without 
cracking or chipping. For added 
impact-resistance, Acrovyn Doors also 
feature rounded edges that are field-
replaceable if ever damaged. For more 
peace of mind, introducing the New 
Acrovyn Frame System. This system 
features a steel frame clad with durable 
Acrovyn material, which is also field-
replaceable if ever damaged.

contact industries
Booth #1106

9200 Se Sunnybrook Blvd, Suite 200
Clackamas, OR 97015
(503) 228‑7361; Fax: (503) 221‑1340
droth@contactind.com

www.contactind.com

Contact Industries, an ISO 9001 and FSC-
Certified Veneered Wood Components 
Manufacturer, has the skill set and ability to 
economically and efficiently manufacture 
aesthetically pleasing products to meet 
your unique design needs.

contracterP
Booth #436

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

www.contracterp.com

contractERP®, powered by Microsoft 
Dynamics™ NAV, is a business 
management and accounting 
system engineered specifically for 
the architectural openings industry. 
Interfacing with most front-end 
software (e/PWS, Protech, Software for 
Hardware, Avaware, etc.), the program 
provides the highly specialized 
functionality needed to support the 
demands of your business.

corBin ruSSwin, An ASSA 
ABloy group Brand
Booth #629

225 episcopal Road
Berlin, CT 06037‑1524
(860) 225‑7411; (800) 543‑3658
Fax: (800) 447‑6714

www.corbinrusswin.com

CORBIN RUSSWIN offers advanced 
levels of physical security with 
superior aesthetics. It provides a 
comprehensive line of mechanical 
and electromechanical door hardware 
locks, exit devices and door closers.

corriM company
Booth #701

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

www.corrim.com

CORRIM manufactures the highest-quality 
industrial fiberglass doors and frames, 
which are used in corrosive environments 
because they will never rust.
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currieS, An ASSA ABloy group 
Brand
Booth #629

1502 12th Street NW
mason City, IA 50401
(641) 423‑1334
curries@curries.com

www.curries.com

CURRIES manufactures custom and 
standard hollow metal doors and 
frames for new and retrofit construction 
projects in commercial, institutional, 
educational and healthcare markets.

custom Metal Products
Booth #427

150 Division Drive
Wilmington, NC 28401
(910) 343‑3338; (866) 893‑3338
Fax: (866) 963‑1355

www.custommetalproductsnc.com

Custom Metal Products is dedicated to 
offering the fastest available lead times and 
the absolute best quality in custom metal 
doors and frames. Other specialties include 
stainless steel doors and frames, radius 
doors and frames, and lead-lined frames.

DAyBAr commercial Steel Doors 
and Frames
Booth #523

50 West Drive
Brampton, ON l6T 2j4, Canada
(905) 625‑8000; (888) 332‑9227
Fax: (905) 625‑4204
sales@daybar.com

www.daybar.com

Manufacturer of commercial steel door 
and frame products. Sold throughout 
North America by experienced distributors.

Dayton industries, inc.
Booth #1016

1350 garrison Avenue
Bronx, Ny 10474
(718) 542‑8144; Fax: (800) 221‑3932
sales@daytonind.com

www.daytonind.com

Innovative product engineering and 
fabrication of hollow metal door parts. 
Guaranteed quality. ISO9001:2000 Catalog 

and custom proprietary components. 
On-time deliveries and fast emergency 
response. Fair, competitive pricing.

De la Fontaine, inc.
Booth #522

4115 Brodeur Street
Sherbrooke, PQ j1l 1K4, Canada
(819) 821‑9230; (800) 565‑9230
Fax: (819) 569‑5928
sales@delafontaine.com

www.delafontaine.com

DE LA FONTAINE offers a complete line 
of hollow metal doors and frames built 
with hot-dipped galvanized or stainless 
steel. Our team of professionals 
combines the development of 
creative solutions with manufacturing 
know-how. DE LA FONTAINE has 
conceived and developed technologies 
that allow for unparalleled design 
and style, as well as the option to 
personalize your design with recessed 
panels, embossing, inlays and 
prefinishing. Imagine, we realize!

Deansteel Manufacturing 
company, inc.
Booth #638

931 South Flores Street
San Antonio, Tx 78204‑1406
(210) 226‑8271; (800) 825‑8271
Fax: (210) 226‑0913
sales@deansteel.com

www.deansteel.com

Manufacturer of stock hollow metal 
doors and frames. Bullet-resistant 
doors, frames and windows. Blast 
doors and windows, stainless steel 
and sound-resistant STC 48 doors and 
frames available.

Detex corporation
Booth #909

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

www.detex.com

Detex Corporation manufactures panic 
hardware, door alarms, access controls, 

controllers, electrified hardware, 
delayed egress with latch retraction, 
automatic door openers and guard tour 
verification systems. Security-focused 
products.

Door controls international
Booth #517

2362 Bishop Circle e
Dexter, mI 48130‑2599
(734) 426‑0400; (800) 742‑3634
Fax: (800) 742‑0410
sales@doorcontrols.com

www.doorcontrols.com

U.S. manufacturer of life safety and 
security products for the commercial 
door hardware industry, specializing in 
high-security rim exit devices, power 
supplies, door coordinators, flush bolts 
and miscellaneous door hardware.

Doormerica
Booth #417
See our ad on page 75.

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

www.doormerica.com

Doormerica is the manufacturer of the 
Millennium Collection of doors and 
architectural flush and molded doors. 
From stile and rail to plastic laminate 
doors with fire ratings up to 90 minutes, 
we can fill the opening.

DorMA
Booth #717

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

www.dorma-usa.com

DORMA, a leading global manufacturer 
of premium access solutions, is a 
trusted global partner, supporting 
stakeholders of every building, from 
design and construction to ongoing 
service and support. Our products 
enable safety, comfort and 
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1220 Watson Center Rd • Carson, CA 90745
Tel: (310) 835-7500 • Fax: (310) 835-0448
E-mail: door@anemostat.com

Sound Rated Vision Lite & Glazing Assembly

Fire & Safety Rated

• STC-35 to STC-42

LoPro-STC
TM

Visit us in Booth #609
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DORMA continued…

convenience. Now with Rutherford 
Controls and Farpointe Data, DORMA 
offers protection you can trust. Follow 
us as we create solutions for the future.

Dove net, the Project System
Booth #1100

9126 Travener Circle, Suite 100
Frederick, mD 21704
(301) 363‑8699 
tony.nasca@dovenet.com

www.dovenet.com

Business software, project tracking, 
estimating, inventory, purchase orders, 
billing, job cost tracking, links with 
accounting, mobile service tickets, and 
integration with TOAD CRT.

Dr. gold & goldanco, llc
Booth #1006

2251 Wigman Pkwy
Suite 115
Henderson, Nv 89071
(702) 974‑1623

www.goldanco.com

Carrymate® Safety Grips are suitable for 
handling any flat material between 0" 
and 6" width weighing up to 440 lbs. 
They save time, help avoid injuries, and 
are endorsed by International Health 
and Safety Authorities. The Portman 
XXL Panel Lifter is rated to lift, lower and 
swivel materials up to 440 lbs. and keeps 
the material vertical, and the smooth 
foot control keeps the user's hands free.

eggers industries
Booth #516

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

www.eggersindustries.com

5-ply flush and stile & rail doors, 
wood jambs, architectural plywood 
panels and veneered components. 
Special applications include 
fire-ratings, acoustical (STC), lead-lined, 
bullet-resistant, impact-resistant and 
LEED contributing constructions.

eliason corp.
Booth #422

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

www.eliasoncorp.com

Eliason manufactures custom doors 
for restaurant, retail and grocery 
applications, including cooler and 
freezer doors. We also offer a variety 
of industrial doors that are suitable for 
many applications, including forklift 
traffic, food processing, corrosive 
applications, cold storage facilities and 
bio/pharma facilities.

emullion corporation
Booth #337

800 georgia Street
Key West, Fl 33040
(305) 295‑0811

www.emullion.com

emullion offers the software solution 
Partner works Studio (ePWS), designed 
exclusively for automating the design, 
manufacture and ordering of doors, 
frames and architectural hardware.

entrematic
Booth #917

221 A Racco Parkway
vaughan, ON l4j 8x9, Canada
(416) 674‑8880; (877) 348‑6837
Fax: (416) 674‑8882
info.ditec.ca@entrematic.com

www.ditecentrematic.ca

Falcon, An Allegion Brand
Booth #927

Administrative Of f ice
11819 North Pennsylvania Street
Carmel, IN 46052
(877) 671‑7011; Fax: (800) 452‑0665
falcon@allegion.com

www.allegion.com

Falcon door hardware delivers 
durability, convenience and unmatched 
value. Falcon products include locks, 
cylinders, key systems, exit devices, 
closers and accessories, providing 

quality products at a reasonable price. 
Delivering reliable performance, Falcon 
makes it simple; cost-effective products 
that meet or exceed life safety and 
building code requirements.

Ferche Millwork
Booth #420

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

www.ferche.com

Ferche is a 53-year-old industry-leading 
wood product manufacturer that 
specializes in wood fire-rated frames 
(90-, 60-, 45-, 20-min. ratings). Over 60 
available species, custom sizes, FSC and 
prefinishing options. Typical lead times 
are 3 to 4 weeks.

FMS, inc., Frame Material Supply, inc.
Booth #603

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

www.framematerialsupply.com

Manufacturer of glazing bead, spreader 
bar, wire anchors, metal/wood stud 
anchors, closer reinf, adj pipe sleeve 
and masonry T-anchors, rubber mutes, 
pressure clamps, mullion anchors 
and a wide variety of components, 
such as tabs, tek screws, dyna bolts, 
filler plates, hinge reinf and more for 
the hollow metal door industry. Our 
experience and reliability, along with 
our dedication to superior customer 
service, are the main reasons we have 
quickly become a leader in our field.

Frameworks, An ASSA ABloy 
group Brand
Booth #629

3801 yale Street
Houston, Tx 77018
(877) 278‑5222; Fax: (713) 692‑1391
info@frameworks.com

www.frameworks.com
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Bulldog FastenersBulldog Fasteners
Concrete Screw

Door Frame Anchor

1060 Knights Trail Road, Nokomis, FL 34275
Toll Phone: (866) 224-9882 Toll Fax: (866) 680-0762

Email: bulldogfasteners@aol.com
www.bulldog-fasteners.com

See Us At

The DHI Show

Booth 433

Features a high low thread.
Can be used in concrete, block or wood.

8 pc. with Carbide Bit50 pc. with Carbide Bit250 pc.

Bulk Count Pack Retail Pack

#3 Phillips Drive

Oversized Phillips Flat Head,
designed to fit punched & dimpled frames.

Zinc Plated

Sizes
Available

4”, 5” & 6”

PACKAGING

Frameworks manufactures and markets 
interior aluminum door and window 
frames and interior aluminum narrow, 
medium and wide stile doors. Frameworks 
has an installed base of frames throughout 
the country. All frames meet industry 
standards, which ensures replacements 
at reasonable prices.

gensteel Doors
Booth #309

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

www.gensteeldoors.com

Gensteel Doors, "Tough to the Core," 
is a respected leader in the hollow 
metal door and frame industry. Our 
commitment is to see that all our 
customers are served with the highest 
possible quality products and service.

glynn-Johnson, An Allegion Brand
Booth #927

Administrative Of f ice
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671‑7011; Fax: (877) 424‑8494

www.Allegion.com

Known throughout the industry as 
the "overhead door holder specialist," 
Glynn-Johnson has made its name 
with state-of-the-art manufacturing 
and technology. The portfolio also 
includes a full line of push/pull 
latches that are ideal for healthcare 
applications. Delivering both superior 
quality and exceptional performance, 
Glynn-Johnson products are offered in 
a wide variety of popular finishes and 
configurations, providing the flexibility 
needed to meet the most demanding 
door control applications.

grAHAM wood Doors, An ASSA 
ABloy group Brand
Booth #629

1502 12th Street NW
mason City, IA 50401
(641) 423‑1334 
graham@grahamdoors.com

www.grahamdoors.com

GRAHAM Wood Doors produces 
non-fire-rated and fire-rated 
architectural flush wood doors for the 
commercial construction industry.

guardian Fire testing 
laboratories, inc.
Booth #403

15 Wenonah Terrace
Tonawanda, Ny 14150‑7027

(716) 835‑6880; Fax: (716) 835‑5682
gftli@earthlink.net

www.firetesting.com

Guardian Fire Testing Labs, Buffalo, 
NY, accredited through ANSI/ASQ/
ANAB/ACLASS: ISO 17025, test lab; ISO 
17020, Inspection Agency; ISO Guide 
65, Product Certification Agency. 
Other services: field labeling fire door 
assemblies with missing labels; 
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Guardian Fire Testing Laboratories, Inc. continued…

product certification for manufacturers, 
distributors; fire testing. Fast, efficient, 
friendly. Need help? We're here.

Hager companies
Booth #437
See our ad on page 17.

139 victor Street
Saint louis, mO 63104
(314) 772‑4400; (800) 255‑3590
Fax: (314) 772‑0744
webmaster@hagerco.com

www.hagerco.com

Hager Companies is the only 
U.S.-based, single-source provider of 
full-line door hardware. We stand alone 
as one family and one brand, providing 
over 6,000 door hardware products 
that can be found in buildings around 
the world.

HAwA Americas, inc.
Booth #401

1825 market Center Blvd
Suite 345, lB #22
Dallas, Tx 75207
(214) 760‑9054; Fax: (214) 760‑8627
payne.chariessa@hawa.com

www.hawa.com

Hawa Americas, Inc. is the U.S. 
subsidiary of Hawa AG, a Swiss 
manufacturer of precision sliding 
hardware systems. Hawa has been 
manufacturing high-quality sliding 
hardware for doors, walls, furniture 
and exterior shutters for 50 years. 
Applications include sliding, folding 
and stacking systems designed for use 
with wood, glass or metal doors.

HeS, An ASSA ABloy group Brand
Booth #629

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

www.hesinnovations.com

HES is a leading manufacturer of 
electric strikes and locking devices and 
develops products and services that 
solve customers' access control needs.

HMF express
Booth #704

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

www.hmfexpress.com

Quick Ship Hollow Metal Doors and 
Frames. Made to Order. Shipped on Time!

