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A 
S I WRITE THIS COLUMN ON DECEMBER 
23rd, I find myself in a reflective mood. 
Where have we been, and where are we 

going as an organization that exists to serve an 
industry? So here goes.

This recession continues to wreak havoc on 
companies in our industry, which has affected 
your association as well. However, successful 
organizations use a downturn as a chance to take 
a step back and reassess all that they do. What 
are our critical services? What could we improve 
upon? What should we eliminate? What standard 
should we set for our services?

This past November, due to a continued decline 
in revenue, DHI had to undertake our second 
reduction in staff in two years with the departure 
of three staff directors. We have added Steve 
Hildebrand, FDHI, who was an independent 
contractor for our show, as a full-time director to 
our staff. Steve will oversee all of our marketing, 
branding, member services and DHI events. 

As we made plans to move forward, we began 
to ask ourselves the questions mentioned above. 
To this end, the Board of Governors have wisely 
scheduled a full rewrite of our strategic plan 
for this spring. In the meantime, one of the first 
things we are addressing is the standard of 
performance to which we want to hold ourselves 
accountable. Here is what we have agreed upon: 

Clearly an association is different from a 
company, but the process and benefits of such an 

analysis are just as valuable. Sometimes compa-
nies try to be all things to all customers. In doing 
so, often the companies’ most important services 
suffer for lack of attention. You get caught up 
doing so many things that you don’t invest the 
time and resources necessary to become the best 
at your core services.

We at DHI had to consider the same questions 
when looking at our programs. If education is 
our core benefit, is it the best it could be? Not 
yet! If certification is extremely important, could 
the demand for certified members improve? 
Absolutely! What is the status of our chapter 
structure? Sure, it has struggled during tough 
times, but was it robust during the good times? 
Not every single chapter. You are probably already 
aware of the look we have undertaken with our 
annual Conference.

It is dangerous to anticipate what our leadership 
will decide our priorities and strategies should 
be going forward, but all of the aforementioned 
topics will be on the table. The bottom line is that 
we don’t want to simply blame the economy for 
the state of the association. We want to tear down 
everything we do in order to improve the future 
for our members.

I challenge you to do the same in your company. 
It is scary and often discouraging, but once you 
begin the process, you will be energized.  

Your DHI staff is excited about what the future 
will hold for this association!  

Reassess Everything

By Jerry Heppes, Sr., CAE

i n  T O U C H

■ APPRECIATION OF MEMBERSHIP EXPECTATIONS 

■  EXCEPTIONAL CUSTOMER SERVICE TO 
EVERY CUSTOMER

■ BEING PROACTIVE INSTEAD OF REACTIVE

■  A CULTURE THAT ENCOURAGES EMPOWERMENT 
OF STAFF TO SOLVE PROBLEMS

■ ACCURACY IN ALL WE DO

■ TIMELINESS OF ALL PROJECT DELIVERY

■ A HIGH LEVEL OF QUALITY

■  DEDICATION TO CREATING VALUE IN ALL OF 
OUR PRODUCTS
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O 
NE OF THE MOST POPULAR NEW YEAR’S 
resolutions people make is to become 
healthier, either through diet or exercise or 

some combination of the two. But there is evidence 
to support the idea that just thinking you got a 
workout may actually make you healthier. 

A study performed by Professor Ellen Langer1 
found that there was a noticeable effect on people’s 
health when they believed they were doing some-
thing good for their body. A sample group of maids 
cleaning hotel rooms was told that these activities 
were good for their overall health. At the end of the 
study, when compared to the control group who 
had done the same activities, the sample group 
had lower blood pressure, had lost a few pounds, 
and their body mass index had decreased. The 
only difference between the two groups was their 
perception of the tasks they were performing. 

According to Langer, “If you can put the mind in 
a healthy place, you can have dramatic physiologi-
cal consequences.”

That’s the key: putting the mind in a healthy, 
positive place. For us, that means knowing that the 
work we are doing is not only paying the bills, but 
also making a difference in people’s lives. 

George Mills, Director of the newly formed 
Department of Engineering at The Joint 
Commission (TJC), recently reviewed the top six 
most cited areas by TJC for the first half of 2011:

6. Fire safety

5. Patient safety

4. Hazardous areas

3. Fire safety testing

2. Corridor clutter

1. Penetrations and fire-rated doors

As you can see, penetrations and fire-rated 
doors were the number-one area cited by The Joint 
Commission as an area of concern in healthcare 

facilities. Mr. Mills reported that 46% of facilities 
inspected were cited for penetrations in fire walls 
and fire doors.2 So not only is the work we do 
important, it’s clearly in demand!

Any of us can walk through a hospital and see 
the good that this industry does as it applies to 
life safety and security in healthcare facilities. It’s 
essential to remember we are doing something 
positive through the day-to-day functions of our 
jobs and to understand the difference that we as an 
industry can make in the healthcare market. 

As a staff member of the Foundation, I can see 
every day the good that the door and hardware 
industry is capable of accomplishing. That is why 
both DHI and the Foundation continue to bring 
attention to, and help to chart the course for, the 
issues that are important to ensuring that life safety 
and security measures are properly maintained in 
healthcare facilities.

Our meetings with The Joint Commission, the 
American Society of Healthcare Engineers, the 
Center for Medicare/Medicaid (CMS) and legisla-
tive officials in Washington are all in the interest of 
the positive steps that we can take to help keep the 
healthcare industry safe. 

By working in partnership with DHI and the 
Foundation to help raise awareness in healthcare 
and other industries, you can put your mind in 
a positive and healthy place, knowing that your 
efforts and support are saving lives.  

Footnotes
1.  Ellen Langer, Ph.D., Harvard Professor of Psychology. Among other honors, Langer is the 

recipient of a Guggenheim Fellowship and three Distinguished Scientist Awards, as well 
as the World Congress Award, the NYU Alumni Achievement Award, and the Staats Award 
for Unifying Psychology. She has authored 11 books and more than 200 research articles.

2.  Mr. Mills presented this information at a 2011 California Society of Healthcare Engineers 
(CSHE) conference (www.cshe.org).

By Bill Johnson, Executive Vice President 

Door Security & Safety Foundation

Reach Bill at bjohnson@dhi.org or 703/766-7039 (office direct)It’s All in Your Head

door security & safety FOUNDATION

http://www.cshe.org
mailto:bjohnson@dhi.org
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ITHIN THE COURSE OF ANY GIVEN DAY, A HOSPITAL OR HEALTHCARE CSO FACES THE 
task of not only protecting multiple points of access, but doing so in a way 
that enables movement and activity, is convenient for staff and patients, and 
does not impede the facility’s primary function: saving lives. Healthcare 
facilities exist in a wide variety of medical focus, administrative complexity 
and size, yet all demand appropriate access control coverage.

This article strives to provide some introductory concepts that should 
guide your analysis of your healthcare clients’ security needs. As an integra-
tor, an excellent starting point is reviewing your clients’ security audit, then 
properly researching governing regulations, specific concerns and actual 
conditions of the facility.

Design	and	Regulatory	Issues

From the moment you enter the property of a major hospital or healthcare 
facility, it is likely that you are being monitored before you have even gotten 
out of your car. Regardless of if you pulled the ticket to access the parking 
garage, presented your employee ID to the parking entry reader or walked 
through the triage area of the ER, some form of access control and security has 
already come into play, getting more robust the farther you get into the facility.

Called “security in-depth,” there are many different layers of security that go 
into healthcare facilities, with security monitoring becoming stricter the deeper 
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you go. Often, this involves multiple 
points of entry and numerous levels 
of security for different strata of 
employees, typically beginning with 
an employee ID or access credential.

While much of what we read 
about preventing unauthorized 
access to certain areas within hospi-
tal campuses or healthcare facilities 
is positive, many institutions have 
begun implementing stronger phys-
ical security in the form of secure 
contactless smart cards.

State and federal laws are regulat-
ing higher levels of security, as well 
as requiring immediate reporting of 
“misdirected events” at healthcare-
related facilities. These incidents, 
such as breaches of physical security 
and unauthorized access to confi-
dential patient files, are addressed 
by putting deliberate procedures in 
place to audit, track and report their 
occurrence.

Misdirected events are business 
drivers that keep healthcare CSOs 
awake at night. By implementing 
the appropriate security measures, 
procedures and precautions, CSOs 
aim to keep these events to a mini-
mum, thereby reducing exposure to 
state and national regulatory fines. 
These fines cost healthcare organi-
zations $100 per failure to comply 
for civil incidents, up to $25,000 per 
year for multiple violations of the 
Health Insurance Portability and 
Accountability Act of 1996 (HIPAA) 
under the Privacy Rule provision.

As an integrator, you can add 
value by being aware of this “pain 
point” for your customers and 
designing your solution to mini-
mize misdirected events.

Unique	Access	Control	Needs

Healthcare facilities and hospitals 
present unique challenges when 

it comes to security. The sheer 
volume of traffic and staffing at a 
major healthcare facility rivals any 
campus environment. Whether 
the need is to restrict access to 
authorized personnel-only areas or 
protect personal and private patient 
information in either electronic or 
paper formats, security within the 
confines of a healthcare-related 
setting is multifaceted.

This requires knowledge of 
current and future physical and 
logical access needs, coupled with 
an understanding of the standards 
and regulations facing today’s 
healthcare practitioners.

For years, healthcare facilities have 
used a variety of methods to provide 
individuals with convenient yet 
secure access to facilities, the PC and 
the network. Because building access 
and IT systems have traditionally 
been separate purchasing decisions 
for many organizations, healthcare 
employees are familiar with being 
forced to carry multiple cards or 
tokens, using multiple PINs or pass-
words to access various systems.

These practices have resulted 
in systems that are cumbersome 
for employees to use and difficult 
and costly for the organization 
to manage and maintain, not 
to mention deadly within an 
emergency setting. Utilizing both 
contact and countless smart chip 
technologies, the use of a single 
card for identification, secure access 
and payments can provide a unique 
solution for healthcare settings.

Hospitals and healthcare facilities, 
for example, could offer doctors, 
nurses and support staff secure 
access to the emergency room and 
pharmacy, while also using the 
same card for visual ID verification 
and for making purchases in the 
hospital cafeteria. Using a single 

card also provides an opportunity 
for the medical center to combine 
workplace IDs and security access 
cards with payment cards, enabling 
employees to carry fewer cards.

One excellent example of how 
a contactless smart card-based 
application can benefit a healthcare 
organization can be seen in the use 
of biometrics within a pharmacy 
setting. Contactless smart cards 
minimize overhead when dealing 
with biometric template management 
and distribution. Rather than storing 
biometrics on a server and distribut-
ing them over a wired network, a 
contactless smart card-based system 
allows biometric templates to be 
carried by the card holder, offering a 
stronger level of authentication and 
security commonly referred to as 
“Match on Card.”

Contactless smart cards can 
enhance security and address 
privacy concerns, as the biometric 
template is stored on the secure card, 
rather than passed over a hackable 
network. Also, using a smart card 
for logical access applications can 
advance security, improve conve-
nience for the end user, and mini-
mize help-desk calls for forgotten 
passwords for single sign-on cases.

The availability of cost-effective, 
multi-technology authentication 
devices is making it possible for 
hospital campuses and facilities to 
leverage their existing infrastruc-
ture, while adding new functional-
ity at a reasonable cost. The conve-
nience afforded by using a single 
smart card has many organizations 
re-examining the value of converg-
ing currently independent systems 
to achieve solutions that are robust, 
easily managed and cost effective.

Smart card-based IP access solu-
tions can make it easier to meet 
the unique and demanding needs 
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of healthcare applications, such 
as medication dispensing within 
a hospital setting. For example, 
one organization has integrated a 
medication dispensary system into 
its access control solution, thereby 

reducing medication administra-
tion errors. This integrated system 
provides the added benefit of allow-
ing the medical center to track and 
audit access to medications, dosing 
amounts and medication adminis-
tration schedules, helping staff and 
practitioners remain in compliance 
with hospital and regulatory poli-
cies and patient rights.

Just like any other highly traf-
ficked business, hospitals and 
health centers find value in IP video 
surveillance, either manned (imme-
diate security) or unmanned (audit 
and forensics). Many companies use 
this technology today, and hospi-
tals have also found value in this 
security-enabling application.

Protecting	Patient	Information

While there are numerous stan-
dards and regulations facing the 
healthcare market, it is also impor-
tant to evaluate how your installa-
tion will impact the organization’s 
ability to address overarching 
industry-specific rules.

In addition to better physical secu-
rity systems, hospitals and healthcare 
facilities are required by law to 
restrict access to private and personal 
patient information as outlined in 
HIPAA. This aims to protect patients’ 
privacy through the use of more 
rigorous administrative processes.

At the forefront of this act is 
the call for stronger information 
security guidelines, as noted by the 
Privacy Rule. This requires compli-
ance by healthcare organizations—
including health plans, providers, 

clearinghouses, business associates 
and contractors, billing agents and 
other related services—to protect a 
patient’s personal data and confi-
dential health information. 

