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On behalf of the Board of 
Governors, I would like to welcome 
you to the new DHI—Door Security 
and Safety Professionals! 
We have been eagerly awaiting the 
official launch of your new asso-
ciation. This is simply step one in 
a series of extraordinary changes 
to be rolled out over the next sev-
eral years, driven by our five-year 
strategic plan and based upon your 
voice!
Your Board of Governors has 
approved and funded numerous 
important and impactful changes 
at DHI, transforming your organi-
zation and your future. DHI staff 
has evolved and is committed to 
this transformation. Hundreds of 
your peers will serve as volunteers 
to lead these changes.  Education, 
credentials, technology, membership 
structure and chapters will all be 
addressed; it is an exciting time! 
Read more about this unparalleled 
advancement of your DHI begin-
ning on page 24.   
While change isn’t always easy and 
it will continue to take us some time 
to build these new programs, know 
that we heard you. This new DHI 
is focused on YOU—Door Security 
and Safety Professionals—our new 
mark! I hope you will wear this 
new brand proudly as professionals 
and that you will continue to stay 
engaged so we can help you and 
your business make the most of this 
New Day, New DHI. 

The New Day of DHI is Here
By Bob Maas, DHI President

New Day…New DHI!  I celebrated 
my 28th year with DHI last June and 
could not be more excited about our 
new direction. What has me so excit-
ed?  The fact that we are making huge 
changes to reposition DHI.  
Admittedly, we have struggled the 
past few years to understand why 
there continued to be some frustra-
tion with our education and certifi-
cation programs. We realized that 
the channel had changed, but never 
could grasp how that impacted the 
DHI credentials. But we figured that 
out, and are now launching a new 
multi-tiered credential program that 
fits our members’ needs much better 
for the future; touches multiple levels 
of skill and expertise; welcomes back 
the experienced professional; and 
will provide choices. Our testing 
process will also be completely over-
hauled to reflect today’s methods of 
conducting business.
Our education system was also miss-
ing the mark, despite our substantial 
growth before the recession. We 
had to dig deep to understand the 
disconnect, and we figured that out 
after much industry research, soul 
searching and even objective reviews 
by outside education experts. The 
changes we will launch over the next 
two years will be monumental! New 
local delivery systems, more afford-
able offerings, and an approach to 
learning that mirrors how you train 
in your companies. It will not be your 
Dad’s educational system.

I am not solely responsible for DHI’s 
strategies, but I certainly have great 
influence. The volunteers rely on me 
to create the appropriate process to 
move DHI forward. During the last 
few years, I felt like we were not 
moving forward and that at times, 
frustration in the industry was grow-
ing. Every CEO wants to lead their 
organization forward; we are now 
doing so, and I love it!
I am grateful to the industry for 
hanging in there while we focused on 
this overhaul. We are no longer the 
Door and Hardware Institute;  
we are DHI—Door Security and 
Safety Professionals.  
We are about you—professional  
companies and individuals protect-
ing society. Changes to your edu-
cation, your credentials, your tech-
nology, your membership and your 
engagement will launch over the next 
two years. You will be proud to be in 
this industry, proud of your career 
and company, and proud of your 
organization! Thank you for allowing 
me to serve. 

By Jerry Heppes Sr., CAE, DHI CEO
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Faces

DHI MEMBER SINCE: 2006

OCCUPATION: Sales Consultant

CHILDHOOD AMBITION:  Writer

FIRST JOB: Checking coats 

WHAT LED YOU TO OUR INDUSTRY? My mom. She 
told me a job was opening up in an administrative posi-
tion with a good company and I should get my foot in 
the door. Needless to say, it’s 12 years later!

PROUDEST PROFESSIONAL MOMENT:  
Promotion into sales.

BIGGEST CHALLENGE: Overcoming my fear of failing. 
I never thought I would be in a sales role in this busi-
ness and had to work at dealing with wins, losses and 
disputes. I had to realize that I wasn’t “failing,” even if I 
didn’t win.  

GUILTY PLEASURE: Potato chips!

FAVORITE BOOK/MOVIE: Atlas Shrugged by Ayn Rand

MENTOR/HERO: Derek Jeter. My family and I are base-
ball crazy and love the game more than words can say! 
Jeter is a class act, does great things for people in need 
without being in the spotlight (nor wanting to be), and 
lives his life by a set of rules and integrity that I try to 
live by and teach my children to as well.  

BEST ADVICE YOU EVER RECEIVED: Do the right 
thing because when you do, the rest will work out

BEST ADVICE YOU NEVER RECEIVED: I have two: 
“drink champagne for no reason at all,” and “live your 
life as an exclamation, not an explanation!”

HOW HAS YOUR INVOLVEMENT WITH DHI  
SUPPORTED YOUR CAREER GOALS? DHI has helped 
me in many ways over the years. It has helped me net-
work and reach people I normally wouldn’t be in touch 
with through industry events, especially through edu-
cation. When I first started in this business and barely 
knew much about hardware or building codes, I took 
local classes offered by the New York Chapter, which 
have helped me grow in my career. 

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!

Kelley Buscetto 
ALLEGION
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By Scott J. Tobias, AHC/CDC, CDT, CFDI, CSI, FDAI, LEED AP

UNLOCKING BEST PRACTICES: 
Specifying Door Hardware 

Like most people, I did not pay much 
attention to the door opening that I 
was walking through, other than to go 
through it. It didn’t matter to me how 
it operated; whether it was a push, 
pull, rotation of a knob, depression of 
a push bar, or automatically operated 
door—it was just something I had to 
go through to get to the other side.
That all changed when I began my ca-
reer in the door and hardware indus-
try. Virtually every building project 
will contain doors and hardware, 
starting with the entrance or possibly 
perimeter security. Other than the 
doors in my home, you will always 
find my head scanning the opening 
from top to bottom every time.  
More and more over the years, not 
only am I scanning, but when some-
thing unique, or grand, and most 
often not operating properly, once the 
scanning is complete you will find 
me taking photos of the opening and 
area of focus. Despite the mundanity 
of these components, there are many 
considerations to specifying and using 
doors and door hardware, such as life 
and fire safety, accessibility, security 
and convenience of use, some of which 

can conflict and jeopardize lives. 
Fortunately, there is an industry stan-
dard to guide design and construction 
professionals.  
This article is based on the Door and 
Hardware Institute’s (DHI) Sequence 
and Format for the Hardware 
Schedule. Although the standard’s title 
is specifically named for hardware 
schedules, the same sequence and 
format is typically used for specifying 
door hardware sets in Division 08 
architectural specification documents. 
The specification documents are typ-
ically the responsibility of the archi-
tect, coordinated with a DHI-certified 
Architectural Hardware Consultant 
(AHC), and used to understand and 
estimate what doors and hardware are 
required on a project.  
Once the project delivery method and 
products required are determined, the 
entity furnishing the doors and hard-
ware (for example a door and hard-
ware distributor supplying through a 
general contractor) is typically respon-
sible for creating a hardware schedule.  
This schedule is typically created from 
the specifications in conjunction with 
the drawings (which complement each 

other) and is submitted back to the ar-
chitect for approval prior to anything 
being ordered, furnished or installed 
on the project. The architect will thor-
oughly review the design and submit-
tal with the client and consultant to 
minimize risk during construction.
The resource is helpful with assisting 
anyone in the construction indus-
try working with architectural door 
hardware. It brings a basic under-
standing of all the components and 
how they are applied to work with the 
total door opening. There are many 
products, functions, applications, and 
component combinations available to 
be specified, furnished, and installed. 
The DHI Sequence and Format helps 
put order to the scheduling process 
to ensure all applications, codes, and 
components are reviewed for proper 
operation, compliance, and function.
The standard format divides door 
hardware into 10 sequenced sections 
as follows.

1. Hanging devices
The first item addressed in the 
sequence is the hanging device. 
Although not typically a highlight of 
the door opening, the hanging device 

Photos courtesy of Scott J. Tobias
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function, building code, life safety 
and fire codes, design, and personal 
preference.  Sustainability can also be 
a factor when choosing the materials 
used to manufacture and the lifecycle 
of a product.  If sustainable materials 
are used and the lifecycle is twice as 
long as another product of the same 
function, not only are healthier materi-
als used, but they are replaced less of-
ten, causing less labor, materials, and 
garbage in a landfill when replaced.
When specifying any type of electri-
fied hardware, operations descriptions 
(also known as operations narratives) 
should always be included in specifi-
cations and submittals. These are short 
paragraphs describing the operation 
of every part of the opening from 
either side, so the designer, installer, 
and user can all have the same under-
standing of what is supposed to hap-
pen at the opening at any given time.   
It is very important to have owner/
user input when specifying door hard-
ware for proper functionality of use. 
When one decides how someone else 
will use a room or a door, it might not 
be exactly what that same person has 
in mind. By coordinating the original 
specification with all parties involved, 
including the user, security consultant, 

installer, contractor, architect, distrib-
utor, and any other party affected, 
the results can be less mistakes and 
misunderstandings.
Elevation and point-to-point diagrams 
should also be required as part of the 
submittal process. Elevations provide 
an overview of what the opening 
looks like with all the components of 
the system connected. The point-to-
point shows the system connections 
as well, but is geared more toward the 
actual wiring, including the colors and 
connections of each. A logic diagram 
might be used by the person who 
designed the system to lay out the 
system flow and process.

3. Operating trim
Once the door has been hung and se-
cured, the third part of the sequence is 
to specify operating trim. Whether or 
not there is a locking device (e.g. mor-
tise lockset or panic hardware), one 
must specify or schedule a door pull, 
push plate, or a push-pull bar. There 
are many different manufacturers and 
variations of operating trim to ensure 
something for all aesthetic tastes. 
Further, some manufacturers have the 
ability to fabricate custom design or 
patterns into existing operating trim.

is one of the most important compo-
nents. Supporting the entire weight 
of the door from the top, bottom, side, 
or a combination, they are relied on 
for precise and consistent pivot-point 
swing or slide—hanging devices are 
probably the most actively used door 
opening components.
Depending on the type of door, func-
tion and application, it can be hung 
onto a frame (of a door or an opening) 
or directly on a wall. A swinging door 
can be hung on hinges, continuous 
hinges, pivots, or floor closers, while 
a sliding door can be hung on tracks 
and hangers suspended from the 
top, underneath the head of a framed 
opening, on the face of the wall, or 
supported by the floor from under-
neath the door.
The most efficient and effective way 
to hang a door would be any means 
supported by the floor, rather than 
the frame or wall. In the latter cases, 
the door pulls away from the frame or 
wall, causing tension, whereas a door 
supported by the floor is resting on 
top and has no tension at all. Although 
a swinging door is the most common 
type, sliding door options and use 
have increased over recent years for 
their function, space-saving ability, 
and aesthetics.

2. Securing devices such as 
bolts, bored or mortise locksets, 
fire exit hardware devices, and 
deadlocks
Now that the door is hanging, the next 
part of the sequence is to secure it. 
When specifying or scheduling a pair 
of doors, the inactive leaf is always 
secured first; otherwise, the active leaf 
has nothing to secure itself into, leav-
ing both vulnerable. In other words, 
the inactive leaf must act as the fixed 
material that the frame or wall would 
be for a single door opening.
Once the inactive leaf of a pair has 
been secured (or, only a single door 
opening is being specified), the proper 
securing device is then specified. 
There are many factors, options, and 
preferences to take into account when 
securing the opening, including 

Mortise lockset with knurled 
lever and latchguard
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4. Accessories for pairs of doors 
only
When working with a pair of doors, the 
next step in the sequence is to include 
the related accessories, including coor-
dinators and carry bars. These devices 
help coordinate the closing and open-
ing of certain pair of door applications.

5. Closing and control devices
Closing and controlling a door is 
important for many reasons, including 
the protection of lives and materials, 
traffic control, security, and energy ef-
ficiency. Closing devices, also known 
as door closers, can be manufactured 
for different types of applications 
depending on the function, aesthetic, 
and frequency of use of the opening.
Surface-mounted or concealed closers 
(either overhead in the door or frame, 
or concealed in the floor) are available 
for different applications. Door closers 
are available with various options for 
mounting and controlling the opening 
and closing forces of the device. A 
control device, also known as a door 
stop, are also available different types 
depending on the application (e.g. 
floor, wall, and overhead). Depending 
on the device, they all protect the 
door, frame, hardware, and surround-
ing conditions by stopping the door 
hardware from making contact with 

a wall or other area that can cause 
damage to both.  
Sometimes, a closing device is errone-
ously used as a controlling device to 
stop the door, which is not its intend-
ed application. With that said, some 
closer devices are available with a 
built-in stop as an available option. 
In all cases, a door stop of some sort, 
as described above, should be used. 
By misusing the closing device, the 
life of the opening will certainly be 
shortened, having to maintain and 
adjust the door, frame, and hardware 
time and again.
Although overhead stops and holders 
are door stops, they are not specified 
or detailed in the Stops and Holders 
part of the sequence (see number 7 be-
low) and are specified here with door 
closers in step 5.