Hollow Metal Manufacturers 
Association, Division of nAAMM
Booth #539

800 Roosevelt Road
Building C‑312
glen ellyn, Il 60137
(630) 942‑6591; Fax: (630) 790‑3095

www.naamm.org

iDP, inc.
Booth #301

213 W. 8 mile Road
Southfield, mI 48075
(248) 352‑0044

intertek
Booth #519

70 Codman Hill Road
Boxborough, mA 01719
(800) 967‑5352
icenter@intertek.com

www.intertek.com/building

Intertek provides testing and 
certification services on building and 
construction products. As evidence 
of compliance, Intertek issues the 
proprietary Warnock Hersey Mark. 
Additionally, the Intertek Qualified 
Personnel (IQP) program provides a 
value-added extension to DHI's Fire and 
Egress Door Assembly Inspection (FDAI) 
program, increasing credibility and 
limiting liability of the inspectors. 

iVeS, An Allegion Brand
Booth #927

Administrative Of f ice
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671‑7011; Fax: (877) 424‑8494
ivesinfo@irco.com

www.iveshinges.com

For more than 120 years, IVES has 
produced a full line of premium-quality 
building hardware and accessories 
that delivers application flexibility and 
superior value. The expansive portfolio 
includes hinges, pivots, flush bolts, 
strikes, door trim, pulls, protection 
plates, lock guards and many other 
hardware accessories. As the leader in 
door accessory hardware, IVES provides 
premium-quality products that are 
tough, durable and attractive. Available 
in a full complement of architectural 
finishes, IVES accessories coordinate 
seamlessly for a complete, secure, 
attractive door solution.

Just Door toolz
Booth #618

PO Boxn 7999
Port Saint lucie, Fl 34985
(954) 448‑6872; Fax: (954) 704‑2575
justdoortoolz@mac.com

www.justdoortoolz.com

Just Door Toolz specializes in tools and 
supplies for more effective and efficient 
commercial door and hardware 
installations. We've got the installation 
game on LOCK!

Karona, inc.
Booth #1008

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

www.karonadoor.com

Karona produces hardwood stile 
and rail doors for commercial and 
residential projects, as well as fire-
rated doors up to 90-minute ratings. 
Prefinished available, STC, wood door 
frames and green products.

Karpen Steel custom Doors & 
Frames
Booth #532

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

www.karpensteel.com
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Karpen Steel is a custom quick-ship 
manufacturer of 12-, 14-, 16- & 18-gauge 
hollow metal doors and frames 
emphasizing high quality and superior 
service. Products include pocket frames, 
lead-lined doors/frames, 2-pc. slip frames, 
acoustic units and round-top doors/frames.

Krieger Specialty Products 
company
Booth #503

4880 gregg Road
Pico Rivera, CA 90660
(562) 695‑0645; (866) 203‑5060
Fax: (562) 692‑0146

www.kriegerproducts.com

Krieger Specialty Products is a leading 
manufacturer of custom doors since 1936. 
Custom doors by Krieger are built to your 
specifications and have been utilized by 
leading architects in premiere structures 
throughout the world. We construct 
sound-control doors, windows, horizontal 
sliding doors, blast & pressure resistance, 
bullet resistance, radio frequency, lead-lined 
or any hybrid combination. See our gallery 
at www.kriegerproducts.com/gallery.

KVAl, inc.
Booth #919

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

www.kvalinc.com

KVAL specializes in computer-controlled, 
high-production architectural and 
commercial door machinery, as well 
as residential pre-hung door and jamb 
preparation machinery. We also offer 
specialized equipment.

l. e. Johnson Products, inc.
Booth #1117

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

www.johnsonhardware.com

Manufacturer of pocket door frames 
and accessories, folding and sliding 
door hardware.

lcn, An Allegion Brand
Booth #927

Administrative Of f ice
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671‑7011; Fax: (800) 248‑1460
lcninfo@irco.com

www.lcnclosers.com

Since 1876, LCN has been the 
undisputed innovator and leader in 
door control. LCN products include 

surface and concealed door closers, 
ADA-compliant automatic door 
operators, and electronic accessories 
that protect the opening and enhance 
the overall safety and security of a 
facility. These devices are found in high-
traffic areas such as hospitals, schools, 
government buildings, and commercial 
settings and enhance security by 
ensuring that doors latch. LCN sets the 
standard for exceptional performance 
in door control at critical moments.

800.519.2610      BURNSMFG.COM

Since 1965, quality and 
personal service have 
distinguished Burns from 
all others. Our success is 
built on the belief that 
there is no substitute for 
excellence, not only in 
our hardware, but also in 
our customer service and support.

Now in our third generation, we take 
great pride in the door hardware that we 
create and in our emphasis on quality 
and precision while offering outstanding 
products to our customers.  Just expect it!

Burns, quality
and service...
just expect it! 
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lorient north America
Booth #1000

2121 Capstone Drive
lexington, Ky 40511‑8921
(859) 252‑7441; Fax: (859) 381‑1241
info@lorientna.com

www.lorientna.com

Lorient specializes in the design and 
manufacture of fire, smoke and acoustic 
sealing systems for door assemblies, 
often utilizing intumescent materials in 
its products.

Maiman, An ASSA ABloy group 
Brand
Booth #629

3839 e mustard Way
Springfield, mO 65803
(800) 641‑4320; Fax: (417) 862‑3780

www.maiman.com

Manufacturer of the finest architectural 
stile and rail wood doors, thermal-fused 
flush doors and frames. All are available 
non-rated or fire-rated up to 90 minutes.

Manhattan Door corp.
Booth #425

109 Kero Road
Carlstadt, Nj 07072
(718) 963‑1111; (800) 366‑7748
Fax: (718) 387‑7941
info@manhattandoor.com

www.Manhattandoor.com

“We do it right. The first time. On time. 
Every time.” Our Door-N-24 Program 
can get your doors ready within a day.

Markar, An ASSA ABloy group 
Brand
Booth #629

5535 Distribution Drive
memphis, TN 38141
(800) 824‑3018; Fax: (800) 243‑3656
markarorders@markar.com

www.markar.com

Markar leads the industry in architectural-
grade, fire-rated, continuous pin and 
barrel hinges and edge guards. Markar 
manufactures continuous hinges 
designed specifically for healthcare, 
security and windstorm applications.

MArKS uSA
Booth #537

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

www.marksusa.com

MARKS USA offers architectural Grade 
1, BHMA and UL code-compliant 
mortise, cylindrical and tubular 
locksets, electronic access control, 
biometrics, hospital/life safety 
locksets, ornamental iron locksets, 
HI-SECURITY™ cylinders, exit devices, 
door closers and more!

Masonite Architectural
Booth #407

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

www.masonitearchitectural.com

In the world of architectural and 
commercial wood doors, the 
cornerstone brands of Masonite 
Architectural—Algoma, Marshfield, 
Mohawk, Harring, and Baillargeon—
have the complete portfolio of 
products, unmatched expertise 
and extensive support services to 
provide virtually unlimited choices for 
your interior door needs. Masonite 
Architectural wood interior doors 
add a stylish, personal signature to 
your building while providing years of 
carefree beauty.

McKinney, An ASSA ABloy 
group Brand
Booth #629

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

www.mckinneyhinge.com

McKINNEY designs and manufactures 
high-quality architectural hinges, 
including ElectroLynx® electric hinges 

and StormPro® tornado-resistant 
hinges. McKinney decorative hinges are 
designed to suite with hardware from 
other ASSA ABLOY Group brands. A wide 
variety of custom hinges is also available.

MeDeco, An ASSA ABloy group 
Brand
Booth #629

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

www.medeco.com

Digital keys and cylinders from MEDECO 
provide sophisticated access control 
without any wiring, door and frame 
modifications or additional hardware.

Mesker Door, inc.
Booth #1216

3440 Stanwood Blvd Ne
Huntsville, Al 35811‑9021
(256) 851‑6670; Fax: (256) 851‑7896
nmccarty@meskerdoor.com

www.meskerdoor.com

The newest innovations in hollow metal 
from the oldest hollow metal door 
company in America. Our products 
represent the pinnacle of innovation, 
craftsmanship, and quality.

Metpar corp.
Booth #316

95 State Street
Westbury, Ny 11590
(516) 333‑2600; Fax: (516) 333‑2618
salesmgr@metpar.com

www.metpar.com

Metpar is the leading manufacturer of 
commercial restroom partitions, urinal 
screens, dressing stalls and shower 
enclosures. Our 60-year history has 
enabled us to be widely specified 
within the industry. Metpar offers 
five basic materials for the partitions: 
powder-coated steel, stainless steel, 
plastic laminate, phenolic, and HDPE 
solid plastic. Each one of our materials is 
available in many configurations that will 
fit any architectural or designer’s plans.
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Midwest wholesale Hardware
Booth #1020

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

www.midwestwholesale.com

Let Midwest Wholesale Hardware be 
your hardware connection. Whether 
you need locks, exit devices, closers, 
electrified or security hardware, we will 
have it and will be able to get it to you 
quickly and accurately. We carry the 
finest products by the most respected 
names in the business.

Multiax America, inc.
Booth #400

3000 Remico Street, SW
grandville, mI 49418
(616) 534‑4530; Fax: (616) 534‑4570

www.multiax.com

Providing productive CNC solutions 
for entry and interior door machining. 
Machines with 3, 4, 5 or more 
working axes. Machines for hardware 
machining, core profiling, MDF 
profiling, sizing, etc., Multiax has a 
machine to fit your needs.

national custom Hollow Metal
Booth #1009

1701 e 22nd Street
little Rock, AR 72206
(501) 372‑3441; (800) 334‑3070
Fax: (501) 375‑3070
evan@nchmetal.com

www.nationalcustomhollowmetal.com

National Custom Hollow Metal 
quick ships hollow metal in 5 to 10 
working days. Other specialties are 
DEFENDDOOR stainless steel doors/
frames, arched hollow frames, 
TRUSTSHIELD lead-lined doors/frames, 
and hurricane doors. Doors and frames 
up to 5' x 12', 12- to18-gauge fire doors/
frames labeled by UL and WHI.

national guard Products, inc.
Booth #709
See our ad on back cover.

4985 e Raines Road
PO Box 753430
memphis, TN 38175‑3430
(800) 647‑7874; (800) 647‑7874
Fax: (800) 255‑7874

www.ngp.com

Thank you for your valued gasketing 
and threshold business. At NGP, 
customers come first.

ngFl incorporated
Booth #306

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

NGFL is the only official licensed 
distributor in the NAFTA region 
for Palusol/Palusol SW cores as 
manufactured by BASF SE, as well as for 
Interdens and Exterdens manufactured 
by Dr.Wolman GmbH. Expertise in all 
facets of intumescent technology.

norton, An ASSA ABloy group 
Brand
Booth #629

3000 Highway 74 east
monroe, NC 28112‑0869
(800) 438‑1951Fax: (800) 338‑0965

www.nortondoorcontrols.com

NORTON offers a comprehensive 
line of door controls designed and 
manufactured to ensure superior 
performance, reliability and 
application breadth. NORTON offers 
traditional surface, industrial economy, 
overhead concealed, commercial 
and architectural-grade closers. To 
complement the closers, NORTON also 
offers a unique range of arms to help 
provide maximum door and frame 
protection.

ohio Valley Door corp.
Booth #601

2143 Willow Street
PO Box 84
New Albany, IN 47150
(812) 945‑5285; (800) 866‑1939
Fax: (812) 945‑5730

www.ohiovalleydoor.com

We are your #1 source for quality, 5-ply 
wood doors, architectural panels, and 
wood jambs. We specialize in providing 
our customers with the best-quality 
products in short lead times.

oMniA industries, inc.
Booth #804

5 Clif fside Drive
PO Box 330
Cedar grove, Nj 07009‑1234
(973) 239‑7272; (800) 310‑7960
Fax: (800) 542‑7611
info@omniaindustries.com

www.omniaindustries.com

Complete range of solid brass and 
stainless steel architectural hardware, 
with an emphasis on entry locksets and 
interior latchsets. Our mortise locks are 
UL-listed.

overly Door company
Booth #1001

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

www.overly.com

Overly Door Company is a custom 
manufacturer of sound-retardant, blast- 
and pressure-resistant, FRP, and security 
doors and windows for industrial, 
commercial and governmental 
applications.

PDQ Manufacturing
Booth #700

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

www.pdqlocks.com
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PDQ Manufacturing continued…

For more than 30 years, PDQ built 
its reputation offering extraordinary 
value, service and quality. We offer a 
complete line of architectural door 
hardware, including locks, closers, 
exit devices, electronic access control, 
standalone locks, hinges and flat goods 
that exceed industry standards. Come 
explore our world.

PeMKo, An ASSA ABloy  
group Brand
Booth #629

5535 Distribution Drive
memphis, TN 38141
(800) 824‑3018 
websales@pemko.com

www.pemko.com

PEMKO, manufacturer of thresholds, 
gasketing, continuous geared hinges 
and commercial door products for 
energy-efficiency, sound attenuation, 
and life safety needs.

Philadelphia Hardware  
group, inc.
Booth #1123

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

www.philihardware.com

Philadelphia Hardware Group is a 
manufacturer of builders hardware. PHG 
provides a wide variety of hardware 
ranging from the Advantage commercial 
lock to the Advantage door closer, 
Advantage exit device, Advantage 
hinges, Advantage door hardware, 
CitiLoc residential lock, EZ-SET residential 
lock and PHG bath accessories.

