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i n  t o u c h

In November I was recommended a book 
titled Getting Things Done: The Art of Stress-
Free Productivity. What struck me about the 

book was the stress-free part. I need to eliminate 
stress in my life—how about you? One of my 
year-end goals—to become better organized—has 
been stressing me out, of course.

Another concept from another book I am read-
ing also struck home with me: “Much, much 
stress results from your wanting to make things 
happen before their times has come. Instead of 
dashing headlong toward your goal, slow down 
the pace. Slow down and enjoy the journey.”

Finally, I reflected on a book I read by Mathew 
Kelly called Off Balance, which details a study he 
did of top professionals of Fortune 500 companies 
who have a healthy work-life balance. The secret: 
they have their priorities right, they stick to their 
plan, and they have high job satisfaction. It had 
nothing to do with the hours they work or play! 
That is when I had an ah-ha moment. There is 
a strong relationship between being organized 
(priorities and a plan) and having less stress and a 
healthy work-life balance. 

I don’t know about you, but I get excessively 
too much email every single day. I am not on 
Facebook and feel like a minority, I don’t tweet 
enough, LinkedIn talks to me too much, and it 
all stresses me out. I worry about things I haven’t 
done, and I worry about them way too early— 
when I am still in bed! 

This is no way to live, I told myself over the 
holidays as I ate too much and drank too much. 
Of course, initially the food and drink felt good, 
but when I had to get out of sweat pants and into 
work clothes—yikes, I had another problem!

What is the point of my rant? Simple. There is a 
relationship between being organized and stress 
levels. The book Getting Things Done is a tremen-
dous blueprint for improving your organization 
and lowering your stress level. Let me give you 
an example. When I think of a project I haven’t 
completed, I tend to start working though it. I try 
to remember certain details and get concerned 
that I have forgotten something or won’t remem-
ber a good idea. That all equals—you guessed 
it—STRESS.

 The alternative: to employ a system that 
captures the project, including a game plan  
of small action steps, and prioritizes it among  
my other major projects. With such a system,  
I find myself relaxing, knowing that I have it 
covered and will get to it at the right time.  
And oh yeah, if I have an idea or strategy that  
is new, I have system to capture it so I can be  
sure it will be remembered. 

This system, which I am still building and will 
take months to perfect, is making a difference in 
my life, both professionally and personally (yes, 
you also need to have a system for all the things 
at home you need to do). 

My recommendations: read this book, or find  
a system that helps you become organized in 2015. 
It will make a difference. And yes, I now have 
started to address my diet—it’s in the plan!  
Happy reading!  

Lighten Up by  
 Getting Organized

By Jerry Heppes Sr., CAE
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Do you know a DHI 

member you would like 

to nominate as the  

Face of DHI? Submit your 

nominations to  

Paige Purdum at 

ppurdum@dhi.org, and 

we’ll take care  

of the rest!

Ben W. Matney, DAHC

Occupation: Project Manager, Government Division, Piper-Weatherford

What was your path to our industry? When I applied for a job as warehouse helper in 1954, my boss 

asked me why I wanted the job. I told him I was looking for a job “with a future.” He told me, “There is no 

future here, but if you want a job, you have it.” I worked my way up the ladder of success, with becoming 

an AHC always an important goal. 

I became an AHC in 1964. I became president of DHI in 1990. I added the DAHC credential in 1991. 

(Incidentally, I bought out the guy who said there was “no future” in the door and hardware industry.)

How has your certification aided you in your career? The certification has been a valuable asset 

throughout my career. It assures architects and contractors that we are professionals in the industry.

Best advice you ever received: To be honest with customers, and pay bills on time!

Worst advice: To not get into the industry!

How has your involvement in DHI supported your career goals? DHI has always been very 

supportive; from the chapter to regional levels, going through the chairs to become president, then 

past-president—DHI was always there for me. 

Describe your educational path to certification. I started in the warehouse in 1954 at $175 per 

month. Advancement was slow in those days—not like today. We were taught patience. It was 10 years 

later before I felt I was ready to take the AHC exam. Of course, I did not have the luxury of attending 

classes. I had to learn the hard way, through experience and hard knocks. Gene Dial, AHC, supervised 

Multi-generational success: David W. Matney, AHC, Ben W. 
Matney, DAHC, and Brad Alexander, AHC/EHC, CSI, CCPR

f a c e s  O F  D H I
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my exam. In those days we had to be proficient in storefront 

hardware/systems, cabinet hardware, window hardware, 

etc., and although this was before electronics had been 

introduced, doors/frames/hardware “standards” of the day 

were not nearly as standard.

Proudest professional moment: Being named 

outstanding Distributor for 1992.

David W. Matney, AHC

Occupation: Specification Consultant, Allegion

What was your path to our industry? Growing up as 

a second-generation door/hardware “brat,” my early 

childhood memories include occasional summer days 

hanging around our company, playing in the warehouse 

and tinkering with the mounted lock samples in our small 

showroom. (The early mechanical pushbutton deadbolt 

of the mid-’60s became my Rubik’s cube.) I began working 

summers in the warehouse at age 13—and thus began my 

education into the business. I graduated high school on a 

Friday in 1978 and started my lifelong career in this industry 

the following Monday.

As with all of the important lessons of business, I was taught 

the two most valuable of my career from my mentor/

father, Ben W. Matney, DAHC, very early: (1) There is no job/

task beneath me. (2) There is only one job description as a 

business owner: “Whatever it takes!” 

How has your certification aided you in your career?  

My AHC certification provided the basis for everything I 

have achieved with the technical community throughout 

my career. The credential provides immediate validity, which 

precedes name recognition and reputation before one 

has attained them. The ability to retain that trust (after our 

certification has assisted in providing these opportunities) 

is incumbent upon each of us. That is why we must always 

continue our education through DHI and take advantage  

of the opportunities/resources that are offered, wherever 

they may exist. 

Best advice you ever received: Never burn bridges in 

 this industry. Have your priorities in order. “Save the cash!”

Best advice you never received: Be aware of politics and 

personal agendas in business.

How has your involvement in DHI supported your career 

goals? one of the greatest advantages of involvement in  

DHI is the opportunity to meet and befriend individuals 

from a vast diversity of applications, standards and practices, 

demographics, and geography. It is one of the best examples 

of networking possible, as it supports the concept of “shared 

ideas” over a vast spectrum of abilities, experience and 

technical knowledge. There are few areas of our world where 

I do not know someone through DHI who I may call upon  

if the need arises, and vice versa.

Describe your educational path to certification. I began 

my path to certification shortly after going to work for 

our family business full-time in the summer of 1978, and 

I skipped no steps in the process. I began at the bottom 

in the warehouse and slowly rose to warehouse manager. 

Eventually (under the tutelage of my father), I began doing 

take-offs, estimating, submittals, project management 

and specification writing. I also attended ADH-1 through 

AH-4 each year in Houston. My AHC exam was supervised 

by another mentor and highly respected gentleman in my 

life—Joe J. Hynds Sr., AHC—in the fall of 1982.

Proudest professional moment: Winner of the W. J. Healy 

Award and outstanding Student, AH-4, 1982. Also, I was one 

of the youngest individuals ever to receive AHC certification 

in 1983, two months after my 23rd birthday.

Brad D. Alexander, 
AHC/EHC, CSI, CCPR

Occupation: Specification Consultant, Allegion

What was your path to our industry? Much like David, 

I grew up roaming the stockroom and warehouse of the 

family business. I went to my first DHI convention at the  

age of five and didn’t miss many over the next 10 years.  

I went to every Lone Star (annual North and South)  

meeting and golf tournament.

one of my fond memories as a child is going into my 

grandfather’s office after dinner while he was doing a take-
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off and “helping” him. He would call out door numbers,  

and I would search them out on the drawings and highlight 

them. I was a good highlighter. 

I started working at Matney Builders Hardware, Inc. pretty 

early on. I helped out in the warehouse, made deliveries, and 

worked at the counter one year as well. Then I went off and 

tried my hand at a musical career. It went well for a while but 

became unsustainable financially. I wound up back in Austin 

and needed a real job, so I went the only direction I had known 

since childhood—back into the door and hardware industry.

How has your certification aided you in your career? 

Certification has been incredibly valuable in my career. That 

goes for both my CSI and DHI certifications. It gives the 

people I work with—architects and distributors alike—an 

immediate gauge of my knowledge and experience. I think it 

also shows a dedication to our industry and to one’s career. 

Best advice you ever received: Growing up around the family 

business provided the most valuable lessons I learned. There is 

something about having to work, not only for your dinner, but 

to make sure that you are making the right decisions to take 

care of your employees as well. The pride and responsibility that 

encompassed the entire family were evident. 

The most important pieces of advice that come to mind are: 

Work doesn’t stop at 5p.m.; you work until you’re finished. 

Cover every aspect of customer service (always follow 

through; always call back, even with bad news; become 

someone they need, not just someone they buy hardware 

from) because you can’t afford to lose a customer. Most 

importantly, take pride in your work. Hardware and business 

were the conversation topics at our dinner table. 

I don’t believe that our jobs make us who we are, but I do 

believe that how we show up and perform our jobs says a lot 

about our character. 

Best advice you never received: There is never a reason 

to badmouth a competitor. First, it doesn’t make you look 

good. Personally, I instantly lose respect for the people who 

do that. Second, you take the focus off of the positives in 

your products or services. Lastly, you can easily burn bridges, 

not only in potential beneficial professional relationships, 

but also in future employment opportunities.

How has your involvement in DHI supported your career 

goals? I was lucky to have been exposed to DHI so early in 

life. The most important aspect is the relationships that you 

develop. This is such a small industry. often I run into people 

who seem closed off to others in the industry—competitors, 

competing salesmen, etc. I understand the concerns and 

the reasons for that behavior. In my experience, though, the 

alternative is so much better. When you open up and connect 

to everyone in the industry, you realize that there is so much 

more to experience. It is also a much more enjoyable way to 

live and experience the workplace. I credit that enjoyment 

to my early experiences in DHI. I am 36 years old, and I have 

people who are now colleagues that I have known for 31 

years. That wouldn’t have happened without DHI. 

Describe your educational path to certification. The first 

day I started back into the industry eight years ago, I sat down 

for three days and went through the DHI 101 handbook 

(which is now offered online). I took about 50 pages of notes. 

I was extremely lucky because Jody and Tony Boatman were 

running the Lone Star South Chapter through the entire AHC 

education track. They offered local classes about once every 

quarter. I took the rest of my classes through DHI national 

training first, finishing my EHC track and taking that exam. 

Then I followed up with the AHC exam. 

Proudest professional moment: By far, this one. I have been 

given every opportunity in this world by my grandfather’s 

and uncle’s relationships and dedication to this industry. It 

is such an honor to be the third-generation AHC. I can only 

hope that I can live up to the generations before me. 

Footnote by David W. Matney, AHC: 

I predict that Brad D. Alexander, AHC/EHC, CSI, CCPR, will 
not only honor but surpass all expectations of the previous 
generations. With his intellect, combined with the invaluable 
business and life lessons taught to us by the best man I have ever 
known—Ben W. Matney, DAHC—the result will be cumulative.

To lEARn MoRE: VISIT www.dhi.org, EMAIl 
MemberServices@dhi.org, or CAll 703/222-2010.

YouR MEMBERSHIP 
MAttERS!
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Today’s door problems  
often require a holistic, interdisciplinary 
approach. Because many doors are 
required to do much more than simply 
open, shut, lock and unlock, door hardware 
technicians may need working knowl-
edge of electricity, computers, carpentry 
and maybe even HVAC, in addition to a 
deep understanding of door hardware. 

Reduced Opening Force Door Closers 
Sometimes doors are required to 

perform conflicting functions simultane-
ously. For example, to comply with the 
Americans with Disabilities Act, a door 
may be restricted to a door closer that 
requires as little as five pounds of opening 
force. This same door may be required to 
lock automatically without fail. 

One solution could be to use a non-
hydraulic, motorized power operator 
(automatic door opener) instead of a stan-
dard hydraulic closer. Since many non-
hydraulic power operators do not depend 
on a spring for closing force, it is possible 
for them to have an opening force and 
also exert a closing adequate to close and 
latch the door. Most power operators that 
fit this description must be installed by 
AAADM certified installers. 

Without the magic fix of the non-hydrau-
lic power operator, all a door technician 
can do is fine-tune the door so that it 
swings perfectly and is perfectly balanced; 
fine tune the locks, hinges and door closer 
to peak performance under the opening 
force restriction; and pray there isn’t a 
positive pressure or wind issue. 

One caveat: deprived of electricity, 
a non-hydraulic power operator will 
neither open nor close the door. 

The Pressure’s On 
Positive pressure HVAC operation is 

a prime example of how the intended 
function of a door can be impeded or 
prevented by the normal operation of 
building infrastructure. Positive pressure 
in a building is accomplished by using the 
HVAC system to add air from outside the 
building to the air that is already in the 
building. As with a balloon, the added air 
pushes outward in all directions. When 
an exterior door is opened, air flows out 
through the open portal, acting as an 
invisible barrier that keeps outside air out. 

Unfortunately, positive pressure acts 
like a constant wind pushing on the inside 
of exterior doors. Since almost all exterior 
doors swing out, the net effect of positive 

Butcher, Baker,  
Door Hardware Technician…

It Can Take a Village to Fix a Door 

h o w  T O

by Tom rubenof f
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pressure HVAC on exterior doors is 
that of blowing the doors open and/
or preventing them from closing. 

Non-hydraulic power operators 
can usually solve this problem, but 
I have had some success adjusting 
door closers to compensate for 
positive pressure situations. I have 
found that a slow swinging speed 
followed by a fast latching speed 
will often accomplish the mission. 
This solution, however, creates 
other problems, such as producing 
a wider time window for unauthor-
ized persons to enter while the door 
is still shutting. I have found no reli-
able fix for an opening subjected to 

positive pressure that must comply 
with ADA reduced opening force 
requirements; however, since posi-
tive pressure on out-swinging doors 
inherently reduces opening force, 
there is some hope. 