6. Protective plates and trim
Next in the sequence are protective 
plates, which defend the door as a 
layer installed on the surface of the 
door. Some doors can be very expen-
sive to replace, so rather than damag-
ing, dinging, denting, scratching, or 
ruining their surfaces, the plate can 
take the abuse. A protection plate is 
also typically less expensive to replace 
than an entire door.

Kickplate

7. Stops and holders
If door closers with built-in stops, or 
overhead stops are not specified above 
in step 5, the next step in the sequence 
involve all other types of stops and 
holders.  Protective plates and trim 
are not enough to just protect the door 
itself, when the door swings, the hard-
ware, and surrounding conditions are 
vulnerable and must also be taken 
into account. The door and frame can 
be protected with floor or wall stops, 
floor or wall holders, or electromag-
netic door holders, which can hold the 
door open electronically, and close in 
a fire emergency if properly tied into 
that system.

8. Accessories
The next item in the sequence com-
prises accessories that include as-
tragals, thresholds, weatherstripping 
and gasketing. These hardware types 
are employed to seal the clearances 
around the perimeter of an opening. 
This can help with a number of issues, 
including:
• Meeting code
• Keeping sound, light, and smoke 

either in or out
• Optimizing energy efficiency
Most weatherstripping and gas-
kets are applied in the field as sur-
face-mounted or recessed in a factory 
or field prepared groove. Some door 
frame manufacturers offer their prod-
ucts with gaskets already installed in 
kerfs where the rabbet meets the stop 
of the frame. Although there might 
be aesthetic and installation benefits, 
this type of gasket will not provide all 
types of protection, so research and 
choose wisely. 
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The BHMA finish designations 
provide more information in their 
number by stating not only the item’s 
finish, but also its base metal. This is 
important when specifying fire-rated 
openings, as an example, to ensure 
there is a steel-based metal as re-
quired by National Fire Protection 
Association (NFPA) 80, Fire Doors 
and Other Opening Protectives. 
Otherwise, any other base metal, such 
as brass or bronze, would melt long 
before the time required by code, leav-
ing the door vulnerable to fire hazard.
For instance, US26D is the U.S. des-
ignation for ‘satin chromium plated,’ 
while 626 is the BHMA designation 
for ‘satin chromium plated on brass or 
bronze base metal,’ and 652 is ‘satin 
chromium plated on steel base metal.’ 
This is important when specifying, 
ordering, and installing hinges on fire 
rated doors, as they require steel steel-
based hinges per NFPA 80.

3. Most hardware devices are tested 
to meet multiple minimum criteria.
Grade 1 is the best best-performing 
device passing the highest minimum 
standards; Grade 2 would be the next; 
and Grade 3 would be the lesser qual-
ity of the three. Of the many testing 
procedures, cycle testing is among one 
of the more focused. Cycle testing is 
the performance of how many times a 
device can be ‘used.’ For example, one 
cycle of a test would include a lever 
handle of a lockset being rotated to 

retract and extend a latchbolt. Another 
example would be a door closer cycle; 
each time the door closer opens and 
closes would be one cycle.  
Other testing examples include:
• Impact testing where the devices 

are struck
• Weather or salt tests expose devices 

to outdoor weather to see how long 
it lasts

• Finish tests see how long the archi-
tectural finish on the device will 
resist wear and the test of time.

4. Although many door hardware 
devices are not ‘handed,’ there are 
many devices that are.
‘Handing’ a device is determined by 
which way a door swings. A door 
hanging on the left and pushing away 
from the user is a left-hand door and a 
door hanging on the right and push-
ing away is a right-hand door.
Reverse-handed doors are the oppo-
site, as their name suggests. In other 
words, when a door is hanging on the 
left and pulls towards you, it is a left-
hand reverse, and a door hanging on 
the right and pulling toward you is a 
right-hand reverse door.

5. Hardware schedules are also 
known as submittals.
Hardware schedules are typically 
the responsibility of the contractor, 
who will likely hire a door hardware 
distributor to create the submittal 

9. Miscellaneous items
From bumper guards, card holders, 
and coat hooks, to signs, silencers, 
and viewers, this is the part of the 
sequence that miscellaneous not listed 
in any other section can be specified 
in no particular order.

10. Miscellaneous items
Yes, there are two categories for mis-
cellaneous items. My interpretation 
of the difference between the two cat-
egories is that the previous contains 
hardware applied to the door, such as 
hooks and viewers, while the this part 
of the sequence contains items not 
installed directly on the door, such 
as computers, wiring diagrams, key 
switches, software, and wire.

Six Important Things to 
Remember
With many other aspects of door 
hardware with which a specifier and 
detailer should be concerned, we’ll 
now explore six pertinent items that 
can help limit the amount of door 
hardware punch list items on a project.

1. Most door hardware components 
have to meet various codes and 
standards for minimum functional-
ity and durability.
Door hardware is affected by many 
building, fire, safety, accessibility, and 
other standards and codes. Some local 
jurisdictions have specific codes and 
standards for their use.

2. ANSI and BHMA’s standard refers 
to three finish designation systems.
In the co-published ANSI/BHMA 
A156.18, American National Standard 
for Metals and Finishes, the American 
National Standards Institute and 
Builders Hardware Manufacturers 
Association refer to a trio of finish 
designation systems:
• National Bureau of Standards of 

the U.S. Department of Commerce
• Canadian Builders Hardware 

Manufacturers, Inc.
• BHMA

Floor mounted mag holder
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Fire exit hardware

from the specifications and drawings.  
Architectural specifications that are 
created by the architect, typically 
state that submittals are required 
to be created by an Architectural 
Hardware Consultants (AHC), who is 
certified by DHI.  It is recommended 
and a common practice that architects 
collaborate with an AHC to help create 
the specifications.  Once completed, 
the contractor typically submits the 
schedule back to the project architect 
for approval prior to ordering and de-
livering to the jobsite, who might also 
rely on his original AHC to review 
and comment.

6. Product substitution procedures 
are specified in Division 01.
Substitution requests typically require 
product data and proof the requested 
substitution will meet the same grade, 
function, application, aesthetic, and 
quality of the originally specified 
product. It is recommended that all 
substitution requests be submitted 
within the procedures as outlined in 
Division 01, Section 01 25 13 Product 
Substitution, and on CSI Substitution 
Request Forms. This process typically 
requires that all requests go from the 
distributor through the contractor, to 
the architect for review. If the process 
is not followed, architects might not 
entertain requests.
One should be cautious of what is con-
sidered an ‘equal,’ as standards refer 
to the minimum standard, but there 

are some manufacturers, products, 
andsolutions that go above and beyond 
these minimums. It is recommended 
substitution requests and approvals 
not be taken lightly as sometimes the 
substitution is proposed or taking 
place to strictly save money or to be-
come more competitive on a bid to win 
the project contract to supply the door 
hardware without considering the 
item’s quality or durability. Typically, 
with door hardware, you get what you 
pay for. This means if you are saving 
money on an item, it is likely it is not of 
the same standards and quality as the 
originally specified device.
Following the DHI Sequence can help 
to ensure that all components of an 
opening have been addressed and 
that no items are missed.  By going 
through each step in sequence, it is 
easier to focus on what is required the 
opening comes together like a puzzle.  
It is also very important and neces-
sary to coordinate with other relevant 
specification sections such as hollow 
metal or wood doors, and security.  By 
cross-referencing sections, one can see 
where one product can affect another, 
such as with coordinating door and 
frame preparations for hardware or 
the coordination of who furnishes ma-
terials such as a power supply.  These 
are both typical items that can be 
assumed by others, and can be missed 
or left out of a bid, submittal, or worse 
installation when the building is ready 
to open.  

With all of the items to take into 
consideration, one can see why a door 
opening is not something to just walk 
through.  Among other things, with 
the proper components or assemblies, 
applications, functionality, code and 
standard compliance, and installation, 
lives can be saved, and door openings 
will operate the way they are intend-
ed for the user without the massive 
punch list issues for which door hard-
ware is typically known. 
This article has been excerpted and  
adapted from the author’s book,  
Illustrated Guide to Door Hardware: 
Design, Specification, Selection (Hoboken: 
John Wiley & Sons Inc., 2015).  
Used with permission. 
An earlier version of this article ap-
peared in the October 2015 issue of The 
Construction Specifier, the official maga-
zine of CSI. 

SCOTT J. TOBIAS,  
AHC/CDC, CDT, CSI, CFDI, 
LEED AP,  is Associate 
Principal of 
Door+Hardware 
Consultants, Inc. and is 
the author of Illustrated 
Guide to Door Hardware:  
Design, Specification, 

Selection. He serves on the Door & Hardware 
Institute’s (DHI) Board of Governors and has 
many years of multidisciplinary experience  
servicing the architectural, design, and construc-
tion communities. Tobias provides independent 
door and hardware consulting services including 
Division 08 specification writing, installation 
assessments, industry training, and public 
speaking. He can be reached at scott@scottjtobias.com.

CLOSING AND CONTROLLING A DOOR IS  
IMPORTANT FOR MANY REASONS, INCLUDING  

THE PROTECTION OF LIVES AND MATERIALS, TRAFFIC 
CONTROL, SECURITY, AND ENERGY EFFICIENCY.

Flush pulls
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electronic aesthetic. Users benefi t 

from an interactive touchscreen 

that makes day-to-day 

access effortless. 



INSTALLING  
THE  

CLAM- 
SHELL  
DOOR  

FRAME
By Emily Rae Schutte and Kristi A. Dietz, AHC
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Photos courtesy of LaForce, Inc.

This project took place on the fifth floor of a 
parking garage, sandwiched between a half 
wall that plunges down five stories and a steep 
stairwell. The door and frame were in need of re-
placement, but the dangerous position, combined 
with the condition of the existing frame, led the 
LaForce installation and sales teams to choose a 
custom replacement: a clamshell door frame.
A clamshell frame, also known as a split retrofit 
frame, wraps around the existing hollow metal 
frame and is welded and/or screwed into place. 
Clamshell frames may also wrap existing wood 
frames, especially in situations where a very old 
frame needs to be preserved in order to save the 
integrity of the wall. It has several advantages:
 Î It is a quicker and safer installation.
 Î It causes minimum disruption for the 

customer.
 Î It limits the potential of damaging the sur-

rounding structure or interior finishes while 
tearing out an existing frame.

 Î It reduces the need for detailed patch work to 
the floor and walls after a frame replacement.

In this specific situation, LaForce considered the 
clamshell frame due to several hazards. First, the 
existing frame was grouted solid, which would 
have meant a long, messy, and expensive tear-
out to complete the project. Second, due to the 
location, a harness would have been required 
for a safety reasons; however, the limited space 
would have made this difficult to stabilize. 
Finally, it would have been difficult to manage 
falling debris with a sheer drop directly over 
several parking stalls.  
Besides location, other issues with the existing 
frame had to be taken into consideration before 
choosing the clamshell. There was significant 
rusting at the base of the frame, due to salt 
tossed at the exterior door during icy Wisconsin 
conditions. It was critical to ensure the clam-
shell solution did not just “cover up” the current 
problem only to create more issues down the 
road. 
Prior to installing the clamshell frame, LaForce’s 
worker removed the rusted portions of the 
frame, up to about two feet from the base. And 
at the end of the installation, he took care to 
complete all finish work, such as applying caulk 
and paint to the fasteners. 

When manufacturing a clamshell frame, all 
required reinforcements and hardware preps 
of a “normal” frame can be accommodated. 
Additionally, the frame profile can be bent to 
accommodate unequal rabbets and custom face 
sizes. The material type used could be cold rolled 
steel, galvannealed steel, or stainless steel. 
Another key feature is the ability to fire-rate 
these frames. In addition to fire ratings, all code 
requirements must also be considered when 
manufacturing and installing such a retrofit 
application. 
A clamshell is technically a custom consid-
eration, but the cost is not prohibitive. The 
increased price of the materials is almost 
always offset by the decreased labor expen-
diture. Clamshell frames also take about half 
the time to install, compared to tearing out an 
existing frame and installing a brand new one. 
Healthcare facilities, stair towers, basements, and 
old schools are just some places that can benefit 
from this solution.
The choice to use a clamshell frame boils down 
to the individual opening. It may be used if the 
installer does not feel comfortable tearing down 
the existing structure due to age or instabili-
ty of the opening. Clamshells can also wrap 
frames that cannot be torn out due to hazardous 
materials. 

