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retrofit and manufactured by AMBICO Limited.  
Doors are located in the interior of the Victory 
Building, Winnipeg, Manitoba.
Photo courtesy of AMBICO LimitedPh

ot
o 

cr
ed

it:
 N

ic
k 

M
al

lo
uf w r a p - u p  >  p a g e  2 4



4 DOORS & HARDWARE £ SEPTEMER 2014

i n  T O U C H

 N 
EXT YEAR THE DOOR AND HARDWARE  
Institute will celebrate its 40th birthday. At 
that time we’ll share some of the historical 

highlights of the merger between the National Builders 
Hardware Association (NBHA) and the American 
Society of Architectural Hardware Consultants 
(ASAHC), which formed DHI. 

But let’s not get ahead of ourselves, because this 
month there is another, if not more important, birth-
day to celebrate. Without the creation of the National 
Association of Contract Builders Hardware Distributors 
(NACBHD), there might not be a DHI today.

The formation of the NACBHD took place on Sept. 20, 
1934, in Chicago in the midst of the Great Depression by 
a group of dedicated distributor owners and executives 
with tremendous courage and foresight, considering 
those extremely difficult economic times. The objectives 
for which this organization was formed were as follows:

■ Conduct a careful study of distributors’ economic 
functions.

■ Clarify the channels of distribution.
■ Bring into closer contact the relationships of  

manufacturers and distributors.
■ Search out better business methods.
■ Encourage uniformity of trade practices and the 

reform of commercial evils.
■ Promote and maintain friendly cooperation among 

distributors to advance their mutual interests.
■ Extend their usefulness by more efficient service to 

the consuming public.
How true do these ideals remain today? How well are 

we doing as an association and an industry in uphold-
ing these ideals, if they are in fact still valid?

In 1938, NACBHD’s name was changed to the 
National Contract Hardware Association (NCHA). 
During this time the members discussed the creation 
of a separate, legally organized, professional organiza-
tion with a code of conduct for its members, originally 
intended to be called “Builders Hardware Engineers.” 
The American Society of Architectural Hardware 
Consultants (ASAHC) was formed shortly thereafter, 
and while the two organizations operated separately  
for a while, they were ultimately functioning closely 

together in many aspects, including participation in 
national conventions and regional conferences.

A look at the program for the 1948 Pacific Coast 
Regional Conference, the predecessor to the DHI 
Western Regional Conference, reveals an interesting 
tale of topics:

■ “Green Harvest,” courtesy of Weyerhauser Timber 
Co. (They were talking green even back then!)

■ Establishment of a policy to have estimators work 
from selling prices rather than cost prices (Yikes!)

■ Manufacturers’ finish numbers versus U.S. standard 
finish symbols (We’re still working on this one!)

■ Percentage of profits as applied to size of job  
(There was probably no legal counsel present at  
this meeting!)

■ Direct factory bidding versus “smoke screen” 
bidding (Was that really happening then?!)

■ Whether the architect should be charged a fee  
for specification writing (Can this topic really  
be that old?)

■ The development of specific do’s and don’ts of 
ethics (That topic will never gain traction!)

Doesn’t the saying go something like “Those who 
choose to ignore history are doomed to repeat it”? 
Could it possibly be true that we’re still dealing with 
some of these same issues more than 60 years later?

In 1953, the organization underwent its final name 
change to the National Builders Hardware Association 
before the 1975 merger with the ASAHC.

Those of you getting long in the tooth may remember 
names like Harold Dumbell, Paul Easby-Smith, Carl 
Himes, John Schoemer, Robert Ryan, William Haswell, 
and others. To those readers a bit younger, these 
names may be unfamiliar, but those are the men who 
forged the principals we still uphold and the standards 
to which we operate today to help strengthen the 
distribution channel of our industry through education, 
certification and advocacy.

Despite the fact that we’re still wrestling with some 
of the same issues today, we owe those men a debt of 
gratitude for their strength, forethought, wisdom and 
caring to help make our industry better for us today.  

Predecessor Organization  
to DHI Turns 80

By Stephen R. Hildebrand, FDHI
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To learn more, please visit www.dhi.org,  
email MemberServices@dhi.org or call 703/222-2010.YOUR MEMBERSHIP MATTERS!

Do you know a DHI 

member you would like 

to nominate as the  

Face of DHI? Submit your 

nominations to  

Paige Purdum at 

ppurdum@dhi.org, and 

we’ll take care  

of the rest!

DHI member since: 1996

Occupation: Architectural consultant

Childhood ambition: To follow my uncle as a racecar driver

First job: Mechanic’s helper in a hometown garage, but soon recruited to the door/frame/hardware 
industry. I had the privilege to start at the bottom sweeping the shop floor when I was not out driving 
the truck making deliveries. 

What led you to our industry? My uncle knew the owner of a hardware distributorship needing 
someone to make deliveries of material without damage.

Proudest professional moment: Working through the courses and process to become an AHC. I 
accomplished the goal and became an AHC in 2001.

Biggest challenge: Dealing with individuals who think that because it can be drawn, it will work 

Guilty pleasure: Being able to put down the phone and computer from time to time and reload. 
Sometimes it's relaxing to fall off the grid and disappear for a few days.

Favorite book/movie: I don't have a favorite but I like comedy and action films. 

Mentor/Hero: I had the opportunity early in my career to assist Charles Desommes, AHC, receive, stock, 
and pull hardware for projects. 

Best advice you ever received: Work hard, play harder, and don’t stress over things you cannot control. 
Do not burn bridges, as you may someday return down that road.

Best advice you never received: The importance of relationships in our industry

How has your involvement with DHI supported your career goals? Through DHI, I have received 
advice, help and guidance with my career.  ●

Bobby Stone, AHC, CSI
 ALLEGION

f a c e s  O F  D H I
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Outgrowing its original 80,000-square-
foot home at the Palace of Fine Arts, 
the Exploratorium has moved to Pier 
15, a renovated historical landmark 
that is more than 80 years old. The 
move offers greater public access and 
330,000 square feet for exhibits but 
came with the added challenge of 
merging the traditional bones of the 
waterfront location with the modernity 
and spirit of a scientific institution.

For the Exploratorium, overcoming 
that challenge meant approaching every 
hurdle with creativity and the determi-
nation to succeed. Thoughtful design 
and product implementation allowed 
architects to create an immersive, 
interactive experience that can handle 
heavy traffic flow. With an innovative 
layout and cutting-edge products, the 
Exploratorium’s design successfully 
captures the essence of scientific explo-
ration and meets sustainability goals. 
The museum earned LEED® platinum 
certification despite its corrosive seaside 
location and is seeking the designation 
of the largest net-zero energy museum 
in the United States.

OR MORE THAN 40 YEARS, SAN FRANCISCO’S 
Exploratorium has provided learning opportunities 
and educational programs on science, art and human 
perception. From a new location, it continues to embody 
the problem-solving, can-do attitude of engineering and 

hopes to instill that spirit in its visitors. 
Moving from the Palace of Fine Arts to Pier 15 opened up a world 

of design choices to meet that goal and balance local heritage, 
sustainability and the essence of scientific exploration. Creating a space 
that would not only house the museum’s guests and exhibits but also 
realize the Exploratorium’s ideals required conscientious product and 
material selection. 

The Exploratorium
Founded in 1969 by physicist and educator Frank Oppenheimer,  

San Francisco’s Exploratorium is a living museum dedicated to teaching 
science through interactive experiences. The museum’s mission is to 
“change the way the world learns,” but recently, the Exploratorium has 
undergone some changes itself. 

Engineering the San Francisco Exploratorium's Grand Entrance

B y  M a r k  G r a v e s

S ma r t  Des ign 

Fea tu r e d  in 

Sc ience  Museum’s 

New Locat ion

F
The Exploratorium’s purpose is printed in bronze letters above the Ellison doors:  
“A community museum dedicated to awareness.”

© Heather Collins Roe Photography

c a s e  S T U D Y
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Blurring the Boundaries
The move to Pier 15 was character-

ized by respect for the San Francisco 
Bay as an ecosystem and for the pier 
itself as a piece of the city’s history. 
Rather than tearing down old struc-
tures or intruding on the bay, the 
Exploratorium was engineered to 
integrate with pre-existing elements 
without detracting from the pier’s 
ecological and cultural value.

The best place to see green-
minded engineering at work is in 
the building’s entrance, just yards 
from the edge of the pier. Tasked 
with fusing the pier’s existing 

structures and the Exploratorium’s 
21st-century aesthetic, architect 
EHDD, San Francisco, focused on 
energy efficiency and sustainability. 

To take advantage of the water-
front location’s brilliant natural 
light, the team restored the grand 
entrance’s two-story stucco facade 
to feature a large arched window 
above the doors. Glazing contractor 
Architectural Glass & Aluminum, 
San Francisco, engineered the glass 
archway, which allows sunlight to 
pour into the museum lobby for 
maximum illumination at minimal 
cost to the museum or the ecosystem.

Aluminum panels clad an alterna-
tive entrance that flanks the central 
archway to the left of the building. 
Aluminum was chosen for its 
recyclability and energy-efficient 
properties; the highly reflective surface 
bounces light away from the building 
and keeps cooling costs down. The 
alternative entrance directs guests 
to the Observatory, a glass enclosure 
that features an interactive 3-D 
topography map. Visitors can observe 
weather and water conditions outside 
the Observatory’s glass walls while 
manipulating the map’s 3-D models 
of weather patterns and the Bay’s 
tides in real time. A portion of the 
Observatory’s glass is engineered to 
have reduced reflection, which allows 
local birds to identify the Observatory 
as a solid body and fly past unharmed.

The walkway connecting the 
alternative entrance to the main 

Engineering the San Francisco Exploratorium's Grand Entrance

Ellison doors at the main entrance to the Exploratorium. Custom doors blend seamlessly with 
the arched window and complement the exterior with “Enduring Bronze” finish.

Caption

This decorative window emphasizes the  
“o” in Exploratorium.
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body of the museum is sheathed in 
fritted glass, a finely porous glass 
that limits heat retention and allows 
air circulation. Every detail of the 
Exploratorium’s exterior envelope 
further reinforces the museum’s goal 
of a carbon-neutral footprint and 
sets the tone for the entire facility. 
Rather than inflicting itself on its 
surroundings, the Exploratorium 
blends into its cultural and ecological 
context as if it always belonged.

Incisive Engineering
One of the most critical elements 

in the new location’s design is the 
row of doors to the museum. While 
energy-efficient materials frame the 

Exploratorium’s facade and reduce 
environmental impact, the doors are 
the first thing that guests touch and 
the last thing they see at the end of 
their experience. In alignment with 
the Exploratorium’s atmosphere of 
wonder and scientific achievement, 
the doors needed to have distinct 
presence and grace, while also 
meeting practical challenges like 
exposure and traffic flow.

The sustainable aluminum and 
glass used throughout the exterior 
envelope extend into the entrance’s 
seven sets of Ellison Bronze 
balanced doors: three at the arched 
entrance to the lobby and four at the 
alternative entrance. 

Due to the nature of the oceanic 
climate, custom doors were needed 
to offset weather conditions and the 
elements. Brine, moisture and wind 
exposure would quickly chew up 
most products. While weathering 
storms and the steady abrasion of salt, 
the Exploratorium’s doors will also 
have to accommodate the museum’s 
550,000 annual visitors. Ellison 
Bronze custom doors have the dura-
bility the museum requires. Featuring 
stile and rail-type construction, the 
doors wear an appropriate “Enduring 
Bronze” painted finish. 

“This project needed custom-
ized balanced doors for the main 
entrances, and Ellison Bronze was 
able to create entry doors that met 
the project’s requirements,” says 
Michael Rizza, senior engineer at 
Architectural Glass & Aluminum. 
“The doors complement the glass 
archway at the lobby entrance, 
and the painted finish matches the 
aluminum panel-clad museum 
entrance. Ellison Bronze provided 
good customer service and deliv-
ered a high-quality product.”

While Ellison balanced doors 
consist of sturdy components, they 
can still be opened with ease. A 
balanced door features an inset 
pivot point at two-thirds the width 
of the door, creating a balance 
that distributes the weight so the 
door requires little force to open, 
even against the external winds 
of San Francisco Bay and the 
Exploratorium’s internal building 
pressure. Several door units also 
include Ellison PowerNow power 
operation functionality, which 
provides opening force on demand 
so that guests of any age or strength 
can easily access the building.

“The Ellison doors are the 
most appropriate choice for the 
Exploratorium, given our functional 

View of Ellison doors from inside the side entrance
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and design needs,” says Rick 
Feldman, AIA, LEED BD+C, project 
manager and associate principal 
at EHDD. “With the museum 
located directly on the waterfront, 
we needed a door system that 
could stand up to heavy traffic in a 
corrosive marine environment. The 
custom doors set the tone for the 
museum and fit the character of the 
historic building.”

Unlike conventional entry 
doors, an Ellison aluminum door 
is constructed from heavy wall 
extrusions that are made solely for 
Ellison and are specifically designed 
to work in conjunction with their 
balanced hardware system. The 
doors’ horizontal top and bottom 
rails are attached to the vertical 
stiles using both welded and bolted 
connections, yielding an extremely 
durable and long-lasting entrance. 

Ellison provides detailed record-
keeping and full warranties. Both 
are important, considering the 
extensive lifespan of an Ellison 
door. Every door made is imprinted 

with an individual project number 
(similar to that of a car’s VIN 
number) to facilitate easy tracking 
and maintenance. Furthermore, all 
Ellison balanced hardware compo-
nents are machined in-house, which 
means that replacement components 
are always readily available. This 
commitment to longevity is invalu-
able to the Exploratorium, not only 
in its new location at Pier 15, but 
for possible future expansion to 
neighboring Pier 17. No part of the 
museum’s design cuts corners or 
uses disposable material, and the 
doors’ individual pieces are no 
exception.

With an entrance crafted to 
become tomorrow’s vintage, the 
custom doors’ incisive engineering 
will allow the Exploratorium to 
welcome guests for decades to come.

Building for the Future
The Exploratorium reopened at its 

new home in April 2013. The project 
team included architect EHDD, 
San Francisco, glazing contractor 

Architectural Glass & Aluminum, 
Livermore, Calif., and Ellison 
representative Apollo Architectural, 
Penngrove, Calif.

