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“T 
O YIELD 50% OF MY SALES FROM the 
end-user and maintenance markets, resulting 
in an increase in profits and an improved abil-

ity to weather a downturn in new construction.”
Is this a major goal in your current strategic 

plan? I know you are having a tough time even 
projecting beyond the recession, but it will come 
to an end, and in the meantime, you need to 
reposition your company for the future—even 
if that just involves developing a plan that is not 
implemented for the next 18 to 24 months.

This edition of Doors & Hardware is dedicated to 
the topic of security, and specifically to electronic 
access control. It is a very timely topic to consider 
when envisioning your company’s future and 
points to an interesting crossroad.

Currently our industry does an excellent job of 
securing new construction sales, but the relation-
ship concludes with the opening of the building. 
As we’ve identified for quite some time, a move-
ment toward managing our products throughout 
the life cycle of the building opens up a whole 
new market for our industry.

If you want to see an example of this concept 
in action, look to security systems integrators 
and monitoring companies. They do a good job 
of maintaining a long-term relationship with 
buildings and their owners by providing ongoing 
services, including monitoring security and main-
tenance contracts to maintain their products. It is 
very profitable!

Another life cycle opportunity is one we have 
learned through the evolution of the fire door 
inspection concept. The overwhelming majority 
of our openings, over time, are violated and need 
maintenance and repairs to not only meet the 
codes and standard requirements, but to function 
properly. This business model provides us with 

an opportunity to maintain a relationship with 
the end user through service and maintenance 
contracts that also can lead to upgrade sales of 
cutting-edge electronic access control systems 
and, ultimately, advancements in life safety and 
security products. 

Jess Madden, in the article Hardware Is Evolving, 
on page 24, notes that “…90% of the individuals in 
our recent survey expect sales of electrified hardware 
and access control products to increase in 2012, with 
most anticipating increases of the least 10% to 20%.” 
She also cites research from Frank Lynn and 
Associates, presented at DHI’s 2010 Forum for the 
Future, which projects growth in electronic access 
control between 10% to 30% annually versus 
mechanical hardware in single digits. Ms. Madden 
goes on to state, “Ready or not, the trend toward the 
use of electrified hardware, access control systems and 
other security features is clear, and recent world events 
point to increasing demand across all building types.”

As Ed Toy explains in his article, titled The Future 
of Hardware: Access Controls, on page 22, “The need 
for more electronic locking is outstripping the need 
for mechanical locking in the rapidly evolving market 
of security.” In addition, “The demand for increased 
security and more complex security/control systems is 
increasing in both new and retrofit markets and will 
continue to do so.” Finally, he notes, “Profit margins 
for access control work are not under the same pressures 
currently facing the traditional hardware market.” 

In other words, electronic access control is a 
great opportunity for our industry, and to be 
successful in this market requires building a 
strong relationship with the end user, the develop-
ment of fire door inspection opportunities, an 
installation and service model, and the opportu-
nity to sell maintenance contracts.

Is your company ready?   

The End User Is the Missing Link

By Jerry Heppes, Sr., CAE

i n  T O U C H
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N 
EARLY 1,000 CAMERAS WATCH THEM 
all day. Every visitor—parents, volunteers, 
the guy who fills the Coke machine—must 

surrender his or her driver’s license to a secretary who 
checks it against a national database of sex offenders. 
This fall, nearly one in three schools literally trapped 
visitors inside a “secure vestibule,” a bulletproof glass 
room, until they’re checked out.

Welcome to the brave new world of school security. In an 
era when deadly school shootings seem to happen like clock-
work, schools are hardening up, trying unconventional means 
to deter violence and keep track of students and adults.1

It is interesting to note that the above text was 
taken from a USA Today article that was originally 
published in October of 2006. The issues that were 
being talked about 5½ years ago are still being 
talked about today, but security concerns have 
been largely overshadowed in the news by reports 
of teacher layoffs, classroom overcrowding, lack 
of maintenance and delayed construction of facili-
ties—all the result of sweeping budget cuts over the 
last few years. 

As the recession drags on, districts are strug-
gling just to maintain their schools, much less 
upgrade them with the latest security measures. To 
help struggling schools find much-needed funds, 
Congress has been introducing legislation that 
would make grants available to schools in need of 
renovations and repairs. 

A quick look through the Library of Congress 
website www.thomas.gov, and you can readily see 
pieces of legislation that rise to the top:

■ Fix America’s Schools Today Act of 2011S.1597 
and H.R. 2948 (115 co-sponsors), introduced 
9/15/2011 – Legislation that directs the Secretary of 
Education to allocate grants to states and, through 
them, subgrants to local educational agencies to 
modernize, renovate, or repair early learning or 
elementary or secondary education facilities

■ Building Fairness Act of 2011S.902, introduced 
5/5/2011 – Amends the Elementary and 
Secondary Education Act of 1965 to direct 
the Secretary of Education to allocate funds 

to states for competitive matching grants to 
local educational agencies for school repair, 
renovation, and construction

■ H.R. 2869 School Athletic Facilities Restoration 
Act of 2011, introduced 9/8/2011 – Amends the 
Elementary and Secondary Education Act of 
1965 to authorize the Secretary of Education 
to award competitive matching grants to local 
educational agencies for the construction, 
renovation, or repair of school athletic facilities

Although these types of federal initiatives tend to 
be slow moving, members of this industry should 
know that they have a voice that weighs in on federal 
funding issues that are important to school renova-
tion and construction. Over the years, the Foundation 
has met many times with elected officials and 
members of their staff to discuss pending legislation.

The avenue of federal funding remains a long-
term solution to an ongoing concern. Funding of 
school initiatives with state and local dollars tend 
to move more quickly. However, the voice and pres-
ence of this industry on school construction and 
renovation issues should not be underestimated, 
and we will work tirelessly to keep this legislation 
on the radar of your elected officials.

What can you do? Call your representatives in 
Congress and let them know the issues that are impor-
tant to you. Good sources of information are www.
thomas.gov and www.contactingthecongress.org. 

A great example of personal involvement is the 
Stop Online Piracy Act, or SOPA. Regardless of 
which side of the issue you fall on SOPA, the major 
reason this legislation is being reconsidered is due 
to the huge influence of the online community and 
the large volume of calls to congressional offices. 

Congressional offices react to the strong interest 
of their constituents. The voice of your industry, 
association and Foundation becomes collectively 
stronger with your ongoing interest and support.   

Source

1. USA Today, October 9th, 2006

By Bill Johnson, Executive Vice President 
Door Security & Safety Foundation

Reach Bill at bjohnson@dhi.org or 703/766-7039 (office direct)Helping Legislators Help Schools

door security & safety FOUNDATION

mailto:bjohnson@dhi.org
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ORGED IN THE EXPERIENCE AND AFTERMATH OF 
the attacks on Manhattan’s World Trade Center 
(WTC) towers, the nation’s first mandates for 
installing photoluminescent exit path markings in 
high-rise buildings became law in January 2006, 
embodied in the New York City Building Code.