In the best of all worlds, door 
hardware technicians and HVAC 
technicians work together to coor-
dinate positive pressure ventilation 
needs with security and ADA 
compliance requirements. 

If I Were a Carpenter… 
Some doors behave as if they must 

swing uphill in order to close—
because they do. Perhaps the build-

ing settled, or perhaps the contractor 
miscalculated, but in any case the 
door frame leans slightly to the push 
or pull side of the opening, creating 
an imaginary slope that the door 
must climb to either open or close.

This phenomenon can be difficult 
to detect by casual observation. 
The one-eighth-inch gap between 
door and frame may be consistent 
all the way around the door. You 
can disconnect the door closer and 
see which way the door swings of 
its own accord to determine slant, 
or you could use a carpenter’s 
level. Similarly when a door frame 
is “sprung” and its corners are no 
longer true to ninety degrees, the 
easiest way to measure the extent to 
which it is skewed is with a carpen-
ter’s square. 

If a door closes uphill and does 
not need to comply with ADA 
reduced-force restrictions, you can 
simply adjust the spring tension on 
the door closer (within reason) if 
the closer is adjustable, or if it is not 
adjustable, replace the closer with 
one that is adjustable or that has a 
more powerful spring. Correcting 
the root of the problem might be a 
much more ambitious undertak-
ing, because if the gap between the 
door and frame is even all the way 
around, and the joints between the 
frame and the wall are consistent 
and clean, it is probably the wall 
itself that is out of plumb. 

Electrifying
As access control continues to 

expand its interactive role with 
door hardware, problems that were 
once purely mechanical often take 
an “electrifying” turn. And it is not 
always a highly technical problem. 
For example, if all of the powered 
devices suddenly cease to work on a 
door, the first place to look is for the 
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electric through-wire hinge.  
Did someone have a piano delivered? 
Did a mover pound the hinge pin 
out of the electric hinge? If so, guess 
what? That hinge is not an electric 
through-wire hinge anymore. 

This scenario is an example of the 
kind of problem that often occurs 
when high-tech meets low-tech. 

Whether it is through negligence or 
ignorance makes no difference; the 
result is the same—damaged hard-
ware and an opening that no longer 
functions properly. 

Electrified hardware tends to be 
easier to damage and generally is 
more sensitive than non-electrified 
hardware. Therefore, as a rule, users 
can expect electrified openings to 
require more maintenance over 
time than that required by purely 
mechanical openings. Solenoids and 
electric motors usually wear faster 
than mechanical locks do and are 
almost always more expensive to 
replace or repair. 

For door hardware technicians, 
this can be an assurance of contin-
ued employment, but it can also be a 
source of time-wasting puzzlement, 
no matter how much hardware (and 
perhaps software) expertise a tech 
may possess. Most of the mechanical 
problems that occur with doors and 
door hardware are immediately visi-
ble at the opening, but with electrical 
problems, that’s not necessarily so. 

Even with the latest volt/ohm/amp 
meters and other testing instru-
ments, it can be difficult to pinpoint 
a malfunction in a system that may 
include an exit device with electric 

latch retraction and a request-to-exit 
switch, a door position switch, a 
proximity reader, a motion detector, 
an electric hinge, a power opera-
tor with an onboard sequencing 
board, a power supply, interfaces 
with fire and burglar alarm panels, 
and remote release and monitoring 
capabilities. A patient and methodi-

cal approach works best when deal-
ing with the sometimes-complex 
reasons for electrical or electronic 
hardware problems. 

Software and Hardware
The role of computers in access 

control adds a new dimension 
of complexity to door hardware 
installation and repair. Computer 
problems can quickly become 
door problems when the two are 
connected. For example, if the access 
control software is programmed to 
permit or deny access to individual 
workers according to their shift, 
havoc could result if the network’s 
real-time clock malfunctions. 

PoE (Power over Ethernet), in 
which the network server supplies 
power to electrified door hardware, 
adds still another variable. What 
happens if the server stops supply-
ing power? Now you need the 
system administrator and/or the 
IT department involved. If a user 
cannot gain access using his or her 
credential (prox card, prox key, 
pin code, etc.), the problem may 
lie with the credential, the reader, 
the controller or the software, or 
it could just as easily be user error 
or intermittent hardware failure. 

Sometimes with computer-related 
electronic locking hardware issues, 
one must explore all possibilities 
more than once to find the answer; 
however, this is the case whenever 
one depends upon others for their 
knowledge.

It Takes a Village 
Today’s users want and expect to 

have one technician (or vendor) to 
address all of their door and door 
hardware issues and needs, but as 
the diversity of expertise needed to 
do so continues to expand, many 
technicians are finding themselves 
“behind the ball.” Not only are 
there questions they cannot readily 
answer, but often they do not know 
who to ask. Sometimes they are not 
even sure what questions to ask. 

My advice to door hardware tech-
nicians is to learn all you can about 
everything remotely connected with 
door hardware, and in every facility 
you service, get to know the electri-
cal, HVAC, carpentry, and access 
control and/or systems integration 
vendors that service the facility, as 
well as the information technology 
technician or systems administra-
tor for the computer network that 
hosts the access control software. 
These other vendors and/or facilities 
personnel will probably be able to 
provide the expertise you do not 
have or at least steer you toward the 
information you need to do your job.

There is no shame in not knowing 
everything; no one does, after all. 
But it is a shame when things don’t 
get fixed because someone fails to 
ask a question.  

about the author: Tom Rubenoff is the 
author of the blog Door-Hardware-Genius.
com. He has been involved in the hardware 
industry for the last 30 years as a hardware 
distributor and commercial locksmith. He 
can be reached at trubenoff@gmail.com.

The role of computers in access control adds a new dimension 

of complexity to door hardware installation and repair.
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I have been asked To InvesTIgaTe 
door and frame failures in many different 
circumstances, both as a door and hardware 
contractor who specializes in the aftermarket 
and as a consultant performing failure 
analysis/witness work for legal proceedings 
that result from failures. With a structural 
engineering background and experience in 
failure analysis, I am trained to look for the 
weakest link or cause of failure—not just the 
obvious failure, which is always the first point 
of blame in construction. Doors and frames 
fail to stay in alignment for many reasons. In 
this article, I discuss door and frame failures 
that are not a result of any door and or frame 
product deficiencies. 

Stress! Not the mental type; I am not a 
therapist. That comes after the physical stress 
has caused a failure. Physical stress rears 
its head in every mechanical system ever 
designed or built. This is known as the  
weak link, and everything has one. You just 
don’t want it to be the products you designed, 
sold or installed.

This article deals with knock-down (KD) 
frames. KD frames are secured to the wall 
with a pressure shoe at the top of the jamb 
and screw fastening at the bottom of the jamb. 
The bottom screw system or quantity varies 
among manufacturers and even within the 
same manufacturer based on specifications or 
ordering details by the distributor. 
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In Pursuit of 
the Weak Link
StreSS and door Frame Failure

h o w  T O

by Paul M. Goldense, FDAI

This article 
is the first 
in a multi-

part series 
about door 
and frame 
assembly 

failures.
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For the record: This article is looking 
at door frame failure and is not meant to 
suggest that knock-down frames should 
not be used. I actually prefer knock-
down frames in most cases over welded 
frames, especially in abusive conditions.

To help understand how doors 
and frames fail, you have to 
understand how the walls they are 
attached to are constructed. Anyone 
who has been around construc-
tion sites knows that construction 
equipment gets stuck in the mud. 
This is not the fault of the equip-
ment; sometimes the ground is not 
as strong as it appears to be, and 
equipment operators find out the 
hard way. 

Sometimes it would make sense 
to walk across the ground before 
driving across it, and there is not 
a person alive who got a machine 
stuck in the mud who did not think 
that to himself as he was knee-
deep in mud. This same thought 
process should be applied to door 
frame installations, especially if the 
installers are not your employees 
whom you trust to speak up.

If you read Division 6 require-
ments regarding rough carpentry 
and Division 9 requirements 
regarding wall board assemblies/
wall framing, you will generally 
find that the openings around all 
door frames are supposed to have 
double studs. This means that there 
are two studs tightly placed next 
to each other to support the door 
jamb. When wood studs are used, 
there is rarely a problem with stud 
movement, but when metal studs 
are used, problems can occur. 

Metal studs vary in gauge the 
same as doors and frames do. 
As the cost of construction and 
materials has gone up, the gauge of 
metal studs has gone up also. First 
20- and then 22-gauge studs used 
to be normal; now many 25-gauge 
studs are used for framing walls. 
A 25-gauge stud has little stiffness 
by itself and gets its rigidity from 
being tied to the other studs with 
the gypsum wall board (GWB) that 
is fastened to it. It is the combined 
effect of studs, proper screws/fasten-
ing, and wall board that gives a wall 
its integrity. 

The horizontal stud at the head of 
the frame is supposed to fasten to 
and tie the jamb studs together. This 
head stud is the most critical stud in 

the opening, and how it is fastened 
determines how well the opening 
performs. The gypsum installation 
manuals actually call for this head 
stud to be tightly fit to the jamb 
studs.

Why does all this stud stuff 
matter? We sell doors frames and 
hardware! 

Answer: The pressure shoes that 
secure the frame from moving need 
something immovable to anchor 
to. Doors get hung in sloppy, loose-
fitting stud walls all the time. When 
the doors start to sag, the door 
contractor and/or supplier usually 
get a call.

Wood studs are solid and can 
be nailed together, which is done 
almost all the time; this gives them 
good strength. The wood header 
stud, if properly framed using studs 
and jack studs, ties the whole open-
ing together and rarely causes a 
problem. Because wood is nail-able 
and nail guns are common these 
days, resulting in no shortage of 
nails used, most wood openings get 
sufficiently anchored, even if not 
properly constructed to support a 
door and frame assembly.

On the other hand, openings with 
metal studs are not constructed 
in a manner that puts them in 
that same category of “sufficiently 
strong.” It is not uncommon to go 
to a job site and find the adjustment 
screws on the pressure shoe of a KD 
frame fully extended and the frame 
crooked and the door sagging. 
When I am asked to investigate 
this, there are two first choices: The 
opening was framed too wide, and 
the pressure shoe does not have 
enough travel to reach the stud, or 
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the pressure shoe came in contact 
with the stud, but then the stud 
moved and kept moving until the 
shoe ran out of adjustment. 

There is another possibility, and 
this is a common issue with 6" or 
wider studs, even if the opening 
was framed correctly. The middle of 
the 6" studs bend or bow when the 
pressure shoe comes in contact with 
them. When wide studs are used, 
you have to block the top of the stud 
or put a piece of material behind 
the pressure shoe to spread the load 
to keep the stud from crushing or 
bending. Good general contractors 
will put a solid wood stud inside 
the metal studs at door openings. 
Unfortunately, this is considered “old 
school,” and you don’t see it often. 

If you are supplying lead-lined 
doors or heavy doors with KD 
frames, then include in your submit-
tal package a qualification statement 
that the doors cannot be expected 
to perform correctly if the openings 
are not framed sufficiently strong 
for oversized, high-abuse or gener-
ally heavy doors. Refer to the details 
from USG calling for what should 
be done when heavy doors are used. 
One nationally recognized gypsum 
construction detail book calls a 
standard 3070 1¾" door a “heavy 
door.” It doesn’t have a nickname 
for a 4080 14- or 16-gauge door. 
Those are the ones my installers call 
“man-killers.”

Just like we have references in our 
specification sections to industry stan-
dard practices, the framing contractors 
are almost always referenced back 
to the standard gypsum construc-
tion details, and they are required to 
comply. There are numerous publica-
tions on gypsum wallboard with 
metal and wood stud construction, 
and they are very detailed. Even better 
is the fact that unlike our industry, 
gypsum and stud manufacturers 
essentially all do it the same way and 
use the same details. 

The GWB needs to be fastened per 
the manufacturer’s recommended 
details. Remember, the light-gauge 
studs get their strength form the 
GWB, but this does not happen 
if the installer goes light on the 
screws. GWB should be fastened to 
a stud every 16 inches max. 

Take a Road Trip! 
When the job is being framed, 

take a road trip. The time you spend 
walking a job for an hour and 
seeing what your door frames will 
be installed into will be time well 
spent when the doors start sagging 
and you get phone calls and emails 
that the doors are not working. 

Bring your camera. An 84" door 
opening should have at least six 
screws in the GWB up the jamb on 
each side of the door and each side 
of the stud. That means there should 
be at minimum 26 screws around 

a 3070 door opening, securing the 
studs to the GWB and making a 
solid wall opening into which a KD 
frame is to be installed.

Look at the framing. Is the header 
stud fitted tight to the jamb studs? 
Does it wrap the jamb stud, and 
does it have the required four 
screws per jamb stud, or is it sloppy 
and loose-fitting? Our door frames 
have to fit within ⅛" +/- ⅟₁₆". That 
can’t happen when the materials 
they are fastened to can move.

What’s Next
Next month I will discuss KD 

frames fastening to studs and 
floors, as well as the most effective 
fastener that every installer who has 
to remove and reuse door frames 
dreads to see.  

about the author: 
Paul M. 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 experi-
ence in the openings industry. Paul’s consulting 
firm, Goldense openings Solutions, performs 
product failure analysis, product development 
and professional witness services for the open-
ings and security industry. He can be reached  
at Paul@goldensebuildingproducts.com or 
Paul@goldenseopeningssolutions.com.
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everyone has heard The sayIng 
“Measure twice and cut once.” That is the 
elemental difference between quality assur-
ance and quality control. To get technical, the 
American Society for Quality (ASQ) has 
defined these two terms as follows:

Quality Assurance (QA): All the planned and 
systematic activities implemented within 
the quality system that can be demonstrated 
to provide confidence that a product or 
service will fulfill requirements for quality.