Facing growing pressure and 
scrutiny from various regulatory 
bodies, healthcare CSOs are look-
ing to implement stronger forms 
of authentication in an effort to 
restrict access to private patient 
data. Throughout the course of a 
day, usernames and passwords 
are used to access everything 
from computers to online Web 
portals to network resources. But 
are these passwords secure? 

As the amount of confidential data 
becomes increasingly accessible, 
healthcare facilities are evaluating 
stronger security and searching for a 
replacement for traditional passwords. 
Unfortunately, many forms of stronger 
network security have been linked to 
poor user experiences and adoption. 
This does not need to be the case.

One way this can be accomplished 
is with logical access solutions, 
which encompass a number of PC- 
and network-related applications, 
including secure authentication 
and/or login to the PC or network, 
secure email, data encryption, file/
folder encryption, single sign-on 
and remote VPN access.

Gaining access to the network, 
whether for ordering medication 

from the pharmacy or for accessing 
films or private patient information, 
can be mission critical for healthcare 
facilities. With doctors and nurses 
using shared terminals or mobile 
workstations (such as the ubiquitous 

COW: “cart-on-wheels”), ensuring 
that patient information is secure 
and accessible is a major issue, 
especially when it occurs within a 
life-saving situation.

If a medical professional loses 
or forgets his or her password and 
cannot gain prompt access to patient 
records, it could cost a life. Using 
either a contact or contactless smart 
card to authenticate to the mobile 
terminal or workstation can allevi-
ate many of these issues.

From a convenience perspective, 
having one card that does it all—a 
photo ID, an access control card, 
a cafeteria card and an additional 
authentication factor for network 
login—can provide a striking value 
proposition for organizations in the 
healthcare market.

Leveraging the smart card across 
a wide range of applications beyond 
just opening a door can provide 
high value to hospitals and health-
care facilities that are charged with 
maintaining the highest levels of 
security—and do so with a cost 
structure that saves time and 
money, as well as patients’ lives.  

About the Authors: Dan DeBlasio is director 
of business development, Identity and Access 
Management (IAM), and Rick Mohr is director, 
National Accounts/Consultant Relations, North 
American Installation Channel, for HID Global.

COPYRIGHT © 2011 Security Sales & Integration Magazine. 
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State and federal laws are regulating higher levels of  
security, as well as requiring immediate reporting of  
“misdirected events” at healthcare-related facilities.



We’re here for you.

Working together to provide innovative and 
customized security solutions.

Working in close collaboration with behavioral healthcare 
professionals, Stanley Security Solutions created a breadth of 
solutions uniquely designed to protect at-risk patients in 
facilities such as VA medical centers, state psychiatric hospitals, 
private psychiatric facilities, and addiction treatment centers.

To learn more about these and other exciting Stanley security products, visit www.stanleysecuritysolutions.com or call 800-392-5209

Anti-ligature mortise and cylindrical 
lever locksets.
Electrified anti-ligature mortise providing 
remote access and monitoring options.
Door sensor monitoring systems that work 
in conjunction with anti-ligature locksets.
Single or multi-point deadlocking device 
for seclusion/time-out rooms.
Customized Solutions

Stanley Security Solutions is the industry leader 
in behaviorial healthcare.
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ONSIDERED TO BE MAN’S OLDEST METAL, the use of copper can be 
traced back more than 10,000 years. From the ancient Egyptians to 
modern day cultures around the world, the known uses for copper just 
keep increasing, making it one of our most essential materials.

The use of antimicrobial copper by 
door hardware companies is a significant 
advance over the methods for microbial 
control that we in the industry have used 
for the past decade. The current industry-
accepted method is to apply a series of 
powder coatings containing silver to the 
surface we want to treat. The silver-based 
coatings allow for the microbes to become 
sterile over time, thus disabling their 
capability to reproduce. 

These coatings were presented as 
the future of microbial sterilization for 
the door and hardware industry about 
10 years ago. However, this process 
happens over a lengthy period of time. 
It could take a generation or two before 
the microbes are sterilized. Compare 
that with antimicrobial copper, which 

kills greater than 99.9% of almost all bacteria in two hours or less. 
The Copper Development Association (CDA) has conducted extensive 

testing of copper alloys, including alloys that are as low as 60% copper. 
(Nickel and a small amount of iron have been added to complete the 
alloy.) These newly developed alloys are an attractive and durable solu-
tion to help reduce the bioloads on highly touched surfaces that may 
contribute to the spread of harmful bacteria between humans.

These copper alloys are available in many colors and hues and are 
more stable than former alloys. It is possible to closely match the appear-
ance of stainless steel by using a 60% copper alloy. With normal care, 
these alloys will not tarnish, patina or turn black. The new metals are 
available in sheets, bars, coils and tubes. These are the items that are 

Antimicrobial 
Copper
Antimicrobial  
CopperIt is here now!

By Ron Verbeck

CC

Photo Credit: ©iStockphoto.com/Huriye Akinci Iriyari
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required to produce many hardware 
items. In addition, these alloys are 
forgeable and castable. 

The antimicrobial copper-based 
alloys that are currently available 
have been tested in various hospitals, 
both in the United States and in other 
countries, with similar results. The 
items that have been tested in ICU 
units include over-the-bed tables, 
nurse call buttons, IV trees, arm caps 
for the visitors’ chairs, computer 
mouses, bed rails and grab bars. 
(Door hardware was not included in 
the tests because door hardware items 
were not yet available.) 

Results show that the more copper 
surfaces located near the patient, 
the lower the rate of serious infec-
tions. The average patient has a 20:1 
chance of contracting a hospital-
acquired infection (HAI) when he 
or she enters the hospital. HAIs 
number more than one million cases 
per year in the United States alone 
and result in nearly 100,000 deaths 
annually, a number that is increas-
ing each year. Recently, the media 
has reported that the strains of 
these infections are becoming stron-
ger and more resistant to normal 
antibiotic treatments. 

Many of these microbes are enter-
ing the hospital with everyone who 
touches the doors on the way in. This 
includes doctors, nurses, other employ-
ees and especially visitors. And while 
frequent hand-washing is a key to 
good health, not all people achieve the 
level of frequency required, particu-
larly in hospital settings. Equipping 
each individual room and the hospital 
entrances with the items listed previ-
ously lowers the rate of infection by 
about 40%. It has become apparent 
that a better method of continuous 
sterilization has arrived.

Armed with this research, 
hospitals should consider buying 

EPA Position on Copper

Here are some of the statements that may be made legally according to the 
Environmental Protection Agency (EPA):

✔ Antimicrobial copper kills greater than 99.9% of most all bacteria in two 
hours or less.

✔ Healthcare infections are the fourth leading cause of death worldwide.
✔ Antimicrobial copper effectively kills the following six bacteria:

■	 MRSA (Methicillin-resistant staphylococcus aureus)
■	 Staphylococcus aureus
■	 Enterobacter aerogenes
■	 Escherichia coli 0157:H7
■	 Pseudomonas aeruginosa
■	 VRE (Vancomycin-resistant Enterococcus faecalis)

✔ Antimicrobial copper kills continuously (24-7) for the life of the product. 
It is not a coating; it is specially formulated copper-based metals.

✔ It is a 100% green product comprised of pre- and post-consumer 
recycled materials that is totally recyclable.

✔ It is made in the USA. These alloys are not in foreign markets.
✔ It is effective in typical indoor environments.

There are three EPA-approved test protocols:
✔ Efficacy as a sanitizer
✔ Residual self-sanitizing activity
✔ Continuous reduction of bacteria contaminants

Of course, to accompany those statements, here is some EPA-required 
language:

Antimicrobial copper alloys have proven effectiveness on MRSA (Methicillin-
resistant staphylococcus aureus), Staphylococcus aureus, Enterobacter aero-
genes, Escherichia coli 0157:H7, Pseudomonas aeruginosa, and VRE (Vancomycin-
resistant Enterococcus faecalis). The use of antimicrobial copper surfaces is a 
supplement to, and not a substitute for, standard infection control practices; 
users must follow all current infection control practices, including those related to 
cleaning and disinfection of environmental surfaces.

This means that the antibacterial surfaces must be cleaned and sanitized as 
they normally would. The dirt and dead bacteria must be manually removed. 
Regarding cleaning, I recommend using plain soap and water, or perhaps a 
citrus-based green cleaner.

There are also some restrictions on the use of antimicrobial copper. You 
cannot do the following:

✔ Oil the surface to make it US10B
✔ Plate or cover the base metal with anything, including paint, varnish 

lacquer, wax powder coating or any other coating
Note: Antimicrobial copper surfaces are not as yet approved for direct food 
contact.
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products that may be touched—such 
as push/pulls and plates, levers, 
knobs, panic bars, edge guards and 
any associated trim—made from 
antimicrobial copper. Other items 
that may be made to match include 
kickplates, armor plates, stops, wall 
bumpers and others.

However, hospitals are not the only 
facilities that can benefit from antimi-
crobial copper. Items made with anti-
microbial copper alloys could be used 
in schools, child and adult daycare 
centers, long-term care centers, 
assisted living facilities, detention 
facilities, prisons, jails, mental health 
and psychiatric facilities, athletic 
clubs, gyms and resorts, public build-
ings, city halls, post offices, court-
houses and other judicial buildings, 
and entertainment facilities. 

The CDA’s research is credible, 
thorough and believable. The CDA 
is introducing a brand mark that, 
when placed on items made of 
antimicrobial copper, will let users 
know that they are touching an 
antimicrobial surface. The brand 
mark is CU+ surrounded by a square 

box. Member companies must have 
the permission of the CDA to use the 
mark. The CU+ mark offers assur-
ance to users that the institution that 
has these touch surfaces within its 
building is concerned about public 
health and well-being.

I encourage door hardware manu-
facturers to take a serious look at 
antimicrobial copper alloys and their 
potential uses in our industry. As it 
has taken a decade to sell specifica-
tion writers and others on the use of 
these coatings, I do not recommend 
that manufacturers just discontinue 
their use; rather, a gradual move 
toward the cutting edge of newer 
technology is more in order.

More information on copper’s history 
and modern-day uses can be found 
online at www.copper.org and www.
antimicrobialcopper.com. Results of 
the EPA study on copper alloy surfaces 
as a sanitizer can be found at epa.
gov/oppad001/pdf_files/test_method_
copper_alloy_surfaces.pdf.  

About the Author: Ronald “Ron” Verbeck is the 
National Sales Manager for Trimco in Los Angeles. 
He can be reached at rverbeck@trimcobbw.com.

Copper’s Many Uses

Building construction is the largest end-use market for copper products, 
accounting for more than two-fifths, 46.3% (3,384 million pounds), of total U.S. 
consumption. Other end-use markets include:

 ■ Electrical and electronic products - 22.7% 
(1,662 million pounds)

 ■ Transportation equipment - 10.2% 
(744 million pounds)

 ■ Consumer and general products - 10.9% 
(798 million pounds)

 ■ Industrial machinery and equipment - 9.9% 
(725 million pounds)

Archeologists have recovered a portion of a water plumbing system from 
the Pyramid of Cheops in Egypt. The copper tubing used was found in service-
able condition after more than 5,000 years.

High-tech surgeons save lives and precious blood by using copper-clad scal-
pels. The copper conducts an electric current that heats the scalpel to make it 
self-cauterizing.
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E 

LECTRIFIED HARDWARE IS 
becoming increasingly more 
sophisticated in both function-

ality and appearance. An electrified 
opening can be linked to a network, 
allowing user access privileges to be 
changed instantly. Important secu-
rity tasks—such as interrogation of 
door locking hardware, changing 
user profiles, identifying possible 
security breaches and issuing lock-
downs—can all be completed from a 
centralized computer. 

In addition, electrified openings 
can be linked with facility alarm 
controls. If a fire alarm is activated, 
the control panel will send a signal 
to automatically close all fire doors 
and bypass delayed egress exit 
devices. This versatility makes 
electrified openings ideal for facili-
ties that require tight control over 
security and life safety.

Why	Choose	Electrified	Hardware?

Justification in choosing electri-
fied hardware in lieu of mechanical 
hardware includes security, life 
safety, and convenience. How does 
electrified hardware make your 
building or space more secure? With 
it, you can monitor the state of the 
opening (whether the door is in the 
open or closed position), monitor 

the latchbolt (to determine if it is 
thrown properly into the strike) 
and, with the use of electronic keys 
and software, you can audit the 
opening to have a record of who 
unlocked and entered an opening at 
what time of the day or night. 

Life safety is also enhanced by 
electrified hardware by allowing 

fire-rated doors to be held open and 
tied into the fire alarm system so 
that when the fire alarm engages, 
the power to the electromagnetic 
holder or closer cuts off, allow-
ing the door to close and latch as 
required by code. 

While security and life safety are 
the most critical issues that must be 

Unlocking the Mystery of Electronic Access  
 Control Systems & Electrified Hardware

Photo Credit: ©
iStockphoto.com
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addressed, convenience is a luxury 
every user and building owner 
desires. Automated openings make 
operation of the door convenient. 
New technology allows an opening 
to be monitored from anywhere 
in the world via the Internet. Not 
requiring someone to be on site at 
all times is not only a major conve-
nience, it leads to significant cost 
savings as well.

