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As a leader in the North American custom hollow metal doors and frames industry with more than 40 years of experience, 
you can trust that National Custom Hollow Metal is equipped to handle your custom and engineered projects 
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Changes Ahead for DHI
By Jerry Heppes Sr., CAE

New DHI President Bob Maas provides an 
update of DHI’s plans in his feature article, but 
I’d like to address these plans from a different 
perspective. While developing the plans for 
our technical education, we decided to shift 
from education focused primarily on becoming 
an AHC, CDC or EHC, to providing  
valuable education throughout one’s career, 
with earning credentials as a secondary, but 
still very important component.  
This is a subtle but important distinction 
because the mindset change enables us to 
change several critical policies that are pre-
venting our members from taking advantage 
of our education. We recognized that a 20-year 
veteran of the industry might like to take a 
refresher course on detailing and is prohibited 
because we require that they complete multiple 
prerequisite courses, as if they were pursuing 
their certification.  
The next area we tackled was our credentials. 
The distribution channel has shifted regarding 
specification writing, and we found that our 
certification program was losing relevancy. 
The core DHI credentials require acumen in 
specification writing, and yet, many, distrib-
utor personnel are performing critical roles as 
estimators, detailers and project managers, and 
we don’t have a certification to recognize their 
expertise. We will now!
Also, many distributor personnel have great 
expertise in providing estimating, detailing 
and project management for smaller, less com-
plicated projects and need to be recognized. 
Whether an intermediate certification is the 
end of one’s journey or a stepping stone to 
advanced certifications, it is an excellent con-
cept and will be introduced in the next year.
In addition, we will launch an entry-level rec-
ognition that can be earned online and within 

six months. This certificate program will help  
a new employee learn the technical basics 
along with the importance and complexity  
of our industry.
We will, of course, continue to recognize and 
promote our current credentials in addition to 
those we will launch in 2016. The new creden-
tials will be more relevant to today’s market 
needs, more readily achievable, and will 
encourage a career in this industry.
“This is my Dad’s DHI.” Regarding our tech-
nology, some members of the younger genera-
tion now active in the industry refer to DHI  
as their father’s organization. In our focus 
groups, they tried to find something good to 
say, but in reality, our system is antiquated 
when compared to today’s technology. So the 
Board approved funds to “leap forward” to 
the future with our online experiences.  This 
completely new experience will launch in the 
summer of 2016.
Our current membership structure is limited 
and a “one-size fits all.” The feedback we 
received concerned our value proposition and 
the lack of options. That limits our touch  
and discourages many from engaging. The 
answer? A new membership structure to 
launch in the next 18 months that provides 
options and value.
So, with all of these changes, why not rebrand 
DHI? Why not create a brand that is about our 
members? That is exactly what we will intro-
duce in January—a brand that showcases our 
members. All of these changes will add up to 
an exciting 2016—stay tuned! 
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TOP NOTCH DISTRIBUTORS, INC. is a proud distributor of ASSA ABLOY brands.

KNOCK, knock.

Dozen.

WHo’s ThEre?

Dozen WHO?

Dozen everyone 
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one call to Top Notch 
solves all your 

hardware problems?

800.233.4210 
TopNotchInc.com 

• Exit devices
• Door closers
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• Locksets
• The list goes on and on ...



Faces

DHI MEMBER SINCE: 1990 (corporate member);  
2014 (individual member)

OCCUPATION: Project Manager/Estimator,  
Island Pacific Distributors, Inc.

CHILDHOOD AMBITION: Lawyer

FIRST JOB: I started “working” for the family business, 
Island Pacific, when I was nine years old. I started off 
filing, shaving Medeco keys and cleaning the office on 
the weekend. In high school and college, I took over 
responsibility of accounting and human resources 
which allowed me to pay my way through college at the 
University of California, Santa Barbara.

WHAT LED YOU TO OUR INDUSTRY? You could say 
I was born into the business. My mom and dad started 
Island Pacific in 1978 and the family business provided a 
great opportunity to move home to Hawaii.

PROUDEST PROFESSIONAL MOMENT: Being the 
first and only woman in Hawaii to be an Architectural 
Hardware Consultant (AHC). I took my first DHI class in 
1997, so it was a huge accomplishment for me to finally 
take the exam 18 years later and pass.

BIGGEST CHALLENGE: Juggling working for a family 
business and raising our daughters, all while trying to 
maintain my health living with Type 1 diabetes.  

GUILTY PLEASURE: Sweets (or carbs) in any form, fruit, 
bread, sweets, etc.; I do my best to avoid them!

FAVORITE BOOK/MOVIE: I don’t have a true favorite 
book or movie, as I tend to enjoy what I am reading, or a 
movie I’m watching, and then move on to the next one.

MENTOR: My parents, Leon and Barbara Wolfley. My 
dad, with his ability to work with architects, contractors 
and building owners from beginning to end, furnishing 
product; all while developing amazing lifelong friend-
ships. My mom is the one that makes sure each project 

is successfully and efficiently furnished, in a timely 
manner. She has an amazing ability to problem solve, 
making sure our customers are happy with our service.

BEST ADVICE YOU EVER RECEIVED: I wouldn’t say it’s 
advice, but part of quote from Charles Swindoil: “Life is 
10 percent what happens to me and 90 percent how I 
react to it; we are in charge of our attitude.”  

BEST ADVICE YOU NEVER RECEIVED: I wish someone 
would have encouraged me to take the AHC exam 
immediately after completing AHC 1–4 courses!

HOW HAS YOUR INVOLVEMENT WITH DHI SUP-
PORTED YOUR CAREER GOALS? Living in Hawaii has 
the disadvantage of being so far away from education 
opportunities offered on the mainland. We can’t just 
drive to a seminar or class. The online courses allowed 
me to attend classes and not have to be away from 
work for more than a week.   

Do you know a DHI member  
you would like to nominate  
to be spotlighted in Faces?
Submit your nominations to Paige Horton  
at phorton@dhi.org, and we’ll take  
care of the rest!

Kim Conner, AHC
ISLAND PACIFIC DISTRIBUTORS, INC.

6      NOVEMBER 2015      DOORS & HARDWARE



MUTO.  OUR NEW MULTIFUNCTION  
MANUAL SLIDING DOOR SYSTEM 
—
 

MUTO – the new manual sliding door system for increased creative scope in interior design. 
Whether for wood or glass doors, it offers a space-saving, elegant, and quiet solution. Convenience 
features include a self-closing option, a door position status indicator, and DORMOTION damping 
mechanism. Available in single or double (Synchro) panel configurations, MUTO is easy to install 
and designed to impress. For more info, visit go.dorma.com/slidingdoors or call 844-SPECNOW.

COMING SOON. www.dorma.com
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In 1981, I was selling cigarettes for R.J. Reynolds Tobacco 
in southern Florida—my first job out of college. In the 
year that I held that job, I discovered two things: I really 
liked sales. I didn’t like the product I was selling. 
I decided to return to my hometown of Erie, Pa., and soon 
after applied for a position with Fenestra Corporation, 
a local manufacturer of steel doors and frames. There, I 
discovered the category of product I could sell with en-
thusiasm—the type of products that matched my interests 
in design and construction, in manufacturing and fabri-
cation, and in how things fit and work together. In terms 
of my career development, I guess you could say the rest 
was history.
With a metropolitan area of about 280,000 people, 
Erie is located in the extreme northwestern corner of 
Pennsylvania on the southern shores of the Great Lake of 
the same name. The area, midway between Cleveland and 
Buffalo, is also home to two other manufacturers in our 
industry, Burns Manufacturing and General Partitions. 
The region has a rich natural and cultural history. 
The origins of the word Erie can be traced to the Eries or 
Eriez tribe of Native Americans who were also known 
as The People of the Panther, giving Lake Erie its earliest 
known name of Lac du Chat, French for Lake of the Cat.
Erie is known as Pennsylvania’s Flagship City as home 
port of the Brig Niagara, which played a prominent role in 
the Battle of Lake Erie in the War of 1812. The cry of Don’t 
Give Up the Ship, which could be a metaphor for the work 
ethic of those in the region, originated with Commander 

Oliver Hazard Perry as he led his crew on the Niagara to 
victory against the British.

A Bit of Background
My childhood was a happy one, growing up in a close 
family of four. When we lost our father to hereditary heart 
disease at the age of just 51, my mother, Eleanor, learned 
to drive and rejoined the workforce to support our family, 
including raising the funds for both my sister and me to 
go to college and graduate without debt. 
She worked full time as a retail sales clerk, well into her 
seventies. She was and continues to be an inspiration, 
blessed with good health, a strong sense of humor, and 
carefully dispensed wisdom. Now in her early 90s, she 
shrugs off attempts even to guide her by the elbow as she 
walks. She continues to live independently in the home 
she and my father built more than 58 years ago. 
My sister, Beverly, is the director of an occupational 
health service in Bangor, Maine. After long career with 
International Paper, Bev’s husband, Jerry, who is like 
a brother to me, now has his own consulting compa-
ny, auditing for ISO 4001, PSC, SFI, PEFC and RSPO 
certifications.
I began my studies at Penn State’s local college known as 
Penn State Erie, The Behrend College. I graduated from 
Pennsylvania State University with a bachelor’s degree in 
economics and a minor in finance. More than a quarter 
century later, I returned to school for an MBA from the 
Kelley School of Business at Indiana University-Purdue 
University Indianapolis, graduating in 2007.

INTRODUCING THE NEW DHI PRESIDENT, 

BOB MAAS
Bob Maas, Director of Key Accounts and Mechanical 
OEM Accounts for Allegion, introduces himself and 
talks about the future of DHI.
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It’s All About the People
When I joined Fenestra Corporation in 1982, I really 
thought that the job would be a temporary position until I 
could find an opportunity with a large national company. 
That’s when the power of mentorship and networking 
began to take hold. 
With the guidance of Fenestra’s Jerry Hughes and Dick 
Rectenwald, I became immersed in the door and hard-
ware business. The company was the best training 
ground one could have asked for in our industry. I had 
the opportunity to learn both the door (steel, wood and 
FRP) business and the hollow metal frame business, in 
terms of estimating, project management, production 
scheduling, and customer service. 
In 1988, I was named Northeast Regional Manager for 
Fenestra. While with Fenestra, many successful door and 
hardware industry members helped me advance both 
personally and professionally. Among those who were 
most influential in my early career were Harry Leckey 
of Kelley Brothers in Syracuse, N.Y.; Martin O’Toole, an 
independent representative working in upstate New York; 
and Henry Woods of Woods Associates, an independent 
representative in New England.
In 1995, when Fenestra was forced to close, I joined 
Republic Door and Frame, but for only a month as an 
opportunity arose that I could not pass up—becoming a 
regional manager for Steelcraft. When Steelcraft was sub-
sequently purchased by Ingersoll Rand in 1996, I rolled 
with the change, applying my sales expertise to an even 
greater range of products and services in our industry. 

Today, I continue to enjoy the world of sales and ser-
vice with the Allegion family of companies, where I am 
Director of Key Accounts (large multi-branch contract 
hardware distributors spanning multiple sales territories) 
and Mechanical OEM Accounts (aluminum storefront 
manufacturers.) 
For their mentorship and for their support of my partici-
pation in the Door and Hardware Institute, I owe a debt 
of gratitude to numerous members of the Ingersoll Rand/
Allegion family, most notably Tim Eckersley, President 
of Americas; Rick White, Vice President of Sales; Mark 
Vigren, Vice President Channel Led Business; Chuck 
Strauss, Vice President of East Sales; Barry Brisben, 
Vice President of West Sales; and Paul Piepenbrok, Vice 
President of Central Sales. These gentlemen and others 
have afforded me the opportunity to become an active 
participant and promoter of our industry association,  
and to arrive at the position of incoming president of DHI.
My current position with Allegion requires that I travel 
extensively throughout the United States, working with 
our local sales teams who work hand in hand with  
customers to provide the best possible door and hard-
ware solutions to the marketplace. Challenging though 
it may be to juggle the travel requirements of both my 
Allegion and DHI responsibilities, I think that my mobil-
ity will, in fact, continue to enable me to remain current 
in marketplace changes and trends while also actively 
participating in DHI. 

10      NOVEMBER 2015      DOORS & HARDWARE



Learning the Ropes
As President-Elect of DHI, I have had the opportunity to 
work with current President Barry Shovlin and Immediate 
Former President Mark Lineberger. They’ll be a tough act 
to follow, but I’m going to give it my best shot! The support 
that I have received thus far from our association has been 
tremendous, from not only our Board of Governors, but 
also Past Presidents Tim Petersen, Ken Metzler, Jim Tartre, 
David Neuner, and especially Dick Barnhard.
This past year as President-Elect, I have worked closely with 
DHI CEO Jerry Heppes and the association’s staff. Chairing 
a challenging Finance Committee meeting in August, and 
participating in a monumental Board of Governors meeting 
that followed, in which the stage for the future of DHI was 
being set, demonstrated to me the talent, dedication, and 
commitment that Jerry and the staff bring to the association 
and its service to members. Their efforts exceed my expec-
tations for a team that works closely to support the work of 
the volunteer Board of Governors.
My personal volunteer history with DHI dates back to the 
start of my career in the door and hardware business with 
Fenestra. The company fully supported DHI and encour- 
ages its employees to become active participants. 
I first began working with the association in 1993 as a  
member of the Exhibitor Advisory Council on which I  
continued to serve until 2003. Since then, my involvement 
with DHI has included participation on the following:  
Door and Hardware Editorial Board (2001-2002, 2008-2013); 
Door Security and Safety Foundation Board (2008-2011); 
Audit Committee (2009-2012); Conference and Expo  
Council (2009-2014); Board of Governors Nominating 
Committee (2009, 2015); Board of Governors (2011-2015); 
Awards Committee (2012); Finance Committee (2015);  
and Officers Nominating Committee (2015-2017).
I plan to attend as many meetings of the various  
chapters as possible. Currently, I am a member of both  
the Allegheny and Buckeye chapters. I cannot empha- 
size enough the need to boost the activities of local  
DHI chapters and support the delivery of industry- 
relevant education.

Why DHI?
I understand that many businesses in our industry may  
feel that the day-to-day demands of running their enter-
prises is more than enough; that they don’t have the abili-
ty to add another activity to their busy calendars. I  
get that; I really do. And yet there are reasons, both in  
the big picture and in managing daily operating challeng-
es, that membership in DHI makes good business sense. 
Being involved in the association keeps business own- 
ers and employees on top of important, ever-changing 
issues, trends and legislation within their marketplace.  

At the same time, DHI provides access to transformative  
education and credentialing that can give businesses a 
competitive edge. Then too, for many in our industry, 
membership in DHI opens up a world of networking 
opportunities and fosters camaraderie that can be both 
professionally and personally rewarding. 

Being involved in the association keeps 
business owners and employees on top of 
important, ever-changing issues, trends 
and legislation within their marketplace. 
At the same time, DHI provides access to 
transformative education and credentialing 
that can give businesses a competitive edge. 
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DHI members have the opportunity to serve in visible 
leadership roles within the organization; receive valuable 
newsletters and periodicals; and take advantage of mem-
bers-only events, seminars, conferences, and training, 
both online and in person. And even as involvement in 
DHI benefits members individually, the success and visi-
bility of the association sends a message to the customers 
and clients of our businesses that our industry is vibrant 
and ever-changing; that we are highly engaged in those 
developments; and that we are committed to staying 
ahead of trends and changes in our industry (as in codes 
and standards, for example). 
Volunteer support is, of course, critical to the future of 
DHI and its chapters, in its educational and event offer-
ings, and in providing vision and direction to new gener-
ations of young professionals joining our industry.

Five Priorities
In August, the association’s Board of Governors approved 
financial support of five priority initiatives—certification, 
education, membership, technology, and branding— 
all of direct benefit to the membership. All are seen as 
intrinsically linked to the future success of our associa-
tion. These initiatives are part of the DHI Strategic and 
Operational Plan that has been an evolving since 2012. 
Together, these five initiatives will enhance the DHI  
experience in the years ahead.

Certification
Certification by DHI validates to customers a member’s 
technical expertise in the door and hardware indus-
try. Going forward, DHI has plans to offer three tiers 
of recognition of technical expertise: Basic Technical 
Understanding (Level 1), Intermediate Technical 
Competence (Level 2) and Advanced Technical Expertise 
(Level 3). Hundreds of individuals in the industry may 
qualify already for these new levels of recognition, based 
on their completion of various coursework over the past 
several years.
The new tiered program will allow for industry members 
to receive recognition at various stages of their career 
development and technical expertise that are relevant to 
today and tomorrow’s market needs.
Those with existing credentials (AHC, CDC, EHC or 
AOC) will have the opportunity to transition into the new 
certification program without losing their current certi-
fications. Changes to the DHI certification program will 
include modernization of certification testing processes 
for improved student experience and greater efficiency 
and faster grading of exams.

Education
DHI educational offerings will continue to be updated 
and expanded with the goal of making all programs 
available, affordable, relevant, and user-friendly. A dedicated 
effort will be made to integrate offerings with the new 
credential programs and will continue to emphasize on-
line learning platforms, with expanded use of webinars, 
video, and animation to aid in learning.
Our plans in the educational arena are to continue to 
launch micro-learning courses, in addition to the deliv-
ery of five chapter programs this fall. A new Learning 
Management System is expected to improve registration 
for programs, recording student progress, requesting 
transcripts, and tracking continuing education points.

Membership Structure
DHI will explore multiple benefits and pricing options for 
individual and corporate members with a targeted launch 
in late 2016. The goal will be to create pricing based on 
member needs for education, certification, technical and 
management reports, and technical resources. 

Member Experience
The DHI website at www.dhi.org will be enhanced with 
improved shopping cart functionality, search engines, 
online rosters, directories and membership profiles. Most 
importantly, it will become mobile-friendly. Web-based 
association management software will also be upgraded 
to support all strategic initiatives, including the enhanced 
DHI website and the new Learning Management System.