With the publication of the 2009 International 
Building Code (IBC), glow-in-the-dark systems are on 
their way to becoming mandatory installations in 
high-rise stair towers nationwide. Specifiers outlining 
requirements for projects in the 22 states that have 
adopted IBC 2009 (as of April 1, 2011) have an imme-
diate need for information about requirements listed 
in Section 1024, “Luminous Egress Path Markings.”

Charged by exposure to ambient light, photolu-
minescent material emits luminescence after the 

activating light source is no longer available. These 
signs and markings are designed to facilitate safe 
emergency exits during building evacuations when 
power and backup lighting have failed. They typi-
cally are placed close to the floor for visibility in 
smoke-filled and crowded passageways.

A	Brief	History

New York City’s standard for photoluminescent 
exit path markings originated with recommenda-
tions by the Port Authority of New York and New 
Jersey (PANYNJ) following the 1993 bombing of the 
World Trade Center, which the independent agency 
owned and managed. Officials saw in photolumi-
nescent lighting a way to avoid the ordeal suffered 

by Jerry Heid, AHC

F

LUMINOUS 
EXIT PATH 
MARKINGS 
UNDER  
IBC 2009

Stair Towers 
Aglow:

Photo Credit: © iStockphoto.com/ambrozinio
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by building occupants fleeing the 
1993 attack, forced to feel their way 
down stairwells in smoke and total 
darkness. Photoluminescent mark-
ings were subsequently installed 
and largely in place when the WTC 
was attacked again in 2001. Power 
remained on, and there was no 
smoke on the lower floors during 
that evacuation, allowing occupants 
to evacuate more quickly than in 
1993, without need for supplemental 
lighting.

The recognition of ongoing poten-
tial risk from catastrophic events, 
however, led the city to convene 
a task force representing a broad 
coalition of public- and private-
sector experts, as well as survivors 
of the attack. Following a review 
of high-rise building design and 
construction standards and emer-
gency procedures then in place, the 
task force recommended modifica-
tions to enhance public safety—
including codifying standards for 
photoluminescent systems into New 
York City law.

From	New	York	View	to	a		
More	Limited	Scope

The NYC standard calls for photo-
luminescence both in directional 
signs pointing to exits and in mark-
ings showing outlines of all egress 
paths, including stairs, handrails 
and obstacles. While borrowing 
some language from the NYC stan-
dard, IBC 2009 Section 1024 requires 
luminous egress path marking only 
in exit enclosures—effectively, stair 
towers and passageways within 
stair tower configurations.

According to Kimberly Paarlberg, 
senior staff architect for the 
International Code Council (ICC), 
the narrower focus of the IBC 
requirements assumes that visibility 

will be maintained in corridors and 
hallways by battery-powered emer-
gency lighting, as well as mandated 
sprinkler systems that help disperse 
any smoke. It likely also reflects the 
perspective of fire officials, who see 
particular value in glow-in-the-dark 
markings for evacuating the many 
occupants of high-rise buildings who 
have never been in the stairways and 
do not know where stairways and 
emergency exits terminate.

Like the NYC standard, IBC 
provisions apply to buildings with 
occupied floors more than 23 meters 
(75 ft.) above fire vehicle access in 
the following occupancy groups:

■ A (Assembly)
■ B (Business)
■ E (Education)
■ I (Institutional)
■ M (Mercantile)
■ R-1 (Residential-Transient)
For the most part, Chapter 10 of 

the 2009 International Fire Code (IFC) 
mirrors IBC 2009, effectively provid-
ing for the same luminous egress 
path markings in existing buildings. 
An exception is made for open, 
unenclosed stairwells in buildings 
designated as historic under local 
preservation programs.

Approved	Luminous		
Exit	Path	Markings

Compared with New York City 
requirements for photolumines-
cence, qualifying materials are 
defined more broadly under the 
2009 IBC. Egress paths may be 
marked by any material capable 
of maintaining the required lumi-
nance without an electrical charge. 
Section 1024.4, “Self-luminous and 
Photoluminescent,” lists both kinds 
of materials, including adhesive 
tapes and paints. (Self-luminous is 
defined as being illuminated by 

a self-contained power source, 
other than batteries, and operated 
independently of external power 
sources. Exit signs powered by a 
glowing type of hydrogen gas called 
tritium fall into this category.)

Approved marking materi-
als must comply with either 
Underwriters Laboratories (UL) 
1994, Luminous Egress Path Marking 
Systems, or ASTM E 2072, Standard 
Specification for Photoluminescent 
(Phosphorescent) Safety Markings.

As an exception to the ASTM 
standard, the marking system must 
provide fluorescent illumination of 
one footcandle (11 lux) for 60 minutes. 
The minimum required luminescence 
is 30 millicandelas/m2 (2.788 milli-
candelas/sq.ft.) at 10 minutes, and 5 
millicandelas/m2 (0.465 millicandelas/
sq.ft.) after 90 minutes.

Digging	Deeper	into	the	Details

It is important to understand the 
specific placement of these mark-
ings. International Building Code 
Section 1024 makes exceptions for 
marking lobbies and areas of open 
parking garages on the level of 
exit discharge that serve as part of 
the exit path (referencing Section 
1027.1, “Exit Discharge/General,” 
Exceptions 1 and 3, respectively).

IBC has specific provisions for 
luminous markings within exit 
enclosures, including stair towers 
and connecting exit passageways. 
The figures shown for each section 
provide additional details regarding 
dimensions. All figures illustrate 
the application of photoluminescent 
markings to satisfy the provisions 
of Section 1024. Section 1024.3, 
“Uniformity,” stipulates consistent 
placement and dimensions of 
markings throughout the same exit 
enclosure.
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STEPS	(1024.2.1)	AND	LANDINGS	(1024.2.2)

The entire horizontal leading edge of each step is to be 
marked with a solid and continuous stripe of luminous 
material (Figure 1). A minimum horizontal width of 25 
mm (1 in.) is required, unless the material used is tested 
and listed in accordance with UL 1994.

The leading edge of the stripe must be placed no more 
than 13 mm (½ in.) from the leading edge of the step, but 
it can also overlap the lip, extending no more than 13 
mm down the vertical face of the step.

Stripes of same dimensions are to be placed in the 
same manner at the leading edge of all landings, such as 
platforms at the tops of stairs.

HANDRAILS	(1024.2.3)

The top surface of all handrails must be marked with 
a solid and continuous stripe extending along their 
entire length, including handrail extensions and newel 
post caps (Figure 2). A minimum horizontal width of 25 
mm is required, unless the material used is tested and 
listed in accordance with UL 1994. Gaps in the stripes at 
bends or corners in the railings must not exceed 102 mm 
(4 in.).

PERIMETER	DEMARCATION	LINES	(1024.2.4)

Except for the sides of steps, stair landings and other 
floor areas within exit enclosures are to be outlined with 

solid and continu-
ous demarcation 
lines 25 to 51 mm 
(1 to 2 in.) wide on 
floors or walls, or 
a combination of 
both. Again, an 
exception to the 
25-mm minimum 
width is allowed 
for UL 1994-listed 
materials. Gaps in 
the stripes are not 
to exceed 102 mm.