Interior before
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To illustrate, LaForce completed a low income 
housing project in Milwaukee, Wisc., that 
required hundreds of custom made clamshell 
frames. They were needed to cover the original 
frames, which were painted with lead-based 
paint and could not be safely torn out.
Another situation that could call for a clamshell 
is when a door swing needs to be switched. 
For example, in certain electrical rooms, the 
International Building Code may call for an out-
ward swinging fire door with fire exit hardware 
instead of an existing inward swinging door 
with a standard lockset. Additionally, the clam-
shell isn’t just for doors; LaForce has also sup-
plied clamshell borrowed lite frames. 
A limitation of the clamshell frame is that it will 
narrow the size of the existing opening by one 
to three inches. This can be problematic when it 
comes to meeting ADA minimum door opening 

width requirements, so the clamshell will work 
better in oversized openings. In the case of a 
wood frame, it is possible to remove the stop 
from the existing frame, giving the installer a 
little extra space to meet the codes. 
Overall, LaForce has seen an increased need 
for retrofit frame products. As shop capabilities 
have expanded, more and more customers are 
taking advantage of the clamshell frame. Sales 
representatives are learning to educate custom-
ers about their advantages. Finally, LaForce’s 
own installation teams are gaining experience 
in installing these frames, which means it is 
impossible to recognize that there is an existing 
frame hidden beneath the final product. 
The parking garage that LaForce visited that 
chilly November morning was very suitable for 
a quick, clean clamshell installation. The cus-
tomer, City Center of Oshkosh LLC, stated that 
they were pleased with the completed job and 
chosen product. They appreciated the innova-
tive approach to solving their unique problem, 
since the old opening was in hopeless need of 
replacement. 

EMILY RAE SCHUTTE is Public 
Relations and Events Coordinator  
at LaForce, Inc. 

KRISTI A. DIETZ, AHC, is Engineering 
Training Manager, also  
at LaForce, Inc. The authors would 
also like to give special thanks to 
other experts at LaForce for their 
assistance in writing this piece: Jack 
Cole, Installation Manager; Richard 
DuQuaine, Small Projects Team 
Leader; Brian Delveaux, Contract 

Sales; Dave Watson, Hollow Metal Director; and Tom Van Ess, 
Aftermarket Sales.

A limitation of the clamshell frame is that it will narrow 
the size of the existing opening by one to three inches. 
This can be problematic when it comes to meeting ADA 
minimum door opening width requirements, so the  
clamshell will work better in oversized openings.

Previous frame rust removal
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Clamshell frame
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Someone Missed the Memo
What is the Proper Product to Use for Shimming?
By Mark Mitchell, FDAI

Place shim here to PUSH the door 
toward the strike side jamb.

Place shim here to PULL the door 
toward the strike side jamb.

Install these screws first  
to PUSH the door toward 
 the strike side jamb.

Install these screws first  
to PULL the door toward 

 the strike side jamb.

The top and bottom hinges can be shimmed to push the door 
up or down.  Subsequently all three hinges can be shimmed 
to push the entire door over toward the strike jamb.

The top and bottom hinges can be shimmed to pull the 
door up or down.  Subsequently all three hinges can be 

shimmed to pull the entire door away from the strike jamb.

Clearances door to frame are one of 
the most common of all fire door defi-
ciencies. In many cases this deficiency 
can be quickly remedied by shim-
ming the hinges of the door assembly.  
Unfortunately, it appears that some 
installers and or renovators obviously 
did not get the memo on the proper 
product to use for shimming. I have 
seen everything from nails to card-
board, paper clips to plastic shims, 
wooden toothpicks to double-sided 
tape. I guess shoe strings and bubble 
gum will be next. NFPA 80 specifies 
that doors must be shimmed with 
steel shims.  
6.4.3.3.4 Shimming. When required to 
meet the clearances stated in 6.3.1.7, 
the shimming of hinges using steel 
shims shall be permitted.  When 
installed properly, not only are they 

compliant and safe, but they also 
can be an inexpensive way to resolve 
many clearance issues. 
Based on NFPA80 Code 6.3.1.7, 
fire-rated wood doors cannot have 
more than a 1/8” clearance between 
the door and the frame on the sides 
and top.  For fire-rated steel doors, the 
clearance gap between the sides and 
top of the door and the frame cannot 
exceed 1/8” +/- 1/6” (NFPA 80 Code 
6.3.1.7). However, the undercut on 
both types of doors must be less than 
¾”, according to the NFP 1/8 + or - 
door to frame.  
It is truly amazing what can be ac-
complished by properly placing a tiny 
strip of fire-rated steel in the right 
spot behind a hinge. You can push or 
pull a door toward or away from the 
side jamb. You can move the door up 

or down, which is particularly useful 
if the hinges are starting to wear. The 
top hinge pin typically begins to wear 
first and can cause the door to sag. 
Shimming the bottom hinge can push 
it back up and not only relieve the 
hinge pin, but also correct clearances.  
The diagrams below show some of 
the ways you can move a door and 
correct clearance issues by properly 
shimming it. These quick and cost- 
efficient methods can save facilities 
thousands of dollars in time and 
material compared to other methods 
of repair. 

MARK MITCHELL, FDAI, is the founder  
of Firebrand Pro, LLC, and M.H. Construction, 
LLC, and is a Certified Fire and Egress Door 
Inspector. He is a licensed general contractor 
with 46 years in residential and commercial  
construction.  Email him at markmitchell45@gmail.com.
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As building envelopes evolve and with endless 
material options, flashing exterior commercial 
doors requires a diligent approach to prepara-
tion and installation. While there are countless 
combinations of door types and advanced wall 
system requirements, there are several best 
practices that installers can apply to every job.

1. Application and Sealants
The proper application and sealant products 
must be selected prior to any door installa-
tion. Sealant products must be able to adhere, 
provide flexibility and be compatible through 
the life of the opening. Be sure to consider the 
materials to which the sealant will adhere, the 
install conditions as well as the overall climate 
of that region.
Not all sealants are compatible with all materi-
als. For example, when it comes to sheathings, 
there are some sealants that may not perform 
well depending on the surface of sheathing. 
Some sealants adhere well to Oriented Strand 
Board or plywood but may not adhere well to 
foam sheathing. 
One must also consider the combined perfor-
mance of the flashing “system”: the impact of 
the sealant, foam and flashing membranes on 
various surfaces. Each must perform against 

sheathing, wall structure (wood, steel or mason-
ry), door construction (steel, aluminum, wood, 
fiberglass), paint finishes and exterior cladding 
(masonry/fiber cement, wood, engineered 
wood, stucco). 
Sealants specifically designed for door and 
window openings can perform on multiple sub-
strates and provide superior protection against 
water, air and moisture.
To ensure the right products are specified for a 
given project, refer to the products’ individual 
technical data sheets or written specifications.

2. Surface Preparation
All surfaces that come into contact with seal-
ant products must be free of surface dirt, dust, 
paint, oil, grease, frost, ice and waterproofing or 
water-repellent treatments. Failure to properly 
clean the surface prior to flashing as outlined 
in ASTM C1193, Standard Guide for Use of Joint 
Sealants will play a big part in a sealant failure. 

3. Weather-Resistant Barrier Application
Flashing systems must be integrated and cor-
rectly lapped or drained with weather-resistant 
barriers (WRBs) regardless of whether the WRB 
is installed before or after the flashing and door 
are installed.

Best Practices  
for Flashing  
Exterior Doors
By Paul Majka
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4. Door Mounting
The most important aspects of 
mounting a commercial door frame 
are the fastening methods, mounting 
and flashing the opening.
When it comes to fastening methods, 
always follow the door manufacturer’s 
instructions. This is crucial in main-
taining the product warranty and 
ensuring a proper install. Oftentimes a 
manufacturer specifies certain fasten-
ers (e.g. aluminum or steel screws), 
fastening schedules, shim placement 
and shim types (like cedar or PVC 
non-degradable shims) to be used to 
install the door. 
There are two different types of 
mounting doorframes in commercial 
applications: integrated trim and frame 
as well as integrated flange and frame. 
For integrated trim and frame mounted 
over the exterior wall surface, the flash-
ing membrane is applied before the door 
is fastened to the opening. 
The flashing should extend two 
inches beyond the finished doorframe, 

not penetrated by a fastener with-
in the two-inch extension. This is 
called critical interface – as refer-
enced in American Architectural 
Manufacturers Association (AAMA) 
711-13 - Voluntary Specification for Self-
Adhering Flashing Used for Installation of 
Exterior Wall Fenestration Products.

For integrated flange and frame 
mounted over the exterior wall sur-
face, the flashing membrane can be 
applied after the door is fastened to 

the opening. It too extends two inches 
beyond the finished door frame and 
must not be penetrated by a fastener 
within the two-inch area. An inte-
grated flange and frame door may be 
installed before or after the flashing 
is applied but must be integrated and 
lapped properly with the WRB. 
Shims that protrude or are flush at 
the gap between the door and rough 
frame prevent the application of a con-
tinuous water, air and moisture seal. 
In this case, it is recommended that 
the shim is slightly recessed into the 
gap (about ¼ inch) to allow for suffi-
cient depth to properly apply the seal-
ant. If the shim isn’t recessed enough, 
the sealant can only run between shim 
locations and become an obstruction 
for a continuous seal. 
For both fastening and flashing, door 
manufacturers will indicate suitable 
clearances (at least a ¼ inch gap) be-
tween the rough opening and door-
frame to apply sealant, low expansion 
spray foam and flashing membranes.

Door with integrated flange and frame;  
flashing membrane applied after door is mounted

Door with integrated trim and frame;  
flashing membrane applied before door is mounted

Illustrations courtesy of Henkel Corp.

Penetration Zone 2" min
Min. Flashing Width
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There are two sealant 
application designs 
in commercial door 

installations: bedding 
joint and control joint. 

Even though fillet joints 
are also used, they are 
typically applied at the 

finish application.

5. Sealing the Door in Place
There are two sealant application 
designs in commercial door installa-
tions: bedding joint and control joint.  
Even though fillet joints are also used, 
they are typically applied at the finish 
application.
A bedding joint is a type of sealant 
joint that is parallel between two bed-
ding planes to bond and seal both sur-
faces together. This is applied to seal 
the door trim or flange and exterior 
wall surface. It should also be applied 
when setting and fastening a rigid sill 
pan under a door threshold. 
Control joints are typically formed 
when two dissimilar materials meet. 
The shape and size of this joint 
changes significantly when movement 
occurs. Control joints require a backer 
rod and sealant. The backer rod elim-
inates three-sided adhesion (because 
the sealant will not adhere to the 
surface of the backer rod), controls the 
depth of the sealant bead and creates 
an hourglass shape that provides the 
best adhesion and flexibility.
Control joints are typically applied 
between the doorframe and a rough 
opening. It is important that the gap 
width between the door and the rough 
frame maintains a minimum of ¼ 
inch. 
When sealing the gap between the 
door and rough frame with low 
expansion spray foam, remember that 
a minimum ¼ inch width should be 
maintained between the doorframe 
and rough frame at the head and side 
jambs to allow the foam gun barrel to 
dispense the proper volume of foam.

Low expansion and low pressure 
spray polyurethane foam is recom-
mended to protect the opening from 
moisture penetration as well as air 
infiltration and exfiltration of the 
flashing system. 

6. Rigid Pan Install
To ensure proper sill flashing design, a 
rigid pan flashing must provide three 
critical elements: protection, collection 
and drainage.
• Protection – The material in which 

the pan is made must not be pene-
trable by water. If the pan contains 
joints, the joints must be sealed 
with appropriate products then 
tested against water penetration.

• Collection – The pan must have 
sides on the backs and either end 
so it can collect water. The water 
should not drain towards the interi-
or of a building or seep through 
joints.  

• Drainage – As the pan collects wa-
ter, it must have weeps or holes that 
allow water to drain.

While the only constant is change, 
installation best  
practices will provide the consis-
tency to ensure proper installation 
techniques result in high-performing 
exterior doors openings. 

PAUL MAJKA is applications engineer for the 
Henkel Corp., where he provides technical sup-
port to promote sound building practices using 
sealants and adhesives for commercial and res-
idential construction. Majka is actively involved 
in consulting and training architects, engineers, 
contractors and product suppliers. Throughout 
his 34 years in the industry, he has worked as 
a contractor, energy specialist and building 
diagnostician.

Bedding joint

Bedding joint

Control joint
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We asked, you answered,  and we evolved.

EDUCATION EVOLUTION
When it comes to your personal and career 

development, we’re breaking down roadblocks and 

clearing obstacles to make our education more 

available, affordable, relevant and user-friendly.  

Our program is evolving to meet your diverse  

technical and business management needs.  

Our new constant improvement initiative is in  

place to ensure the currency and relevancy of  

DHI’s curriculum, and we are expanding delivery  

methods to include more online and local offerings.

CERTIFICATION TRANSFORMATION
DHI will soon introduce a targeted, three-tier 

certi�cation program that recognizes the unique  

skill sets and industry knowledge you have  

attained at varying stages of your professional 

development, from basic competency through  

top-level, specialized expertise. Our goal is to  

develop consummate industry professionals —  

experts with competencies that are just as relevant 

today as they will be in the future. 