QAi laboratories
Booth #421

16‑211 Schoolhouse Street
Coquitlam, BC v3K 4x9, Canada
(604) 527‑8378; Fax: (604) 527‑8368
qhuckell@qai.org

www.qai.org

QAI specializes in testing and 
certification of building products. We 

offer comprehensive testing services 
for a vast array of building products 
in the broad areas of construction 
materials, roofing products, doors, fire 
doors and windows.

rediframe Products, Division  
of Dunbarton corporation
Booth #623

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

www.dunbarton.com

Dunbarton is the manufacturer of 
Rediframe prefinished steel door frames 
with fixed and adjustable throat styles, 
positive pressure fire rating. Slimfold 
steel bifold and mirror wardrobe doors. 
Achiever pre-hung entry door systems. 
BIM drawings available.

reese enterprises, inc.
Booth #605

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

www.reeseusa.com

Reese provides a full selection of 
premium-quality products to the 
commercial construction industry. 
Products offered include thresholds, 
weatherstrips and intumescent seals, 
aluminum floor mats and grates.

republic Doors and Frames
Booth #800

155 Republic Drive
mcKenzie, TN 38201
(731) 352‑3383; (800) 733‑3667
Fax: (731) 352‑2556

www.republicdoor.com

Republic is an American manufacturer 
of standard and custom steel doors and 
frames. Products include bullet-resistant, 
STC, lead-lined and FEMA units. Republic 
has a network of service centers offering 
set-up and weld and modified products.

resistance welding Solutions, 
dba lorS Machinery
Booth #318

1090 lousons Road
union, Nj 07083‑5030
(908) 964‑9100; Fax: (908) 964‑4492
sales@lors.com

www.lors.com

Since 1960, LORS has designed and 
manufactured a wide range of standard 
and special-resistance welders for the 
economical production of steel doors 
and frames for both major and start-up 
manufacturers in the USA, Canada, 
Mexico, Korea and the Middle East.

riXSon, An ASSA ABloy  
group Brand
Booth #629

3000 Highway 74 east
monroe, NC 28112
(800) 457‑5670; Fax: (800) 338‑0965

www.rixson.com

RIXSON offers customized solutions 
for challenging design requirements. 
It is the leading North American 
provider of concealed closers, pivots 
and mechanical/electromechanical 
door holders.

rocKwooD, An ASSA  
ABloy group Brand
Booth #629

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

www.rockwoodmfg.com

ROCKWOOD's product line includes 
both institutional and decorative 
door pulls, made-to-order protection 
kick plates, push and pull plates, 
door stops, flush bolts and auxiliary 
hardware. ROCKWOOD decorative 
door pulls are designed to suite with 
hardware from other ASSA ABLOY 
Group brands. A wide variety of 
custom door pulls is also available.
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Residential
Metal L� v�  
Utility D rs

� Galvanized and Primed

� 1-3/8” and 1-3/4” Thick

� 6/8 and 8/0 High

� Durable and Low Cost

visit  www.doormerica.com

Perfect for
Multi-family 
Balcony
Storage Closets

Proudly Crafted in the USA!

Galvanized and Primed

Come see us at the 
DHI Show Booth #417

SArgent, An ASSA ABloy  
group Brand
Booth #629

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

www.sargentlock.com

SARGENT® is a market leader in 
locksets, cylinders, door closers, exit 
devices, electromechanical products 
and access control systems for 
new construction, renovation and 
replacement applications.

Schlage, An Allegion Brand
Booth #927

Administrative Of f ice
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671‑7011; Fax: (800) 452‑0665
schlageinfo@irco.com

www.schlage.com

For more than 90 years, Schlage has 
been creating the strongest and most 
technologically advanced security 
products for homes, multi-family, 
commercial and institutional buildings. 
From durable mechanical locks to 
comprehensive electronic access 
control solutions and biometrics, 
Schlage provides protection at critical 
moments—when property and 
personal security are at stake. In homes, 
public buildings and in the workplace 
at the end of the day, Schlage stands for 
one thing: strong.

Securitech group, inc.
Booth #416

5460 46th Street
maspeth, Ny 11378‑1037
(718) 392‑9000; (800) 622‑5625
Fax: (718) 392‑8944
info@securitech.com

www.securitech.com

Think Securitech for security 
problem-solving door locks and 
systems, including multi-point 
deadbolt exit devices, electrically 
controlled lever trim, and high-security 
deadbolt exit locks.

Securitron, An ASSA ABloy 
group Brand
Booth #629

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

www.securitron.com

SECURITRON produces electronic 
locking products and systems, 
including electromagnetic locks, 
electromechanical locks, gate locks, 
power supplies, entry and exit devices, 
power transfer devices, timers, switches 
and lock control panels.
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Security Door controls
Booth #708
See our ad on page 63. 

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

www.sdcsecurity.com

SDC is a Quality Management-certified 
manufacturer of premium-grade access 
control hardware specified by security 
consultants for prominent facilities 
worldwide. SDC has been providing 
intelligent solutions for security, safety 
and accessibility to the industry for over 
40 years. SDC bridges the gap between 
traditional locking hardware and IT 
networks with new, low-power PoE-
capable locking hardware and IP ProTM 
IP-based single door access control. 
Finally, IP security has reached the door.

Security Metal Products Specialty 
Doors, An ASSA ABloy group 
Brand
Booth #629

6089 Bristol Parkway, Suite 250
Culver City, CA 90230
(310) 641‑6690; Fax: (310) 641‑6601
sales@secmet.com

www.secmet.com

Started in 1955, Security Metal Products  
Specialty Doors has become the 
national leader in the manufacturing 
of standard and custom hollow metal 
doors and frames. In addition to 
standard and custom hollow metal, 
our specialty products division 
encompasses the fabrication of sound-
rated acoustical, stainless steel, bullet-
resistant, blast/pressure-resistant and 
watertight/sanitary doors and frames.

Select Hinges, Select Products 
limited
Booth #1111

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

www.select-hinges.com

The only hinge your door will ever 
need! 60+ year continuous geared 
aluminum hinges for high-traffic doors. 
CONTINUOUS WARRANTY, tested 
25,000,000 cycles! Exclusive pair-matching, 
"green" hinges qualify for LEED, 48-hr. 
shipping! Also, stainless steel continuous 
pin and barrel hinges available.

Stanley Security Solutions, inc.
Booth #617

6161 e 75th Street
Indianapolis, IN 46250‑2783
(317) 849‑2250; Fax: (317) 806‑3276
mechanical@stanleyworks.com

www.stanleysecuritysolutions.com

A provider of security solutions for 
institutional, commercial and industrial 
businesses. Emphasizing service, 
Stanley delivers a comprehensive suite 
of security products, software and 
integrated systems.

Steelcraft, An Allegion Brand
Booth #927

Administrative Of f ice
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671‑7011; Fax: (800) 356‑7178
steelcraftinfo@irco.com

www.steelcraft.com

Designed for institutional, commercial 
and industrial applications. Steelcraft 
provides an impressive selection 
of hollow metal doors and frames 
for virtually any wall condition or 
entryway requirement. Steelcraft's 
offering includes flush, stile and rail, 
severe weather, acoustical, stainless 
steel and blast-resistant doors, as well 
as the Grain-Tech Series of stainable 
steel doors that provide the beauty of 
wood with the benefits and features of 
steel. Steelcraft has set the standard for 
performance, reliability and style.

Stier Steel corp.
Booth #1116
See our ad on page 79.

14279 Highway 16 e
Spring valley, mN 55975
(507) 346‑2545; Fax: (507) 346‑2544
sales@stiersteel.com

www.stiersteel.com

Stier Steel manufactures components 
for the hollow metal door and frame 
industry. We supply glazing bead, 
spreader bars, hat channel, closer 
reinforcements, EMW anchors, Z-clips, 
tube anchors, chairs, mullion clips and 
more.

Sugatsune America, inc.
Booth #636

18101 Savarona Way
Carson, CA 90746
(310) 329‑6373; (800) 562‑5267
Fax: (310) 329‑0819
sales@sugatsune.com

www.sugatsune.com

Provides a rich tradition of 
manufacturing high-quality hardware, 
including three-way adjustable 
concealed hinge, upscale wooden 
sliding door system (holds up to 200 
lbs. with two-way soft-closing function 
and 600 lbs. without soft-closing 
feature), synchronized lateral opening 
door system, folding door system, 
lateral opening door hinge, door 
damper and others. Also offers vast 
selection of stainless steel decorative 
and functional hardware.

Supa Doors, inc.
Booth #524

1732 universal City Blvd
universal City, Tx 78148‑3351
(210) 698‑8500; (888) 787‑2366
Fax: (210) 698‑8507
customerservice@supadoor.com

www.supadoor.com

Supa Doors, Inc. has been 
manufacturing solid MDF doors for 
20 years, making Supa Doors one of 
the most field-tested MDF doors in 
the world. Doors are all built to order, 
allowing for customization in sizing, 
layouts and profiles. Doors can be fire 
rated up to 90 minutes, can include 
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tempered glass and fire-rated glass, 
have been STC sound tested, and carry 
a limited lifetime warranty. Matching 
custom STAIN grade fire doors are also 
now available. All are made in the USA.

Surelock Mcgill, llc
Booth #326

2380 Fortune Drive, Suite 120
lexington, Ky 40509
(859) 899‑7870; Fax: (859) 899‑7880
nasales@surelockmcgill.com

www.surelockmcgill.com

For the past 40 years, Surelock McGill 
has been renowned throughout 
the world as the leader in high-
performance door hardware. We design 
locking solutions to meet a variety of 
security and safety needs to protect 
against vandalism, fire, burglary and 
terrorist attacks. Our ongoing program 
of research, development, design 
and testing enables us to meet the 
changing needs and the latest levels 
of certification of our global customer 
base.

tamlyn
Booth #331

13623 Pike Road
Staf ford, Tx 77477
(281) 499‑9604
ckim@tamlyn.com

tanner Fasteners & industrial 
Supplies
Booth #1004

4302 glenwood Road
Brooklyn, Ny 11210
(718) 434‑4500; (800) 456‑2658
Fax: (718) 434‑3215

www.tannerbolt.com

taylor entrance Systems
Booth #303

631 North First Street, 
West Branch, mI 48661 
Off ice: 800.248.3600 

http://www.taylorentrancesystems.com/ 

timely industries, inc.
Booth #600

10241 Norris Avenue
Pacoima, CA 91331‑2292
(818) 492‑3500; (800) 247‑6242
Fax: (818) 492‑3530
sales@timelyframes.com

www.timelyframes.com

Timely's superior performance, design 
flexibility and lower cost has made 
this the product of choice. For over 40 
years, we have continued to innovate 
and adapt, resulting in reduced costs 
for end users and profitable results for 
our dealers

toAD, llc
Booth #1101

5701 e Circle Drive, Suite 365
Cicero, Ny 13039
(866) 739‑3953; Fax: (866) 887‑5511
dan@toadllc.com

www.toadllc.com

TOAD, LLC is a premier provider 
of digital content to the door and 
hardware industry. We produce and 
manage the most robust product 
configurators available. Our “plug-in” 
software components, CRT & 
DoorDesigner, act as add-ons to any 
Windows program.

top notch Distributors, inc.
Booth #1120
See our ad on cover wrap and page 5.

80 Fourth Street, PO Box 189
Honesdale, PA 18431‑0189
(570) 253‑5625; (800) 233‑4210
Fax: (800) 854‑4146
sales@topnotchinc.com

www.topnotchinc.com

Top Notch strives to be the foremost 
distributor in the architectural door 
hardware industry by exceeding 
our customers' expectations with 
integrity, knowledge and the drive 
to provide the best service. A wide 
selection of residential, commercial 
and electronic access control products, 
parts and accessories is in stock and 
available for same-day shipping from 
four warehouses. With over 100,000 
products from 60+ manufacturers, we 
have the products you need.
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townsteel, inc.
Booth #402
See our ad on page 35.

17901 Railroad St
City of Industry, CA 91748‑1113
(626) 965‑8917; (877) 858‑0888
Fax: (626) 965‑8919
sales@townsteel.com

www.townsteel.com

TownSteel is a BHMA manufacturer 
of commercial-grade builders door 
hardware with over 25 years of 
experience. We offer a full line of 
ligature-resistant locks, electrified 
locks, and digital and RFID mortise 
and cylindrical locks. TownSteel is 
dedicated to offering distribution the 
best in quality, design, finish, durability 
and function at prices that keep your 
budget intact. Please see our full-line 
offering at www.townsteel.com.

triMco
Booth #710

3528 emery Street
PO Box 23277
los Angeles, CA 90023‑0277
(323) 262‑4191; Fax: (800) 637‑8746
rbaumgarten@trimcobbw.com

www.trimcobbw.com

With over 65 years of experience, 
Trimco offers a wide variety of door 
hardware products. We engineer 
high-quality, innovative accessories 
from most basic to custom-made 
perfection. Trimco's Healthy Hardware 
products utilize bactericidal copper 
alloys that kill bacteria and prevent the 
spread of disease. With manufacturing 
in Los Angeles, Trimco can modify or 
customize just about any products to fit 
your projects’ needs.

ul, inc.
Booth #1002

333 Pf ingsten Road
Northbrook, Il 60062‑2096
(847) 272‑8800; (877) 854‑3577
Fax: (847) 272‑8129

www.ulenvironment.com

UL provides the latest fire testing 
capabilities to the door and window 

industries. Our fire safety team 
evaluates a wide range of products 
for fire resistance and performance, 
including doors, glazing materials, 
frames, locks, closers, hinges and other 
door hardware products. UL is able 
to conduct full fire testing onsite with 
both large and small furnaces available 
or testing at one of our partner 
laboratories. For more information and 
to contact us, visit UL.com.

Von Duprin, An Allegion Brand
Booth #927

Administrative Of f ices
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671‑7011; Fax: (800) 999‑0328
vonduprininfo@irco.com

www.vonduprin.com

Since pioneering the first exit device in 
1908, Von Duprin life safety products 
have provided unparalleled quality, 
performance and flexibility for 
schools, hospitals, stadiums and public 
buildings. From innovative exit devices 
to electronic access control solutions 
and accessories, Von Duprin never 
compromises when lives are at stake. 
In fact, an independent study of more 
than 100 commercial facilities across 
the U.S. documented that Von Duprin 
exit devices require significantly less 
maintenance over a 30-year period 
than any other brand, providing the 
confidence and peace of mind that 
at critical moments of life safety, Von 
Duprin exit devices will perform.

Vt industries, inc.
Booth #723
See our ad on page 1.