FLOOR-MOUNTED	
DEMARCATION	LINES	
(1024.2.4.1)

Perimeter mark-
ing lines must 
be placed within 
102 mm of the 
wall, extending to 
within 51 mm of 
the markings on 
the leading edge of 
landings (Figure 1). 

The demarcation lines must continue across the floor in 
front of all doors, except for exit doors leading out of an 
exit enclosure and through which occupants must travel 
to complete the exit path.

WALL-MOUNTED	DEMARCATION	LINES	(1024.2.4.2)

Perimeter lines may instead be placed on walls, with 
the bottom edge of the stripe no more than 102 mm 
above the finished floor (Figure 3). Those lines need to 
drop vertically at the top or bottom of stairs to within 51 
mm of the step or landing edge.

Where transitions between walls and floors are the 
only practical way to outline a continuous path, the 
stripes on walls and floors must be connected by verti-
cal segments (1024.2.4.3, “Transition”).

Where the wall line is broken by a door, the perimeter 
line can either continue across the face of the door (as 
shown in Figure 3) or transition to the floor and extend 
in front of the door. As with floor-mounted perimeter 
lines, wall-mounted lines should not extend in front of 
exit doors leading out of exit enclosures or doors in the 
line of travel to complete the exit path.

Figure 1  Stair & Landing Edge Markings
and Floor-Mounted Demarcation Lines
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OBSTACLES	(1024.2.5)

Obstacles such as standpipes (Figure 4), hose cabinets, wall projec-
tions and restricted height areas that project more than 102 mm into 
egress paths must be outlined with alternating bands of lumines-
cent material and black, no more than 51 mm thick and angled at 
45 degrees (0.79 rad.). This paragraph cautions against obscuring 
required information or indicators, such as instructions to occupants 
for the use of standpipes.

DOORS	FROM	EXIT	ENCLOSURES	(1024.2.6)

Provisions in this section apply to all doors within exit enclosures 
through which occupants must pass to complete the exit path.

EMERGENCY	EXIT	SYMBOL	(1024.2.6.1)

Figure 5 shows a low-location luminous emergency exit symbol 
complying with NFPA 170, Standard for Fire Safety and Emergency 
Symbols, in accordance with this section. Emergency exit symbols are 
to be mounted on the face of the door, centered, with the top of the 
symbol no higher than 457 mm (18 in.) above the floor.

DOOR	HARDWARE	MARKINGS	(1024.2.6.2)

As shown in Figure 6 (below), door hardware requires a minimum 
of 406 mm2 (0.6 sq.in.) of luminous material to mark the door handle. 
It can be placed behind, immediately adjacent to, or on the door 
handle and/or escutcheon. Where a panic bar is installed, a stripe at 
least 25 mm wide must extend along the entire length of the actuat-
ing bar or touchpad.

DOOR	FRAME	MARKINGS	(1024.2.6.3)

The top and sides of the door 
frame must be marked with a 
solid and continuous stripe 25 
to 51 mm wide (Figure 7). The 
stripes may be placed on walls 
surrounding the frames if the 
door molding does not provide 
enough flat surface on which to 
locate the stripe.

Illumination	Requirements	for	Photoluminescent	Markings

Section 1024.5, “Illumination,” requires lighting in exit enclosures 
where photoluminescent markings are installed for at least 60 
minutes before periods of building occupancy. Its intent is to provide 
sufficient exposure to ambient light to fully charge the photolumines-
cent material.

The ICC’s Paarlberg sees a likely dilemma and potential conflicting 
purposes in this provision as written. “For commercial buildings, 
where occupants work late and cleaning crews come and go at all 
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hours, the practical effect could easily be a 24-hour 
lighting requirement,” she explains. “That means added 
costs for buildings that typically keep the lights off in 
largely unused stair towers. This could be considered 
as running counter to the goals of energy conservation 
that ‘green’ codes are promoting.”

A possible solution to this dilemma lies in the mate-
rial’s physical properties. Photoluminescent material 
is made of strontium pigment that does not denigrate 
over time. It will charge in as little as 15 to 20 minutes 
of ambient light at 500 lux (equivalent to standard office 
lighting) and can charge at much lower light levels 
depending on the distance from the light source.  
Good-quality material provides visible photoluminesce 
nce for approximately eight hours, which could conceiv-
ably accommodate more energy-efficient scenarios for 
ambient light intervals.

The quality of photoluminescent material is deter-
mined largely by its thickness––the thicker the material, 
the more charge it can hold, and the longer the light will 
last. Very thin materials ranging from 0.4 to 0.8 mm  
(⅟₆₄ to ⅟₃₂ in.) are commonly offered. However, photolumi-
nescent materials available up to 3.2 mm (⅛ in.) in thick-
ness are better choices for maximizing luminous charge.

Exit	Signs	Can	Also	Glow	in	the	Dark

Where exit signs are required under Section 1011, 
“Exit Signs,” IBC 2009 introduces a new photolumi-
nescent option. Section 1011.4, “Internally Illuminated 
Exit Signs,” states the requirements for internally illu-
minated exit signs, which include electrically powered, 
self-luminous and photoluminescent signs. Approved 
signs must be listed and labeled under UL 924, Standard 
for Safety of Emergency Lighting and Power Equipment.

Other	Considerations

Luminous exit path markings required under 2009 
IBC will be subject to regular inspections by fire code 
officials under 2009 IFC. Anticipated building uses and 
product needs for abrasion resistance, adhesion and slip 
resistance will be important considerations for speci-
fiers––and, of course, building owners––interested in 
maximizing service life and minimizing maintenance 
costs for installed systems.

Specifiers will want to keep in mind that photolumi-
nescent applications are still unfamiliar to most installers 
at this time. Since code requirements and referenced 

standards are very specific, providing drawing details 
helps ensure the precision needed for compliance.

Specifying high-quality products also can be helpful 
for reducing installation problems and maximizing 
service life. Where extremely clean surfaces are needed 
for proper adhesion using thinner materials supplied 
with standard pressure-sensitive adhesive backings, 
thicker materials with foam-backed tape are much less 
demanding for substrate preparation. Photoluminescent 
materials are typically ordered by the linear foot.

Adhesive marking strips in high-traffic stairwells 
pose a special maintenance challenge. Specifiers may 
want to consider stair nosings with profiled grooves, 
rubber inserts, and photoluminescent material inte-
grated into the outside-edge grooves for a more durable, 
as well as non-slip, solution (Figure 8).

Do	Not	Forget	NYC

Specifiers for New York City projects need to continue 
referencing applicable sections of the NYC Building Code 
and the broader scope of requirements for photolumi-
nescent systems contained there. The basic require-
ments for using approved photoluminescent material 
are spelled out in New York City Local Law 26, New York 
City Building Code, Section 27-383, Part B.