Four new DHI credentials will soon be available, 

but we will also preserve the brand equity of our 

decades-old legacy certi�cations. Special emphasis 

will be placed on our testing and grading processes, 

modernized to address real world conditions, with 

comprehensive certi�cation exams representing a  

true test of an individual’s technical competency. 

These tests will be automated to enhance the  

student experience and improve both examination  

and grading ef�ciencies.

ADVOCACY ADVANCEMENT
You will soon see a comprehensive PR strategy targeting 

industry stakeholders that demonstrates the value  

of our members’ collective, specialized expertise. By 

heralding your vast knowledge of the complexities of 

industry products and in-depth understanding of the  

life safety aspects of building codes and unique expertise 

in balancing them with the security requirements of 

building users, this campaign will announce that nobody 

is better equipped than a DHI professional.

MEMBERSHIP MATTERS
We are �nalizing plans for a bold new DHI membership 

structure that replaces our existing “one size �ts all” 

con�guration with options for individual membership 

and enhanced corporate membership packaging. 

Broadening our reach further, we will revitalize our local 

chapter system to facilitate better member engagement 

and deliver education locally, creating offerings that 

outpace changing industry demographics and needs.

MEMBER EXPERIENCE
Our goal is to be present at your point-of-need with 

technologically advanced services delivered with an 

added personal touch. Continuous technology upgrades 

will ensure seamless online and mobile access to DHI.  

A new website with improved search engine capabilities 

and a more ef�cient and user-friendly e-commerce 

system will be online this spring, as another proof-point 

of our commitment to being the best, most relevant, 

member-centric industry organization.

After receiving and reviewing thousands of your 

responses from our two major research studies, we 

better understand what you need for your company  

to prosper and for you to grow professionally.  

Your DHI has since been hard at work — with a new 

perspective and outlook — creating new initiatives  

to help ensure your future success.
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DOOR  
SECURITY +

SAFETY

THE FUTURE 
HINGES ON YOU.

PROFESSIONALS

THE  
NEW DAY  
OF DHI  
IS COMING.

YOUR NEW DHI. Our brand is evolving at a pace that matches your 

progression as a professional. We’re no longer your dad’s DHI, and 

as such, we want to engage with you to help further your career and 

enjoyment of this diverse and dynamic industry. We want you to  

feel a sense of belonging to something bigger and more meaningful;  

an organization that you can be proud of. DHI is not about an institute  

delivering education and certi�cation; it is about you, our members — 

door security and safety professionals.

To punctuate our new attitude, we’re adopting a new look as well.  

The organization’s name and logo have been streamlined and 

simpli�ed to DHI, an acronym that you’ve become comfortable using 

among colleagues and friends. Our new tagline, “Door Security + 

Safety Professionals,” puts the emphasis where it belongs — on you  

and your contributions to the non-residential construction industry.

A bold new look, but one based on our rich heritage; a new perspective,  

mission and attitude; and enhanced tools, insight and vision — it  

truly is a brighter future for all of us. Welcome to the new day of DHI, 

door security and safety professionals!
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STANDARDIZING  
DOOR SCHEDULES
By Melany Whalin

Photo courtesy of Allegion
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With the growing demand for security, openings 
have become increasingly complex. However, the in-
dustry still lacks a comprehensive standard for door 
schedules, so architects are expected to establish the 
door schedule in whatever manner they see fit. As 
a result, every firm has their own schedule format, 
inconsistencies are common and vital information is 
frequently left off.
As if the lack of consistency wasn’t bad enough, door 
schedules are routinely pushed to the bottom of the 
priority list because they are tedious and time con-
suming. Every veteran hardware consultant has at 
least one horror story of having been called in at the 
last minute to create hardware specifications that 
were needed yesterday, only to be given incomplete or 
inaccurate door schedules on which to base their spec-
ifications. Those missing details inevitably result in 
inaccurate hardware sets and delays as specifications 
must be clarified, updated and amended. 
In this piece, we’ll outline exactly what information a 
hardware consultant needs and why, to give architects 
and designers a clearer understanding of how the 
process of specification works and to encourage them 
to adopt a more thorough and standardized format for 
their door schedules. 

Standardizing Door Schedules
Let’s begin by looking at the framework for a stan-
dard door schedule. There are 14 different compo-
nents that are necessary to create a thorough and 
accurate door schedule:

1. Door number
Each hardware set is tied to one or more door  
numbers, so each door needs a unique identifier or 
mark. On projects with several repetitive openings, 
such as apartment buildings, it is sometimes conve-
nient to have door types instead of individual door 
numbers. However, on most projects, unique door 
numbers will help to address hardware variations 
between openings.

2. Door type
This is the design of the door, such as “half glass” or 
“narrow lite.” The most common door types include: 

 ò Flush (F) 
 ò Half glass (G) 
 ò Vertical (V) 
 ò Full glass (FG) 
 ò Narrow lite (N)

3. Opening width
This information allows the hardware consultant to 
ensure the door width provides the clear opening of 
32 inches required for accessibility and egress. It also 
affects many hardware decisions, such as the weight of 
hinges and the sizing of kick plates, thresholds, weath-
er stripping, overhead stops and panic hardware. 

4. Opening height
Door height directly affects the number of hinges or 
intermediate pivots; the length of continuous hinges 
and removable mullions; as well as decisions about 
vertical rod panic hardware, top flush bolts and pe-
rimeter gasketing. 

5. Single/Pair 
Never assume this detail will be obvious to the hard-
ware consultant. Always specify as this fact changes 
the hardware completely.

6. Door thickness
The typical thickness for commercial applications is 
1-3/4". While some door hardware is adjustable for 
door thickness, most are not. Door thickness impacts 
the following: 

 ò size of hinges 
 ò cylinders, locks, operating hardware 
 ò fasteners 
 ò weight of the door

DOOR DESIGN NOMENCL ATURE
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7. Door material
The hardware for aluminum, glass, wood, hollow metal, 
and doors of other materials is often very different. The 
type of material will also determine if special fasteners are 
required. The most common materials for doors are: 

 ò HM: Hollow metal 
 ò WD: Wood 
 ò AL: Aluminum 
 ò FRP: Fiberglass reinforced polymer 
 ò GL: Glass 
 ò SS: Stainless steel 
 ò EX: Existing 
 ò LPWD: Laminated plastic wood door

8. Frame type 
Frame type is usually designated with a letter and number 
combination to indicate an elevation of the frame type. 

9. Frame material
The materials for frames are essentially the same as what is 
used for doors. 

10. Details 
Details should include information about the head, jamb 
and sill conditions. This helps the hardware consultant, as 
well as the door and frame suppliers, determine the proper 
products to apply at each particular opening. 

11. Fire rating
The fire rating will impact door closers, smoke-activated 
holders, positive latches, fire exit hardware, gasketing, and 
hinges that are listed for use on a fire door assembly. If it is 
a smoke door, the hardware consultant must know whether 
it is in a smoke barrier, smoke partition, or other wall type 
in order to determine the requirements. The fire rating 
should be measured in minutes, such as 20, 45, 60, 90, 180, 
etc. Non-rated openings can be designated by “0,” “NON” 
or by simply leaving the section blank. 

12. Hardware group
This is the number designation that relates to a set of hard-
ware found in specification Section 087100, Door Hardware. 
It should be noted that pre-determining hardware sets 
often creates more work for the hardware consultant who 
will have to ensure that each set is suitable for each individ-
ual door. Simply providing the consultant with a complete 
door schedule will allow them to create an accurate hard-
ware specification and provide you with a hardware set 
number for each door on the door schedule.

13. Elevations
These are important to note as hardware selection can be 
based on stile/rail dimensions. The hardware consultant 
can also help to identify lite/lock conflicts and lites or bot-
tom rails that don’t meet the requirements for doors on an 
accessible route.

14. Remarks or notes column
Extra remarks or details help the hardware consultant to 
identify any items that require special consideration, such 
as: 

 ò access control 
 ò automatic operators 
 ò lead-lined doors 
 ò acoustic (STC rated) doors 

 ò hold opens

Transforming Schedules into Specifications
After receiving an accurate, detailed door schedule, a 
hardware consultant must first evaluate every opening  
in a building from four different aspects to specify a  
complete solution: 

 ò hanging the door 
 ò securing the door 
 ò controlling the door 
 ò protecting the door

1. Confusing the door number with the door type.

2. Failure to accurately specify door and/or frame  
material. The hardware for aluminum, glass, wood,  
hollow metal, and doors of other materials is often  
very different. The type of material will also determine 
if special fasteners are required.

3. Using varying and different designations for the  
same door schedule attributes (i.e., listing Hollow  
Metal as HM, and STL).

4. Vague door opening listings. Does 4’-0” wide mean  
a wide single door or a pair of narrow 2’-0” doors?

5. Misnamed or outdated labeling of fire ratings.

6. Missing elevation details that can result in lite/lock 
conflicts or bottom rails that do not meet accessibility 
requirements.

7. Failure to include details like wide jamb depths  
or frames with special molding.

8. Omitting special requirements like access control,  
automatic operators, lead-lined doors, acoustic doors.

9. Missing information (blanks).

10. Inconsistent order in which the attributes  are listed.

C O M M O N  M I S TA K E S  
IN DOOR SCHEDULES10 
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Hanging the Door 
When selecting the hardware to hang a door, there are 
basically three options: 

 ò hinges (five knuckle or three knuckle) 
 ò continuous hinges 
 ò pivots

The weight of the door or other application concerns will 
drive whether architectural hinges, continuous hinges or 
pivots are specified, which is why hardware consultants 
require door schedules to include details on the door 
material and thickness, opening height and width as well 
as fire rating.  

Securing the Door 
Assembly or occupancy codes often determine whether or 
not exit devices must be used to secure a door. There are 
also certain applications where exit devices aren’t required 
but are the best solution for an opening. 
Keying is another important part of securing the door. 
Because key and access control systems can directly impact 
the type of lock chosen, key and access control should be 
discussed prior to product specification. Architects should 
also be sure to include this information in the remarks or 
notes column of the door schedule.

Controlling the Door 
Controlling the door comes down to the closer so a hard-
ware consultant must decide whether or not to specify one. 
Just as with exit devices, the use of closers is first deter-
mined by code and then application. The details provided 
in the door schedule—from elevation to fire rating—will 
be vital to specifying the appropriate component for each 
opening.

Protecting the Door 
Main entry doors or doors in high traffic areas receive a 
significant amount of use and abuse over time, so it’s im-
portant to protect the longevity of this sizable investment. 
Kickplates, edge cards and wall and overhead stops are 
all designed to protect the door from dings, damage and, 
ultimately, from having to replace it. 

Choosing the Best Application 
Hardware decisions come down to codes and applications: 
level of use, environment, and how the opening is to oper-
ate. Hardware consultants must specify products that will 
complement the architectural style of the building, comply 

with various state and local codes, ensure the life safety 
and security of the occupants, perform reliably and come in 
under budget. Writing specifications that meet all of these 
requirements is difficult enough with accurate door sched-
ules. It is impossible without them. 

Consult the Experts
In the absence of any formal standard, and until such time 
as technology renders door schedules truly obsolete, the 
best way to ensure thorough accuracy in door schedules 
and, ultimately, hardware specifications, is to consult the 
experts in this area. Architectural Hardware Consultants 
can help architectural firms develop a standardized process 
for creating the traditional schedules of today as well as the 
automated models of the future. 

MELANY WHALIN is Marketing Manager, Architects, for Allegion. She 
can be reached at Melany.Whalin@allegion.com. Contact an Allegion spec-
ification writer, or check out the www.iDigHardware.com blog, for informa-
tion and updates on door hardware codes.

ASSEMBLY OR OCCUPANCY CODES OFTEN DETERMINE WHETHER  
OR NOT EXIT DEVICES MUST BE USED TO SECURE A DOOR.  

THERE ARE ALSO CERTAIN APPLICATIONS WHERE EXIT DEVICES  
AREN’T REQUIRED BUT ARE THE BEST SOLUTION FOR AN OPENING.
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NFPA 80, Standard for Fire Doors 
and Other Opening Protectives, is 
a nationally recognized standard 
providing requirements on the instal-
lation and maintenance of fire doors 
and other assemblies used to protect 
openings in walls, floors, and ceilings 
against the spread of fire and smoke, 
within, into, or out of buildings  
(See Figure 1).  
The provisions of NFPA 80 address 
opening protectives such as swinging 
fire doors, sliding fire doors, rolling 
steel fire doors, fire shutters, service 
counter fire doors, hoistway doors 
for elevators and dumbwaiters, chute 
doors, access doors, fire windows and 
glass block assemblies, fire dampers, 
fabric fire safety curtains and fire pro-
tective curtain assemblies. 