1000 Industrial Park, PO Box 490
Holstein, IA 51025‑0490
(800) 827‑1615; Fax: (712) 368‑2923
door_info@vtindustries.com

www.vtindustries.com

VT Industries is the industry-leading 
manufacturer of architectural wood 
doors. Producing a wide range of 
high-quality door products ranging 
from high-pressure decorative laminate 
to high-end custom sketch face and 

interior and exterior stile and rail 
door products, VT Industries offers a 
complete line of doors that set the bar 
for quality, design and sustainability.

window and Door Manufacturers 
Association
Booth #332

330 N Wabash Avenue
Suite 2000
Chicago, Il 60611‑7621
(312) 321‑6802; Fax: (847) 299‑1286
wdma@wdma.com

www.wdma.com

The Window and Door Manufacturers 
Association is the premier trade 
association representing leading 
manufacturers of architectural wood 
flush and stile and rail doors, as well 
as window skylight products for the 
domestic and export markets.

woodfold Mfg., inc.
Booth #903

PO Box 346
Forest grove, OR 97116‑0346
(503) 357‑7181; Fax: (800) 257‑9282

www.woodfold.com

Employee-owned Woodfold offers a 
full line of custom-made accordion 
and solid hardwood roll-up doors. For 
installations calling for sight, security 
and acoustic control, we have the 
solutions for your customers’ needs.

XceediD, An Allegion Brand
Booth #927

Administrative Of f ice
11819 North Pennsylvania Street
Carmel, IN 46032
(877) 671‑7011; Fax: (866) 954‑1779

www.allegion.com

XceedID offers easy, convenient access 
control solutions. Proximity products 
from XceedID include cost-effective 
readers and credentials that are 
easily integrated into existing legacy 
proximity systems. Reader designs are 
sleek and architecturally attractive, 
and credentials are offered in several 
form factors to meet the needs of most 
customers.
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yale, An ASSA ABloy group 
Brand
Booth #629

225 episcopal Road
Berlin, CT 06037‑1524
(800) 438‑1951; Fax: (800) 338‑0965

www.yalecommercial.com

Yale provides a comprehensive 
line of door hardware, including 
an extensive range of mechanical 
and electromechanical mortise and 
cylindrical locks, exit devices, door 
closers and cylinders.

Zero international, inc.
Booth #921
See our ad on page 43.

415 Concord Avenue
Bronx, Ny 10455‑1004
(718) 585‑3230; (800) 635‑5335
Fax: (718) 292‑2243
zero@zerointernational.com

www.zerointernational.com

Zero is a leading manufacturer of 
sound-control gasketing and a full array 
of other specialized sealing systems 
for doors and windows; INTUMET™ 
intumescent fire and smoke protection 
systems; high-performance continuous 
hinges; TRACTION TREAD™ systems 
for door saddles and stair nosings; 
photoluminescent exit path markings 
and signs; and a complete line of door 
louvers, vision lites and accessories 
offered through its Advantage Lites & 
Louvers subsidiary.

1/4 Page 
3 1/2”  x  4 3/4  4/C

Doors&Hard_5B  (InDesign doc.)

Runs in:
Feb, May, Aug, Nov

DOORS AND HARDWARE
Salsbury Industries

Call regarding our
        Dealer Program!
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BoltS
ABH Manufacturing, Inc.

Accurate Lock and Hardware Co., LLC

Activar Construction Products Group

Allegion

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

Burns Manufacturing, Inc.

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

Door Controls International

Hager Companies

Midwest Wholesale Hardware

OMNIA Industries, Inc.

PDQ Manufacturing

Philadelphia Hardware Group, Inc.

ROCKWOOD, An ASSA ABLOY  
Group Brand

SARGENT, An ASSA ABLOY Group Brand

Securitech Group, Inc.

Surelock McGill, LLC

Top Notch Distributors, Inc.

TRIMCO

BrAcKetS
C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

Hager Companies

Philadelphia Hardware Group, Inc.

ROCKWOOD, An ASSA ABLOY  
Group Brand

Sugatsune America, Inc.

Top Notch Distributors, Inc.

TRIMCO

cABinet HArDwAre
ABH Manufacturing, Inc.

Allegion

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

Beyerle US, LLC

Borg Locks 

C. R. Laurence Company, Inc.

MEDECO, An ASSA ABLOY Group Brand

Midwest Wholesale Hardware

OMNIA Industries, Inc.

Philadelphia Hardware Group, Inc.

ROCKWOOD, An ASSA ABLOY  
Group Brand

Schlage, An Allegion Brand

Security Door Controls

Stanley Security Solutions, Inc.

Sugatsune America, Inc.

Top Notch Distributors, Inc.

TRIMCO

Woodfold Mfg., Inc.

Yale, An ASSA ABLOY Group Brand

cloSerS
Allegion

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

BEA, Inc.

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

CORBIN RUSSWIN, An ASSA ABLOY 
Group Brand

Detex Corporation

DORMA

Entrematic

Hager Companies

LCN, An Allegion Brand

MARKS USA

Midwest Wholesale Hardware

NORTON, An ASSA ABLOY Group Brand

PDQ Manufacturing

Philadelphia Hardware Group, Inc.

RIXSON, An ASSA ABLOY Group Brand

SARGENT, An ASSA ABLOY Group Brand

Top Notch Distributors, Inc.

Townsteel, Inc.

Yale, An ASSA ABLOY Group Brand

coMPuter SoFtwAre
ASSA ABLOY Americas 

ASSA ABLOY Door Security Solutions

C. R. Laurence Company, Inc.

Comsense, Inc.

Contract ERP

CORBIN RUSSWIN, An ASSA ABLOY 
Group Brand

Dove Net, The Project  System

emullion Corporation

SARGENT, An ASSA ABLOY Group Brand

TOAD, LLC

coorDinAtorS AnD 
AcceSSorieS
ABH Manufacturing, Inc.

Activar Construction Products Group

Allegion

Burns Manufacturing, Inc.

Cal-Royal Products, Inc.

Door Controls International

Hager Companies

McKINNEY, An ASSA ABLOY  
Group Brand

Midwest Wholesale Hardware

PDQ Manufacturing

Philadelphia Hardware Group, Inc.

ROCKWOOD, An ASSA ABLOY  
Group Brand

SARGENT, An ASSA ABLOY Group Brand

Top Notch Distributors, Inc.

Townsteel, Inc.

TRIMCO

Door AcceSSorieS
Activar Construction Products Group

Allegion

Anemostat Door Products

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

Burns Manufacturing, Inc.

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

CORRIM Company

Custom Metal Products

Dayton Industries, Inc.

Glynn-Johnson, An Allegion Brand

Hager Companies

IVES, An Allegion Brand
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Lorient North America

Midwest Wholesale Hardware

National Guard Products, Inc.

OMNIA Industries, Inc.

PEMKO, An ASSA ABLOY Group Brand

Philadelphia Hardware Group, Inc.

ROCKWOOD, An ASSA ABLOY  
Group Brand

Schlage, An Allegion Brand

Securitech Group, Inc.

Surelock McGill, LLC 

Top Notch Distributors, Inc.

Townsteel, Inc.

TRIMCO

Zero International, Inc.

Door oPerAtorS
ASSA ABLOY Americas 

ASSA ABLOY Door Security Solutions

DORMA

Entrematic

PDQ Manufacturing

SARGENT, An ASSA ABLOY Group Brand

Woodfold Mfg., Inc.

Door StoPS
ABH Manufacturing, Inc.

Activar Construction Products Group

Allegion

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

Beyerle US, LLC

Burns Manufacturing, Inc.

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

Door Controls International

DORMA

Glynn-Johnson, An Allegion Brand

Hager Companies

HAWA Americas, Inc.

IVES, An Allegion Brand

LCN, An Allegion Brand

McKINNEY, An ASSA ABLOY  
Group Brand

Midwest Wholesale Hardware

OMNIA Industries, Inc.

PDQ Manufacturing

Philadelphia Hardware Group, Inc.

RIXSON, An ASSA ABLOY Group Brand

ROCKWOOD, An ASSA ABLOY  
Group Brand

SARGENT, An ASSA ABLOY Group Brand

Stanley Security Solutions, Inc.

Sugatsune America, Inc.

Top Notch Distributors, Inc.

Townsteel, Inc.

TRIMCO

DoorS, AluMinuM
ABH Manufacturing, Inc.

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

C. R. Laurence Company, Inc.

Frameworks, An ASSA ABLOY  
Group Brand

Sugatsune America, Inc.

Woodfold Mfg., Inc.

DoorS, MetAl
A&L Shielding, Inc.

Adams Rite, An ASSA ABLOY Group 
Brand

Allegion

AMBICO Limited

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

Baron Steel Doors & Frames, An ASSA 
ABLOY Group Brand

C. R. Laurence Company, Inc.

CECO Door, An ASSA ABLOY Group 
Brand

Concept Frames, Inc.

CURRIES, An ASSA ABLOY Group Brand

Custom Metal Products

DAYBAR Commercial Steel Doors and 
Frames

De La Fontaine, Inc.

Deansteel Manufacturing  
Company, Inc.

Eliason Corp.

FMS, Inc., Frame Material Supply, Inc.

Gensteel Doors

HMF Express

Karpen Steel Custom Doors & Frames

Krieger Specialty Products Company

KVAL, Inc.

Mesker Door, Inc.

National Custom Hollow Metal

Overly Door Company

Rediframe Products, Division of 
Dunbarton Corporation

Republic Doors and Frames

Security Metal Products Specialty 
Doors, An ASSA ABLOY Group Brand

Steelcraft, An Allegion Brand

Tamlyn

Timely Industries, Inc.

Woodfold Mfg., Inc.

DoorS, SliDing
AMBICO Limited

Ampco Products, LLC

Doormerica

Eggers Industries

Frameworks, An ASSA ABLOY  
Group Brand

Krieger Specialty Products Company

Overly Door Company

Rediframe Products, Division of 
Dunbarton Corporation

Supa Doors, Inc.

DoorS, SPeciAlty
A&L Shielding, Inc.

Adams Rite, An ASSA ABLOY  
Group Brand

AMBICO Limited

Ampco Products, LLC

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

C. R. Laurence Company, Inc.
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Construction Specialties, Inc.

CORRIM Company

CURRIES, An ASSA ABLOY Group Brand

Custom Metal Products

Deansteel Manufacturing  
Company, Inc.

Doormerica

DORMA

Eggers Industries

Eliason Corp.

HMF Express

Karpen Steel Custom Doors & Frames

Krieger Specialty Products Company

L. E. Johnson Products, Inc.

Maiman, An ASSA ABLOY Group Brand

Masonite Architectural

National Custom Hollow Metal

Overly Door Company

Rediframe Products, Division of 
Dunbarton Corporation

Republic Doors and Frames

Security Metal Products Specialty 
Doors, An ASSA ABLOY Group Brand

Supa Doors, Inc.

VT Industries, Inc.

Woodfold Mfg., Inc.

DoorS, wooD
A&L Shielding, Inc.

AMBICO Limited

Ampco Products, LLC

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

Construction Specialties, Inc.

Contact Industries

Doormerica

Eggers Industries

Eliason Corp.

Ferche Millwork

GRAHAM Wood Doors, An ASSA  
ABLOY Group Brand

Karona, Inc.

Krieger Specialty Products Company

KVAL, Inc.

Maiman, An ASSA ABLOY Group Brand

Manhattan Door Corp.

Masonite Architectural

Ohio Valley Door Corp.

Overly Door Company

Rediframe Products, Division of 
Dunbarton Corporation

Security Metal Products Specialty 
Doors, An ASSA ABLOY Group Brand

Supa Doors, Inc.

Surelock McGill, LLC

VT Industries, Inc.

Woodfold Mfg., Inc.

DuSt-ProoF StriKeS
ABH Manufacturing, Inc.

Accurate Lock and Hardware Co., LLC

Beyerle US, LLC

Burns Manufacturing, Inc.

Cal-Royal Products, Inc.

Dayton Industries, Inc.

Door Controls International

Hager Companies

McKINNEY, An ASSA ABLOY  
Group Brand

Midwest Wholesale Hardware

PDQ Manufacturing

Philadelphia Hardware Group, Inc.

ROCKWOOD, An ASSA ABLOY  
Group Brand

Surelock McGill, LLC

Top Notch Distributors, Inc.

Townsteel, Inc.

TRIMCO

eXit DeViceS
Adams Rite, An ASSA ABLOY  

Group Brand

Alarm Lock Systems, Inc.

Allegion

Architectural Control Systems, Inc.

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

Borg Locks 

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

CORBIN RUSSWIN, An ASSA ABLOY 
Group Brand

Detex Corporation

Door Controls International

DORMA

Hager Companies

MARKS USA

Midwest Wholesale Hardware

PDQ Manufacturing

Philadelphia Hardware Group, Inc.

SARGENT, An ASSA ABLOY Group Brand

Schlage, An Allegion Brand

Securitech Group, Inc.

SECURITRON, An ASSA ABLOY  
Group Brand

Security Door Controls

Stanley Security Solutions, Inc.

Surelock McGill, LLC

Top Notch Distributors, Inc.

Townsteel, Inc.

Von Duprin, An Allegion Brand

Yale, An ASSA ABLOY Group Brand

Fire/SMoKe cloSing AnD 
Detection DeViceS
ABH Manufacturing, Inc.

Allegion

ASSA ABLOY Americas 

ASSA ABLOY Door Security Solutions

C. R. Laurence Company, Inc.

CORBIN RUSSWIN, An ASSA ABLOY 
Group Brand

DORMA

Hager Companies

LCN, An Allegion Brand

Midwest Wholesale Hardware

RIXSON, An ASSA ABLOY Group Brand

SARGENT, An ASSA ABLOY Group Brand

gASKeting
Activar Construction Products Group

ASSA ABLOY Americas
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ASSA ABLOY Door Security Solutions 

C. R. Laurence Company, Inc.

Hager Companies

Lorient North America

McKINNEY, An ASSA ABLOY  
Group Brand

Midwest Wholesale Hardware

National Guard Products, Inc.

PEMKO, An ASSA ABLOY Group Brand

Reese Enterprises, Inc.

Top Notch Distributors, Inc.

TRIMCO

Zero International, Inc.

HingeS
ABH Manufacturing, Inc.

Accurate Lock and Hardware Co., LLC

Adams Rite, An ASSA ABLOY  
Group Brand

Allegion

Architectural Control Systems, Inc.