The design’s architectural details, 
from glass with special properties to 
custom doors that open at the light-
est touch, add to the comprehensive 
engineering poured into the pier’s 
revitalization. Design choices like 
the custom doors emphasize the 
commitment to and significance of 
the Exploratorium’s new location. 
The museum’s entrance plays a 
pivotal role in the long-term logis-
tics of the space. Not only does the 
holistic design draw guests into 
the experience, the keen attention 
to long-lasting and elegant details 
make the entrance a testament to 
the true value of engineering.  

About the Author:  
Mark Graves is president 
of Ellison Bronze. He can 
be reached at mgraves@
ellisonbronze.com.

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

mailto:mgraves@ellisonbronze.com
mailto:mgraves@ellisonbronze.com
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All photos courtesy of AMBICO Limited

IGHT YEARS AGO 
AMBICO Limited was 
approached by the owner 
of the stunning art deco 
Canadian federal govern-

ment structure known as the Victory 
Building to design and manufacture 
retrofit doors at the entrance and 
lobby. The building, well-known in 
Winnipeg, Manitoba, was built in 
the 1930s in the midst of the Great 
Depression and has been situated in 
the downtown core of that provincial 
capital for 80 years. Its striking edifice 
was surely meant to inspire and 
support the local prairie community 
that was suffering economically at 
that time. 

Heritage architects of the Public 
Works Department of the Canadian 
government worked with AMBICO 
engineers to replicate doors that 
would complement the original 
design intent of the building’s design 
team. Michael Plett, AHC, of Penner 
Doors and Hardware was on site and 
coordinated communications between 
all parties involved in the door and 
frames retrofit project.

Winnipeg architect George William 
Norwood designed the building in the 
early 1930s in the modified art deco 
architectural style that was popular 
at that time. At a later date, the 
Canadian Federal Heritage Buildings 
Review Office classified the building 
as a heritage property because of its 
historical, architectural and environ-
mental significance. In 2005 it was 
named “Victory Building” in honor of 

Historic VICTORY BUILDING  
Retrofits Entrance and Lobby

E

By Jack Shinder

c a s e  S T U D Y

Front view of Victory Building after completion of the main door retrofit

1
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those who served their country in 
times of conflict and peacekeeping. 

Those involved in the retrofit 
project recognized that a high level 
of expertise, guidance and technical 
knowledge would be required with 
respect to the restoration of several 
doors and frames. The project called 
for the retrofitting of those open-
ings found at the impressive main 
entrance to the building. A number 
of interior openings on the ground 
level were also in need of refurbish-
ment, and it was determined that 
they would receive the recognition 
and attention they deserved.

The phase of the retrofit that 
called for the fabrication and instal-
lation of the doors and frames 
began in the summer of 2013 and 
was completed in the spring of 2014. 
This is not to say that this portion 
of the project was completed in 
a matter of months—the finished 
door and frame products were the 
culmination of years of collabora-
tion involving the Government 
of Canada (building owner), the 
project architect, project manag-
ers, AMBICO’s representative in 
Manitoba, AMBICO’s distributor, 
suppliers of ornamental hardware, 
and the sales, design, engineer-
ing and manufacturing teams of 
AMBICO Limited. Knowing that 
this project had the capacity to 
be unique, AMBICO Marketing 
Manager Pat Parker decided to 

engage a well-known local photog-
rapher to create a visual record of 
the project.

To maintain the integrity of the 
heritage designation of this building 
and to restore the selected openings 
to their original stunning appear-
ance, doors and frames were clad 
in bronze in accordance with the 
original design criteria, and one 
interior clad door was etched to 

accommodate current UL10c fire 
standards, as well as to complement 
the design intent of the jewel-like 
lobby. Architectural hardware 
in solid bronze was designed 
to accommodate modern egress 
requirements while not compromis-
ing the art deco style favored by the 
original building architect.

Site Coordination
Projects such as this are unique 

in many respects, and AMBICO’s 
approach was a company-wide 
commitment to the painstaking 
details that enabled the final prod-
ucts to meet the demands of all 
parties involved. 

From the outset of the project, 
experienced members of AMBICO’s 
sales and manufacturing staff trav-

elled to the site to coordinate with 
those involved in the design and 
installation of the door and frame 
assemblies. A close relationship 
with Penner Door and Hardware’s 
Mike Plett, AHC, in Winnipeg 
assured Ottawa-based AMBICO 
(which is 1,500 miles from the project) 
that they were well represented on 
site at all times. 

AMBICO’s team visited the project 
prior to the commencement of work 
to assess the condition of the site, 
and they also made a final visit as 
the project neared completion to 
fine-tune the installation. Project 
Manager Stuart Brodie was a key 
part of the team, coordinating 
myriad details with the project archi-
tect, the local distributor and the 
general contractor, as well as with 
AMBICO’s suppliers and its own 

factory personnel. AMBICO’s lead 
hand, Rui Gomes, attended the site 
throughout the final phase, making 
certain that the finished product 
reflected the fine details that made 
this project one for the ages.

Bronze Cladding
The doors, frames and custom 

push/pull architectural hardware 
were manufactured from bronze 
C280 sheet bronze. This material 
has several qualities: ease of weld-
ing, high ductility, high impact 
strength and a distinctive color, 
which make it desirable for this type 
of application. 

The ornamental push/pull hard-
ware was fabricated from C385 
round bar bronze, which affords 
all those qualities required for 

S TA K E H O L D E R S

AMBICO Project Manager: Stuart Brodie

AMBICO Sales Representative: Don Lopatka, AHC, FDAI, DDL Group

AMBICO Manufacturing Team Representative: Rui Gomes

AMBICO Marketing: Pat Parker

Conservation Architect Public Works Canada: Bernard Flaman

Contractor, Fresh Projects: Aman Chana

Distributor: Michael Plett, AHC, Penner Doors & Hardware

Those involved in the retrofit project recognized that a high level 
of expertise, guidance and technical knowledge would be required 
with respect to the restoration of several doors and frames.
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the push/pull type of architectural 
hardware found on the main entrance 
doors. This hardware, for both 
interior and exterior assemblies, was 
copied from typical designs from the 
era, as the original hardware was lost 
when the building was retrofitted 40 
years ago. 

Main Entrance Doors, Frames, 
Sidelites and Hardware

With one exception, doors through-
out the project were made to fit the 
existing frames in situ. However, in the 
case of the one stairwell door, the need 
to comply with NFPA fire standards 
was essential. 

The design of the new doors 
elsewhere in the lobby was not at all 
suited to fire label procedures, so it 
was determined that a flat door face 
would be etched in a design which 
would simulate the design pattern of 
the new stile and rail doors. This met 
the heritage architect’s demand, as 
well as those of the fire marshal.

The “before” and “after” images 
in photos #2 and #3 demonstrate the 
final result of this retrofit, in which 
the goal was to return the bank of 
doors at the main entrance to the 
building to their original beauty. 
When completed, the enhanced 
building façade simply cannot be 
overstated. It is depicted in these 
photographs which were taken to 
include the spectacular, arched build-
ing front. Photo #2 shows the doors 
as found prior to the retrofit clad in 
bronze anodized aluminum originat-
ing from the early 1960s. Photo #3 
shows the doors as they now appear 
to those entering the building. 

The entrance consists of two banks 
of doors—one faces the outside of the 
building, while the second bank is 
located just inside the entrance across 
a small vestibule, providing an inte-
rior line of identical doors. 

“Before” picture of the main entrance 
façade as it appeared before 
commencement of the project

“After” view of the entire front façade, with 
doors replaced and bronze area above the 
doors cleaned and polished. Other items 
have been removed from the glass panels 
above the entryway.

“Before” shot of the front 
entrance bank of doors,  
sidelites and frames clad in 
anodized aluminum from the 
1960s retrofit

Completed retrofit of front 
doors, sidelites and frames, 
showing the beautiful push/pull 
bronze rod hardware

2 3

4

5
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The interior bank of doors, frames, sidelites 
and hardware capture the beauty of the 
entranceway as seen from the main lobby 
looking outward.

This photo demonstrates the care and 
precision required in the installation of the 
architectural hardware designed for the two 
banks of doors at the main entrance of the 
building.

Both door assemblies consist 
of three doors and two sidelites 
bookending each bank. The door 
assemblies are highlighted by the 
architectural push/pull bronze 
bar hardware found on each of 
the swing door openings and side 
panels. Photos #4 and #5 are close-
up views of the “before” and “after” 
of the bank of exterior-facing doors.

Main Entrance Door Hardware
As a result of the exactness 

required in its installation, the door 
hardware was factory pre-installed 
by the skilled workers at AMBICO’s 
factory. Photo #7 shows the layout 
for the hardware installation in the 
AMBICO factory on one of the front 

entrance doors. It clearly demon-
strates the care necessary and the 
level of precision required for this 
type of hardware installation and is 
indicative of the attention to detail 
that is required to meet the unique 
demands of a project such as this.

The Etched, Fire-Rated Door
One particular door—a single 

swing door—is worthy of special 
mention and demonstrates the 
difficult decisions that sometimes 
must be made during this type 
of retrofit. The door pictured in 
photographs #8 and #9 (next page) 
is at the entrance to a stairwell 
located on the ground floor just 
inside the main foyer. The “before” 

6

7
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photograph shows it as it was—a 
typical painted hollow metal door, 
the result of an earlier retrofit. 

This door is in close proximity 
to another single, swing-type door, 
seen in photo #10, which leads to 
the public telephones area. This 
door panel was an original door; it 
is bronze and paneled. The etched, 
bronze-clad door as seen in photo #9 
was designed to closely match the 
existing door situated beside it. 

The engineering team at AMBICO 
collaborated with the Conservation 
Architect at Public Works Canada, 
Bernard Haman, to ensure that the 
door complied with code to meet 
or surpass a UL10C fire rating (90 
min. positive pressure). The result 
is stunning. Comparing the doors 
in photos #9 and #10, one would be 
hard pressed, if asked, to select the 
original of the two! 

Interior Double Swing Doors
The interior of the building’s 

ground floor opens into the main 
lobby through a pair of stunning 

bronze-clad doors with full lites. 
They sit at the top of a small stair-
case and are complemented by a 
brass stair rail, visually drawing the 
eye to the doors. 

The interior walls are made of 
attractive Tyndall stone, which is 
indigenous to Manitoba and is an 
essential design feature of the original 
lobby. Photo #11 captures the beauti-

ful effect of the bronze door assembly 
set into the decorative stone archway 
and surrounding walls.

Summary
The retrofit of the Victory Building 

is fine example of the impact of the 
openings on a heritage building when 
restoring it to its former glory. In 
many cases, due to economies at the 
time, buildings given a heritage or 
historical designation weren’t actually 
“glorious” in their origins. However, 
they may become so through the 
vision of architects and others 
involved in a restoration or retrofit. 

The Victory Building, built during 
the Great Depression and prior to 
World War II, has definitely improved 
with age and is a fitting structure to 
honor those who have served their 
country.   

About the Author:  
Jack Shinder is president 
of AMBICO Limited. 
He can be reached at 
jshinder@ambico.com.

Bronze-clad double swing doors leading 
from the interior of the building into 
the main foyer and front entrance of the 
building

“After” photograph of door to stairwell, 
etched and fire-rated 

Photograph of original bronze door to 
public telephones area and a model for 
door in photo #9 

“Before” photograph of painted hollow 
metal door to stairwell

8 9

11
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FTER ALMOST A YEAR OF 
historical research and planning, 
Boar’s Head Resort in Virginia 
began a comprehensive renovation 
of its facilities. The intention for 

the guest rooms was to blend traditional and 
contemporary elements, giving the historic 
resort a sophisticated but residential feel. 

Boar’s Head is a quintessential Virginia 
resort, located on a 573-acre country estate. 
The four-diamond resort offers 175 classically 
appointed guest rooms and suites. It is owned 
and operated by the University of Virginia 
Foundation. 

Before beginning the design work, Boar’s 
Head and Hughes Design Associates gathered 
a group of stakeholders, including guests, 
University of Virginia representatives, local 
government officials and business clients, to 
participate in a collaborative session. From 

the early planning stages, the team decided 
to include sliding door configurations in the 
guest rooms.

“The sliding door application was used at 
the guestroom/bathroom openings,” explains 
Robert W. Seay, partner with Hotel Resources 
Group, LLC, who worked with the general 
contractor on the project. “This kind of project 
meant we were looking for sliding door hard-
ware that would provide a rustic appearance 
but would have dependable commercial-duty 
operation.”

The team selected the Arrowhead Design 
from Leatherneck Hardware’s Flat Track line 
of sliding door hardware. “The hardware 
provided a great option for the unique space 
requirements,” Seay says. “We wanted to 
prevent swinging door conflicts and mini-
mize pathway intrusions. In the hospitality 
industry, there has been growing attention to 

Flat Track Hardware Creates Space  
in Historic Hotel Guestrooms

By Jordan 
Carlton

c a s e  S T U D Y

A

Photos courtesy of Leatherneck Hardware
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improved adjacencies and access 
within defined guestroom spaces. In 
many instances, the use of sliding 
door applications may help to maxi-
mize useable spaces.”

Seay says Leatherneck’s consider-
able attention to the manufacturing 
of the components is what ensured 
the durability, quietness and func-
tionality they needed. “We were 
looking closely at the gauge of 
the flat track, finish processes and 
options for maximizing operation 
quietness, as examples,” he says. 
“This is important because of the 
location in a guestroom, where use 
is high and sturdiness is critical in 
the ongoing care of the property.” 
Seay adds that the professionals at 
Leatherneck were quick to under-
stand and address specific needs as 
the project progressed.

The Hardware
Leatherneck Hardware has been 

manufacturing a line of flat track 
hardware since the late 1970s. The 
basic designs came from its prede-
cessor company, Allith Prouty, with 
its unique, industrial fire door hard-
ware styles dating back to the turn 
of the century. 

The original Allith styles were 
much larger than would be used for 
a standard- sized door, so the design 
team at Leatherneck went to work to 
create a smaller version that would 
eventually become the #142 series. 