Quality Control (QC): The operational tech-
niques and activities used to fulfill require-
ments for quality.

The key word in both of these terms is  
quality. So what is quality? 

What may be the best definition for quality 
comes from Philip B. Crosby, an expert in 
the field, who said that it is “conformance to 
requirements.” As it relates to construction, 
the requirements to which conformance is 
mandated come in the form of contract docu-
ments. The contract documents include but are 
not limited to the owner-contractor agreement, 
the general conditions of the contract, the 
contract drawings and the specifications. 

Therefore, if the contractor conforms to the 
contract documents (i.e., requirements), then 
the contractor has provided a quality project. 

Quality Assurance vs. Quality Control:

By Ronald L. Geren, FCSI, 
AIA, CCS, CCCA, SCIP

What Difference 
Does It Make?
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Likewise, subcontractors and mate-
rial suppliers that conform to the 
contract documents for their portion 
of the work are also contributing to 
a quality project. But providing a 
quality project is only the end to a 
means; the processes used to attain 
that quality could have an impact 
on a company’s finances, as well as 
its reputation.

QA and QC in the Contract 
Documents

The architect/engineer (A/E) 
may stipulate some minimum 
quality assurance and quality 
control requirements within the 
contract documents. Basic qual-
ity requirements are specified in 
Division 01 of the specifications, 
typically in Section 01 40 00 
“Quality Requirements.” Individual 
sections in Divisions 02 through 49 
will include quality requirements 
specific to the work results covered 
in each section. Some quality 
requirements that may be speci-
fied include submittals, mockups, 
tests and inspections, minimum 
qualifications and manufacturer 
involvement.

Submittals, although not directly 
identified in the specifications as 
quality assurance or quality control 
items, definitely have a part in the 
process of ensuring quality. Some 
submittals may be considered part 
of the QA process by allowing 
the A/E to review the products, 
materials and equipment before 
the contractor is allowed to procure 
and install the items on the project. 
Quality control submittals include 
reports for tests and inspections 
performed on completed work.

Mockups, which are considered 

a QA process, are typically full-
scale constructed assemblies that 
represent a portion of the work. 
Mockups, like submittals, are 
completed and reviewed prior 
to the actual installation on the 
project. However, some mockups 
may be integrated into the work 
and remain a part of the completed 
work if approved by the A/E. A 
mockup can also be an integrated 
assembly that incorporates several 
different components to see how 
each interfaces with the other and to 
establish the level of workmanship. 
Additionally, a mockup can be a 
completed room, such as a hospital 
patient room or hotel sleeping unit, 
to see if all elements (walls, doors, 
windows, finishes, fixture and 
furniture locations, colors, etc.) are 
acceptable before proceeding with 
the work on all of the other rooms. 
Some mockups may be required for 
laboratory testing to evaluate the 
performance of an assembly before 
installation in a building, such as 
custom curtain walls or storefront 
assemblies.

Tests and inspections are part of 
the quality control process since 
they are conducted on completed 
work. Tests and inspections may 
be conducted at the fabrication 
shop (referred to as “source quality 
control” in Part 2 of a specification 
section) to evaluate completed work 
before delivery to the project site. 
Tests and inspections conducted 
at the project site (referred to as 
“field quality control” in Part 3 of a 
specification section) evaluate work 
installed on the project. Reports 
should be specified to summarize 
the findings of tests and inspections 
and should be forwarded to the A/E 

as a submittal.
Establishing minimum qualifica-

tion requirements in the specifica-
tions is a QA process that ensures 
that the work will be provided by 
experienced or trained installers. 
To verify that qualified installers 
are used, qualification statements, 
certifications or other forms of veri-
fication may be required by the A/E 
as submittals. 

For some work installations, 
the specifications may require the 
contractor to have representatives of 
manufacturers observe the installa-
tion. This provides a level of confi-
dence that the products are being 
installed in accordance with the 
manufacturer’s recommendations. 
In some cases, this may be required 
as a condition of the warranty.

Other requirements may be speci-
fied to ensure that a quality instal-
lation is provided, such as requiring 
installers to examine previously 
installed work for acceptability 
before beginning their work, 
establishing specific conditions in 
which the work may or may not 
be installed, and requiring regular 
coordination meetings to resolve 
issues before portions of work 
commence.

QA and QC During Construction
As previously mentioned, a qual-

ity construction project is based 
on the contractor’s conformance 
to the contract documents, which 
includes complying with the QA 
and QC requirements that the 
A/E has specified. However, that 
does not preclude the contractor, 
subcontractors and material suppli-
ers from establishing internal QA 
and QC processes that help them 
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ensure compliance with the contract 
documents.

For the construction phase of a 
project, CSI defines quality assur-
ance as “the procedures for discov-
ering defects and deficiencies to 
the contract documents before and 
during the execution of the work.” 
For quality control, CSI’s definition 

is “the procedures for evaluating 
completed activities and elements 
of the work for conformance with 
contract requirements.”

At first glance, it may appear that 
the CSI definition for QA could be 
one for QC, since it includes “discov-
ering defects and deficiencies,” 
which is commonly associated with 
QC. But the fact that this discovery 
is done “before and during the 
execution of the work” makes it a 
QA process. It must be understood 
that the contractor cannot change 
the contract documents except 
where “defects and deficiencies” 
are found. Thus, if the contractor, 
subcontractors and material suppli-
ers review the contract documents 
prior to beginning portions of the 
work and find “errors, omissions, or 
inconsistencies,” then these must be 
reported to the A/E for correction 
prior to beginning the work.1

Complying with QA and QC 
requirements in the contract docu-
ments is essential, but the contrac-
tor, subcontractors and material 
suppliers may implement their 
own QA and QC processes that can 
supplement the contract documents. 
These supplemental processes 
may include asking manufacturer 
representatives to examine the work 

and provide installation oversight 
or conducting inspections and 
tests in addition to those in the 
specifications.

Many QC processes may be the 
QA processes for subsequent work. 
For example, checking door shop 
drawings (a QC process) may be 
conducted to ensure that the correct 

styles, sizes and performance 
grades of doors are indicated before 
they are fabricated and delivered 
to the project site (a QA process). 
An example in field installation is 
the examination of installed door 
frames to check for plumbness and 
squareness (a QC process) prior 
to the installation of doors and 
hardware to ensure that they will 
fit with proper clearances around 
the door perimeter and will operate 
smoothly (a QA process).

Impact of QA and QC
Quality control should never be 

the primary process for providing 
a quality project. However, it can 
be used to confirm that quality 
assurance processes are working 
properly. If a failure is detected 
during a quality control inspection 
or test, then it is evident that qual-
ity assurance is missing or, if not 
missing, that the quality assurance 
process did not function properly 
and should be evaluated. Any 
nonconforming work discovered 
during a quality control process has 
to be redone, which costs money 
and time, so the emphasis on qual-
ity assurance must be made.

Therefore, it is prudent that contrac-
tors, subcontractors and material 

suppliers review the contract docu-
ments thoroughly before any work 
is executed. Verify what the require-
ments are for submittals, shop draw-
ings and mockups, and follow them. 
If the contract documents specify 
requirements for quality control tests 
and inspections, make sure those are 
performed and that the results are 
forwarded per the directions specified. 

Contractors, subcontractors and 
material suppliers who ignore the 
requirements and do not implement 
their own internal processes for 
assuring quality will likely encoun-
ter problems during the execution 
of construction. The outcomes asso-
ciated with nonconforming work 
include delays in the schedule, frus-
tration among all parties involved, 
and additional costs (usually paid 
by the party responsible for the 
nonconforming work)—all of which 
can be avoided if the contract 
requirements are initially followed. 

Consequently, even if a quality 
project is eventually delivered to the 
owner, contractors, subcontractors and 
material suppliers are risking their 
financial stability and their reputation 
if quality processes are not imple-
mented, whether they are required by 
the contract documents or not.  

Endnote
1.  as required by Section 3.2.2 of aIa Document a201-2007, 

General Conditions of the Contract for Construction

about the author: Ronald L. Geren, FCSI, AIA, 
CCS, CCCA, SCIP, is a Certified Construction 
Specifier and a Certified Construction Contract 
Administrator and is the principal of RLGA 
Technical Services located in Scottsdale, Ariz., 
which provides specifications and code con-
sulting services to architects, engineers, owners 
and product manufacturers. A 1984 graduate  
of the University of Arizona, Ron has more than 
30 years of experience with military, public  
and private agencies. He can be reached at 
ron@specsandcodes.com.

Quality control should never be the primary process for 

providing a quality project. However, it can be used to confirm 

that quality assurance processes are working properly.
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by mandy Jetton

aT fIrsT glance, gaskeTs and Thresholds are 
not a doorway’s most exciting hardware components. But one 
look at the significant impact they have on everything from hotels 
and hospitals to the environment, and it becomes clear that they 
warrant closer consideration by anyone who works with door 
openings. And that’s a group that includes more people all the 
time, from specifiers and architects to building managers and 
owners. 

Gaskets and thresholds still serve their original purpose  
of reducing the amount of noise and air that seep in through  
the spaces between a door and its frame. But today’s products  
do a lot more, which is why it’s important not to give in to the 
temptation to select the least expensive option for your doorways. 
While less expensive options may save you money in the short 
term, the quality and performance benefits you’ll miss out on  
in the future are considerable. 

Gasketing and  
Threshold Solutions: 

It’s Time for a Closer Look

ADA-compliant thresholds 
improve accessibility, save 
energy and seal out sounds.
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Follow the Money: Dramatically Reduce 
Energy Bills

You may select the most innovative, techno-
logically advanced and aesthetically pleasing 
door hardware on the market, but without the 
proper gaskets and thresholds, your custom-
er’s money is disappearing right through the 
open spaces, a fact they’ll be reminded of each 
time they receive their energy bill. 

While this is particularly true for external 
doors, failing to thoroughly insulate doorways 
with quality gasketing and thresholds is also 
a money drain for internal doors separat-
ing spaces that need to be kept at different 
temperatures. This is a concern—and a cost 
factor—for facilities that house labs or rooms 
that store sensitive equipment such as servers 
or other computer equipment. 

The ability to keep spaces cool or warm is 
the most obvious benefit of well-made gaskets 
and thresholds, but it’s only the beginning. 

Quiet, Please
When you specify quality gaskets and 

thresholds for doors, you’re granting the 
people who will ultimately occupy a space 
an added measure of peace and quiet. And 
while the ability to reduce noise will no doubt 
be appreciated well into the future, the right 
gaskets and thresholds deliver more benefits 
than meet the ear. 

For hotels, a major reason that guests look 
elsewhere the next time they’re in town is 
noise, and often that noise is other guests in 
the hallway. Robust gaskets and thresholds 
deliver the acoustic muscle required to keep 
that noise out, which lets guests get the kind 
of good night’s sleep that keeps them coming 
back to the hotel. Obviously, that’s good for 
business. 

Hospitals are another place where the abil-
ity to keep noise where it belongs does more 
than enhance the atmosphere. For patients 
recovering from surgery, for example, a room 

that’s quiet allows the body—not to mention 
the mind—to focus on healing. And that, of 
course, enables the hospital to provide more 
quality care to more people, which is good for 
its bottom line. 

It’s Good for the Environment
We all know that when we reduce the 

consumption of energy—whether by walking 
and biking rather than driving or by design-
ing and building in a way that requires less 
heating and cooling—we reduce the consump-
tion of natural resources. Virtually all of us 
agree that that’s a good thing for the planet. 

Accordingly, the popularity of the certifica-
tion program known as LEED (Leadership in 
Energy and Environmental Design) has grown 
dramatically. Developed by the U.S. Green 
Building Council, in just 12 years, from 1994 
to 2006, LEED went from consisting of one 
standard for new construction to becoming 
a comprehensive system of interrelated stan-
dards that address all aspects of development 
and construction. To date, LEED standards 
have been applied to more than 7,000 projects 
in the U.S. and 30 other countries, covering, 
according to the organization, more than 1.5 
billion square feet of space. Additionally, in 
the U.S., LEED certification is required by 
many federal agencies, as well as state and 
local governments.

A building’s LEED rating is determined by 
its number of points. The more points, the 
higher the rating, and it’s safe to say that the 
higher the rating, the more attractive your 
space is to potential tenants, especially if 
you’re in a competitive real estate market. If 
you’re selecting gaskets and thresholds, insist 
that they not only deliver greater sustain-
ability by reducing energy consumption but 
that they also be made of the most sustainable 
materials available. These factors should be 
easy to determine on the website of any repu-
table vendor. 
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Fire Protection

Quality gaskets and thresholds 
can’t stop flames, but they can 
disable the movement of smoke, the 
inhalation of which is what causes 
most fire-related deaths. Gaskets 
and thresholds are rated for their 
fire performance characteristics. 
Positive pressure rooms (those air 
blows into), which constitute the 
vast majority of spaces, require one 
type of gaskets and thresholds, 
while negative pressure rooms, 
which are generally where records 
and sensitive equipment are stored, 
require another. 

Safety and Accessibility 
Finally, one of the major benefits 

of selecting quality gaskets and 
thresholds for your doorways is that 
it will help ensure that your build-
ing meets the codes and standards 
administered and enforced by your 
local government. While building 
and construction codes are seen  
as intrusive by some, they have 
proven their worth over time by 
dramatically improving safety  
and accessibility. 

Saving a few dollars on hardware 
that doesn’t measure up to stan-
dards will almost surely end up 
costing you in the long run when 
you’re cited for code violations or 
are forced to replace low-grade 
hardware when it breaks. 