DHI's Five  
Priority Initiatives

Certification

Education

Membership

Member Experience

Branding
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Branding
The DHI Board of Governors and staff all agree the asso-
ciation needs a new, clear image and message about what 
it is and what it offers, particularly to new generations of 
industry professionals. To borrow from the decades-old 
Oldsmobile slogan, “This Is Not Your Father’s DHI.” 
Rebranding the association will both support and be 
made evident in the changes in education, credentialing, 
membership structure, and enhanced technology. 
As we move into 2016, one of my goals for the year will be 
to work with current members to demonstrate to young 
professionals entering our industry the value that DHI 
can bring to them in their daily work, and, longer term, 
in their careers. We need to find ways to convey to those 
following in our footsteps that DHI is a changing organi-
zation, working to be more relevant, flexible and welcom-
ing. The current member structure of “one size fits all” is 
no longer viable for our future success.
I am honored to be part of DHI and look forward to 
working on your behalf introduce many positive changes 
in the coming years. I am pleased to be part of an organi-
zation and Board comprised of top leaders whose main 
focus is to provide life safety and security to our industry.
Stay tuned for the most transformative change in the  
history of our industry association—a new DHI! 
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AMBICO Limited is a family-owned 
manufacturer of engineered and 
decorative door and frame products 
that designs its products in Ottawa, 
Ontario, and manufactures them in 
Canada as well as under license in 
Seoul, Dubai, Riyadh and Doha. So it 
was quite an opportunity in 2012 to 
meet with the architect and design 
team charged with the development 
of the once-in-a-lifetime, $1 billion 
retrofit of the entire Parliamentary 
Precinct right in the company's home 
town, Canada's capital city.  
Ottawa is a stunning city which 
benefits from being the seat of 
federal government and the home 
of dozens of Canadian government 
departments. From the Parliament 
Buildings themselves built between 
1870 and 1930, to the Supreme Court 
of Canada, the Bank of Canada, the 

National Arts Centre and a multitude 
of other buildings, the City of Ottawa 
is made interesting by the many 
architectural styles incorporated into 
these grand structures.
Parliament Hill is located in the 
central core of the city and occupies 
pride-of-place between the Ottawa 
River and Wellington Street; arguably 
Ottawa’s most historical thoroughfare. 
Several years ago, the Canadian 
government set out to purchase all the 
independently-owned buildings on 
Wellington Street, which boasts the 
addresses of the city's focal properties. 
The gem of these acquisitions is an 
iconic structure, mere steps from the 
House of Commons and The Senate of 
Canada—the former flagship branch of 
the Bank of Montreal, now known as 
The Sir John A. Macdonald Building.  

THE SIR JOHN A. 
MACDONALD BUILDING
CLASSIC OTTAWA 
STRUCTURE 
MODERNIZED BY  
STATE-OF-THE-ART 
DOOR ASSEMBLIES
By Jack Shinder

Sir John A. 
Macdonald Building; 

the former Bank of 
Montreal Building, 
144 Wellington St., 

Ottawa, Canada

All photos courtesy of AMBICO Limited
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contingencies, as well as integration 
of state-of-the-art IT and multi-media. 
Approximately 600 private sector jobs 
were generated over the duration of 
the project between 2012 and 2015. 
In conjunction with the restoration 
of the former banking institution, an 
all-new atrium provided a transition 
between the original structure 
and what was formerly an outdoor 
courtyard and garden area. Although 
it was designed to meld with the 
modern classicism of the main 
structure, for the banking structure 
to retain its historical heritage 
designation, the two areas and their 
individual designs remained distinct.

Principals
Owner: House of Commons,  
Government of Canada

Design:  Archail NORR 
Architects

Construction Management:   
EllisDon Corporation

Distributor:  Upper Canada 
Security Hardware

It is situated at the heart of the Parlia-
mentary Precinct. It is because of its 
prime location that this structure 
alone was designated for a $100 
million renovation and retrofit. The 
building is now sitting, like a newly-
crowned beauty queen, waiting 
to host Parliamentary and Senate 
meetings and functions, international 
gatherings, special ceremonies and 
extraordinary state events.

AMBICO’s Expertise in  
Historic Buildings
AMBICO's expertise in restoration 
projects of this type has been well-
established globally, having provided 
state-of-the-art door and frame products 
for historic structures in Washington, 
Jerusalem, London, Dubai and 
Vancouver. In this instance in Ottawa, 
monumental STC 52 wood doors 
were designed to meet speech privacy 
requirements in 85-year-old halls. 
In one instance, they were designed to 
provide the unique requirements for a 
high-security meeting area nestled in an 
area of refuge that was both acoustically 
perfected for delicate talks between 
heads of government and physically 
impervious to terrorist attack. 
Bullet-resistant door and frame 
assemblies were required not only 
to meet the stringent requirements 
of UL 752 but the demanding 
requirements of the heritage architect 
and the unique decorative demands 
of the classic structure.

The Project
The construction management firm 
contracted to oversee this project 
included detailed pre-planning, 
consultant collaboration, architectural 
design, preservation architecture, 
seismic upgrading, new construction, 
restoration of the roof and the 
exterior, electrical, mechanical and 
life safety systems; and security risk 

This stone-clad assembly 
(“push side” view) is card 

reader-operated and 
seamlessly assimilates to 

the surrounding wall.
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The architect and the design team 
envisioned the incorporation of 
elements from the large marble and 
glass tellers’ area to the crush space in 
the new atrium. Marble was taken from 
the 1930's era structure and used in the 
new building, while stone was salvaged 
from the original structure and used on 
the new building's exterior.
Formerly the tellers and banking 
area, this view provides a perspective 
of this magnificent building which 
lends itself beautifully to formal 
gatherings and events. 

What AMBICO Supplied
AMBICO’s worldwide reputation for 
the manufacture and supply of door 
and frame assemblies, as well as the 
completion of landmark historical 
restorations such as the Victory 
Building in Winnipeg, Manitoba; 
the Eisenhower Executive Office 
Building in Washington, D.C.; and the 
Bronx Community College in New 
York City, made it a natural choice 
to supply the restoration doors and 
frame able to meet the demands of the 
project. These included: acoustic and 
bullet-resistant steel doors and frames 
and stone-clad doors and frames; 
acoustic steel doors; acoustic and 
bullet-resistant walnut veneer doors; 
and acoustic fiberglass reinforced 
polyester (FRP) clad doors.

Each door type presented unique 
challenges; every door and door 
assembly would be designed and 
manufactured to fit seamlessly into 
its historic context and exceptionally 
decorative surroundings. AMBICO’s 
engineering and design team met 
every challenge proposed by the 
architectural team, including:

 ö creation of custom frame profiles 
which were identical to those 
found in a heritage building

 ö design of doors, clad with marble 
or granite and engineered to meet 
the demanding modern security 
requirements integrated into the 
building standard

 ö modelling and fabrication of 
acoustic door panels able to 
integrate acoustic performance 
criteria while allowing for heritage 
architectural hardware

 ö designing and situating extra 
heavy duty hardware which 
was essential  to the successful 
installation of the door assemblies 
into existing openings and frames

 ö design and production of STC FRP 
doors, designed to fit perfectly 
with conventional fiberglass door 
and frame assemblies. 

The Performance-Rated,  
Stone-Clad Door Assemblies
AMBICO’s engineering team was 
also charged with the complex task of 
designing door and frame assemblies 
that integrated existing marble, 
slate and/or stone façades, while 
providing stringent acoustic and 
bullet resistance performance ratings. 
Among the challenges:

 ö The design would require 
coordination with existing frames.

 ö Relevant frames had to be located 
and examined and unique frame 
profiles created.

 ö The design would require the 
same stand-off on the stone side  
of the door as on the push side.

 ö Hinge design and hinge location 
were critical factors due to the 
weight of the door (in excess  
of 1200 lbs.), and importantly,  
not obstructing the opening  
when in the fully open position.

 ö Several of the door assemblies 
required an acoustic performance 
at STC 52, while the acoustic  
stone-clad doors required a  
Bullet Resistance Level I 
performance rating as well.

These acoustic door 
assemblies are 
slate-clad, designed 
to integrate with 
existing slate walls 
and are installed 
flush with the 
surrounding façade.
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Akron Hardware has carried SARGENT products since 1998.  Our history 
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AMBICO was pleased to play a role in 
the renovation of this beautiful and 
highly regarded heritage property 
in Canada’s capital. This project is a 
superlative example of the role played 
by door and frame assemblies, in a 
building of this stature, providing 
openings that meld seamlessly into 
uniquely patterned marble, granite, 
slate, wood paneling and other 
materials, which were chosen many 
decades ago by discerning architects 
and designers.  
The results are spectacular, unique 
and a testament to the collaborative 

spirit of architect, engineering and 
construction professionals and 
distribution, when required to work 
collaboratively with the precision 
and expertise of experienced 
manufacturing personnel. 

JACK SHINDER is 
President of AMBICO 
Limited. He can be 
reached at  
jshinder@ambico.com.

Acoustic wood veneer door assemblies

Fiberglass Reinforced  
Polyester Door Assemblies
AMBICO was also charged with 
the creation of STC doors to match 
new FRP doors from a third-party 
manufacturer and that were required 
for the back of the house. Although 
AMBICO had never manufactured a 
door with FRP veneer, and especially 
one that needed to provide STC 52 
acoustic performance, the company's 
engineers modified steel acoustic cores, 
designed new aluminum extrusions, 
coordinated with FRP composite 
manufacturers and successfully 
tested new STC product. The result 
was a seamless integrat-ion of impact 
resistance and acoustic performance.

Acoustic Wood Veneer  
Door Assemblies
AMBICO’s engineering and design 
team designed several wood veneer 
doors; all of which are performance 
rated to STC 52. Incorporating this 
acoustic level into doors in singles, 
pairs, with transoms and other 
surrounding features, provided the 
team with a number of challenges. 
Design time over an 18-month period 
was required to meet the architect’s 
challenging specifications for these 
doors openings.
The building design itself integrated 
levels or series of doors with “crush 
space” areas in between them, 
designed to insulate against sound 
transmission between open areas  
and meeting, event, and board rooms.
Adding to the complexity of design, 
the doors themselves included: pivots, 
located at tops and bottoms of the 
doors, with intermediate load-bearing 
pivots as well; concealed operators; and 
concealed, vertical cable exit devices.
The acoustic perimeter and bottom 
seals were fine-tuned to allow closing 
under almost no power and to ensure 
ADA compliancy.
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The way we see it, our job is to help you build your business. We are appreciative of the orders we get,  
not punitive about what we don’t. We’re National Guard Products, and after 80 years in business, we’re  
still hungry to serve you.

T R Y  U S  A N D  E N J O Y  E A T I N G  Y O U R  W O R D S .

The products you count on, the people you trust.
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When Ian Hendry looked at the doors of the 
state-of-the-art outpatient psychiatric facility 
he helped to oversee, he wanted to see an invi-
tation to recovery in a safe and caring environ-
ment. Instead, what he found was an ongoing 
maintenance and budget issue that didn’t seem 
to have a solution.
As Director of Security at Arkansas State 
Hospital (ASH), he knew how important it was 
to have strong doors to enhance privacy and 
safety. Unfortunately, it seemed as if installing 
new doors was doing nothing to solve the issue. 
As he recalls, “we would have doors that were 
installed on a Monday, and would be completely 
wrecked by Thursday of the same week.”
Only five years old, the facility’s doors were 
starting to look worn and beaten. Hendry 
began to wonder how he would maintain a 
sense of security for the hospital’s patients 
while still adhering to a tight budget.

HIGH-TRAFFIC DOOR DURABILITY 
Originally, the hospital had been fitted with 
wooden doors in the patient wing. However, 
the severe damage they suffered quickly 
proved that they weren’t durable enough to 

be a long-term solution. In search of a better 
answer, Hendry looked to Robb Strong of 
American Building Specialties (ABS). Strong’s 
initial recommendation was to try 14-gauge 
steel-stiffened doors.
However, to the surprise of both men, the new 
equipment was almost completely destroyed 
within 48 hours of their initial installation. 
Doors, frames, and hardware that were sup-
posed to last a lifetime needed replacement 
within a week at ASH. 
At that point, Strong realized his team was 
dealing with a unique challenge. “Doors at 
the Arkansas State Hospital get more abuse 
in one day than the doors at other facili-
ties endure in a year. Along with the high 
amounts of traffic, they are put under an 
intense amount of pressure. So, we started 
looking for different solutions.”
Of particular concern were the lock pockets on 
the steel-stiffened doors. Constant use would 
leave the top and bottom of the lock pockets 
prone to splitting. Once that splitting occurred, 
the pockets would have to be reinforced 
quickly or the door would cease to function.

ARKANSAS STATE HOSPITAL

MORE STRENGTH, 
LE SS  STEEL: 
INDUSTRIAL-STRENGTH DOORS  
WITHOUT THE EXTRA BULK

By Justin Lockhart
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These potential solutions included 
adding various types of reinforce-
ment to the doors themselves, as 
well as the surrounding structure. 
Hendry himself attempted to make 
the steel-stiffened doors more 
durable by adding one-quarter of 
an inch of Plexiglas to each frame, 
with the aim of reducing the kind of 
bouncing action that could wear on 
hinges and materials.
Despite these efforts, Hendry esti-
mates that ABS replaced some-
where around 360 of the 14- gauge 
steel-stiffened doors at the hospital—
more than a dozen a week—during 
an 18-month period. Eventually, 
he and Strong decided to look at a 
completely different product. In an 
effort to stop the endless cycle of 
buying, installing, and replacing 
doors around the facility, they began 
researching the Mesker No Visible 
Seam (NVS) door. 

A SEAMLESS ANSWER 
For obvious reasons, 

Hendry wanted ABS 
to find a door that 

wasn’t just strong, 
secure and 

durable, but 
also one 

that 

would have a durable lock pocket 
that could withstand patient abuse. 
Beyond the normal wear and tear 
found in any-traffic facility, ASH had 
the additional concerns of patients 
trying to force doorways open by 
ramming them with furniture. The 
staff faced a conundrum: regulations 
prevented them from bolting furni-
ture down, but the facility’s doors 
couldn’t survive for long under those 
conditions. 
In searching for new alternatives, the 
solid core of the NVS product stood 
out to Hendry. Not only did Mesker 
products have a reputation for being 
able to stand up to a heavy workload, 
but the patented NVS door’s fully 
welded seamless edge made it more 
aesthetically appealing while tripling 
the strength of a normal door. 
The weakest part of the door is often 
the seam. Temperature changes and 
constant use eventually cause putty 
to crack and break out of the seam, 
but with a continuously welded 
seamless edge, there is no seam, 
putty or filler. The NVS door also 
comes with a lifetime structural 
weld warranty which sounded ideal 
for the working environment at 
ASH.  Desperate for a workable solu-
tion, Hendry ordered more than 200 
new doors from ABS. 
Hendry and his staff at ASH noticed 
the difference almost immediately. 

Even though the Mesker NVS 

doors were lighter—they used an 
HMX 12 gauge door for their adult 
patient wing—maintenance and 
replacement issues began to dis-
appear. It turned out that, when 
it comes to doors and durability, 
strength is more important than the 
amount of metal in the door. 

A BIGGER OPENING
According to Hendry, the initial test 
of Mesker’s seamless doors was a 
huge success. 
“Before, we had doors that were 
wearing out very quickly,” he says. 
“However, a year after installing 
Mesker’s NVS doors, they were still 
in excellent shape. That’s when we 
decided to start replacing all of our 
wooden and steel stiffened doors 
with Mesker seamless models.”
That would prove to be no small 
task. There are more than 2,400 
openings at the hospital’s various 
network locations. More than 400 
new seamless models have already 
been installed, with plans to con- 
tinue the ongoing upgrades in  
the coming months as the state 
budget allows.
For Ian Hendry, the success of 
Mesker NVS doors in his facility isn’t 
about hardware, construction, or 
even a certain gauge of steel. Instead, 
it’s about saving time and money 
while making treatment centers more 
safe and secure. “The difference in 
labor and maintenance is incredible,” 
he says. “The NVS door has made 
my life easier.”
Finally, ASH staff can stop worrying 
about installing new doors and con-
centrate on the health and safety of 
patients. 

JUSTIN LOCKHART is Central Regional Sales 
Manager for the Mesker Openings Group. He 
can be reached at jlockhart@meskerdoor.com.

THE WEAKEST PART OF THE DOOR IS OFTEN THE 
SEAM. TEMPERATURE CHANGES AND CONSTANT 

USE EVENTUALLY CAUSE PUTTY TO CRACK 
AND BREAK OUT OF THE SEAM, BUT WITH A 
CONTINUOUSLY WELDED SEAMLESS EDGE, 

THERE IS NO SEAM, PUTTY OR FILLER.

A continuously welded  
seamless vertical edge  

will more than triple the 
strength of standard 

seamed-edge doors.
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The safety and security of a building is  
tested every day—each time a door is 
opened or closed. Ninety years ago, 
the Builders Hardware Manufacturer’s 
Association (BHMA) safely opened its 
doors for the first time, and has since been 
keeping schools, offices, homes—and, 
ultimately, North Americans—safe by 
managing standards, code and life safe-
ty regulations and other activities that 
specifically impact builders’ hardware. 
Most recently, BHMA introduced 
initiatives that will not only keep 
North American residential structures 
safe, but will also protect the envi-
ronment. Recognizing the grow-
ing importance of Environmental 
Product Declarations (EPDs) in the 
marketplace, BHMA developed and 
published in 2014 the first North 
American Product Category Rule 
(PCR) for builders’ hardware. 
The PCR is a common set of specific 
rules, requirements and guidelines for 
developing EPDs, providing manu-
facturers with a framework to analyze 
and report sustainability data about 
their products. The program establish-
es rules for many of the builders’ hard-
ware products covered by American 
National Standards Institute (ANSI)/
BHMA 156 standards.
PCRs are necessary for builders’ hard-
ware because they determine what 
data should be gathered and how it 
should be evaluated in a product’s 
life-cycle assessment (LCA), which is 
the next step in developing an EPD. 
An LCA is the process used to assess, 

quantitatively (according to the set of 
rules contained in the PCR), the envi-
ronmental impact associated with all 
the stages of a product’s life. 
The use of PCRs helps manufacturers 
to simplify and streamline the evalu-
ation of large amounts of data about 
their products, and eliminates some 
of the redundancy in the procedures. 
A PCR also ensures that the data col-
lected is analyzed in the same way for 
comparisons. PCRs provide guidance 
by offering rules for the manufactur-
ers of similar products when it comes 
to commencing a life-cycle analysis 
and producing an EPD. 