NFPA 80 is revised by on a three-year 
cycle, with the most recent edition, 
2016, being released in fall 2015. 
Each new edition offers a plethora 
of new requirements and updates to 
existing provisions to reflect current 
terminology and industry practice. 
For other than the requirements for 
inspection, testing, and maintenance, 
or where an existing situation involves 
a distinct hazard to life or property as 
determined by the Authority Having 
Jurisdiction, it is the intent of NFPA 80 
to apply to new installations.
Important technical changes and 
updates, specifically related to doors, 
were introduced in the 2016 edition 
of the standard.  Revisions to require-
ments addressing other opening 
protectives, such as dampers and fire 
protective curtain assemblies, were 
also made, but are not included in this 
list.  The major changes, along with 
a description of those changes, are 
provided here:
 Î Raceways – New section 4.1.3.2.4 

permits drilling raceways for wires 
when performed at the job site if 
the procedure is done in accor-
dance with the door manufactur-
er’s listing and when permitted 
by the laboratory with which the 
door is listed. This new text is 
located as a subsection to 4.1.3 for 
Appurtenances, which recognizes 
job site preparations and modi-
fications to a fire door assembly 
once shipped from the factory, 
and which procedures need not be 
considered a field modification in 
accordance with Section 5.1.5.

 Î Label information – Four separate 
sections were added to Chapter 
4 of the standard to address the 

information required on labels. 
Separate lists of requirements are 
provided for the fire door label, the 
fire door frame label, fire window 
frames, and labels for oversized 
fire doors. As an example, labels for 
fire doors are required to contain 
at least seven pieces of information 
including, but not limited to, the 
word “fire door,” the manufac-
turer’s name or code, marking of 
a third-party certification agency, 
fire protection rating, unique serial 
number if provided, fire test stan-
dard to which the assembly was 
tested, and temperature transmis-
sion rise at 30 minutes if less than 
650°F.

 Î Glazing marking – New Table 
4.2.2 provides the requirements for 
marking of fire-rated glazing as-
semblies.  The table is new to NFPA 
80, but has been extracted from 
NFPA 101, Life Safety Code®, where 
the information resides. The table 
was added to NFPA 80 to improve 
the ease of use of the document 
and further expand the labeling 
and marking provisions. The 
required glazing marking indicates 
the intended installation of the 
glazing, the testing criteria, the fire 
protection or fire resistance rating, 
and temperature rise criteria.

 Î Oversized doors – Fire doors that 
are too large to be fire tested are re-
quired to be considered oversized 
fire doors and required to bear a 
label from an approved agency.  
As an alternative, oversize doors 
are required to be provided with a 
certificate of inspection furnished 
by an approved testing agency.  
Prior to the 2016 edition of NFPA 

Changes to NFPA 80,  
2016 edition By Kristin Bigda, P.E. 

Figure 1: Fire Door Assembly

Photo Courtesy of Kristin Bigda
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80, oversized doors were not spe-
cifically addressed and the guid-
ance for local Authorities Having 
Jurisdiction was lacking.

 Î Actuation devices for doors, 
shutters, and windows – Section 
4.7 addresses actuation devices 
(i.e. fusible links, detectors) for 
fire doors, fire shutters, and fire 
windows and was reorganized and 
expanded for the 2016 edition of 
NFPA 80. Section 4.7 now provides 
general provisions applicable to 
all actuation devices, and specific 
provisions for smoke detectors, 
heat detectors and fusible links. 
Requirements address the installa-
tion and the location and placement 
of the actuation device.

 Î Provisions for doors exceeding 
maximum allowable bottom 
clearance – The maximum clear-
ance under the bottom of a fire 
door is 3/4” (19 mm). New Section 
4.8.4.2 permits products specifical-
ly evaluated for fire doors with a 
bottom clearance in excess of the 
3/4” (19 mm) and listed for use at 
or under the bottom of the fire door 
to be permitted where installed 
in accordance with their listing. 
Where clearance under the bot-
tom of a fire door exceeds 3/4” (19 
mm), door sweeps, door bottoms, 
or other devices specifically listed 
for use on fire doors and address-
ing the excess clearance could be 
a viable option. Utilization of such 
devices cannot prohibit the full en-
gagement of the bottom latch bolt.  
The intent of this new provision 
is not to allow or encourage new 
installations to be installed with an 
excess clearance, but rather, is an 
option to address existing installa-
tions or deficiencies in installations 
or construction that may create 

a bottom clearance in excess of 
the maximum 3/4” (19 mm). New 
installations should be installed to 
meet the maximum 3/4” (19 mm) 
clearance.

 Î Field labeling – New Section 5.1.4 
provides criteria for field labeling. 
The new provisions require that 
field labeling be performed only 
by individuals or companies that 
have been certified or listed, or by 
individuals or companies that are 
representatives of a labeling service 
that maintains periodic inspections 
of production or labeled equip-
ment or materials and therefore 
their label indicates compliance 
with the applicable standards or 
performance

 Î Maintenance procedures – All 
mandatory inspection and test-
ing performed after maintenance 
work is required be documented. 
New Section 5.5.9 provides a list 
of required information that must 
be retained as part of the record.  
The information includes date of 
maintenance, who performed the 
maintenance, and identification of 
the opening, among other items. 

 Î Clearances for swinging doors– 
Section 6.3.1.7, which addresses 
clearance dimensions between 
doors and frames and also meeting 
stiles of paired doors, was signifi-
cantly revised to provide clearance 
tolerances based on the specific 
material and rating of the door and 
frame. The clearance allowance 
of hollow metal doors remains 
at 1/8”+/- 1/16” (3.18 mm +/- 1.59 
mm).  Other door materials such as 
HPDL, flush wood doors, and stile 
and rail wood doors are addressed. 

While the 2016 edition of NFPA was 
just released this past fall, the doc-
ument is already accepting public 

input for what will be the 2019 edition. 
The NFPA process encourages public 
participation in the development of its 
codes and standards. Each revision cy-
cle proceeds according to a published 
schedule that includes final dates for 
all major events in the process.  
The process contains four basic steps 
as follows:
1. Input Stage
2. Comment Stage
3. Association Technical Meeting
4. Standards Council Appeals and 

Issuance of Standard
Interested parties may submit pro-
posed changes to the next edition of 
NFPA 80, view additional information 
about the revision and development 
NFPA 80 as well as past revision 
information on NFPA 80’s Document 
Information Page at http://www.nfpa.
org/80.  A copy of the current edition 
of the document is also available to 
view for free on the page along with 
a link to NFPA’s catalog with product 
offerings for NFPA 80.  
The National Fire Protection 
Association (NFPA) is a global non-
profit organization established in 1896 
and devoted to eliminating death, in-
jury, property and economic loss due 
to fire, electrical and related hazards. 
The NFPA mission is to help save lives 
and reduce loss with information, 
knowledge and passion.  

KRISTIN BIGDA, P.E., is Senior Fire Protection 
Engineer for the National Fire Protection 
Association, Quincy, Mass. She can be reached at 
kbidga@nfpa.org.
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PLATINUM LEVEL
DISTRIBUTOR ($5,000)
Akron Hardware
Contract Hardware, Inc.
The Hallgren Company
Midwest Wholesale Hardware

GOLD LEVEL
MANUFACTURER ($10,000)
VT Industries, Inc.

DISTRIBUTOR ($2,500)
Boyle & Chase, Inc. 
Dallas Door and Supply Company
H & G/Schultz Door
Kelley Bros.
Negwer Door Systems
RDL Supply
Spalding Hardware Systems
Walters & Wolfe Interiors

SALES AGENCIES ($1,000)
D.L. Neuner Company, Inc.

INDIVIDUAL ($1,000)
Hallgren, Mark S., AHC, FDHI
Heppes, Gerald S., Sr., CAE
Maas, Bob
Petersen, Tim, LEED AP 

SILVER LEVEL
MANUFACTURER ($5,000)
National Guard Products, Inc.

DISTRIBUTOR ($1,000)
Bunting Door and Hardware Co., Inc. 
Cleveland Vicon Company, Inc. 
Door + Hardware Consultants 
Mulhaupt’s, Inc.
Weinstein and Holtzman, Inc.
William S. Trimble Co., Inc.

SALES AGENCIES ($500)
D.A. Loss Associates
R. E. Edwards and Associates, Inc.

INDIVIDUAL ($500)
Boatman, Jody Warden, AHC/EHC

BRONZE LEVEL
DISTRIBUTOR ($500)
Allmar International 
Architectural Sales, Division of Lensing 

Wholesale, Inc.
Builders Hardware and Specialty Company
Central Indiana Hardware – Indianapolis
S.A. Mormon & Co.
Walsh Door & Hardware Co.

INDIVIDUAL ($250)
Baylor, Brian K., AHC, FDAI 
Hildebrand, Stephen R., FDHI

AFFILIATED ORGANIZATIONS
($5,000)
Steel Door Institute

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

SUPPORTER LEVEL
MANUFACTURER (up to $2,500)
ABH Manufacturing, Inc. 
Accurate Lock and Hardware Co., LLC
Anemostat Door Products
Concept Frames, Inc.
Eggers Industries 
Fleming Door and Hardware, Inc.
HMF Express
Karpen Steel Custom Doors & Frames 
Rocky Mountain Metals
Securitech Group, Inc.
Security Door Controls
Steward Steel

DISTRIBUTOR (up to $500)
Baylor Commercial Door and Hardware 
Beacon Metals and Hardware
Botzum Bros. Hardware, LLC
Butler Doors, Inc.
Deutscher & Daughter, Inc.
EHC Group, Inc. 
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Allred, Milton G., AHC
Barnhard, Richard J., DAHC/CDC, FDHI
Boatman, Anthony A., DAHC
Boardman, Raymond K., AHC
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Clancy, Michael B.
Cusick, William R. 
Cusick-Rindone, Kendall L., CSI, CCPR
De La Fontaine, Richard, AHC/CDC, FDAI 
Dial, Randy S. 
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Hansen, Steven G., AHC
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Hornyak, Stephen T., DAHC, FDAI,  
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A   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

B  INTRUDER SERIES CLASSROOM 
LOCKDOWN LOCK
The 4000/9000 Intruder Series Classroom Lockdown Locks are 
designed to meet requirements of School Lockdown Program. All 
locks are ANSI/BHMA certified Grade 1 and UL 10C 3-hour listed. 
Easy installation and easy programming. For more information 
about intruder locks, please to visit our site. 
www.Townsteel.com

C  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

Product Showcase

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

A
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D  NGP DOOR  
FLOOD SHIELD
Protect door openings from 
flood water with the new 
NGP flood shield — utilizing 
stainless steel springs for  
compression of neoprene 
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

D



G  8200 SERIES ECONOMY LOW ENERGY POWER OPERATOR
A new addition to Hager Companies’ Low Energy Power Operator line, the 8200 Series Economy Low 
Energy Auto Operator is designed to provide the essential ADA functionality for interior applications such 
as hospitals, schools, government buildings, offices, and any other openings that require ADA compliancy. 
www.hagerco.com 

H  AKRONLINE
Allowing you to do business with Akron Hardware wherever you are. Place orders, check product availabil-
ity, and monitor your account – all with the same industry-leading service you had come to expect from 
Akron Hardware. 
www.akronhardware.com

I   ARCHITECTURAL WOOD DOORS
VT Architectural Wood Doors offer the perfect balance of elegant style  
and proven performance. Beyond the beauty and functionality of our doors,  
VT is grounded in 55 years of building relationships with customers and supplying them with unmatched 
customer service. Accurate orders. Speedy delivery. And the fastest lead times in the industry. That's the 
VT difference. Experience it for yourself.
www.vtdoors.com

F  9600 SERIES HES STRIKE 
Available at Midwest Wholesale Hardware, the 9600 

Series HES strike is a windstorm rated, surface mount-
ed electric strike designed to accommodate rim exit 
devices with a 3/4" throw latch. All components are 

encased in its 3/4" thick stainless steel housing, so no 
cutting on the frame is required for installation.  

www.midwestwholesale.com

E  DELTREXUSA
DeltrexUSA offers a complete, comprehensive line of 
electric door control and monitoring systems that are 
code conforming and ADA compliant. All are designed, 
developed and MADE IN THE USA. Specify standard 
systems or customize materials, sizes, colors, plate 
types and engraving . DeltrexUSA also offers OEM cus-
tom design and development services for door control 
through our engineering department.
www.deltrexusa.com

G

I

H
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L  WIRING DRAWING SERVICE
Rapid Wiring Solutions has answered the need 
for ‘project specific’ wiring drawings by creating 
the Wiring Wizard system. Login, create a project 
and obtain custom drawings in MINUTES at a very 
affordable price. The system is designed to accom-
modate multiple manufacturers and includes riser 
and point-to-point diagrams.  
www.WiringWizard.net

M  GRADE 1 8888 EXIT DEVICE
Available at Midwest Wholesale Hardware, this 
Grade 1 8888 exit device from Sargent is designed 
for standard width stile applications on wood 
and metal doors and has 7 functions available, 
depending on the trim chosen, with easy mix ‘n 
match options.  
www.midwestwholesale.com

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

J  S6000-101 DELAYED EGRESS ALL-IN-ONE 
The Exit Check® S6000DE-101 All-In-One delayed egress panic and 
fire exit device is available in rim mount, mortise and vertical rod 
configurations. An integrated controller incorporates all delayed 
egress logic for a 15 second exit delay. Applications include retail 
loss prevention, pedestrian control, wandering patient control and 
nursery infant protection. 
www.sdcsecurity.com/S6000-101-delayed-egress-all-in-one.htm

K G87 GLASS PATCH LOCKSET FOR SWINGING 
DOORS

Accurate is pleased to introduce the G87 series: a line of 
mortise locksets for glass doors, featuring a simple slide-
in construction for quick installation and a 2” backset lock 
centered on the “patch” assembly for an aesthetically pleasing 
design - also available for sliding doors (GS87 series).  Please 
call, fax or email your requirements today.

www.accuratelockandhardware.com 

J

K
L

M

Product Showcase
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Achievements

Calvin Bennett, FDAI
PRESIDENT/OWNER, CALVIN BENNETT 
CONSTRUCTION, INC.