In addition to security, life safety, 
and convenience, other benefits 
include better access and egress 
control and more efficient operation. 

With electronic keys, an employee is 
unable to simply walk into a hard-
ware store and cut extra keys to the 
office. These keys are controlled by 
a computer, which is monitored by 
the person responsible for the main-
tenance of the system. One would 
need authorization and/or someone 
else to create any required keys. The 
control offered by electronic keys 
allows the person in charge to be 
made aware that a key has been lost 
or misplaced, and that key can be 
removed from the system, never to 
open a door again.

Breaking	Down	an	Access	Control	
System:	Four	Components

There are four components 
required in an access control 
system; these components are the 
power source, load, control and 
conductor. 

POWER	SOURCE

The power source, also known as 
the power supply, ensures proper 
voltage, which is a term most often 
used to describe the electrical 
energy that causes current to flow 
in a conductor, similar to pressure 
in the water pipes in a plumbing 
system. The power supply also 
ensures that the proper current—AC 
(Alternating Current: an electrical 
current that reverses direction, 
positive to negative, in circuit at 
regular intervals, which is similar 
to a household current) or DC 
(Direct Current, which flows in one 
direction similar to a battery)—is 
present in order to properly oper-
ate the system. The amp (a unit of 
measurement for the rate of electri-
cal current; for example, gallons of 
water flowing past a given point) 
is the last piece of information 
required in order to specify the 
proper power supply. 

The power supply has a trans-
former, which takes in the high 

Unlocking the Mystery of Electronic Access  
 Control Systems & Electrified Hardware

BY SCOTT TOBIAS, AHC, CSI, CDT, LEED AP

Data center electrified hardware is extremely effective not only in protecting people, but 
valuable corporate assets as well, such as critical computer hardware.
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voltage from the power company 
and reduces it down to the low 
voltage required by the load, and 
the rectifier within the power 
supply converts the voltage to 
DC. Power supplies should be 
specified with capacitor filters and 
regulators to ensure the correct 
voltage output required for the 
device. If the device requires 24V 
DC (24 Volts Direct Current) and 
you do not have a capacitor filter 

and regulator, the output could 
be too high or too low, which will 
either not allow your device to 
operate properly, if at all, or burn 
it out, requiring replacement. 

The last point regarding the 
power supply is the amps. The 
power supply must be specified 
with the amps equal to or greater 
than the device. If the device 
requires one amp, the power 
supply must be able to handle 

at least one amp, if not more. 
(If more is available, additional 
devices can use the same power 
supply, depending on other factors 
such as the conductor gauge and 
distance.) A battery backup option 
is available for systems that are 
not required to be tied into the fire 
alarm system. This ensures that 
the system will remain operational 
during a power outage for as long 
as the battery life will allow.

LOAD

The load, also known as the 
electronic locking or release device, 
can be one of many types, includ-
ing mortise locksets, cylindrical 
or bored locksets, panic or fire exit 
devices, electric strikes or unlatch 
devices, and electromagnetic 
locksets—surface mounted or shear 
type. The loads need to be specified 
as fail-safe or fail-secure, depend-
ing on the application, operation 

required and the codes having 
jurisdiction, including building, life 
safety, fire and local codes. 

Fail-safe is specified if a particular 
opening needs to open when a fire 
alarm is engaged, which means 
that this type of function is locked 
only when there is power put to 
the device, and it is unlocked when 
there is no power present. Fail-
secure is the opposite: locked when 
there is no power and unlocked 
when power is put to the device.

CONTROL

The control, also known as the 
switch, can be a magnetic stripe 
card reader, proximity reader, smart 
card reader, motion sensor, push 
button or any type of device that 
turns an electrified locking device 
on and/or off. These switches are 
operated by a variety of means, 
including electronic keys with simi-
lar technologies to their respective 
readers, again including magnetic 
stripe card, proximity card or 
smart card (an electronic key with a 
microchip capable of storing a large 
amount of information).

CONDUCTOR

The conductor is the final required 
piece of the puzzle, also known 
as the wire. There are two factors 
that affect the system regarding 
the conductor: the amps, and the 
distance of the wire. The more the 
amps and the greater the distance, 
the higher gauge (thickness) conduc-
tor is required so that the voltage 
does not dissipate over the distance. 
If the incorrect gauge wire is used for 
a high-amp, long-distance conductor, 
the 24 volts that you started with 
could be reduced greatly by the 
time it reaches the load, not allow-
ing the load to operate properly 
and compromising your system.

Using electrified hardware can make egress and ingress easier for people with disabilities.

New technology allows an opening to be monitored 

from anywhere in the world via the Internet.
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Phone: 502-657-4417
pyran@us.schott.com

www.us.schott.com/pyran
©2011 SCHOTT North America, Inc.

® PYRAN Platinum is a registered trademark 

of SCHOTT AG, Mainz, Germany

The next generation of fire-rated glass is clearly beautiful. 
Fingerprints not included.

PYRAN® Platinum fire-rated glass-ceramic has pushed beyond fire and
safety requirements for a truly beautiful look and feel.

It’s in a class by itself. PYRAN® Platinum glass-ceramic is the only fire-rated
glass that’s as clear, as colorless and as smooth as window glass. It’s also the
only fire-rated glass-ceramic to be Cradle-to-Cradle® silver certified by MBDC.
PYRAN® Platinum meets UL requirements and is fire-rated for 90 minutes in
windows and 180 minutes in doors. PYRAN® Platinum is easy to get your
hands on through our distributors and local fabricators. To learn more about
PYRAN® Platinum fire-rated glass-ceramic, call us at 502-657-4417 or visit us
at www.us.schott.com/pyran.
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In addition to the required 
components of the system, there are 
several additional options that also 
can be incorporated. Some of the 
options available include motion 
sensors, request-to-exit switches 
and door contacts, some of which 
might already be required depend-
ing on the application and the local 
building, fire and life safety codes, 

not to mention the local authority 
having jurisdiction.

A	Closer	Look	at	Loads

Electromechanical versions of 
mortise locks, cylindrical locks and 
exit devices enhance access control, 
life safety and convenience. 

MORTISE	LOCKS

Mortise locks fit into a mortise in 
the door edge and typically feature 
levers to operate a latchbolt. They 
provide greater torque resistance, 
security and variety of functions 
than typical cylindrical locksets and 
are recognizable by the separate key 
cylinder above the lever. Mortise 
locks can be applied to any door in 
a facility that requires latching or 
locking but doesn’t require panic 
hardware. The brute strength of 
a mortise lock makes it a popular 
choice for securing sensitive areas 
such as executive offices, storage 
closets, computer/medical labs and 
stairwell doors.

CYLINDRICAL	LOCKS	

Cylindrical locks are a step down 
from the strength and durabil-
ity of mortise locks and are more 
appropriate for securing interior 
openings. Cylindrical locks require 
less door preparation than mortise 
locks and are also less expensive 
and easier to install. 

EXIT	DEVICES	

Exit devices, also known as panic or 
fire exit hardware, allow safe egress 
while restricting access from outside 
a building. Exit devices consist of a 
push pad or bar that extends across 
the push side of the door. When 
depressed, the device retracts a latch-
bolt to allow the door to be pushed 
open. Think of these as a one-way 
valve through which people can exit 
but not enter unless authorized. Life 
safety codes establish occupancy or 
space requirements that dictate which 
doorways must be equipped with 
an exit device. Generally speaking, 
rooms within education, healthcare 
and assembly occupancies with an 
occupant load greater than 50 persons 
require panic hardware. 

800-847-5625
Boston, MA  •  Pompano Beach, FL  •  Las Vegas, NV  •  Chicago, IL 

www.seclock.com

Security Lock Distributors has quickly become one 
of the nation’s leading distributors of Sargent ASSA 
ABLOY electrical and mechanical locking solutions. 
Featuring the hard to find finishes, functions, 
designs, lengths, voltages and switch options.

It’s our technical knowledge and our inventory 
know-how that has made us the nation’s largest 
and preferred supplier of mechanical, access  
control & life safety products in the industry.

SLD_SargAd_DHI_is.indd   1 10/11/11   3:37 PM



STRIKES	AND	ELECTROMAGNETIC	LOCKS

Electric strikes or electromag-
netic locks can be used to further 
regulate who passes through 
access points, providing an even 
greater level of protection. 

Electric strikes are door release 
devices, usually solenoid-operated, 
that unlock the door when electrical 
power is applied to it. An open-
ing that requires a person to be 
“buzzed in” is equipped with an 
electric strike. The buzzing sound 
is created when a button is pushed, 
sending an AC current through the 
device. This action disengages the 
device and allows the door to open. 

This operation is a fail-secure 
mode of operation, the most 
common function of an electric 
strike. A fail-safe configuration 
operates in the reverse condition: 
normally locked when power is 
applied and unlocked when power 
is interrupted. If desired, the 
buzzing sound can be eliminated 
by using a DC power source.

Electromagnetic locks mount on 
the fixed frame and a strike plate 
that mounts on the moving door 
or gate. When the door closes, the 
strike plate automatically aligns 
with a magnet. The magnetic force 
then takes over, strongly secur-
ing the door. Release is achieved 
by switching off the power to 
the magnet. Electromagnetic 
locks are available in a range of 
holding forces. Buildings that 
demand greater security, such 
as detention facilities, need 
magnetic locks with holding forces 
that approach 2,000 pounds.

Since electricity is required to 
power the magnet, all electro-
magnetic locks are fail-safe unless 
they are equipped with a backup 
power supply. Electromagnetic 
locks operate on DC power and, 

unlike electric strikes, are silent 
when locked or unlocked. 

Both electric strikes and elec-
tromagnetic locks are commonly 
operated with a push-button 
switch, making them ideal for 
personnel-monitored open-
ings such as office suites and 
hospital ward entrances.  

About the Author: Scott Tobias is a regional 
architectural manager for ASSA ABLOY Door 
Security Solutions, managing a team of 16 
architectural and specification consultants. Scott 
has spent 20 years in the architectural door and 
hardware industry and is a past-president of 
the executive board of the New York Chapter of 
the Door and Hardware Institute. He continu-
ally presents educational workshops at various 
conventions, conferences, tradeshows, and archi-
tectural offices. Scott can be contacted by tele-
phone at 845/742-4827 or via email at stobias@
assaabloydss.com.
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Russwin electrical and mechanical locking solutions.  
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know-how that has made us the nation’s largest 
and preferred supplier of mechanical, access 
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Flexibility within Limits

A
By Ronald L. Geren, AIA, CSI, CCS, CCCA, SCIP

SU BS T I T U T I O N S:

LL MANUFACTURERS WANT THEIR 
products to be used on construction 
projects; otherwise, they would not 
be in the business. But on the design 
side, not every product is suitable for 
a given project, nor is there sufficient 
fee to research every product that 
could potentially be used on a project. 
Therefore, with few exceptions, most 
design professionals focus on one 
or two potential products for design 
purposes, which leave other possible 
products waiting in the wings.

How these other possible products 
make it into the project depends on 
what the construction documents 
provide in the form of substitution 
procedures. Substitution of speci-
fied or indicated products probably 
has been around as long as building 
construction has been in existence. 
However, throughout the history of 
construction, there was no formalized 
substitution process developed for 
construction professionals to imple-
ment until the 1960s.

At the beginning of the 1960s, 
an innovative Arizona architect by 
the name of Fred M. Guirey, FAIA 
developed the “prior approval” 
system, which allows specifications 
to be concise by using brand names 
but allows bidders to submit “equal” 
products. Guirey’s goal was to 

achieve the lowest price for the owner 
at minimal risk for the contractor, 
while at the same time conforming 
to governmental requirements for 
competitive bidding. In 1962, Guirey 
hired Maynard Blumer, FAIA, FCSI 
and tasked him to further define the 
prior approval process. 

As a result, Blumer developed a 
process that consisted of 11 rules. Twelve 
years later, Blumer’s prior approval 
process was integrated into standard 
AIA documents. Thus, the formalized 
substitution procedure was born.1

The substitution process is beneficial 
for all parties: owners, contractors and 
subcontractors, design professionals 
and construction product manufactur-
ers; however, the process needs to 
be regulated with clear and concise 
provisions in the procurement and 
contract documents.

Specifications

Before beginning a discussion of 
how substitutions should be handled 
in the procurement and contract 
documents, a discussion on the more 
basic topic of how products should be 
specified is necessary. In order for the 
manufacturer to prepare a meaningful 
substitution request and for the design 
professional to make a fair compari-
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son, the specifications should state 
the essential characteristics of an 
acceptable product.

Specifications for privately funded 
construction projects can be propri-
etary, but if the owner wants to keep 
his or her options open to maximize 
performance, minimize cost or both, 
then substitutions are a means to 
achieve that. For publicly funded 
projects, procurement regulations 
at all levels of government (federal, 
state, county and local) require 
some form of open competition. For 
example, the Federal Acquisition 
Regulation (FAR) 6.101, which refer-
ences the United States Code (USC), 
states that government contracts 
shall “promote and provide full and 
open competition.” 