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

DORMA

Glynn-Johnson, An Allegion Brand

Hager Companies

IVES, An Allegion Brand

Markar, An ASSA ABLOY Group Brand

McKINNEY, An ASSA ABLOY  
Group Brand

Midwest Wholesale Hardware

OMNIA Industries, Inc.

PDQ Manufacturing

PEMKO, An ASSA ABLOY Group Brand

Philadelphia Hardware Group, Inc.

RIXSON, An ASSA ABLOY Group Brand

Securitech Group, Inc.

SECURITRON, An ASSA ABLOY  
Group Brand

Security Door Controls

SELECT Hinges, SELECT  
Products Limited

Stanley Security Solutions, Inc.

Stier Steel Corp.

Sugatsune America, Inc.

Top Notch Distributors, Inc.

Townsteel, Inc.

Zero International, Inc.

HooKS
Burns Manufacturing, Inc.

Hager Companies

Midwest Wholesale Hardware

OMNIA Industries, Inc.

PDQ Manufacturing

ROCKWOOD, An ASSA ABLOY  
Group Brand

Sugatsune America, Inc.

Top Notch Distributors, Inc.

Townsteel, Inc.

TRIMCO

Key control SySteMS
ASSA ABLOY Americas 

ASSA ABLOY Door Security Solutions

C. R. Laurence Company, Inc.

CORBIN RUSSWIN, An ASSA ABLOY 
Group Brand

Midwest Wholesale Hardware

PDQ Manufacturing

SARGENT, An ASSA ABLOY Group Brand

Stanley Security Solutions, Inc.

lAtcHing DeViceS
ABH Manufacturing, Inc.

Burns Manufacturing, Inc.

C. R. Laurence Company, Inc.

Door Controls International

Hager Companies

Midwest Wholesale Hardware

OMNIA Industries, Inc.

Philadelphia Hardware Group, Inc.

ROCKWOOD, An ASSA ABLOY  
Group Brand

Top Notch Distributors, Inc.

TRIMCO

locKS AnD lAtcHeS
ABH Manufacturing, Inc.

Accurate Lock and Hardware Co., LLC

Adams Rite, An ASSA ABLOY  
Group Brand

Alarm Lock Systems, Inc.

Allegion

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

Beyerle US, LLC

Borg Locks 

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

CORBIN RUSSWIN, An ASSA ABLOY 
Group Brand

Dayton Industries, Inc.

DORMA

Falcon, An Allegion Brand

Hager Companies

MARKS USA

MEDECO, An ASSA ABLOY Group Brand

Midwest Wholesale Hardware

OMNIA Industries, Inc.

PDQ Manufacturing

Philadelphia Hardware Group, Inc.

SARGENT, An ASSA ABLOY Group Brand

Schlage, An Allegion Brand

Securitech Group, Inc.

SECURITRON, An ASSA ABLOY  
Group Brand

Security Door Controls

Stanley Security Solutions, Inc.

Sugatsune America, Inc.

Surelock McGill, LLC

Top Notch Distributors, Inc.

Townsteel, Inc.

TRIMCO

Yale, An ASSA ABLOY Group Brand

PArtitionS
Ampco Products, LLC

Entrematic

Sugatsune America, Inc.

Woodfold Mfg., Inc.
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ProtectiVe HArDwAre
ABH Manufacturing, Inc.

Accurate Lock and Hardware Co., LLC

Activar Construction Products Group

Burns Manufacturing, Inc.

C. R. Laurence Company, Inc.

Glynn-Johnson, An Allegion Brand

Hager Companies

IVES, An Allegion Brand

McKINNEY, An ASSA ABLOY  
Group Brand

Midwest Wholesale Hardware

PDQ Manufacturing

ROCKWOOD, An ASSA ABLOY Group 
Brand

Stanley Security Solutions, Inc.

Top Notch Distributors, Inc.

TRIMCO

PuSH AnD Pull HArDwAre
Accurate Lock and Hardware Co., LLC

Activar Construction Products Group

Adams Rite, An ASSA ABLOY  
Group Brand

Allegion

BEA, Inc.

Burns Manufacturing, Inc.

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

Dayton Industries, Inc.

Hager Companies

McKINNEY, An ASSA ABLOY  
Group Brand

Midwest Wholesale Hardware

OMNIA Industries, Inc.

PDQ Manufacturing

Philadelphia Hardware Group, Inc.

ROCKWOOD, An ASSA ABLOY  
Group Brand

SARGENT, An ASSA ABLOY Group Brand

Securitech Group, Inc.

Stanley Security Solutions, Inc.

Top Notch Distributors, Inc.

Townsteel, Inc.

TRIMCO

Security HArDwAre, 
electriFieD AnD 
electroPneuMAtic
ABH Manufacturing, Inc.

Accurate Lock and Hardware Co., LLC

Adams Rite, An ASSA ABLOY  
Group Brand

Alarm Lock Systems, Inc.

Allegion

AptiQ, An Allegion Brand

Architectural Control Systems, Inc.

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

BEA, Inc.

Borg Locks 

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

CORBIN RUSSWIN, An ASSA ABLOY 
Group Brand

Dayton Industries, Inc.

Detex Corporation

Door Controls International

DORMA

Falcon, An Allegion Brand

Glynn-Johnson, An Allegion Brand

Hager Companies

IVES, An Allegion Brand

Midwest Wholesale Hardware

OMNIA Industries, Inc.

PDQ Manufacturing

SARGENT, An ASSA ABLOY Group Brand

Schlage, An Allegion Brand

Securitech Group, Inc.

SECURITRON, An ASSA ABLOY  
Group Brand

Security Door Controls

Stanley Security Solutions, Inc.

Surelock McGill, LLC

Top Notch Distributors, Inc.

Townsteel, Inc.

Von Duprin, An Allegion Brand

XceedID, An Allegion Brand

Yale, An ASSA ABLOY Group Brand

Security HArDwAre, 
non-electriFieD
Alarm Lock Systems, Inc.

Allegion

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

Borg Locks 

Burns Manufacturing, Inc.

C. R. Laurence Company, Inc.

CORBIN RUSSWIN, An ASSA ABLOY 
Group Brand

Detex Corporation

Hager Companies

MARKS USA

MEDECO, An ASSA ABLOY Group Brand

PDQ Manufacturing

Philadelphia Hardware Group, Inc.

SARGENT, An ASSA ABLOY Group Brand

Schlage, An Allegion Brand

Securitech Group, Inc.

Security Door Controls

Stanley Security Solutions, Inc.

Surelock McGill, LLC

Tanner Fasteners & Industrial Supplies

Top Notch Distributors, Inc.

Townsteel, Inc.

TRIMCO

Yale, An ASSA ABLOY Group Brand

SliDing/FolDing Door 
eQuiPMent
Accurate Lock and Hardware Co., LLC

Adams Rite, An ASSA ABLOY  
Group Brand

Beyerle US, LLC

Burns Manufacturing, Inc.
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C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

Hager Companies

HAWA Americas, Inc.

L. E. Johnson Products, Inc.

Midwest Wholesale Hardware

OMNIA Industries, Inc.

PEMKO, An ASSA ABLOY Group Brand

Stanley Security Solutions, Inc.

Sugatsune America, Inc.

Top Notch Distributors, Inc.

TRIMCO

SPeciAl ProDuctS For  
tHe DiSABleD
Accurate Lock and Hardware Co., LLC

Activar Construction Products Group

Allegion

ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions

Burns Manufacturing, Inc.

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

CORBIN RUSSWIN, An ASSA ABLOY 
Group Brand

Entrematic

Hager Companies

MARKS USA

Midwest Wholesale Hardware

OMNIA Industries, Inc.

PDQ Manufacturing

ROCKWOOD, An ASSA ABLOY  
Group Brand

SARGENT, An ASSA ABLOY Group Brand

Schlage, An Allegion Brand

Security Door Controls

Stanley Security Solutions, Inc.

Sugatsune America, Inc.

Top Notch Distributors, Inc.

TRIMCO

Yale, An ASSA ABLOY Group Brand

Zero International, Inc.

SPeciAl ProDuctS 
For inStAllAtion AnD 
FABricAtion
ABH Manufacturing, Inc.

Anemostat Door Products

Bulldog Fasteners, LLC

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

FMS, Inc., Frame Material Supply, Inc.

Just Door Toolz

KVAL, Inc.

Midwest Wholesale Hardware

Multiax America, Inc.

PDQ Manufacturing

Resistance Welding Solutions, dba 
LORS Machinery

Security Door Controls

Stanley Security Solutions, Inc.

Stier Steel Corp.

Tanner Fasteners & Industrial Supplies

SPeciAlty BuilDing ProDuctS
Activar Construction Products Group

Ampco Products, LLC

Anemostat Door Products

Borg Locks 

C. R. Laurence Company, Inc.

CORRIM Company

Hager Companies

HMF Express

Lorient North America

Metpar Corp.

Midwest Wholesale Hardware

Zero International, Inc.

tHreSHolDS
ASSA ABLOY Americas

ASSA ABLOY Door Security Solutions 

C. R. Laurence Company, Inc.

Cal-Royal Products, Inc.

Hager Companies

McKINNEY, An ASSA ABLOY  
Group Brand

Midwest Wholesale Hardware

National Guard Products, Inc.

PEMKO, An ASSA ABLOY Group Brand

Reese Enterprises, Inc.

Zero International, Inc.

wASHrooM AcceSSorieS
ABH Manufacturing, Inc.

Activar Construction Products Group

Ampco Products, LLC

Beyerle US, LLC

Burns Manufacturing, Inc.

C. R. Laurence Company, Inc.

Custom Metal Products

Markar, An ASSA ABLOY Group Brand

Metpar Corp. 

Midwest Wholesale Hardware

Philadelphia Hardware Group, Inc.

Sugatsune America, Inc.

Top Notch Distributors, Inc.

wHoleSAle DiStriButorS
Midwest Wholesale Hardware

Top Notch Distributors

winDow HArDwAre
C. R. Laurence Company, Inc.

Top Notch Distributors, Inc.

Zero International, Inc.

winDowS
C. R. Laurence Company, Inc.

HMF Express

Krieger Specialty Products Company

National Custom Hollow Metal

Overly Door Company

Security Metal Products Specialty 
Doors, An ASSA ABLOY Group Brand
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Contributors Committed to Making a Difference

Thank You for Your Continued Support

www.doorsecuritysafety.org

Contributors

DIAMOND LeveL

Manufacturer ($25,000+)

Distributor ($10,000+)

Contributors Listing as of January 23, 2015

PLAtINuM LeveL
Distributor ($5,000)

Akron Hardware
Contract Hardware, Inc.
Midwest Wholesale Hardware

gOLD LeveL
Manufacturer ($10,000)

Doormerica/American Building Supply 

VT Industries, Inc.

Distributor ($2,500)

Boyle & Chase, Inc. 
Dallas Door and Supply Company
H & G/Schultz Door
The Hallgren Company
RDL Supply
Spalding Hardware Systems
Top Notch Distributors, Inc.
Walters & Wolfe Interiors

inDiviDual ($1,000)

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

SILver LeveL
Manufacturer ($5,000)

National Guard Products, Inc.

Distributor ($1,000)

Cleveland Vicon Company, Inc. 
Door + Hardware Consultants 
Kelley Bros.
Mulhaupt’s, Inc.
Negwer Materials, Inc. 
Weinstein and Holtzman, Inc.

sales agencies ($500)

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

inDiviDual ($500)

Boatman, Jody Warden, AHC/EHC
Maas, Bob

BrONze LeveL
Distributor ($500)

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

inDiviDual ($250)

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

affiliateD organiZations
($5,000)
Steel Door Institute

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

SuPPOrter LeveL
Manufacturer (up to $2,500)

Accurate Lock and Hardware Co., LLC
Allegheny Millwork-Commercial Door Division
Anemostat Door Products
Beacon Metals and Hardware
Concept Frames, Inc.
Eggers Industries 
Fyrewerks, Inc.
HMF Express
Leon Specialty, Inc.
Rocky Mountain Metals
Securitech Group, Inc.
Steward Steel

Distributor (up to $500)

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

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

sales agencies (up to $250)

Architectural Resources, Inc.
FBH Architectural Security
New England Building Components 

The Shuck Group, Inc.

inDiviDual (up to $250)

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

the 2015 International Building Code (iBc) 
Commentary, available from the International 
Code Council in April, is planned to include 
some edits that will help to clarify the require-
ments for electrified hardware. Although the 
code language has been refined over the last 
few editions of both the IBC and NFPA 101, 
Life Safety Code, the code requirements for elec-
trified hardware continue to be confusing for 
many, often resulting in inconsistent applica-
tion and enforcement.
There are seven basic code categories for electri-
fied hardware used to control access or egress, 
and this edition of “Decoded” provides a brief 
refresher on each, as well as some recent code 
changes. Many of these code applications, but 
not all of them, fall into the category commonly 

called “special locking arrangements.” The code 
references are provided to facilitate further 
research. Some jurisdictions have modified the 
national requirements for electrified hardware, 
so it’s important to check local codes as well.

controlleD AcceSS/Free egreSS: IBC 
1010.1.9 (2015), 1008.1.9 (2012); NFPA 101 7.2.1.5 
(2015 and 2012)
The majority of electrified hardware applica-
tions fall into this category. An access control 
reader is typically mounted on the ingress side 
of the opening to control access. On the egress 
side, the door hardware allows free egress—
just turn the lever or push the touchpad of the 
panic hardware. 
The access control reader does not inhibit egress; 
it controls access only, and the system typically 
includes an electrified lockset, electrified lever 
trim, electric strike or electric latch retraction 
device. If electric latch retraction devices or elec-
tric strikes are installed on fire doors, they must 
automatically provide positive latching upon 
actuation of the fire alarm.
This type of system is not addressed by the 
codes as a special locking arrangement because it 
allows free egress just as a standard mechanical 
lockset or panic hardware would. These doors 
are subject to the typical code requirements for 
operable hardware: doors must be readily open-
able from the egress side without keys, tools, or 
special knowledge or effort and without tight 
grasping, tight pinching or twisting of the wrist. 
One operation must unlatch the door from the 
egress side, and operable hardware must be 
mounted between 34 inches and 48 inches above 
the floor. Applications that do not allow imme-
diate free egress will typically fall into one of the 
categories that follows. 

when a door 
equipped with 

an access control 
reader allows 

free egress using 
normal operation 

of the hardware, 
it is not typically 

considered one of 
the special locking 

arrangements.