NYC Building Code Reference Standard RS 6-1, 
“Photoluminescent Exit Path Markings,” provides techni-
cal specifications for photoluminescent properties and 
performance. RS 6-1 also lays out minimum requirements 
for placement of photoluminescent products, shown in 
Figure 9 (top of page 21). The defining difference in the 
NYC approach is that it assumes a worst-case scenario 
with catastrophic event scope, intensity and duration capa-
ble of overwhelming or compromising emergency and 
back-up systems. Compared with the 2009 IBC, this trans-

Figure 8
TRACTION TREAD™ Glow Stair Nosing 
( Model #2673A-E-L )

Figure 8: Photoluminescent stripes or stair 
nosings are used on step and landing edges in 
high-traffic stairwells.



lates to additional installation requirements for (specifi-
cally) photoluminescent marking systems, including:

■ Exit signs (Figure 10) and directional signs (Figure 
11), marking both “final exit” doors, leading directly 
to the exterior or to a street-level lobby, and “inter-
mediate exit doors,” used in the egress direction 
(including both vertical and horizontal exits, as well 
as transition passageways)

■ Hardware and frame markings for all final exit and 
intermediate exit doors

■ Floor perimeter demarcation lines and obstacle mark-
ings along all egress paths

Next	Steps

Five years of enforcement have provided ample practical 
guidelines for specifying photoluminescent systems in New 
York City. As IBC 2009 advances to becoming the law of the 
land for the rest of the country, the time is now for under-
standing Section 1024 requirements for luminous exit path 
marking systems and ensuring that they are properly speci-
fied. As with other code changes, some confusion is to be 
anticipated during implementation regarding if and where 
these items are to be specified, and owners also need to be 
educated. Assistance from supplier partners for clarifying, 
as well as providing, required solutions can be especially 
helpful during the transition toward familiarity.  

About the Author: Jerry Heid, AHC, is the vice president of sales for Zero 
International. He manages the field sales and customer service organiza-
tions supporting all product lines for Zero International and its affiliates, 
Advantage Lites & Louvers and Ind-Ex. With more than 30 years in the door 
and hardware industry, Heid has in-depth experience in virtually all building 
team roles. Additionally, he has an extensive background in sales and man-
agement, as well as a first-hand perspective on distributors’ business and 
needs. Heid can be reached via email at jheid@zerointernational.com.

This article originally appeared in the November 2011 issue of The Construction Specifier 
(vol. 64, no. 11), the official publication of the Construction Specifications Institute (CSI).
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HE SECURITY LEVELS WITHIN A PRISON 
determine which detention locks are needed 
and which lock functions are necessary. 
Local building codes NFPA 101: Life Safety 
Code and NFPA 80: Standard for Fire Doors 

and Other Opening Protectives also affect which locks and 
lock functions are needed. Security levels vary from 
low security, through medium security, to maximum 
security. A building will have combinations of all secu-
rity levels as the usage changes from administration or 
visitation areas (non-secure) to inmate housing (secure 
space). The door openings will provide a perimeter of 
security, as well as paths of egress. NFPA 101 (Sections 

22 and 23) on new and existing detention occupancies 
sets a guideline.

NFPA 101 defines a correctional facility as a place that 
provides sleeping accommodations for four or more 
persons, whom, in the event of a fire, are generally 
prevented from self-preservation because of security 
measures beyond their control. Variations can be 
obtained by using 24-hour staff positions. NFPA 80 
prevents the labeling of many detention door and frame 
assemblies. The detention locks specified most often 
have not been fire rated, and therefore the door and 
frame assemblies cannot be labeled. Check with manu-
facturers for fire-rated locking assemblies.

Photo Credit: © iStockphoto.com/Daniel Stein

T

DETENTION LOCK
b a s i c s

By Roslyn Shender, AHC/CDC
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Detention locks are either mounted in the door or in 
the frame leg (see Table 1). The lock prep in the door 
will need a lock mounting plate, and the lock prep in 
the frame leg will need a lock cover plate. The plate is 
used to secure the lock in place. Lock cover plates and 
lock mounting plates are not included with the lock; 
they are considered accessories (Picture 1). The detention 
equipment contractor (DEC) or the hollow metal manu-
facturer will supply the lock cover plate or hollow metal 
mounting plate with no fasteners included. Detention 

lock manufacturers provide security 
fasteners (torx, pin torx or spanner 
head) with all of their products.

Detention locks and locking devices 
can be mechanical, electrical with 
mechanical override, or pneumatic 
with mechanical override. Any locks 
or locking devices may be keyed on 
one or two sides. Electric locks will 
have a mechanical lock built inside 
to provide key access during power 
failures or during emergencies. Due 
to the many variables affecting the 

locks, manufacturers do not stock complete locksets or 
locking devices; therefore, production time can take up 
to 22 weeks.

LEVER	TUMBLER	LOCKS	AND		
PIN	TUMBLER	LOCKS

Lever tumbler locks use an inte-
grated locking system with a one-
piece key cylinder and brass tumblers 

activated by bronze springs (Picture 2). They cannot 
be master keyed and use a paracentric key. They have 
proven to be very durable in areas of highest security, 
providing strong pick resistance.

Pin tumbler locks use a separate keying system with 
over-sized mogul cylinders that use pins, springs and 
cylinder engaging balls on which the key rides. The cylin-
der diameter is 2¼ inches. These can be master keyed and 
use a mogul key. A special configuration exists as a mogul 
cylinder option to accept an architectural hardware cylin-

der within a 2¼-inch diameter 
cylinder housing.

ASTM F1577, Standard Test 
Methods for Detention Locks for 
Swinging Doors, evaluates a lock’s 
resistance to attacks from batter-
ing, prying and fire. This stan-
dard defines the security grade 
by the ability of a lock to sustain 
continuous impacts over a set 
time period, from 10 minutes for 
Grade 4, to 60 minutes for Grade 
1 (Table 2). The goal is to create 
time for response teams to react. 

Mechanical locks must also pass a bolt retraction test, as 
they must function after the abusive attack takes place.

MECHANICAL	LOCKS

Mechanical locks are used in areas where officers 
manually lock and unlock doors when remote operation 
is not required. This includes access or chase doors. The 
same prison key and keyway will be used for each appli-
cation. (All chase doors in one area will be keyed alike.)

Mechanical locks are manufactured with a square 
bolt, beveled bolt or hook bolt. When a pair of doors 
does not use a mullion and both doors need to be active, 
a cremone bolt is used. These locks are mounted in the 
door and provide multi-point locking. 

Understanding the movement direction of a sliding 
 door or the swing direction of a swinging door 

Table 1

Lock Series

Overall Size in Inches
(May Vary)

W=Lock Width, H=Lock Height, 
D=Lock Depth

Weight
(May Vary)

Lock (normally)
Mounted In

10 4½ W X 3 H X 1¼ D 7 lbs. Door

17 4 W X 2¾ H X 1¼ D 7 lbs. Door

30 3½ W X 10 H X 1½ D 12 lbs. Door

60 8¼ W X 4½ H X 1½ D 11 lbs. Door

80 5½ W X 37⁄8 H X 1½ D 7 lbs. Door

Cremone Bolt 155⁄16 W X 9½ H X 21⁄16 D 55 lbs., 110 lbs. Door

50 9 W X 133∕8 H X 31⁄8 D 50 lbs. Frame

120 57⁄16 L X 12 H X 3½ D 19 lbs. Frame

Picture 1

Picture 2

  Table 2

  ASTM F-1577  

Security Grade Number of Impacts Time

1 600 60 min.

2 400 40 min.

3 200 20 min.

4 100 10 min.

