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Tapping the Source

The Role of the Manufacturer in Spec Writing

Announcements

by Paul Green, Krieger Specialty Products

As Published in What makes a good

DHI Magazine specification? Ask ten
June 2003.

different manufactur-
ers and you will
receive ten different
answers. Some say
it's the level of product
detail included, while
others say it's the
information about the
elements surrounding
the product, its envi-
ronment, users, and
other such aspects.
No matter what the
point of view however,
all agree that the crucial step of product spec writing
is often treated a bit too lightly.

With little time to spare on research,
architects resort to using abundantly
available generic product specifications
that address general concerns but not the
specific application at hand. Each and every
day, generic, ambiguous, and sometimes
completely faulty product specifications leave
the hands of unwitting architects and land in
the lap of frustration and despair experienced
by the manufacturers. Could the opportunity
for both sides be anymore obvious?

Why manufacturers need to be involved

Manufacturers have product specific
knowledge and experience that surpasses
that of any one architect. They bring to light
all the variables the architect needs to consid-
er before a product can be effectively speci-
fied, and they are readily in tune with the latest
product specific technology and materials that can
be applied. An architect can tap into this wealth of
information to ensure his specifications identify the
most optimum product for the need.

Additionally, manufacturers are naturally bal-
anced checkpoints for identifying whether a product
has been correctly specified. Manufacturers have
an interest in pointing out when a product has been

“under specified” because their reputation depends
on the product’s ability to perform to a specified
need. Itis also in their interest, however, to make it
be known when a product has been “over specified”
by pointing out cost savings that will bring them clos-
er to winning the bid.

Most importantly, involving a manufacturer in
the process of spec writing makes it possible for the
architect to sample the manufacturer's merits by
witnessing first-hand their knowledge, capabilities,
customer service and dependability — before they
make the commitment to use them. And it also cre-
ates an opportunity for the manufacturer to intro-
duce the architect to products or techniques that are
unique to the manufacturer’'s company and can
lessen the time and cost to completion or possibly
offer a more aesthetically
appealing option.

What needs to be discussed?

Before sitting down and writing the specifica-
tions, both the manufacturer and the architect
will need to discuss the details of the specific
need. Taking this extra effort in the beginning will
save both sides a lot of rework in the end.
Some of the things that typically need to be discussed
include:

1 A good general description of the project, the build-

Krieger Website Upgraded

Our newly upgraded
website is up and ready
for you. We have made
further  improvements
to the navigation, added
additional product infor-
mation for Thermal, Bullet
and Radio Frequency
products, and added all new, easy to use Quote Request
forms that you can fill out directly on line. We have
also added sign up functionality for our new, AlA and
DHI approved continuing education courses. In addition,
the upgraded site now contains copies of our past
Krieger Kronicles, an entire web page dedicated to
architectural, engineering, and other industry related
information, as well as links and documents devoted to
making your job easier. Visit www.KriegerProducts.com
and bookmark it for future use.

KriegerSonic®
named Product

of the Month by
Correctional News

We are excited to announce
that Krieger’s Blast and Bullet
Resistant Doors received a
Product of the Month mention
in the March/April 2003
issues of Correctional News.

Krieger introduces

Continuing Education courses.

Over the course of 12 weeks and with constant
feedback and input from architects, specifiers
and other industry professionals, Krieger has
developed two distinct and effective continuing
education courses that have been approved
for Continuing Education Credit by both AIA
(American Institute of Architects) and DHI (Door
and Hardware Institute).

Understanding Special Purpose Doors and
Windows 3 credit hours (qualify as Health and
Safety at AlA).

Discusses:

| codes, tests and governing organizations

| applications and clients demanding
these products

| common mistakes made when specifying

| how to evaluate and select a special
purpose manufacturer

| product specific information for acoustical,
blast, bullet, stainless steel, radio,
and thermal doors and windows

In most cases Krieger can make arrangements to
present the course at your facilities. You and/or
your office can sign up for one of these courses by
visiting our website at www.KriegerProducts.com or
by calling our office toll free at 1-866-203-5060.