But be prepared to do a little 
homework. The building codes 
and standards against which doors 
and hardware such as gaskets and 
thresholds can be evaluated and 
ranked are endless. No one product 
meets every single requirement. 
Some do come closer than others, 
however, and it’s up to you to select 
hardware that’s designed and 
manufactured with a level of qual-
ity that will deliver value over the 
course of time. 

For fire safety, products are certi-
fied and rated by numerous orga-
nizations, including Underwriters 
Laboratories (UL). In addition, the 
National Fire Protection Agency 
(NFPA) publishes a standard that 
guides inspectors and building offi-
cials on how to construct a fire door. 

It’s also important to be compli-
ant with standards set forth by the 

Americans with Disabilities Act 
(ADA). In addition to being the right 
thing to do, making buildings acces-
sible to everyone is the law. Making 
sure the hardware you select meets 
the standards is a relatively easy 
way to ensure your compliance. 

Finally, there are codes and stan-
dards that let you know how well 
the hardware serves its most basic 
purpose of restricting the flow of 
air, smoke and noise.

Whether it’s safety or accessibility 
or good environmental stewardship, 
it’s recommended that you consult 
with a reputable manufacturer early 
in a project’s planning process. That 
way you can specify the gasket 
and threshold hardware that will 
provide the greatest value for the 
people who occupy the space you’re 
creating for a long time to come.  

about the author: Mandy 
Jetton is Product Manager 
and Code Specialist for 
Markar and PEMKo, 
part of ASSA ABLoY’s 
Architectural Accessories 
and Door Controls Group. 

A properly sealed opening can be a big 
energy saver year-round.

Adhesive gasketing helps to seal out unwanted sounds.
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A searchable database for job seekers and employers. 
DHI members receive exclusive and significant discounts,  

as well as complimentary resume postings. 

www.dhi.org/careers

Log In and Upload Your  
Career Today!
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S p E C I A L  A d v E r t I S I n g  S E C t I o nproductShowcase

DooRS By DeSIGn

New C/S Acrovyn by Design allows 

architects to incorporate a myriad 

of graphic imagery into our virtually 

indestructible Acrovyn Doors. These 

revolutionary doors can include signage, 

messaging, photographs and illustrations 

and can act as part of a full mural. For 

complete details, call an Acrovyn Door 

specialist at 800/972-7214.

www.c-sgroup.com/acrovyn-doors

 

AUToMATIC DooR BoTToMS, ReGULAR oR HeAVy-DUTy

ZerO’s patented technology activates a tight 

seal with a scissors-like motion when the 

door closes and retracts when opened for a 

smooth drop without drag against the floor 

or saddle. Many models are available for 

sound and/or fire ratings, lead lined, 

or light spring for ADA. Available 

surface-mounted, semi- or full 

mortised, and all USA-made. 

www.zerointernational.com

InTRoDUCInG SeCURITy SeARCH!

Security Lock Distributors is proud 

to announce the launch of a new web 

application called “SecuritySearch.” 

This online tool digitally aggregates all 

industry price books and catalogs into 

one centralized platform. Customers 

simply enter any term, and the tool will 

bring back all relevant search results 

for that query. There is also a variety 

of embedded functionalities that allow 

customers to be more efficient in 

specifying and sourcing door security 

hardware and accessories. 

www.seclock.com/securitysearch

DeCoRATIVe LoCKSeTS

Hager Companies’ new 2300 

and 3800 series decorative 

locksets are ideal for multi-family 

applications such as apartments 

and condominiums, hospitality, 

or other multi-use facilities. With 

our expanded array of lever 

designs, architects and designers 

will have more choices than ever 

before that will coordinate with 

other Hager products and help 

boost your design. 

www.hagerco.com

InTRUDeR SeRIeS CLASSRooM LoCKDoWn LoCK

Townsteel’s 4000/9000 Intruder Series 

Classroom Lockdown Locks are designed to 

meet the requirements of the School Lockdown 

Program. All locks are ANSI/BHMA certified Grade 

1 and UL 10C 3-hour listed. Easy installation and 

easy programming. For more information about 

intruder locks, visit www.townsteel.com.
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SUPeRLITe X-45/60/90

The most economical USA-made 

fire- and safety-rated glazing 

that meets all the standards for 

45/60/90-minute doors. This non-

wired, tint-free clear glazing meets 

CPSC safety requirements and 

can be used in any listed vision kit 

up to 100 square inches. Listed 

with Intertek/Warnock Hersey and 

available with a lifetime warranty.

www.safti.com/prod_X-90.html 

AKRonLIne

Allowing you to do business with Akron 

Hardware wherever you are. Place 

orders, check product availability, and 

monitor your account—all with the same 

industry-leading service you have come 

to expect from Akron Hardware. 

www.akronhardware.com

L-1900 FIRe-RATeD LoUVeR 

NGP introduces an industry first 

fire-rated louver, UL tested and 

approved up to a maximum size of 

24” x 30”. With all manufacturing 

under one roof in Memphis, Tenn., 

NGP can provide distribution for all 

of your threshold, weatherstrip, lite 

kit, louver and glass needs. 

 www.ngp.com 

In SToCK AnD ReADy

Top Notch Distributors is an 

authorized national distributor of 

Stanley’s BEST Access Systems. 

We have product in stock and 

ready for immediate delivery!

www.topnotchinc.com.

ADL-eK DoUBLe LIP STRIKe

Accurate Lock and Hardware offers 

the ADL-EK double lip strike with a keyed 

emergency stop to prevent unauthorized 

outswing of the door aimed at damaging 

people or property. Only designated 

personnel can manipulate the stop to be 

locked in the normal or downward position 

or left free to depress. For details, please 

visit www.accuratelockandhardware.com/

specialstrikes.html or call 203/348-8865.

ADA CoMPLIAnT SoLUTIonS: WIReLeSS AnD HARDWIReD

SDC ADA compliant access and egress solutions include push plate switches 

for handicap access, automatic door activation and request-to-exit applications. 

Bollard posts with push plate or touch panel are great alternatives to wall 

mounted access control or switches. There’s even an SDC wireless transmitter 

and receiver for remote control versatility. 

www.sdcsecurity.com/ADA-Compliant-Solutions.htm
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Old-School Relationships
Mike is a self-described “old-school” guy. It’s not that he hasn’t evolved; he definitely has. He’s
kept up with a changing industry (staying independent amidst a sea of consolidation), and he
believes in staying relevant. He’s looked to DHI to help him with that, and he’s been heavily
involved in his local chapter for 20 years.

What’s old-school about him is his view of relationships and how they are formed and strengthened. 

“I really believe in the relationship side of business. It’s what I teach my
associates: people like to do business with people they like,” he says. 

The way you get to know and like someone is face to face, in person. “The convention is a 
chance to spend personal time with people, to see the people you don’t see on a regular basis,”
Mike says. 

Without that, you’re just another email. You’re replaceable. 

It’s a constant fight against replaceability. Events like the DHI national convention are one of his
best weapons in the fight. That’s why he’s only missed one or two conventions in the last 20 years. 

Inviting the Channel
This year, with the convention being in Mike’s backyard, it’s a great chance for Mike to invite his
distributor customers to attend. “It’s a nice opportunity for distributors to meet manufacturers
and forge that relationship,” he says. He also plans to invite some architects who may not usually
attend but would like to. 

The more people from the channel who can attend, the better for everyone—not just for face-to-
face connections, but also because it’s a chance to exchange information. It’s about staying current
and taking it all in. “When you walk around, you see other people you know, and you stop in and
take a look at what’s going on,” Mike says. Those little pieces of information you gather in person
can wind up making a difference for your bottom line down the road.

”“

www.dhiCoNEXTions.org
APRIL 29 – MAY 1, 2015 n BALTIMORE, MD

“Attending the convention helps you get better at what you’re doing.

”

Mike Clancy, an independent manufacturer's representative and

principal of Architectural Resources, Inc. in Greenbelt, Md., has

been attending the DHI convention for 20 years. He’s particularly

excited to have the show in his backyard this year. However, what

keeps him coming back each year isn’t the location. It’s

something his first mentor in the business told him: “The

moment you stop trying to get better, you’re no longer good.”

Mike has carried that piece of advice with him for 34 years. 

Now he has a piece of his own advice to

pay forward: “Attending the

convention helps you get better at

what you’re doing.” If Baltimore’s

charm doesn’t woo you, the potential for

building a stronger business should.

The line-up of speakers is

better than ever, and the

show floor promises

excitement and the chance

for face-to-face connections.

This year, we’ve moved the

show back to the East Coast,

to fantastic Baltimore, a city

that has been a great host for

the DHI convention in the

past. Not only does Baltimore

have a lot to offer in terms of

charm and attractions, it’s

also very convenient—within

easy driving distance for

many, as well as served by rail

and three major airports.

We thought we’d sit down with a Maryland native—someone
who knows the DHI show and the benefits of attending.

Face to Face. . . IN BALTIMORE!

REGISTRATION IS NOW OPEN FOR

CoNEXTions 2015

Mike Clancy, Principal, Architectural Resources, Inc.
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There is so much to be learned.

www.dhiCoNEXTions.org

APRIL 29 – MAY 1, 2015 n BALTIMORE, MD

“ ”
BASIC

EXPO ONLY – FREE: 

> Register by April 1st
for complimentary expo 
admission—a $50 value.

LIMITED 
A LA CARTE: 

> $60 Forum for the Future Breakfast
> $75 Friday Keynote Lunch
> $85 Forum Education Sessions:

Wednesday, Thursday and Friday

PREMIUM
ALL ACCESS PASS: 

> $135 for everything,
a package valued at over $250

You can do it all in Baltimore—see new and familiar faces, get insider information, learn about new products,
connect with your channel partners, and hear the latest from thought-leader keynote speakers. 

Register today, and let’s make 2015 and Baltimore the best year yet!

> Schedule one-on-one meetings in ChannelExChange.

> Learn about the latest products and ideas in SolutionSessions.

> Gain insights about leadership and learning in Forum for the Future.

> Take part in industry conversations and plentiful education opportunities.

> Enjoy the face-to-face networking, guaranteed to help you generate leads, solve challenges, 
and leave with fresh ideas!

Your Education, Your Opportunity
Mike sees the show floor as an
educational opportunity for all channel
partners. “You’re always learning things
about the industry—news that hasn’t hit
the streets yet,” he says. In addition to
working the floor, he has attended
sessions in the past, and he certainly sees
the value for his distributor customers to
attend sessions because education is such
a huge part of what makes them better.
All in all, the DHI convention is really
what you make it. “There is so much to be
learned,” he says.

“If you don’t come away with some sort of
information you didn’t have before you
attended, then you must have stayed in
your room the whole time.”

R E G I S T R AT I O N  I S  N O W  O P E N !

Come to Baltimore to discover hidden charm
and make face-to-face connections!

www.dhiCoNEXTions.org

T O D AY
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August 20–December 3, 2015
AHC215: Writing Hardware Specifi cations

Fall 2015–Dates TBD
DAI600: Fire and Egress Door Assembly Inspection

FOR MORE INFORMATION, VISIT WWW.DHI.ORG OR EMAIL EDUCATION@DHI.ORG.

DHI’s New Webinar Series:

THE DECODED 
COURSE
Announcing a new webinar series from DHI! 
The fi rst in this series is “The Decoded Course,” a 
four-session series on code requirements. Each of these 
session will be led by Lori Greene, AHC/CDC, FDAI, FDHI, 
CCPR, and will last approximately 90 minutes. Participants will be eligible for 5 DHI CEP points.

The course is based on the following codes and standards:

• International Building Code (IBC)

• NFPA 101: The Life Safety Code

• NFPA 80: Standard for Fire Doors and Other Opening Protectives

• ICC A117.1: Standard for Accessible and Usable Buildings and Facilities

The following classes have already occurred, but 
the archived versions are now available at no cost 
to DHI members through DHInteractiv!  

• Accessibility Requirements

• Fire Door Assemblies

• Egress and Life Safety

Corporate Members:
It is complimentary for your entire staff to attend. Keep 
your employees current on the latest in the industry. 
Consider creating a viewing party; register one time, 
gather in your conference room, and attend as a group. 
Alternatively, each employee can attend individually;
register by employee, and each staff member can attend 
from the convenience of his or her own computer.

FOR MORE INFORMATION, VISIT WWW.DHI.ORG OR EMAIL EDUCATION@DHI.ORG.

Mark Your Calendar:

DHI’S 2015 EDUCATION
Technical Schools:
Learn from experienced instructors with fi rst-hand industry knowledge. Bring your questions to the experts, network with 
your peers, go back to your offi ce with the essentials and tailor them to your workplace.

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

– Reina Martin, Dallas Door and Supply Company

April 12–19, 2015
National Conference 
Center
Lansdowne, Va.

May 25–29, 2015
Montreal Airport Hotel
Montreal, QC

October 5–10, 2015
Chaparral Suites
Scottsdale, Ariz.

October 26–30, 2015
Sheraton Hotel Cavalier
Calgary, AB, Canada

Instructor-Led Online Classes:
Take advantage of DHI’s growing number of online education opportunities.

Self-Paced Online Classes:
Online on your own time.

Visit www.dhi.org or www.dhicanada.ca for more details.

• COR103: Understanding 
& Using Construction Documents 

• Doors and Hardware 101

• CE1401: Codes and Standards Update 

• CE600: 2012 Update: Fire & Egress Door Assembly 
Inspections Online Class

For full program details and to register, visit www.dhi.org/webinars.
Questions? Contact DHI’s Education Department at education@dhi.org or 703/222-2010.