Illustrations Courtesy of Southern Folger Detention Equipment Company
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(architectural door handing) is different for detention 
lock handing. The placement of the lock and the door 
movement is critical, and lock manufacturers’ handing 
charts must always be used. Extended latch bolts may 
be needed for stop side mounting of locks.

10	SERIES	DEADBOLTS	AND		
17	SERIES	SNAP	LATCHES

These are small deadbolts used 
for electrical access or plumbing 
chase doors. They are also used on 
small widget doors or food-pass slots 
(covered and locked openings within 
a full-sized door). The 10 series has a 
⅝-inch bolt throw, while the 17 series 
has a ⁷/₁₆-inch bolt throw. The 10 
series uses a square bolt (Picture 3), 
while the 17 series has a beveled bolt 

(Picture 4), which allows it to snap closed. These locks 
do not have any knobs or levers and are not used to lock 
cell doors. The key type is paracentric. Note that a door 
pull may be required.

30	SERIES	HOOK	BOLT	LOCKS

The 30 series has a hardened steel 
galvanized hook bolt with ⅝-inch 
bolt lift and an optional deadlock 
actuator (Picture 5). Although used 
on supervised sliding corridor 
doors or entrance doors, they are 
not intended for cell doors. They are 
recommended for doors that may be 
left open and unattended. The key 
type is paracentric, and the security 

level is maximum. These locks do not have any knobs or 
levers, and a heavy-duty pull is recommended.

60	SERIES	DEADLOCKS

The 60 series uses a safety knob to 
add knob operation to key deadlock-
ing (Picture 6). The lock will latch 
when the door is closed, but the 
knob will retract the latch bolt. This 

provides the convenience of a latch with key operation, 
and the ability to deadlock is required. The latch bolt 
has a ¾-inch throw. This lock can be used in heavily 
trafficked areas such as infirmaries, administration 
areas and dayrooms. Mechanical operation of this lock 
is by paracentric key.

80	SERIES	DEADBOLTS

The 80 series is high-security dead-
bolt with a ¾-inch throw square steel 
bolt with steel roll pins to prevent 
sawing through the bolt. It is used 
on mechanically operated cell doors, 
dayrooms or corridor doors (Picture 

7). The bolt throw is ¾ inch. The key type is paracentric, 
and the security level is maximum. These locks do 
not have any knobs or levers, and a heavy-duty pull is 
recommended.

CREMONE	BOLT	SETS

Cremone bolt set puts three points 
locking in single door applications 
and five points locking in double 
door applications (Picture 8). 

Cremone bolts function by rotating the handle, which 
slides rods in opposite directions to the top and bottom 
of the door. They offer extremely high strength to doors 
subject to mass attack. The head/foot bolt throw is ⅞ 
inch. They are used on double door corridors, armor-
ies, drug storage or mechanical rooms. They have both 
grille door and hollow metal door applications. The key 
type is paracentric, and the security level is maximum.

INSTITUTIONAL	MORTISE	LOCKS

Institutional mortise locks are used 
for minimum- and medium-security 
areas where remote electric or local 
manual control of levers or knobs 
is desired (Picture 9). These locks 
must be used with a detention power 
transfer hinge. They have many vari-

able functions; check the manufacturer’s function chart. 
The latch bolt throw is ¾ inch. It is recommended that 
these locks be used with a door position switch and 
door closer. The key type is a mogul key as standard, 
though an architectural hardware key is an option. 
These locks are supplied with lever trim as standard, 
and safety knobs are available. Some manufacturers can 
fit the ANSI A115.1 door prep.

ELECTRO-MECHANICAL	LOCKS

Most electric locks are frame mounted, and the strike 
is then mounted into the door edge. Electro-mechanical 
locks and sliding devices supply remote operation 
by either a solenoid or a motor. They offer a range of 
functions to integrate into any electrically controlled 

Picture 9

Picture 7

Picture 8

Picture 6

Picture 3

Picture 4

Picture 5
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security system control panel. They are available with 
indicator switches built in to monitor the door in the 
locked/unlocked positions, as well as whether the lock 
bolt is engaged or not engaged. It is recommended that 
electric locks on swinging doors be used in conjunction 
with a door position indicator switch, a high-security 
door closer and a heavy-duty door pull. 

50	SERIES	DEADLATCHES

The 50 series lock is used for 
maximum-security swinging doors. 
Used on heavy-usage interior doors, 
sally port doors and entrance doors 
(Picture 10), the lock can be locked and 
unlocked from a remote location and is 
mounted in the frame. The bolt throw 

is 1 inch. This lock provides slam locking with mechanical 
key override for unlocking. The beveled latch bolt remains 
retracted until the door opens the first 2 inches; then it 
releases and automatically locks and deadlocks when the 
door is closed. A variation of this lock is available for use 
on swinging and sliding gates with a bolt throw of 1 inch. 
These locks do not have any knobs or levers, and the key 
type is paracentric. They should be used with a door posi-
tion switch, a door closer and a heavy-duty pull.

120	SERIES	DEADLOCKS

The 120 series lock is suitable for 
medium- and maximum-security 
swinging doors (Picture 11). The lock 
can be locked and unlocked from 
a remote location and is mounted 
in the frame. The remote location 
retracts the beveled latch bolt until 
the door opens the first 3 inches; then 

it releases. Closing the door automatically latches and 
deadlocks the lock. The latch bolt throw is 1 inch. These 
locks have a knob option available and use a mogul key. 
The use of a door position switch, a door closer and a 
heavy-duty pull is recommended.

SLIDING	DEVICES

The sliding door device is an important detention locking 
assembly. Sliding devices are tested under ASTM F1643, 
Standard Test Methods for Detention Sliding Door Locking Device 
Assembly. Performance of the sliding device is evaluated for 
resistance to assault, smoke and fire. During testing, the 
door movement is evaluated, but door construction is not. 
The design is tested to delay escapes and resist vandalism.

Sliding devices move the door, which is hung on rollers 
on a track with a chain drive motor, a rack-and-pinion 
drive motor or pneumatic assemblies. Voltage needs to be 
specified. Sliding devices have metal housings containing 
the door operator mounted above the door, and they need 
a minimum length of twice the clear (door) opening size 
plus another 16 inches (the locking column pilaster is 7 
inches, and the interior space needed in the housing unit 
is 9 inches). The locking column pilaster is a frame leg that 
houses the mechanical override portion of the slider or the 
receiver for the lock bolt. These are installed as single units 
or in tandem (gang release) for group door operation, using 
a control panel or gang box to release the mechanism. 

Sliding devices provide maximum security and staff 
safety. The locking components are not accessible by 
inmates. The remote activation lifts a concealed locking bar; 
then it drives the door open, and the locking bar drops into 
an open lock position. The remote action lifts the locking 
bar, and after the door slides closed into a receiver channel, 
the locking bar drops into place to secure the opening in 
the closed locked position. The slider will vary by its usage 
and size. It can be used in exterior doors, vehicle gates, sally 
ports, corridors or inmate housing. The remote electrical 
and mechanical unlocking meets NFPA 101 Life Safety Code.