By lori greene, AHc/cDc, FDAi, FDHi, ccPr

Photos courtesy of Allegion
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DelAyeD egreSS: IBC 1010.1.9.7 
(2015), 1008.1.9.7 (2012); NFPA 101 
7.2.1.6.1 (2015 and 2012)
Delayed egress locking systems may 
include panic hardware, an electro-
magnetic lock with delayed egress cir-
cuitry, or a delayed egress controller 
used in combination with other listed 
components. This hardware delays 
egress for 15 seconds (or 30 seconds 
when approved by the AHJ). The 
use of these locks is dependent upon 
the use group or occupancy classi-
fication, and the requirements vary 
between the IBC and NFPA 101. The 
IBC does not allow delayed egress 
locks on Assembly, Educational, or 
High Hazard occupancies; NFPA 101 
includes limitations specific to each 
occupancy classification. 
There are many conditions for the 
use of delayed egress locks, including 
a sprinkler/fire alarm system that 
releases the locks to allow immediate 
egress upon activation, a local audible 
alarm, signage, remote release, 
emergency lighting, release on 
power failure, and limitations on the 
number of delays in an egress route. 
Activation requirements to begin the 
15-second timer include a maximum 
force of 15 pounds applied for no 
more than three seconds. 

Prior to the 2015 edition of the IBC, 
activation was required after a one-
second application of force, but this 
has been changed to three seconds, 
which is consistent with the NFPA 
101 requirements. The 2015 edition of 
the IBC also added a requirement for 
delayed egress locks to be listed in 
accordance with UL 294, Access Control 
System Units. The 2015 requirements 
apply to jurisdictions where this edi-
tion has been adopted.

controlleD egreSS: IBC 1010.1.9.6 
(2015), 1008.1.9.6 (2012); NFPA 101 
18.2.2.2.5-6, 19.2.2.2.5-6 (2015 and 2012)
This application is specific to 
healthcare occupancies equipped 
throughout with an automatic sprin-
kler system or an automatic smoke or 
heat detection system. It allows certain 
types of units to have locked doors in 
a means of egress when this control 
is needed for the safety or security of 
the patients. The codes are not spe-
cific about the types of units where 
this locking is allowed—this is left 
up to the AHJ. A common location is 
memory care units housing patients 
with dementia, although areas such as 
pediatrics, maternity and emergency 
rooms may be considered. 
The most common locks used in 
a controlled egress system are 

electromagnetic locks or delayed 
egress devices that have been mod-
ified to have an “infinite delay” 
instead of the typical 15-second delay. 
Both of these products are fail-safe, 
allowing free egress when power 
is removed. When this section was 
introduced in the 2009 IBC, the locks 
were incorrectly called “delayed 
egress locks,” even though this sec-
tion of the code does not require a 
time delay. This terminology was 
changed to “special egress” in the 
2012 edition and is now called “con-
trolled egress” in the 2015 edition.
All clinical staff must carry the keys, 
codes or other credentials required to 
operate these locks, and the unlocking 
procedures must be part of the facil-
ity’s emergency plan. For most types 
of units, the locks must automatically 
unlock to allow immediate egress 
upon actuation of the fire alarm or 
sprinkler system and upon power 
failure. A remote switch located at 
the fire command center, nurses’ sta-
tion or other approved location must 
directly break power to the lock to 
unlock the door. Some areas, such as 
behavioral health units or locations 
where an infant abduction system is 
used, may be exempt from the auto-
matic unlocking requirements. 

1. controlled egress 
locks are allowed 
in some healthcare 
units, but staff  
must be prepared  
to facilitate egress  
if needed.

2. in the 2015 
edition of the iBc, 
the activation time 
for delayed egress 
locks has changed 
from 1 second to 3 
seconds, consistent 
with nFPA 101.

3. the section called 
Access controlled 
egress Doors has 
been changed to 
Sensor release of 
electrically locked 
egress Doors in  
the 2015 iBc.

1

2 3
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The IBC states that a building occu-
pant must not be required to pass 
through more than one door with a 
controlled egress lock before entering 
an exit, and emergency lighting is 
required at the door. The 2015 IBC has 
added a requirement for the locking 
system to be listed in accordance with 
UL 294. The NFPA 101 requirements 
vary slightly, so refer to the referenced 
section for specifics.

electroMAgnetic locK witH 
SenSor releASe: IBC 1010.1.9.8 
(2015), 1008.1.9.8 (2012); NFPA 101 
7.2.1.6.2 (2015 and 2012) 
In recent editions of the IBC and 
NFPA 101, the section that applies 
to mag-locks released by a sensor 
is called “Access Controlled Egress 
Doors.” Because of this title, this sec-
tion was sometimes misapplied to 
all doors with access control readers, 
even though those doors typically 
allow free egress without sensors or 
other release devices. In the 2015 IBC, 
the title of the section was changed to 
“Sensor Release of Electrically Locked 
Egress Doors” to avoid this confusion. 
Mag-locks that are unlocked by door-
mounted hardware are addressed by a 
different set of code requirements. 

When a mag-lock released by a 
sensor is used, the use group or 
occupancy type must be one in 
which this application is allowed. In 
addition to the motion sensor that 
detects an approaching occupant, the 
lock must be unlocked by actuation 
of the fire alarm/sprinkler system (if 
present), loss of power, and a signal 
from a push button. The push button 
must unlock the lock for 30 seconds 
independent of the access control 
system and must be located 40 
inches to 48 inches vertically above 
the floor and within five feet of the 
door. Ready access must be provided 
to the push button, and it must be 
marked “Push to Exit.”

electroMAgnetic locK witH 
Door HArDwAre releASe: IBC 
1010.1.9.9 (2015), 1008.1.9.9 (2012); NFPA 
101 7.2.1.5.6 (2015 and 2012)
A new section was added to the IBC 
and NFPA 101 in the 2009 editions; it 
addresses doors with mag-locks that 
are released by hardware mounted on 
the door. The door-mounted hardware 
may include a lever handle, panic 
hardware, or other device equipped 
with a request-to-exit (REX or RX) 
switch or electronic touch sensor. 

Mag-locks released 
by hardware 

mounted on the 
door are addressed 

in a separate code 
section from  

mag-locks released 
by a sensor.

The added section clarifies the code 
requirements for mag-locks released 
this way versus mag-locks released by 
a sensor (see previous section).
When a mag-lock released by door-
mounted hardware is used, the use 
group or occupancy type must be one 
in which this application is allowed. 
The door must be equipped with 
listed hardware mounted on the door 
leaf, which incorporates a built-in 
switch to directly release the electro-
magnetic lock and unlock the door 
immediately. The release device must 
have an obvious method of operation 
and must be readily operated with 
one hand under all lighting condi-
tions. The code requirements that 
address this application do not require 
the lock to unlock upon actuation of 
the fire alarm or sprinkler system, 
but the lock must unlock upon loss 
of power to the switch in the door-
mounted hardware.

eleVAtor loBBy egreSS: IBC 3006.4 
(2015), 713.14.1 (2012); NFPA 101 7.2.1.6.3 
(2015 and 2012)
The IBC does not currently include a 
section specific to locks on elevator 
lobby doors; elevator lobbies are 
required to have a code-compliant 
means of egress, so methods used to 
secure the doors would be limited by 
the IBC to an alarm to deter access 
or possibly a delayed egress lock. For 
facilities in which NFPA 101 (2009 
edition or later) is enforced, a fail-safe 
lock may be used if other criteria 
are met. This lock will allow access 
through the secured doors during a 
fire alarm so that building occupants 
can find another exit. Some jurisdic-
tions have adopted modifications to 
the IBC that address locks on elevator 
lobby doors.
NFPA 101 permits electrified locking 
of elevator lobby doors only where the 
building has an automatic sprinkler 
system or a fire alarm system and 
where this type of locking is allowed 
by the occupancy chapters. The lock 
must unlock automatically upon actu-
ation of the sprinkler system or fire 
alarm system (except when the system 
is initiated by a manual fire alarm box) 
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From the well-known blog  
idighardware.com, Lori Greene 
brings some much-needed  
clarity to codes.

and upon loss of power to the lock. 
When the lock is unlocked, the doors 
must remain unlocked until the fire 
alarm system has been manually reset. 
If the locking hardware has a latch, 
there must be code-compliant hardware 
on the door leaf to release the latch. 
Locking systems used on elevator lobby 
doors must be listed in accordance with 
UL 294, and a two-way communication 
system must be installed in the elevator 
lobby to allow a building occupant to 
call for help.

StAirwell reentry: IBC 1010.1.9.11 
and 403.5.3 (2015), 1008.1.9.11 and 403.5.3 
(2012); NFPA 101 7.2.1.5.8 (2015 and 2012)
If stair doors are locked on the stair 
side, they must allow reentry back 
into the building to ensure the safety 
of building occupants during a fire. 
If a stairwell becomes compromised 
by smoke, occupants are able to leave 
the stair through remotely unlocked 
doors and find another exit. These 
unlocked stair doors also allow fire-
fighters access to each floor. 
A fail-safe lockset or fail-safe lever 
trim for fire exit hardware is typically 
used to meet the stairwell reentry 
requirements; a less common option is 
a frame-mounted device that controls 
the locking/unlocking of a modified 
mechanical mortise lock. Electric 
strikes may not be used for stairwell 
reentry because electric strikes on fire 

the stairwell reentry requirements vary 
between the iBc and nFPA 101; the iBc 
requires all stair doors to allow reentry with 
the exception of the discharge door.

electrified locking of elevator lobby doors is only addressed by nFPA 101, not the 
iBc, although some jurisdictions have adopted code modifications that allow it.

doors must be fail-secure; fail-safe 
electric strikes are not allowed on 
fire door assemblies. Electromagnetic 
locks are occasionally used for stair-
well reentry, particularly for retrofit 
applications. Latching hardware is 
required in addition to the electro-
magnetic lock to provide the positive 
latching required for fire doors.
The requirements for stairwell reentry 
differ from the IBC to NFPA 101. With 
the exception of the 2003 edition, the 
IBC requires all stair doors to facilitate 
reentry with the capability of remote 
unlocking from the fire command 
center. In addition, the IBC requires 
high-rise buildings to have a stairway 
communication system. 
NFPA 101 allows stairs serving four 
stories or fewer to have mechanical 
locks on the stair side that do not 
allow reentry. In most facilities, stairs 
serving more than four stories must 
allow reentry when the fire alarm 
system is actuated. NFPA 101 also 
includes an option called “selected 
reentry,” which allows some doors to 
be mechanically locked while others 
allow reentry. 

conclusion
When considering which code require-
ments to follow, first identify which 
category the hardware falls into, and 
refer to the applicable code section. This 
summary is not intended to provide 
complete information about each of the 
types of electrified locks referenced. 
For more information, refer to the refer-
enced code sections. Keep in mind that 
state or local requirements could differ 
from those of the IBC or NFPA 101, so 
it’s important to be aware of the codes 
in your facility’s jurisdiction. Refer to 
the published codes for the detailed 
code requirements, and consult the 
Authority Having Jurisdiction for more 
information about local requirements. 
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Real Openings

cloSeD eArly
It is not uncommon for stores to occupy mul-
tiple storefronts. Some have second entrances 
to accommodate daytime traffic. Others have 
storefront entrances around the corner from 
each other to welcome traffic from two dif-
ferent streets.

But what happens to some of these entrances 
in stores which stay open late at night or 24 
hours? These alternate entrances can also be 
required exits. Here’s a case where the exit 
sign is clearly marked, but there are no exit 
devices on these doors. An entrance door 
doesn’t need to have a panic bar if it is push/
pull, but if you are going to restrict entry, you 
can’t do that without having a panic bar on 
the door to always allow egress and meet life 
safety code. And the owner should add an 
alarm to the door for after hours, if they want 

to restrict exiting. With a nice big sign.  
I love big signs.

The close-up shows the cylin-
der-activated deadbolt on 

the interior. And as you can 
probably guess, both doors 
were securely locked while 
I shopped at 9:30 on a 
Sunday night.

April Fools
By Mark J. Berger

Whenever we enter a public building, we have a rea-
sonable expectation that the architects, engineers 
and contractors who built it and the facility staff that 
maintains it are adhering to the relevant codes. It’s an 
unspoken covenant—life safety should not be sacrificed 
for expediency. 

All too often, foolish efforts place us all at risk. It could 
be as simple as the desire to make ballroom entrance 
doors more convenient for the traffic that passes 

through, or a quick repair of a sagging door performed 
at the lowest possible cost. Most common is adding 
protection against forced entry, installed without regard 
for safe exiting by the public or entrance by firefighters 
who might need to use that opening while battling a 
serious blaze.

In most cases, finding the most inexpensive way to 
accomplish the goal wins. But where does that leave the 
public in the event of an emergency? 
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gueSS wHAt wAS inSPecteD?
I’ll bet you thought the first item I would 
comment on would be the inswing exit 
door. I’m pretty used to seeing those. Being 
an urban boy, I’m fully aware that spaces 
are repurposed for retail usage, and certain 
doors can only swing in one direction.

However, that’s not an excuse for violating 
single-motion egress. Fortunately, the ver-
tical dropbolt lock installed on the door was 
not a double cylinder, so exiting would be 
possible in the event of an emergency, but 
it is not the right lock for this opening.

And I will continue to rant about inspec-
tors checking fire extinguishers but not 
demanding that openings be properly 
maintained. Most people are going to try 
and escape in the event of a fire, not use the 
extinguisher to play hero. Let’s make sure 
they can escape with a single motion.

Here'S tHe SKinny 
Two exit signs are visible: one at the start 
of the path to the exit door and other one 
just above the door. I’m fairly certain that 
the architect never intended for there to 
be shelves and other equipment in the 
pathway to the exit door. In fact, you can 
no longer fully open the refrigerator door 
on the left.

Yet space always seems to be a premium, 
even in this restaurant in a strip mall in a 
rural location. The lure of the wide open 

vista was enough to lead to the installation 
of shelves up high, which do not interfere 
with egress. But the next installation, of a 
table and chrome shelf unit, really makes 
passing through this space difficult. I 
know—I snapped the photo on the way to 
the restroom, which is past the freezer on 
the left, right by the rear exit door.