COMPLIMENTARY
for DHI members

ALL FOUR for $100
for non-members OR $25 each

There’s still time to 
register for the fi nal 
class—don’t miss out! 
• Codes for Electrifi ed Hardware, 

February 18, 2015—Electric latch retraction, 
delayed egress locks, access-controlled 
egress doors, electromagnetically locked 
egress doors, I-2 special egress locks, 
elevator lobby egress and stairwell reentry

The live webinar will run at 11:00 am ET.
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DHI’S 2015 EDUCATION
Technical Schools:
Learn from experienced instructors with fi rst-hand industry knowledge. Bring your questions to the experts, network with 
your peers, go back to your offi ce with the essentials and tailor them to your workplace.

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

– Reina Martin, Dallas Door and Supply Company

April 12–19, 2015
National Conference 
Center
Lansdowne, Va.

May 25–29, 2015
Montreal Airport Hotel
Montreal, QC

October 5–10, 2015
Chaparral Suites
Scottsdale, Ariz.

October 26–30, 2015
Sheraton Hotel Cavalier
Calgary, AB, Canada

Instructor-Led Online Classes:
Take advantage of DHI’s growing number of online education opportunities.

Self-Paced Online Classes:
Online on your own time.

Visit www.dhi.org or www.dhicanada.ca for more details.

• COR103: Understanding 
& Using Construction Documents 

• Doors and Hardware 101

• CE1401: Codes and Standards Update 

• CE600: 2012 Update: Fire & Egress Door Assembly 
Inspections Online Class

For full program details and to register, visit www.dhi.org/webinars.
Questions? Contact DHI’s Education Department at education@dhi.org or 703/222-2010.

COMPLIMENTARY
for DHI members

ALL FOUR for $100
for non-members OR $25 each

There’s still time to 
register for the fi nal 
class—don’t miss out! 
• Codes for Electrifi ed Hardware, 

February 18, 2015—Electric latch retraction, 
delayed egress locks, access-controlled 
egress doors, electromagnetically locked 
egress doors, I-2 special egress locks, 
elevator lobby egress and stairwell reentry

The live webinar will run at 11:00 am ET.



34 DOORS & HARDWARE £ FEBRuaRy 2015

securITy and safeTy are Top prIorITIes when IT 
comes to doors and door hardware, but protecting buildings from 
damage should be a priority as well. Overhead holders and stops 
should always be used on doors furnished with door closers, as 
closers should not be expected to perform the function of a door 
stop. Assuring that the door will stop not only improves the secu-
rity and safety of a building, but also helps to save the building 
owner from costly repairs.

By Br ian  Mar r is

Stop, Think and Save:
The Basics of Selecting 
Door Accessories
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Door Openings
When it comes to door openings, 

two of the most important 
features are security and safety. 
Door hardware is the first step in 
assuring that every door is safe 
and secure. Codes and regulations 
require each door to meet certain 
standards, but making sure every 
door is safe and secure goes beyond 
codes and regulations. Doors have 
to be accessible for patrons to flow 
in and out when appropriate. At 
the same time, they have to be 
secured when it is not appropriate 
for patrons to enter. No matter the 
time of day, buildings have to allow 
egress in case of an emergency such 
as a fire. This means a door has to 
swing open, swing shut, latch and 
unlatch in perfect harmony. 

Ensuring that every door is 
equipped with the appropriate 
hinge, exit, closer and lock is an 
important task. There are countless 
combinations and options for a door 
to be furnished with door hardware, 
but these four pieces should provide 
any door with the appropriate 
door security and safety. Once the 
key components are in place, it is 
more important than ever to stop 
and think. This is a perfect time to 
be detail-oriented. The ability to 
provide additional door hardware 
can be an opportunity not only for 
additional revenue, but to set you 
apart from the competition. 

As you dive into door openings, 
there is one critical aspect that 
seems to get overlooked: ensur-
ing that the door stops to prevent 
damage to the door, frame, hinges 
and walls. Thousands of dollars are 
spent on these items during initial 
installation, and replacing them 
can be even costlier. Naturally, door 

closers are expected to stop the 
door. Although it is true that door 
closers control the opening and clos-
ing of a door, they are not designed 
to stop a door. In fact, without a 
form of stop on the door, the cost of 
potential damage can easily exceed 
the initial investment of adding a 
stop to the door. 

Without a stop, a door can easily 
be slammed into a wall or pushed 
beyond the recommended opening 
width. This can puncture holes into 
the wall or put extra stress on clos-
ers and hinges, causing them to fail 
prematurely. Being proactive and 
installing a doors stop is the best way 
to help prevent unnecessary damage. 

Jack Winter, Customer Service/Product Engineering, 14 years at SELECT

Call SELECT Hinges and you won’t get lost in the maze of some 
giant, faceless, automated system. You’ll talk to a real person. A 
person who answers your question or solves your problem. Our 
knowledgeable and courteous staff understands our hinges and 
their unbeatable durability … and understands your business.  

Those same people stand behind our hinges with the industry’s 
only never-ending Continuous Warranty™ on geared hinges. And 
when it comes time to ship your order, they’ll send it out in just  
48 hours, or less.

Don’t talk to a machine. Talk to a real person at SELECT and see 
how our experts can help you fix your door problems for good.

800-423-1174    www.select-hinges.com/dhi

Talk directly to the people who design and build your hinges.

SL50331 Customer Service-DHI.indd   1 1/8/15   2:43 PM
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What should be used to stop the 
door from overextending and causing 
damage? There are many affordable 
options for a door stop, such as wall 
stops, floor stops and hinge pin stops. 
All are good options for light doors 
with low traffic and no door closer. 

For heavier doors that are used 
frequently, it is best to use an overhead 
holder or stop. Overhead holders and 
stops should always be used on doors 
furnished with door closers. As previ-
ously stated, a door closer does not 
function as a door stop and should not 
be expected to perform that function. 

When it comes to overhead holders 
and stops, there are three basic pieces 
of information you need in order to 
select the correct product:

1. Understand codes and 
regulations. For example, if the 
door is fire-rated, you cannot use 
an overhead stop with a holder—
the overhead must only stop the 
door from extending too far and 
not prevent the door from closing. 

2. Understand how far you want 
the door to open and when, 
if applicable, you want hold-
open to take effect. In general, 
overhead holders are designed to 
function effectively from 85 to 110 
degrees. When conditions permit, 
it is recommended that the 
minimum degree of hold-open be 
set at 95 degrees to put the door 
handle, pull and panic hardware 
beyond the flow of traffic. 

3. Many door holders and stops 
require a door and frame 
reinforcement. Most door 
hardware manufacturers provide 
specific recommendations to 
prevent damage to a door. 

There are other items to consider 
when ordering an overhead holder 
and stop, but those considerations are 
manufacturer-specific. 

To save money, many look to smaller 
accessories to take care of stopping all 
of the doors in a building. However, it 
is not recommended to put a wall stop 
or a floor stop on a high-traffic door 
with a door closer. 

Remember that every tool has a job, 
and using the wrong one can cause 
great frustration. Door hardware is 
no different, and using the correct 
hardware in the beginning can prevent 
frustration for the building owner in 
the future. 

In the end, an addition like an over-
head stop has many benefits, not only 
for you but also for your customer. The 
overhead stop will protect the build-
ing from potential damage and save 
the building owner time, money and 
frustration in the future. An upfront 
investment on their end can lead to 
additional revenue for you and cost 
savings for them. The next time you 
are working on the doors in a building, 
remember to stop, think and save.  

about the author: Brian Marris is a Product 
Marketing Manager with Allegion U.S. He can be 
reached at Brian.marris@allegion.com.

Medium-duty surface 
overhead stop

Floor dome stop

Door stop
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WE MADE 
DIANE A DOOR 
HARDWARE HERO

INFORMED. IN STOCK. IN DEPTH.

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

Diane discovered 10 additional doors were added to the project. 

With the manufacturers requiring lead time to ship, Diane called 

Security Lock Distributors, who got the mortise locks delivered to 

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

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

SECURITY LOCK DISTRIBUTORS DELIVERED, 
SO DIANE COULD TOO.

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

SECLOCK0024_DH_OCTOBER_B.indd   2 10/2/14   4:39 PM



38 DOORS & HARDWARE £ FEBRuaRy 2015

I was proudly a Journeyman 
carpenter before I took off my toolbelt and 
became a project manager. There are few tips 
or tricks out there that most good carpenters 
don’t already know, but I do have a number 
of remedies that I have counted on in the past 
that are worthy of sharing. 

First, however, it is important to note 
that these tips I am offering may not be 
endorsed by the Hollow Metal Manufacturers 
Association (HMMA) and are provided only 
as tried and true options. In short, they are 
“true-world” solutions, not “perfect-world” 
solutions. I am speaking specifically to the 
securing of a welded frame that presents 
problems when conditions are not optimal.

One problem I encountered in my time as a 
carpenter is that sometimes a welded frame 
arrives with punch and dimpled anchoring, 
and some or all of the three anchors on each 
leg end up falling into a space that will not 
take a good anchor. In this scenario, a few 
possible solutions come to mind. 

First, I see if I can locate enough solid spots 
in the existing wall capable of taking a hefty 
screw. I then drill my own holes exactly where 
the fastening proves best, countersink each hole, 
shim it, then hammer drill into the cement and 
sand the screw hole. Usually in such circum-
stances I use a number 14 flathead with a ¼” 
plastic shield or a metal lag bolt, but feel free to 

improvise and use that which is on hand. 
Once the frame is secure and the door fits, 

the remaining steps are simple. Grind the 
exposed head flush, bondo over it, and apply 
primer. It will look like it grew there naturally. 
Do not go cheap on the caulking—a good 
caulk can hold the frame for years, even if the 
screws no longer can.

A second option is to pin the head and the 
legs and simply glue in the expansion bolts 
that were to hold the legs but that fall into 
voids for show. This method requires the 
carpenter to screw up into the lintel or, if you 
think you cannot properly tap it, go straight 
through the lintel into the block above it. 

The same steps listed previously should 
be followed when cleaning it up: grind the 
exposed screw head flush, bondo over it, and 
apply primer. That pins the head. You’ll need 
to make a set of reverse angles that you fasten 
to the bottom of each leg and then down into 
the slab, covered up by a saddle or flash patch. 
It is crucial before doing the finish work to 
make sure to hang and fit your door first. Then 
you can feel secure about the installation and 
pack up knowing that it is not going anywhere. 
Please note: This method is not acceptable for  
a fire-rated opening. Manufacturers' guidelines  
for the installation of fire-rated frames must  
be followed at all times.

Securing a Welded Frame 
in Less-than-optimal Conditions

h o w  T O

by Scott Foley
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A second problem I have run into on occasion is 
when I have to move (or cut) a strike into an exist-
ing frame when I am in the field. When you have 
to secure the opening before you leave, take a 4⅞” 
strike out of the lock box you recently installed, get 
your T-square out, and set your strike edge backset 
at 1⁹⁄₃₂” (or just copy the backset off another strike in 
the immediate area). Trace the lines of the strike onto 
the frame, centering the latch hole with the lock latch. 
The best tool to cut the frame in this situation is your 
die grinder; it is fast and accurate, and cement will not 
stop it, unlike a jigsaw. 

Following these steps, cut just inside each line; then 
proceed to cut out the entire strike section you just 
traced out. Now you have the cutout for your strike. 
Put the 4⅞” box combo reinforcement slip into the 
jamb with a strike loosely screwed into it, locate the 
proper position, tighten it down so it’s not moving 
around, weld it in place at the top and bottom through 
the face of the frame into the reinforcement, and grind 
it smooth. A little bondo may be required. Prime it, 
and you will have a factory-quality prep in the field. 

If you don’t have a welder, instead of welding the 
reinforcement in, you can easily drill into it, coun-
tersink the drilled holes, screw three staggered 12/24 
flathead screws in, grind the heads flush with the 
frame, and again bondo, sand, and prime to a factory 
finish. Be aware that cutting in a strike in the field will 
void any fire label, and your frame will need to be 
field-inspected again to be a certified labeled opening. 
Please note: This method is not acceptable for a fire-rated 
opening. Manufacturers' guidelines for the installation of 
fire-rated frames must be followed at all times.

I miss the feeling of finishing a project at the end of 
each day—the accomplishment I felt in knowing that 
what I did that day will still be standing 10, 20 or 30 
years later. It has been eight years since I took off my 
belt, and when I pass by buildings I worked in, I still 
cannot help but tell my wife, kids or whoever is will-
ing to listen to me babble that day, “My doors are still 
hanging there.” 

about the author: Scott Foley is a Project 
Manager with L.I.F. Industries, Inc., of Port 
Washington, N.Y. He can be reached at  
SFoley@LIFI.net.

what to do when punch and dimple anchor  
preps fall into pockets or voids

standard method to field-prep a h.m. frame for a 47⁄8” strike
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Field Modifications of  

Fire Door Assemblies
fIre door labelIng has been 
in practice for nearly a century in the United 
States and Canada. Throughout that time, 
however, people have been modifying labeled 
doors and their frames, sometimes to the 
detriment of the opening. Most modifications 
occur as a result of a change in building use 
or occupancy type or because of the changing 
needs of the building’s occupants.

Common fire door and frame field modifica-
tions include cutting doors for vision lites 
and louvers, retrofitting electric strikes, and 
carrying out preparations related to installing 
latching and access control devices. These 
modifications are performed by individuals 
from a wide variety of trades, depending on 
when in the building’s life cycle the changes 
are made. These include carpenters, door 
service companies, security professionals, 
building custodians and handymen, all with 
various levels of expertise when it comes to 
doors and hardware. 

Questions and concerns about modifications 
are often posed to the certification agencies 
and the door or frame manufacturers about 
how an opening can maintain its labeled fire 
rating and what alterations are permissible to 
an already-rated product. Modifications occur-
ring in the field and outside a shop or factory 

further complicate the decision-making 
process for the manufacturer or testing agency 
and for the Authority Having Jurisdiction 
(AHJ) responsible for overseeing the project.