However, this does not preclude 
the use of proprietary specifications 
as long as the specifications are 
“open,” which means the submis-
sion of proposed substitutions is 
available to bidders. For example, the 
FAR states the following in Section 
6.302-1 (c): “Brand-name or equal 
descriptions, and other purchase 
descriptions that permit prospective 
contractors to offer products other 
than those specifically referenced 
by brand name, provide for full 
and open competition and do not 
require justifications and approvals 
to support their use.”

Many government agencies take 
the quote above literally and require 
that specifications that include a 
brand name must follow it with 
the words “or equal.” When listing 
specific manufacturers and prod-
ucts, some agencies have established 
policies that require at least three 
products or manufacturers to be 
listed—some going as far as requir-
ing the minimum three plus the 
“or equal.” The problem with using 
“or equal” in a specification is the 

conundrum of what is considered 
“equal.” There are many products 
out on the market, but very few 
would be considered “equal” to 
other like products.

A specification that lists just a 
brand-name product (sometimes 
referred to as a “basis-of-design” 
product) and “or equal” or its 
equivalent does not provide the 
essential information to make a 
comparison for proposed substitu-
tions. Many manufacturers provide 
product sheets with a long list of 
characteristics and performance 
data. For specified brand-name 
products, using these lengthy lists 
of information is a poor basis for 
reviewing substitutions, since no 
two products are exactly alike (i.e., 
equal), leaving reviewers to ask the 
question: Which features are most 
important? Therefore, when using a 
brand-name product, the specifica-

tions should additionally identify 
the minimum characteristics and 
performance data that are required 
for the project. 

Limiting product requirements to 
essential characteristics and perfor-
mance data can simplify the substi-
tution review process and allow 
broader competition. Manufacturers 
seeking substitution approval 
need only to meet or exceed the 
minimum specified requirements. 
Thus, if “or equal” is required, then 
it would be advisable that Division 
01 define the term as a comparable 
product that meets or exceeds speci-
fied requirements.

Procurement	Documents

If substitutions are permit-
ted during the procurement of a 
construction project, the procure-
ment documents2 should establish 
the requirements in the “instruc-
tions to bidders” or similar docu-
ment. AIA Document A701-1997, 
Instructions to Bidders, provides basic 
requirements for submitting substi-
tutions in Section 3.3.

AIA Document A701 essentially 
allows substitution requests to be 
submitted up to 10 days before the 
date established for the receipt of 
bids. Any approved substitutions 
are to be issued in an addendum. 
Since the latest an addendum can 
be issued is four days prior to date 
of receipt of bids (AIA Document 
A701, Section 3.4.3), the length of 
time that the architect and his or her 
consultants have to review substitu-

tion requests is six days; this does 
not allow much time for review. 

Therefore, some ground rules 
should be established in the procure-
ment documents to make sure the 
architect and his or her consultants 
have the data and time to make 
intelligent decisions when reviewing 
substitution requests. For design 
professionals, making an intelligent 
decision is vital, since the approval 
of a substitution carries the same 
liability as if the design professional 
directly specified the substituted 
product in the original documents.

If AIA Document A701 is not 
used, then the document used to 

Limiting product requirements to essential  
characteristics and performance data can  
simplify the substitution review process and  
allow broader competition.
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instruct bidders on the bidding 
process needs to include the provi-
sions in the following paragraphs, 
plus the provisions similarly 
covered in the AIA document. If 
AIA Document A701 is used, then 
the following provisions need to be 
included as supplementary instruc-
tions (or annotated revisions to 
electronic documents). 

One provision that should be in the 
procurement documents is the format 
in which substitution requests must 
be submitted. It should not be the 
design professional’s responsibility 
to research a proposed substitu-
tion to determine its acceptability; 
the burden of proof lies with the 
submitter. To standardize the submis-
sion format, a form, such as the 
Construction Specifications Institute’s 
(CSI) Form 1.5C, Substitution Request 
(During the Bidding/Negotiation Stage), 
may be used. The submitter should 
also provide sufficient documenta-
tion, such as product data, drawings, 
test results or performance data, to 
substantiate the substitution’s compli-
ance with specified requirements. 

Other provisions should include 
the specific date, time and location 
for submitting substitution requests, 
and possibly who is authorized 
to submit a substitution request. 
Regarding the latter, some jurisdic-
tions and A/E firms will only allow 
substitutions to be submitted by a 
prime bidder—not from a subbid-
der or a manufacturer. The benefit 
of this requirement is that it helps 
to filter out those products that 
a prime bidder has no interest in 
using, thereby eliminating unneces-
sary review time.

Contract	Documents

To comply with competition 
requirements in public procure-

ment regulations, allowance of 
substitution submissions is only 
necessary during the procurement 
phase. Once a contract is executed, 
substitutions may or may not be 
allowed according to the contract 
documents. 

AIA Document A701 states in 
Section 3.3.4 that “No substitutions 
will be considered after the Contract 
award unless specifically provided 
for in the Contract Documents.” 
Therefore, if substitutions will be 
permitted after contract award, 
the specifications need to establish 
substitution procedures, since the 
procurement requirements are not a 
part of the contract documents.

Requirements for substitutions 
may be specified in Section 01 25 00 
“Substitution Procedures.” Included 
in those requirements should be the 
conditions upon which a substitu-
tion request may be permitted. 
These conditions can be divided 
into two main categories: substitu-
tions for cause, and substitutions for 
convenience. 

“Cause” refers to conditions that 
are beyond the contractor’s control. 
These may include situations in 
which the specified product is no 
longer manufactured, is unsuit-
able for the intended use, or is 
unavailable due to circumstances 
unforeseen by the contractor, such 
as a labor strike or a natural disaster 
or other event that delays produc-
tion, thereby affecting the project 
schedule. The contractor’s failure 
to obtain in a timely manner the 
specified product (e.g., a contractor-
caused submittal delay, a contractor 
did not take into consideration 
for long lead time, etc.) is not 
considered a justifiable substitution 
request for cause.

“Convenience” refers to condi-
tions that benefit the contractor, 

the owner or both. If permitted, the 
contractor may submit a substitu-
tion request if there is a significant 
advantage, such as lower cost in 
labor, material or both; quicker 
delivery time; or other benefit to the 
owner. Unless shared savings is a 
part of the contract, any cost savings 
should go to the owner.

Owners may also initiate a substi-
tution for a number of reasons. 
When requested by the owner, the 
design professional should prepare 
a request for proposal and issue it to 
the contractor for determination of 
cost and schedule impacts. Design 
professionals should also review 
proposed owner-initiated substitu-
tions for possible impacts on the 
performance of the building, such 
as compatibility with other specified 
products and systems. If the design 
professional determines there is a 
cause for concern, then it should be 
brought to the owner’s attention.

Whether for cause, convenience 
or initiated by the owner, a substi-
tution request is a change to the 
contract documents and should 
be treated as such. AIA Document 
A201-2007, General Conditions of the 
Contract for Construction, requires 
that substitutions be made through 
a change order or construction 
change directive, unless the substi-
tution qualifies as a minor change. 
A minor change applies when there 
is no change in contract cost or time 
and the substitution is consistent 
with the intent of the contract 
documents. As to the latter, if the 
substitution is a completely differ-
ent type of material or product, it 
may be considered inconsistent 
with the intent of the contract docu-
ments, thereby requiring the use of 
a change order, even if there is no 
change in contract cost or time. If 
the substitution qualifies as a minor 
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change and was not initiated by the 
owner, it is recommended that the 
owner be informed of any proposed 
substitutions.

As with procurement documents, 
the requirements for submitting 
substitution requests should also 
address time and format for submis-
sion. Substitutions for cause should 
be allowed at any time during the 
construction period. However, 
substitutions for convenience 
should be limited to the initial 
weeks of the project. Whether this 
period begins following the award 
of the contract, after the notice 
to proceed, or after the start of 
construction is up to the owner and 
design team. The format should 
be similar to that for substitutions 
during the procurement stage. For 
the construction phase, CSI has 

Form 13.1A, Substitution Request 
(After the Bidding/Negotiation Phase), 
which is available for use.

The	Design	Professional’s	Review

As previously mentioned, when the 
design professional approves a substi-
tution, it carries the same liability as 
if it was specified in the construction 
documents. Therefore, design profes-
sionals need to treat substitutions 
with the same care and attention they 
gave the products they specified in 
the construction documents.

CSI’s Construction Contract 
Administration Practice Guide identi-
fies six areas in which the substitu-
tion request should be reviewed. 
These areas, and some of the ques-
tions that should be asked, are as 
follows:

■■ Product: Does the substitu-
tion’s characteristics meet or 
exceed the minimum specified 
requirements?

■■ Manufacturer: How long have 
they been in business? How do 
they respond to problems? What 
is their delivery track record?

■■ Product■Representative: Is the 
person knowledgeable about 
the product, and does she or he 
respond quickly to questions 
and problems?

■■ Installation/Installer: Are there 
unique installation require-
ments? Are installers available 
in the area? Does the substitu-
tion require a certified installer?

■■ Operation■and■Maintenance■
Costs: Will the product cost 
more to maintain than the  
specified product?
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■■ Warranty: Does the warranty 
for the substitution provide 
protection similar to that of the 
specified product?

During bidding, if AIA Document 
A701 is used on a project, the last 
sentence of Section 3.3.2 states: “The 
Architect’s decision of approval or 
disapproval of a proposed substitu-
tion shall be final.” Thus, if a substi-
tution request is not approved, then 
bidders must base their bids on the 
specified product or products. 

During construction, approval is 
based on the issuance of a change 
order, change directive, or minor 
change, as previously mentioned. If 
a substitution is not approved by the 
architect using one of these meth-
ods, then the contractor must use 
the specified product or products.

Conclusion

Substitutions need not have the 
negative image that they typically 
carry. If all parties understand and 
comply with the requirements, 
the substitution process will go 
smoothly. Contractors, subcontrac-
tors, suppliers and manufacturers 
should not submit substitutions 
solely on the hope of increasing a 
profit margin, but to provide equal 
or better performance than the 
specified product. Design profes-
sionals should review substitutions 
with impartiality but with their 
liability in mind and should use the 
same impartiality when inform-
ing and advising the owner of 
any substitution requests. Finally, 
owners should not be swayed by 
a quick sales job and a promise of 
reduced cost to approve a substi-
tution request; careful analysis 
should always be applied.  

About the Author: Ronald L. Geren, AIA, CSI, 
CCS, CCCA, SCIP is a Certified Construction 
Specifier and is the principal of RLGA Technical 
Services, located in Scottsdale, Arizona, which 
provides specifications and code consulting 
services to architects, engineers, owners, and 
product manufacturers. A 1984 graduate of the 
University of Arizona, Ron has more than 27 
years of experience with military, public, and 
private agencies. For more information, visit 
www.specsandcodes.com.
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OINT COMMISSION IS AN ACCREDITATION 
organization for more than 4,000 hospitals in 
the United States, and while it is not the only 
accreditation organization available to the 

healthcare industry, it is the major player. Being accred-
ited by Joint Commission, or any other accreditation 
agency, allows hospitals to qualify for reimbursement for 
Medicare and Medicaid payments from the government, 
which may account for 40% to 60% of their income. 

Joint Commission usually announces in the fall 
when they will be issuing significant changes to their 
standards the following year. This past year (2011) no 
such announcement was issued, but that does not mean 
there are not any changes to be aware of. There were a 
few minor changes or additions to the Joint Commission 
standards in 2011 that need to be reviewed. Also, the 
Joint Commission Standards Interpretation Group 
frequently makes decisions on the interpretations of 
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certain standards that do not always 
make the evening news, so to speak. 

The following comments on 
new standards and interpretations 
on existing standards were made 
by the Joint Commission senior 
engineer, Mr. George Mills, during 
regional and annual American 
Society for Healthcare Engineering 
(ASHE) conferences during 2011 and 
are repeated here for your benefit. 

1. Beginning July 1, 2011, sprin-
kler system water-flow switches 
are required to be tested quarterly, 
rather than semi-annually as before. 
The requirement to test sprinkler 
control valve tamper switches 
remains at semi-annual.

2. Effective July 1, 2011, there is a 
new EP for EC.02.03.05. Element 25 
requires documentation of mainte-
nance, testing, and inspection activ-
ities for fire alarms and sprinklers 
and must include the following:

■ Name and date of the activity
■ Required frequency of the 

activity
■ Name and contact informa-

tion of the person who per-
formed the activity (including 
affiliation)

■ NFPA standard referenced for 
the activity

■ Results of the activity

3. Standard EC.02.05.01, EP 7 
requires the organization to have 
maps (drawings) of the utility 
systems. Mills said the Life Safety 
Code (LSC) surveyors will now be 
asking to see drawings of all utility 
system to ensure compliance with 
this element.
 