Answer: nothing. 
And great signage.

gueSS wHAt’S 
wrong witH 
tHiS oPening?
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StoP

This is way too common and so dangerous. Here’s a typical hotel 
stairwell door. At this facility, there is a lot of foot traffic from the 
lower level (breakfast room) back to the lobby. So to make life easier 
for the guests, someone installed a flip-down door stop. But in the 
event of a fire, this would be disastrous, allowing smoke to travel 
instantly from one level to another.

It was easy to confirm the authenticity of the opening. Both the 
door and frame had visible labels. It was a very open opening, as 
the labels were from two different certification entities.

Call for Photos
Do you 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!

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.

AnotHer StAirwell 
Here is yet another creative example of making things convenient for 
the customer without thinking about safety. This wonderfully repaired 
door led to Dracula’s hideaway in the middle of New York City. Another 
April Fool! It actually leads to a blood lab that I visited in advance of 
my annual physical. I was a little groggy heading down the stairs early 
in the morning, but I knew what I had to do on my way out.

Notice the U-shaped piece of steel used as a door holder. It is very 
effective and very difficult to move out of the way. The door’s hinges 
evidently gave out, and half-surface hinges were installed as a repair. 
There goes the rating. But the rating probably disappeared long ago 
when the label was painted over.

96      APRIL 2015      DoorS & HArDwAre



When it comes to public buildings, it’s easy 
to take the doors and entryways for granted. 
A major challenge is that often door security 
measures can undermine human safety. It is 
critical that door assemblies provide the 
correct balance of life safety and security 
while meeting building and fi re codes.

Building codes and product standards are 
complicated. And there are thousands of 
combinations of doors and hardware. In 
fact, while doors and openings represent 
only 2% of a new facility’s average con-
struction costs, they constitute more 
than 30% of punch-list issues. That is
why it’s important to get it right the fi rst 
time, at the beginning stages of a project. 
Do not drop the ball—make sure your doors 
and entryways meet the correct standards.

Where do I fi nd the industry experts 
to strike the right balance of life 
safety and security?
Contact a DHI-certifi ed consultant!

Architectural Hardware Consultant (AHC), 
Certifi ed Door Consultant (CDC), Electrifi ed 
Hardware Consultant (EHC) and Architec-
tural Openings Consultant (AOC) are the 
certifi cation designations recognized as 
marks of excellence throughout the industry. 
These professional certifi cations attest to the 
extensive knowledge of the individual and 
that he or she is a professional prepared to 
provide sound architectural door and hard-
ware specifi cation advice to architects, con-
tractors and building owners.

Managing the Balance of Life 
Safety and Security
DHI members are the only certifi ed, credentialed professionals with the experience to fi nd the right 
balance between life safety and security in the non-residential architectural openings industry.

To fi nd a DHI-Certifi ed Consultant near you, visit 
www.dhi.org/FindAProfessional or call 703/222-2010.



the Sales-to- 
Payroll wedge:  
A Profit necessity

Profit Improvement Report

At present most distributors are 
experiencing strong sales gains. The 
serious concerns about generating ade-
quate sales are largely a thing of the past. 
Unfortunately, the strong increases in sales 
are not translating into strong increases in 
profit. The problem is that expenses, espe-
cially payroll expenses, are absorbing an 
excessive amount of the increase in sales.

The key to overcoming this problem—and 
generating substantially higher profits—is 
to produce what is commonly called a sales-
to-payroll wedge. Simply put, sales must 
grow faster than payroll expense. It is an 

incredibly simple concept to understand but 
a maddeningly difficult one to implement.

This report examines the nature of the sales-
to-payroll wedge from two perspectives:

 THe eCOnOMICS OF A SALeS-TO-
PAyROLL WeDGe: An examination of 
how sales growth and payroll control 
combine to produce higher profits

 IMPLeMenTInG THe WeDGe: A 
discussion of the specific management 
actions that are required to generate a 
sales-to-payroll wedge

By Dr. Albert D. Bates
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eXHiBit 1

the impact of a 2% Sales-to-Payroll wedge  
for a typical DHi Member

2.0% Sales-to-Payroll 
wedge

income Statement ($)
current 
results

5.0% Sales 
growth

15.0% Sales 
growth

Net Sales $12,500,000 $13,125,000 $14,375,000

Cost of Goods Sold 8,750,000 9,187,500 10,062,500

Gross Margin 3,750,000 3,937,500 4,312,500

Expenses 

Payroll and Fringe Benefits 2,500,000 2,575,000 2,825,000

All Other Expenses 1,062,500 1,115,625 1,221,875

Total Expenses 3,562,500 3,690,625 4,046,875

Profit Before Taxes $187,500 $246,875 $265,625

income Statement (%)
Net Sales 100.0 100.0 100.0

Cost of Goods Sold 70.0 70.0 70.0

Gross Margin 30.0 30.0 30.0

Expenses

Payroll and Fringe Benefits 20.0 19.6 19.7

All Other Expenses 8.5 8.5 8.5

Total Expenses 28.5 28.1 28.2

Profit Before Taxes 1.5 1.9 1.8

the economics of a  
Sales-to-Payroll wedge
One of the oldest management bromides 
in distribution is “Sales are vanity; profits 
are sanity.” Bromide or not, the statement 
continues to be true. Sales growth almost 
always helps, but what is needed is sales 
growth that does not require a commensu-
rate increase in payroll expenses.

The economics of sales and payroll growth 
can be seen in Exhibit 1. It reflects the 
results for a typical DHI member based 
upon the latest PROFIT Report. The Current 
Results column indicates that the typical 
firm generates $12,500,000 in sales and 
operates on a gross margin percentage of 
30.0 percent of sales. It produces a pre-tax 
profit of 1.5 percent of sales, or $187,500. 
Of particular note, total expenses are 
heavily weighted toward payroll, which 
represents 20.0 percent of sales, or 70.2 
percent of total expenses. This is why pay-
roll control is so critical.

The last two columns examine the impact 
of a sales-to-payroll wedge. Again, this 
means that sales growth outpaces pay-
roll growth. Two sales growth scenarios 
are used to examine the sales-to-payroll 
wedge: 5.0 percent and 15.0 percent. 

SLOW GROWTH: The 5.0 percent growth 
column reflects operations in a mature 
market. This growth rate was achieved 
with no change in the gross margin per-
centage. As a result, both cost of goods 
sold and gross margin also increase by 5.0 
percent. 

The real key to this column is that payroll 
expense only increases by 3.0 percent. 
This provides a 2.0 percent sales-to-payroll 
wedge (5.0 percent sales growth minus 3.0 
percent payroll growth). For most firms, 2.0 
percent is a realistic goal that should be 
part of planning.

The other expenses (all of the non-pay-
roll items, such as rent, utilities, interest 
and the like) are assumed to increase at 
the same rate as sales. Realistically, such 
expenses would not grow as fast as sales. 
However, this assumption allows the 
exhibit to focus exclusively on the power 
of the sales-to-payroll wedge.

As can be seen, the modest 5.0 per-
cent sales growth does wonders for the 
bottom line if the 2.0 percent sales-to-
payroll wedge can be generated. Profit 
increases from $187,500 to $246,875, an 
increase of 31.7 percent. Profit is now 1.9 
percent of sales. 

FAST GROWTH: The last column exam-
ines the impact of more rapid growth, 
defined here as a 15.0 percent increase in 
sales. The same sorts of effects that were 

observed in the 5.0 percent  
column also are seen here. The gross 
margin percentage stays at 30.0 percent, 
so sales, cost of goods and gross margin all 
increase by 15.0 percent.

A 2.0 percent sales-to-payroll wedge is still 
the goal, so payroll only increases by 13.0 
percent. The other expenses follow the 
same growth path as sales and increase by 
15.0 percent. The end result is that profit 
grows by 41.7 percent to $265,625.
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It is obvious that a more rapid rate of sales 
growth produces a somewhat larger bottom 
line. However, to get to $265,625 in profit versus 
$246,875, the firm had to generate another 
$1,250,000 in sales. To do so, it probably had 
to hire more employees as payroll increased to 
$2,825,000. It was a lot more work.

The reality is that rapid sales growth makes the 
sales-to-payroll wedge a little easier to produce. 
However, sales growth is not the real factor 
behind higher profits. What matters is how 
much sales can be increased in relationship to 
how much payroll has to increase to support 
that sales growth.

implementing the wedge
Producing a sales-to-payroll wedge should seem 
like a great idea. Although readers can quibble 
with the 2.0 percent figure if they desire, a 
wedge of some size seems essential. The issue 
now is to identify how such a wedge can be 
generated. 

In trying to produce the sales-to-payroll wedge, 
it is important to note that improved produc-
tivity systems are probably not the answer. 
Distributors have become much more sophis-
ticated in using technology tools over the last 
decade, yet payroll remains about the same 
percent of sales as it did 10 years ago. There has 
been no sales-to-payroll wedge. 

Something else is required. That “something 
else” necessitates attention to the three areas 
where the sales versus payroll expense trade-off 
should be positive.

LIneS PeR ORDeR: Putting more lines on every 
order allows for a sales increase with only a 
modest payroll cost increase. Increasing the lines 
per order revolves around two actions. The first 
is to have the sales force do more add-on selling. 
It is an age-old issue of monitoring, evaluating 
and compensating.

The second action in driving more lines per 
order is to ensure that customers are aware of 
everything in the firm's assortment. There is 
nothing wrong with telling them over and over 
about one-stop shopping.

FILL RATe: If you don't have it, you can’t sell it, 
and if you don't have it often enough, all of your 
customers go away. However, improving the fill 
rate inevitably leads to the requirement to carry 
more inventory.

Adding inventory to increase sales is always a 
good idea. Of course, adding inventory without 
increasing sales is a terrible idea. The truth is that 
way too many firms have cut inventory to the 
point that sales are impacted negatively. 

AveRAGe LIne vALue: Increasing the average 
line value (or line extension, to use different 
terminology) is largely a pricing issue. No cus-
tomer wants to pay too much. However, every 
distributor has a large array of slower-selling 
items for which availability is much more critical 
than price. It is an opportunity that needs to be 
exploited to produce more sales dollars from the 
same unit sales.

With the effort to increase the fill rate mentioned 
previously, the opportunity to be the “always in 
stock at a fair price” distributor increases sub-
stantially. However, the increased fill rate must 
be supported by fair-value pricing. Firms must 
get paid for the services they provide.

Moving Forward
Payroll as a percent of sales is stuck in a rut that 
goes back at least 10 years. If firms are going 
to lower their payroll expense percentage and 
increase their bottom line, they must plan with 
the concept of a sales-to-payroll wedge in mind. 
Generating that wedge will require emphasizing 
three concepts: more lines per order, a higher fill 
rate, and an increase in the average order line 
value. 

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 that every manager should 
read and is available from Amazon and Barnes & 
Noble.

© 2015 Profit Planning Group. DHI has unlimited duplica-
tion 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.

want More Profit 
improvement Help?

In addition to the upcoming 
annual Profit Survey for 
distributor corporate 
members, all DHI members 
now have access to an 
archived webinar on  
www.dhi.org, The Real 
Profit Drivers, presented by 
Dr. Albert Bates, Chairman, 
President and Founder of 
Profit Planning Group. This 
webinar reviews the results 
of the annual survey of 
distributor profitability and 
discusses what factors drive 
profitability across a wide 
range of distribution company 
sizes. For more information 
on these member benefits 
contact Member Services at 
memberservices@dhi.org. 
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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 Universal Life insurance.

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

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

Accident and Critical Illness coverage is Limited 
Benefi t Insurance. Coverage is provided by policy 
GVAP2, GVCIP2, GUL22 or state variations 
thereof, and has limitations and exclusions. For 
full details of the coverage, including cost, contact 
your Allstate Benefi ts representative. Allstate 
Benefits is the marketing name used by
American Heritage Life Insurance Company 
(Home O�  ce, Jacksonville, FL), a subsidiary of
The Allstate Corporation. 

©2015 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 well as individual members as of January 1, 2015. Contact 
DHI-Insurance@rdward.com or 877-310-4949 for details.

To learn more, please go to:
www.allstatevoluntary.com/dhi

ABJDHIAD-1  2-3 - 1046AM.indd   1 2/5/2015   2:07:07 PM



1. truSt
It’s easy for people to become defensive 
when they’re presented with problems. Does 
the customer have a hidden agenda? Is the 
customer conveying a real problem? Is this 
a high-maintenance customer who feels 
entitled? This kind of cynicism is a normal 
reaction. An untrusting employee will focus 
on the validity of the problem rather than 
looking for a solution.

•	People	with	low	levels	of	trust	are	often	
described as wary, vigilant or skeptical.

•	Those	with	high	levels	of	trust	are	often	
described as unquestioning, uncritical or 
optimistic.

A lack of trust can jeopardize the chance 
to build long-term, loyal customers if you 
assume from the outset that their motives 
are not honorable. 

2. tAct
How you say something is often more 
important than the words you use to say 
it. Customers don’t want to be spoken to 
in a way that makes them feel stupid. They 
likely will be offended if those in customer 
service make a big deal about their incorrect 
assumptions. 

•	Tactful	people	tend	to	state	their	posi-
tions without offending others and are 
often described as discreet, diplomatic or 
restrained. 

•	Less	tactful	people	are	often	described	as	
too direct, obvious or forthright.

Speaking with tact and diplomacy becomes 
even more important in an emotionally 
charged situation.

3. eMPAtHy
Customers need to feel that someone cares 
about their experience. They like to feel liked, 
and they get turned off quickly when they 
sense that someone doesn’t care about the 
pain they’re feeling. Even if a representative 
can’t help a customer because the situation 
is beyond his or her control, it’s important for 

people working with customers to 
acknowledge that they understand 
both the situation and the frustration 
that goes with it.

•	People	with	high	levels	of	empathy	
tend to understand others’ feelings and 
are often described as understanding, 
compassionate or sensitive.

•	People	with	low	levels	of	empathy	are	often	
described as detached, indifferent or distant.