NUMBER OF YEARS AT CURRENT COMPANY: 11

NUMBER OF YEARS IN THE INDUSTRY: 25

MENTORS: Samuel Perrin, PC Hardware

Ray Conlon, FDAI
LIFE SAFETY PROJECT MANAGER, TECH CLEAN 
INDUSTRIES

NUMBER OF YEARS AT CURRENT COMPANY: 3

NUMBER OF YEARS IN THE INDUSTRY: 3

MENTORS : Gordon Falk, Ken Coffey

Brian Lane, FDAI
MECHANICAL/TECHNICAL SUPPORT, ALLEGION

NUMBER OF YEARS AT CURRENT COMPANY: 1.5

NUMBER OF YEARS IN THE INDUSTRY: 17

Congratulations on  
Achieving Your Certification!

Congratulations to the following new  
Fire and Egress Door Assembly Inspectors:

Eric Paulson, FDAI
HEAD ESTIMATOR/SENIOR PROJECT MANAGER, MID 
CENTRAL DOOR CO.

NUMBER OF YEARS AT CURRENT COMPANY: 10

NUMBER OF YEARS IN THE INDUSTRY: 10

MENTORS : Brian Zirbes, my supervisor, for 
hs constant trust, belief and support.

Rosalyn Shender, AHC, CDC, 
FDAI
PRESIDENT, W. LEWIS FRAME AND DOOR

NUMBER OF YEARS AT CURRENT COMPANY: 28

NUMBER OF YEARS IN THE INDUSTRY: 28

MENTORS: J.R. Filson, DAHC, CDC, CCPR, 
CPP, FDAI, and Mike Eckles, AHC, CDC

Steven Woelke, FDAI
FACILITIES MAINTENANCE, ALLEGIANCE HEALTH

NUMBER OF YEARS AT CURRENT COMPANY: 7

NUMBER OF YEARS IN THE INDUSTRY: 32

NOT  
PICTURED

Christopher Banda, 
FDAI 
WALTERS & WOLF INTERIORS

Vickie Evans, FDAI, 
EMORY UNIVERSITY FACILITIES 
MANAGEMENT

Sheldon Koska, FDAI, 
OMEGA DOOR AND HARDWARE 

Spencer McCown, FDAI, 
SAFE CHECK 

Luke Moore, FDAI, 
FIRE DOOR SOLUTIONS
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Door Hardware Triage 
As in the medical profession, correct diagnosis 
of door vedge, skill and powers of observation of 
the person whose job it is to correct the problem.  
“The devil is in the details,” they say, and it is 
never truer than when said in reference to doors 
and hardware.
Another old saying, “ignorance is bliss,” can 
be liberally applied to those innocent build-
ing oc-cupants and visitors who think that the 
answer to a lock that is not latching is to slam 
it until it does—or until the hardware falls off; 
whichever comes first. Yet by the same token, 
door hard-ware technicians who fail to look at 
door hardware problems holistically are equally 

blissful. If you have ever seen the latch hole in 
an ANSI strike enlarged to include half the head 
of the bot-tom mounting screw to remedy what 
is clearly a hinge problem, you will understand 
what I am talking about.  
The above occurs because the technician sent to 
solve the problem is guilty of treating the symp-
toms while failing to diagnose the disease.  He or 
she observes that the latch is making contact with 
the strike too low to drop into the strike hole as it 
should, but does not question why this is happen-
ing.  This example is a simple one, but the princi-
ple applies to more complex problems as well.  

By Tom Rubenoff

Correctly Diagnosing Door Hardware Problems
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MISSING
FIRE DOOR LABELS?

WE RE-LABEL 
FIRE DOORS USING OUR ANALYSIS  

& EVALUATION FIELD LABELING PROGRAM

Steel Door Frames—90 min.
Steel Doors—90 min.

Wood Frames—20 minutes
Wood Core Doors—20 min.

Mineral Core Doors—45, 60 or 90 min.
We label the door & frame, and comment on the hardware.

GUARDIAN FIRE TESTING LABORATORIES, INC.
716.835.6880  |  Fax: 716.835.5682  |  gftli@earthlink.net

www.firetesting.com

GUARDIAN IS ACCREDITED BY ANAB TO: ISO 17025 AS A TEST LAB; AS A CERTIFICATION 
BODY TO ISO 17020 INSPECTIONS & TO ISO 17065, PRODUCT CERTIFICATION

GUARDIAN

Method 
A great way to make sure you correctly identify a door 
hardware problem on the first visit is to have a consistent 
method of examining the total opening.  An example 
follows: 
1. If possible, speak with the person who has reported the 

problem, or better yet, meet with them at the opening so 
that they can show you what the problem is.  

2. As you approach the door, visually check the gap 
around the edges of the door on the top and both sides. 
(The gap should be one-eighth inch.) If the gap is greater 
in one place and less in another, the problem may be a 
bent hinge or misaligned frame.  

3. Open the door. How does it feel? Does the door itself 
stick? If it has a latch, is there re-sistance when you turn 
the lever to retract it? Do the hinges groan or squeak? 

4. Inspect the door for dents and abrasions. For example, 
scratches at the top of the lock-side edge may indicate 
bent or loose hinges. Dents may indicate attempted 
forced entry; check for damage to internal lock parts. A 
dent in the gap between the door and frame above the 
top hinge may mean an object was placed there. The 
frame may be damaged and/or the top hinge may be 
bent.   

5. Inspect the hardware for damage, missing parts, or 
wear. If it is a hollow metal frame, are the silencers 
installed? If there are no silencers the door will not align 
properly and the lock will not latch correctly. Is the door 
closer leaking? Does the door closer arm move smooth-
ly? Are the hinge screws all present and accounted for, 
and are they tight? If there is a latch, there probably is 
a drag mark on the strike. Does the drag mark reflect 
correct alignment?   

In other words, look at the door, the frame and the hard-
ware thoroughly and completely, and al-ways do it the 
same way.  That way you won’t fix one problem just to 
return the following week to fix another problem that you 
missed.   

Tools May Be Required 
To identify a door hardware problem, you may find it 
helpful to use instruments or tools.  For example, a car-
penter’s level can help you determine whether a door 
or frame is level or plumb quickly and accurately, and a 
carpenter’s square can show immediately if the frame is 
true or sprung.  A tape measure may be helpful to check 

if hardware is correctly located, whether or not the gap 
between door and frame is consistently one-eighth inch, 
and if one leg of the door frame seems to be longer than the 
other.  
One problem most swiftly identified using a carpenter’s 
level is positive pressure. If you detach the closer arm and 
tape back the latch on a door that is level, and it swings 
open seemingly of its own accord, chances are it’s a positive 
pressure issue. Positive pressure occurs when the air pres-
sure inside the HVAC ducts is greater than the pressure 
outside, causing air to be constantly forced out of the struc-
ture. Positive pressure can be powerful enough to prevent a 
door closer from closing the door, and sometimes the only 
cure is when the HVAC technician changes the settings on 
the air circulation system.  
The positive pressure issue is one of those door hardware 
issues that may require someone be-sides and door hard-
ware technician to fix.  

A great way to make sure you correctly identify  
a door hardware problem on the first visit is to have  

a consistent method of examining the total opening.
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Waiting for the Electrician  
Problems with electromechanical and electronic locking 
systems, like positive pressure issues, may require a low 
voltage or electronics specialist to solve in addition to a 
door hardware technician. For liability reasons, it is im-
portant to use technicians who are appropriately licensed 
as required in your locality.  
Often these problems are due to mechanical as well as— 
or even instead of—electrical or elec-tronic issues. 
Therefore the best situation for electronic or electrical door 
hardware triage is when the technician called upon to fix  
a problem is skilled in all three disciplines. 
We are finding locksmiths who have their low voltage 
electrical technician license and a working knowledge of 
how to troubleshoot or program an access control system; 
systems integrators who can disassemble and repair a mor-
tise lock; and even electricians who can adjust a door closer 
or repair an exit device.  
This is a phenomenon driven by a market that desires to 
have one technician who can do any-thing, both for conve-
nience and economics. In any event, a technician equally 
skilled in these areas solves the problem of cross discipline 
communication. If you’ve ever had to explain the differ-
ence between fail safe and continuous duty electrified door 
hardware to someone who just does not get these concepts, 
you will understand what I’m talking about.   
For this reason alone it behooves one in the door hardware 
repair and installation business to learn as much as they 
can and get all the credentials they need to be able to ser-
vice all the door hardware out there in today’s electric and 
electronic world.  

We are finding locksmiths who 
have their low voltage electrical 
technician license and a working 
knowledge of how to troubleshoot 
or program an access control  
system; systems integrators who 
can disassemble and repair a  
mortise lock; and even electricians 
who can adjust a door closer  
or repair an exit device.
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Closure 
The age of door hardware in which we work today is the 
age of the Renaissance woman or man; student of many 
skills. However, diagnosing the often complex ailments of 
doors and door hardware takes more than skill and knowl-
edge; it requires mindfulness, openness, resourcefulness 
and humility. It is not only necessary to know what could 
go wrong (and doubtless will, according to Murphy’s Law); 
it is necessary to be aware enough to observe all the symp-
toms, to be open to all possibilities and to be imaginative in 
creating solutions.  

One must also have the humility to realize that it is not pos-
sible for anyone to know absolutely everything. Sometimes 
the most useful tool at your disposal is your mobile phone. 
A call to factory tech support can often save hours of fruit-
less aggravation. 

TOM RUBENOFF has more than 30 years of experience in the hardware 
industry, including 14 years in hardware distribution and 17 years as a 
commercial locksmith. He is an independent consultant on locks and door 
hardware for This Old House online and author of the blog door-hard-
ware-genius.com. He can be reached at trubenoff@gmail.com.
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DHI conNextions delivers visionary education sessions to keep 
you moving at the speed of change. Technical sessions focused 
on international building codes, fire and life safety standards, 
green openings opportunities and BIM for construction and  
facilities. For management, we offer education on everything 
from increasing sales and revenue to revving up customer 
service to planning for success and more.

This year’s manufacturer-led Innovation Sessions will share  
insight on topics like electronic access control, automatic 
doors, connectivity and other essential technologies and 
applications. Only have 15 minutes to spare? Be sure to 
participate in quick-fire SolutionSessions showcasing  
overviews of the latest products and solutions which will 
leave you wanting to know more.

With the entire industry in Orlando for DHI conNextions,  
this is the ultimate opportunity for you to investigate  
synergistic relationships, develop partnerships and catch 
up with old and new friends alike. Because this event is 
self-contained at the Orlando World Center Marriott,  
all networking will take place under one roof — so you  
can focus on business, and not on commuting.

To push the opportunity envelope even further, our
ChannelExChange program facilitates private, pre-scheduled 
appointments between our channel partners.

More than 100 forward-focused exhibitors showcasing top 
products and solutions on a reimagined, dynamic playing field. 
An inviting exhibit hall will deliver a powerful and productive 
experience for buyers and attendees researching solutions for 
future purchases and partnerships. A must-see, the Showcase 
of New Products will feature dozens of the most advanced 
products developed over the past two years.

With 9 hours of exclusive, uninterrupted exhibit time, there is 
no excuse to miss out on the innovation at hand.

It’s a brand new day and your new DHI offers exciting  
opportunities. Don’t miss this year’s Opening General Session 
for a comprehensive demonstration of DHI’s newest initiatives 
to help ensure your success! You’ll learn about everything  
from our education evolution and certification transformation  
to advocacy advancement, membership improvements and 
industry advantages, all delivered straight from the source — 
DHI’s leadership.

Join us to celebrate the evolution of DHI this May in  
Orlando and prepare to experience a new level of energy for 
door security and safety professionals.

Registration Opens February 15! 

 DHIconNextions.org

SEE EVOLVEMEETLEARN

New Day. New DHI.     New Opportunities.