4. If a LSC surveyor sees “too 
many” fire dampers listed on the 
Plan For Improvement (PFI) section 

of the Statement of Condition as 
being inaccessible, then he or she is 
encouraged to perform spot checks 
on some of the dampers to deter-
mine if they are in fact inaccessible.

5. Failure to make significant prog-
ress on resolving any PFIs on the 
Statement of Condition will lead to 
an Accreditation with Follow-up 
Survey (AFS-13) adverse decision. 
Also, failure to develop an Interim 
Life Safety Measures (ILSM) policy 
or failure to implement appropriate 
ILSM s for a particular life safety defi-
ciency will lead to an AFS-13 decision.

6. Beginning August 15, 2011, the 
distance between an alcohol-based 
hand rub (ABHR) dispenser and an 
ignition source (such as a switch or 
outlet) has changed from 6 inches 
center-line to center-line, to 1 inch 
edge to edge.

7. When documentation for the 
testing and inspection of fire safety 
features (such as fire alarm systems, 
fire pumps, sprinkler systems, etc.) 
is not onsite during the survey, the 
hospital will be cited under the 
appropriate EC standard for failure 
to perform the required testing/
inspection, and it will be cited 
under the LD standard (leadership 
chapter) for leaders not holding staff 
accountable for their responsibili-
ties. “The expectation is all testing/
inspection reports must be onsite at 
all times, regardless of how recent a 
contractor had performed the test or 
inspection,” says Mills.

8. Fire-stopping materials in rated 
barriers must be in good condi-
tion. Any fire-stopping material 
that is cracked or loose needs to be 
removed and replaced with current 
technology.

9. Empty and full compressed gas 
cylinders must be separated when 
placed in storage. It is no longer good 
enough to just mark and place them 
in the same holders. “Separate holders 
will be the expectation,” states Mills.

10. Uninterruptable power supply 
(UPS) systems that are used as a 
bridging device between normal 
power and emergency power are 
no longer considered standby 
emergency power supply systems 
(SEPSS) and therefore are not 
subject to the testing and inspection 
requirements for SEPSS.

11. Patients are not allowed to be 
treated or “parked” in corridors 
at any time, with the exception of 
when the hospital is under a surge 
condition in the emergency depart-
ment during an emergency.

12. All endoscopes are required to 
be listed in the medical equipment 
inventory and inspections and tests 
performed according to the Medical 
Equipment Management Program 
criteria.

13. During the clarification process 
after the survey, the organiza-
tion is allowed to submit a history 
audit to support the hospital’s 
position of 90% compliance on a 
“C” element finding. However, the 
audit submitted must have been 
performed prior to the survey. “Joint 
Commission will not accept any 
sample audit conducted on the day 
of the survey, or after,” says Mills.

14. While this is not a change for 2012, 
this serves as a reminder that all hospi-
tals, large and small, will be receiving 
a life safety code specialist surveyor 
for a minimum of two days, with an 
additional day added for any hospital 
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that has more than 1.5 million square 
feet of healthcare occupancy, and an 
additional day for every three build-
ings classified as healthcare occupancy 
for each organization.

15. An “Immediate Threat to Health 
or Safety” issue will likely trigger 
an automatic Preliminary Denial 
of Accreditation (PDA) decision, 
and this information will be shared 
with the appropriate governmental 
authorities, as well as being reported 
on the Joint Commission’s Quality 
Check website. The following 
significantly compromised systems 
will trigger an Immediate Threat to 
Health or Safety finding:

■ Fire alarm system
■ Sprinkler system
■ Emergency power system
■ Medical gas master panel

■ Exits
■ Other situations that place the 

patients, staff and visitors in 
extreme danger

16. Time requirements for testing 
and inspection procedures are 
defined as such:

■ When a standard requires 
something to be accomplished 
daily, weekly, monthly or quar-
terly, then that means any time 
during the calendar period. 

■ Semi-annual means six months 
from the previous time, plus or 
minus 20 days. The hospital will 
not be held to a specific day in 
the month but rather just a par-
ticular month. So if something 
is inspected on March 15th, then 
six months later is September, 
and officials will allow a window 

for compliance from August 12 
(minus 20 days from September 
1st) to October 20 (plus 20 days 
from September 30th).

■ Annual means 12 months from 
the previous time, plus or 
minus 30 days (same definition 
of window as above).

■ A three-year test is 36 months 
from the previous test, plus or 
minus 45 days (with the same 
definition of window as above).

■ If the hospital wants an alterna-
tive timeframe, then they need 
to document it in a policy or 
management plan, which will 
be acceptable.  

About the Author: Brad Keyes, CHSP, is the 
owner of KEYES Life Safety Compliance, and his 
expertise is in the management of the Life Safety 
Program, including the Environment of Care and 
Emergency Management programs. You may con-
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VEN AFTER THREE YEARS OF SOMEWHAT 

stagnant sales growth, far too many busi-
nesses are still waiting for a return to 
a buoyant economy to get them back to 
the good old days of profitability. Sadly, 
those businesses are probably doomed to 
a very long wait. The “new reality” prob-
ably really is the new reality.

At the same time, the overwhelming 
majority of firms, including most DHI 
members, have cut expenses to the point 

where there doesn’t appear to be anything left to cut. Some level of addi-
tional sales volume is essential to generate desired profit levels. 

These two conflicting realities—the lack of automatic sales volume 
growth and the fact that sales volume growth is essential to success—
combine to put firms into a serious financial bind. In order to get out of 
that bind, firms must begin to look at sales volume in a different way. 

This report suggests that the sales growth required for success is read-
ily accessible. It does so by looking at two different issues:

■ The■Sales■Growth■Requirement: an analysis of how to set a 
realistic goal for sales growth and its implications for the firm

■ Sales■Growth■Generation: an examination of the new 
requirements that are incumbent upon all firms to achieve  
high levels of profitability

D R .  A L B E R T  D .  B AT E S

Economics
OF SALES GROWTH

the new

E
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The	Sales	Growth	Requirement	

One of the most common misun-
derstandings about improving profit 
is that a rapid rate of sales growth 
is essential. The reality is that rapid 
sales growth is not essential; it simply 
makes life a lot easier. With even 
modest sales growth, it is still possible 
to increase profits. This should be 
excellent news for firms somewhat 
fatigued by a sluggish economy.

Please note very carefully that 
when there is no sales growth at all, 
it is virtually impossible to produce 
higher profits. Some modest level of 
growth is required. The challenge is 
in defining “modest.”

Exhibit 1 examines the economics 
of growth by reviewing the finan-
cial performance of the typical DHI 
member as reported in the latest 
PROFIT Report. As can be seen in 
the first column of numbers, the 
typical firm generates sales volume 

of $11,000,000, has a gross margin 
equal to 29.0% of sales, and gener-
ates a pre-tax profit of $165,000, or 
1.5% of sales. Results are adequate 
but unexciting.

The last two columns of numbers 
in the exhibit starts with one over-
whelming principle: sales growth 
must at least equal the rate of infla-
tion rate plus 2.0 to 3.0 percentage 
points. This is not arbitrary. It is the 
level that historical results suggest 
is required. 

In this specific example, the 
underlying inflation rate is assumed 
to be 2.0%. Adding 3.0 percentage 
points to that rate results in a target 
sales growth rate of 5.0%. However, 
the two columns produce very 
different profit levels with the same 
exact 5.0% increase in sales.

INTERNALLY FOCUSED GROWTH

In the second column, the sales 
increase has come from internal 

sources. In simplest terms, the firm 
is selling existing products to exist-
ing customers. Such sales growth 
does not require additional staff 
in the short run. However, payroll 
increases almost always outstrip the 
inflation rate, so they are assumed 
to increase by 3.0%. In contrast, non-
payroll expenses will probably rise 
at about the same rate as inflation, 
or 2.0%. As a result, pre-tax profit 
jumps from $165,000 to $241,450, an 
increase of 46.3%. 

EXTERNALLY FOCUSED GROWTH

The final column assumes that the 
sales increase is generated via exter-
nal sources, namely new products 
and/or new customers. Research 
conducted by the Profit Planning 
Group across more than 100 lines of 
trade for over 30 years has demon-
strated that that the reliance on such 
sales sources produces a significant 
increase in expenses.

The last column assumes 
that payroll costs increase 
by 7.0% and non-payroll 
costs increase by 3.0%. 
Again, these are consistent 
with historical patterns 
associated with external 
sales growth. The result is 
that sales increase by the 
same 5.0% as in the second 
column, but profit actually 
declines by 13.0%.

The challenge is that in a 
slow-growth market, every 
firm is looking for external 
sales growth. There is a 
feeling that the market is 
not growing fast enough to 
support the required growth 
goal of inflation plus 2.0 to 
3.0 percentage points. In 
fact, virtually every firm can 
capture such growth with a 
structured effort.

Exhibit 1: The Impact of Controlled Sales Growth for the Typical DHI Member

5.0% Sales Growth

Income Statement—$ Current Results Internally Focused Externally Focused

Net Sales $11,000,000 $11,550,000 $11,550,000

Cost of Goods Sold 7,810,000 8,200,500 8,200,500

Gross Margin 3,190,000 3,349,500 3,349,500

Payroll and Fringe Benefits 2,255,000 2,322,650 2,412,850

All Other Expenses 770,000 785,400 793,100

Total Expenses 3,025,000 3,108,050 3,205,950

Profit Before Taxes $165,000 $241,450 $143,550

Change in Sales—% 5.0% 5.0%

Change in Profit—% 46.3% -13.0%

Income Statement—%

Net Sales 100.0 100.0 100.0

Cost of Goods Sold 71.0 71.0 71.0

Gross Margin 29.0 29.0 29.0

Payroll and Fringe Benefits 20.5 20.1 20.9

All Other Expenses 7.0 6.8 6.9

Total Expenses 27.5 26.9 27.8

Profit Before Taxes 1.5 2.1 1.2
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Sales	Growth	Generation

Obviously, growing sales by even 
a modest 5.0% when the market is 
only growing by, say, 2.5% is far 
from automatic. However, it is a 
goal that can be reached by commit-
ting to three specific strategies.

LETTING INFLATION WORK

Over time prices head north in 
all but a very few unique indus-
tries (think consumer electronics). 

Vendor price increases are actually 
the DHI member’s best friend. 
Unfortunately, they are almost 
always viewed with disdain, if not 
outright contempt.

The problem is that in a tight 
economy, there is a temptation for 
firms to absorb a portion of supplier 
price increases. Instead, there must 
be a mentality in the firm that every 
2.0% price increase from suppliers 
must result in a corresponding 2.0% 
price increase to customers. This 
will usually keep sales growth in 
line with inflation. That still leaves 
2.0% to 3.0% to cover to get to 5.0% 
growth.

CONTROLLING INTERNAL ECONOMICS

Growing faster than the inflation 
rate means the firm must begin 
to gain share. This is where the 
internal focus becomes absolutely 
critical. 

Increasing the average transaction 
size, largely by adding more lines 
to each order, is the essence of an 
internally focused sales generation 
strategy. By definition, if the firm 
can put more lines on every order, 
competition is getting fewer of those 
lines.

To fully implement the strategy, 
the firm must measure, monitor 
and control the average order size 
and the number of lines per order. 

Without such a measuring system, 
improvement cannot become a 
reality.

SALES FORCE DISCIPLINE

In a rapidly-growing market, 
firms can allow under-performing 
salespeople to stay with the firm 
for the sake of employee morale, 
team spirit and the like. In a slow-
growth market, poor-performing 
salespeople are a luxury that can no 
longer be afforded.

Sales training must be empha-
sized at the rear end of the sales 
parade. Coaching and changes 
in compensation systems (lower 
base, more incentive compensa-
tion) are also essential. Ultimately, 
if adequate sales can’t be gener-
ated, a change in personnel 
must be considered. Finding and 
training a new employee is an 
expensive proposition, but keep-
ing an under-performing one is 
even more expensive in terms of 
sales and margin not generated.

Moving	Forward

Automatic increases in sales 
fueled by a vibrant economy are 
not going to be a reality anytime 
soon. Firms must develop ways to 
turn slow sales growth into rapid 
profit growth. Doing so requires a 
commitment to focus much more 
heavily on internal sales growth.  

About the Author: Dr. Albert D. Bates is 
founder and president of Profit Planning Group. 
His latest book, Triple Your Profit!, is available 
at www.tripleyourprofitbook.com.

©2011 Profit Planning Group. DHI has unlimited duplication 
rights for this manuscript. Further, members may duplicate this 
report for their internal use in any way desired. Duplication by 
any other organization in any manner is strictly prohibited.

The Impact of Sales Force Performance  
on the Firm's Profitability

Sales	Category Percent	of	Salespeople Percent	of	Sales Percent	of	Profit

Top Salespeople 10% 50% 80%

Strong Salespeople 20% 30% 30%

Typical Salespeople 50% 15% 10%

Problem Salespeople 20% 5% -20%

Total 100% 100% 100%

All Salespeople 
Are Not Equal

The so-called 80/20 rule applies to 

the sales force as well, although in 

a much stronger fashion. Research 

suggests that the top 10% of the 

sales force will typically produce 

about 50% of the firm’s sales 

and 80% of its profits. In most 

instances, firms are highly reliant 

upon the top salespeople to 

shoulder the sales load.