“We really started the flat track 
line because of the many requests we 
were getting from customers who 
wanted this industrial-style hardware 
in hotel, apartment and residen-
tial settings,” says Dale Carlton, 
Leatherneck’s CEO. “We took the 
Allith concept and sized it to fit stan-
dard doors. Then we took it further, 
stylizing the design and finish to 
create an architectural look and feel.”

Carlton remembers the humble 
beginnings, with plenty of trial and 
error, to get the flat track hardware 
right. “Our first manufacturing 
methods were crude and basic, with 
no tooling, more like a blacksmith 
making horseshoes,” he says. 

 The process now involves 
special tooling, specifically for 
the manufacture of the Flat Track 
components. The manufacturing 
process includes a forming machine 
to precisely form the hanger straps 
and CNC machines to perfect the 
parts. Leatherneck has also devel-
oped a unique finishing process that 

ensures that the many finishes are 
exactly right each time.

The company committed early 
to using only high-quality materi-
als, and it continues the process of 
making every improvement to allow 
the hardware to work smoothly 
and function maintenance-free. The 
solid construction allows the 
hardware to move even heavy door 
panels with ease. 

The Flat Track hardware styles 
can be found in many commercial 
applications, as well as residential 
ones. “It has been interesting to see 
all of the locations where architects, 
builders and designers have used 
the hardware to save space without 
sacrificing style,” says Carlton. “We 
see it everywhere, from high-end 
boutique hotels to loft-style apart-
ments to museums and galleries. 

We even have several customers 
who installed it for wall-mounted 
bookcases to create more storage 
and save space.” 

Carlton says the hardware does 
what it was designed to do—provide 
an architectural style dimension 
for every opening with quiet, func-
tional hardware.

As popular as the new #142 series/
size has become, the company 
continues to see a fair amount of 
applications for the larger series 
systems. These applications are 
most often industrial and generally 
call for larger doors.

Leatherneck Hardware is a 
diverse, family-owned business that 
manufactures hardware compo-
nents for aircraft hangar doors and 
heavy-duty industrial sliding and 
rolling doors, as well as the stylish 
Flat Track hardware. The company 
has grown from a small component 
supplier to a highly specialized 
international company for new 
construction, repair or retrofit slid-
ing door hardware. 

About the Author:  
Jordan Carlton is the 
social media and  
marketing manager for 
Leatherneck Hardware. 
He can be reached at 
jcarlton@doorhdwe.com.

The hardware does what it  
was designed to do—provide an 
architectural style dimension for 
every opening with quiet,  
functional hardware.



Thank
you

ASONITE ARCHITECTURAL® HAS PROUDLY 
supported the Door Security & Safety 
Foundation since its inception. A 
Diamond-level manufacturer in 2014, 
Masonite Architectural has contrib-

uted more than $80,000 to support the mission of the 
Foundation through the years.

“At Masonite, safety comes first in everything we 
do,” says Vice President of U.S. Distributor Sales and 
DHI President-Elect Barry Shovlin. “Our sponsor-
ship and partnership with the Door Safety & Security 
Foundation further reinforces our commitment to both 
the safety of our company employees and the industry 
in which we conduct business.

“The Foundation has been a critical advocate in creat-
ing awareness of the fire door inspection process now 
required on virtually all public buildings. It exemplifies 
the desire to create a safer built environment through the 
training and education of industry professionals across 
the country. Masonite is proud to support these efforts.”

Innovative Door Science
Masonite Architectural believes that successful 

innovation begins with collaboration. With its corner-
stone brands Algoma™, Marshfield®, Mohawk® and 
Baillargeon™, it begins by building on a strong history 
and an unmatched base of door knowledge. This wealth 
of information is brought to the Masonite Innovation 
Center (MIC), a stand-alone door research center based 
in Chicago, Ill. This state-of-the-art facility is dedicated 
to advancing the “science” of doors. A team of Ph.D.s 
looks for ways to improve fire safety, STC-ratings, ballis-
tic testing and more.

The MIC also works hand in hand with Masonite 
Architectural’s Department of Environmental 
Sustainability to meet and exceed compliance issues on 
the green building front. As the first in the wood door 
industry to introduce a Department of Sustainability, 
Masonite Architectural strives to be the most compre-
hensive resource for its distributors, architects and the 
design community on the ever-changing requirements 
for sustainable design. 

The company’s Architectural Design Consultants 
(ADCs) are LEED-certified and can assist in project 
documentation, as well as helping to design the best 
product to achieve LEED green building certification 
goals.

This high level of customer collaboration and commit-
ment enables Masonite Architectural to drive customer-
focused product and service innovation, thereby 
providing its customers with a competitive advantage.

International Reach
Masonite International has operations in more than 

60 facilities in 12 countries in North America, South 
America, Europe, Asia and Africa.

Understanding that many projects originate and/
or are built to U.S. building standards, the Masonite 
Architectural team can assist in combining the aesthet-
ics these interior wood doors call for with the ratings 
and performance standards they require.

In addition to its extensive manufacturing capabili-
ties, Masonite Architectural’s knowledgeable customer 
service team works closely with company-certified 
distributors to ensure that the complexities of interna-
tional projects are navigated smoothly.

Door Security & Safety Foundation
 Says Thank You to

Masonite Architectural

M
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2014 Diamond-Level Manufacturer Contributor



Teaming with You
While vertical markets have distinctive characteris-

tics, door openings for varying occupancy areas within 
those market segments have unique performance 
requirements. Masonite Architectural’s ADCs and terri-
tory sales managers are committed to working with 
designers, architects and specification writers to ensure 
that your door requirements are achieved. From pre-
construction services to support after project comple-
tion, they offer expertise in sustainability, specification 
development and door education. No matter the project, 
Masonite Architectural strives to exceed expectations.

While each project carries its own set of unique 
requirements, individual vertical markets share 
common traits that Masonite Architectural’s expe-
rienced team can help navigate. From its extensive 
product line, the team can help specify the product that 
best suits project criteria to get the performance without 
sacrificing visual details or eroding your budget.

Vertical Integration
Adding to Masonite Architectural’s core competen-

cies is the company’s ability to direct the quality and 

advancements for its doors’ raw materials, including 
door core and veneer. Masonite Architectural manufac-
tures both mineral and particleboard core, key compo-
nents in many of its doors. 

Additionally, Masonite Architectural has two top-
of-the-line and experienced door face veneer manu-
facturers in the Masonite family: Birchwood Best and 
Megantic Manufacturing. Their ability to influence the 
supply chain provides them with many opportunities 
to champion such things as speed-to-market programs 
and product enhancements.

Interested in Supporting the Foundation?
Thank you to Masonite Architectural for its Diamond-

level manufacturer donation to the Foundation for 2014 
and the work its members do to advance our industry. 
We appreciate its partnership and look forward to a 
productive year!

If you are interested in supporting the Foundation 
and receiving new donor benefits for manufacturers, 
distributors or sales agencies for 2014, please contact 
Jerry Heppes, CEO, Door Security & Safety Foundation, 
at JHeppes@dhi.org. 
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Masonite Architectural Brands: Unmatched Capabilities, Scale and Global Reach

I 
the world of architectural and commercial wood 
doors, the four cornerstone brands of Masonite 
Architectural®—Algoma™, Marshfield®, 

Mohawk®and Baillargeon™—have the portfolio of prod-
ucts, unmatched expertise and extensive support services 
to provide unlimited choices for your interior door needs.

Innovation and consistency have always been, and 
continue to be, driving forces. To provide customers 
with striking aesthetics and unmatched performance at 
varying price tiers, each brand is committed to exceeding 
expectations on every project that its products are  
specified and installed on.
Algoma – Innovation in Design

For more than 60 years, Algoma 
has manufactured high-quality 

architectural flush and stile and rail wood doors. It is 
committed to providing architects, designers and specifiers 
a full selection of wood doors in an almost infinite variety of 
styles, cores, veneers, quality levels and functional capabili-
ties. The company’s talented craftspeople can also provide 
a wide range of factory-quality services for preserving 
quality and improving look and feel.

Algoma is inspired to create interior doors that don’t 
just blend into their surroundings but that make a 

statement all themselves. From exotic veneer species and 
special layups to specialty windows and glass, Algoma 
works with its customers to make their vision a reality in 
all market segments.
Marshfield – Innovation in Performance

Marshfield has been the leader in 
providing architectural interior door 

solutions to the construction industry for more than 100 
years. Marshfield manufactures and supplies the most 
widely specified and diversified product offering for the 
healthcare, education, hospitality, public/government, 
military, office and mixed-use/multi-family markets.

At Marshfield, being on time, complete and correct are 
driving goals. The company continues to develop tools to 
assist its customers in navigating the complexities of the 
industry. From specification development to education 
courses, Marshfield’s goal is to make sure that its custom-
ers are informed about all aspects of the architectural 
door market.

Marshfield’s commitment to environmental leader-
ship, its focus on customer service, and its relationships 
with architects, designers, contractors, end-use custom-
ers and distributors helps it navigate and serve the 
complexities of the door industry.

Mohawk – Innovation in Value
For more than 60 years, Mohawk 
has been the product of choice 

for institutional, commercial and architectural wood 
doors. Mohawk prides itself on providing more than just 
premium-quality doors and strives to offer an open hand 
to support all service requirements.

While Mohawk serves all market segments, the hospi-
tality market is a major focus of its strengths. Molded 
panel, flat tempered hardboard, its “rustic” embossed 
hardboard series and complete factory painting continue 
to be popular in this segment.
Baillargeon – Innovation in Ingenuity

Baillargeon has been specializing in 
the design, manufacture and market-

ing of architectural, institutional, fire and commercial wood 
doors and jambs in Canada since 1985.

When your ideas are packed with innovations, 
when your projects require custom solutions, or when 
your creativity demands something much more than 
run-of-the-mill—anything is possible with Baillargeon! 
Baillargeon’s custom approach opens up a world of 
potential. Have a complicated door design? The company 
takes pride in making the seemingly impossible possible.
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All CoNEXTions 2014 photos by Nick Mallouf

CoNEXTions 2014 was an incredible gathering 
of door and hardware professionals—the only one 
of its kind in our industry. The education sessions, 
outstanding speakers and networking opportunities, 
along with offerings from more than 100 exhibitors, 
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combined to enhance attendees’ overall experience and 
provide real value.

On the next several pages you’ll find lots of photos 
of attendees and exhibitors, along with highlights 
from the Forum for the Future speakers. 

This year’s SolutionSessions, conducted by 17 
exhibitors on the tradeshow floor, showcased the 
industry’s latest advances in products and technology. 
In efficient, 15-minute presentations, attendees had 
the opportunity to see firsthand available solutions to 
application issues they face every day.

We want to thank our exhibitors, sponsors and 
attendees for their participation and support.  
Don’t forget to save the date for CoNEXTions 2015: 
April 30 – May 1 in Baltimore!

“ CoNEXTions is the one event of the year that brings 
together the foremost experts and resources in  
the architectural openings industry. This year’s  
Forum for the Future provided an incredible 
learning opportunity for attendees at all levels of 
the industry.”

—Jerry Heppes Sr., CAE, CEO, Door and Hardware Institute
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“ Education is the hallmark of the  
DHI brand. The vision for DHI 
Education is to make it more 
available, more affordable, more 
user-friendly and more relevant. 
DHI is making progress toward 
this goal and is willing and ready 
to understand the variety of 
needs our members have.”

—Mark Lineberger, AHC/EHC, FDAI, 
President, Door and Hardware Institute

Robert Murray,  
Chief Economist and Vice President, 
McGraw Hill Construction
Murray kicked off Thursday’s Forum 
for the Future breakfast with a 2014 
construction outlook mid-year update.

Murray said that both construction 
starts and construction spending show 
that there’s a recovery under way, 

with starts up 9 percent in 2013 and spending up 5 percent. By sector, 
residential leads the way, up 26 percent in 2013, followed by commercial 
building, up 21 percent, and public works, up 11 percent.

Murray also said that the Dodge Momentum Index (DMI), which 
tracks the initial reports for nonresidential building projects at the plan-
ning stage, offers insight on what lies ahead. The DMI bottomed out in 
July 2011 and has been trending upward tenuously since then.

Alex L. Goldfayn, CEO,  
Evangelist Marketing Institute
Goldfayn, a market strategist, consultant 
and coach, presented two sessions: 
Marketing for Revenue Growth, at the 
Forum breakfast, and a follow-up 
session, Mindset, Marketing & Action, 
during the Forum breakout sessions.

Goldfayn said that DHI member 
companies deserve more revenue 

because the market deserves to benefit from their value. He reminded 
the audience to ask themselves, “Why do you work?” and “Who do you 
work for?”

“If growth is the goal, marketing is the simplest, fastest, most effective 
way to get there,” Goldfayn said. He advocates rethinking the tradi-
tional marketing approach and moving away from a focus on products 
and services toward a value-based message. “Marketing is a transfer-
ence of perceptions—from your perceptions, to your marketing, and 
eventually to your market’s perceptions.”

Goldfayn explained what he calls the “mindset shift” from what 
we do/sell to how we improve lives and companies, i.e., the value of 
our work. “Your customers speak more positively about you than you 
speak about yourself,” he said. He encouraged the audience to request 
testimonials from customers and to create short case studies that can be 
targeted to prospective customers.

For more information on Goldfayn’s approach to marketing for 
revenue growth, go to www.evangelistmktg.com.

2014 Forum for the Future
Forum Kick-Off Breakfast
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THIS YEAR’S FORUM FOR THE FUTURE speakers offered 
something for everyone in the industry, from BIM, to the latest in 
sustainability, to pay-if-paid clauses, marketing and much more.

Tom Lewis, AHC/CDC, LEED AP, CM-BIM, FDAI, senior 
director of BIM technologies, ASSA ABLOY Openings Studio
GCs Are Embracing BIM – Are You?
Lewis discussed the impact of new technologies, processes, prod-
ucts and tools on the construction industry. He said that adoption 
of BIM in the U.S. and Canada has grown from 28 percent in 2007 
to 71 percent in 2012, and he predicted that it will soon be deployed 
in every country in the world.