SLIDING	CELL	DEVICES

These provide individual operation and, when stopped 
in mid-travel, can be pushed open or closed. Single or 
groups of door operations are available. Electric controls 
are available in a mechanical cabinet or a remote control 
console. These locks do not have any knobs or levers.

SLIDING	CORRIDOR	DEVICES

These heavy-duty capacity sliding devices with 
remote electric lock and unlock functions offer both 
electrical and mechanical key release at the door. These 
locks do not have any knobs or levers.

SLIDING	VEHICLE	GATE	DEVICES

These devices provide three-point locking with 
emergency manual release. The mechanical override for 
vehicle gates is a hand crank.

PNEUMATICALLY	OPERATED	LOCKS	AND	DEVICES

Pneumatic air was firmly established as a cost-effective 
and reliable energy source to power sliding devices used 
to open and close doors. In the last 10 years, correctional 
agencies have seen the advantages of pneumatics, and 
they are now being specified as the preferred means of 

Picture 10

Picture 11
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security at jails and prisons of all 
sizes. However, it should be noted 
that keeping the air lines clean can be 
a troubleshooting nightmare. These 
locks do not have any knobs or levers.

KEYS	AND	KEYING

As security levels change, the 
keys used to actuate a lock will 
change from small architectural 
hardware keys to larger mogul 
keys and finally to the largest, 
paracentric keys (see Figure 1). Keys 
are a separate purchase in all cases. 
(The institution must authorize key 
purchases, and authorization is 
required with the order.)

Keying a building is critical to 
maintain rings of security. The levels 
of security will increase as you 
move into the building, from admin-
istration until you finally reach 
the inmate housing units. Several 
keying systems will be necessary to 
meet the requirements of the vari-
ous degrees of security. All keying 
records are kept at the manufacturer, 
and all keys are sold separately and 
are not included with the locks.

Conclusion

Before trying to supply detention 
locks to a facility, you need to under-
stand the function of the building. It 
is important to understand the codes 
that affect the function of each area. 
Prisons are complete mini-cities 
that include each occupancy level. 
Be sure you know the needs of the 
building and its occupants, both the 
inmates and the staff.  

About the Author: Roslyn Shender AHC/CDC, 
CSI, DEC is President of W. Lewis Frame n 
Door, Inc., Willow Grove, PA. She has 24 years 
of experience in the door openings industry and is 
a Certified Detention Equipment Contractor. In 
addition, she spent 13 years as an instructor for 
the Federal Bureau of Prisons and eight years as a 
DHI instructor, where she participated in course 
development committees as a subject matter expert.
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URING THE PAST 15 YEARS,  
security needs have 
been evolving from 
traditional key systems 
to keyless entry systems 
and software-based 

access controlled solutions. Twenty 
years ago, it was unusual to supply 
a hardware project, large or small, 
with multiple or even a single 
electrified opening. Today, it is rare 
to provide hardware for a project, 
large or small, without a single or 
multiple doors that are electroni-
cally monitored or controlled. 

Although the evolution was 
inevitable, the events of 9/11 ushered 
in an era that demands higher and 
more intelligent door security while 
maintaining life safety. Building 
owners, school boards, hospitals 
and governments are among the 
many clients insisting on more 
sophisticated systems that enable 
monitoring, audit and time control 
of locking/unlocking. The tragic 
event at Columbine High School and 
external threats such as drug dealers 
have now made access controls and 
electronic lock-down systems stan-

dard protocol in our schools. These 
systems, which were unimaginable 
and certainly not a standard 25 years 
ago, are a reality today. As a result, 
the need for more electronic locking 
is outstripping the need for mechani-
cal locking in the rapidly evolving 
market of security.

Threats	and	Opportunities

Today, traditional hardware 
components have been commod-
itized, offshore products are being 
much more accepted, and we are 
facing more competition from 
outside industries such as the lock-
smith community. The construction 
industry continues to languish, 
affecting sales and service for tradi-
tional hardware. All of these factors 
increase pressure on an already-
competitive market during a down 
economy. However, the demand 
for increased security and more 
complex security/control systems is 
increasing in both new and retrofit 
markets and will continue to do so.

The evolution of security from 
traditional locksets to state-of-

the-art technology, hardware and 
software will continue across a 
wide variety of building types. This 
change is rapid, and other play-
ers are gearing up and becoming 
more involved in the field of access 
controls, actively expanding their 
market share.

Security companies and system 
integrators who live in the world of 
PC-based and technology-driven 
solutions are marketing and 
combining access control systems 
with electrified door hardware to 
offer a total door security solution. 
This has the potential to continu-
ally divert market share from 
current distribution in our industry, 
particularly from those who are not 
up to speed with the technology 
and the changing world of security. 
However, for most security compa-
nies and system integrators, their 
electronic locking choice seems 
to be primarily limited to electric 
strikes and magnetic locks. 

If the door and hardware industry 
continues to market itself as the 
go-to resource for total openings, 
it makes sense for our industry to 

Access Controls
BY ED TOY, DAHC
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have total control of the opening 
with the supply and installation of 
security doors and frames, hard-
ware and electronic access systems.

Our greatest strengths are knowl-
edge and application of the building 
and life safety codes, as well as a 
broad access to electronic locking 
products beyond the traditional 
electric strikes and magnetic locks. 
Our shopping cart includes elec-
tric locks, electrified exit devices, 
electrified multiple-point locking 
devices, stand-alone smart locks 
and delayed egress devices. We 
have the advantage of being able to 
specify the proper device and appli-
cation. We should be able to provide 
state-of-the-art locking solutions 
while maximizing life safety.

Many owners and contrac-
tors view traditional hardware 
as a commodity item and fail to 
recognize the value-added service 
offered by traditional distribution. 
This forces our industry to provide 
valuable services such as specifica-
tion work for free in the majority of 
our markets today. The knowledge 
and personnel required for proper 
design of access control work is 
highly specialized and provides the 
opportunity to charge proper fees 
for consulting and design work.

Profit margins for access control 
work are not under the same 
pressures currently facing the 
traditional hardware market. The 
future growth of access control 
work is virtually recession-proof, as 
the demand for increased security 
is growing even during recession-
ary times. While large companies 
that are focused on providing 
total building controls and total 
access and monitoring systems are 
dominating the market share on 
large facilities, our industry can 
shine on projects with 1-45 readers. 

Currently, projects with 1-45 readers 
account for more than 70% of the 
access control market!

Challenges	and	Rewards

For years, the current model for 
hardware distribution was primar-
ily as a supplier of material only. 
In many markets, this model has 
not changed. Although DHI has 
been advocating it over the past 
15 years, electrified hardware and 
access controls remain key areas of 
business that our industry has yet 
to fully embrace, and global accep-
tance by our industry has been slow. 
Perhaps during more prosperous 
economic times, the need to change 
was not a priority and is now 
proving more difficult in a down 
economy. Whatever the reason, our 
industry, as a whole, has not kept 
pace with the growth of the access 
control market.

To compete in today’s world of 
access controls requires additional 
skill sets, knowledge, personnel, 
equipment, considerable capital 
output and a commitment by 
management to stay the course 
during a long learning curve.