At the other end of the spectrum, 

the bottom 20% of the sales force 

usually generates only about 

5% of sales. Of much greater 

significance, they produce a loss 

equal to about 20% of the firm’s 

total profits.



DHI Education is for EVERYONE!  
National  |  Chapter  |  In-house  |  Online  |  Challenge Exams

Flexible  |  Convenient  |  Customized

DHI National Education

DHI NatIoNal EDUCatIoN
(Spring Session): 

april 29 – May 6, 2012

national conference center  
lansdowne, va

For complete course  
listings, class schedule or  

to register, go to 
www.dhi.org



36	 DOORS	&	HARDWARE £ FEBRUARY 2012

’M OFTEN ASKED ABOUT THE CODE 
requirements for “smoke doors.” 
What makes these questions difficult 

to answer is the fact that there are several 
types of doors that can be called smoke 
doors, and they have very different 
requirements. For this article, I used the 
2009 edition of the International Building 
Code (IBC) to answer basic questions 
about each of the types: where they are 
typically found, and whether the doors 
require a fire rating, a closer, a latch, and 
gasketing. The types of smoke doors I 
identified are:

■ Doors required to provide an effec-
tive barrier to limit the transfer of 
smoke

■ Doors in smoke partitions
■ Doors in smoke barriers
■ Fire door assemblies in corridors 

and smoke barriers
■ Doors in exit enclosures and exit 

passageways
My goal was to boil down the IBC 

requirements into a quick reference. 
Keep in mind that other codes may have 
different requirements for these doors.

UL	1784	–	Air Leakage 
Tests of Door Assemblies

Before I begin to summarize the 
requirements for each opening type, 
I need to briefly explain UL 1784 – Air 
Leakage Tests of Door Assemblies and its 
relationship to gasketing requirements. 
The IBC requires certain doors to be 
tested in accordance with UL 1784, 
and the maximum amount of air flow 
allowed by the IBC is 3.0 cubic feet per 
minute per square foot [0.015424 m3/
(s m2)] of door opening at 0.10 inch 
(24.9 Pa) of water for both the ambi-
ent temperature test and the elevated 
temperature exposure test.

I have reviewed several sets of test 
results, and it appears that when a 
door is required to meet the stated 
limits when tested in accordance with 
UL 1784, it is difficult or impossible to 
achieve these values without gasketing. 
For the purpose of this analysis, doors 
that have to meet these limits are noted 
with a requirement for gasketing. The 
requirement for testing in accordance 

International Building Code:

Smoke Door
Requirements

I
BY LORI GREENE, AHC/CDC, CCPR

DECODED:

From the well-known blog 

idighardware.com, 

Lori Greene brings some 

much-needed clarity to 

codes.
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with UL 1784 (and the same allowable maximum) is 
also included in NFPA 105 – Standard for Smoke Door 
Assemblies and Other Opening Protectives.

Opening	Type:	Doors	required	to	provide	an	effective	
barrier	to	limit	the	transfer	of	smoke

Typical Location: These requirements apply to smoke 
partition corridor doors in Use Group I-2 (hospitals, 
mental hospitals, nursing homes, detox facilities). They 
are corridor doors that are not part of a vertical opening/
exit (stair or shaft) and that do not require a fire rating per 
Section 508.2.5 – Incidental Accessory Occupancies. Some 
typical examples of doors that are required by Section 
508.2.5 to be fire rated are Group I-2 waste and linen 
collection rooms, laundry rooms over 100 square feet, and 
boiler and furnace rooms meeting certain criteria. The IBC 
2009 Commentary states that “this provision is primarily 
intended to apply to patient room corridor doors.”
Fire Rating Required? No. Section 407.3.1 states that 
corridor doors that are not in a wall required to be rated 
(per Section 508.2.5 or for the enclosure of a vertical 
opening or exit) are not required to have a fire protec-
tion rating.
Closer Required? No. Section 407.3.1 states that these 
non-fire-rated corridor doors are not required to be 
equipped with self-closing or automatic-closing devices.
Latch Required? Yes. Section 407.3.1 states that these 
doors must have positive latching and that roller latches 
are not permitted.
Gasketing Required? Whether gasketing is required 
is unclear, and there are experts on both sides of the 
argument. Section 407.3.1 states that these doors “shall 
provide an effective barrier to limit the transfer of 
smoke,” but this is not clearly defined. There is no 
requirement in the IBC for these doors to be tested in 
accordance with UL 1784.

In the past, a solid core door with minimal clear-
ances required for proper operation was thought to 
provide this effective barrier. However, the IBC 2009 
Commentary states in Section 711.5.2, describing the air 
infiltration requirements for smoke and draft control 
doors, that “Section 407.3.1 requires corridor doors in 
Group I-2 to ‘limit the transfer of smoke’; therefore, 
those doors must meet this section.” I don’t know how 
someone would find their way from Section 407.3.1 to 
the Section 711.5.2 Commentary, as there is no refer-
ence between the two, but the Commentary is basically 
establishing (unofficially) what is required to limit 

the transfer of smoke. I think it makes sense to gasket 
these doors since patients may be in their rooms during 
firefighting procedures, but on the other hand, the 
Commentary is not part of the code.

In speaking with someone from the International 
Code Council (ICC) on this topic, I was told that the 
code does not require gasketing if the door can meet the 
leakage rates specified in Section 715.4.3.1 (3.0 cubic feet 
per minute per square foot of door opening at 0.10 inch 
of water for both the ambient temperature and elevated 
temperature tests), but as I stated before, I’m not sure 
that it’s possible for an operational door to meet this 
requirement without gasketing.

Opening	Type:	Doors	in	smoke	partitions

Typical Location: Section 711 outlines the requirements 
for smoke partitions, including the door openings 
therein, but there are limited locations within the IBC 
that currently refer to this section:
a) Section 407.3 permits corridor walls in Group I-2 to 

have no fire-resistance rating, but it does require that 
they be constructed as smoke partitions. The door 
openings in these walls are covered previously as 
“Doors required to provide an effective barrier to 
limit the transfer of smoke.”

b) Section 708.14.1, Exception 5 allows the use of smoke 
partitions to form the elevator lobby in a sprinklered 
building.

Fire Rating Required? No. Section 711.3 states that 
unless required elsewhere in the code, smoke partitions 
are not required to have a fire-resistance rating. The 
two sections that currently refer to Section 711 do not 
require a fire-resistance rating.
Closer Required? Yes. Section 711.5.3 states that “Where 
required elsewhere in the code, doors in smoke parti-
tions shall be self- or automatic-closing by smoke detec-
tion in accordance with Section 715.4.8.3.” This section 
is specifically referenced in Section 708.14.1, Exception 
5; therefore, it is “required elsewhere in the code” for 
elevator lobby doors.
Latch Required? Yes. Section 715.4.8.1 requires an active 
latch bolt that will secure the door when it is closed. 
This section is referenced by Section 708.14.1, Exception 
5 for elevator lobby doors as part of Section 715.4.8.
Gasketing Required? Yes. Section 711.5.2 states that 
doors in smoke partitions shall meet the requirements 
for a smoke and draft control assembly tested in accor-
dance with UL 1784, with the maximum air leakage 
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stated previously. This section also requires the instal-
lation of smoke doors to be in accordance with NFPA 
105 – Standard for the Installation of Smoke Door Assemblies 
and Other Opening Protectives. Louvers are not allowed in 
doors in smoke partitions.

Opening	Type:	Doors	in	smoke	barriers

There are three use groups in the IBC that mention 
smoke barriers: Section 407.4 (I-2), 408.6 (I-3), and 422.2 
(Group B Ambulatory Care). All of these sections 
require compliance with the provisions of Section 
710. Section 710 requires openings in smoke barriers 
to be protected in compliance with Section 715, which 
includes requirements typical for a fire-rated door.

There is an exception for cross-corridor double egress 
pairs in Use Group I-2, which lists the requirements for 
these doors in addition to the requirements of Section 715. 
There are essentially two sets of requirements for doors in 
smoke barriers because of the extensive exception for Use 
Group I-2, so I will summarize the requirements separately.

Opening	Type:	Doors	in	smoke	barriers	–		
Use	Group	I-3	and	Use	Group	B	Ambulatory	Care

Typical Location: These requirements apply to Use 
Group I-3 (detention/correctional centers) and Use 
Group B Ambulatory Health Care Facilities. (The excep-
tion for use Group I-2 cross-corridor doors is summa-
rized in the next section.)
Fire Rating Required? Yes. According to Section 710.5, 
“openings in a smoke barrier shall be protected in 
accordance with Section 715,” which includes a fire 
protection rating as indicated in Table 715.4.
Closer Required? Yes. Section 715.4.8 states that the 
doors must be self-closing or automatic-closing.
Latch Required? Yes. Section 715.4.8.1 requires an active 
latch bolt that will secure the door when it is closed.
Gasketing Required? Yes. Section 715.4.3.1 states that fire 
door assemblies shall meet the requirements for a smoke 
and draft control assembly tested in accordance with 
UL 1784, with the maximum air leakage stated previ-
ously. This section also requires the installation of smoke 
doors to be in accordance with NFPA 105 – Standard for 
the Installation of Smoke Door Assemblies and Other Opening 
Protectives. Louvers are prohibited by this section.

Opening	Type:	Doors	in	smoke	barriers	–	Use	Group	I-2

Typical Location: Use Group I-2 (hospitals, mental 
hospitals, nursing homes, detox facilities) cross-corridor 
double egress pairs. Because of the complexity of this 
exception, here is the complete text of this section from 
the 2009 edition of the IBC:
“710.5 Openings. Openings in a smoke barrier shall be 
protected in accordance with Section 715. Exceptions: 
1. In Group I-2, where doors are installed across corridors, 

a pair of opposite-swinging doors without a center 
mullion shall be installed having vision panels with 
fire-protection-rated glazing materials in fire-protec-
tion-rated frames, the area of which shall not exceed 
that tested. The doors shall be close fitting within 
operational tolerances, and shall not have undercuts 
in excess of 3/4-inch, louvers or grilles. The doors 
shall have head and jamb stops, astragals or rabbets 
at meeting edges and shall be automatic-closing by 
smoke detection in accordance with Section 715.4.8.3. 
Where permitted by the door manufacturer’s listing, 
positive-latching devices are not required. 

2. In Group I-2, horizontal sliding doors installed in 
accordance with Section 1008.1.4.3 and protected in 
accordance with Section 715.”

Fire Rating Required? Yes. I submitted several ques-
tions to the ICC regarding this exception because it 
was unclear to me whether the exception was in lieu of 
the requirements of Section 715 or in addition to those 
requirements. I was assured by the ICC that the provi-
sions of Exception 1 are in addition to those of Section 
715. Section 715 requires a fire protection rating as indi-
cated in Table 715.4. Exception 1 also requires the doors 
to have vision panels with appropriate glazing materials.
Closer Required? Yes. Doors are required to be auto-
matic-closing by smoke detection per 710.5, Exception 
1 (above). Note that this exception does not allow self-
closing doors to be used in this application.
Latch Required? Yes. In 2006 and prior editions of the IBC, 
positive latches were not required for these doors because 
the exception included the specific language: “Positive-
latching devices are not required.” This sentence was 
removed in the 2009 edition of the IBC and replaced with: 
“Where permitted by the door manufacturer’s listing, 
positive-latching devices are not required.” In my experi-
ence, door manufacturers require positive-latching devices 
on doors that are required to be fire rated. It remains to be 
seen whether any door manufacturers will test and supply 
these doors without positive latching.
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Gasketing Required? No. However, Section 710.5, 
Exception 1 requires astragals or rabbets at the meeting 
edges, and the doors must be close-fitting within opera-
tional tolerances. The maximum allowable undercut is 
¾", and the doors may not have louvers or grilles. Frame 
stops are required at the head and jambs.

Opening	Type:	Fire	door	assemblies	in		
corridors	and	smoke	barriers

Typical Location: Corridors and smoke barriers 
requiring fire-rated doors.
Fire Rating Required? Yes. Section 715.4 references the 
fire protection ratings indicated in Table 715.4. Fire door 
frames with transom lites, sidelites or both shall be 
permitted in accordance with Section 715.4.5. Fire door 
assemblies and shutters shall be installed in accordance 
with the provisions of this section and NFPA 80.
Closer Required? Yes. Section 715.4.8 states that the 
doors must be self-closing or automatic-closing.
Latch Required? Yes. Section 715.4.8.1 requires an active 
latch bolt that will secure the door when it is closed.

Gasketing Required? Yes. Section 715.4.3.1 states that 
fire door assemblies shall meet the requirements for a 
smoke and draft control assembly tested in accordance 
with UL 1784, with the maximum air leakage stated 
previously. This section also requires the installation 
of smoke doors to be in accordance with NFPA 105 – 
Standard for the Installation of Smoke Door Assemblies and 
Other Opening Protectives. Louvers are prohibited by this 
section.