Residential Hardware Standards
Additionally, BHMA has recent-
ly launched another new industry 
initiative: residential hardware 
standards. These standards are the 
industry’s first consumer-facing lock 
standards: ANSI/BHMA A156.39-
2015 Residential Locksets & Latches 
and ANSI/BHMA A156.40-2015 
Residential Deadbolts. Both standards, 
published earlier this year after re-
ceiving approval from ANSI, establish 
performance requirements for prod-
ucts used in single and multifamily 
dwellings and include performance 
requirements and tests for durability, 
strength and finish. Each product 
receives a Good (C), Better (B), Best 
(A) rating in each of these categories 
to help homebuilders, do-it-yourself 
enthusiasts and residential contractors 
determine which products are ideal 
for their specific application(s). 

‘Green’ and Residential Initiatives  
Introduced As BHMA Celebrates 

90 Years of Service
Founded in 1925, the 

Builders Hardware 
Manufacturers 

Association continues 
serving member 
companies, their 

customers and the 
industry through 
active leadership. 

By Ralph Vasami
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process of applying for material allo-
cations; this necessitated the creation 
of another class of membership for 
those who wanted representation in 
Washington, but did not wish to con-
tribute statistics. Therefore, two class-
es of membership existed and, togeth-
er, they served the industry during 
the years of World War II. It wasn’t 
until the early 1960s that the HSMA 
Board of Directors sought a name 
change and ultimately renamed the 
organization the Builders Hardware 
Manufacturers Association. 

Leading the Way for Hardware 
Standards
BHMA began its involvement in the 
development of industry standards in 
1964, after an executive at the Federal 
Supply Service—who was charged 
with preparing federal specifications 
for builders’ hardware—noted that 
the industry’s current “specs” were 
written by people who were not hard-
ware trained and that they were re-
viewed only about once every eight or 
nine years. After this realization, the 

Federal Supply Service urged BHMA 
to draft proposed specifications and to 
submit them to Washington for adop-
tion as federal specifications.
At first, BHMA membership wrestled 
with what additional purposes the 
standards might serve, and how they 
should be published and distributed. 
To demonstrate that the standards 
BHMA sponsored were objective 
and fostered improvement of the 
industry’s products, the association 
researched a number of third-party 
organizations they could task with 
reviewing each standard. As a result, 
the American National Standards 
Institute (ANSI) became the vehicle 
for BHMA to obtain consensus recog-
nition of its standards. 
In the 1980s, this objectivity became the 
main reason that the Department of 
Defense (DoD) and the Federal Supply 
Service adopted the BHMA-sponsored 
ANSI Standards. The very first stan-
dard under the BHMA imprint was 
published in the 1970s: BHMA 101 for 
Butts and Hinges (followed by BHMA 
201 for Cabinet Hardware).

In conjunction with the launch of 
these new residential standards, 
BHMA will launch an exclusive resi-
dential label to be affixed onto BHMA-
certified products or packaging. A 
consumer outreach and educational 
campaign is currently in the works to 
raise consumer awareness about the 
benefits of purchasing certified hard-
ware and how to identify it. 
Today, more than 80 percent of all U.S. 
manufacturers of builders’ hardware 
are BHMA members. Together, these 
companies produce the vast majority of 
the hardware items used in the nation’s 
commercial and institutional buildings 
and are dedicated to the mission of 
protecting and securing the safety and 
common good of the general public. 

Origins
The PCR and residential standards 
programs are a testament to how 
much the industry has evolved since 
1925, when the roots of BHMA were 
first established. Originally known 
as the Hardware Manufacturers’ 
Statistical Association (HMSA), 
BHMA was formed by a group of 
volunteers and existed, primarily,  
to gather and distribute building 
hardware statistics. 
Shortly after its founding, a wide-
spread metal shortage overtook the 
United States. Phrases like, “They’ve 
got guts. Back ‘em with more metal” 
filled airwaves and quickly became the 
mindset of Americans at home during 
World War II. HMSA held a pivotal po-
sition when it came to the allocation of 
materials to hardware manufacturers. 
The events of the war took HMSA 
beyond statistical gathering to serving 
all hardware manufacturers in the 

Photo and illustration courtesy of BHMA

DHI and BHMA have enjoyed 
a strategic partnership 
for many years and BHMA 
Executive Director Ralph 
Vasami has served as 
Treasurer of the Board of 
Trustees of the Door Security 
& Safety Foundation.
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It wasn’t until 1982 that the BHMA 
Board of Directors elected to publish 
standards for outside consumption 
(only after the standards had been ap-
proved by ANSI), making the associa-
tion a small but significant accredited 
standards developer under the ANSI 
umbrella. Today, BHMA is the only 
organization accredited by ANSI to 
develop and maintain performance 
standards for locks, closers, exit 
devices and other builders’ hardware. 
The widely known ANSI/BHMA 
A156 series of standards describes and 
establishes the features and criteria for 
specific types of hardware products.
Eventually, around 1998, BHMA 
established the first third-party 

certification program for builders’ hard-
ware, launching the BHMA Certified 
Products Directory for locks, exit devic-
es, door closers, electromagnetic locks 
and hinges. This third-party certifica-
tion is required for a product to bear 
the “BHMA Certified” mark—ensuring 
that the product meets the ANSI/
BHMA standard. Today, the BHMA 
Certified Products Directory covers 23 
of the 38 standards and is available dig-
itally on www.buildershardware.com. 

A New Period of Industry 
Collaboration
Ultimately, the mid-1980s brought in a 
new period of industry collaboration; 
BHMA began to have joint meet-
ings with the Door and Hardware 

Institute, and became a participating 
association in sponsoring Hardware 
Industry Week and the National 
Hardware Show. 
Since its inception, BHMA has formed 
alliances with other associations 
such as the National Fire Protection 
Association (NFPA, 1980s), the Steel 
Door Institute (SDI, 1990s) and the 
National Association of State Fire 
Marshals (NAFSM, 2000s) in an effort 
to focus on general safety issues 
regarding educational institutions, 
health care facilities and structure ex-
periencing weather-related disasters. 

Conclusion
As times have changed, so too has 
the landscape of building hardware, 
codes and standards. BHMA certifica-
tion, regarded highly in commercial 
construction, will soon be applicable 
to an array of residential products. 
There is now a heightened awareness 
of the role hardware can play in ener-
gy efficiency and conservation in the 
industry and throughout the market-
place, and another set of guidelines 
(for products integrating electricity) 
may be developed in the near future. 
Despite inevitable changes that the 
passage of time can bring, one thing is 
certain—BHMA will continue its cur-
rent mission to ensure the quality and 
performance of builders’ hardware for 
the safety of all North Americans.  

RALPH VASAMI is 
executive director of 
the Builders Hardware 
Manufacturers Assoc-
iation. With a broad 
background in engi-
neering, business man-
agement, operations, 
finance and law, Vasami 

oversees all aspects of the association. He is also 
a pioneer in the window and doors industry, 
and was instrumental in setting up testing and 
standards for products, as well as the current 
industry certification program. 

The Builders Hardware Manufacturers Association (BHMA) is the sole organization 

accredited to develop American National Standards Institute (ANSI) standards for 

architectural hardware including locks, hinges, door closers, exit devices and other 

products. Standards typically have three performance grades covering strength, durability 

and security. To assure that the standards are adhered to properly, BHMA sponsors an 

industry-wide, third-party certification process consisting of these steps:

Manufacturers do not need to be BHMA members to certify their products.  The only products certified to feature the BHMA Certified Mark are listed in 
the online BHMA Certified Products Directory.  Remember to look for the mark.  Go to www.buildershardware.com to start the certification process.

Steps to Certification

APPLICATION
Manufacturer 

 reviews the Operational 
Manual, available on 
www.buildershardware.com, 

 files the certification applica-
tion and fee with BHMA.

1 TESTING
Manufacturer contacts a BHMA designated testing 
lab and has hardware tested to the specifications 
outlined in the published standard. Lab will provide 
pricing for testing.

Products are tested in some or all of these five areas:

2

CREATION OF LISTING
Upon completion of testing 
manufacturer

 files a proposed listing in accor-
dance with the guidelines as outlined 
in the BHMA Operational Manual,

 sends the testing report to BHMA.

3 AFFIRMATION
BHMA checks with the 
designated testing lab for 
affirmation of the 
proposed listing.

4

CERTIFICATION
Upon lab affirmation 
the listing is designat-
ed as CERTIFIED. 
Manufacturer product 

listing is then added to the online BHMA Certified 
Products Directory featured on the BHMA website 
www.buildershardware.com. 

Manufacturers are then permitted to use the 
certified logo — in accordance with the guidelines  
— on their packaging, website, advertising and 
marketing collateral. 

5 ASSURANCE
BHMA certified products are 
subject to periodic testing audits 
and compliance reviews to assure 
that the requirements of BHMA 
certification are maintained and 
that BHMA certified products live 
up to their pledge of protecting 
life, health and safety.

6

FINISH OPERATION CYCLING STRENGTH SECURITY

BHMA's 
certification 
process for 
architectural 
hardware.
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WHY SCHOOL 
ARCHITECTS ARE 

SWITCHING TO 

STEEL 
DOORS

By Jeff Wherry

Photo courtesy of the Steel Door Institute
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Why? Because steel is tough as…  
well, steel, and can withstand the 
flurry of abuse that kids unleash on 
doors every day. The old knock on 
steel doors was that they looked too 
industrial. Nowadays manufacturers 
offer custom finishes, stile & rail  
designs, embossments, and even  
elegant woodgrain stains to make 
them attractive. 

WHY STEEL?
Few places have doors more prone to 
abuse than schools. Kids throw their 
backpacks against them, bang on 
them, kick the doors open and slam 
them shut. Teachers and maintenance 
staff roll carts into doors and wedge 
them open with chair legs or broom 
handles. Steel provides superior resis-
tance to this relentless abuse because 
it is naturally strong and durable.
Steel’s inherent strengths make it the 
perfect door material for schools.
• weather resistance
• dent resistance
• easy to remove graffiti from prop-

erly finished door
• extremely hard to pry open when 

paired with appropriate hardware
• low cost of maintenance
Placing wood doors in such a high-
use, high-abuse area is wasteful. Much 
of the splinters and cracks that wood 
doors are so susceptible to are irrepa-
rable. When wood doors are repaired, 
it's often a laborious and expensive 
task. The same applies to aluminum 
doors. When they are repairable, they 
usually have to be removed and sent 
to a workshop. However, aluminum 
doors are often irreparable too be-
cause they cannot be reannodized.   
Steel doors are less likely to need 
repairs in the first place because they 

don't crack. Most damage that does 
occur can easily be addressed in the 
field by applying a filler material and 
some fresh paint. Graffiti can often be 
easily removed from steel doors too. 

SPECIALTY DOORS
Schools can also benefit from many 
of the specialty steel doors that are 
available. 
IBC 2015 mandates that new con- 
struction of schools in areas suscep-
tible to tornadoes—specifically those 
located in the 250mph wind speed 
zone—have storm shelters. Tornado-
resistant door assemblies required  
on these storm shelters must pass  
the testing requirements of ICC 500 
and be provided with a certified  
label of compliance. 
Many schools in the eastern U.S. but 
outside of ‘Tornado Alley’ already 
specify hurricane-resistant door 
assemblies to increase safety and min-
imize the risk of property damage. 
Many more will soon follow.
With the abundance of steel specialty 
products available, the possibilities 
are endless:
• Noise-reducing acoustic doors are 

ideal for classrooms, music rooms 
and quiet rooms.

• Steel fire doors are rated up to three 
hours, offering more protection 
than other door materials. They 
are often lighter than fire-rated 
wood doors too, and do not require 
through bolting the hinges or door 
closers—a common requirement 
for heavy fire rated wood doors.

• Wood-grained finished doors 
provide the durability and ease 
of maintenance of steel, with the 
appearance of wood.

• Hurricane-resistant assemblies have 
a variety of glass light, louver and 

Take a look at a nearby school and you’ll most likely 
see steel doors on the exterior. But you’d have to 
venture inside to spot the latest trend: more and 
more schools are opting for steel doors there too. 
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particular caliber of bullet that a door 
can resist (see table). For example, a 
level 1 door can stop three shots from 
a 9 mm; while a level 8 (AP) can with-
stand eight shots from a 30-06 rifle.
A level 3 door offers plenty of pro-
tection for most applications. Some 
people fall prey to the ‘more is better’ 
mentality and waste money by over-
specifying. Save money by choosing 
a more reasonable level of resistance. 
A level 8 door could easily cost eight 
times more than a level 1 bullet-resis-
tant steel door. 

WORK WITH A SECURITY 
CONSULTANT 
Even the most seasoned professionals 
benefit from working with security 
consultants. They are familiar with 
the codes, trends, and products that 
will help specify the appropriate door 
for the schools' needs. 
Security consultants can offer guid-
ance to help ensure that the entire 
plan makes sense. For example,  
a school recently being constructed 
requested bullet resistant doors  
and frames for a drywall application. 
Having a bullet resistant assembly in 
drywall can create a false sense  
of security and waste the school’s 
money. Security consultants are ex-
perts at helping people avoid 
these kinds of mistakes. 

ACCESS GRANTED
Between the hustle and bustle of 
school activities and staff turnover, 
mechanical keys are sometimes lost 
by faculty, posing a security risk. Steel 
doors are compatible with a variety 
of electronic access control hardware 
that is more secure and convenient 
than standard keys. The majority of 
electronic hardware is activated by 
codes or cards. 
• CODES – School staff enter a PIN 

to unlock certain doors. PINs can 
conveniently be created or disabled 
at any time.

• CARDS – Many schools require 
staff to carry around ID cards. 
Other than for identification, staff 

scan their cards to gain entry to 
locked rooms. Similar to PINs, ID 
cards can easily be activated and 
deactivated as necessary.

Retrofitting steel doors for electronic 
hardware is much easier than it is for 
wood doors. Steel lends itself to mod-
ifications; it can be punched or drilled 
and then filled and painted.  

APPEARANCE MATTERS
Aesthetics are undeniably an import-
ant factor when selecting doors. Some 
design professionals are under the 
false impression that all steel doors 
are plain. Fortunately, that isn’t the 
case. They can be shaped, painted, or 
finished to add an attractive design 
element to any classroom. 
Steel doors can be manufactured with 
vision lites of any size or shape, or 
with a stylish stile and rail design. 
They can also be custom painted to 
match any interior theme. 

SPECIFY STEEL
Many industry professionals have 
learned over the years that the 
strength and durability of steel doors 
makes them a perfect fit for education-
al facilities. Next time you’re inside  
a school, check to see if the doors  
are made of steel. If they are, the ar-
chitect or specifier was probably  
an "A" student! 

JEFF WHERRY has been 
Managing Director of 
the Steel Door Institute 
(SDI) for more than two 
decades. The SDI 
develops steel door and 
frames standards that 
are used for millions of 
buildings in the United 

States. SDI members are the only manufacturers 
that have been certified to ensure their prod-
ucts and processes meet SDI standards. Jeff can 
be reached at jjw@wherryassoc.com.

other options, while meeting hurri-
cane resistant building codes.

• Custom doors and frames allow 
unique design elements with the 
durability of steel.

• Stainless steel doors and frames are 
often used when a high-end ap-
pearance is desired or when rust or 
corrosion is a concern in areas such 
as cafeterias, pools or wash rooms.

CHOOSING THE RIGHT DOORS
In these times of ever-tightening 
budgets, the biggest driver of schools’ 
opting for steel is its longevity. Steel 
Door Institute member manufacturers 
have successfully tested steel doors 
to 10 million cycles per ANSI/SDI 
A250.4. 
Design professionals and school facil-
ity managers should keep strength, 
durability and safety in mind when 
choosing doors. For example, a Florida 
county has the following require-
ments for the doors in their schools: 
• windstorm-resistant exterior doors
• steel-stiffened core
• seamless edge
• compliance with ANSI A250.4 

Level ‘A’ criteria and tested to 
1,000,000 operating cycles and 23 
twist tests

Steel also offers extensive  
LEED credits due to it being  
100 percent recyclable. 