DHI_conNextions16_2ndSpread_Ad_FINAL2.indd   1 1/12/16   12:18 PM
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to help ensure your success! You’ll learn about everything  
from our education evolution and certification transformation  
to advocacy advancement, membership improvements and 
industry advantages, all delivered straight from the source — 
DHI’s leadership.
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Orlando and prepare to experience a new level of energy for 
door security and safety professionals.
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A door opening between two adjoining hotel 
rooms is called a communicating door, and 
is created by installing two doors within one 
frame—each swinging in the opposite direction. 
The purpose of these doors is to allow conve-
nience for family or friends sharing two hotel 
rooms, but the doors also provide security when 
the rooms are occupied by separate parties, as 
well as maintaining the fire-resistance of the 
partition between the rooms.
For security purposes, communicating doors 
between hotel rooms typically have a single-sid-
ed deadbolt, with a thumbturn on the room 
side and a blank plate on the side facing the 
other communicating door. This requires the 
occupants of both rooms to unlock their door 
to allow access between the rooms. These doors 
may also have gasketing, a door bottom, and a 
threshold, to help prevent the transmission of 
sound through the opening. Occasionally, one 
door with two deadbolts may be used instead 
of two doors, but more sound will likely pass 
through the opening if only one door is installed.
The 2015 International Building Code (IBC) re-
quires walls separating sleeping rooms to be 
constructed as fire partitions in accordance with 
Section 708 (see Section 420.2). Section 708.3 
requires these fire partitions to have a fire-resis-
tance rating of one hour, with the exception of 
sleeping unit separations in buildings of Type 
IIB, IIIB and VB construction, which may have 
a fire-resistance rating of one-half hour if the 
building is equipped throughout with an auto-
matic sprinkler system.
According to Table 716.5 in the 2015 IBC, a one-
hour fire partition that is not part of a corridor or 
an exit enclosure requires opening protectives 

(fire door assemblies) with a rating of 45 min-
utes. For 1/2-hour partitions, 20-minute fire door 
assemblies are required. The IBC does not spe-
cifically state whether one door or both doors are 
required to be fire doors. Without prescriptive 
requirements, it is left up to interpretation by the 
Authority Having Jurisdiction (AHJ). Some AHJs 
may require both doors to be labeled because 
using one fire-rated door and one non-rated 
door could compromise the fire-resistance of the 
opening protective if the rated door was open 
during a fire.
Communicating doors between hotel rooms 
share many of the same requirements as fire 
door assemblies in other locations, with one 
exception. Section 716.5.9 requires fire doors to 
be latching and self- or automatic-closing, but 
includes two exceptions. One of those exceptions 
applies to communicating doors: “1. Fire doors 
located in common walls separating sleeping units in 
Group R-1 shall be permitted without automatic- or 
self-closing devices.” Group R-1 is a Residential 
occupancy containing sleeping units where the 
occupants are transient, including hotels, motels, 
and transient boarding houses and congregant 
living facilities with more than 10 occupants.
NFPA 101 – The Life Safety Code requires 20-min-
ute doors in this location, and also exempts 
these doors from being self-closing. The NFPA 
101 Handbook explains that the fire separation 
between sleeping rooms is necessary to confine 
a fire to the room of fire origin. The Handbook 
also includes some insight into whether one 
or both doors are required to be labeled fire 
doors:  “The requirement for a fire barrier separation 
between the rooms, therefore, necessitates the use of a 
fire protection–rated door assembly for at least one of 
the doors in any guest room-to-guest room opening.” 

Communicating Doors  
between Sleeping Rooms
By Lori Greene, AHC/CDC, CCPR, FDAI, FDHI
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Although the Handbook is not technically part 
of the code, many AHJs rely on it to assist with 
code interpretations.
The omission of closing devices on commu-
nicating doors is also referenced in NFPA 
80 – Standard for Fire Doors and Other Opening 
Protectives. In the 2013 edition of this standard, 
section 6.4.1.1 requires every fire door to have a 
closing device except when otherwise permitted 
by the AHJ. In Annex A – Explanatory Material, 
Section A.6.4.1.1 describes limited circumstanc-
es where a closer may not be necessary. One 
location described in this paragraph where a fire 
door might be installed without a door closer 
is a communicating door between hotel/motel 
sleeping rooms.
The reason doors between these sleeping rooms 
are not required to be self-closing is because 
when both doors are open, the two rooms be-
come more like a suite, which would not typical-
ly require a fire separation between them. Note 

that the exception refers only to the closing de-
vice—the doors are not exempt from the latching 
requirement, and would require a latchset with 
an active latchbolt in addition to the deadbolt 
provided for security. The use of locks which 
require two operations to retract the bolts is ac-
ceptable because communicating doors between 
sleeping rooms are not required for egress.
Consult the code that has been adopted in your 
project’s jurisdiction for specific requirements.  
The AHJ is responsible for interpretation of the 
codes and always has the final say. 

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.

Floor Plan: Radu Bercan | Shutterstock.com
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 CHRIS SNYDER
We are all accustomed to exit devices replacing cylin-
drical locks, but when was the last time you saw it the 
other way around? Another reason why inspections 
of fire doors and doors in the means of egress are so 
important. Maybe an inspection would obligate them to 
remove the slide bolt as well.

More Readers' Photos
By Mark J. Berger

For the first time we have back-to-back months with 
readers’ photos. That’s only possible because so many 
of you have taken the time to send in great pix.  
My hat’s off to you!

Real Openings

 DAVID KLEIN
The sign on the door high-
lights this store’s 100 years 
of honesty, integrity and reli-
ability. Regrettably that does 
not extend to the area of life 
safety, as this exit door has 
two padlocked slide bolts, 
both engaged and locked in 
place. And of course the poorly 

written “Not An Exit” sign, 
which has a bold warning 

not to use the door  
and the “Except in  
a fire emergency”  
in light, thin letters.

 MARTIN ADLER 
Anyone can take a 
vacation photo, but 
only a good cousin 
would send one 
to me which high-
lights the difficulties 
we face every day 
in life. That’s Sam 
Adler trying to 
understand why 
grown-ups would 
go to the time and 
expense of placing 
contradictory 
signs on a door. 
Fortunately, it is the 
entrance, not the 
exit.
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GARY KRAMER Î
Everyone’s going wireless, so who needs Ethernet cables anymore? 
Here’s something you should never do with them—tie them across 

exit devices to block the exit. And how about that door to the right? 
It’s less bottom rod and less top rod, too. My favorite touch is the 

steel plate wedged in by the disconnected top rod and inserted 
behind the connected one on the other door.

BRENT BAUMAN 
What would a Real Openings column be without a 
classic board and brackets blocking an exit door? 
This door has great signage, identifying it as both 
a “Fire Exit” and an “Emergency Exit.” Either way, 
this is not an exit we ever want to see.

 MARC KAPELUS
Marc dreams about doors and this 

one is a nightmare. There’s a small 
exit sign on the door, rendered useless 

by a pair of vertical dropbolt locks surrounding 
the mortise lock. The kicker is the sign on the door, 
mandated to be posted, which says “Employee Rights.” 
The right to exiting freely is clearly not one of them.
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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.

 JASON GEHRS
This photo reminded me of the old TV Show 
Laugh In and the incomparable Arte Johnson, who would 
appear behind plants in a World War II helmet and come 
out and say “Verrrrry interesting, but stupid.” And that 
describes the blocked path to this exit door.

 COLBY DUNHAM
Just when you thought you’d seen everything, here’s a new one. 
A large surface bolt with a small barrel bolt installed to keep it in 
place when projected. Fortunately, this door was open when the 
photo was taken. Congratulations to Colby on having photos in  
Real Openings two months in a row.

Real Openings
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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 a project. 
Do not drop the ball—make sure your doors 
and entryways meet the correct standards.

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

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

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

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



By Alex L. GoldfaynHow to Get Referrals

WHY DON’T WE ASK FOR REFERRALS?
I’ve asked thousands of audience members and client staffers  
this question. Here are the most common answers.
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1. We are afraid of rejection. What  
if they don’t like me as much as  
I think (or hope) they do?

2. We don’t think to do it.
3. We don’t want to impose.
4. Customers wouldn’t want to  

share us.
5. We don’t know how. Nobody  

ever taught us. 
The only reasonable excuse on the list 
there is the last item: you simply don’t 
know how. This column changes that. 
Clip it, take a picture of it with your 
phone, and put it somewhere promi-
nent for future reference. 
The other roadblocks on the list above 
are irrational beliefs, which simply 
stall our progress towards positive 
improvement. 
What if they don’t like you? They’ve 
been with you for 12 years. Of course 
they like you. There’s a lot of competi-
tion out there, yet they buy from you. 
You don’t think to do it? Put a yellow 
sticky on your monitor, and write 
REFERRALS on it. That’ll remind you. 
If you prefer electronic reminders, zap 
yourself with your phone on a daily 
basis! 
You don’t want to impose in on the 
customer? They don’t want to share 
with you? Think about your own 
experiences. When you find the home 
painter who doesn’t leave a mess after 
they’re done, or the dental hygienist 
who doesn’t poke your gums, or the 
chiropractor who finally gets rid of 
your pain, aren’t you thrilled to share 
that person with everyone you know? 
In fact, in social settings, it’s a compe-
tition to get your friends to use your 
guy! 
To your customers, you are the  
chiropractor, and the hygienist and 
the painter. They love you. Let them 
help you. 
The discomfort with referrals (and 
testimonials for that matter—but that’s 

a different topic) is ours, not our cus-
tomers’. They would be happy to help 
us grow our sales if only we asked. 
Now that I’ve eliminated all possi-
ble defenses, here’s how to ask for a 
referral.
Don’t make a special phone call for it; 
that’s awkward. Rather, add it on to 
the end of your existing conversations. 
It’s particularly powerful to ask for a 
referral after you’ve resolved a cus-
tomer’s problem or issue (which, for 
most of us, why we talk to customers 
at all). 
“Are you good, did we resolve that to your 
satisfaction?” 
After the affirmation, ask this referral 
question: 
“Listen, Tom, who else do you know like 
yourself who would get the same kind of 
value you do from working with me?” 
That’s the question. Ask it as it’s writ-
ten. Write it out on paper or screen, in 
big text, so that you can read it, word 
for word. After you ask the question, 
stop talking and listen. If the silence 
extends five seconds, that’s okay. Ten 
seconds? Also okay. Twenty seconds? 
Don’t panic, stay quiet. 
Do not be the first to speak. Let the 
customer think and answer. Coming 
up with a referral might take a bit of 
time. 
With this approach, one-third of the 
people you ask will give you a referral. 
This batting average would get you 
into the hall of fame. 
If the customer says, “I’ll have to think 
about that,” or anything else that is 
not a referral, make the second effort 
and help them think of somebody. 
“Tom, we work with companies like 
yours—privately owned, and of a certain 
size (describe your customer – you might 
say, “our customers are people you are 
probably friends with”)—and our custom-
er is usually the owner or president. Who 
do you know like this?” 

Then, once again, let there be silence. 
Do not nervous chatter your way out 
of this referral. Remember, you are 
feeling far more discomfort than your 
customer at this point. Let them think. 
At this point, another one-third of 
your customers will think of a refer-
ral, giving you a 66% referral rate of 
return. These have been the numbers 
historically among my clients. Some 
finer points: 
Note that I am asking who they know, 
not if they know somebody. The for-
mer gets me a name; the latter likely 
gets me a “no.” 
Next, silence is the key to this process. 
Letting your customers think on the 
spot. You’re doing a disservice to ev-
eryone involved if you talk your way 
through this. 
Remember, they want to help you. 
They are very happy with your work, 
and will look good to their friends and 
colleagues by connecting them to you. 
Let your customers help you grow. 

ALEX GOLDFAYN is the 
CEO of the revenue 
growth consulting firm 
The Evangelist Marketing 
Institute. These 
approaches 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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DHI’s Microlearning Classes
Bite-Sized Education Delivered by Your Chapter or Your Company

CONVENIENT: Two to Four-Hour Classes  |  AFFORDABLE  |  VALUABLE: CEP Points Awarded

15-0526:  Intermediate Electrifi ed Access Control

• Three hours; 9 Technical CEP Points

15-0730: ICC Code Update Roundtable

• Two parts; can be taught separately in two-hour classes or both parts together 
as a four-hour class

• 2-Hour Class: 6 Technical CEP points; 4-Hour Class: 12 Technical CEP points

15-0529:  Managing Projects, Time, Money & Materials

• Four-hour class: 12 Technical CEP points

SPRING TECHNICAL SCHOOL

APRIL 10–17, 2016
National Conference Center  |  Landsdowne, VA

Classes/schedule are subject to change.