To begin, it’s important to understand field 
modifications as they relate to the codes from 
a historical perspective, then to understand 
the current status of field modifications, and 
finally to address future topics concerning 
modifications in the field.

The Past
Traditionally, manufacturers and certifica-

tion agencies have turned to NFPA 80, Standard 
for Fire Doors and Other Opening Protectives, for 
advice on field modification questions, as NFPA 
80 has become the trusted word on what opera-
tions are permitted in the field and what must 
be done in the factory. The 1995, 1999, 2007 and 
2013 editions of NFPA 80 are uniform in their 
various clauses under the General Limitations 
section and, later, the General Requirements 
section of the standard, all of which describe 
which operations that are expected to be 
performed on a swinging-type fire door under 
a manufacturer’s inspection service and which 
operations may be done in the field. While 
many in the industry have these sections 
memorized, a refresher may be helpful. 

h o w  T O

by Matthew Schumann
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Procedures typically permitted in the field per NFPA 
80 include the undercutting of wood and composite 
doors up to ¾ in. (19 mm) at the bottom of the door, the 
addition of protection plates, the installation of surface-
applied door hardware (which is focused on drilling 
round holes through the face of the door to accommo-
date through bolts, spindles, etc.), holes for mortise lock 
trim and spindles, and holes for listed door viewers.

Door preparations that have typically been limited 
to factory inspection make up a much longer list and 
include the machining and reinforcing of doors for 
locks, hinges, concealed closers, lites and louvers, and 
the application of laminate faces, cladding and astragals; 
all of this must be done under the label service of the 
door manufacturer. 

Recent editions of the International Building Code (IBC) 
parallel the field modification requirements described in 
NFPA 80. The 2006 and 2009 editions of the IBC contain 
language in Section 715.4 that requires a fire door or 
shutter to be installed in accordance with the require-
ments of Section 715 of the IBC and the requirements of 
NFPA 80. This means that a fire door installation must 
comply with all applicable requirements described in 
NFPA 80 for a side-hinged door, including frame instal-
lation, hinge spacing, and specific alterations that can be 
carried out in the field, such as hardware preparations 
and undercutting. With a simple reference, NFPA 80 
became an enforceable document for code compliance 
in the IBC.

The Present
In the 2012 edition of the International Building Code, 

a new paragraph 716.5.7.1.1 was added to the section 
on opening protectives that covers fire doors, fire shut-
ters and fire windows. This paragraph includes code 
language requiring the cutouts for lite kits and louvers 
to be done under the auspices of a third-party inspec-
tion agency. While explicit on the lite and louver cutout 
arrangement, this section does not include allowances 

for the creation of other preparations, mortises or 
reinforcements. 

However, this omission does not mean that the code 
is quiet on this topic, as Section 716.5 maintains code 
language similar to that in the 2006 and 2009 editions, 
in which products still need to comply with the latest 
edition of NFPA 80, as well as Section 716 of the 2012 
IBC. This reference means that field modification and 
jobsite preparations are still limited to those items 
described in NFPA 80, but it does allow for some relief 
in the form of recent changes to NFPA 80 starting with 
the 2007 edition and continuing with the 2013 edition.

The changes that were implemented with the 2007 
edition of NFPA 80 are described in paragraphs 5.1.5.2.1 
and 5.1.5.2.2, which make it possible for field modifica-
tions to be proposed to the laboratory whose label is 
attached to the door for a formal decision to be rendered 
by the laboratory on whether the modifications should 
be permitted or not. The changes also permit the 
laboratory to allow modifications to occur without a 
field examination from the labeling agency if the modi-
fications are judged to not affect the fire rating of the 
assembly. 

As NFPA 80 was revised, further clarity and instruc-
tion were included; the 2013 edition contains even more 
information on field modifications. A new paragraph 
now allows for a certification laboratory to do an 
evaluation of a modified assembly when the original 
manufacturer is no longer in business. In addition, para-
graphs 5.1.4.1 through 5.1.4.3 contain clear wording to 
make sure that the machining or door changes outlined 
under paragraph 4.1 for appurtenances do not need to 
be circulated to the labeling agency for approval. This 
additional information about field modifications was 
included in the greatly expanded Care and Maintenance 
sections of the 2007 and 2013 editions of NFPA 80 
because many modifications come as the result of 
repairs being made to a fire door. 

Another interesting change to the 2013 edition of 

In the 2012 edition of the International Building Code, a new paragraph 
716.5.7.1.1 was added to the section on opening protectives that covers fire 
doors, fire shutters and fire windows.
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NFPA 80 concerns glazing. NFPA 
80 now requires that all new wood 
doors must have listed and labeled 
glazing installed in either a listed 
and labeled vision lite kit or in 
accordance with the door’s listing, 
and this glass must be installed 
under the inspection service of the 
door manufacturer. This addition 
was requested by wood door manu-
facturers to ensure that the best 
possible glazing installation would 
occur in their doors and that only 
the proper materials would be used.

With the creation of the 2007 and 
2013 editions of NFPA 80 and the 
NFPA references contained within 
the 2012 edition of the IBC, limited 
field modifications are now permis-
sible when reviewed and approved 
by the labeling agency. This is not 
necessarily a green light to modify, 
but it does allow for some increased 
flexibility for the door or frame 

manufacturer and for the distribu-
tor to address minor problems 
quickly before they become larger 
than the fix itself. 

The first step to any project is for a 
door industry professional looking at 
a field modification project to contact 
the original door or frame manufac-
turer. The manufacturer will then 
make contact with the certification 
agency for review of the proposed 
modification. The manufacturer will 
also provide feedback as to whether 
the modification will impact the 
rating of the door assembly or if it will 
affect the manufacturer’s warranty. 
This feedback can help determine the 
steps that will be needed to make the 
modification or repair.

For any field modification proj-
ect, the local AHJ should also be 
contacted by the door industry 
professional so that a thorough 
discussion about the work can 

occur. The benefit of this early 
engagement is that all parties 
involved will know what require-
ments an AHJ may have for the field 
modification work. This conversa-
tion can also provide guidelines 
as to what documentation will be 
needed by the AHJ. 

This is an important step, as there 
are jurisdictions that will not permit 
field labeling to occur and that do 
not allow changes to be made at 
a job site. When this happens, it 
usually results in replacement of 
the door or frame, which often ends 
up being the most cost-effective 
way to resolve the problems found. 
Discussions with the local authori-
ties involve more work by the door 
industry professional, but they 
could prevent unneeded steps and 
potential problems later.

The labeling agencies also offer 
various field services for the review 

The head of this hollow metal frame has been altered with the 
addition of new tabs and cut-outs to accommodate shear locks 
being installed on both leaves of a door pair. This is one of the most 
commonly requested modifications for frames, since hardware tabs 
and reinforcements may not be located or prepared correctly for the 
final hardware being used. This modification was checked by a testing 
organization at the request of the people who made the changes.

The header of this frame has been modified to include a dust box 
and tabs for the attachment of a shear lock or other electronic 
device to be mounted above the doorway. In this modification, the 
contractor requested a field evaluation of the work done and has 
painted the frame with primer to prevent corrosion from occurring.
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control since the focus is to maintain 
all swinging doors in a building. 
Further changes to the field modifica-
tions sections of both NFPA 80 and 
NFPA 105 will probably be at least 
another three to four years away, 
as the next edition to be approved 
in 2015 does not contain changes to 
those paragraphs. 

Proposed revisions to the next 
edition of NFPA 80 will provide 
greater clarity on specific Care 
and Maintenance topics such as 
the methods of filling holes left in 
doors and how those holes are to be 
defined. The new edition will also 
include additional explanatory mate-
rial within Appendix A to define 
in NFPA 80 what is meant by field 
modifications, as well as examples 
of field modifications, examples of 
component replacements, and consid-
erations that should be undertaken 
prior to undercutting a door.

While the trends are slow and 
steady, more time and effort is being 
spent these days on the care and 
maintenance of fire doors. Thus, 
the topic of field modifications will 
continue to be discussed as revisions 
for future versions of the IBC and of 
NFPA 80 and 105 are considered. 

about the author: 
Matthew Schumann is 
the Industry Manager 
for Fire Resistance and 
Containment Products 
at UL, which includes 
fire doors and fire door 
hardware. Schumann has 
been employed by UL for 

more than 14 years, with areas of expertise in fire 
doors, glazing products and hardware. 

of openings, which can be used 
to provide third-party oversight 
for projects in the field while also 
potentially providing an on-site 
evaluation of the work done to a 
door or frame for the manufacturer, 
building owner or contractor. 
These services can include labeling 
openings where labels are miss-
ing by working with the original 
manufacturer of the door or frame; 
the laboratory can also provide 
an evaluation mark if the product 
meets the criteria established for the 
evaluation program. 

Field visits may also be required 
by the testing agency when the 
modification is judged to potentially 
affect the fire rating or the label of 
the product. These services may 
also be required by AHJ if that 
authority feels that additional 
oversight is required or if it is not 
comfortable accepting the work 

without additional comment  
from a testing laboratory.

What Does the Future Hold?
What is the future for field 

modifications of fire doors as they 
pertain to the codes? For the next 
few years at least, the trend will 
probably stay on the same course, 
as the forthcoming 2015 IBC does 
not contain any new language 
permitting field modifications or 
field labeling, with the content stay-
ing similar to the previous three 
editions. 

For NFPA 80, there are mini-
mal changes concerning Field 
Modifications, but more impor-
tantly, the same information has 
been added to NFPA 105 for smoke 
control assemblies to keep parity 
between the two documents, 
regardless of whether the open-
ing’s purpose is for fire or smoke 

This frame was modified on-site to include a dust box with a 
conduit fitting in the head of the frame. The spot-welds are 
still visible on the frame face, showing where the box was 
attached to the frame. This work was done prior to installation 
of the frame, as the spreaders are still attached. As building 
owners seek to control access through openings and improve 
security in spaces, dust boxes and conduit fittings have become 
commonly added components to existing door frames. 
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ascendIng The sTeps of old poInT 
National Bank’s new corporate headquarters and 
full-service branch in the City of Hampton, 
Va., visitors are first greeted by custom-made, 
balanced doors from Ellison Bronze. The doors 
are more than a simple entranceway into a 
bank; they represent Old Point’s strong embrace 
of its past and confidence in its future.

Photos courtesy of Ellison Bronze

c a s e  s t u d y

By Mark Graves

HOw An 

EnTRAnCEwAY 

BRInGS THE PAST 

InTO THE FUTURE

Custom Doors  
Pay Homage to Bank’s  
20th-Century Aesthetic
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A Commitment to History
Long before opening its 54,000-

square foot six-story headquarters 
at 101 East Queen Street in 2014, Old 
Point National Bank had humble 
beginnings. In 1923, the first Old 
Point opened as a single counter in 
a Phoebus, Va., confectionery store. 
After 91 years, Old Point has grown 
into a nationally recognized bank 
that features 18 different branches 
and 55,000 ATMs. 

In 2010, driven by a commitment 
to the preservation of local history, 
Old Point National Bank brought 
archaeologists onto the site of its 
future headquarters to conduct a 
voluntary excavation before break-
ing ground.

The archeological dig proved 
more than successful, as archeolo-
gists found more than 1,000 unique 
artifacts dating as far back as the 
17th century. Several of the exca-
vated artifacts are now featured 
in the lobby of the new Hampton 
location, and the building’s vintage 
style pays homage to Hampton’s 
early American origins as a seaport 
town. In addition to acquiring local 
artifacts, Old Point was awarded 
the Outstanding Preservation 
Research Effort by local nonprofit 
Preservation Virginia for its 
commitment to the preservation of 
local history. 

Old Point even contributed its 
own unique piece to emphasize 
its dedication to the company’s 
history—a 12-ton steel vault door 
that was purchased by the company 
in 1924 and was used at the compa-
ny’s first location.

Entering the Future,  
Remembering the Past

The building opens with two 
pairs of custom Ellison balanced 
doors and framing. One pair of 

doors is featured at the main front 
entrance, while an identical pair is 
located at the rear entrance. 

When constructing the custom 
balanced door system, Ellison 
combined a traditional design with 
modern technological capabilities. 
Each door blends monumental stile 
and rail construction with traditional 
early 1900s aesthetics, including 
bronze grillwork and large, circular 
discs. The discs measure four inches 
in diameter by one-half inch thick 
and are applied to the perimeter of 
both the exterior and interior door 
faces. This style is similar to what 
was seen prominently on company 
doors when Old Point was first 
founded. The surrounding bronze 
framing is equally impressive and 
era-specific, featuring a four-lite 
arched transom with a single lite 
sidelite at each side of the doors, all 
set into the stone opening.

Ellison’s balanced doors provide 
an elegant statement in the bank’s 
entrance, offering heavy and 
durable yet effortless function. A 

balanced door features an inset 
pivot point at two-thirds the width 
of the door, creating a balance that 
distributes the weight so the door 
requires little force to open. The 
inset balancing point allows for 
an easier open force, even against 
external winds and internal build-
ing stack pressure. The custom 
door and frame construction with 
a #4 satin lacquered finish fuses the 
bank’s traditional appearance with 
the company’s modern outlook. 

For modern technology, one 
door leaf in each pair is outfitted 
with Ellison’s overhead concealed 
PowerNow power operator. This 
power operator allows for the 
doors to be mechanically opened 
by patrons when it is necessary, 
such as to accommodate the needs 
of the physically challenged. It also 
facilitates ease of movement for 
non-physically challenged patrons 
who may have difficulty entering 
because that are maneuvering large 
items such as delivery dollies or 
baby strollers.