Proper personnel responsible 
for the consulting and design of 
systems—individuals who can 
speak the language and coordinate 
the electrical infrastructure—are 
required. Personnel with EHC 
credentials or similar formal educa-
tion are a must. Additional person-
nel needs will also include sales, 
installation and aftermarket servic-
ing. Inventories will be required 
for emergency and aftermarket 
servicing. 

Our current customer base, which 
includes owners, governments, 
prime contractors, electrical consul-
tants and the electrical sub trade, 

needs to be educated regarding 
the services and products that our 
industry can provide in the world of 
access controls.

While somewhat price-driven, 
the margins in the access control 
market are consistently higher than 
the traditional hardware market. 
The demand is owner-driven, and 
customer loyalty is generally very 
high. A satisfied customer in the 
access control market can be a 
customer for life.

Companies that have taken 
the plunge and fully committed 
resources and personnel to properly 
provide access control products and 
services, while staying the course 
during a long learning curve, are 
reaping the rewards today.

The	Future

The traditional hardware market 
has been our lifeblood and will 
continue to be. However, if we truly 
advocate that our industry “owns the 
opening,” then our industry needs to 
embrace the world of access controls, 
and do it properly. If we “talk the 
talk,” then we need to “walk the 
walk.” Our industry members need 
to determine what sandbox we 
choose to play in, what level of access 
control we are currently involved in, 
and what changes and expansions 
need to happen in order to retain 
market share and stay competitive in 
the future.

In the world of access controls, the 
future is now.  

About the Author: Ed Toy, DAHC has been in 
the architectural hardware industry for 28 years. 
He is a partner and executive vice president of 
Spalding Hardware Systems. Spalding Hardware 
is a full-service provider of consulting services, 
access control systems, electrified hardware, 
traditional hardware, and doors and frames, 
servicing the design and build community for 
60 years.
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Hardware	Is	Evolving

Although many of the current 
social and economic problems in the 
U.S. are relatively recent develop-
ments stemming from the 2008 
financial crisis, the face of the archi-
tectural openings industry has been 
changing for quite some time. Keys 
are being replaced with key fobs, 
access cards and smart phone apps. 
Hardware is increasingly likely to be 
controlled by software and powered 
by electricity. From hospitals and 

corporate offices to college campuses 
and mixed-use facilities, security 
measures are becoming more high 
tech with each passing day, and our 
industry is racing to keep up. 

D&H recently conducted a survey 
of our distributors to determine to 
what degree electrified hardware is 
a core part of their business. We also 
wanted to know what specific prod-
ucts were seeing the most demand 
and if that demand was increasing 
in spite of (or perhaps because of) 
these tough economic times. 

Hardware is

EVOLVING
BY JESS MADDEN

hree and a half years into 
The Great Recession, 
the need for security 
is increasing, even as 
the budgets to fund 

it continue to be squeezed and, in some 
cases, eliminated entirely. Austerity 
measures in Europe have resulted in 
countless protests and several full-scale 
riots. The August 2011 riots in England 
were marked by unprecedented levels 
of looting and arson that left five people 
dead and $300 million in damages. In 
the United States, the Occupy Wall 
Street movement has inspired millions 
to participate in a series of protests 
across the country. The majority of 
these protests have been peaceful, 
but damage estimates from clashes 
with police and the movement’s many 
encampments have totaled some $30 
million and growing. 

While 2011 may go down in history 
books as the year of global revolution, 
with Time magazine selecting “The 
Protestor” as its person of the year, we 
have by no means seen the end of these 
uprisings, at home or abroad. As a result, 
many companies are reporting increases 
in sales of access control and security 
products, and most expect sales to 
increase by at least 10% in 2012. But is 
this industry ready to meet the demands 
of this growing market segment? 

T
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An impressive 82% of distributors 
surveyed stated that they currently 
supply and install electrified 
hardware; 62% supply and install 
PC-based access control systems, 
with 45% offering security consult-
ing services for those systems; 30% 
supply and install CCTV systems; 

and 18% supply and install security 
intrusion systems (see Chart 3).

At first glance, those numbers 
would appear to indicate that the 
large majority of our industry’s 
distributors are heavily involved 
in this rapidly expanding segment 
of our market. But when we drilled 

down into specifics and asked what 
percentage of their business was 
comprised of sales of these prod-
ucts, over 60% said that they were 
less than 10% of sales. Just 30% said 
that electrified hardware makes up 
25% of their sales (see Chart 1).

Those numbers may be set to 
increase, however. Almost 90% of 
those surveyed said they expected 
sales of electrified hardware and 
access control products to increase 
in 2012, with most anticipating 
increases of at least 10% to 20%. 
Many cited growing demand in 
response to security concerns, as 
well as an increase in companies 
looking for customizable access and 
audit trail reports not offered with 
keyed systems.

When asked what products they’ve 
seen the most demand for, the most 
frequent response was card readers/
access control systems. Other popu-
lar products included electric locks/
strikes/exit devices, magnetic locks 
and automatic operators. 

Lastly, we wanted to know what 
types of facilities those surveyed 
were seeing the greatest demand 
from. Commercial facilities scored 
the highest overall, followed closely 
by healthcare and education  
(see Chart 2). A number of respon-
dents also noted that a large portion 
of their business centered around 
government facilities. 

The overall theme of the 
responses seemed to be that while 
distributors are aware that this 
is the direction our industry is 
headed, they are only just starting 
to incorporate these products into 
their lines. Only 22% claimed to 
have an EHC or equivalent creden-
tialed person currently on staff, and 
43% lacked a service department to 
support electrified hardware/access 
control sales.

Chart	2

Chart	3
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Contrast these findings with the 
study presented by Frank Lynn 
& Associates at DHI’s 2010 Forum 
for the Future. They predicted that 
the mechanical hardware market 
would see only single-digit growth 
over the next few years, while the 
electronic access control (EAC) 
market was projected to grow by 
10% to 30% annually. They pointed 
to the decreasing cost of technology, 
smart card credential convergence 
and ease of use, increasing budgets 
for IT departments rather than 
facilities, and the shift in company 
priorities toward ensuring employee 
safety and information security as 
the main accelerants speeding the 
adoption of EAC.

A November 2011 report from 
the market research firm Koncept 
Analytics found that “Increasing 
needs to identify terrorists and 
criminals, economic growth world-
wide and rapid growth in sectors 
such as telecom, ports, airports, 
aviation, railways, roads, energy, 
construction and retail and rising 
awareness about security products 
have subsequently increased the 
demand for electronic security 
products. Electronic security market 
that includes intrusion alarm, 
access control, CCTV surveillance 
including IP-solutions, fire alarm 
and evacuation systems, as well as 
security management systems has 
witnessed consistent growth in the 
last 4-5 years.”

A forecast by Goode Intelligence, 
a London-based security research 
and analysis specialist firm, noted 
that biometric technology in mobile 
phones is projected to expand its 
global usage rate from 4 million 
current users to 39 million by 2015. 
Smart phones are not only being 
used to make payment transactions 
and verify identities, they also are 

replacing hotel room keys with 
mobile key technology, allowing 
users to bypass the check-in process 
entirely—a win for both customers 
and hotels. In a recent survey of 
individuals who participated in an 
ASSA ABLOY pilot program using 
mobile keys, 75% said they would 
like to use this technology to access 
their office buildings, and 50% said 
they would like to be able to use it 
in their homes. 