BULLET RESISTANCE
The threat of gun violence in schools 
is an unfortunate reality, but one 
architects are increasingly address-
ing when drafting plans for schools. 
Bullet-resistant steel doors can be  
an essential element of a school's sec- 
urity plan when gun violence may  
be an issue. 
Before specifying bullet-resistance 
steel doors, it’s important to un-
derstand their capabilities to avoid 
overspecification. 
Bullet-resistant doors are manufac-
tured at eight different levels, which 
indicate the number of shots from a 
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THE BENEFITS OF 

ARCHITECTURAL 
FINISHES 

FOR VARIOUS VERTICAL 
MARKET ENVIRONMENTS

By Mike McCoy

When facilities are forced to withstand harsher 
climates and volatile weather conditions, select-
ing door hardware and exit devices to endure 
the elements without the need for constant 
repair and replacement can be a significant chal-
lenge. Often, these facilities must meet a wide 
range of durability qualifications and aesthetic 
specifications when choosing hardware and pro-
tective finishes—to create an environment that is 
at once secure and visually appealing to visitors 
and staff, while still remaining as cost-effective 
as possible to the institution. 
In the door and hardware manufacturing indus-
try, the most beneficial solution available to aptly 
comply with the design and durability demands 
of facilities in these types of environments—but 
one that is unfortunately too often overlooked 

Photos courtesy of STANLEY Security, PRECISION

It is not uncommon for exterior-
facing door hardware and 

exit devices that have been 
manufactured with a true 

architectural finish to last at least 
15 to 20 years, or the expected 

life of the product. 
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in favor of cheaper knock-off hard-
ware—is the integration of true 
architectural finishes in all decora- 
tive hardware, kick plates and  
exit devices.
The American National Standard for 
Materials and Finishes (ANSI/BHMA 
A156.18-2012) dictates, “Materials 
and finishes [should] contribute to 
building sustainability through their 
verified durability,” and also provides 
comprehensive guidelines on the 
recommended base materials that 
should be used with a broad spec-
trum of relieved and satin finishes. 
Each of these industry recommen-
dations is listed to maximize the life 
cycle longevity of both the hardware’s 
usability and aesthetic. 
For instance, for a clear-coated, bright 
brass finish, ANSI/BHMA standards 
recommend a base material of true 
brass; for a satin bronze finish, a base 
material of true bronze is recom-
mended. Bright chrome finishes are 
advised to be manufactured with a 
true bronze or brass finish, and nickel 
plated hardware with satin, black-
ened, satin relieved and clear-coated 
finishes are listed with a steel base 
material recommendation. 
However, despite these carefully 
outlined specifications, the market of 
door and hardware manufacturers 
that continues to offer a comprehen-
sive variety of finished hardware with 
a true architectural material bases in 
their catalogues and product portfoli-
os has decreased significantly. Instead, 
many companies have opted to man-
ufacture cheaper hardware products 
that elicit a substandard quality in 
terms of look, feel and application. 
Due to the heightened manufacturing 
costs associated with crafting true 
bronze-, brass- or steel-based hard-
ware, many companies are producing 
aluminum-based products, either 
colored or brushed to mimic their true 
architectural material counterparts. 
While a seemingly inexpensive, 
“quick-fix” solution at first glance for 
both manufacturers and customers, 
the use of an aluminum, steel or 
other ferrous base materials in many 

institutional hardware applications 
can prove to be incredibly costly and 
ineffective in the long term. With 
aluminum and/or steel’s propensity to 
degrade into a state of critical disre-
pair and discoloration when consis-
tently submitted to harsher climate 
conditions or environments with 
affecting weather elements—ranging 
from areas with heavy snowfall to the 
salt air constant of coastal regions—
the reduced price tag burdens facili-
ties more with turnover costs needed 
for replacement hardware components 
that far outweigh whatever minimal 
savings were initially achieved. 
Made with these types of subpar 
materials, finishes will quickly rub or 
scratch off, forcing a continual cycle 
of replacement. From crucial patient 
care areas in healthcare facilities and 
sprawling school districts to the aes-
thetic expectations of high-end hotels, 
restaurants and hospitality locations, 
the quality of the door hardware 
base material and finish can make a 
substantial difference in the enduring 
capabilities and operability of these 
environments. 
Though not necessarily a requirement, 
the recommendations set out in the 
ANSI/BHMA standards are the first 
indication of the immense proof of 

the many benefits associated with 
employing more robust architectur-
al materials in door and decorative 
hardware manufacturing; the nature 
of these industry guidelines helps to 
ensure both the permanency of the 
finish and extension of the life of the 
hardware itself. 
By embedding true architectural 
material in the end-product to achieve 
the sheen or finish desired, the prod-
uct’s life cycle is immediately boosted 
by an inherent quality of durability—
providing a value that reaches well 
beyond the immediate purchase order 
as a true investment in the lifespan of 
the facility. 
It’s not uncommon for devices man-
ufactured with a true architectural 
finish—regardless if the hardware 
is on the interior or exterior of the 
door—to last at least 15 to 20 years, or 
the expected life of the product, while 
other, aluminum or steel based prod-
ucts will have discolored significantly, 
or rendered completely useless in this 
timeframe. If subjected to an exter-
nal-facing environment experiencing 
particularly harsh seasons of weather, 
the discoloration or rusting of hard-
ware made with an aluminum or steel 
base material can occur as quickly as 
within two to three years of the initial 
installation. 

INDOOR ENVIRONMENTS
In indoor environments with a pool 
where the hardware is exposed to the 
effects of chlorine—such as in schools, 
fitness centers or hotels—the timeline 
for substantial discoloration is further 
accelerated, often occurring within the 
year after applying aluminum-based 
hardware to doors and exit devices. 
In these circumstances, administra-
tors, facility managers and business 
owners are forced to assume the costs 
of maintaining a constant stock of 
replacement hardware, to ensure that, 
if any component or device on a door 
gives out due to the overexposed, 
cheap and weakened base materials, 
the security of the facility, as well 
as smooth ingress and egress is not 
compromised. 

THOUGH NOT NECESSARILY  
A REQUIREMENT, THE  

RECOMMENDATIONS SET 
OUT IN THE ANSI/BHMA  

STANDARDS ARE THE FIRST 
INDICATION OF THE 

IMMENSE PROOF OF THE 
MANY BENEFITS ASSOCIATED 

WITH EMPLOYING MORE 
ROBUST ARCHITECTURAL 
MATERIALS IN DOOR AND 
DECORATIVE HARDWARE 

MANUFACTURING.
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Beyond durability, the specific fringe 
advantages of incorporating a true 
architectural finish into a build-
ing’s overall hardware design vary 
greatly when considering different 
vertical markets and applications. 
Nonetheless, each benefit serves  
to uphold the quality of the struc- 
ture, adhere to facility requirements 
and preserve the intended architec- 
tural vision.
SCHOOLS - For instance, true archi-
tectural finishes are often preferred 
in some of the largest school districts 
in the country—from New York and 
Denver to Los Angeles and Miami. 
With thousands of facilities to man-
age and maintain, these districts are 
unable to shoulder the expense of 
stocking hardware products of  
a cheaper base material with a high 
turnover rate as components inevita-
bly fail. In the northeast region,  
with plenty of rain and snow through-
out the year, hardware on doors that 
open to the exterior is far less likely  
to rust or discolor when manu-
fact-ured with a true architectural 
base material underneath. 
In coastal, humid regions, school dis-
tricts often prefer dull chrome finishes 
with either a true brass or bronze 
base over other finish options, such 
as stainless steel. Constantly exposed 
to salt air saturation in these areas, 
hardware with finishes on the stain-
less steel spectrum won’t necessarily 
rust, but would experience some level 
of discoloration on the surface; how-
ever, with a true brass or bronze bass 
and chromium spectrum finish, the 
hardware surfaces can sustain the salt 
air and elements without weakening 
or tarnishing.
HEALTHCARE - In healthcare environ-
ments, where infection control and 

sterility is valued above nearly all else 
to maintain the safety and health of 
patients, caregivers and visitors, em-
bedding a true architectural material 
in hardware can significantly reduce 
the likelihood of germs spreading via 
door handles and other hardware. The 
use of stainless steel in the manufac-
turing of all components of door hard-
ware products outfitted for healthcare 
facilities is favored for its robustness 
and ability to be easily sterilized to 
limit disease transfer. 
Though some manufacturers offer 
aluminum or steel-based products, 
these materials are more likely to 
accumulate infectious bacteria at a 
faster rate and cannot be as effectively 
sterilized as stainless steel. Therefore, 
a true stainless steel base and fin-
ish offers more than a significantly 
durable internal hardware component, 
but also actively helps to control the 
transfer of infectious disease through-
out a healthcare environment.
HOSPITALITY - Serving yet another, 
altogether very different purpose, the 
incorporation of true architectural 
finishes in hospitality environments is 
key in achieving the desired aesthetic 
of the building’s overall atmosphere. 
For these types of high-end structures, 
where an accomplished architectural 
vision is critical to the experience, 

matching finishes between kick plates, 
door knobs, decorative hardware and 
exit devices is of the utmost impor-
tance and cannot be fully realized 
without a true architectural base. 
Some architectural specifications may 
even specifically outline the required 
use of true architectural finishes, such 
as antique bronze—which has been 
oxidized to convey a vintage feel— 
to comply with historic landmark 
qualifications or to enhance the vibe 
of the environment.  
If customers ultimately determine 
they’re interested in investing in true 
architectural finishes for their facili-
ties, it is important to find a compa-
ny that has fine-tuned an effective, 
efficient process of production. Those 
organizations that have long-standing 
reputations in the industry of crafting 
the full spectrum of true architectural 
finishes have had to be progressive  
in their methods to ensure they pro-
duce a durable, aesthetically appeal-
ing product at a competitive price 
point. In assessing true architectural 
manufacturers and their products, 
there is an unequivocal standard of 
quality, design and durability that  
can be expected. 

MIKE MCCOY is Product Manager, PRECISION 
Exit Devices, for STANLEY Security.

From school districts and hospitals to hotels 
and restaurants, true architectural base 

materials help to uphold the quality of the 
structure, adhere to facility requirements 

or compliances and preserve the building’s 
intended architectural vision.  
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Hawa sliding hardware: open for every demand.

Whether clear-cut designs for glass, highly polished ideas for wood or well-cast roles for metal: you can turn 
them into reality with Hawa sliding hardware systems. After all, our high-quality products have held open  
the doors to projects around the world for decades – with attractive design solutions and uncompromising  
Swiss quality. Visit us at www.hawa.com for more information.

Hawa Americas Inc., 1825 Market Center Blvd, Suite 345, LB # 22, Dallas, TX 75207, Tel. +1 214 760 9054, www.hawa.com
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A  AKRONLINE
Allowing you to do business with Akron Hardware 
wherever you are. Place orders, check product avail-
ability, and monitor your account – all with the same 
industry-leading service you had come to expect from 
Akron Hardware. 
www.akronhardware.com

B  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 nonwired, 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/product/superlite-x-45-60-90

Product Showcase

Special  
Advertising 
Section
To be included in the next  
Product Showcase, contact Molly at 
mlong@dhi.org for more information.

C  ROXUL 
COMMERCIAL 
WE CAN MAKE WHATEVER 
YOU MAKE BETTER. SAFER. 
QUIETER.

Custom fire-door solutions 
start with ROXUL® FABROCKTM 
HD insulation. We’ll work 
with you to choose the right 
solution for your design. And 
because our insulation is 
made from basalt rock, it has 
excellent fire and acoustic 
properties.  
www.roxul.com/oem

B 

D  FME-3000 
STANDALONE RFID 
ELECTRONIC LOCK
The FME-3000 standalone RFID 
electronic function lock offers wire-
free remote open feature. Remote 
open feature is accomplished using 
a Remote Open Unit (ROU) that is 
programmed to pair with the lock. 
With a simple press of the button on 
the ROU, the lock will be opened for 
5 seconds. 
www.Townsteel.com

FABROCK™ HDC

D
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F

G

ADVERTISING 
GUIDE2016 

THE OPENINGS INDUSTRY’S PREMIER RESOURCE FOR PRINT AND ONLINE ADVERTISING

Contact Molly Long today! 703.766.7014 or MLong@dhi.org

THE DOORS & HARDWARE  
ADVERTISING GUIDE 2016 IS AVAILABLE!
Doors & Hardware readers don’t just flip through our  
magazine, they actually put it to good use! Learn more 
about how to reach your desired  audience inside our 
Advertising Guide 2016, and remember, communication is 
everything.  Let us create a program specifically designed 
to get  you the results you want and deserve. Call today to 
order your copy of the D&H Ad Guide 2016.
www.dhi.org/advertising

G  FC7001 FLUSH PULL FOR SWINGING DOORS
Accurate’s standard flush pull offerings include the FC7001 which features 
a flange intended for easy pull action on swinging doors…sleek design for 
contemporary doors. Accurate’s flush pulls are machined out of solid brass and 
finished as required. Please call, fax or email your requirements today!
www.accuratelockandhardware.com

H  SDC’S IP PROTM IP-BASED SINGLE DOOR  
ACCESS CONTROLLER 
Now available with optional PLUS PC Client Software — allows expansion and 
door access control management up to a 100-door grid. It’s like having a local 
area network for your doors without all the headaches of an enterprise system. 
www.sdcsecurity.com/ipproplus

I  C/S ACROVYN® 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

J  THE NEW HAWA-JUNIOR 80/B (MOD.)
This system keeps the innovation of its forefather and adds a new integrated 
suspension unit and new track stop. Most impressive is the allowance of only a 
1mm gap between the top track and door AND the door's ability to ride in the 
recessed ceiling, one of the first in the world.
www.hawa.com

J

E  NGP DOOR  
FLOOD SHIELD
Protect door openings from 
flood water with the new 
NGP flood shield — utiliz-
ing stainless steel springs 
for compression of neo-
prene gasket to anodized 
aluminum channels. Just 
drop in and go. No need to 
hand tighten. Available in 
10”, 22”, and 34” height.
www.ngp.com

H

I

F   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
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PRODUCT SHOWCASE
Do you have a new product, service or catalog to 
showcase? You can reach industry stakeholders 
interested in your non-residential doors and hardware 
products – it is as easy as 1-2-3 and it’s affordable too! 
This special 4-color ad section is available 4 times per 
year. The 2016 schedule is: February, May, August and 
November. Reserve your placement TODAY.
www.dhi.org/advertising

M

O

K   PREMIUM PRODUCT MIX
Security Lock Distributors is pleased to announce the addition 
of BEST Access Systems, Precision Hardware and Stanley Door 
Closers to our premium product mix. Our core stocking principles 
have been applied to these brands as we maintain all finishes, 
functions, designs, lengths, voltages and electronic 
options in stock and in depth. 
www.seclock.com 

L   INTRODUCING SECURITY SEARCH!
Security Lock Distributors announces 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

M  SAFETY STAIR TREADS
A full selection of Traction Tread Nosings. Aluminum base with non-slip Rubber, Epoxy 
Abrasive, or Epoxy Photoluminescent “Glow” inserts for interior or exterior applications. 
Widths from 2” to 6” and lengths to order. Safety, durability, longevity in schools, hospitals, 
industrial buildings.
www.zerointernational.com

N  STAINLESS STEEL SLIDING DOORS
DefendDoor Modern Sliding “Barn” Doors are manufactured by National Custom Hollow 
Metal (NCHM) and constructed from either 304 or 316 stainless steel in 16, 14, or 12 gauge 
material. Can be of Single or Pair construction and have vision kits installed. Call 501-372-
3441 to learn more.
www.DefendDoor.com

O  3800 SERIES SLIDING DOOR MORTISE LOCK
Hager Companies’ 3800 Series Sliding Door Mortise Lock is ideal for the 9110, 9130, 9678 
and 9901 Pocket Door Sets and the 9628, 9629, 9630, 9631 and 9850 Pocket Door Kits. This 
heavy-duty commercial mortise lock features an ADA thumbturn that doesn’t pinch or grasp, 
is backed by Hager’s lifetime warranty and is BHMA certified. 
www.hagerco.com
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Be a part of CoNEXTions in 2016.

Educational sessions. 100+ exhibitors. Unscripted peer to peer 
networking. CoNEXTions has the resources and the faces you need 
to reach customers, inspire your team, and grow your business.

Join DHI May 4-6, 2016, in Orlando.

May 4-6, 2016
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SPECIALTY FIRE-RATED 
GLAZING SAFEGUARDS 
DESIGN GOALS By Jeff Razwick

In describing Manhattan’s 180,000 
square foot (16,700 m2) Fulton Center 
transit hub, commuter Dave Palmieri 
told the New York Daily News, “The 
light pouring in is just incredible. It’s 
a real modern gem. Spatially, it’s like 
the Grand Central.” After reading 
Palmieri’s words, imagine walking 
into the subway complex. Does his 
description bring to mind visions of 
fire-rated glazing? 
As a building industry profession-
al, chances are good you answered 
no. Concerns about fire-rated frame 
profile size and fire-rated glass clarity 
have long caused building and design 
professionals to temper their design 
aspirations in areas required to pro-
vide fire protection by code. 
Thanks to manufacturing develop-
ments, fire-rated glazing systems have 
evolved into complex, design-minded 
solutions worthy of Palmieri’s praise. 
Sleek, fire-rated frames and clear 
fire-rated glass can now work together 
to provide high levels of fire and life 
safety while creating stunning, light-
filled interiors, such as the one in the 
heralded Fulton Center. 

FULTON CENTER SHINES 
LIGHT ON FIRE-RATED 
GLAZING 
One of the Fulton Center’s defin-
ing visual features is a 53 ft. (16 m) 
diameter glass oculus. It funnels light 
down into the “Sky Reflector Net,” an 
artwork by James Carpenter Design 
Associates, Grimshaw Architects and 
Arup. The Sky Reflector Net uses 952 
perforated aluminum panels to trans-
mit sunlight 110 ft. (34 m) down into 
a grand atrium and throughout the 
transit hub’s lowest levels. 
Within the grand atrium is a two-lev-
el, circular, enclosed space designed to 
house restaurants and retail. Matching 
the curve of the oculus, some mem-
bers of the project team affectionately 
call this space the “doughnut.” To 
keep with the light-filled aesthetic of 
the rest of the Fulton Center, the de-
signers wanted this space to be glazed 
to allow in light from the oculus and 
Sky Reflector Net.
Designing and installing the glazed 
curtain walls for the doughnut re-
quired overcoming several complexi-
ties. In addition to its curved form, the 
doughnut’s walls also slant upward to 
match the angle of the oculus, which 
creates an inverted plane. To success-
fully achieve this design, the project 
team worked with Technical Glass 
Products (TGP) to develop custom 

Photo Credit: OTTO Photography

Silicone-glazed fire-rated curtain wall 
creates a smooth, frame-free appearance.

A fire-rated 
stairwell with 
custom angles 
and corners adds 
visual interest 
and movement.

Photos courtesy of Technical Glass Products
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captured horizontal steel mullions 
that fit the distinctive shape, for a 
flush and plumb surface appearance, 
with adequate spacing between each 
curtain wall segment.
Adding to the challenge, the design 
team desired the aesthetics of the 
fire-rated curtain walls on the dough-
nut’s upper level and in a prominent 
elevator core to match the non-fire-rat-
ed curtain wall system on the dough-
nut’s lower level. To achieve a seam-
less aesthetic, the designers chose a 
matched curtain wall system.
To create matching curtain walls in 
the Fulton Center, the project team 
used steel framing members. Steel 
frames can be formed from tubes, 
instead of sheets, and shaped in an 
extrusion-like process that allows for a 
wide range of narrow mullion pro-
files. Since the same manufacturing 
method can be applied to fire-rated 
frames using steel back members, it 
was possible for the fire-rated curtain 
wall to match the slender frame pro-
files of the non-rated system.   