When constructing the 

custom balanced door 

system, Ellison combined 

a traditional design with 

modern technological capabilities. 
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An additional consideration for 
power operation is the system’s abil-
ity to accommodate smoke evacu-
ation andallow fresh air to enter. 
Power operation can be functionally 
synched to a building’s fire control 
system. When triggered, the door 
automatically opens and remains at 
its full 90-degree hold-open position 
until manually reset. This facilitates 
safe human traffic during a fire and 
also provides better external transfer 
of smoke and influx of make-up air.

Grand Opening of a Marquee 
Entrance

In May 2014, Old Point National 
Bank officially opened its new head-
quarters in downtown Hampton. 
To give patrons an understanding 
of Old Point’s commitment to both 
its history and its future, custom-
made Ellison balanced doors act 
as the point of first contact. Cast 
from bronze and featuring simple 

yet unique detail work, Ellison’s 
balanced doors further Old Point 
National Bank’s 20th-century 
aesthetic while providing the 
longevity to last far into the 21st 
century.

In addition to Ellison Bronze 
and Henderson Incorporated, 
other members of the Old Point 
project team included Lyall 
Design Architects, Walker & 
Laberge Company, Quinlivan and 
Associates, and Old Point Financial 
Corporation.  

about the author:  
Mark Graves is the 
president of Ellison 
Bronze, Inc. He has 
more than 30 years of 
experience in the general 
construction, architecture, 
and manufacturing 
industries and has spent 

25 years of his career manufacturing custom 
balanced doors with Ellison. He can be reached 
at mgraves@ellisonbronze.com.

Each door blends 
monumental 
stile and rail 
construction with 
traditional early 
1900s aesthetics, 
including bronze 
grillwork and large, 
circular discs. The 
discs measure 
four inches in 
diameter by one-
half inch thick and 
are applied to the 
perimeter of both 
the exterior and 
interior door faces.

Doors & Hardware is always looking 
for informative, educational case 
studies that discuss new technology, 
new products and problem solving. 
Publishing an article in the only 
magazine devoted exclusively to 
the architectural openings industry 
establishes you and your company as 
subject matter experts. Authorship 
allows you to share best practices, 
gain peer recognition, and enhance 
communication among industry 
professionals.

Case studies are extremely popular 
with our readers. Companies are 
permitted three case studies per 
year, and product and company 
names may be used in the article.

To submit a case study, or if you 
have an article suggestion, email 
Managing Editor Denise Gable at 
dgable@dhi.org.

Call  
for Case 
studies
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DECoDED:

From the well-known blog 

idighardware.com,  

Lori Greene brings some 

much-needed clarity to 

codes.

Calculating the egress 
Width of Door openings

by lorI greene, ahc/cdc, fdaI, fdhI, ccpr

COMMON QUESTION WHEN REPLACING DOORS AND HARDWARE DURING 
a renovation is whether one leaf of a pair can be fixed in place or whether 
an opening can be eliminated completely. It’s risky to make this decision 

without consulting the Authority Having Jurisdiction (AHJ), but it is helpful to 
understand some of the factors that could affect the location, size and quantity of 
required exits before preparing your request for the AHJ.

Generally, the International Building Code (IBC) requires each space to have at least 
two exits or exit access doorways, and Chapter 10 states, “It shall be unlawful to alter 
a building or structure in a manner that will reduce the number of exits or the capacity of the 
means of egress to less than required by this code.” But the required number of exits/exit 
access doorways may be increased or decreased depending on several factors:

■ For rooms or spaces with a low occupant load, one exit may be acceptable. 
For example, Table 1015.1 in the 2012 edition of the IBC allows a single exit for 
Assembly, Business, Educational, Factory and Industrial, Mercantile, and Utility 
occupancies with an occupant load of 49 or less. 

■ For larger spaces in these use groups with an occupant load of more than 49, a 
second exit is required. 

■ For spaces with a high occupant load, the IBC requires additional exits—a min-
imum of three exits for any space with an occupant load of 501 to 1,000, and four 
exits if the occupant load is more than 1,000. 

■ Consult the code for information specific to your project, as there are several 
exceptions to these requirements.

Section 1005 of the 2012 IBC covers Means of Egress Sizing, including sizing for 
stairways and “other egress components”—doors, gates, corridors, aisles and ramps. 
The required egress width for these other components of an egress route is calcu-
lated by multiplying the occupant load served by the egress capacity factor:

■ For buildings without a sprinkler system and emergency voice/alarm communi-
cation system, the egress capacity factor is 0.2 inches per occupant.

■ For H (High Hazard) and I-2 (Institutional—typically hospitals and nursing 
homes; refer to the code for the full definition), the egress capacity factor for 
doors is 0.2 inches per occupant. 

■ For other use groups (H and I-2 excluded) with a sprinkler system and emer-
gency voice/alarm communication system, the egress capacity factor for doors is 
0.15 inches per occupant. 

A
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For example, if the occupant load of a non-sprinklered 
space is 300 occupants, the required egress width of the 
exits or exit access doorways serving that space is 300 
occupants x 0.2 inches per occupant = 60 inches. So the 
egress doors serving that space must have a total of 60 
inches of clear width. This doesn’t mean that an equal 
pair of doors providing 30 inches of clear width each is 
sufficient because of the requirements for multiple exit 
locations and minimum clear width (read on).

To determine the egress capacity of a door, or how 
many people a door will accommodate, divide the clear 

opening width of the door by 0.2 inches per occupant or 
0.15 inches per occupant (see previous page to choose 
which factor to use). For example, if a door in a non-
sprinklered building has a clear opening width of 32 
inches, the egress capacity of that door would be 32 
inches / 0.2 inches per occupant = 160 occupants. 

The clear opening width of a door is measured from 
the face of the door with the door open 90 degrees to the 
stop on the strike jamb of the frame. For pairs of doors, 
the clear width of the active leaf is measured from the 
face of the door to the removable mullion or to the edge 
of the inactive leaf in the closed position. To calculate 
the egress width of the entire opening for a pair without 
a mullion, measure between the faces of both doors 
when open to 90 degrees.

If you  are looking at a door on a set of plans rather 
than measuring the clear width of an existing door, the 
exact clear opening width can vary slightly depending 
on the hinges or pivots. But a rule of thumb to find the 
nominal clear opening width for a single door hung on 
full-mortise hinges is to take the frame opening width 
and subtract half of the hinge width, the hinge backset, 
and the height of the stop on the strike jamb. So for a 
3-foot door that is hung on 4½-inch-wide hinges with a 
¼-inch hinge backset and a ⅝-inch stop, the calculation 
would be 36 inches (frame opening width) – [(2¼ inches 
(half of the hinge width) + ¼ inch (hinge backset) + ⅝ 
inch (frame stop)] for a total of 32⅞ inches of clear width. 

Remember, doors in a path of egress and doors on an 
accessible route are typically required to have a clear 
opening width of at least 32 inches. In some cases, this 
required width is increased for doors in healthcare 
facilities, or it may be decreased for some existing doors. 
For pairs of doors, at least one leaf is required to provide 
the 32-inch clear width unless the applicable code or 
standard contains an exception that allows an alterna-
tive. The IBC also includes a limit on the maximum 
width of egress doors—doors in a means of egress may 
not be more than 48 inches wide.

There are additional factors that may affect the size 
and location of egress doors, such as limitations on 
travel distance and the common path of travel, as well 
as the requirement for exits to be remotely located from 
each other. These requirements will be covered in the 
next edition of “Decoded.”  

about the author: Lori Greene, AHC/CDC, FDAI, FDHI, CCPR, is the  
Manager of Codes and Resources for Allegion. She can be reached at  
Lori.Green@allegion.com or online at iDigHardware.com.

Egress Capacity Factors

The method used by NFPA 101, Life Safety Code, to 

calculate egress capacity is the same, but the egress 

capacity factors vary slightly from those of the IBC:

■   For non-sprinklered healthcare occupancies, the 

egress capacity factor is 0.5 inches per occupant.

■   For occupancies with high-hazard contents, the 

egress capacity factor is 0.4 inches per occupant.

■   For all other occupancies, the egress capacity 

factor is 0.2 inches per occupant. 

NFPA 101 no longer limits the maximum width of egress 

doors—past editions limited the width to 48 inches.
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r e a l  o p e n i n g s  t h e  G o o d ,  t h e  B a d ,  t h e  u G ly

have pictures you’d like to share? email your high-resolution pictures (300 dpi or higher) to denise Gable at  
dgable@dhi.org, or mail them to denise Gable, dhi, 14150 Newbrook dr., suite 200, chantilly, Va 20151.  
Be sure to include your name, descriptions of what the photos show, and where you were when you took them!

Photos Courtesy of Mark Berger

It’s time for more red doors. In the u.S., we have adopted red as the  
official color of our exit signs. Making the door red also calls more attention to it. 
So why do so many red doors have life safety issues? Here are a few that I have seen.

By Mark BergerRed Door Photos

Electrical Room

I drove by this one, pulled the car over, and had 
to take a better look. There’s advice on the sign 
for the fire department on how to fight the 
fire in this electrical room. an electrical room 
with two padlocks on a gate covering the exit? 
What could be more unsafe? But take a closer 
look at the door handle—it’s a piece of rope!

Red Slide Bolt

Blocking the exit sign is the least 
serious offense at this opening. The 
slide bolt blends in beautifully with the 
door. But there is too great a risk that 
someone could leave it in the bolted 
position. It’s an outward swinging 
door, so there’s no reason not to have 
an exit lock or exit device installed.

Floor Stop 
and Chair

are exit doors always 
magnets for chairs? 
Here’s another one in 
a famous New york 
restaurant. Looking 
beyond the chair and 
into the stairwell, 
I discovered the 
flip-down doorstop 
illegally installed on 
the fire-rated door.
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the images shown here are not intended to reflect upon any specific manufacturer or products, but are intended 
to help build awareness around the everyday code violations that occur in buildings over time, despite our 
members’ best efforts to provide solutions to secure the life safety and security of the building occupants.

No Entrance Pair

Readers of this column have seen 
many variants of the “No Exit” 
sign taped to an exit door. Here’s a 
new variation on the theme: a “No 
Entrance” sign above the exit device.

Ballpark Tour

This isn’t quite a red door, but it was 
a very red experience touring this 
baseball stadium on a wintry November 
day. I couldn’t separate the infield 
from the outfield, as they were both 
covered with snow. I searched for 
emergency exits along the tour, and 
virtually every one I saw resembled 
the one in this photo. There’s our guide 
unlocking the padlock to let us out.

Padlocked Pair

Our family loves discovering 
places where the locals eat when 
they travel. This is a top Mexican 
restaurant in the atlanta region. 
It has lots of celebrity pictures 
adorning the walls. Funny 
enough, we were seated at a 
table where a neighbor of ours 
happened to be in the picture with 
the far-more-famous celebrity. 
Small world. Not so funny was the 
padlocked exit door behind us.
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 c o r p o r a t e  a c c e s s

By Jason Bader

You Only Coast One Way
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M 
ANY OF US PRIDE 
 ourselves on the sheer 
volume of tasks that we 

accomplish in a work day. From 
dawn until dusk, we overcome 
challenges, remove barriers, and 
drive through another day. Without 
a doubt, we produce a flurry of 
activity worthy of any beehive 
reference.

With all this output, our orga-
nizations should be growing at 

breakneck speed. Unfortunately, 
the sheer volume of work does not 
always produce the kind of financial 
results we are looking for. We work 
harder than ever, but are we really 
getting smarter? If we want to see 
results, we have to quit obsessing 
over completing tasks and focus on 
solving problems. 

As the title of this article implies, 
many of us coast our way through 
the work day. Don’t get me wrong, 

managers are not sitting at desks 
playing solitaire or meander-
ing down the black hole that is 
Facebook, but people tend to coast. 
Again, the volume of tasks is not 
the problem. Executives are busy. 
Answering phones, responding to 
email, and attending meetings are 
all important. But do they really 
move the needle? 

Are You Too Busy to Get  
Anything Done?

By doing all of these activities, 
we tend to avoid the meaningful 
projects worthy of our attention. 
Instead, we tend to coast our way 
through the daily firefighting regi-
ment so we can feel good about an 
honest day’s work. It’s time to quit 
rolling downhill and start climbing 
the up mountain. 

Procrastination is not an unfa-
miliar concept to me. Several of my 
editors probably have an opinion on 
this. I was an eleventh-hour madman 
when it came to term papers or finals 
in college. Why do today what can be 
put off until tomorrow? 

Sadly, that type of mentality 
tends to follow you into the profes-
sional world. Again, I don’t want to 
suggest that anyone here is lazy, but 
people often fill time with activities Ph
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of lesser importance. The small 
transactional stuff gets done, but 
the really big, meaningful projects 
tend to remain in a place called “the 
future.” 

Several years ago, I ran across a 
book that had a profound impact on 
my level of output. Eat That Frog! 21 
Great Ways to Stop Procrastinating and 
Get More Done in Less Time, by Brian 
Tracy, has been a bestseller since it 
was published in 2001. I picked it 
up because I thought the title was 
intriguing and a bit repulsive at the 
same time. The title comes from an old 
expression, and I am paraphrasing: 
“If you eat a live frog in the morning, 
you can go through the day knowing 
that it is probably the worst thing 
you are going to have to do all day.” 
Essentially, do the hardest things first, 
and everything else gets easier. 

As I dove into the simple wisdom 
behind Brian Tracy, I began to 
research some of his other offerings. 
Believe me, there is no shortage 
of Brian Tracy information on the 
World Wide Web. I found several 
YouTube videos exceptionally 
amusing. In spite of some of the 
more dreadful video productions, 
a majority of his concepts really 
resonated with my desire to work 
smarter, not harder. 