Tim Petersen, LEED AP, vice president, sales, door division,  
VT Industries
Steve Farley, CSI, CDT, director of technical marketing, 
Masonite Architectural
The Green Horizon – What’s Next in Sustainability?
Petersen and Farley, two industry veterans with a keen interest in 
the environmental direction of the construction industry, presented 
an overview of the new and developing environmental standards 
and terms, changes to LEED v4, including new and revised credits, 
and what DHI members can expect over the next year.

Brian Carroll, Esq., Sanderford & Carroll, P.C.
The Big IF in Pay-if-Paid Clauses
Payment is the lifeblood of any subcontractor, according to Carroll, 
yet subs are asked to take credit risks that are not accepted by 
general contractors and suppliers. Carroll explained the differences 
in two types of contingent payment—“pay-when-paid” and “pay-
if-paid”—and why pay-when-paid is a “kinder, gentler” payment 
term with less risk for subcontractors. Carroll advised the audience 
to look for contracts with good payment terms, to try to insert pay-
when-paid language, and to modify any pay-if-paid language.

Lori Greene, AHC/CDC, FDAI, FDHI, CCPR
DHI CE1401 Codes and Standards Update Overview
In this session, Greene provided a review of the changes in the 
current editions of NFPA 80 (2013) and NFPA 101 (2012). The session 
previewed a full course that was offered the following day at 
CoNEXTions and is now available as an online, self-paced course. For 
more information on DHI education, go to www.dhi.org/education.

Breakout Sessions

Speakers:

Forum for the Future

Tom Lewis, AHC/CDC,  
LEED AP, CM-BIM, FDAI

Tim Petersen, LEED AP

Steve Farley, CSI, CDT

Brian Carroll, Esq.,  
Sanderford & Carroll, P.C.

Lori Greene, AHC/CDC, FDAI,  
FDHI, CCPR
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David Lewis
Generations in the Workplace
The Emerging Leader
Lewis, a best-selling author and generations expert, presented two 
sessions. In one, he explored the five generations working side by side 
in today’s workplace. He explained why different generations commu-
nicate on different “wavelengths” and how to bridge the generational 
divide. His second session described the three actionable traits of 
successful leaders. He urged attendees to focus on the people side of 
their business instead of profit as a path to true growth.

Dr. Rob Britton
Exit Planning – Transitioning from Career to Retirement
Succession Planning
Advice for GOLDs (Graduates of the Last Decade)
Rob Britton is a principal with RealWorldLeadership and helps 
companies and organizations develop leaders and effective 
managers. His three Forum sessions were aimed at attendees of all 
ages—from graduates of the last decade to those transitioning from 
career to retirement. Here’s a summary of what he said:

Exit Planning:

■  You need a plan—not 200 pages; a single sheet will work. Make 
a list of what you’d like to do, divided into three categories: 
“must do,” “likely do,” and “maybe do.”

■  Understand that relationships with family, friends and 
coworkers will change in retirement.

Succession Planning:

■  Start building a plan today; don’t wait until a key manager 
leaves. Consider a lateral movement to develop broader skills 
and energize employees with growth potential.

■  Define your objectives and values. What are the larger traits 
you seek in leaders? How do you develop diagnostics, not just 
“I like him or her”?

■  Be transparent and honest. The process should be open. 
Advice for GOLDs:

■  Keep learning. Just because you’re done with school doesn’t 
mean you’re done acquiring knowledge and insight. Practice 
lifelong learning. Cultivate curiosity.

■  Build a sense of purpose in your work; fit your job into the 
larger mission.

■  Learn to live a balanced life. Find time to think, not just do, 
every day.

David Lewis

Dr. Rob Britton

> >
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Founder’s Award: Dale Garrett, DAHC, FDAI, FDHI

Fellow Award:   David L. Neuner Sr., FDHI  

Robert J. Jutzi, DAHC, FDHI

Award of Merit:   Joseph D. Molineaux, AHC, FDAI  

Robert L. Judge  

C. David Sissom, AHC, CDT, CCS 

Jerry Davis, AHC

Distinguished Consultant Awards:  

 John R. (Jake) Dalbert, DAHC  

 Thomas E. Klotz, DAHC

2014 DHI Award Recipients

David L. Neuner Sr., FDHI, right, accepts the Fellow Award 
from DHI President Mark Lineberger, AHC/EHC, FDAI.

DHI President Mark Lineberger, AHC/EHC, FDAI, left, congratulates DHI award winners at CoNEXTions 2014 in Dallas. In addition to 
Lineberger, pictured left to right are: Robert L. Judge, Award of Merit; Tim Petersen, LEED AP, Presidential Award; Anthony Boatman, DAHC/
EHC, FDAI, FDHI, Fellow Award; Jerry Davis, AHC, Award of Merit; and Dale Garrett, DAHC, FDAI, FDHI, Founder's Award.
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Industry members lend their expertise to the Institute’s technical programs. This 
award recognizes the vital contributions that these knowledgeable individuals make.

25-Year Instructor Award

Lee A. Garver, DAHC, FDHI

15-Year Instructor Award

Alan D. McMurtrie, DAHC
Mark Sorrenti, EHC

10-Year Instructor Award

J. Philip Henk, AHC, FDAI
Roslyn Shender, AHC/CDC

5-Year Instructor Award

Mark W. Chester, AHC
Laura Jean Frye, AHC, FDAI, CSI, CCS
J. Patrick Stewart, AHC/EHC

Robert G. Ryan Awards
The Ryan Awards are presented annually to the 

authors of the best technical and business articles as 
selected by DHI’s Media and Editorial Board.  
Rachel S. Smith accepted the Robert G. Ryan Award 
for first place, technical articles, for her article 
“Recommended Selection and Usage Guide for HM 
Doors and Frames,” which appeared in the November 
2012 issue of Doors & Hardware.

Other winners include: technical articles – second 
place, Diana San Diego, “From Wired Glass to Clear 

Solutions,” May 2012; business articles – first place, Jason Bader, “Do You Own a 
Business or a Job?,” April 2013; second place, Byron W. Whetstone and Sandy Harper, 
“Recruiting the Next Generation: American Direct,” September 2012.

Roslyn Shender, AHC/CDC Laura Jean Frye, AHC, 
FDAI, CSI, CCS

J. Patrick Stewart, AHC/EHC 

The Builders Hardware Manufacturers 
Association (BHMA) presented its  
Award of Excellence to John Bell, 
president, Bell Hardware. The awards  
are presented annually by the association 
to a member of the builders hardware 
industry who demonstrates excellence 
in meeting the needs of building 
users, architects, contractors and 
manufacturers. The award was  
accepted by Jerry Davis, AHC.  
Pictured is Michael Tierney, left, of 
BHMA presenting the award to Davis.

Rachel Smith

Recognition of Outstanding 
Service and Involvement

BHMA Award of Excellence

“ Having represented a 
dental manufacturer 
for the last 12 years 
and worked countless 
tradeshows, I was 
curious how the two 
industries would 
compare. I’m pleased 
to say the door and 
hardware ‘world’ met 
every expectation 
regarding content but 
exceeded expectations 
in good will. Thanks to 
everyone for the warm 
welcome!”

—Chris Easterling,  
first-time attendee,  

U-Change Lock  
Industries, Inc., dba  

Security Solutions

> >
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Ross Bernstein – The Champion’s 
Code: Life Lessons of Ethics and 
Accountability from the Sports 
World to the Business World
Bernstein, a best-selling author of 
nearly 50 sports books, helps compa-
nies and organizations think and act 
more like champions. Bernstein says 

that champions have unique DNA with certain characteristics that 
set them apart from others—qualities such as a will to win, mental 
toughness, humbleness and compassion. “Champions are leaders 
who understand the power of motivation,” Bernstein said. For these 
individuals, it isn’t always about winning; it’s about following their 
moral compass to play the game the right way—with respect and 
integrity—to achieve success. Bernstein identified unique character-
istics and traits that are common among champions, which he then 
tied into poignant life lessons and inspirational stories. 

“What can you do to swing the momentum?” Bernstein asked. He 
urged the audience to:

■  Find their currency.
■  Think charitably.
■  Invest in their brand identity.
■  Take risks.
■  Provide amazing customer service.
■  Think about their legacy.
■  Follow their moral compass.
■  Have some fun.

Sam Richter – Online Information 
Search Secrets to KNOW MORE!
Richter, an expert on sales intelli-
gence and online reputation manage-
ment, founded the Social Selling 
Institute, which helps prospects and 
clients find and engage with the right 
online information about each other.

Richter told the audience how 
to use sites such as InsideView.com, Data.com, YouGottheNews.
com and Linkedin to search the Internet to gather information. He 
also provided specific tips for conducting a Google search. “When 
you know more about your customers, partners and prospects, 
you ensure relevancy, connect on a personal level, and achieve 
‘permission’ to ask meaningful and value-based questions,” he said.

Forum Wrap-Up Lunch
Forum for the Future

“ CoNEXTions 2014 was fantastic. It 
was a well-organized show and a 
great venue. Attending CoNEXTions 
is the best way to visit with current 
customers, make connections and 
develop new customers.”

—Mike Gesell, KM Associates, LLC 
(sales rep for Hager Companies)

“ I had a great experience at the 
2014 DHI CoNEXTions. Working at 
the registration booth and walking 
through the exhibits, I was able 
to meet people face-to-face with 
whom I have been doing business 
for quite some time. I received 
a lot of useful information. I was 
also fortunate enough to take a 
class the same week to further my 
AHC certification. It was a great 
experience, and I look forward to  
the next one.”

—Reina Martin, 
estimator/detailer,  

Dallas Door & Supply Co.

> >
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2014 CoNEXTions Exhibitors

DHI President Mark Lineberger, AHC/EHC, FDAI, 
second from right, is pictured with parents Ed and Ann 
Lineberger, daughters Amy and Molly, and wife Kelly. 
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The following companies were recognized 
for exhibiting at all 38 DHI conventions:

✓ Allegion
✓ ASSA ABLOY Door Security Solutions
✓ Detex Corporation
✓ National Guard Products, Inc.
✓ Republic Doors and Frames

“ Everything happened so quickly,  
and there were a lot of options.  
The breakouts were great!”

> >
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“ Enjoyed the convention  
very much. Nice venue!”

See you  
NEXT year!



We’ll be there!

The ONLY place to network with your channel partners, experience
top-notch industry education and see the newest products in one place.

Save the date for CoNEXTions 2015 in Baltimore, April 30 to May 1!
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S P E C I A L  A D V E R T I S I N G  S E C T I O NproductShowcase

ALL-INCLUSIVE ELECTRIC LATCH RETRACTION KIT

The SDC Performance Package is an all-inclusive Von 

Duprin electric latch retraction retrofit kit—a system 

package designed to include everything in one box 

with single-shipment convenience and reduced 

package pricing. It includes electric latch retraction, 

access control, power hinge or loop, and power 

supply, depending on the package configuration.

www.sdcsecurity.com

NEW 9100ADAL SLIDING/POCKET DOOR SETS

Accurate Lock & Hardware’s new 9100ADAL 

set meets the “no pinch,” “no grasp” ADA 

requirements while offering single-action 

egress (furnished with Accurate’s 9100SDL 

lock, which allows the inside handle to retract 

the deadbolt and be used to slide the door in 

one continuous motion).

The 9100SDL lock can be set up for use 

with other manufacturers’ trim. Please call, 

fax or email your requirements today!

www.accuratelockandhardware.com

OMNIA MORTISE LOCKSETS FOR APARTMENT ENTRANCES

OMNIA’s UL-listed, fire-rated mortise locksets have 

been specified for apartment entrances on countless 

high-rise residential projects worldwide. Multiple 

functions are offered for optimal security, and a wide 

assortment of lever designs is available. OMNIA also 

offers tubular latchsets for interior doors. 

www.omniaindustries.com

CUSTOM-MADE HOLLOW METAL FRAMES AND DOORS

Concept Frames, Inc. manufactures top-quality 

custom-made hollow metal 

frames and doors for a 

broad range of aesthetic 

and functional purposes for 

commercial and industrial 

applications. 

www.conceptframes.com

FREE-FLOW LOUVERS

Zero’s Advantage division offers a 

selection of vision-proof louvers in 

cold-rolled steel. Inverted “Y” design or 

adjustable fusible-link blades. Available for 

1³/8" or 1¾" doors, powder-coat primed, 

and standard or custom colors. Louvers 

also available with intumescent inserts for 

90-minute fire rating, acoustical tape or a 

steel wire mesh for security.

www.zerointernational.com

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

http://www.sdcsecurity.com
http://www.accuratelockandhardware.com
http://www.omniaindustries.com
http://www.conceptframes.com
http://www.zerointernational.com
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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 

have come to expect from  

Akron Hardware.

www.akronhardware.com

A  P u b l i c A t i o n  o f  t h e  D o o r  A n D  h A r D w A r e  i n s t i t u t e

D&H explores how biM enhances project 
collaboration, why education is key for systems 
integrators and what trends are emerging in 
the security channel of the industry.

T h i s  M o n T h

A c c e s s  c o n t r o l  A n d  s e c u r i t y

March 2013
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PRODUCT SHOWCASE

Do you have a new product, service or 

catalog to showcase? You can reach 

industry stakeholders interested in your 

nonresidential doors and hardware 

products. It’s as easy as 1-2-3, and it’s 

affordable, too! This special 4-color ad 

section is available six times per year.  

The next opportunity is with the 

November issue of D&H. Schedule your 

placement TODAY.

www.dhi.org/advertising

IN STOCK AND READY

Top Notch Distributors is now 

the authorized national wholesale 

distributor of Stanley’s BEST Access 

Systems. We have product in stock 

and ready for immediate delivery! 

www.topnotchinc.com

AMBICO TORNADO-RESISTANT  
STEEL DOOR AND FRAME

AMBICO’s lightweight tornado-resistant 

steel door and frame, conforming to FEMA 

361 standards, incorporates current 

hollow metal features. AMBICO combines 

our industry-leading product with 

Securitech’s multi-point lock in a certified 

assembly. AMBICO’s tornado-resistant 

product is available in singles and in pairs 

and can bear a 90-minute fire label.

www.ambico.com

INTRODUCING SECURITYSEARCH!