"Because the interior spaces are 
flooded with light, a crucial part of the 
design aesthetic was glazed curtain 
walls with clean sightlines," said 
Andrew Anderson, associate prin-
cipal, Grimshaw Architects. "That's 
easy enough to achieve with non-rated 
curtain wall assemblies, yet TGP's 
fire-rated curtain walls provide the 
same crisp, modern look. Their tech-
nical expertise and service enabled us 
to achieve a matching look across the 
curtain wall assemblies."
Further maintaining the uniform 
appearance between the two systems, 
the design team installed fire-rated 
insulated glass units (IGUs) using the 
same decorative custom frit pattern 
used on the non-fire-rated glass.

ADVANCING DESIGN WITH 
FIRE-RATED GLAZING 
While the matched fire-rated glazing 
systems in the Fulton Center illus-
trate one way fire-rated glazing can 
advance design, there are a number 
of additional ways building industry 

professionals can use fire-rated glaz-
ing to further aesthetic goals.  

Maintain consistency with  
other building elements
Modern fire-rated framing systems 
make it possible to ensure visual 
integration with surrounding win-
dow, door and curtain wall systems. 
For example, new generation steel 
frames are much narrower than 
the wraparound form of traditional 
hollow metal steel frames, can have 
well-defined edges (rather than 
rounded profiles) and vertical-to-hor-
izontal framing joints without visible 
weld beads or fasteners. The slender 
aesthetic is advantageous if fire-rated 
glazing is in a highly visible location 
where it can be readily compared to 
other building elements, such as an 
expansive curtain wall in an entry-
way, lobby or atrium. 

HARRIS CORPORATION 
TECHNOLOGY CENTER
Where a smooth, frame-free surface 
is desirable, as was the case in Harris 

Fire-rated curtain wall follows an elegant curve to further aesthetic goals.
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Corporation’s new Technology Center, 
silicone-glazed (SG) fire-rated curtain 
walls are now available. To seamlessly 
blend with the clean sightlines of the 
exterior curtain wall system and allow 
sunlight deep into the technology 
center, the design called for a large, 
glazed entry portal from the build-
ing’s lobby to the engineering offices. 
To meet life safety codes for blocking 
the spread of flames in case of a build-
ing fire, the portal had to be fire-rated 
for 60 minutes. For this combination 
of fire safety and aesthetics, BRPH 
Architects selected fire-resistive-rated 
glass attached to narrow, steel, fire-rat-
ed frames with a toggle retention 
mechanism to anchor the glazed lites. 
The assembly is silicone sealed and 
requires no pressure plates or caps. 
Once installed, the toggle retention 
system becomes completely hidden, 
allowing for a smooth, frame-free 
exterior surface. 

Create fire-rated focal points
While maintaining visual consistency 
between fire-rated and non-fire-rated 
elements is a crucial design goal in 
many buildings, in others it is equally 
important to differentiate designs. 
The flexibility to install fire-rated 

glass and frames with custom corners 
and angles is one method for turning 
code-driven applications into a point 
of visual engagement. For example, 
in The New School University Center 
in New York, designed by SOM, a se-
quence of transparent fire-rated glass 
wall panels mirrors the stairwell’s 
elevations and diagonal trajectories, 
giving movement to the vertical aca-
demic building. 
In addition, fire-rated frames can be 
finished to create a custom, one-of-a-
kind aesthetic. For example, carbon 
steel frames can be wet-painted or 
powder-coated in a variety of colors 
to make a statement. MFH Architects 
took this approach for an egress stair-
well in Concord, New Hampshire’s 
Mill Brook Elementary.  The design 
team installed a fire-rated curtain  
wall that was powder coated purple  
to reflect the playful energy of stu-
dents, while large glazed lites help 
draw daylight deep into the stairwell 
core and improve visibility for the 
building's users.
Fire-rated frames are also available 
with finished stainless steel or alu-
minum custom cover-caps to provide 
design professionals with even greater 

aesthetic flexibility. The face caps are 
available in numerous shapes and siz-
es—from H- and I-shapes to custom 
configurations. 

Beautify fire safety  
in horizontal applications 
In applications with horizontal fire 
separations, design professionals can 
select fire-rated glass floor systems. 
These multifunctional systems can 
support demanding loads, act as a 
light-transmitting device, and de-
fend against flames, smoke, and heat 
should a fire occur. 
Glass floor systems are available with 
fire-resistance-ratings up to two hours, 
and the capability to support loads up 
to 150 psf (732 kgf/m2). Manufacturers 
typically offer glass floor color and 
texturing options to support aesthetic 
goals while maintaining adequate slip 
resistance and daylight admission. For 
example, bold colored ceramic frits 
can be melded to the glass surface to 
create a dramatic viewing experience 
for occupants. This is particularly 
desirable if the fire-rated glass floor 
system is over a central atrium or 
viewing area. To create more visual 
impact or great visual obscurity, vari-
ous interlayers can also be incorporat-
ed into the floor. 

MOVING FORWARD 
In the coming years, new uses for 
fire-rated glazing will continue to 
emerge, bringing with them new 
ways to overcome design challenges 
in code-driven applications. To ensure 
fire safety is not compromised when 
working on these cutting-edge design 
solutions, consider collaborating with 
the manufacturer or supplier. Many 
can assist with the research and de-
sign process, and work to ensure the 
necessary safeguards have been met 
during the design and build process. 

JEFF RAZWICK is the president of Technical 
Glass Products, a supplier of fire-rated glass and 
framing systems, and other specialty architec-
tural glazing. He writes frequently about the 
design and specification of glazing for institu-
tional and commercial buildings, and is a past 
chair of the Glass Association of North America’s 
Fire-Rated Glazing Council.Matched fire-rated and non-fire-rated glass curtain walls provide a seamless glass aesthetic.
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Fire-rated door assemblies play an important role in saving 
lives and minimizing property damage by providing safe 
egress and compartmentalizing smoke, flames and when 
required, dangerous radiant heat. This is a combination of the 
door, frame, hardware and glazing working together as one 
assembly. These components are normally tested as separate 
products by a nationally recognized testing agency and then 
listed, labeled or classified for use in fire door assemblies.
However, there are instances where specific components are 
tested together, and therefore must be used together to main-
tain the fire rating. The basic requirements for fire rated door 
assemblies include:
• Fire ratings (20/45/60/90/180 minutes) are granted by 

third-party testing agencies and are labeled on the 
products.

• Fire-rated door assemblies must meet the requirements 
of the applicable building or life safety code, such as the 
National Fire Protection Association (NFPA) 80: Standard 
for Fire Doors and Other Opening Protectives, NFPA 101: Life 
Safety Code, the International Building Code (IBC) and the 
International Fire Code (IFC).

• Fire doors are required to be self-closing and positive 
latching.

• The fire rating of the wall dictates the fire rating of the 
door. 

Standards and Testing
Fire-rated doors are tested in accordance with the following 
standards:
• UL 10B, Fire Tests of Door Assemblies (neutral or negative 

pressure)
• UL 10C, Positive Fire Pressure Tests of Door Assemblies
• NFPA 252, Standard Methods of Fire Tests of Door Assemblies
In the late 1990s, the required test method changed from 
neutral or negative pressure to positive pressure to more 
accurately simulate the conditions of a fire in the real world. 
Today, the IBC requires side-hinged or swinging fire doors 
to be tested with positive pressure, using either UL 10C or 
NFPA 252.  

Fire Endurance
Fire-rated doors are subjected to endurance testing where 
the specimen is exposed to extreme heat of up to 1925 
degrees F for the maximum 180-minute rating. If the door 

remains in the frame with no through openings and lim-
its flames, it is certified with an endurance rating of either 
20/45/60/90/180 minutes.  

Hose Stream 
After the fire endurance test, the test specimen is subjected to 
the hose stream test, where a fire hose delivers water at 30 psi 
from 20 feet away. Note that building codes throughout the 
U.S. typically stipulate that 20-minute doors are exempt from 
the hose stream test. 

Temperature Rise 
In certain applications, fire doors are also required to limit 
the transmission of heat from one side to the other to pro-
tect building occupants so they can safely exit the build-
ing. Known as temperature-rise doors, these doors carry 
a temperature rise rating in addition to the hourly rating. 
Temperature-rise ratings are either 250 degrees F, 450 de-
grees F or 650 degrees F, indicating the maximum rise above 
ambient temperature on the non-fire side measured during 
the first 30 minutes of a standard fire endurance test. A 250 
degree F temperature rise rating is considered to be the most 
stringent, and would meet the requirements of a specification 
requiring 450 degrees F or 650 degrees F.  

Smoke and Draft Control
Some fire-rated doors, such as 20-minute doors in fire resis-
tance-rated corridors or smoke barriers, may also require 
testing for smoke infiltration under UL 1784, Standard for Air 
Leakage Tests of Door Assemblies and Other Opening Protectives.
Glazing in Fire-Rated Doors
Today’s fire-rated doors frequently incorporate glazing to 
enable vision and transparency that maximize natural or 
shared lighting as well provide additional security to areas 
that would be otherwise closed off. Having large vision pan-
els in fire doors provides important safety functions as well. 
During a fire, first responders are able to see inside the room 
and visually assess the situation, enabling them to be more 
effective.  
However, the glazing used in fire-rated doors typically has 
additional fire and safety requirements, which can be confus-
ing. Over the years, the International Code Committee (ICC) 
has endeavored to clear up this confusion by adding specific 
provisions in the building code.

By Diana San Diego

FIRE-RATED DOORS: 

Standards, Testing and 
Glazing Requirements
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Impact Safety
For more than 100 years, traditional wired glass was the only 
fire-rated glass product available, and was widely used in 
fire doors in schools, hospitals and commercial construction 
in general.  It was mistakenly perceived as “safety glazing” 
because the embedded wires gave the illusion of increased 
strength and impact resistance, when in fact, the opposite 
is true. Wire actually weakens the glass, making it half as 
strong as ordinary window glass. It breaks easily on human 
impact, exposing razor sharp wires that can trap a victim’s 
limb in the opening and increase the severity of the injury. 
In 1997, the Consumer Product Safety Commission (CSPSC) 
enacted a federal safety glazing standard (16 CFR 1201) to 
protect people from injury due to accidental impact with 
glazing. The building codes apply the CPSC standard to 
require that glazing used in hazardous locations, such as 
doors and sidelites, must meet minimum Category I and II 
impact standards, depending on the size of the glazing panel. 
Smaller glazing panels in sizes up to 1,296 square inches must 
meet the Category I impact test of 150 ft. lbs. Larger glazing 
panels must meet the higher Category II standard impact test 
of 400 ft. lbs. of impact resistance.
When the new CPSC requirements were enacted, traditional 
wired glass was granted a temporary exemption from meet-
ing the CPSC standard, which meant that it only had to meet 
the lesser ANSI Z97.1 standard, which provided a lower 100 
ft. lbs. impact test. However, independent testing performed 
on traditional wired glass demonstrated that it fails with 
as little as 50 ft. lbs., a force easily created by a five-year-old 
pushing on the glass.

This all changed in the 2003 IBC, when traditional wired 
glass lost its exemption from meeting safety glazing stan-
dards when used in educational and athletic facilities. In the 
2004 IBC Supplement and the 2006 IBC, traditional wired 
glass is no longer exempt when used in any hazardous loca-
tion for all new construction and in all types of occupancies. 
Replacement glazing must also meet the minimum CPSC 
Category I and II requirements. Furthermore, all glazing 
used in gymnasiums or athletic facilities must meet the more 
stringent Category II requirement when used in any area 
subject to human impact load, regardless of size.

Radiant Heat Transmission
Another safety consideration that affects the size of the glaz-
ing panel in fire-rated doors is the transmission of radiant 
heat through the glazing. For 20- and 45-minute doors, fire 
protective glazing can be used up to the maximum size test-
ed. This includes specialty tempered glass, filmed or laminat-
ed ceramics or filmed wired glass.  
When the door rating exceeds 45 minutes, temperature rise 
requirements typically apply. For 60- and 90-minute tem-
perature rise doors, fire-protective glazing is limited to 100 
sq. inches.  However, designers can exceed the 100 sq. inch 
limitation by using fire-resistive glass that meets ASTM E-119 

Fire-resistive 
glazing is exposed 

to up 1925 degrees 
F during the fire 
endurance test.

Photo and illustrations of SAFTIFIRST Fire-Rated Glazing Solutions
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because this advanced glazing type can limit the tempera-
ture rise to 250 degrees F.  Examples include fire resistive 
filled tempered units, tempered multilaminates and an-
nealed multilaminates. Fire-resistive glazing is marked with 
a “W” to indicate that it meets the ASTM E-119 criteria.

Code Updates Clarify Proper Applications of Fire 
Protective vs. Fire Resistive Glazing
In 2009, the ICC recognized that the fire-rated glass provisions 
in of the IBC were confusing, so it appointed an ad hoc com-
mittee comprised of fire and building officials, test agencies, 
and industry representatives to study the glazing labeling 
provisions and make recommended code changes. As the re-
sult of the ad hoc committee’s extensive work over the course 
of several months, three tables in the 2012 IBC were revised. 
These updates are not new code requirements, but rather a 
clarification of the 2006 and 2009 editions of the IBC.
In reviewing the glazing provisions of the code, the ad hoc 
committee recommended significant changes to the door as-
sembly rating table, 716.5. For the first time, the code lays out, 
in table form, the vision panel size limits and adds a column 
that specifies the sidelite and transom rating requirements. 
More importantly, the table distinguishes between the use of 
fire “protection” rated products, and fire “resistance” rated 
products, and makes it easy for the end user to identify ap-
propriate size limits affecting fire-protective glazing; where 
fire resistance-rated products must be used if glazing is de-
sired in larger sizes; and where the code would not otherwise 
allow fire-rated glass.  

Code Change Clarifies Glazing Panel Size in 60-90 Minute 
Exit Enclosure/Exit Passageway Doors
Before the 2012 IBC, the code provided for an exception that 
allowed fire protective glazing (such as ceramics and wired 
glass) to exceed 100 sq. inches in door vision panels in 60-90 
minute exit enclosure and passageway doors provided that 
building was fully sprinklered. 
The ICC ad hoc committee, in recognition of the hazards of 
radiant heat transmission, decided to eliminate the sprinkler 
exception in the 2012 IBC. The presence of sprinklers in a 
building does not eliminate the life safety and fire spread 
hazard posed by the unrestricted transmission of radiant 
heat flux through large sizes of fire-protective glazing in door 

vision panels in 60-90 minute doors, especially when these 
doors are used to protect exit enclosures and exit passage-
ways deemed essential for life safety. 

716.5.5.1 Glazing In doors. Fire protection-rated glazing in 
excess of 100 square inches (0.065m2) is not permitted. Fire resis-
tance-rated glazing in excess of 100 square inches (0.065m2) shall 
be permitted in fire door assemblies when tested as components 
of the door assemblies, and not as glass lights, and shall have the 
maximum end temperature rise of 450 degrees F (250 degrees C) 
in accordance with 716.5.5.

This makes it very clear that fire-protective glazing such as 
safety ceramics and wired glass cannot exceed 100 square 
inches, even when used in a non-temperature rise door in a 
fully sprinklered building.  It further states that fire-resistive 
glazing is allowed in excess of 100 square inches as long as 
it limits the temperature rise to 450 degrees F above ambient 
after 30 minutes of fire exposure. Therefore, the code clarifies 
that fire-protective glazing it is limited to 100 square inches 
regardless of whether the building is fully sprinklered or not.
The door vision panels for the 90-minute pair doors are 
allowed to exceed 100 square inches because the door 
incorporates fire-resistive glazing that meets ASTM E-119. 
If fire-protective glazing such as safety ceramics or wired 
glass were used, the door vision panels will be limited to 100 
square inches, which is contrary to the maximum vision and 
transparency that the architect is going for in this two-hour 
stairwell enclosure.  

Conclusion
Fire rated doors have and will continue to play an essential 
role in life safety and property protection. However, knowing 
the standards, testing and code requirements is important to 
properly specify the correct and code-approved product for 
the application. Designers and specifiers can always reach 
out to the manufacturers for expert guidance and support. 

DIANA SAN DIEGO is vice president of marketing 
for SAFTIFIRST Fire-Rated Glazing Solutions. She 
can be reached at dianas@safti.com.

The door vision panels for the 90-minute pair doors are 
allowed to exceed 100 square inches because the door 

incorporates fire-resistive glazing that meets ASTM E-119. 
If fire-protective glazing such as safety ceramics or wired 

glass were used, the door vision panels will be limited to 100 
square inches, which is contrary to the maximum vision and 
transparency that the architect is going for in this two-hour 

stairwell enclosure.  
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Steel doors and frames are used in a  
variety of commercial, institutional 
and industrial building applications 
as their durability and flexibility have 
been proven throughout the world in 
both operation and physical testing 
of all types. Although frames are also 
available in wood and aluminum, steel 
generally is specified where increased 
strength and durability is required.
The growing demand for an all- 
solutions door has led to many 
innovations in the steel door market. 
If there’s an application that needs 
heightened strength, durability or 
maximum fire resistance, steel doors 
and frames can deliver it.

ENHANCED SECURITY
One reason for a steel door or frame 
could be for enhanced security and 
life safety. These types of products 
provide for an easy install while de-
livering a high degree of rigidity. The 
way they are constructed also make it 
simple to install electrified hardware 
that may be required for a specific life 
safety or security function.
While some steel frames are assembled 
and welded together before delivery to 
the jobsite, others are assembled at the 
jobsite and their steel construction and 
design makes it easy to accommodate 
the wiring for electric strikes, monitors, 

or power transfers through the door to 
the locking mechanism.
Steel frames and steel doors make an 
ideal combination for maximum dura-
bility, although wood doors are often 
combined with steel frames. In those 
installations, steel frames are used 
because of their flexibility, durability, 
fire ratings, and the added benefit of 
accommodating the newer genera-
tions of electrified hardware.