Develop a Day-End Routine
This is one of those concepts that I 

find applicable to so many different 
levels of management. It also works 
great with field sales personnel. 
When we get extremely busy, some 
of our commitments tend to slip 
through the cracks. We may have 
written them down, but we didn’t 
make a plan to take action. How 
many of you have awakened in the 
middle of the night thinking about 
something you needed to follow 
up on? I know that I have. To avoid 

these nocturnal panic attacks, we 
need to take time to mentally close 
out the previous day. 

A day-end routine can incorporate 
several elements. For this discus-
sion, let’s just focus on creating a 
task list. Before you leave work, 
carve out 20 to 30 minutes of quiet 
time. Sit down and make a list of 
all the things that need to get done 
tomorrow. Just doing this simple 
gesture will help with that whole 
losing sleep aspect of management 
that nobody told you about. Try 
this for a week, and see if you start 
getting more things accomplished. 

By writing out the tasks, do you 
find more time in the day? It has 
been my experience that when I 
take the time to write out the things 
I want to accomplish and review 
my appointments for the next day, I 
tend to expend less energy accom-
plishing the work. When I know 
what I have to do, my stress level 
decreases. 

Prioritize Your Tasks
The next step to becoming more 

productive is to rank your list of 
tasks by level of impact. When you 
started working off the list you 

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

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

LEAD LINED MATERIALS 
FOR X-RAY PROTECTION

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

•  Neutron 
Shielding Doors

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

•  Lead Drywall 

•  Lead Plywood 

•  Lead Bricks

Visit us at our website WWW. ACCURATESHIELD.COM

Many Items in Stock for Immediate Shipment.
CALL FOR DETAILS: 800-336-5371 • 847-639-5533 
FAX: 847-639-2088  EMAIL: ACCSHIELD@DLS.NET

It has been my experience that when I take the time to 
write out the things I want to accomplish and review my 
appointments for the next day, I tend to expend less energy 
accomplishing the work.
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We Know Insurance Details! 

TrusT.   As members of the Institute, DHI has your 

company’s best interests at heart. DHI and its 

strategic partner will work to meet and exceed all 

of your insurance needs. The program offers a full 

range of insurance coverages including: Property 

and Casualty, Directors and Officers, Employment 

Practices Liability, and Professional Liability.

With the DHI-Sponsored Insurance Program, 

we can provide you ways to lower your risk through 

customized insurance policies and risk education. 

The DHI Board of Governors approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

Like most other small to mid-sized 

businesses, our daily focus is in our core 

competencies. When we need insurance 

help we lean on the folks at Telcom.

We have a lot of options today, 

and let’s face it, we’re all challenged 

to exceed the expectations of our own 

customers. Telcom has worked hard 

to earn our business and solve our 

problems. They asked the questions to 

truly understand our business in order 

to build a program that fit our needs.

—Greg Lunde, President 

Builders’ Hardware & Supply Company, Inc.

DHI-SponSoreD InSurance program  ★  aDmInIStereD  by tISc

Peter J. Elliott, CPCU – President & CEO  •  800/222-4664  Ext. 1086  •  email: pje@telcominsgrp.com

6301 Ivy Lane, Suite 506, Greenbelt, MD 20770   •  Fax: 301/474-6196

created the night before, did you 
find yourself wanting to bang out 
the quick little tasks first? I know I 
did. There is a sense of satisfaction 
in checking items off the list. That is 
our brain telling us that more work 
is better work. Unfortunately, by 
doing the little tasks first, we often 
run out time for the high-impact 
items on the list. 

Go back to the Eat That Frog! 
concept. If we really want to become 
productive, we need to eat the 
“biggest, baddest frog” on our list 
first and then take on the tadpoles. 
During your day-end routine, take 
the time to assign a ranking to your 
list. Mr. Tracy suggests an A, B, C, 
D and E methodology. “A” items 
are those that have a high impact 
on your work and also carry the 
most consequence if you fail to 

complete them. “B” items also have 
a high impact but carry a lesser 
consequence. “C” items are items 
that are good to do but don’t have 
much impact on your work either 
way. “D” items are those that should 
be delegated to others. This is really 
hard for some managers. If you 
want to become more productive, 
you must work at your pay grade. 
If you are a $35-per-hour employee, 
do $35-per-hour work. Let others 
take care of the $15-per-hour tasks. 
Finally, an “E” item is something 
that you should eliminate. Do you 
run a report that no one, includ-
ing yourself, reads? Perhaps you 
shouldn’t be doing it anymore.

To make a meaningful impact, 
tackle those “A”-level tasks first. For 
me, that means writing an article, 
drafting a proposal, or working 

on a presentation. For you, it may 
mean creating a job description for 
the next member of your team or 
putting together a perpetual dead 
stock plan. Making sure that a truck 
is being loaded right is something 
others can handle. 

Bang out those “A” and “B” tasks. 
That is what managers are paid 
to do. If you are having difficulty 
prioritizing tasks, go seek guidance 
from your boss. I am sure that he 
or she will have some thoughts on 
the matter. If you are the top dog, 
perhaps you should give me a call.  
I am always here to help. 

about the author: Jason Bader is the managing 
partner of The Distribution Team, a firm special-
izing in helping distributors become more profit-
able through strategic planning and operating 
efficiencies. He is a regular speaker at industry 
events and coaches distribution companies. He 
can be reached at Jason@Distributionteam.com. 
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Dupuis, David R., AHC, FDHI
Hildebrand, Stephen R., FDHI
Strauss, Charles J.

affiliateD organiZations
($5,000)
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(up to $2,000)
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DHI Canada
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SuPPOrter LeveL
Manufacturer (up to $2,500)

Accurate Lock and Hardware Co., LLC
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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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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.
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 



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

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

58 DOORS & HARDWARE £ FEBRuaRy 2015

Corporate

NGP Hires Sales Agencies
National Guard Products announces the 

hiring of two new independent sales 

agencies: Belcher South Marketing, Inc. 

for Alabama and Mississippi and the 

Hughes Agency for Washington, oregon 

and Alaska. Both independent agencies 

bring a wealth of experience and value 

to the NGP brand. 

Celebrating 80 years in business in 

2015, NGP is a premier manufacturer of 

commercial thresholds, weatherstrip, lite 

kits, louvers and glass. For more informa-

tion, go to www.ngpinc.com.

ASSA ABLOY acquires Digi Electronic Lock 
in China, Silvana and Metalika in Brazil
ASSA ABLoY has signed an agreement 

to acquire Digi Electronic Lock, the lead-

ing digital door lock manufacturer in 

China. Digi Electronic Lock has a history 

dating back to 1995 and has about 620 

employees. The head office and factory 

is located in Guangzhou, South China. 

The transaction is subject to regulatory 

approval. 

ASSA ABLoY has also signed an agree-

ment to acquire Silvana, a leading lock 

company, and has acquired Metalika, 

a leading steel fire door company, 

both located in Brazil. The acquisitions 

significantly increase the Group’s 

footprint in Brazil. Silvana, established 

in 1964, is located in Campina Grande, 

Paraiba, in northeastern Brazil. Metalika, 

established in 1999, is located in Sao 

Paulo, Brazil. Together they double ASSA 

ABLOY’s existing presence and add 

approximately 410 employees.

Farpointe Moves to Expanded,  
More Efficient Facilities

Farpointe Data has relocated its offices 

to a new facility located approximately 

10 minutes north of the former head-

quarters. The new location features 

a larger, more proficient layout that 

lets Farpointe add new manufacturing 

equipment and increase its production 

and inventory capabilities.

The new address is 1376 Borregas Ave., 

Sunnyvale, CA 94089-1004. Telephone 

and fax numbers stay the same: 408/731-

8700 (phone) and 408/731-8705 (fax).

Surelock McGill Opens First  
Office in the U.S.
Surelock McGill, a high-security door 

hardware manufacturer based west of 

London, UK, has opened its first office in 

the U.S. in Lexington, Ky. The office will 

handle sales, distribution and technical 

support for North America.

Surelock McGill Group is Europe’s 

leading company in specialized locking 

solutions. The group designs and manu-

factures products for markets requiring 

high-level forced entry, fire, blast, and 

ballistic protection. For more informa-

tion, email info@surelockmcgill.com.

 

produCts

STANLEY Security Empowers  
Customers with eServices 2.0
STANLEY Security announces the official 

launch of its significantly augmented 

eServices 2.0 platform, now commer-

cially available to customers. eServices 

2.0 was initially released in beta to select 

STANLEY customers earlier this year and 

has been continually enhanced based on 

direct customer feedback to bring the 

platform to its current state. 

eServices 2.0 provides real-time trans-

parency on customers’ security systems, 

including intrusion, video surveillance, 

access control, fire detection and inte-

gration, offering full, mobile visibility 

and business insight. By providing real-

time visibility and aggregating all system 

data onto a single online interface, users 

can efficiently view and manage system 

activity, including control over open/

close and arm/disarm activity, detailed 

alarm incident reports, unscheduled 

activity, fire inspection oversight, test 

operations and more.

For more information on STANLEY 

Security’s new eServices 2.0 platform or 

to sign up, visit www.stanleycss.com.

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

New hire? New product? New 

website, service or catalog? 

Share this information with 

both Doors & Hardware and 

IndustryWatch readers.  

Email a 150-word text 

description and  

high-resolution photo to 

dgable@dhi.org.
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classified advertising in

contact: Kara Burgess
email: classifieds@dhi.org

call: 703/766-7029
visit: www.dhi.org

For classified advertising 
rates, deadlines, and 

other information:
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AS A DISTRIBUTOR, yOUR REPUTATION IS DEEPLy TIED TO 
your performance at every interaction with your customer. 
Every order or project can potentially redefine your value 
and effectiveness with your contractor or end user. 

Being a distributor, you are often managing six to 10 (or 
more) product lines and different vendors for each product 
on every project, often juggling 10 to 30 projects at various 
stages of completion at any given time. It is easily possible 
for you to be responsible for managing 300 orders with 
various manufacturers on any given day. Even in a perfect 
world, the job of the door and hardware distributor is 
extremely demanding. (Kudos to you in these roles!)

Every good distributor has a style, a philosophy, or a 
way of doing business that has gotten them to where they 
are now. When asked, “Why do your customers do busi-
ness with you?” most respond with words like “service,” 
“dependability,” and “relationships.”

Regardless of what that reason is, these ideals strongly 
play into your operating practices and therefore your busi-
ness persona and reputation. With your reputation on the 
line with every order, great distributors must have great 
vendors to be successful. 

So what steps can you take to ensure that your vendor 
partners will help protect and enhance your business repu-
tation and help you in your difficult role as a distributor?

Philosophical alignment – Your vendors’ operating 
practices and values need to match your operating practices 
and values. To accurately gauge, consider your alignment 
in these areas:

 ■ Importance of keeping commitments
 ■ Method of handling questions and issues
 ■ Ability to “make things happen” as needed
 ■ Speed of response on quotes, orders, returned phone 

calls, etc.
 ■ Process of order fulfillment—partnership approach or 

simply ship what is ordered
 ■ Communication throughout the ordering/project process
 ■ Availability and quality of technical support

The more closely your suppliers match your business 
principles, the clearer your customers will perceive your 
unique value. Additionally, the closer your values align 
with your vendors’ (and customers’), the easier it will be for 
you to do business together.

Ease of doing business – Does dealing with this person/
company cost you more time or save you time? Here are 
some critical things to consider about vendors and your 
valuable time:

 ■ Will they accept an order in your standard format?
 ■ Can you call and quickly speak with a knowledgeable 

person when needed?
 ■ Do they quickly acknowledge or ask questions upon 

receipt of your order?
 ■ Do you quickly receive a confirmed price and ship 

date?
 ■ Will you have to follow up to ensure that material is 

shipped on time?
 ■ Are you required to review (and take responsibility for) 

order acknowledgements?
 ■ Do they send shipping acknowledgements with carrier 

and tracking information?
 ■ Can you order and move on to your next task, or will 

you have to mark your calendar to follow up to make 
sure the details of your order are correct?

With your demanding schedule, you are looking for all of 
the help you can get. 

Price – Does your final price equal the value received? 
As a good distributor, you must always balance the costs 
of delivering the current project on budget while doing 
what is required to bring the project in on time to keep you 
and your contractor looking good. Your next order usually 
depends on a happy contractor/customer. 

A good vendor will do things like review your orders to 
make sure you get what you really need, combine orders to 
save freight costs, and offer a wide array of products so that 
you can get more items from a single-source manufacturer 
to reduce shipping costs. As Warren Buffet puts it, “Price is 
what you pay. Value is what you get.”  

about the author: Steve Adams is Vice President  
of Sales with HMF Express, LLC, and a 30-year  
industry professional. He can be reached at  
sadams@hmfexpress.com. To share your tips  
and product knowledge with the community,  
tweet to @HMFExpress or find HMF Express  
on Facebook.

c l o s i n g  t h o u G h t s

Choosing the Right Vendor Partners

By Steve Adams



MIDWEST WHOLESALE HARDWARE

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

Introducing a new look for

What you need, when you need it.

www.midwestwholesale.com

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

800.821.8527
Electronic security that 
secures more business.

Schlage® NDE wireless locks with ENGAGE™ technology open up a whole new 
business opportunity: more doors. With NDE wireless locks, you can o�er your 
clients the benefits of electronic access control in interior spaces. NDE wireless 
locks easily integrate with leading access control systems and are compatible with
most smart cards, proximity cards or aptiQmobile™ credentials. Installation is 
simplified with a standard cylindrical door prep, which means no drilling for you 
and less disruption for your clients. All of which leads to increased operational 
savings, client satisfaction and, of course, market share.
 
Learn how to secure more doors at allegionengage.com 
or call us at (888) 366-0991.
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or call us at (888) 366-0991.

For a limited time purchase two NDE 
series with ENGAGE technology 
and receive a $25 AMEX gift card, 
purchase three for a $50 AMEX gift 
card, visit midwestwholesale.com 
for more details.
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