COURSE CURRICULUM
SUN, APR 10 MON, APR 11 TUE, APR 12 WED, APR 13 THU, APR 14 FRI, APR 15 SAT, APR 16 SUN, APR 17

COR113   Architectural Hdw & Applications    COR120 Door & Frame Applns     COR125 Take-Off & Estimating       

 COR103  
Understanding 
& Using Constr 

Doc      

COR133 Elect Arch Hdw
EHC400 Electrifi ed Hardware Applications & 

Documentation  

  AHC205 Detailing Hardware                COR147 Introduction to Specifi cation Writing               

AHC200   
Masterkeying 

COR160  Mat 
Purch Concepts           

COR153 Installation Coord & Proj 
Mgmt   

COR140 Using Codes & Standards                     

CDC300 Using Dr 
& Fr Stds

CDC305 Detailing Doors & Frames     CDC310  Writing Door & Frame Specifi cations                                CDC315  CDC Exam Prep 

EHC405  Access Control & Electrifi ed Hdw Systems  EHC410  EAC & EH Installation & Troubleshooting                 

AHC220  AHC Exam Prep

AHC207 Advanced Detailing Hdw 
(completion of AHC207 February 11, 

2016 online class) 

For more details, email education@dhi.org. For more details, email education@dhi.org.

Self-Paced Online Courses
Online on your own time.

• COR101: Fundamentals of Doors and Hardware

• COR103: Understanding & Using Construction Documents

• CE1401: Codes and Standards Update

• CE600: 2012 Update: Fire & Egress Door Assembly Inspections Online Class
• NEW! CE1501: 2015 IBC Update for Swinging Door Openings

2016 EDUCATION SCHEDULE
Technical Schools

April 10-17, 2016

National Conference Center
Lansdowne, VA
See course schedule above 

May 30 – June 4, 2016

Montreal, Quebec
Holiday Inn
Montreal Airport Hotel

October 23-29, 2016

Chaparral Suites (soon to 
be Embassy Suites)
Scottsdale, AZ

November 6-10, 2016

Calgary
Details TBD

DHI is changing, and our education and certifi cations are evolving with it. But no 
education is ever wasted, and what you take now will always count later. We’re 
here to help.

Instructor-Led, Face-to-Face Courses
DAI 600 Fire and Egress Door Assembly Inspection 

May 1-4, 2016
Orlando World Center Marriott. Orlando, FL

Instructor-Led, Combination Online and 
Face-to-Face
AHC207: Advanced Detailing Hardware

Begins Feb. 11, 2016 online; ends April 11-12, 2016, 
Lansdowne, VA

Don’t Stop Learning...
Your Future Hinges On It
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Shelf Life

RESOLUTIONS
Midnight has passed; the party streamers are 
torn down; the glitter has been washed from 
your hair; it's suddenly January 3, 2016—and you 
have work tomorrow.
I can tell you that I love my job! (I'm not just 
saying that because my boss will read this.) In 
my job, I get to help people grow and learn in 
their careers. Some of us—including myself in 
the past—perhaps don’t always think that work 
is the greatest way to spend eight-plus hours a 
day. I mean, who wants to be away from family, 
friends and football?
According to US News and Report, the top 
resolutions for 2016 are to get healthy, pay off 

debts and get organized. Making and breaking 
resolutions in our private lives is easy. We tend 
only to think about what happens before 8 a.m. 
and after 5 p.m. Some of us keep our resolutions 
and some of us…ok let’s move on.
My question, though, is, what about at work in 
our companies? Should we make resolutions for 
2016 at work? A good justification for corporate 
resolutions can be found in the 40+ hours a week 
and each of the 48-50 weeks a year we work 
those 40 hours or more. Thinking that way, it’s 
not too hard to consider company-based resolu-
tions for the coming year. 

By Danah Head
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Resolution 1: Get Healthy
A healthy company doesn’t mean just giving 
away gym memberships to the crew. Cash must 
flow through the company doors and into the 
bank account exactly like blood flow in a healthy 
body. This may seem like a really simplified idea, 
but how can we make sure that the money keeps 
flowing properly? One way of course: sell more! 
In theory, this is a great idea and a perfect start—
selling more does equal more cash. Unless, of 
course, your capacity is too small and your 
customers can’t pay you promptly, and you 
don’t have enough employees to deal with it all. 
Honestly, to sell “more,” your company has to be 
healthy enough to handle the uptick. One way 
to do this is to make sure that everyone in your 
company understands the concept of cash flow. 

Resolution 2: Pay Off Debts
The only way to pay off debts successfully is 
with that healthy cash. Again, the idea that 
might pop back up: sell more! However, we are 
really getting into the same issue as getting 
healthy. Selling more means more everything: 
people, inventory, space and expenses.

Resolution 3: Get Organized
This is my personal favorite. I love to organize. 
Even though some people close to me might 
disagree, I am very organized (in my own 
special way). As the New Year starts, all sorts of 
things can be organized in your company to help 
smooth the flow of business. 
My thought on this—what if your cash was 
better organized? What if you could easily find 
cash and place it in the areas of your business 
that make the best sense? Your company could 
use less and save more; this would allow for 
debts to be paid off and then truly be a healthier 
company! 
Maybe a good thought would be to ask yourself: 
does everyone in your company talk about the 
cash lost in excess inventory? Does everyone 
know about the negative effects of past due 
accounts receivable and random discounting? 
Customer profitability, overhead costs, sales and 
other important concepts of business? If not, why 
not?
Educating your people on business issues can 
help them feel like they are an important mem-
ber of the team. If everyone in your warehouse 

understood surplus inventory, investments and 
net profitability, and how they can impact this, 
maybe they could buy into your vision. One of 
the great “ah-ha” moments that happens when 
people are educated in their roles is when they 
start to question the system. This could feel like a 
scary moment to have pickers and packers ques-
tioning your warehouse set up, but why not? 
People who have never even considered or seen a 
Strengths, Weaknesses, Opportunity and Threat 
(SWOT) analysis might create a good one. What 
if everyone could show you what they see every 
day? This is where you are going to find your 
cash. There is no way that any of the computer 
software or spreadsheets would ever at any time 
give you the insight that your employees on the 
ground employees.
Most importantly, each person will know why 
they should incorporate your vision into their 
daily work life. The goal is to make sure that you 
have cash hunters in your company that will not 
only find cash but protect what you have. 
Employees who are armed with knowledge 
will understand that a paycheck is not the only 
reason to work for your company. The reason 
they are there is to fill an important role and help 
the wheels and gears turn for even more cash 
savings. There is no reason your operations team 
should be the only people in charge of hunting 
down savings and cash. Even if you only show 
percentages or rankings, people will engage and 
want to be the best for you. 
The Distribution Team wants to wish you a great 
and prosperous 2016! We hope that we can help 
you keep cash in, loss out, and all your New 
Year’s resolutions for your company on track! 
Feel free to drop me an email and let me know 
how I can help. 

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 manufac-
turing industry. She can be reached  

at danah@distributionteam.com. or visit The Distribution Team 
at www.thedistributionteam.com. Now: @Distribution_Tm  
on Twitter
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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.

FEBRUARY'S 60-SECOND SURVEY RESULTS
Q:  In addition to material supply, does your com-

pany also do door/frame/hardware installation, 
either with employee labor or sub-contracted?

84% Yes

16% No

Q: Has your company been involved in shop 
installed pre-installation of hardware on 
doors/frames?

63% Yes

37% No

Q: If yes, on a scale of one to five, with one being least beneficial and five being most 
beneficial, how would you rate your experiences with pre-installed hardware?

4 35%

1 7%

5 20%
3 25%

2 13%

60-SECOND SURVEYS
In November, we announced the launch of 60-Second Surveys to generate 
feedback from our readers. These quick, one-, two-, or three-question  
surveys have become extremely popular with organizations of all sizes 
because they are fast and easy to fill out. Each survey ties into the magazine’s 
monthly theme, and the results will be published here each month.  
February’s survey was sent only to our distributor members.
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CONTACT MOLLY LONG:
mlong@dhi.org  : :  703.766.7014  : :  www.dhi.org/advertising

Don’t miss out on these upcoming issues:
APRIL: Security/Access Control
Deadline: Feb. 10

MAY: Fire Doors
Deadline: Mar. 10

JUNE: Hospitals
Deadline: Apr. 10

THREE GREAT REASONS 
to include Doors & Hardware in your marketing plan:

1. TARGETED READERSHIP
2. EXCLUSIVE COMMUNICATIONS VEHICLE
3. READERS TAKE ACTION
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Ad Index
February 2016 | Installation/Troubleshooting

Classified
PROJECT MANAGER
Cincinnati, OH – A great place to live, Cincinnati was just ranked in the top 10 cities out 
of 106 for how far your money goes. The city where opening day for baseball is almost a 
holiday. The city where a line is drawn between Gold Star vs. Skyline Chili. The Queen City 
really is a great place to live.

We are a roll-up-your-shirt-sleeves, high energy company.  We are looking for a profes-
sional project manager to run Division 8 (doors and door hardware) projects.  

Successful candidate should have a minimum of five years’ experience in the door hard-
ware industry.

Skills & Qualifications required:
 » Construction Qualifications
 » Excellent communication skills
 » A positive and enthusiastic approach to work
 » Good organization skills
 » Ability to work well under pressure
 » Computer skills
 » Proficient with Comsense software (preferred)

Competitive base salary, incentive program and benefits will be offered to the successful 
candidate. We can provide assistance with moving expenses.

Please submit resume and salary requirements to: info@erlangerhardware.com.
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The Wait is (Almost) Over
By Julie Walter

You’ve been waiting patiently, and now it’s  
right around the corner—your industry show—DHI 
conNextions! I hope you’ve already got May 4-6 set 
aside on your calendar for this can’t-miss event to come 
together with industry experts, your colleagues and 
some excellent speakers.

This is your opportunity to reconnect with the industry, 
learn new trends, experience innovative products and 
services, and especially, to network. At no other time 
or place this year will so many industry leaders and 
channel partners come together as at the Orlando 
World Center Marriott. If you are one of the thousands 
of industry professionals who has attended a DHI con-
vention (or nearly 40!) in the past, or imagined what it 
might be like, you probably think you know the high-
lights: a bustling tradeshow floor, full complement of 
educational presentations and general sessions.

This year’s newly designed exhibit hall will be filled 
with more than 100 companies ready to talk personally 
with you about specific business needs, and offer the 
most cutting-edge solutions and products. I especially 
encourage you to participate in SolutionSessions, 
quick-fire education sessions led by DHI exhibitors  
that showcase their latest and greatest products  
and technologies. 

And, I’m sure you’re wondering about educational 
opportunities at the show. This year, we’re offering 
more than 30 education sessions! Thought-provoking 
speakers and industry experts are lined up to share their 
knowledge on a wealth of technical and managerial 
topics, each with unique takeaways that can be put 
right to work for you.

Don't forget that nothing compares to the scheduled 
and unscripted networking that takes place face-to-
face at DHI conNextions. ChannelExChange is our 
formalized program of pre-scheduled appointments 
between exhibitors and attendees, and is easily 

facilitated through the convention App. These meet-
ings give participants the opportunity to take a deep 
dive into conversations that often aren’t possible on 
the tradeshow floor. 

Here are more tips for getting the most out of your DHI 
conNextions experience:

1. Attend as many education sessions as possible. Not 
only are the presentations valuable, but you’ll make 
new connections waiting for them to begin.

2. Use the conNextions App! Update your profile with 
a photo, select your product interests, make connec-
tions and create your custom show schedule.

3. Set goals for the number of people you want to 
meet each day; sit next to someone you don’t 
already know at sessions; bring plenty of business 
cards; and make an action plan to follow-up once 
you’re back at the office.

4. Say yes! To appointments, coffee, education ses-
sions, golf, and post-show follow-ups.

5. Bring a colleague; you’ll bring back twice as many 
takeaways to put to work at your company.

6. Get social! Begin talking, tweeting and mentioning 
the show now with #DHI2016.

7. Have fun! Meet up for breakfast or drinks, set up a 
tee time, and bring your family to Orlando and expe-
rience  the parks after the show.

After 13 years planning events with DHI, I’ve never been 
more eager to see you at the show. Everything we do 
at DHI headquarters is done with the sole purpose 
of serving you and making the door and hardware 
industry better and stronger. We can’t wait to share this 
New Day. New DHI. New Opportunities. 

JULIE WALTER is Director of Events at DHI. She can be 
reached at jwalter@dhi.org.
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Call us today!

800.821.8527
Our experts in door hardware and  
security products make your job easier.

www.midwestwholesale.com

YOUR #1 SOURCE

Same day  
nationwide 
shipping!

WE’VE  
GOT YOU 
COVERED
Largest next-day delivery  
footprint in the industry

NEW 
LOCATION

SOUTH 

CAROLINA



Service isn’t about automation. It’s about people. When our customers call, Becky, Sylvia, Ethel, Judy, Leigh, 
or Patricia gives them a friendly hello and the help they need. We’re National Guard Products, and we actually 
like it when customers call.

C A L L  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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