VISUALLY APPEALING
While wood traditionally has been 
chosen for its aesthetic qualities, and 
aluminum with anodized finishes and 
decorative extrusions are often used 

By Melany Whalin

Steel Doors and Frames: 

A GROWING 
MARKET

Photo courtesy of Allegion
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to achieve architectural objectives, 
new steel doors are able to meet both 
strength and aesthetic needs.
“Although steel doors began as a 
solution for high-strength security 
needs, they have made great strides 
in both aesthetics and performance,” 
says Jason Doose, product manager, 
Steelcraft. “Improved finishes are 
helping to create a broader acceptance 
of steel doors and frames, and in 
recent years, steel doors have gone be-
yond their practical origins to deliver 
high-quality finishes and a broader 
choice of design options.”
One manufacturer offers a series of 
stainable steel doors that provide 
the look of wood through a staining 
process that simulates a wide variety 
of wood finishes, from ash to walnut, 
including custom finish matching.
Today, a variety of finishes, primers 
and application methods are avail-
able on steel doors and frames, and 
are always improving. Door and 
frame manufacturers are looking for 
new finishes that have the ability to 
improve durability and also reduce 
environmental effects during the  
production process.
There are also several other ways to 
improve the aesthetic features of steel 
doors, including an engraved look. 
These are also treated to meet all safe-
ty and environmental standards, and 
can make it possible to incorporate 
other elements that make architectur-
al statements. Glass shapes go also 
beyond traditional narrow or half-lites 
to modified and full glass and even 
ovals or other shapes.

PROTECTING AGAINST  
SEVERE WEATHER
Steel doors and frames obviously 
provide increased durability, which 
is why they’re used in severe weath-
er applications as well. For many 
people, the threat of severe weather 
is often seen as only affecting a few 
different regions of the country and 
though hurricanes in Florida or tor-
nados in the central United States are 
common thoughts, severe weather 

can strike almost anywhere. Consider 
these points:
 From 2011 to 2013, there were more 

than 3,500 tornadoes resulting in 
678 deaths in the U.S.

 Between 2010 and 2012, 60 hurri-
canes or tropical storms resulted 
in more than 586 deaths and more 
than $108 billion in damages.

 The ICC 500 wind speed map 
requires tornado protection for a 
portion of 22 states.

 Practically every state is at risk for 
tornadoes, hurricanes or high wind 
zone areas

As severe weather continues to 
become a greater threat across the 
country, more architects are consid-
ering adding features that can better 
protect against severe weather. In fact, 
in some states—Kansas and Alabama, 
for example—some buildings, such as 
schools, are required by law to have 
storm shelters.
Because of this, the market for metal 
doors and frames suited for severe 
weather applications has grown con-
siderably over the past few years.
“Severe weather has a huge impact 
on this segment, and we’re constant-
ly looking to upgrade our products 
to meet the new demand for metal 
doors,” says Doose. “It’s obviously 
heavily dependent on the region in 
which they’re being used, but metal 
doors and frames provide great pro-
tection from wind and flying debris.”

Two specific types of metal door sys-
tems include:
 TORNADO-RESISTANT: The stron-

gest tornadoes produce wind 
speeds up to 250 mph and dan-
gerous projectile debris, and these 
types of door systems include 
openings that are designed to 
protect occupants during short pe-
riods of high-velocity winds. Most 
tornadoes in the United States occ- 
ur in the Midwest, Central and 
Southeastern states and the prima-
ry guidelines and standards con-
cerning tornado applications are 
FEMA 361, FEMA 320 and ICC 500.

 HURRICANE-RESISTANT: The 
primary function of hurricane-re-
sistant doors is to not only prevent 
debris and wind from penetrating 
the assembly, but also to contin-
ue functioning after the storm. 
Hurricane resistant openings 
are designed to withstand storm 
conditions for long periods of time 
while maintaining the structural 
and functional integrity of the 
opening. Florida was the first state 
to develop hurricane codes, and as 
a result, the requirements set by 
the Florida Building Codes may be 
adopted by jurisdictions in other 
states where hurricane protection 
is a necessity.

CONSIDER ALL OF YOUR 
OPTIONS
When determining door and frame 
needs, there are a lot of different 
things to consider. Some of them  
are utilitarian; what does this need  
to withstand? And some are more 
about aesthetics; how does this need 
to look? But whatever the question  
is, steel doors can help with a variety 
of applications. 

MELANY WHALIN is Marketing Manager, 
Influencers, for Allegion. She can be reached at  
Melany.Whalin@allegion.com.

If there’s an 
application that 

needs heightened 
strength, durability 

or maximum fire 
resistance, steel  

doors and frames  
can deliver it.
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The New England Chapter Committee was trying to finalize topics 
for our September and December chapter meetings when I threw 
out what I thought to be a crazy idea—hold a regional a trade show. 
Since DHI’s national show was unfortunately cancelled this year,  
and the next show is not scheduled until May 2016, it seemed to 
be the perfect time to bring a real trade show to the New England 
Chapter membership.

Chapter leadership was “all in,” and 
with only three months to prepare, 
the 2015 DHI New England Regional 
Trade Show was launched.

The plan was to have a couple 
of dozen booths and a couple of 
classes. We chose the Best Western 
Royal Plaza Hotel and Trade Center 
as our venue, with a ballroom 
capable of holding 45 booths, 
several breakout rooms and a 
90-seat theater style classroom. 
We decided that 30 booths and 
three classes would be our goal. 
Committee Member Paul Goldense, 
FDAI, volunteered to demonstrate 
the properties of intumescents by 
presenting a live burn of real fire 
doors in the parking lot.  

With our Committee’s research and 
contacts, we believed that we could 
draw 60 fire service personnel; 60 

architects and 60 distributors, with 
an overall goal of 180 attendees. 
Although we fell a bit short, we 
had a very diverse crowd, with 63 
distributors, 41 fire service person-
nel, 15 reps, 11 facilities personnel, 
seven specification writers, six 
manufacturers, three wholesalers 
and two architects, for a total  
attendance of 148. 

Paul Goldense, FDAI, presented a 
live burn of intumescent seals in 
the parking lot, to approximately 
200 people, including hotel staff. 
Goldense provided a completely 
installed single wood fire door with 
category ‘B’ intumescent gasketing, 
and pair of category ‘A’ wood fire 
doors. Using a torch commonly 
used in the roofing trades, he 
applied the flame to the edges and 
meeting stiles of the openings.  

New England Chapter  
Hosts Regional Trade Show
By Jim White, AOC, FDAI

THREE CLASSES WERE PLANNED WITH TOPICS BASED ON THE ANTICIPATED ATTENDEES
 Fire Door Education and Inspection 

through the Eyes of IBC and Mass.  
NFPA 1, presented by Paul Goldense, 
FDAI, and Jeff Batick, FDAI, CSI, to 65 stu-
dents. The class was specifically designed 
for fire service personnel. Requirements 
of fire door inspections required by 
Massachusetts codes were reviewed in 
depth, and samples were passed around 
so the students could touch the products 
that were being presented.

 Fire and Life Safety Code Requirements 
Specifically Pertaining to Door 
Openings, presented by Jeff Batick, FDAI, 
to 50 students. The class explained the 
requirements of NFPA 80 and NFPA 101. 
Although it was geared toward architects, 
most of the fire service and facilities per-
sonnel attended.

 Aesthetically Designed Architectural 
Door Openings, presented by Sandy 
Mathany, Director, Decorative Openings, 
ASSA ABLOY, to 25 students. This program 
explored the means for creating safe, 
secure, sustainable and aesthetically 
superior door openings.
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After the demonstration was complete, 
many fire service personnel inspected 
the openings very closely and asked 
many questions. Several said that it was 
very enlightening to see the product 
in action. While most understood the 
concept of intumescents, none had ever 
seen them in action. 

On behalf of the Chapter Committee 
and Trade Show Committee, I’d like to 
thank all of the exhibitors, attendees, 

presenters and volunteers who made 
this great event possible and successful, 
including DHI and the Door Security & 
Safety Foundation, who supported the 
event with foundation books and staff 
presence in their booth.

We are currently reviewing our data and 
developing a survey to determine if we 
should hold future shows, and if so, how 
often. Our Chapter Committee embraced 
the concept and the challenge. It is very 

rewarding to be a member of and volun-
teer in a chapter that truly cares for and 
represents their membership. 

In addition to myself, Trade Show 
Committee members were: Jeff Batick, 
FDAI; Rene’ Bouchard, DAHC/CDC, FDAI; 
Jon Davies; John Gant, AHC, FDAI; Paul 
Goldense, FDAI; Chuck Noble, FDAI; Bert 
Sullivan and Rachael York. 

THANKS TO OUR SPONSORS
   Allegion
   ASSA ABLOY
   DE LA FONTAINE
   Dugmore & Duncan
   Eggers Industries
   Hager Companies

   Security Lock  
     Distributors
   Smoot Associates
   STANLEY Security
   TISC Insurance
   Wholesale Doors, Inc.

A full-size mounted door opening had a torch applied to 
demonstrate how intumescent seals are designed to work when 
exposed to fire and extreme heat. A panic device mounted on a door 
and frame was used to demonstrate how to test for unloaded and 
loaded conditions in accordance with the ANSI A156.3 standard. 

“Fire inspectors can have knowledge about codes, but the 
expertise of the instructors who are professionals on this 
subject matter is irreplaceable. The ‘hands-on’ approach 
with materials/devices/products passed around in the 
classes, as well as being able to touch, see, and feel the 

devices and doors, made 
learning much easier.”
Captain Edward R. 
Williams Jr., 
Brockton Fire Department 

“The door and hardware 
show was a must see! 
The training session on 
fire doors was a one-

of-a-kind and hugely helpful. Seeing so many vendors 
in one place with the full range of security specialties 
and other hardware-related products, with people to 
explain and answer questions in detail, was delightful.”
Alan Peterson, CFA, Director of Physical Plant,  
Medfield Public Schools

"Events like this afforded us the 
opportunity to meet with distribu-
tors, architects and fire marshals. It 
created an opportunity for the New 
England hardware community to 
gather and converse. A lot of work 
from people who really care about 
the industry and made this event 
happen at a professional level. 
Congratulations on the effort.”
Kevin Kelaher, Owner,  
Kelaher Associates, DSSNE
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Prior to the 2009 editions of the 
International Building Code (IBC) and 
NFPA 101 – The Life Safety Code, health 
care facilities with a need to contain 
patients for their safety did not have a 
lot of options. Although there was some 
leeway with locking requirements for 
psychiatric facilities, security needs in 
other types of health care units, such as 
memory care, maternity, pediatrics, and 
emergency rooms were not specifically 
addressed by the model codes. 
For these areas, delayed egress locks 
or alarms could be installed, but they 
weren’t always enough to deter patients 
or visitors from using the doors. This 
put the patients at risk of elopement, 
or in the case of infants and children, 
possible abduction.
The 2009 edition of the IBC added a sec-
tion called Special Locking Arrangements 
in Group I-2 (1008.1.9.6), which described 
a fail-safe lock that would be released 
in an emergency to allow egress, but 
the code section used the terminology 
“delayed egress lock” even though the 
code did not require the product that is 
commonly known by that name in the 
door and hardware/security industry. 
The 2012 edition of the IBC corrected 
the terminology by changing “delayed 
egress lock” to “special egress lock” 
(1008.1.9.6) which helped to clarify that 
the intent of this section was not to 
require a delayed egress lock which 
would release after 15 seconds.  
In the 2015 edition of the IBC, the 
terminology was changed once 
again (hopefully for the last time) to 

“controlled egress lock” (1010.1.9.6).  The 
2015 edition also expanded this sec-
tion to apply to Group I-1 (alcohol and 
drug centers, assisted living facilities, 
congregate care facilities, group homes, 
halfway houses, residential board and 
care facilities, and social rehabilitation 
facilities) as well as Group I-2 (foster 
care facilities, detoxification facilities, 
hospitals, nursing homes, and psychi-
atric hospitals).  Within these facilities, 
the IBC allows controlled egress locks 
to be used where the patients’ clinical 
needs require their containment and all 
of the other requirements are met.
The changes over these three editions 
of the IBC have caused some confusion 
regarding delayed egress vs. controlled 
egress. While a controlled egress device 
allows the egress doors serving certain 
areas to remain locked until they are 
unlocked by staff, the automatic fire 
protection system, or a power failure, 
delayed egress locks must automati-
cally unlock 15 seconds after a build-
ing occupant actuates the device by 
pressing on the touchpad or the door, 
along with other emergency egress 
requirements. The section of the IBC 
addressing controlled egress in certain 
areas of a health care facility does not 
require the door to release automatical-
ly after a building occupant attempts to 
exit by pushing or pulling on the door 
or hardware.
The IBC does not specifically state 
which types of health care units can 
be equipped with controlled egress 
locks, but the 2015 IBC Commentary 

states: “The areas where controlled egress 
may be permitted include psychiatric areas, 
dementia units, Alzheimer’s units, mater-
nity units, and newborn nurseries. Code 
officials may also permit these provisions in 
other areas such as emergency departments 
or pediatric areas where the safety and/or 
security of the occupants are of primary con-
cern.” This helps to establish the intent 
of section 1010.1.9.6, but the Authority 
Having Jurisdiction (AHJ) may provide 
additional guidance.
Beginning with the 2009 edition,  
NFPA 101 includes similar controlled 
egress requirements in Chapter 18 
– New Health Care Occupancies, and 
Chapter 19 – Existing Health Care 
Occupancies. Chapter 7 of NFPA 101  
also includes a section addressing 
delayed egress. There are variations 
between the model codes with regard 
to these two applications, and the table 
on the next page compares each of the 
criteria for both delayed egress and  
controlled egress systems. 
If these requirements are carefully 
followed and the appropriate system is 
installed as allowed by the code adopt-
ed in the project’s jurisdiction, patient 
security will be enhanced without 
jeopardizing life safety.  

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

Delayed Egress vs. 
Controlled Egress
By Lori Greene, AHC/CDC, CCPR, FDAI, FDHI

Photo courtesy of Lori Greene
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2015 International Building Code 2015 NFPA 101 - The Life Safety Code

Delayed Egress Controlled Egress Delayed Egress Controlled Egress

Code Section 1010.1.9.7 - Delayed Egress 1010.1.9.6 Controlled egress  
doors in Groups I-1 and I-2 7.2.1.6.1 - Delayed Egress Locking Systems

"18.2.2.2.5 (New Health Care) 
19.2.2.2.5 (Existing Health Care) 
Also refer to 20.1.3.6 (New Ambulatory Health Care) 
and 21.1.3.6 (Existing Ambulatory Health Care)"

Use Groups 
Where 
Application  
is Allowed

Any Use Group except Assembly, Educational, or 
High Hazard

Only allowed in Use Groups I-1 (alcohol and 
drug centers, assisted living facilities, congregate 
care facilities, group homes, halfway houses, 
residential board and care facilities, social reha-
bilitation facilities) and I-2 (foster care facilities, 
detoxification facilities, hospitals, nursing homes, 
psychiatric hospitals) - where the clinical needs 
of persons receiving care require their contain-
ment (examples in the IBC Commentary include 
psychiatric areas, dementia units, Alzheimer’s 
units, maternity units, newborn nurseries, and 
possibly emergency departments or pediatric 
areas depending on AHJ preference).  Prior to 
the 2015 edition, this section was limited to Use 
Group I-2.

"Doors serving low- and ordinary-hazard 
contents in the following new and existing 
occupancies:

Assembly - permitted except on main entrance/
exit doors; exception:  in airport terminals, 
delayed egress locks are not permitted on doors 
in the egress path from the aircraft through the 
airport loading walkway into the airport terminal 
building

Educational, Day-Care, Health Care, Ambulatory 
Health Care, Hotels and Dormitories, Apartment 
Buildings, Mercantile, Business, Industrial, Storage 
- permitted with no restrictions

Lodging or Rooming Houses - limited to one 
delayed egress device per escape path

Residential Board and Care - limited to exterior 
doors only

New and Existing Health Care Occupancies - 
where patient special needs require specialized 
protective measures for their safety (examples in 
Annex A include pediatric units, maternity units, 
and emergency departments), all of the require-
ments below must be met including automatic 
release.  Where the clinical needs of patients 
require specialized security measures (examples 
in Annex A include psychiatric, Alzheimer's and 
dementia units where patients are housed in 
specialized units) or where patients pose a secu-
rity threat (examples in Annex A include forensic 
and detention units), staff must be able to 
readily unlock doors at all times, but automatic 
release is not required.  Also refer to 20.1.3.6 (New 
Ambulatory Health Care) and 21.1.3.6 (Existing 
Ambulatory Health Care).

Required Fire 
Protection 
System

Equipped throughout with an automatic sprinkler 
system or approved automatic smoke or heat 
detection system.

Equipped throughout with an automatic sprin-
kler system or approved automatic smoke or 
heat detection system.

Protected throughout by an automatic fire 
detection system or an automatic sprinkler 
system.

Protected throughout with a supervised auto-
matic sprinkler system, AND 1 of the following:  
a) complete smoke detection system throughout 
the locked space, OR b) ability to remotely 
unlock doors from an approved location within 
the locked space that is constantly attended.

Actuation Time Up to 3 seconds (was 1 second prior to the 2015 
IBC) when force of 15 pounds is applied.

Release is not required to be actuated by an 
occupant attempting to operate the door.

Up to 3 seconds when a force of 15 pounds is 
applied.

Release is not required to be actuated by an 
occupant attempting to operate the door.

Automatic 
Release Delay

15-second delay before lock releases to allow 
egress (30 seconds with AHJ approval).

Lock is not required to release automatically after 
actuating the door hardware.

15-second delay before lock releases to allow 
egress (30 seconds with AHJ approval).

Lock is not required to release automatically after 
actuating the door hardware.

Rearming After 
Actuation Manual rearm required. Not addressed in the 2015 IBC. Manual rearm required. Not addressed by NFPA 101-2015.