4. conForMity
Businesses sometimes have a standard way 
that they would prefer for customer service 
to be handled. Some companies provide very 
little training but still have an unwritten code 
for how to treat customers. Most customer 
service people will conform to your stan-
dards, but there may be some who go rogue. 
The optimal degree of conformity really 
depends on your business. The key is under-
standing the customer and then aligning 
your customer service people with them.

•	People	with	high	levels	of	conformity	have	
a strong tendency to comply with the 
rules and with those in authority. They are 
often described as traditional, compliant or 
conventional.

•	People	with	low	levels	of	conformity	are	
often described as inventive, free-spirited 
or independent.

Some positions require high conformity due 
to legal, regulatory and safety requirements. 
Customer-facing people should be aware of 
the stress that inflexibility places on the cus-
tomer and let them know that they feel the 
customer’s pain.

5. FocuS
Customer service is about relentless focus. No 
customer wants the person serving him or 
her to be distracted or preoccupied. Many of 
us have experienced the frustration of others 
more focused on texting or more distracted 
by their own issues than working on what is 
important to us.

SiX cruciAl BeHAViorS 
for People working Directly with customers

The value of a lifetime 
customer is exponentially 

greater than that of a one-
time customer. However, one 

bad customer experience 
can cost you a customer 

for life and can turn repeat 
customers into one-timers. 

There is no substitute for 
hiring the right people to 

work with your customers. 

Profiles International found 
that assessing core personality 

traits and skills can provide 
a clear indicator of probable 
success in a customer-facing 

role. Profiles was founded 
in 1991, and one of its first 
successes was developing 

the Customer Service Profile 
Assessment for a nationwide 

customer. The assessment 
helped to successfully identify 

ideal job candidates for call 
centers, customer service 

departments, help desks and 
technical representatives.

This research has been 
continually refined over the 

past 22 years with thousands 
of clients and across hundreds 

of industries and has led to 
information about the basic 
characteristics necessary for 

effective customer service 
providers. Here are six crucial 

qualities for people who work 
directly with customers.
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Your People ARE Your Business!
Assessment information helps you make better decisions by:

• Reducing turnover costs and making more informed decisions about 
employees.

• Learning who is a high-risk hire and who is the right fi t.

• Helping to improve relationships and improve productivity!

Full suite of assessments available. 

DHI corporate members can try one free assessment today!
Each organization can choose one person to take a complimentary Profi les 
Performance Indicator (PPI).

Limited time only.

nsurance & Discount Benefits

Contact Michael Derrick, The Partner Group, at mike@thepartnergroup.com or 847-732-9001.

DHI has partnered with  
the Partner group and 
Profiles international 
to bring you this new 
corporate member benefit. 
They offer a full suite of 
employee assessments, 
including team analysis, 
management 360 and more. 
See their ad below to learn 
how to try one for free!

On the other hand, being too focused can 
be a bad thing. An innocent question 
asked out of curiosity can get a cus-
tomer stuck for an eternity while a 
customer support person hunts for 
an answer. This person is likely so 
focused on getting the answer that he 

or she doesn’t realize that the customer 
really doesn’t care that much about it and 

would rather not wait for an answer to an ines-
sential question. Be sure your people under-
stand the degree of focus required for the job.

•	Highly	focused	people	tend	to	stay	on	 
task regardless of distractions, and they  
are often described as attentive,  
purposeful or efficient. 

•	People	with	little	ability	to	focus	are	often	
described as distractible, preoccupied or 
inefficient. They may have a hard time 
working in an environment with many  
distractions, such as a bullpen-type  
call center.

6. FleXiBility
Companies that provide the best service 
think in terms of the customer. This requires 

employee willingness and flexibility. Highly 
flexible people can be creative problem 
solvers, but they risk becoming bored if the 
problems they are trying to solve are routine 
or repetitious. They may also try to overcom-
plicate simple issues just so they can add 
variety to their assignments. 

Less flexible people often prefer routine or 
repetitious tasks that change little over time. 
New methods or routines can overwhelm 
them. They are often better suited for cus-
tomer interactions that involve routine tasks 
with clearly defined rules and procedures.

•	Less	flexible	people	are	often	described	as	
uncompromising, rigid or cautious.

•	Highly	flexible	people	tend	to	explore	new	
approaches to doing things, and they are 
often described as adaptable, accepting 
and open-minded.

The key is to match the core behaviors to the 
actual job being done. 

The Customer Service Profile uses a custom 
performance model based on assessing top 
performers in a company. Candidates and 

employees have their results placed against 
the pattern to review job fit. In this way, risk is 
reduced, and people are put in the right job 
for a higher return on investment. 

Article courtesy of Profiles International
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Small start-up businesses all the 
way up to Fortune 100 Corporations 
capitalize on CARE.

Our customers are reaping the 
bene�ts of CARE because it allows 
them to:

• Maintain healthy customer 
relationships throughout the 
debt recovery process.

•    Improve e�ectiveness of 
internal staff.

•    Reduce DSO.

•    Increase debt liquidation rates.

• Cut recovery costs in HALF!

THE NUMBERS SPEAK
 FOR THEMSELVES

CARE Results over last three years:

PLACED:                                 $136,601,478

RESOLVED:                               $74,336,095

ACCOUNTS RESOLVED:                        57%

CLIENT RECOVERY COST:       $531,896 (0.7%)

Cut recovery cost in HALF!

Over half of all delinquent customers and over half of every dollar placed into Altus’ 

Pre-collections program, CARE, is recovered without the need for collections and at an 
AVERAGE COST OF LESS THAN 1%!  

Want Collection Costs 
in the Single Digits? 

DHI o� ers this valuable corporate member bene� t to focus on one 
of members’ most signi� cant problems: credit and collections

Altus Global Trade Solutions
Altus Global Trade Solutions is a full-service collection agency that provides 
DHI members with a powerful infrastructure, sound business ethics and strong 
investigative experience. These services can be tailored to each member’s needs 
to help control past due accounts, both domestic and international.

The “I.N.C.” Approach to Collections

• Investigation
We o� er sophisticated investigative resources to gather and analyze 
information for optimal results.

• Negotiation
Financial information and pertinent facts that we research and gather enable 
our collectors to negotiate from a position of strength.

• Collection
Our approach combines state-of the-art technology and resources with 
expertise, experience and � nesse.

Networks
Our investigative divisions enhance our ability to collect worldwide through our
� eld investigative network, � nancial pro� le and international network—the
largest in the world.

Client Services
We o� er several specialized services to our clients: Fast Track Remit, Recovery
Task Force, On-line Stat, Business Activity Scan and Education Services, all
designed to help facilitate your debt recovery process.

Altus is a member of the Commercial 
Law League of America, the Commercial 
Collection Agency Association of the 
Commercial Law League of America 
and the International Association of 
Commercial Collectors.

About Altus

Altus is a global provider of credit insurance 
and credit management solutions, serving 
135,000 companies in over 90 countries. 
For more information on our products and 
services, please contact us.

Monique Alexander
Partnership Director 
1101 Southeast Tech Center Dr. 
Suite 115
Vancouver, WA 98683
Tel: (800) 318-6494 X2212
Fax: (360) 597-0657

Tel: (360) 906-8022 ext 2212
Toll Free: (800) 318-6494
Email: Monique Alexander@TrustAltus.com
www.TrustAltus.com

nsurance & Discount Benefits
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Doors and hardware 
represent:

2% of a new  
facility’s average 
construction costs

But 30% of  
punch list issues

To learn why this is important, go 
to www.doorsecuritysafety.org.

Q u o t a b l e

D i D  Y o u  K n o w ?

Ray S. Robinson, AHC, 
was the first president of DHI, elected may 1, 1975.

Welcome to DHImpact! This monthly feature will include quotes and interesting facts  
and figures about DHI and its impact on our industry and our members. If you have  
a great quote or a fun fact to share, send it to Denise Gable at dgable@dhi.org.

1975 2015

DHI will celebrate its 40th anniversary in 2015. 

DHi has a chapter in China!  
The greater China Chapter was established five years  
ago and is our only international chapter.

Impact

Number of instructors at DHI’s 2015 Spring 
School, April 12‑19, lansdowne, va.

www.dhi.org/industrY/education/springschool.php

Number of SolutionSessions 
to be presented at this year’s 
CoNexTions in Baltimore.

visit www.dhiconEXtions.org for a list 
of participating companies.

“the electronic 
portion of access 
control has grown 
much faster 
than mechanical 
security products, 
and that trend is 
not only going to 
continue, it is going 
to accelerate.”

dave sylvester
President, 3SeCorp  
(See his article  
 on page 22.)

2,632
Number of consecutive baseball games played by  
Cal Ripken jr., the Hall of Famer who will be the  
keynote speaker at the Door Security & Safety 
Foundation’s lunch, Friday, may 1, at CoNexTions.

19

12
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CONTACT MOLLY LONG:
mlong@dhi.org  : :  703.766.7014  : :  www.dhi.org/advertising

THREE GREAT REASONS 
to include Doors & Hardware in your 
marketing plan:

1. TARGETED READERSHIP—all of whom are 
involved in the commercial architectural 
openings industry

2. EXCLUSIVE COMMUNICATIONS VEHICLE into the 
distribution channel of our industry

3. READERS TAKE ACTION—91% of our readers 
respond to an advertisement

*2014 Readership Survey

Don’t miss out on these upcoming issues:
JUNE: Hospitals and Healthcare Facilities                
Deadline: April 10

JULY: Wood Doors and Green Trends                       
Deadline: May 10

AUGUST: Life Safety and ADA                                       
Deadline: June 10

“Doors & Hardware has been the ‘go to’ 
publication to reach our target audiences 
in the door openings industry since the 
1980s. There is no equal.”
— Shane Geringer, Security Door Controls (SDC)
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i have been in this industry for a long time. 
Way before faxes, email, Twitter, LinkedIn and 
computer software for business, there was a 
simple, slower way of doing things. At the 
time, of course, we thought we were at the 
cutting edge of technology. I processed orders 
through the mail. It took weeks to get an 
acknowledgment and even longer to get prod-
ucts. Customers complained, but believe it or 
not, we met or exceeded expectations. Isn’t that 
what we are still trying to do today?
Recently I bought some software to convert 
old video to digital format to better preserve 
and share the memories of the past. In looking 
through some old files while working on 
this project, I came across letters, cards and 
handwritten notes from my family and some 
customers. What a great treasure of memories 
these items bring out today! 
To read my mom wishing me a happy birthday 
or see my family laughing or read about a job 
well done is a great treasure for me. Today, 
it certainly would be different. Do I have to 
find a user name and password to get into an 
old email account and look for these items? 
Nobody would do that. 
The other day I thought to myself, “Wouldn’t 
it be great if I received no mail?”—no bills, no 
junk mail, no anything. Today, I am thinking 
the opposite. Sure, not getting any paper bills 
is probably more efficient, but I want to receive 
a card or a letter from someone. I want to look 
back in 20 years and think of my friends. 

I appreciate the one thank-you note I received 
in 2014 from a business associate thanking me 
for a Christmas gift. You know who you are. It 
was a handwritten note, and it made my year!
If I had to give a piece of advice to today’s busi-
ness colleagues, it would be to call, write and 
visit your customers—you will stand out in the 
sea of competition. Sure, it takes a little more 
time and costs some extra money, but in the 
end, the personal experience is well worth it. 
In a world consumed with being green and 
recycling (not a bad thing), sending letters 
or notes is still a better and more impactful 
way of setting you apart from your competi-
tion. Wouldn’t it be great to receive a phone 
call from someone who said that they were 
reading your letter and that it was nice of  
you to think of them?
I believe that we can be better friends, 
business associates and members of this 
world. I try to put my phone down when I 
am traveling and talk to people instead of 
playing games, texting and watching movies. 
I talk, I interact, I write, and that makes all 
the difference. 

JeFFrey HocHStrAte is National 
Sales Manager, Security Segment, for 
BEA, Inc. He can be reached at  
jhochstrate@beainc.com.

the Personal touch 
goes a long way

By Jeffrey Hochstrate
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Go Wireless! 
•  Visit the ASSA ABLOY WiFi Lounge on the show floor!
•  Charge your phone at one of the ASSA ABLOY  

Charging Stations!
• Free wireless accessories in each Attendee Bag! 

Electronic Access Control Impacts  
on LEED and Sustainability
Friday, May 1st
Forum Education Sessions
9:00 am - 9:45 am
9:55 am - 10:40 am
10:50 am - 11:35 am

Sustainable Access Control and EcoFlex
Thursday, April 30th
In-Booth Presentations - #629
12:30 pm - 6:30 pm (every half hour)

Stay Connected!
Follow us and join the conversation at #ASSAABLOYDHI15

www.assaabloydss.com

ASSA ABLOY is the global leader in door opening solutions dedicated to satisfying 
end-user demands for security, safety, design, sustainability and convenience. 
Visit the ASSA ABLOY booth #629 to experience 
our innovative solutions including:

We Protect People, Places and the Planet
Visit ASSA ABLOY Booth #629
CoNEXTions DHIndustry Convention
April 29-May 1, 2015 | Baltimore Convention Center

•  Sustainable Building Solutions

•  Mobile Access with  Technology

• Small Business and Multi-family Solutions

• K12 and University Openings

•  Building Information Modeling:  
ASSA ABLOY Openings Studio and PRO-TECH® demos

ADAMS RITE | BARON | CECO DOOR | CORBIN RUSSWIN | CURRIES | FRAMEWORKS 
GRAHAM | HES | MAIMAN | MARKAR | McKINNEY | MEDECO | NORTON | PEMKO 
RIXSON | ROCKWOOD | SARGENT | SECURITRON | SMP SPECIALTY DOORS | YALE
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Earn 1 CEU from both 
AIA and USGBC!



Call us. Our customer support associates have been with us an average of 16 years. If there’s anything they 
don’t know, then we’ve always got Roger. We’re National Guard Products, and after 80 years in business,  
we’re still hungry to serve you.

T R Y  U S  A N D  E N J O Y  E A T I N G  Y O U R  W O R D S .

The products you count on, the people you trust.

4985 East Raines Road, Memphis, TN 38118  |  800-647-7874  |  www.ngpinc.com ©2015 National Guard Products, Inc. All rights reserved.
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