Opening	Type:	Doors	in	exit	enclosures	and		
exit	passageways

Typical Location: Stair doors required to be fire rated, 
and occasionally the exit passageway connecting the 
stair to the exit discharge.
Fire Rating Required? Yes. Section 715.4 references the 
fire protection ratings indicated in Table 715.4. Fire 
door frames with transom lites, sidelites or both shall 
be permitted in accordance with Section 715.4.5. Fire 
door assemblies and shutters shall be installed in accor-
dance with the provisions of this section and NFPA 80. 
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This section includes a requirement for temperature-
rise doors, but the exception exempts buildings that 
are equipped throughout with an automatic sprinkler 
system.
Closer Required? Yes. Section 715.4.8 states that the 
doors must be self-closing or automatic-closing.
Latch Required? Yes. Section 715.4.8.1 requires an active 
latch bolt that will secure the door when it is closed.
Gasketing Required? Section 715.4.4 does not include a 
reference to UL 1784, but gasketing and a door bottom/
sweep may be necessary to maintain stair pressurization.

I hope this summary helps clear up some of the ques-
tions about smoke door requirements and explains 
the intent of the grey areas. The summary included 
in this article is a result of my research of the 2009 
International Building Code and information I received 
from the International Code Council. The actual code 
publications should be consulted when comprehensive 
data is required and to ensure compliance with the 
applicable codes, and the Authority Having Jurisdiction 
is the ultimate decision maker.  
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“DHI has been able to help 
me actually find the current 
job that I have.”

Kim McCallum, Ontario, Canada

In 1960, Robert Renaud graduated from 
Montreal University with a degree in accounting and 
was hired by The Montreal Hardware Manufacturing 
Co., Ltd. to handle the financial side of the business. 
By 1969, he had been promoted to general manager, 
and over the next two decades, sales figures soared 
as the company became a major player in the 
hinge business, opening a new branch in New 
Braunfels, Texas, called MONT-HARD USA, Inc.

In 1988, after 28 years of loyal service, Renaud 
retired from the company, but he wasn’t nearly 
ready to retire from the industry. He decided 

instead to launch a new career as a sales representative and founded Renaud 
Agencies, Inc. Within a few years, his daughter had joined the company, and 
by 2001, they made the decision to open a warehouse and transition their 
business into a stocking rep. agency. A year later, they founded yet another 
company, Montreal Hinge, Inc., and added a new warehouse to stock hinges. 
They added a lock division and another new warehouse a few years after that.

Today, Renaud Agencies has a staff of five and continues to grow. Robert Renaud 
is 73 years old and has been working in this industry for 50 years. That’s quite a 
long time in which to watch new trends emerge and change the face of the industry, 
ride out a number of booms and busts in the economy, and develop strategies for 
coping with adversity. So after half a century, what does Renaud feel his greatest 
career challenge has been? “The most challenging aspect of my career in the door 
and hardware industry has also been the greatest opportunity,” he says. “I have 
met many different people from all over North America. As a French Canadian, 
it has been a challenge to mix myself with all those hardware professionals, make 
friends in all different regions and, by this way, improve my second language.”

Many of those friends have been made through DHI. Since 1974, Renaud 
has been a member of the association and has served on a number of levels. 
“I was treasurer of the Quebec Chapter for a couple of terms, then elected 
president of the chapter in 1997,” he recalls. “I was re-elected seven times in 
a row for a total of 14 years—could that be a Guinness record?” Although 
he finally resigned his position in October of 2011, he will continue to be 
involved at the chapter level for the next two years as past-president.

Given his record of service, Renaud’s advice for those looking for the secret 
to a successful 50 years in the industry is really no surprise: “In my opinion, 
being a member of the Institute and participating in all levels of the industry 
is a must for anybody who wants to be successful in this business.” 

Robert Renaud 
Renaud Agencies
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The photos in this month’s column were taken at various 
healthcare facilities by LSS Life Safety Services’ Fire Door Inspector Andrew 
Harris, FDAI. As mentioned in Bill Johnson’s Foundation column (page 6), 
the newly formed Department of Engineering at The Joint Commission (TJC) 

recently reviewed the top six most cited areas by TJC for the first half of 2011. 
Penetrations and fire-rated doors were listed as the number one violation, with 
46% of healthcare facilities inspected being cited for penetrations in fire walls 
and fire doors. FDAI inspectors clearly have their work cut out for them!

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 Jess Madden at  
jmadden@dhi.org, or mail them to Jess Madden, 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!

A sprinkler pipe and water 
lines pass through the 
transom panel. This is an 
improper field modification.

Apparently, someone felt the 
“Emergency Use Only Alarm Will 

Sound” sign was insufficient 
and decided to block access 

to this emergency exit.

Fire extinguisher and jackets blocking 
the clear path to stairwell door.
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All three of 
these photos 
are examples 
of unused 
fastener holes 
left behind 
from a mag 
lock being 
removed from 
a fire-rated 
frame and door.

This should have 
been a regular 

latch exit device, 
not half of a 

vertical rod set. 
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Seif, Steven, AHC
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Stowe, Philip
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Timothy, Roy
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Wacik, Laura, AHC & Michael
Wood, Ronald, AHC
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Zhu, David

DHi CHAPtErs
DHI Canada
Hoosier
New York
St. Louis (Derek Ringman)
Sunshine State
Tri-State

AFFiLiAtED orGANiZAtioNs
Builders Hardware Manufacturing  

Association
Boswell Olsen Ent., Inc
Renegade Entertainment
Schick Construction

2011FoundationContribList-Spread.indd   2 11/15/11   2:57 PM



 c o r p o r a t e  a c c e s s

By Ed Rigsbee, CSP

The Boomerang Effect in  
 Customer Satisfaction and Loyalty

s a l e s
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L 
IKE THE BOOMERANG, 
getting customers to return 
takes skill and practice. 

Today, your customers want more 
than just service. They want to be 
satisfied that they have received 
a great total value package from 
you. This idea applies to all 
levels of the distribution channel, 
from procuring raw materials to 
purchases by consumers and end 
users. Do this, and you’ll earn their 
sustained loyalty. By employing my 
P.A.R.T.N.E.R.S. model, you too can 
create customer satisfaction at such 
distinguished levels that loyalty 
will be the natural outcropping of 
your efforts. Essentially, you want 
to become your customers’ partner. 

This is because vendors are merely 
a dime-a-dozen, while partners are 
precious.
P is for Performance Standards; this 
is the underpinning of the model. 
You must identify, describe and 
express to your staff exactly what 
you expect of them. You must com-
municate what you want from your 
employees, not just by word, but also 
in deeds. Model the high level of cus-
tomer service you want by living the 
performance standards you demand 
of your team. Along with the need 
to establish performance standards, 
you also need to measure the level of 
service rendered to your customers. 
If you measure it, you most likely 
will manage it.

A is for Anticipating Customer 
Needs. This is crucial to delivering 
the kind of service and value that 
keep customers returning regularly. 
To create customer satisfaction, you 
must know what your customers 
want before they themselves know 
they want it. You can do this through 
customer focus groups, attending 
tradeshows, and reading those trade 
journals that are piling up in your 
office. This is also the area in which 
your superior product knowledge 
will serve you well. Additionally, 
spend the time to train your staff 
in the features and benefits of that 
which you sell. Great salespeople are 
those who do an unsurpassed job of 
assisting their customers to obtain 
all of the goods and services they 
need and want. These salespeople 
are also the ones who are so appreci-
ated by their customers that they are 
rewarded with repeat business.
R is for your Rules for Distinguished 
Customer Service. The first rule 
is to always give value-added ser-
vice. The idea of giving more than 
is expected or always giving a little 
extra at no charge has proven suc-
cessful to many over the ages. In fact, 
the baker’s dozen—13 rather than 12, 
i.e., giving one free when a customer 
purchases a dozen—is the result of 
this idea and is an excellent customer 
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retention method. Second, everyone 
in your business must understand 
and subscribe to the belief that cus-
tomers have earned the right to 
your respect simply by virtue of 
walking in your front door, calling 
on the telephone, or emailing an 
order. Third, everything you do has 
a ripple effect. All of your actions as 
an owner, manager or executive will 
have an effect on your customers. 
This applies to actions toward cus-
tomers and employees alike; if 
you treat employees poorly, they 
will treat your customers poorly. 
Additionally, remember that happy 
customers tell a friend or two; con-
versely, unhappy customers tell any-
body who will listen just how poorly 
you deliver value. Fourth, never 
promise that which you know you or 
your company cannot deliver. Over-

promising is the surest way to anger 
and lose a loyal customer.
T is for Transitioning Angry 
Customers into Happy Campers. 
You generally can accomplish this 
through a simple four-step method. 
First, you must listen intently to 
the customer’s complaint or gripe 
without getting defensive. Listen 
completely; take care not to be like 
the one-minute doctor who offers 
a prescription before doing some 
sort of diagnosis. You do not want 
to be guilty of customer service 
malpractice. Second, defuse the cus-
tomer’s anger through the process 
of asking open-ended questions. 
These are the questions to which 
your customer must talk rather than 
grunt an angry “yes” or “no.” Get 
him or her to explain the situation 
rather than just complain about it. 

Third, clarify the problem through 
responses. Repeat back to the cus-
tomer what you understand is the 
problem. If you did not understand 
or the customer did not explain it 
well, this is an opportunity to better 
understand. Fourth, offer a solu-
tion only after you are completely 
clear on what the real problem is. If 
you do not clearly understand your 
customer’s problem, you most likely 
will offer an incorrect solution and 
further anger your valued customer.
N is for the Need to Learn about 
Neuro-Linguistic Programming (NLP). 
This is today’s forefront  
science in serving and selling to 
others. Whether you like it or not, 
selling is part of customer service. NLP 
is the science of how the brain learns. 
Everybody has a basic preferred 
learning strategy: visual (seeing), audi-
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tory (hearing), or kinesthetic (feeling). 
Each learning strategy is used in var-
ious situations, yet most people favor 
one over the others. Detect your cus-
tomers’ preferred strategy by listening 
to the kind of words they use, and 
then communicate with them in their 
favored strategy. Do they use seeing, 
hearing or feeling words? As an 
example, take the customer who says 
things like, “I wonder how this will 
look on me?” Might this person be a 
visual learner? The key word is “look.” 
Talk to that person in visual or seeing 
terms. Use phrases like, “Just picture 
yourself….” This method of commu-
nication is called direct or matched 
communication. You are mirroring the 
other person’s learning style. Had you 
said, “Feel this fabric…,” you would 
have had a mismatch. You want to 
build a communication bridge with 

your customers. If you do this, your 
customers’ brain will say, “This person 
is like me; I like me; I like this person.” 
Now you are on the way to building 
the kind of high-level rapport that 
keeps your customers coming back. 
Two great books on NLP for business 
are NPL at Work, by Sue Knight, and 
The Power of Business Rapport, by Dr. 
Michael Brooks.
E is for Empower Your Staff to deliver 
on the expectations of your customers. 
Cutting a special deal, resolving con-
flict, and smoothing ruffled customer 
feathers should be among the powers 
your employees have. Customer 
expectations must be understood 
and delivered upon for your busi-
ness to survive. The behavior in your 
employees that you chose to reward 
is the behavior that they likely will 
repeat. If you tell your team, “You are 

now empowered!” but then rip their 
heads off for making a decision you 
didn’t like, they surely will not take 
that risk again. My grandfather was 
an electrician in the 1950s and ’60s, 
working at a shipyard in San Pedro, 
CA. He would repeatedly say about 
life at the shipyard: “There’s the right 
way to do things, there’s the wrong 
way to do things, and there’s the 
Navy’s way. We do things the Navy’s 
way!” Take caution not to play “Navy” 
with your employees. 
R is for Reward Customer Loyalty. 
Loyalty is a two-way street. If you 
want your customers to be loyal to 
you, then you must be loyal to them 
first. Giving deals to new customers 
only and not to established ones can 
easily offend; it mocks the customers 
who have been loyal to you. I’m sure 
you would agree that it costs much 
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less to keep a customer than to bring 
a new one in the door. If you are 
experiencing the “turnstile effect” in 
customer loyalty, take a close look at 
your customer retention policies and 
practices. Don’t be lured by the erro-
neous belief in unlimited customers. 
In reality, competition today is more 
brutal than ever before in our history, 
and it’s getting more so daily. Your 
customers have choice in who they do 
business with. The secret to success 
is to retain every customer and serve 
them all so well that they truly become 
your best advertisements. Frequent 
consumer programs are a much better 
strategy for sustained success than are 
new customer introduction offers.
S is for the Satisfied and Blissful 
State in which you want your cus-
tomers when they think or talk about 
you, your staff and your company. 