Audible Alarm Audible alarm required. No audible alarm required. Audible alarm required. No audible alarm required.

Signage

Required Signage: "Push [pull] until alarm sounds. 
Door can be opened in 15 [30] seconds." Signage 
must be on the door above and within 12 inches 
of the door exit hardware. New in 2015: Signage 
must comply with A117.1 requirements. In Group 
I occupancies, AHJ may allow signage to be 
omitted for certain types of treatment areas.

No signage required.

Required Signage: "Push [pull] until alarm 
sounds. Door can be opened in 15 [30] seconds."  
Signage must be readily visible, durable, with 
letters not less than 1-inch high and 1/8-inch 
stroke with a contrasting background, located 
on the door adjacent to the release device on 
the egress side.

No signage required.

Action on 
Actuation of Fire 
Alarm / Sprinkler 
System

Unlock for immediate egress (no delay).

Unlock for immediate egress (not required for 
psychiatric treatment areas where restraint or 
containment is required because of patients' 
clinical needs, and - new in 2015 - not required 
when a listed child abduction system is used in 
an I-2 hospital nursery or obstetric area).

Unlock (no delay) in the direction of egress upon 
actuation of sprinkler system, or not more than 
one heat detector, or not more than two smoke 
detectors.

Unlock for immediate egress upon activation of 
the smoke detection system, waterflow in the 
automatic sprinkler system (not required where 
patients require specialized security measures or 
where patients pose a security threat).

Action on  
Power Failure Unlock for immediate egress (no delay).

Unlock for immediate egress (not required for 
psychiatric treatment areas where restraint or 
containment is required because of patients' 
clinical needs, and - new in 2015 - not required 
when a listed child abduction system is used in 
an I-2 hospital nursery or obstetric area).

Unlock for immediate egress (no delay).
Unlock for immediate egress (not required where 
patients require specialized security measures or 
where patients pose a security threat).

Remote Release Capable of being deactivated at the fire com-
mand center and other approved locations.

Capable of being unlocked by a switch which 
directly breaks power to the lock, located at the 
fire command center, nursing station, or other 
approved location (not required for psychiatric 
treatment areas where restraint or containment 
is required because of patients' clinical needs, 
and - new in 2015 - not required when a listed 
child abduction system is used in an I-2 hospital 
nursery or obstetric area).

Not addressed in NFPA 101-2015.

Remote control of locks is one option for rapid 
removal of occupants (see below for additional 
options).  For new occupancies, remote control 
must be from within the locked area.

Staff Release Not required.
Procedures for unlocking doors must be part of 
emergency plan. All clinical staff must carry keys, 
codes, or other credentials to unlock doors.

Not required.

Staff can readily unlock doors at all times.  Rapid 
removal of occupants facilitated by a) remote 
control of locks (for new occupancies remote 
control must be from within the locked area), 
b) keys carried by staff at all times, or c) other 
reliable means always available to staff.

Emergency 
Lighting Required on the egress side of the door. Must be provided at the door. Required on the egress side of the door. No requirement for emergency lighting refer-

enced in this section.

Maximum 
Quantity of 
Devices

One delayed egress lock per egress path. New in 
2015: I-2 or I-3 occupancies may have 2 doors with 
delayed egress locks in one egress path, with a 
maximum combined delay of 30 seconds.

Occupant must not be required to pass through 
more than one controlled egress lock before 
entering an exit (not limited for psychiatric 
treatment areas where restraint or containment 
is required because of patients' clinical needs, 
and - new in 2015 - not limited when a listed 
child abduction system is used in an I-2 hospital 
nursery or obstetric area).

Refer to occupancy chapter limitations above.
One locking device per door, maximum, for new 
occupancies.  AHJ may approve more than one 
lock per door for existing occupancies.

Required 
Listings for 
Locking System

UL 294 - Standard for Access Control System Units UL 294 - Standard for Access Control System 
Units No specific listing referenced in this section. No specific listing referenced in this section.

Type of Locking 
Hardware 
Typically Used

Approved, listed, delayed egress panic hardware 
or fire exit hardware, delayed egress mag-lock, or 
other electrified lock with listed delayed egress 
controller.

Controlled egress panic hardware or fire exit 
hardware, electromagnetic lock, or other fail safe 
electrified lock.

Approved, listed, delayed egress panic hardware 
or fire exit hardware, delayed egress mag-lock, or 
other electrified lock with listed delayed egress 
controller.

"Controlled egress panic hardware or fire exit 
hardware, electromagnetic lock, or other fail 
safe electrified lock. Note:  NFPA 101-2015 allows 
these doors to be disguised with murals in 
existing health care occupancies if certain criteria 
are met.  Refer to section 19.2.2.2.7."
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By Ginny Powell

Photos courtesy of Demarcus Bowser

START CO.

Hager Supports 
Memphis Revitalization
According to Entrepreneur magazine, Memphis 
is the 15th hottest city in the U.S. for a startup 
company. For Eric Mathews, Founder and CEO 
of Start Co., staying in Memphis after attending 
school at Rhodes College made perfect sense.
Interested in enhancing Memphis’s entrepre-
neurial spirit, Eric moved his company head-
quarters to a renovated brick building in the 
heart of downtown. His not-for-profit business, 

described as “part venture development group, 
part accelerator, and all work” continued to 
grow; to the point where he needed to make a 
decision—move again or add additional space. 
Because Eric enjoys being a part of the revitaliza-
tion and urbanization that makes Memphis such 
a hot commodity, he decided to stay put, expand 
and reconfigure his existing space. His vision 
was to make the space something unique and 
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www.DefendDoor.com

National Custom Hollow Metal takes the risk out of ordering 
Stainless Steel Door and Frames.  With over 40 years experience, 
practice makes pur-fect.  We get it right the �rst time, every time!

800.334.3070

SUPERSIMPLE
N O  R I S K  S T A I N L E S S  S T E E L

Truth is, we don’t bite.
Some think our products are too risky to handle.

Get an easy quote today, and take a bite out of your lead-time.

modern while still giving a nod to the building’s history, 
which is why just the right doors were a critical component 
of this renovation. 
Being a member of the Mathews’ family has advantages 
when designing doors. Eight years ago two generations of 
Mathews decided to purchase National Custom Hollow 
Metal Doors & Frames, of Little Rock, Ark. Each family 
member brings specific strengths to the business. Eric, be-
ing a tech guy, streamlined the warehouse stock by using 
bar coding on all the components. But the guiding hand 
is the family patriarch, Chris Mathews, who has 35 years 
working in the doors and hardware industry. 
Eric started the process of designing his office’s custom 
doors by talking with his dad, Chris, and brothers Shea, 
National’s Vice President; and Evan, Vice President of 
Operations and General Manager. Eric knew he want-
ed stainless steel doors, having installed a few stainless 
steel swing doors when he first moved to the downtown 
location. It was important to him that there was plenty 
of natural light throughout the office, so full glass doors 
were a must. Clear doors also mirrored his philosophy of 
transparency within the brand. Further, he thought a “barn 
door” style of sliding doors would be a better fit for his 
overall design rather than the traditional bypass or pocket 
concealed sliding doors. 
DefendDoor, the stainless steel doors and frames division 
manufactured by National, has provided doors on several 
corrosive environments and food service projects. While 
they have manufactured sliding doors before, the material 
was typically paintable galvanneal. 
After numerous logistic discussions, it was decided to 
include Steve Foree, Door Division Manager for Pyramid 
Interiors. National has worked with Foree for almost a 
decade, and they felt confident that he could provide the 
missing components, such as developing the right solution 
for hanging the doors. When Steve received the initial call, 
he was quick to say he’d help them in any way he could.  
Foree has installed quite a few sliding doors in his years 
in the door and hardware industry, but this project was 
truly unique—the weight of the stainless steel doors was 
a key factor. The doors were manufactured from 16 gauge 
#304 stainless steel with full stainless steel glass light kits  
by National Guard Products, and ¼-inch clear tempered 
glass, and weighed approximately 250 lbs. 
In deciding which sliding door track to use, Foree remem-
bered receiving a brochure on the Hager 9710 sliding door 
hardware. The unique design and modern look matched the 
design concept Eric Mathews was looking for and would 
also support the weight of the stainless steel doors. Foree was 
further intrigued by the simplistic installation description.

START CO.

Hager Supports 
Memphis Revitalization

CALL FOR  
FEATURE ARTICLES 
AND CASE STUDIES
Doors & Hardware welcomes informative, 
educational feature articles and case studies 
that discuss new technology, new products  
and problem solving. 

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.
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“I had been looking for a project to try this hardware out on,  
and this was a perfect opportunity,” he said. 
In thinking through the manufacture and design process, a 
finished look was decided upon. Instead of leaving the wall 
openings wrapped in sheet rock, cased open stainless steel 
frames were installed. Two-by-ten headers were also placed 
in the wall cavity to provide additional support to ensure 
the overall integrity of the opening long-term.
For the doors to clear the stainless steel cased open frame, 
one-half-inch shims were installed behind the 9710 sliding 
door hardware track. The shims can’t be seen and the doors 
look sharp sitting in the opening with the cased opening 
frame surrounding them. “The Hager 9710 sliding door 
track and hardware along with the Hager 25B US32D flush 
pulls really complements our doors,” said Shea Mathews.
While this project first appeared as a simple remodel, it 
took a lot of pre-planning and discussion. “Nothing like 
this would have happened if it wasn’t for the willingness 
of Chris, Shea and Evan Mathews with National Custom 
Hollow Metal Doors and Frames and Eric Mathews with 
Start Co. to sit down and talk it through,” said Foree.   

Once all the components were on the jobsite, it took just a 
week to install the doors and hardware, and without issue. 
“Everything about this project was as simple and as cut and 
dry as could be,” said Foree. “The design, the Hager 9710 
sliding door hardware, and the installation went great.” 
Accolades were also expressed by Chris and Shea Mathews. 
“Without Steve and his team, this project would have been 
impossible,” said Shea. “It was Steve and Pyramid that 
selected the Hager 9710 sliding door hardware, custom look 
and the installation and operation details.”
Eric Mathews has enjoyed the compliments the doors receive 
when entrepreneurs, partners and business associates tour 
the office.  Visitors often ask him where the doors came from. 
He tells us, “It’s nice to be able to share with them the family 
business and process of creating these custom doors.” 

GINNY POWELL is Digital Marketing Specialist for Hager. Contact her at 
gipowell@hagerco.com.

Special thanks to National Custom Hollow Metal Doors & Frames, Start Co., 
Pyramid Interiors and Phelan and Associates for their time and effort in  
helping with this case study.

His vision was to make 
the space something 
unique and modern 
while still giving a nod 
to the building’s history, 
which is why just the 
right doors were a 
critical component of 
this renovation.
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Real Openings

Grab Bag
By Mark J. Berger

As we near the end of the year, I thought I’d put together a collec-
tion of photographs which sums up what we see out there—some 
novel ideas, some interesting applications, some violations, some 
warnings—in short a grab bag. 

Please use this as an inspiration to send in your photos. These are 
all real openings. Let’s see what our readers come up with for next 
year. And remember, snap often and email them in!

HOLEY LEVER
Another vacation photo (Can you imagine how 
many syllables there are in the word “Dad” in the 
Berger household?) which I caught out of the 
corner of my eye. We’ve all seen holes drilled in 
pulls to allow doors to be held open; generally this 
is not a violation or area of concern on an exterior 
door. I hadn’t seen a lever drilled before. As to why 
so many holes, I’m at a loss. Any thoughts?

REALLY AN EXIT?
I pity the person following the signage to this door in an emergency. 
The gate is actually a New York City Fire Department-approved gate 
for apartment windows leading onto fire escapes. It has a finger lift, 
not capable of being manipulated by a hand reaching in from the 
outside. But this has not been installed on a window. This is an exit 
door (I think originally a pair) and were you able to get past the gate, 
duck and try to open the door, you’d discover it is locked by the ver-
tical jimmy proof lock as well as the hook and eye bolt. Not some-
thing any of us would ever want to encounter in an emergency.
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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.

MARK BERGER is the President 
and Chief Product Officer of 
Securitech Group, as well as the 
chair of the Builders Hardware 
Manufacturers Association Codes & 
Government Affairs Committee. All 
"Real Openings" photos have been 
taken in public spaces with the 
goal of highlighting the prevalence 
of code violations and the need for 
vigilance to save lives. If you see 
something, say something.

SAY WHAT YOU MEAN
And the award for “Most Accurate Sign” goes 
to this one. The tense is perfect; the wording 

precise; the meaning clear as a daisy.

LABEL TROUBLE
What’s the proper way to apply gas-
keting or weatherstripping onto a 
labeled door? Is blocking the label 
OK? Looks like they were careful 
enough to tape over the label while 
painting and then remove the tape. 
But I’m not sure obscuring half the 
label is acceptable to AHJs.

NOT REALLY
OK readers; take a look at this one. Here’s an 
organization that is extremely concerned 
with safety. They are one of the best with 
signage throughout their properties. The 
padlock on the door is a problem they are 
overcoming slowly but surely. Notice the 
exceptionally well-worded sign on the door. 
I wish every lot line door which is a hazard 
had a warning like this. But this sign is not 
really needed. The door swings in.

NEWEST LATCH 
PROTECTOR

Answering the question, 
“What to do with leftover 

items on a job site,” here’s a 
novel use for a strike plate.

DOORS & HARDWARE      NOVEMBER 2015      61



There are two basic ways to grow your company: 
expanding business with existing customers, or 
bringing on brand new customers. This piece 
focuses on bringing in large numbers of new 
customers. My next column will focus on selling 
more to your current customers. 
When I ask clients and audience members how much 
of their business is made up of existing customers re- 
odering, the percentages are extraordinarily high—often 
north of 80 percent. This is a positive, of course, because 
your customers love your work. But it’s also dangerous, 
because if some of your larger repeat customers leave, 
you’ll be dealing with a big hole. That’s why a steady flow 
of new customers is so important to small businesses. 

How to Add New 
Customers Through 
Powerful Marketing
By Alex L. Goldfayn
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Cer ti f y ing Product Reliabilit y  
Agains t Fire

Guardian Fire Test Labs, Buffalo, NY
Area Office:  15 Wenonah Terr., 

Tonawanda, NY 14150-7027
Office Phone:  716 835 6880 

Fax:   716 835 5682 
Email:  gftli@earthlink.net

Web Site:  www.firetesting.com

SPECIALTY DOOR PROGRAM

ISO 17025:2005 Accredited test lab;  
Accredited Inspection &  
Product Certification Agency per  
ISO 17020 & ISO Guide 65 
Re: Guardian Specialty Door Program
1.  Having problems with fire rated  

labels  for your specialty doors? 
GUARDIAN CAN HELP SOLVE  
YOUR PROBLEM.
2.  Submit shop drawings to  

Guardian  for approval  of the  
door’s fire-rated status.

CONTACT US FOR FAST, EFFICIENT 
LABELING SERVICE: 

Guardian2014_MemoAd_Update.indd   1 3/4/14   12:05 PM

Here are three simple techniques  
to turn on your new customer hose, 
and keep it flowing at high pressure: 

1. Seek Referrals
Your existing customers are a golden 
and oft-overlooked source of new 
customers. We don’t ask for enough 
referrals. Often, in my speeches and 
workshops, I ask participants why 
they don’t ask for referrals more. 
Here are some of the answers: 
Fear. What if they don’t like us as much 
I think? Don’t want to impose. Don’t 
want to take clients’ time. Not sure how. 
It’s not a part of my process. Never really 
asked before. 
Essentially not asking for enough 
referrals is a mindset issue. We lack 
the confidence and self-esteem to do 
so. It’s as simple as that. The tragedy 
here is that your happy customers 
would be thrilled to recommend you 
to their peers and colleagues. All you 
have to do is ask. 
I’ll take it one step further: it is your 
responsibility to ask for referrals. You 
owe it to your family, your staff and 
your children to make your company 
as healthy and successful as it can be. 
Instead of simply asking, I’ve been 
implementing a two-step process for 
my clients, and it has been working 
beautifully: 

 � First, at the time of every new 
order—on the phone, in person, 
and even online—we must simply 
inform our customers that we will 
be asking them for a referral at the 
time that we deliver this order. “If 
you’re pleased, I would love to help 
somebody you know, in a similar 
position as yourself, with the same 
kind of value and service. If it’s 
okay with you, I’ll ask you for this 
referral in a week or so, when I 
deliver the order. Sound fair?” 

 � Then, when the time comes, simply 
say so. “Remember we talked about 
a referral if you were pleased. Here 
we are!” You’re laughing as you 
say it of course, but there’s no point 
in tiptoeing here. They’ve already 
agreed to help you. 

A two-step process like this hold the 
customer accountable to providing 
the referral, and, just as critically, it 
holds you accountable to asking for it. 
Alan Weiss taught me his version 
of this process years ago, and the 
modified approach I’ve outlined 
here works well. If you do this for 
just some of your new orders, you’ll 
quickly add a significant number of 
new customers by referral.

2. Specialize in Vertical Markets
Next, take a look at the types of 
industries your customers belong  
to. Perhaps you deal with many 
manufacturers? Or people in a cer-
tain region? Identify your top cur-
rent markets and make it a point to 
exploit your success there. Some of 
my most successful clients have con-
quered just one or two vertical mar-
kets. Become a specialist. Visit the 
conferences and conventions.  
Create a good list.

3. Build Lists
If you do not currently have a good 
list of people who can buy from you, 
this is probably the most important 
activity in this article. Right now, 
start a simple spreadsheet. You want 
names, titles, companies and full con-
tact info, online and offline. Gather 
all of the people you’ve ever done 
business with, and add them to the 
spreadsheet. Do the same with people 
you’ve talked about business with, 
but have not worked with. Have every 
salesperson in the organization do this. 
Finally, you might think about 
having lists built for you profession-
ally. For about 20 cents per name, you 
can have a list builder create spread-
sheets filled with your ideal prospec-
tive buyers. Head to www.elance.com 

and search for “list builder” and 
you’ll see how this works. 
When you have your list, send value: 
case studies. Testimonials. Advice 
from you. How-tos. Tools, techniques 
and interesting insights. Briefly  
profile a product in every communi-
cation you send.  
To grow, you need to build a nice 
funnel of new incoming business. 
Any one of these techniques can get 
you there. Pick one, and try it for 15 
minutes tomorrow. 