Understanding Special Purpose Hardware
1 credit hour
Discusses:

applications requiring special purpose hardware

product specific hardware information
for acoustical, blast, bullet, stainless steel,
radio, and thermal doors and windows

common mistakes and pitfalls to avoid

Mark Your Calendar

DHI 28th Annual Conference and Expo
Where: Tampa

When: September 4 -9

Online: www.dhi.org

This three days show is designed specifically for architects,
building owners, facility managers, code officials,
specifiers and others. The event features more than 185
exhibiting companies and three days of technical and
management education sessions, plus an expanded
Exhibitor Marketplace where exhibiting companies hold
special presentations for attendees. Visit Krieger’s booth
for a chance to win *100

ASIS 49th International

Where: New Orleans

When: September 15 - 17

Online: www.asisonline.org

The most comprehensive educational and networking
event in the security industry. Dynamic sessions address-
ing every aspect of security management, the largest exhi-
bition of security technologies, products, and services in
the U.S., and unsurpassed opportunities for face-to-face
time with industry experts and peers from around the world.
Visit Krieger’s booth for a chance to win a Palm Pilot

Architectural Record Innovation Conference
Where: New York

When: October 8 - 9

Online: www.construction.com/event/innovation/index.asp

Understand the latest technologies, processes and materi-
als that are changing other industries - and can be applied
to the architecture/construction field. This event will bring
senior level executives and leaders from the fields of archi-
tecture and construction together with materials scientists,
production experts from aerospace and automobile manu-
facturing, inventors, venture capitalists, and economists.
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ing or structure it will be used in, the purpose it will serve,
the geographic location, the expected life span of the build-
ing, etc.

2. The frequency of use and user characteristics. Will the
product be heavily used by the general public, or is the
installation for private residential use? Are the users
small children, the elderly, the handicapped, or a team of
football players rushing onto the game field?

3. What type of environment will the product be exposed to?
Will it be used indoors or outdoors, in extremely hot or
cold conditions? Is it directly in the sun? Is it in a highly
corrosive environment? It is an industrial or light com-
mercial application, and is aesthetic appeal a high priori-
ty or is the product more utilitarian?

4. Details about the components the product will need to
interact with (i.e. walls, windows, floors and ceilings).

Bottom Line

Generic and vague specifications lead to products that
perform poorly and can damage an architect's reputation
permanently. In a sense, inviting a product manufacturer into

the process of spec writing makes for good business prac-
tice. Manufacturers supply the knowledge and insights that
architects need to effectively meet their own clients’ needs.

Case in point

Krieger Specialty Products was approached by the
architects for the City of Huntington Beach to replace and
install door hardware at several public restroom locations
on one of the city’s popular public beaches. Krieger’s prod-
uct and service proved to be a timely and knowledgeable
choice, and it wasn't long before the architects approached
Krieger to furnish door specifications for another project
on the pier.

After some discussion and research into the details
surrounding the installation, Krieger was able to make
recommendations for changing the spec to a product that
was more optimal for the use and the environment at hand.

For one, the original product spec called for a
generic galvanized, G90 zinc coated, hollow metal
doors and frames Krieger suggested changing the spec to
a low carbon, 316 grade of stainless steel (also known
as “Marine Grade”). Having years of experience in the
field of door manufacturing, Krieger knew that stainless

steel would be a better choice for the elements encountered
at the beach.

Stainless steel would make it possible to make the
door lighter in weight while exceeding the strength and
durability offered by galvanized steel. A lighter door was
more preferable in a public setting that would encounter
users ranging from children to the elderly, while the
durability offered by stainless steel was better equipped
to handle the onslaught of daily traffic. The stainless steel
doors would also be easier to keep clean and graffiti free.

Krieger further specified an additional layer of a
compatible primer that would further protect the stainless
steel properties from the rigors of repetitive cleaning
as well as air born salt and carbon monoxide particles
naturally occurring at the beach. And, Krieger recommend-
ed the door hardware be specified as stainless steel to
eliminate the possibility of corrosion that sometimes occurs
when steel hardware components come in contact with
stainless steel.

The result is a product and an application that gave
the architectural firm the satisfaction of knowing they
provided the City of Hunting Beach with a long lasting
return on their investment. |
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What's Inside:

Tapping the Source
The Role of the Manufacturer

In Spec Writing

Architects can better meet their
client's needs, by leaning on
manufacturer expertise.

Plus:
Krieger introduces

Continuing Education
Earn your AIA and/or DHI points with Krieger’s

two new courses.

Krieger website upgraded

Our upgraded site is all about making your job easier.
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