Security Lock Distributors is proud to announce the launch 

of a new Web application, named SecuritySearch™. This online 

tool digitally aggregates all industry price books and catalogs 

into one centralized platform. Customers simply enter any 

term, and the tool will bring back all relevant search results for 

that query. There is also a variety of embedded functionalities 

that allow customers to be more efficient in specifying and 

sourcing door security hardware and accessories.

www.seclock.com/securitysearch

ARCHITECTURAL WOOD DOORS

Delivering products that work for 

you. Listening. Communicating. 

Building relationships. For more 

than 55 years, these have been 

the underlying principles we take 

to heart and use to guide us on 

every decision VT Industries 

makes. That’s the VT difference.  

Experience it for yourself.

www.vtdoors.com

http://www.seclock.com/securitysearch
http://www.vtdoors.com
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DHI 2014 FALL tecHnIcAL ScHooL
October 27–31, 2014 | Sheraton Cavalier Hotel, Calgary, AB

take advantage of VOLUME discounts!

Experience face-to-face learning from the finest line-up of nationally recognized, 
highly credentialed instructors!

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

FOR MORE INFORMATION, vIsIT www.dhI.ORg OR EMAIl EducATION@dhI.ORg.

DHI 2014 FALL tecHnIcAL ScHooL
October 6–11, 2014 | Chaparrel Suites, Scottsdale, AZ

dHi education in two locations – pick either or both!
Take advantage of our updated course pricing structure, which includes:

•	 Lower prices on select courses

•	 Volume discounts for multiple classes (learning units)

•	 Volume discounts for multiple students from the same company

dHi 2014 fall technical school — october 6–11, 2014 | scottsdale, aZ
MON, OCT 27 TUE, OCT 28 WED, OCT 29 THU, OCT 30 FRI, OCT 31

 DAI600 Fire and Egress Door Assembly Inspection 

 COR133 Electrified Architectural Hardware

CPSA Professional 
Sales

 COR160 Material 
Purchasing Concepts

AHC200 
Masterkeying

COR103 
Understanding & 

Using Construction 
Documents

 COR147 Introduction to Specification Writing

 CDC300 Using Door 
& Frame Standards

 CDC305 Detailing Doors & Frames  CDC315 Exam Prep

 COR113 Architectural Hardware & Applications  COR120 Door & Frame Applications

 ELT540 Canadian 
Codes & Standards

 COR140 Using Codes & Standards

 AHC205 Detailing Hardware

dHi canada 2014 fall technical school — october 27–31, 2014 | calgary, aB

Classes/schedule subject to change.

MON, OCT 6 TUE, OCT 7 WED, OCT 8 THU, OCT 9 FRI, OCT 10 SAT, OCT 11

COR103 
Understanding 

& Using 
Construction 
Documents

COR113 Architectural Hardware and Applications COR120 Door and Frame Applications

COR133 Electrified Architectural Hardware
AHC200 

Masterkeying

COR147 (24LU) Introduction to Specification Writing AHC205 (24LU) Detailing Hardware

CDC300 
Using Door and 

Frame Standards
CDC305 Detailing Doors and Frames

EHC400 Electrified Hardware  
Applications & Documentation

COR125 Takeoff and Estimating
COR160 Material 

Purchasing 
Concepts

COR153 Installation Coordination 
& Project Management

AHC220 AHC  
Exam Prep
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T
ORNADO DOORS ARE THE HOTTEST SPECIALTY product in the 
business right now. The biggest factor may be that tornado shelters can 
now look and function as part of the normal use of the space rather than 
only as shelters. Another reason may be that the greater number of high-
profile tornadoes over the last few years has significantly increased public 
awareness of the need for properly designed shelters. 

Tornado doors are unique products, and the regulatory landscape is 
shifting. Here are a handful of tips concerning specialty tornado doors and 
the shelters they protect. 

Code Change Is Coming
The International Building Code (IBC) 2015 requires that new school 

construction in areas susceptible to tornadoes with winds of 250 mph or 
higher must have storm shelters. Check out the map in ICC 500, and you 
will see that this zone ranges from Texas to Alabama up to New York. 

Any new K-12 structure with the capacity to hold 50 or more people 
will be required to have shelter space to house the structure’s maximum 
occupancy. And it’s not only educational facilities that are affected by this 
change. Emergency operation centers, 911 call stations, and fire, rescue, 
ambulance and police stations are also included. 

What You Need to Know 
about Tornado Doors

B Y  J E F F  W H E R R Y

Photos courtesy of the Steel Door Institute

Storm Tested,  
Shelter Approved
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While some regions may wait 
years to adopt IBC 2015, others 
have already chosen to implement 
shelter construction requirements 
in advance of IBC 2015. Local codes 
could even require some existing 
facilities to be retrofitted with storm 
shelters. 

Corey Schultz, an architect 
with Schultz Squared Architects 
in Wichita, Kan., is an expert on 
tornado shelters. When interviewed 
recently about the code change, 
Schultz said, “This is long overdue 
in my opinion. I realize that schools 
are having trouble with funding 
as it is, but you really can’t put a 
price on a child’s life. In recent years 
we’ve heard heartbreaking stories 
about schools hit by tornadoes, so 
I’m really glad this is being added to 
the code.” 

Installation Is Critical
It is important to ensure that 

tornado doors are installed prop-
erly. An improper installation can 
result in the door not withstanding 
the labeled wind load. Be sure to 
check the manufacturer’s instal-
lation directions, which are often 
found in a manual or even on a 
video on its website. The Authority 
Having Jurisdiction also has the 
right to invoke the “special inspec-
tions” provision of the code, at 
which time all installation and list-
ing details will be required.

Tornado doors are especially 
heavy, so there’s a high possibility 
that an improper installation will 
result in a sagging door. This may 
cause the heavy bottom rods to 
drag and damage the floor. Often 
the people hired to install doors are 
handy people, skilled in making 
things work. But you can’t “make it 
work” with tornado doors—instruc-
tions should be followed to the letter. 

It’s a good idea to have a pre-
installation meeting. The meeting 
might include the contractor, speci-
fier, door supplier, manufacturer’s 
representative and the person 
who will perform the installation. 
It’s imperative that the latter, the 
“boots on the ground” person, is 
present. In this meeting, the team 
should discuss common installation 
problems, review the installation 
instructions, and then perform a 
mock installation. This process is 
especially important with specialty 
doors like tornado doors; lives may 
be on the line. 

An Educated Design
Now that architects are designing 

classrooms and assembly occupan-
cies to also serve as shelters, door 
and hardware professionals may 
be confronted with some unusual 
conditions. These can include 
interior openings communicating 
with the shelter space, which would 
become “exterior” openings if a 
tornado removed the surround-
ing non-hardened portions of the 
building. 

Hardware: Gravity is required to 
make most FEMA hardware work. 
So if the door is oriented horizon-
tally—perhaps for a unique window 
design—it won’t latch properly. 
Unique designs should always be 
discussed with the manufacturer.

Corridors and Swinging Doors: 
Consideration needs to be given 
when placing your shelter at the end 
of a corridor. You’ll want to create 
some kind of connection or cross 
corridor that allows people to exit 
the host building when the shelter 
doors are closed so that people don’t 
walk into a dead end. 

Also, the tornado doors should 
open away from the shelter. So if the 
shelter is being built on to the end 

of a corridor that was previously 
an exit door, the shelter door must 
swing into the corridor without 
obstructing the exit and exit access. 

Day In, Day Out
To make the installation of a shel-

ter cost-effective, the room should 
be designed for daily use—not just 
as a shelter. The biggest bang for the 
buck is constructing the shelter for 
everyday use. Some people go with 
a single-purpose shelter to save 
money, but if they factor in per-hour 
use, then they’ll find those types of 
shelters much more expensive. 

Swirling Winds and Fine Print
Some manufacturers claim 

to have doors that are tornado-
resistant, but their products have 
only passed at 200 mph or less. 
Architects, not realizing the error, 
subsequently specify tornado door 

Now that architects  

are designing  

classrooms and  

assembly occupancies  

to also serve as 

shelters, door and 

hardware professionals 

may be confronted 

with some unusual 

conditions.
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The April 25-28, 2011, outbreak of 358 tornadoes was one of the fiercest on record. This is an aerial view of a tornado-damaged school in 
Tuscaloosa, Ala., one of the hardest hit regions. 

systems and bid the project. It’s 
only when the shop drawings come 
through that the team learns that 
the manufacturer doesn’t really have 
the doors they thought they ordered. 

Unfortunately, it falls to the 
architect to read the fine print. It’s 
not enough to know that a company 
has “storm-resistant” doors—the 
information needs to be more 
specific: Are the doors for rain 
storms, hurricanes or tornados? 
What is the testing protocol of the 
materials that are being specified? 
How many miles per hour are they 
tested to? What was the missile used 
in testing? Who conducted the test? 
The product needs to meet the code 
requirements.

The most reliable means of ensur-
ing product compliance is to do so 
through third-party listing agencies, 
which maintain online databases 
of assemblies listed to ICC 500 and 
FEMA P361. These listings provide 
the details of the assembly, down 
to the specific components that are 
required or permitted.

Shelter Management
If disaster strikes, people will need 

to ensure that everyone is safely 

ensconced in the shelter and that the 
door is securely latched. If it isn’t, then 
the powerful wind and flying debris 
could push it open. It’s a minute 
detail, but in order for that system to 
operate properly, the tornado door 
has to be fully latched. Some listed 
assemblies rely on hardware with a 
single-point latch for normal opera-
tion, as well as a second operation to 
engage additional latches in emer-
gency conditions. That’s something 
the building’s management needs to 
know and have listed in the shelter 
operation plan. 

A violent storm can be a stressful 
situation. It’s not unusual for people 
to panic once the shelter is locked 
down. As soon as someone opens 
an exit door, the shelter has been 
compromised. Building manage-
ment needs to be made aware  that 
they should have people standing 
guard over each shelter exit. Even 
just a quick peek outside can cause 
serious problems. 

When designing the shelter, keep 
people as comfortable as possible; 
that will reduce the panic and need 
to flee. Make sure there’s plenty of 
light and that people have access to 
a restroom. 

Facility designers can add value 
for their clients by helping them 
develop a management plan for 
emergency situations, such as what 
to include in the shelter, how to close 
the shutters, how to ensure that the 
bolt is properly engaged, how to 
operate the ventilation system, and 
more.

Be Proactive
Finally, be proactive with your 

knowledge of tornado doors and 
shelter designs. Don’t wait for 
the code to take effect. Properly 
designed and installed tornado 
doors save lives.  
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the steel door industry, 
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MONG THE MOST STRINGENT TESTS FOR 
doors are those for the doors leading into safe rooms 
intended to save lives in the event of a tornado. The 
strict nature of these tests is essential: tornadoes are 
destructive events that can demolish sturdy build-

ings, destroy entire neighborhoods, and kill hundreds. 
This was nowhere more evident than the Tornado Super 

Outbreak of 2011 that affected parts of the southern, eastern, and 
central United States and had a death toll of 324, exceeding the 
Super Outbreak of 1974—considered to be the largest tornado 
outbreak on record—which had a death toll of 319.

Despite advancements in meteorology, typically there is little 
warning in advance of a tornado, and often, evacuation of a town 
is not a feasible option. The best hope for individual survival is to 
retreat to a safe room built in accordance with the guidelines set 
by the Federal Emergency Management Association (FEMA), the 
National Storm Shelter Association (NSSA), and the International 
Code Council (ICC). 

FEMA provides a wealth of information and guidelines with 
respect to building safe rooms in homes and in public buildings 
such as schools and community centers. It also provides links 
to websites that can assist in assessing both the weather risks in 
various geographical areas and the need for a safe room.

FEMA first published its tornado shelter guidelines in 1998 for 
residential safe rooms (FEMA 320) and in 1999 for community 
shelters (FEMA 361). The NSSA developed further standards, 
including wind pressure guidance and impact test protocols. 
In 2008, the International Building Code adopted many of these 
guidelines when it developed its own tornado shelter design and 
testing standard (ICC 500). The next edition, which is currently in 
the public comment phase, is expected to include more stringent 

Photo credit: © Rob Stegmann | Dreamstime.com
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guidelines compared to the 2008 
edition. 

An Enhanced Scale 
Tornados were typically 

measured on the Fujita (F) scale, 
but that has been recently replaced 
by the Enhanced Fujita (EF) scale. 
The former rates tornados based on 
wind speed, whereas the latter rates 
tornados based on damage. Since 
the EF5 rating is for total destruc-
tion, there are no official ratings 
above EF5; in contrast, the original 
F scale had ratings going up to the 
speed of sound. 

Using the conventional Fujita 
scale, estimates of wind speed in 
upper ranges of the scale were not 
actually measured and were little 
more than educated guesses. The 
new EF scale is more practical to 
apply in the building sciences. On 

the EF scale, which came into use in 
2007, wind speeds for EF5 tornadoes 
are estimated to be greater than 200 
mph. It should be noted that the EF5 
estimates of wind speed are roughly 
in accord with the F5 wind speeds.

Safe rooms are designed to 
withstand the lower ranges of the 
EF5 rating since EF5 tornados are 
relatively rare. 

Pushing the Envelope
A vital component of safe room 

design is the door and the door-and-
frame assembly, including the hinges 
and latches. The assembly must be 
able to withstand not only wind 
pressures but also high-velocity, 
wind-blown debris. In a tornado, the 
resistance of the door to impact can 
be the difference between life and 
death. Once the door is breached, the 
probability for survival of the occu-

pants decreases markedly. 
Current consensus is that an EF5 

tornado will have a minimal wind 
speed of 200 mph, and wind-blown 
debris will have a velocity of about 
one-half the wind speed. An impor-
tant change between the 2008 IBC 
and the proposed 2014 IBC has to 
do with increasing this wind speed 
multiplier for testing for hurricanes 
from 0.4 to 0.5, which amounts to a 
20 percent increase in the velocity of 
the projectile.