Your customers must believe that 
value and satisfaction is always Job 
One at your company. Customer 
service is the means, not the goal. 
You must stay focused like a laser 
on your necessary goal of customer 
satisfaction through perceived value. 
Just because customers are served, 
it doesn’t necessarily mean they are 
satisfied. Have you found yourself in 
a similar situation in which you were 
served, but not to the level of your 
expectations? You may very well 
have left the situation dissatisfied. 
Keep in mind that many customers 
will simply walk away with their 
expectations (realistic or otherwise) 
not met and will never say a word 
to you about it. What they will do is 
voice their complaints only to their 
friends and colleagues—the kiss of 
death to any business.

Now you have all of the pieces of 
the P.A.R.T.N.E.R.S. model—easy to 
understand at an intellectually level, 
but crucial at the emotional level. Like 
learning the necessary skills to make 
a boomerang return, you too must use 
the pieces of the model to help your 
customers become loyal and always 
return. The challenge is for you and 
your team to emotionally own the 
ideas and live them daily. Your actions 
are speaking so loudly that your cus-
tomers cannot hear a word you are 
saying. Let your actions show that 
you truly desire to become a precious 
partner to your customers.  

About the Author: Ed Rigsbee, CSP is the author 
of PartnerShift, Developing Strategic Alliances, 
and The Art of Partnering. Additionally, he has 
more than 1,500 published articles to his credit. Ed 
travels internationally to deliver strategic alliance 
keynotes and workshops. He can be reached at  
ed@rigsbee.com, or visit www.rigsbee.com.
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 c o r p o r a t e  a c c e s s
l e a d e r s h i p

By William Blades

Facing Change
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T 
HERE’S NOTHING LIKE 
hard economic times to make 
business leaders and manag-

ers consider making changes. If 
you find yourself in this position, 
understand that your role is to 
market and sell change so that your 
people see it, understand the need 
for it, and want it. Will there be 
some pain and fear involved? More 
than likely, so don’t sugarcoat it. 

Here are some thoughts to 
consider as you face change:

 ■ Do I understand that I have to go 
through a process of unlearning? 
You have picked up skills, 
habits and traits that you may 
need to get rid of. You may 
need a new role model. You 
may need to read more, and you 
must be more aware of needed 
improvements. 

 ■ Do my employees/clients see me 
as unique? Ever notice that when 
we ask for an appointment or 
schedule a meeting, we do so, 
for example, at 8:00 or 8:30? 
Why not 8:17? Uniqueness starts 
with little things such as this. Be 
distinct or be extinct.

 ■ When I say I bring added value, 
is it really true? Do you have a 
service that no one else offers? 
Shipping on time is not added 
value. Providing training and 

education for your clients is 
over-the-top added value. 
Whatever the services, make 
them unique and valuable. 

 ■ Am I not only liked, but also 
trusted and respected? For 
things to change, you have 
to change yourself. If anyone 
on your management team is 
not trusted, you must act. If 
anyone on your sales team is 
not respected, you must act. 
Greatness is not thinking less 
of yourself; it is thinking of 
yourself less. 

 ■ Am I truly wide open to change? 
What have you changed lately? 
Do you need to listen better? 
Be more creative? Manage 
time better? It could be more 
than one area that needs to be 
bolstered. It’s never too late to 
revise and revitalize yourself. 

Methods to help you love, or at 
least cope with, change include:

 ■ Understand that you are here to 
bring value to both your employer 
and your clients. You cannot do 
so if you are not seeking out 
better ways to do what you 
do. Think of yourself less and 
others more. 

 ■ Know that life gets better when 
you get better. Be a student 

of the basic things you are 
involved with, including 
reading articles and books on 
how to embrace change. Don’t 
let your mind be like concrete—
thoroughly mixed up and set.

 ■ Use your brain. You’ve heard 
the expression “Use it or lose 
it.” That saying could very 
easily apply to your brain. It 
determines your attitude and 
emotional equivalency, so keep 
it exercised and well-fed!

 ■ Stay away from those with a 
permanently negative outlook 
on life. It will serve you better 
to develop relationships with 
those who are passionate about 
their calling in life.

 ■ Don’t be afraid to fail. Rather, fail 
more than ever before. It will 
mean you are doing more new 
things and growing. Ponder 
this: If a book about failure 
doesn’t sell, is it a success?

Afraid of change? Don’t be. 
Almost everything new and differ-
ent is accomplished by someone 
being scared.  

About the Author: William Blades, LLC is a 
sales and leadership specialist. He can be reached 
at wblades@aol.com.
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PEOPLE

SDC	Expands	Customer	Support	Staff

Security Door Controls is pleased to 

announce and welcome Samantha Westby 

to SDC’s Customer Service Department as 

part of an ongoing expansion of Factory 

Sales and Customer Service departments. 

As a Factory C.S. Representative, Samantha 

will be responsible for a wide range of 

email, fax and phone inquiries and customer support, including 

product compatibility, availability, shipping lead time, order review 

and processing, order status follow-up and expediting. 

Samantha’s professional qualifications include extensive 

experience as C.S. representative with an electronic component 

manufacturer and a C.S. representative position for the City of 

Ventura. Samantha also has a background in marketing. She 

earned an AS in Business Administration from Santa Barbara 

Business College, also earning high honors and receiving the 

Outstanding Student Award upon graduation. 

For more information, visit www.SDCsecurity.com. 

Khoa	Nguyen	Named	Manufacturing	
Manager	for	Secura	Key

Secura Key of Chatsworth, California, is 

pleased to announce the promotion of 

Khoa Nguyen to Manufacturing Manager. 

Khoa has been with Secura Key for more 

than 15 years. During that time, his 

responsibilities have included IT Manager, 

Manager of Process Engineering, and Production Analyst. He has 

a BS degree from California State University, Northridge, as well 

as an MBA with a concentration in Information Technology from 

California State Polytechnic Institute, Pomona.

Further information on Secura Key is available at www.

securakey.com.

PRODUCTS

Masonite	Expands	into	Router-Carved	MDF	Interior	Door	Category

Three new product lines offer residential and commercial custom-

ers cost-effective, designer carved doors.  With its recent acquisi-

tion of Marshfield DoorSystems, Masonite® is pleased to announce 

the introduction of a router-carved, medium-density fiberboard 

(MDF) door collection. The collection is segmented into three sep-

arate product lines called Bolection®, Carte Blanche™, and CYMA™. 
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From the 65 standard designs in the CYMA 

line to the unlimited design flexibility of 

the Bolection line, there is a Masonite door 

to complement any décor. 

For more information on Masonite 

products, including the new router-

carved collections, visit www.masonite.

com, or call 800/663-DOOR.

Zero's	New	Gasketing	for	Correctional	and	
Psychiatric	Facilities

An anti-ligature option to prevent gas-

keting from being used for other than 

intended purposes, the rubber seal is 

sectioned or scored prior to insertion 

into aluminum housings or adhesive 

application to doors or frames. It func-

tions normally for its specified applica-

tion but is designed to break if removed 

from housings or surfaces. With no spe-

cial handling required, the anti-ligature 

option is available with various models, 

including #328 gasketing for head and 

jamb or meeting stiles and #188 self-

adhesive door seals, or it is supplied on 

request with most Zero gasketing. 

Please visit www.zerointernational.com, 

or call 800/635-5335 or 718/585-3230 for 

more details.

Door	Controls	International	Introduces	a	
Universal	Flush	Bolt	

Ordering DCI’s new 860/960 Series 

Universal Automatic Flush Bolt will allow 

you the option of installing it in either 

a metal or wood door. What to stock 

becomes easy. 

When automatic flush bolts are speci-

fied, only one product is needed. The 

862/962 Automatic Flush Bolt is packaged 

as a complete set to be used in recessed 

or flush metal doors or wood doors. 

Not only is it easy to order, but the 

patented small-profile, two-piece design 

will aesthetically enhance the appear-

ance of the door. It only requires a latch 

bolt prep in the top or bottom and meet-

ing edges of the door. This prep will add 

stability to the wood door and prevent 

delamination by eliminating the core 

removal at the door corner that is neces-

sary with traditional flush bolts. 

To complete the line, the BFB Bottom 

Fire Bolt may be used with the 860/960 

Top Bolt in both metal and wood doors. 

All installations mentioned are UL listed 

for fire doors. 

For more information, please visit 

www.doorcontrols.com.

CORPORATE CORNER

ASSA	ABLOY	Announces	Aperio	Integration	
with	RS2®	Technologies

ASSA ABLOY announces the integration 

of RS2's hardware and software solutions 

with ASSA ABLOY's Aperio™ wireless 

locks. On the software side, Aperio wire-

less locks integrate with RS2’s powerful 

Access It!® line of access control software, 

which includes Access It!® Lite.NET™, 

an entry-level, single-user version, and 

Access It!® Universal, a multi-user, enter-

prise-wide system. Aperio also integrates 

with RS2's access management hardware, 

which is built around its System Control 

Processor (SCP) family and is based on 

32-bit microcontrollers. By combining 

the power of these resources, users can 

extend the reach of their access control 

systems through their existing infrastruc-

ture and significantly reduce hardware 

and labor costs. 

For more information, go to www.

assaabloy.com.
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The ResouRce foR 
Openings Industry  

Employment Opportunities 
is Just a Click Away...

www.dhi.org
For classified advertising rates for  

online or print advertising, deadlines, 
and other information, contact:

Kara Burgess 

Email: classifieds@dhi.org

Call: 703/766-7026

Visit: www.dhi.org

Building Relationships, Careers, and Business!
Privately owned company with over 800 employees and 80 years

of success and sales over $175MM. Committed to continued
growth and excellence for all employees and customers. 

We are seeking experienced DOOR INDUSTRY professionals for
operations, commercial sales, and commercial field installation

in existing markets and new markets. Current operations include:

D.H. PACE COMPANY offers a complete range of door and
door-related products and services, including:

• commercial entry doors • integrated security systems
• finish hardware • loading dock equipment
• automatic pedestrian doors • high speed industrial doors

We invite applicants with a minimum of three years experience in
the door industry to submit resumes. Industry certifications are
desirable, but not required. We offer excellent compensation and
a full benefits package. EOE

Submit resume via:
• E-mail: srrecruiter@dhpace.com
• Fax: 816.480.2682
• Phone: 866.265.9977

Non-smoking environment
Drug screen required
E-Verify participant

www.dhpace.com 10/11

Phoenix, AZ • Denver, CO • Atlanta, GA • Wichita, KS
Kansas City, MO • Springfield, MO • St. Louis, MO
Baltimore, MD • Las Vegas, NV • Albuquerque, NM

DHI_Ad_2011_DHI_Ad  10/18/2011  9:56 AM  Page 1
Classifieds Corner

Help Wanted

Experienced Door and Hardware Sales Person

Akron, Ohio, Fred J. Crisp, Inc. since 1929. 
Good base with excellent commissions.

Mail resumes only, to:

Jim/Fred J Crisp, Inc. 
1323 Easton Dr. 

Akron, Ohio 44310

We Get it. It’s not just the pay that  
keeps our turnover rate LOW.

Well here’s your opportunity to join a well-managed company, offering 
competitive wages and benefits, as well as opportunity to learn and 
achieve, with some of the most experienced people in the business. 

Lotspeich Co. of Florida, Inc., a leader in the South Florida Specialty 
Construction, is looking for eager, experienced, innovative, hard-working 
individuals to join our elite team.

Founded in 1928, Lotspeich Company of Florida, Inc. has built a reputation 
for providing superior customer service by delivering the highest quality 
products and services. Our highly capable team is in need of Project 
Managers, Estimators, and a Purchasing Agent. A minimum of three 
years experience preferred. Comsense experience is a plus. We are also 
looking for Welders and Installers. 

Your resume and information will be kept completely confidential.  
Looking forward to receiving your resume through our web-site  
www.lcfinc.com, and going over the job in more detail with you!

Please send your resume to:

LOTSPEICH COMPANY OF FL., INC. 
Attn: Michael Fee 

E-mail: mikef@lcfinc.com 
Fax: 954/978-2387
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Where can you find all of these fine 
brands from ASSA ABLOY under one roof?

at MIDWEST WHOLESALE
and technically it is under five different roofs.

midwestwholesale.com

Missouri 
  

800 821 8527
Florida 

  
800 659 8527

California 
 

888 707 8527
Pennsylvania 

 
800 821 8527

Texas 800 821 8527

Give us a call today so we can provide you
with door hardware solutions from ASSA ABLOY.



800-847-5625
WWW.SECLOCK.COM

The Schlage AD-Series is the only lock that supports multiple credential types and lets you upgrade any time without taking the 
lock off the door. Our electronic access control experts can tell you where and how to use the AD-Series, and how best to integrate 
it with the system you already have in place.

No matter what your challenge, Security Lock Distributors delivers unparalleled service you can depend on. From integrating 
electronic and mechanical hardware solutions, to the industry’s most extensive in-stock inventory and best online technical library. 
Security Lock Distributors has a solution for... Every budget. Every schedule. Every time.   

Now you can get the most adaptable lock in the business from the industry’s most versatile distributor.

Boston, MA Pompano Beach, FL Chicago, IL Las Vegas, NV

Schlage AD-Series is fl exible, adaptable, scalable 
and available at Security Lock Distributors.