ALEX GOLDFAYN is the 
CEO of the revenue 
growth consulting firm 
The Evangelist Marketing 
Institute. These app-
roaches are described 
in-depth in his new book, 
The Revenue Growth 
Habit: The Simple Art of 

Growing Your Business by 15% in 15 Minutes a Day. 
To learn more, go to www.evangelistmktg.com. 
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Shelf Life

Keep the Inventory 
Vampires from Taking 
Over Your Warehouse

By Danah Head

Inventory is like a living, breathing thing. 
Inventory is born, grows up, gets mature, sells 
hard for a good while, then starts to taper off 
and eventually dies; in some cases even looms 
around in an almost dead state. During the 
inventory life cycle, there should be caretakers 
similar to hospital nurses, or in some cases, 
hospice care workers. If not, your company’s 
inventory will sit there like a vampire and  
suck every last penny of extra capital from 
your bottom line. 
In my career, I have become an inventory and 
supply chain enthusiast. In most cases, finding 
the right people to care for the inventory is 
not a difficult task. Almost all the time, the 
right people are already there; they just do 
not know their value or understand inventory. 

Even worse, most of those people do not have 
managers who truly understand their personal 
value and how that may affect inventory and 
the company’s bottom line. 
A good example of this is a situation that hap-
pened to me one day as a purchasing agent. 
I was sitting at my desk when I received a 
disturbing phone call from the warehouse. 
The warehouse employee told me that she had 
received my request to use inventory for a  
specific job, but she did not want to let me use 
the parts. 
Through the entire history of the company, 
inventory had never been held or used for any-
thing more than a “per job” type of situation. 
For example, inventory was purchased for job 
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A, B, and C. This inventory then was 
consumed within a few months and 
then replaced with job D, E and F.  
In a perfect world, the inventory 
disappears from the bottom line and 
capital remains to purchase for jobs 
G, H and I. 
Unfortunately, we don’t live in a 
perfect world, and customers don’t 
always decide to complete job B, and 
move on job D. Perhaps there will be 
a complete redesign and some of the parts ordered will 
work as purchased. Worse, there may be a cancellation 
and none of the parts will be used, ever. 
For years and years, this company just sat on these 
unused orphaned parts. Over time they became like 
invisible vampires sitting on the warehouse floor. Every 
so often, the warehouse was expanded in physical size  
to near massive. Motors, gaskets, fasteners; the list went 
on. Floor-to-ceiling, end-to-end, covered in new and 
old inventory just here, there and everywhere. Many a 
manager and employee had become blind to the inven-
tory that had now expired and become money sucking 
vampires. 
Buyers kept buying, blissfully unaware of the inventory 
that lurked in every corner of this massive building. One 
day the purchasing manager went out to the warehouse 
on unrelated business and was astounded by the amount 
of inventory that just stared at her, covered in years of 
dust and debris. So, just like shining a light on a vampire, 
she pulled open the doors and immediately ran to upper 
management, announcing she had found money the 
company could capitalize on, hoping they would evap-
orate into piles of dust. However, any good vampire is 
persistent, so, with the help of warehouse workers, they 
lingered in the shadows a while longer. 
Even as the old inventory vampires were occasionally 
being exposed to the light, they were not being extin-
guished. The warehouse personnel loved those vam-
pires. Like a security blanket a child cannot give up, the 
employees fought to keep the inventory there. Their rea-
soning for the behavior was revealed in questions such 
as, “Why would the company increase the size of the 
warehouse if the inventory wasn’t important?” Or,  
“The inventory is a company asset and we need assets 
to keep our jobs if the economy turns and we can resell 
these items.” 
When I started at the company, I was passionate about 
inventory control, so I chose not to believe the gossip and 
lore. Immediately upon my hiring, I decided to make 
the challenge my own personal fight. Every day was an 
uphill battle. Like a young soldier with fight and deter-
mination, I pressed on to slay each and every one of 
those capital suckers, to no avail. 

The vampires had too many allies. I was unable to slay 
them myself, and no one in power seemed to possess 
the knowledge or influence to really effect change. This 
meant the vampires went back to doing what they did 
best—suck any potential net profit straight off the top. 
They did this by staying invisible to the buyers. Buyers 
would just repurchase and restock when that was not 
necessary. New parts would come and go right past, 
or sit on the shelf temporarily with other matching old 
parts. 
As time passed, with pushing and shoving and mas-
saging, the purchasing department eventually received a 
spreadsheet of items that were available to use for per-job 
purchases. This went well for a while. However, no one 
kept up with counts or spreadsheets or what was actually 
out there and still viable for use. 
Every so often, deadlines would come and go and parts 
were not actually available. Even worse, no one would 
realize the shortages until the parts were needed some-
where down the line. This caused panic and extreme 
high prices for overnight and custom solutions. The vam-
pires were laughing all the while, protected and hidden 
in the dust-filled shelves. 
The real issue was that ‘secu-
rity blanket’ mentality—
no one in the warehouse 
wanted to see the vampires 
die. If a buyer called to use 
an old piece of inventory, 
the warehouse employee 
would ask, quite simply, 
“Why?” Or, the answer 
to the request was simply, 
“No.” The deep fear was 
completely based in a total 
lack of inventory under-
standing. No one realized 
that with a good Material 
Requirements Planning 
(MRP) system (which they 
did not have—hence the 
spreadsheet), running out of 
inventory or stock could be a 
thing of the past. Eventually, 
buyers went back to not using 

"The vampires had too many allies. I was unable  
to slay them myself, and no one in power seemed  
to possess the knowledge or influence to really 
effect change. This meant the vampires went back 
to doing what they did best—suck any potential net 
profit straight off the top. They did this by staying 
invisible to the buyers."
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old stock and warehouse employees 
continued to love the vampires, new 
and old alike.
There is a solution: education and 
empowerment of the employees. If stock 
is not being cared for and led through 
a healthy life by employees that love 

every single piece, vampires will emerge. Imagine this 
scenario again, but with employees who can identify each 
piece of inventory as a dollar sign. Imagine how a supply 
chain could be built with people who get excited when 
vampires are eliminated and who feel that their employ-
ment is being positively affected.
Imagine if every “replacement” item was met with 
accountability and signing in or out items for traceability. 
This would cause less need for rogue purchases. The 
money the company would save could be astronom-
ical. The entire culture of the warehouse would change 
because their purpose would be to use the enormous 
space for actual needs. 
What if truckloads of recurring, high-use items could be 
purchased at industry lows like Southwest Airlines does 
with their jet fuel? The cost savings would be immense! 

But remember in our scenario, the warehouse did not 
have any more room for more usable inventory because 
the vampires had run amuck. 
Check out your warehouse culture. How do your 
employees feel about your inventory? Do they fully 
understand that they are the keepers of the health and 
livelihood of your bottom line? Are there vampires 
lurking in your midst? 

DANAH HEAD is an Executive Advisor for The 
Distribution Team. She holds an MBA in 
Technology Management for Supply Chain, and a 
master’s degree in Adult Education and Corporate 
Training. While pursuing her education, she worked 
in different purchasing and supply chain roles 
within the manufacturing industry. She can be 
reached at Danah@Distributionteam.com. Learn 
more at www.thedistributionteam.com.
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ADVERTISING 

GUIDE2016 
THE OPENINGS INDUSTRY’S PREMIER RESOURCE FOR PRINT AND ONLINE ADVERTISING

Contact Molly Long today! 703.766.7014 or MLong@dhi.org

Doors & Hardware readers don’t just flip through 
our magazine, they actually put it to good use! 
Learn more about how to reach your desired 
audience inside our Advertising Guide 2016. Let 
us create a program specifically designed to get 
results. Email mlong@dhi.org for your copy.

The 2016 Doors & Hardware Editorial Calendar 
is now available! 

If you've ever thought about writing an article 
or submitting a case study to the only magazine 
devoted exclusively to the architectural openings 
industry, now is the time! Gain peer recognition  
by sharing your expertise. Email dgable@dhi.org 
for details.

NOW AVAILABLE:  
DOORS & HARDWARE 
2016 ADVERTISING 
GUIDE AND EDITORIAL 
CALENDAR!
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When it comes to public buildings, it’s easy 
to take the doors and entryways for granted. 
A major challenge is that often door security 
measures can undermine human safety. It is 
critical that door assemblies provide the 
correct balance of life safety and security 
while meeting building and fi re codes.

Building codes and product standards are 
complicated. And there are thousands of 
combinations of doors and hardware. In 
fact, while doors and openings represent 
only 2% of a new facility’s average con-
struction costs, they constitute more 
than 30% of punch-list issues. That is
why it’s important to get it right the fi rst 
time, at the beginning stages of project. Do 
not drop the ball—make sure your doors 
and entryways meet the correct standards.

Where do I fi nd the industry experts 
to strike the right balance of life 
safety and security?
Contact a DHI-Certifi ed Consultant!

Architectural Hardware Consultant (AHC), 
Certifi ed Door Consultant (CDC), Electrifi ed 
Hardware Consultant (EHC) and Architec-
tural Openings Consultant (AOC) are the 
certifi cation designations recognized as 
marks of excellence throughout the industry. 
These professional certifi cations attest to the 
extensive knowledge of the individual and 
that he or she is a professional prepared to 
provide sound architectural door and hard-
ware specifi cation advice to architects, con-
tractors and building owners.

Managing the Balance of Life 
Safety and Security
DHI members are the only certifi ed, credentialed professionals with the experience to fi nd the right 
balance between life safety and security in the non-residential architectural openings industry.

To fi nd a DHI-Certifi ed Consultant near you, visit 
www.dhi.org/FindAProfessional or call 703/222-2010.



Impact DHI Impact includes quotes and interesting facts and figures about DHI 
and its impact on our industry and our members. If you have a great 
quote or a fun fact to share, send it to Denise Gable at dgable@dhi.org.

ANY TIME!
Take these self-paced, online  
courses anytime to match your 
busy schedule:

  Doors & Hardware 101

  COR103: Understanding & 
Using Construction Documents

  CE1401: Codes &  
Standards Update

  CE600: 2012 Update:  
Fire & Egress Door Assembly 
Inspections

education@dhi.org

SAVE THE DATES!
Don’t miss these 
important events:

Q U O T A B L E

“DHI provides access to transformative education and 
credentialing that can give businesses a competitive edge.”

New DHI President Bob Maas 
Director of Key Accounts and Mechanical OEM Accounts, Allegion
Meet him starting on page 8. 

COR160 Material Purchasing Concepts
COR153 Installation Coordination  
and Project Management
cgehrs@walshdoor.com

IOWA CHAPTER 
NOVEMBER 
12–14, 2015

2016 Spring  
Technical School
National  
Conference Center

Lansdowne, Va.

education@dhi.org

APRIL

2016
10–17

DAI600 
Fire and Egress 
Door Assembly 
Inspection

Chantilly, Va.
education@dhi.org

NOV 8–11
2 0 1 5

doors &  

hardware

12/10/15
Deadline to submit your article for 
Doors & Hardware’s  
popular Installation & 
Troubleshooting issue

dgable@dhi.org
CoNEXTions 2016 | Orlando, Florida
www.dhiconextions.org
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Doors & Hardware  71 
Contract Distributor Marketplace

Ad Index
November 2015 |  Metal and Specialty Doors

ContaCt Molly long:
mlong@dhi.org  : :  703.766.7014  : :  www.dhi.org/advertising

Don’t miss out on these upcoming issues:
February 2016: Installation/Troubleshooting
Deadline: Dec. 10, 2015

March 2016: Schools
Deadline: Jan. 10, 2016

april 2016: Security/Access Control, CoNEXTions 2016
Deadline: Feb. 10, 2016

Three greaT reasons 
to include Doors & Hardware in your marketing plan:

1. targeted readership
2. exClusive CoMMuniCations vehiCle
3. readers take aCtion

New this December in Doors & Hardware:

ContraCt Distributor 
MarketplaCe

Be part of the exclusive communications vehicle 
into the distribution channel of our industry. We’ve 
launched a new pilot opportunity to showcase 
your Contract Distributor business to industry 
leaders and stakeholders! 

It’s easy to participate and is a powerful and 
affordable way to get your name in front of our 
audience!

Contact Molly Long Today:
703.766.7014  |  mlong@dhi.org
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When a trade association continuous-
ly seeks feedback from its members, 
it begins to understand them. This 
means that it will be able to focus 
on the things that are important to 
members and thus start to increase its 
value proposition. 
Members provide ideas and sugges-
tions that will help an association 
learn how it can and should evolve; 
for example, ideas and suggestions 
related to the future or services 
that the organization is thinking of 
implementing.
Much like DHI has sought member 
feedback for many of its initiatives 
in the past and those to come in the 
future, Doors & Hardware would like to 
receive more feedback from our read-
ers. We think this will help to make 
reading the magazine more of an 
interactive experience, and help us to 
provide you with the knowledge and 
tools you need to benefit your compa-
ny, your career and our industry.
Our yearly reader survey provides 
great insight into what you like and 
don’t like about the magazine, and 
what types of articles you’d like to see 
more—and less—of. But what about 
the rest of the year? What’s the best 
way for you, the reader, to provide 
quick feedback on such items as:
• What are the top door and hard-

ware trends in the industry?
• What are you optimistic about in 

our industry (and maybe not so 
optimistic about), as we head into 
2016?

• How does sustainability fit into 
your business model?

• What are your technology plans for 
2016? 

One tool that we plan to launch in 
January is a 60-second survey. These 
quick, one- or two-question surveys 
have become extremely popular with 
organizations of all sizes because 
they are fast and easy to fill out. Each 
survey will tie into the magazine’s 
monthly theme. Since we work on 
Doors & Hardware two months ahead, 
this month, readers will receive a sur-
vey based on our January 2016 theme 
of our industry’s economic forecast. 
The results of these surveys will be 
published in each issue on the Impact 
page in the back of the magazine.
In addition, at various points through-
out the magazine, you’ll be asked to 
provide feedback on what you just 
read. For instance, in this issue, we’d 
love feedback on the article intro-
ducing you to DHI’s new President, 
Bob Maas. What do you think about 
the five priority initiatives that have 
been approved by DHI’s Board of 
Governors? 
Author and motivational speaker 
Tony Robbins says that successful 
people ask better questions, and as a 
result, they get better answers. We’re 
going to start asking better questions, 
and we hope you—our valued read-
ers—will provide better answers. I 
look forward to the conversation. 

DENISE GABLE is the managing editor of  
Doors & Hardware. Email her at dgable@dhi.org.

The Importance of Feedback
By Denise Gable

Attention Industry 
Experts—Share Your 
Knowledge!
Our 2016 Doors & Hardware edito-
rial calendar is now available. We 
are always looking for informa-
tive, educational case studies and 
feature articles that discuss new 
technology, new products and 
problem solving. 
We know you’re busy, but here 
are three compelling reasons why 
you should contribute to Doors & 
Hardware in 2016:
1. Publishing an article in the only 

magazine devoted exclusively 
to the architectural openings 
industry establishes you and 
your company as subject matter 
experts.

2. Authorship allows you to share 
best practices, gain peer recogni-
tion and enhance communication 
among industry professionals.

3. DHI member companies are al-
lowed three case studies per year, 
and product and company names 
can be used in the article.

To submit an article or case 
study, or if you’d just like  
to provide feedback or a 
suggestion, email  
dgable@dhi.org.

“Feedback is the breakfast of  
champions.” — Ken Blanchard 

Cl
ie

nt
: C

on
st

ru
ct

io
n 

Sp
ec

ia
lti

es
, I

nc
.  

Jo
b#

: 1
01

00
   

   
   

 N
am

e:
 A

cr
ov

yn
 D

oo
rs

 a
d 

   
  P

ub
lic

at
io

n:
 D

oo
rs

 &
 H

ar
dw

ar
e

Co
lo

rs
: C

M
YK

   
 

Bl
ee

d:
 Y

es
   

   
   

   
  S

iz
e:

 8
.3

75
” 

x 
10

.8
75

” 
   

   
In

se
rt

io
n:

 #
21

35
 N

ov
em

be
r 2

01
5

Ad
ve

rti
se

rs
 In

de
x:

 C
on

st
ru

ct
io

n 
Sp

ec
ia

lti
es

, I
nc

.

When we developed the Acrovyn® Door, it changed 

the industry. It wasn’t long before customers asked, 

“What about the frames? They get damaged, too!” 

Introducing the C/S Acrovyn® Frame System! 

This new system offers a total door opening 

solution for facilities. Acrovyn clad steel door frames 

withstand damage in high-traffic commercial 

buildings, keeping door frames looking like new. 

The Acrovyn Frame System is easy to install and, 

with replaceable features, even easier to maintain. 

For more information, visit c-sgroup.com/door 

or call (800) 972-7214.

Indestructible
now comes
in frames
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When we developed the Acrovyn® Door, it changed 

the industry. It wasn’t long before customers asked, 

“What about the frames? They get damaged, too!” 

Introducing the C/S Acrovyn® Frame System! 

This new system offers a total door opening 

solution for facilities. Acrovyn clad steel door frames 

withstand damage in high-traffic commercial 

buildings, keeping door frames looking like new. 

The Acrovyn Frame System is easy to install and, 

with replaceable features, even easier to maintain. 

For more information, visit c-sgroup.com/door 

or call (800) 972-7214.

Indestructible
now comes
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As the industry’s leading distributor of electrical and mechanical door hardware, 
we always have the exact product you need, when you need it. Our unmatched 
inventory includes over 100 premium manufacturers, and we carry every fi nish, 
function, design, keyway, voltage, length and option. Plus, every order is handled 
by the industry’s most experienced technical sales team.

INFORMED. IN STOCK. IN DEPTH. seclock.com  |  800-847-5625

EVERY DAY, 
EVERY WAY.

ELECTRICAL AND MECHANICAL DOOR HARDWARE
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