Outline of Test Protocol
Briefly, the testing protocol 

involves launching a 15-pound 
missile at speeds of up to 100 mph 
at various points directly on the 
door and door frame assembly. The 
“missile” is a 15-pound piece of 
2x4 lumber, which is typical of the 
debris swirling around in a tornado 

 Photo courtesy of Intertek

The safe room door and hardware testing protocol for EF5 tornados has a proposed multiplier in the 2014 IBC that would increase the velocity 
of the projectile by 20 percent. Shown here in an Intertek testing facility is the actual test, which involves launching a 15-pound missile—the 
2 x 4 piece of lumber that is shown in mid-air—at speeds of up to 100 mph, as required by the current 2008 IBC, at various points directly at the 
door and door frame.
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after it has disintegrated a home. 
A 15-pound board traveling at 100 
mph (146 feet per second) contains 
impact energy of 5,010 foot-pounds 
(or 6,790 Joules). 

Hurricanes versus Tornadoes
Different test standards are 

required for tornados compared 
to hurricanes. While hurricanes 
may spawn tornados in coastal 
regions, more extreme tornados are 
more likely to be formed inland. 
Tornadoes are commonly spawned 
in the regions between the moist air 
from the Gulf of Mexico and the dry 
air from the Southwest.

There are significant differences 
between safe rooms intended to 
protect against hurricanes, safe 
rooms intended to protect against 
tornadoes, and safe rooms intended 
to offer protection against both. 

A Growing Market for  
Certified Products

The doors to safe rooms are 
among the most impact-resistant 
doors in the marketplace. 
Manufacturers interested in selling 
doors into this growing market 
are eager to demonstrate that 
their doors meet the performance 
requirements called for by FEMA 
361 and ICC 500. Few doors can pass 
these demanding tests, and so the 
manufacturers whose products can 
pass will have a distinct advantage 
in the marketplace.

It turns out that the door require-
ments for residential safe rooms 
are similar to those for community 
safe rooms. The main difference is 
that community safe rooms may 
have larger double doors and door 
frames. Thus, one factor that speci-
fiers must take into consideration 
is door size. Arguments have been 
made that if the largest door can 

pass the test, then smaller doors 
built with the same materials, the 
same critical dimensions, and the 
same hardware will also pass. 

Few manufacturers are equipped 
to perform the required tests, so 
they will often work with a testing 
laboratory capable of perform-
ing the necessary assessments to 
verify the integrity of their designs. 
Independent third-party testing 
agencies like Intertek specialize in 
this type of testing and can help 
manufacturers with product veri-
fication. Manufacturers can choose 
to receive individual test reports 
for each sample tested, which is an 
especially useful approach when 
developing new products.

It is noteworthy that the tests are 
conducted on doors and hardware 
together. A manufacturer may choose 
to use one brand of hardware, or it can 
test doors using hardware components 
from several manufacturers. The latter 
approach allows the specifier more 
flexibility in designing a safe room, 
and it may be the preferred approach 
of a door manufacturer.

Some manufacturers may choose 
to have their entire product line inde-
pendently certified. This provides the 
greatest assurance to specifiers that 
the door and frame are made to meet 
or exceed the standards. 

Facing the Future
Ultimately, no laboratory test 

can guarantee that a door design 
for a safe room will withstand the 
forces of a real-world tornado. EF5 
tornados have the status of a near 
mythical “force of nature” and have 
effects that are nearly impossible to 
completely account for. The most 
effective defense is to design better 
safe rooms and incorporate them 
more widely into building designs 
to increase the probability of surviv-

ing direct hits by EF4 tornados and 
also indirect hits from EF5 tornados. 

Over time, more will be learned, 
and better doors will be built. But 
it all begins with setting stringent 
standards and striving to improve 
existing products. The exact testing 
of the quality of the doors in the 
product development stage, as well 
as the certification of mature prod-
ucts, will help to save lives today 
and in the future. Success will be 
measured in terms of the increasing 
number of safe rooms that endure 
extreme tornados.

All told, the FEMA 361 and the ICC 
500 standards are excellent bench-
marks for the development of build-
ing codes for tornado-prone regions 
of the United States and the world.

For more information about testing 
protocols that meet the new IBC stan-
dards for safe rooms and storm shel-
ters, email icenter@intertek.com.  
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HESE ARE BOTH EXCITING AND 
challenging times for the door and 
hardware business climate:

■ Residential market recovery and growth is 
starting to pull commercial and institutional  
markets along.

■ Multifamily housing has posted several years of 
strong growth and continues to show a positive 
trend.

■ Our aging population will drive undeniable 
opportunities in housing and healthcare.

■ Electronic access control growth is accelerating, and 
new technology introduction is faster than ever.

■ Sustainability is proving to be a business driver 
and is creating new businesses.

■ Construction cycles are speeding up as GCs con-
tinue to drive waste out of the construction pro-
cess and introduce lean building practices.

■ Competitive pressures continue to be high among 
distributors and manufactures.

It is also an interesting time in the market structure:
■ Contract hardware distributors (CHDs) are 

finding new ways to add value to their customers.
■ Lines of work demarcation between CHDs, sys-

tems integrators, and software manufacturers 
(OEMs) are more blurred.

■ Our political direction looks like higher tax struc-
tures are inevitable, which is driving estate plan-
ning strategies.

■ The low cost of money and available cash is 
fueling mergers, acquisitions and new entrants. 

Pushing and pulling CHDs into EAC
In 2003, Allegion (formerly IR) launched the IR 

Security Center Program. It was an attempt to create 
awareness of the growth in electronic access control 
(EAC) products and applications and to spur CHDs 
to take the lead in developing EAC skills and compe-
tencies to complement their expertise in doors and 
hardware. 

Over the last few years, I have had the opportunity 
to follow up on many of the original service centers 
and see their progress. Some have exceeded original 
expectations, with many having built solid EAC capa-
bilities and impressive service-oriented businesses. 
But unfortunately, many have struggled to build EAC 
or service as a significant element of their business 
models. 

Manufacturers continue on a march
The leading manufacturers of EAC products have 

been marching forward, continuing to build neces-
sary relationships to drive their EAC product growth. 
They have developed an impressive line of products 
and continue to push the innovation of technologies 
at faster and faster rates. 

To achieve their growth expectations, they have 
pushed products through system integrators, lock-

VALUE ADDED TO YOUR CUSTOMER 
= 

VALUE ADDED TO YOUR BUSINESS

>
T

BY DAVID SYLVESTER
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smiths, alarm dealers, software OEMs and wholesalers, 
as well as CHDs. EAC products are now routinely speci-
fied in Division 8 and Division 28 largely based on the 
local market structure and sales strategies—a decision 
primarily driven by the manufacturer. 

The increased push through multiple types of distribu-
tion channels creates stress in the fulfillment system for 
distributors, manufactures, GCs and end users. The stress 
comes not only from new construction projects, but also 
from the continued service support for the facilities. 

Business resilience and value are not going to  
be based on EAC competency; they will be based 
on service competencies.

CHDs must be EAC competent. In addition, there is a 
larger opportunity to grow a dynamic, resilient business 
by adding service elements that directly reach the end 
user. The rest of this article is based on a commitment to 
grow EAC competencies as an ante to stay in business, 
but to also spur broader thinking on how to accomplish 
that objective. 

I have had the opportunity to see many types of 
distribution company business models come together 
and realize that there is not one solution or optimal 
model, skill set or path to create a more service-based 
business model. Fortunately, there are many ways to 
increase the service element of a business. 

Some of the most successful distribution companies 
have built service competencies around:

■ Glass and glazing services
■ Alarm monitoring and contractual service 

agreements
■ Rolling door installation and services
■ Locksmith and key system services
■ Systems integration—EAC, video, VMS installation 

and service agreements 
■ Door and frame installation services
■ Pre-assembled hardware and installation services
■ Dedicated aftermarket business structure and 

services
The common link to these approaches is creating a 

service and support linkage to the end users. This does 
not mean that these distributors have walked away 
from traditional GC relationships for new construction, 
but that they have supplemented that element of their 
business with value-added services. In many cases, they 
have increased the value that they provide to the GC 
and end user and have demonstrated increased produc-
tivity throughout the construction cycle. 

How does adding service competencies increase 
the value of the business?

The primary valuation in the alarm industry is recur-
ring monthly revenue (RMR) from contractual service 
agreements, largely based on monitoring services. 
Those valuations are driven from some straightforward 
calculations. The most difficult company valuation is 
one based on project/new construction work. The more 
consistent and repeatable the revenue and profitability, 
the higher the valuation. 

Value added to your customer equals  
value added to your business.

Creating a more service-based approach to the busi-
ness drives other financial improvements: 

■ Higher-margin business – aftermarket vs. new 
construction

■ Faster collections – end user-based DSOs (days 
sales outstanding)  are much shorter than GC-based 
DSOs

■ Smooth work loads, allowing consistent organiza-
tional development

■ Attracts a new group of talent to the organization
■ Creates a unique business model for the customer – 

the Division 8/28 service provider locks in on business 
opportunities

■ Increases total value of the company – the more 
dependable the revenue and profit stream, the more 
valuable the company

Find your business model.
We have entered into a strong business cycle driven 

by a rebounding new construction market and new 
security applications driven by EAC technologies. It 
is the perfect time to evaluate your business model 
and reinvest your energies to create one that is more 
balanced. 

Fortunately, there are many ways to create a balanced 
business model. It all starts with a vision of the 
company in the future and developing an executable 
business plan to make it happen. Make sure that creat-
ing EAC competencies is core of that vision and that 
value-added services are an integral element of the plan. 

About the Author: David Sylvester is president of 
3SECorp, which focuses on development of distribu-
tion leaders in the physical security market. 3SECorp 
provides business optimization to CHDs, security 
integrators and security consultants. He can be 
reached at dsylvester@3secorp.com.
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The services most valued by DHI 
members’ customers are:1

■ A high fill rate 
■ A wide assortment of products 
■ Fast delivery 
■ Accuracy in order filling
Offering these services on your 

own can require lots of inventory, 
extra building space for racks and 
shop space, extra staffing and consis-
tently high utilization. This can get 
costly. To always be fast requires 
constantly being staffed for the peak 
load—costly, too. To offer a wide 
assortment of products and always 
be accurate takes skilled people, 
sophisticated equipment and extra 
operational risk.

Instead of increasing operating costs 
and risks, there is a great alternative. 
Quick-ship and custom manufacturers 
can provide all the high-value services 
that customers want while keeping a 
distributor’s operating costs low.

Most folks view using quick-ship 
as a necessary evil to keep custom-
ers happy while giving up margin in 
the process. Sometimes that is true, 
but there are a number of ways to 
use quick-ship and actually increase 
profits. This article discusses five 
of these benefits, and although not 
every company could implement 
all of them, most companies could 
increase profits from implementing 
some of them.

HEN THE MARKET SHRANK IN 2009 AND 2010,  
many door and hardware distributors adopted a “low price” 
strategy to survive. Sales have improved somewhat since then, 

but profits have not returned to historical levels. Faced with weak margins, 
distributors now have three choices of how to raise profits: lower costs 
further, raise prices, or shift to a higher-margin business strategy based on 
better service.

W
Instead of increasing 

operating costs and risks, there 

is a great alternative. Quick-ship 

and custom manufacturers 

can provide all the high-value 

services that customers want 

while keeping a distributor’s 

operating costs low.

By Steve Adams

The Benefits of Using  
Quick-Ship Suppliers
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1. Lower inventory. By keeping 
only the fast-moving products in 
stock, you can lower your inven-
tory significantly. This can create 
immediate savings by increasing 
your inventory turns and, in turn, 
cash flow, as less of your resources 
are tied up in inventory. Using the 
“80/20” rule, the distributor keeps 
80 percent of common fast-moving 
items in stock and then uses a 
trusted quick-ship partner to supply 
the various slow-moving items. This 
works when the quick-ship partner 
performs virtually 100 percent 
on-time and complete in lead times 
as fast as the next day. 

With this savings, you now have a 
few new options:

■ With lower overhead costs, you 
have money available to pay for 
quick-ship frames or doors as 
needed.

■ With total overhead lower, you 
may be able to lower your prices 
to win new business.

■ Keep your prices the same and 
immediately increase your net 
margin/profit on each project.

■ Use the extra warehouse space 
in other ways (i.e., staging larger 
projects, coordinating material 
for deliveries, adding another 
fast-moving product line, etc.).

■ Take advantage of a smaller 
footprint by moving to a smaller 
space, and save on your leasing 
costs.

■ Take the one year “big win.” 
For example, reducing your 
inventory from $500,000 to 
$300,000 could net you as much 
as $200,000 in the first year. 
Remember, that $200,000 will 
buy you as much as $400,000 
worth of quick-ship at the same 
margin as your present scenario.

2. Reduce payroll and shop 
expenses. There are a number of 

ways to reduce payroll and operat-
ing expenses without sacrificing 
service. Payroll can be more than 
70 percent of a distributor’s total 
expense load, and small changes 
can lead to big swings in profit.2 
Payroll costs include base wage, 
health insurance and similar 
benefits, workman’s compensation 
costs, FICA contributions, vacation 
and holiday pay, etc. Add in shop 
operating expenses, and that is most 
of the distributor’s cost structure.

As with inventory reduction, 
using a smaller shop or putting 
more volume through an existing 
shop frees resources for better uses 
and increased utilization. Both of 
these drop dollars straight to the 
bottom line. And just as there is an 
80/20 rule for inventory, there is an 
optimum shop capacity. In most 
cases, the optimum will be the same 
as minimum demand. That places 
the optimum well below the peak, 
and thus it becomes more effective 
to pay up to two times the potential 
cost of material versus paying unde-
rutilized people and equipment.

Here is an example for a hollow 
metal shop that needs one extra 
person to assure 100 percent service 
levels. Say that person costs $20 per 
hour. Take that $20 x 1.5 (benefits 
and other operating expenses per 
above) = $30 per hour, or about 
$60,000 annually. Add this $60,000 
cost to as much as $100,000 of stock 
material, and that is the same as 
buying $160,000 annually from a 
quick-ship custom partner. This 
“break even” is just for fabricating 
stock material and does not include 
any of the other benefits of using a 
quick-ship partner.

This kind of outsourcing is a 
successful operating strategy used 
by distributors ranging from start-
ups to some of the nation’s biggest 

distributors. It is especially good 
when a company is going through 
rapid growth, is experiencing 
temporary surges in demand (i.e., 
summer volumes), or when serving 
customers beyond the reach of 
existing shops.
3. Reduce risk/exposure. As already 
noted, running a large shop has 
the risk of fluctuating demand. 
Running a shop also has the risks 
of losing key people, absenteeism, 
equipment failures and material 
shortages, not to mention fabrication 
mistakes, injuries from accidents, 
and other product and personal 
liability issues.

When a vendor is the source for 
complex items, it also takes on all 
of the associated risks. To manage 
these risks, it may make sense to 
use the same 80/20 rule used to 

The 2013 DHI Profit Improvement 

Report notes that customers 

rely on distributors to provide 

services that make their lives 

easier. In order of importance, 

those services are: 

n A high fill rate (service level) 

n  A wide assortment 

of products 

n Fast delivery 

n Accuracy in order filling

The challenge, according to the 

report, is to deliver these services 

while also controlling the major 

cost drivers in distribution. These 

are payroll and other costs, 

including inventory, occupancy 

and equipment. Using quick-ship 

suppliers is a way to offer these 

highly valued services without 

increasing operating expenses.
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streamline inventory—and do the 
same for special preps and other 
shop work. Keep the easy work, and 
let the quick-ship partner handle 
the harder or riskier work. After all, 

most of the risks and most errors 
made are on the more difficult 
preps. Outsourcing should have a 
big impact on reducing errors and 
therefore total shop expenses. Some 
of these savings will not show up 
immediately, but they ultimately 
will show up in the bottom line, 
as many errors and fixes are not 
reported and are hidden from 
management.
4. Reduce lead times, and gain a 
competitive advantage. By keeping 
a healthy stock of fast-moving items 
and using a great quick-ship partner 
for the other items, you can now 
go to market with two- to three-
week lead times (or faster) on most 
projects. 

Not surprisingly, this is the busi-
ness model for most quick-ship 
custom suppliers. They can ship as 
fast as the next day, and they have 
a comprehensive product line—
usually accomplished by building 
“just in time” to your customers’ 
exact specifications. This would 
likely make you the service leader in 
your area. 
5. Streamline your ordering process. 
On fast-moving projects, pull stan-
dard items from stock, and order the 
balance from your trusted quick-
ship supplier (which often has a 
much easier ordering process). Then 
move on to the next project.

The key is ease of ordering. Make 
sure your quick-ship partner gives 
you great service, like fast order 

confirmations, order acknowledge-
ments, shipping acknowledgements 
and timely questions (if any) so that 
you can order an item and be assured 
that you can move on to the next 

thing on your list quickly. A good 
quick-ship partner should take care 
of all of your questions—before you 
have to ask them. If you have to call to 
check on orders or have to deal with 
late shipments, find a new supplier!

This fast-moving process will 
decrease your project management 
time and thus allow you or your 
project managers to handle more 
work. What is the value of adding 
another 10 percent of capacity to 
you or your PMs?

So how could your business profit 
by strategic use of fast-moving stock 
and quick-ship? Only you know for 
sure, but with the market trending 
toward faster and faster lead time 
requirements, you should at least 
net some happy customers—and 
hopefully a little more profit.  

Endnotes
1.  Profit Improvement Report by Dr. Albert D. Bates, available 

at www.dhi.org/shared/forms/PDFforms_Secured/
ProfitReports/ProfitImproveReport_Vol22-2.pdf

2.  See DHI reports Overview of Financial Trends in Distribution for 
2003-2007 and Profitability Patterns in 2012 at  
www.dhi.org/INDUSTRY/membership/DistributionResearch.php.

About the Author: Steve Adams is a 31-year 
industry professional and the vice president 
of sales with HMF Express, LLC, a custom and 
quick-ship hollow metal manufacturer with pro-
duction facilities in Wilmington, N.C., Atlanta, 
Ga., and Chicago, Ill. Steve is also the current 
president of DHI’s North Carolina Chapter. 
Prior to HMF Express, Steve worked for a major 
regional distributor in a variety of project man-
agement and sales roles. He can be reached at 
sadams@hmfexpress.com. To share your tips 
and product knowledge with the community, 
tweet to @HMFExpress or go on Facebook to 
HMF-Express.

Keep the easy work, and let the quick-ship partner  

handle the harder or riskier work.

Historic 
Preservation & 
UFC Security 

Standards

See what’s possible
www.KriegerProducts.com

For over 75 years, military and 
defense experts have turned 
to Krieger Specialty Products 
to develop custom doors and 
window which achieve UFC 

standards and comply with the 
National Historic Preservation 
Act. If your projects requires 

blast, bullet, SCIF/Tempest or 
radio frequency shielding, call 

on Krieger to create a door that 
matches the historic design 

and is engineered for today’s 
security ratings.

ATFP Blast Doors

SCIF/Tempest Doors

MIL-SAMIT Part 1 & 2 Doors
.30 cal 7.62 NATO M80 or AP

March Air Force Base 
UFC pressure doors with LLOP

mailto:sadams@hmfexpress.com


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

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

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

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

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

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

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

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

To learn more, please go to:

www.allstatevoluntary.com/dhi
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DECODED:

From the well-known blog 

idighardware.com,  

Lori Greene brings some 

much-needed clarity to 

codes.

Calculating the  
Occupant Load

BY LORI GREENE, AHC/CDC, FDAI, FDHI, CCPR

ANY CODE REQUIREMENTS ARE DEPENDENT UPON THE OCCUPANT 
load of the room or space in question. For example, the International 
Building Code (IBC) requires panic hardware for doors equipped with a 

lock or latch that serve Assembly or Educational occupancies with an occupant load 
of 50 or more. The occupant load limit for NFPA 101, Life Safety Code, is 100 or more.

In order to apply the code requirements correctly, it is sometimes necessary to 
calculate the occupant load of a room or space. The IBC defines Occupant Load as: 
“The number of persons for which the means of egress of a building or portion thereof is 
designed,” and NFPA 101 defines it as: “The total number of persons that might occupy a 
building or portion thereof at any one time.”

To calculate the occupant load, the first step is to calculate the area of the space in 
question by multiplying the length times the width—typically measured within the 
interior faces of the walls. For example, if a classroom measures 30 feet by 40 feet, 
the nominal area is 1,200 square feet (30' x 40' = 1,200 sq. ft.). 

The next step is to divide the area by the occupant load factor, which varies 
depending on the use of the space. This factor establishes the amount of square 
footage per occupant. For example, a warehouse would have a lower occupant load 
and more square footage per occupant, while a nightclub would have a much more 
dense occupant load and less square footage per person.

In the 2012 IBC, the occupant load factor is found in Table 1004.1.2, Maximum 
Floor Area Allowances per Occupant. In the 2012 edition of NFPA 101, it is Table 
7.3.1.2, Occupant Load Factor. The factors vary depending on which code is being 
used, so you must consult the code in effect for the project location. The factors 
included in these tables are indicative of typical occupant densities for each use.

For classrooms, both the IBC and NFPA 101 list an occupant load factor of 20 net 
square feet per person. Factors are based on either gross or net floor area. 

Gross floor area is measured within the inside surface of the walls and includes 
all occupiable and nonoccupiable spaces. Bathrooms, closets, electrical/mechanical 
rooms and other nonoccupiable spaces are not subtracted from the gross floor area. 

When an occupant load factor is based on the net floor area, the calculation is 
based on the actual occupied area. Nonoccupiable spaces like corridors, stairs, 
bathrooms, electrical/mechanical rooms, closets and fixed equipment are subtracted 
from the total area to determine the net floor area. 

To calculate the net floor area of the classroom used in our example, take the gross 
area (1,200 sq. ft.), and subtract any nonoccupiable space. For example, let’s subtract 
80 square feet for a classroom storage closet, leaving us with a net floor area of 1,120 
square feet. We would then divide the net area (1,120 sq. ft.) by the occupant load 

M

Photos courtesy of Lori Greene
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factor from the table (classrooms = 20 net 
sq. ft. per person) to calculate an occupant 
load of 56 occupants. If the prevailing 
code is a recent edition of the IBC, this 
load will trigger the requirement for 
panic hardware (as well as two exits and 
outswinging doors). If NFPA 101 is used, 
panic hardware will not be required for 
this occupant load.

For Assembly occupancies with fixed 
seating, the seats are counted to determine 
the occupant load. Seating for benches 
without dividing arms (for example, 
bleachers) is calculated at 18 linear inches 
of seating length per person. Additional 
occupiable space (for example, a waiting 
area) is calculated using the occupant load 
factor for that space, which is then added 
to the number of fixed seats.

Several additional occupant load factors 
are listed for Assembly occupancies 
without fixed seating. Unconcentrated 
or less concentrated use (15 net sq. ft. 
per person) may have tables and chairs, 
concentrated use may be set up with 
chairs only (7 net sq. ft. per person), and 
standing space is addressed by the IBC 
with an occupant load factor of 5 net 
square feet per person.

Once you are able to calculate the 
occupant load, you can determine the 
applicable code requirements for doors 
serving that space, including how many 
egress doors are needed and whether 
they are required to swing in the 
direction of egress. This calculation and 
the posted occupant load limit required 
for some occupancy types will also 
help to prevent unsafe occupant loads if 
properly enforced. The Authority Having 
Jurisdiction (AHJ) should be consulted for 
any questions regarding occupant load.  

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

Concentrated use 
in an Assembly 
occupancy may 
include chairs 
that are not 
fixed, and the 
occupant load 
factor is 7 net 
square feet per 
person.

According to the 
International 
Building Code 
(IBC), standing 
space is 
calculated using 
an occupant load 
factor of 5 net 
square feet per 
person.

When an 
Assembly 
occupancy 
includes tables 
and chairs, 
it is typically 
considered a less 
concentrated or 
unconcentrated 
use, with an 
occupant load 
factor of 15 net 
square feet per 
person.

For Assembly 
occupancies with 
fixed seating, the 
quantity of seats 
is added to the 
occupant load of 
any additional 
occupiable 
spaces to 
determine the 
total occupant 
load.

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

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

Photos Courtesy of Mark Berger

While reviewing my photos to put this month’s column 
together, I decided to see which fit into a category that could be defined by 
a single word. I wasn’t sure what that word would be until I reviewed the 
pictures and it became obvious: blocked.

Many people think a locked door is a safe door, but it’s not. If it is a door in 
the means of egress, it should never be locked or secured or obstructed in any 
manner that prevents swift, thoughtless exiting through the door. That’s not 
only code; it’s common sense. 

Use the grandma rule. If your grandma was in the room, could she get out 
in the event of an emergency? If she couldn’t get to the door without moving 
some obstructions, then it is blocked. If she couldn’t get through the door 
without pulling back slide bolts, turning a deadbolt, or using a key, then it is 
blocked. If there is a button on the wall that has to be pressed before exiting, 
it is blocked.

As professionals, we have a moral duty to let people know that they are 
placing themselves and first responders at risk by blocking doors.

By Mark BergerBlocked 

Blocked by Deadbolt  Some retail spaces are 
converted homes. Finding a second exit can be tricky. I 
enjoy accompanying my family while they shop, but if 
you’ve learned anything from these columns, you know 
that I don’t enjoy shopping. So I take walks around, 
and more often than not, unfortunately, I have an 
opportunity to take out a camera and snap some photos. 

This door was not alarmed, so I do know that it was 
deadbolted. Stores can be jam-packed with shoppers. 
There can be an emergency requiring speedy exiting, and 
all exits would be needed. It is inconceivable to think that a 
store employee would be able to access the key, fight his or 
her way through the crowd, and unlock this marked exit.

Blocked by Beer  This is the least 
severe situation of any of these. You could 
actually walk around the cases and get to 
the exit door. But you shouldn’t have to. The 
path should be clear and unobstructed.

Blocked by Chairs  This is so 
common. I see this almost every time 
I go out to eat. Where to store the 
unused chairs or highchairs, menus, 
tables, etc.? The clearest unused space 
is always near the exit door. But that’s 
the absolute worst space to use. 

Blocked by Table  Here 
is a typical midtown Manhattan 

eatery, complete with an outdoor 
patio. It was a bit cold on this 

day, so there weren’t any patrons 
outside. Otherwise, you would 
have seen a double-whammy: 
tables and chairs blocking the 

exit door from both sides. 
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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.

Blocked by Deadbolt, Over Exit Device  
While the other “Blocked by Deadbolt” situation might 
have an excuse (the residential door came that way), this 
door has no excuse. Perhaps the narrow stile aluminum 
door was delivered from the factory with the typical 
narrow stile lock. Maybe the exit device was added to 
the door after the space was occupied. Shouldn’t the 
exit device installer have removed the narrow stile 
lock? It might not have been in his work order, but it 
would have been the code-compliant thing to do.

For the record, this is in my morning iced coffee stop 
in the summer. I chose to show you the sign to the right 
of the door because many mornings that sign is placed 
in front of the door, too. I have those photos, but this 
one is more important. I have spoken with the manager, 
and some days the door operates properly, but other 
days it goes back to being locked. No consistency.

Blocked by Slide Bolt  
and Debris  I snapped 

this one while waiting for 
someone to greet me. I 

passed the open dock door 
(not shown, but to the left 

in the photo) and waited for 
someone to greet me. It was 

a lathe machine shop that I 
happened upon while parking. 

The garbage container was 
pretty close to the door, but 

you could still sneak through. 
They store some large bars 

and their shovel in front of the 
door, which also has a slide 
bolt. I took some company 

information and also gave an 
impromptu safety lecture.

Blocked by Stacked Chairs  This 
is in a community center for the elderly. 
While I could pass between the chairs and the 
wall, I doubt a walker could be maneuvered 
through it. These chairs were neat and orderly 
but nonetheless a life safety hazard.

Blocked by Padlock  There is never a good reason to throw a hasp 
and padlock over an exit door. In fact, you should never use one on any space 

that can be occupied. I think this one is the back door to a club. How would 
you feel if you were in the club and had to leave during an emergency? Notice 

the doorbells to the left of the door. I wonder if they use those when the 
club is occupied and possibly remove the hasp and padlock. I sure hope so.
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PEOPLE

John Cohrs Named 
Director of Specifications 
at Hager Companies
John Cohrs, AHC, 
CDC, CCPR, has been 
named director of 

specifications at Hager Companies. 
Cohrs has more than 33 years of industry 
experience and joined Hager Companies 
in 2005. He will oversee specification 
writers and architectural reps worldwide.

PRODUCTS

PDQ’s New 6 Series 
EW Heavy-Duty 
Escutcheon Exit 
Device Trim

In the relentless wear 
and tear of Grade 1 
applications, PDQ’s 
new 6 Series EW 

Heavy-Duty Escutcheon Exit Device Trim 
delivers reliable long-term performance. 
Designed for use with PDQ’s 6200 Series 
RIM, concealed vertical rod and surface 
vertical rod exit devices, the 6 Series EW 
incorporates rugged cast-alloy internal 
locking components and durable exter-
nal hardware that stand up to years of 
tough service.

The 6 Series EW Heavy-Duty 
Escutcheon Exit Device Trim is ANSI/
UL10C and CAN/ULC-5104 listed for fire 
exit hardware up to 3 hours (for 4'0" x 8'0" 
maximum single, 8'0" x 8'0" maximum 
pairs). Lever designs comply with ADA 
and ICC/ANSI 117.1 for Accessible and 
Usable Buildings. Certification to ANSI/

BHMA 156.3-2008 is pending. All units 
are assembled in the U.S.A. with U.S. and 
foreign material and meet the require-
ments of the Buy American Act. For more 
information, go to www.pdqlocks.com.

Stanley Security Introduces Spring Stop 
Option to Commercial Hardware QDC100 
Door Closer Product Line
STANLEY Security announces the 
addition of a spring stop option to the 
STANLEY Commercial Hardware QDC100 
door closer product line.

The new spring stop option protects 
the door from the jarring effect of a hard 
stop. In cases when extreme force is 
applied to the door when opening—in 
instances of abuse, strong wind gusts 
that blow the door open, etc.—the force 
is absorbed into the spring stop, versus 
the short, immediate impact often occur-
ring with a hard stop or wall stop. The 
extra cushion provided by the spring stop 
reduces shock loads onto the door and 
frame, extending the life of the door.

The option is offered on the QDC119, 
with an extra duty arm and spring stop, 
and the QDC120, with an extra duty arm, 
hold-open and spring stop. Both products 
can be applied to the existing QDC100 door 
closer product line. For more information, 
visit www.STANLEYSecurity.com.

Linetec Offers Antimicrobial Protection 
for Architectural Products 
Linetec offers the use of antimicrobial 
protection for high-touch architectural 
metal products’ exterior and interior 
surfaces, such as doors, windows, cur-
tain wall, entrances, panels and column 
covers.

John Cohrs

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

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

Cer ti f y ing Product Reliabilit y  
Agains t Fire

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

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

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

Web Site:  www.firetesting.com

SPECIALTY DOOR PROGRAM

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

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

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

CONTACT US FOR FAST, EFFICIENT 
LABELING SERVICE: 

http://www.pdqlocks.com
http://www.STANLEYSecurity.com
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Antimicrobial protection is infused into select polyvinylidene 
fluoride (PVDF) finishes to inhibit the growth of stain- and 
odor-causing bacteria on the coating of aluminum surfaces for 
healthcare facilities, educational campuses and other buildings. As 
a fluoropolymer finish containing a minimum of 70% PVDF resin, 
this three-coat system meets requirements of AAMA 2605, the 
most stringent specification for architectural coatings.

Providing further explanation, Linetec has co-authored a 
white paper titled Antimicrobial Protection for Public Building 
Applications. The paper describes the uses and advantages of 
antimicrobial coatings, as well as details the related technol-
ogy, testing and specifications.

For more information, call 888/717-1472, email  
sales@linetec.com, or go to www.linetec.com.

CRL-U.S. Aluminum Introduces Series 3000  
High Performance Thermal Sliding Door System 

C.R. Laurence’s U.S. 
Aluminum Division 
introduces the new 
Series 3000 High 
Performance Sliding 
Door System. Designed 
to appeal and engi-

neered to perform, the new two-track sliding door system is 
thermally broken to provide highly functional fenestration 
solutions for high-rise residential applications requiring con-
temporary styling and enhanced energy-saving potential. 

Designed for fin or block frame applications, Series 3000 
High Performance Sliding Doors feature a 4¼" frame depth 
that can accommodate 1" dual glazed and 1¼" triple glazed 
insulating glass in OX, XO, OXO, and OXXO configurations. 
Available in three models tested as AAMA LC25, CW40, and 
CW60 rated products, the Series 3000 has been engineered 
to comply with high structural loads and to meet the most 
demanding specifications. 

In addition to the Series 3000 High Performance Sliding 
Door, CRL-U.S. Aluminum offers a comprehensive line of 
thermal entrances, storefronts, curtain walls, window walls 
and windows. For more information on thermal systems, visit 
www.usalum.com.

We help you 
deliver solid 
solutions.

Falcon delivers solid products with solid 
performance at a solid price.

At Falcon, we know that businesses are built on solutions that exceed 
expectations. We consistently deliver durability, convenience and unmatched 
value. For over 40 years, we’ve built our reputation on providing quality 
products at a reasonable price. It’s the way we do business and it’s what makes 
Falcon a solid choice for any project.

 ■ Locks: A full range of cylindrical, mortise, interconnect and unit locks 

 ■ Closers: Designs that fi t a variety of commercial applications

 ■ Exit Devices: Devices that stand up to the use and abuse of 
  commercial applications

For more information on Falcon’s solid offering, 
visit allegion.com/us or call 877-330-1017.

Falcon delivers solid products with solid 

SPECIALIZED  
DOOR, FRAME  

& WINDOW 
SOLUTIONS FOR  
THE WORLD’S  

MOST DEMANDING 
APPLICATIONS

www.ambico.com

http://www.usalum.com
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Steel Door Frame Installation Videos  
Available from the Steel Door Institute
Two new video clips intended for architects, facility managers, 
construction managers and others involved with door frame 
installation are now available from the Steel Door Institute (SDI). 
Approximately nine minutes long, each video may be viewed 
free of charge online or on smartphones in the field during 
frame installation.

The first video provides guidance on frame installation in 
steel stud construction, while the second video addresses 
installation in masonry construction. Each video provides 
step-by-step instructions and tips, and each is available at SDI’s 
website, as well as on SDI’s YouTube channel: 

www.steeldoor.org/videos.php.  
Stud construction video: 

www.youtube.com/watch?v=O69q6FHR99U 
Masonry construction video: 

www.youtube.com/watch?v=vWFJ1OK00dU
For more information, go to www.steeldoor.org.

Secure 
Sustainable 
Smart 
Environments

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

Are you interested in;

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

■ Selling your business
■  Improving the value of your 

business

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

Dave Sylvester 317-418-5576

dsylvester@3secorp.com 

www.3secorp

http://www.steeldoor.org/videos.php
http://www.youtube.com/watch?v=O69q6FHR99U
http://www.youtube.com/watch?v=vWFJ1OK00dU
http://www.steeldoor.org
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Do you want to work for a company that believes

employees make a difference and where your

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

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

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

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

the following roles in locations nationwide:

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

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

support services

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

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

Interested individuals can apply at stanleysecurity.com

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

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

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

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

the following roles in locations 

Regional Sales Manager • End User Consultant
Distribution Development Manager 

Architectural Consultant • Speci� cation Writer
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We Know Insurance Details! 

TrusT.   As members of the Institute, DHI has your 

company’s best interests at heart. DHI and its 

strategic partner will work to meet and exceed all 

of your insurance needs. The program offers a full 

range of insurance coverages including: Property 

and Casualty, Directors and Officers, Employment 

Practices Liability, and Professional Liability.

With the DHI-Sponsored Insurance Program, 

we can provide you ways to lower your risk through 

customized insurance policies and risk education. 

The DHI Board of Governors approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

Like most other small to mid-sized 

businesses, our daily focus is in our core 

competencies. When we need insurance 

help we lean on the folks at Telcom.

We have a lot of options today, 

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

to exceed the expectations of our own 

customers. Telcom has worked hard 

to earn our business and solve our 

problems. They asked the questions to 

truly understand our business in order 

to build a program that fit our needs.

—Greg Lunde, President 

Builders’ Hardware & Supply Company, Inc.

DHI-SponSoreD InSurance program  ★  aDmInIStereD  by tISc

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

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

Matthew Domzal, 1979-2014
Sales Engineer, J&L Metal Doors, Tinley Park, Ill.

Matthew Domzal, 35, died June 14 as  
the result of a motorcycle accident.  
Matt “officially” started his career in the 
door and hardware industry in 2001, after 
graduating from Bradley University in 

Peoria. But as many of us in these family-owned businesses 
know, Matt started out working for J&L while in his early 
high school years, welding frames, pulling hardware and 
doing pretty much everything demanded of him during 
those summer months.

As the eldest of Jim and Paulette’s three sons, Matt 
worked from the ground up, learning every step of the way, 
taking on challenges in this ever-changing industry. He 
thrived on this business and was proud of his accomplish-
ments and to be able to work with his dad and brother on a 
daily basis.

Detail-oriented, dedicated and constantly striving to 
make the company a better place, he will be greatly missed 
by all the fellow employees of J&L and the many customers 
and vendors he made relationships with.

Matt had just become a father, having a son, James, on 
May 14. He also leaves behind his wife, Carrie, his mom, 
Paulette, and brothers Joe and Paul and their spouses 
Brittany and Brooke, along with four nieces and nephews. 
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IF YOUR COMPANY IS LIKE MANY, the lease for your 
headquarters office may be the most important contract 
to which your organization is a party. Not only do most 
leases typically have a much longer term than other 
contracts, but the financial obligations likely are among 
the largest in your budget. 

Following are some of the important financial consid-
erations to take into account when finding and securing 
office space.

Square footage and rent. Rental rates in office leases 
can be based on the rentable square footage of the prem-
ises, rather than the actual usable square footage. All else 
being equal, tenants generally would prefer that more of 
their rent dollars go toward space that they exclusively 
occupy, rather than toward common areas. 

You also need to consider the space into which you 
will move. If it needs a substantial build-out to prepare 
it for occupancy, you can expect significant upfront 
construction costs, and you may be delayed in moving 
in. A landlord frequently will provide financial allow-
ances for a tenant to rebuild, alter or redecorate office 
space. Be sure to consider the value of any concessions 
in comparing various leasing options.

Lease term. It is not unusual for companies to sign 
office leases that extend five, 10, or more years into the 
future. Longer lease terms tend to be preferable to land-
lords because of the considerable upfront costs associated 
with moving in a new tenant, including construction 
costs and allowances related to the interior build-out. The 
landlord will factor these costs in to your annual rental 

obligation. Accordingly, your lease may resemble a loan 
transaction, with you repaying upfront landlord costs 
over time as part of your monthly rental payments. 

Options and rights. Consider ways to mitigate the 
risk that your real estate needs may change during the 
lease term. For example, the lease could allow you to 
expand your office space within the building during the 
lease term (this is often called a right of first offer) or to 
renew the lease term for additional periods. You might 
also be able to negotiate a right to terminate the lease 
before its scheduled expiration, but this provision may 
include an early termination fee to fully compensate the 
landlord for its upfront expenditures. 

Even without these options, your right to transfer the 
lease or sublease all or some of your office space during 
the term can provide much-needed flexibility. A landlord 
will seek to maintain maximum control over leasing and 
occupancy of the building. The landlord may be reluctant 
to grant special renewal, expansion or termination rights 
and probably will want the right to approve or reject each 
proposed lease transfer or sublease transaction. Because 
of the importance of these provisions to each party, they 
frequently are a focus of lease negotiations. 

Security deposit. A security deposit provides a landlord 
with a degree of protection from tenant default, but it can 
be a significant expenditure for the tenant on the front end 
of a lease. Under certain circumstances, you can negotiate 
for the initial deposit amount to be reduced (or “burned 
down”) over the lease term. For example, upon receiving 
36 months of rent, a landlord could credit back all or part 
of the deposit. The security deposit has become a hot topic 
among landlords over the past five years, so be sure to pay 
close attention to it during the negotiation process. 

These business issues must be discussed long before 
a draft lease is presented to a prospective association 
tenant, and they may well be resolved in a preliminary 
letter of intent. 

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

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

Negotiating Commercial Office Leases
By Jim Wilson and Steve Burman

Pa r t  1  o f  2

Final Thoughts Is Closing! 
Launched in August 2012, this column was intended to 
provide an important final thought from your volunteer 
leadership. We now are renaming and expanding this 
column to include legal, business, marketing and technical 
issues important to door and hardware professionals, as 
well as commentary on issues affecting our readers. This 
month and next, DHI’s legal counsel Jim Wilson, partner with 
Webster Chamberlain and Bean, LLP, and Jones Lang LaSalle’s 
Steve Burman offer advice for negotiating commercial office 
leases. We hope you enjoy this new addition. Feedback 
and submissions for content are always welcome. Email 
Managing Editor Denise Gable at dgable@dhi.org. 

mailto:jwilson@wc-b.com
mailto:steve.burman@am.jll.com
mailto:steve.burman@am.jll.com


72  Sharp Street ,  H ingham,  MA 02043 . 800-325-2530 , Fax 800-205-3500
www.boyleandchase.com

BOYLE & CHASE, INCORPORATED

THE COMPLETE L INE OF LCN PRODUCTS
IN STOCK AND READY FOR DEL IVERY

AT BOYLE & CHASE
SURFACE CLOSERS n CONCEALED CLOSERS n AUTOMATIC OPERATORS n HIGH SECURITY CLOSERS

n Cast iron cylinders
n Heavy duty forged steel arms
n Double heat treated pinions
n Full compliment bearings
n All weather fluid
n Fast power adjust dial

B&C LCN 8.375x10.875 4C DHI  10/16/13  1:38 PM  Page 1
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1 ,000 ,000
reasons  
to choose us.

4 locations

nationwide

With 1,750,000 SKUs in stock,  
Security Lock Distributors  
is your best chance to find  
exactly what you need. 

Plus, our highly experienced technical 
sales reps will ensure your order  
ships with everything you need to  
do the job right the first time.

seclock.com  |  800-847-5625
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