Ready or not, the trend toward the 
use of electrified hardware, access 
control systems and other security 
features is clear, and recent world 
events point to increasing demand 
across all building types. As the 
market shifts toward electronic 
products, mechanical products are 
becoming a smaller percentage of the 
door value, causing a decline in the 
overall mechanical hardware market. 

Distributors cannot afford to 
dabble in security technology 
and hope for an upswing in new 
construction. The study by Frank 
Lynn projected that distributors 
who do not adapt will soon find 
themselves running a business 
that is 25% smaller while compet-
ing with distributors who have 
packaged access control security 
solutions.

The openings industry has a 
rapidly diminishing window of 
opportunity in which to expand 
its focus and retool its skill sets to 
compete effectively in this growing 
market. Just as computer technology 
is constantly evolving and render-
ing previous models obsolete, the 
hardware market is evolving, and 
this industry must work quickly to 
avoid losing market share.  

About the Author: Jess Madden is the editor of 
D&H magazine. She can be reached at jmadden@
dhi.org.
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S A PROFESSIONAL SECURITY INTEGRATOR, 
it’s only a matter of time before you receive 
the highest compliment from one of your 
customers: “We need a completely new 
access control system, and we want you to 
design and implement it.” Along with that 
vote of confidence comes a huge responsi-
bility. It can be a daunting task, especially if 
the system required is substantially larger 
than what is already in place. But if you 
approach it methodically, you can reduce 
error and ensure that your customer gets 
the exact system they require. 

 

Listen	to	Your	Customer

Ask the customer the following questions:
■ What’s their short-, mid- and long-range 
vision for their access control system? Is it 
based on open standards, like 802.11b/g or 
802.3af, for the most affordable infrastruc-
ture? Is it scalable enough to support pos-
sible mergers and acquisitions? 
■ What type of credential(s) are they 
using? How many are issued? What 
type of format are they using? Can it 
support their projected card-holder pop-
ulation? Is it controlled to ensure that 
there are no duplicate IDs? 
■ What investment have they made 
already? Is their current system 
upgradeable? 
■ What assets do they have, and what 
value do these assets have in relation to 
their operation or business? These range 
from physical assets like computers to 
patient records, employee records and 
client data.

■ Have the assets changed, requiring 
higher levels of security? Perhaps the 
locks and/or key system need to be 
changed as well. 

Observe	Your	Customer

Essentially, you’re trying to find out about 
the culture at your customer’s location. 
It can range from an open, accommo-
dating environment to one with strict and 
limiting access controls. There will always 
be a conflict between convenience and 
security; the challenge is to create proce-
dures and rules that balance these dispa-
rate goals. During your observation:

■ Did you observe the employees 
holding doors open for each other? If so, 
how are they able to verify their current 
employment status? 
■ Did they open the door for persons 
carrying large packages? If so, did they 
check their IDs? 
■ Did visitors sign in at the reception 
desk? Did they wear ID badges? Were 
they escorted by staff members? 
■ If the facility includes residence halls, 
did students have a habit of leaving their 
dorm rooms unsecure? If so, what sort of 
liabilities fall on school administration if a 
theft occurs and they knowingly allowed 
that practice to continue? 

Conduct	a	Site		
Survey	and	Security	Audit	

Walking through a customer’s facilities can 
be invaluable for developing a comprehen-

ACCESS CONTROL

By Lester LaPierre

A

Successfully Selling
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sive access control plan. Here are a 
few things to look for:

■ Check Mechanical Security: If 
the openings aren’t mechanically 
secure, any additional funds spent 
on electronic access control are 
wasted. Therefore, the following 
must be addressed before moving 
forward on an advanced access 
control system:

◗ Are the doors, frames and 
hinges in good condition? Are 
they rugged enough for the 
application and durable enough 
for the traffic? Are the frames 
mortar-filled? 
◗ What key system do they use? 
Is it a patented, high-security 
type? How often do they re-core 
the locks? How many master 
keys have they issued? Have 
they ever lost any? How easy is 
it to reproduce the keys? 
◗ Do they have reasonable 
accommodation for the handi-
capped to ensure compli-
ance with the Americans with 
Disabilities Act (ADA)? 
◗ Are cross-corridor fire 
doors in place? Do they 
have magnetic door holders 
tied to the fire system?

■ Identify Assets and Value: 
Many people consider assets to 
be tangible items that can be sold 
for quick cash. But assets include 
anything that someone might want 
to steal or destroy, and they vary 
from customer to customer. The 
important thing is to put a price 
tag on the loss of the asset, plus the 
cost of lost productivity and poten-
tial liability that could result. 
■ Identify the Threat: Consider 
your customer’s surroundings. 
Have they changed? Have you 
noticed an increase in shuttered 
businesses? Have you noticed any 
evidence of gang activity? If so, 

perhaps an increase in perimeter 
security is in order. Increased 
lighting? Cameras? Gated access? 
■ Evaluate the Facility: This 
will help you identify what options 
you have when selecting prod-
ucts for the system. How old is the 
building? Does it have architectural 
or historical significance? How 
thick are the walls? Was asbestos 
used as an insulating material? If 
so, it may be difficult and costly to 
install conventional, wired access 
control devices. Perhaps a WiFi 
solution will be a good alternative. 

Get	the	Details

For each opening requiring access 
control, you’ll need the following 
details to ensure you order the right 
product for the given application:

■ Does the door swing in or out? 
Is it left- or right-handed?
■ What’s the finish of the existing 
hardware? What’s the lever style? 
Would the customer prefer a more 
modern look? 
■ How does the customer expect 
each door to operate? Ensure that 
an operational narrative is written 
for each opening that covers the 
following conditions, and have 
the customer sign off on it. This 
should include: 

◗ Normal State 
◗ Authorized/Unauthorized 
◗ Access 
◗ Authorized/Unauthorized 
◗ Egress 
◗ Monitoring and Signaling 
◗ Power Failure, Fire Alarm and 
Mechanical Operation 

■ Determine where to place access 
control equipment. This could be 
Telco and IT closets, server rooms 
or administrators’ offices. Make 
sure your staff will have access 
for installation, as well as service 

and maintenance afterwards. Also, 
make sure you have enough space 
on the wall to mount access con-
trol panels, interface modules and 
power supplies.
■ Determine your network cov-
erage. Do you have IP drops 
where you need them? Do you 
have sufficient WiFi coverage 
where you need it, should you opt 
for WiFi locksets? 

Ensure	Code	Compliance

Several agencies have issued 
codes and standards over the years 
to enhance life safety, improve 
privacy, and reduce fraud. These 
need to be factored into your overall 
access control plan:

■ Americans with Disabilities 
Act (ADA)
■ Health Insurance Portability 
and Accountability Act (HIPAA)
■ Sarbanes-Oxley (aka SarbOx 
or SOX)
■ Building Codes and Standards. 
Ensure compliance with following 
codes and standards:

◗ Model Building Code 
(IBC) – Amendments, Occupancy
◗ Life Safety (NFPA 101) – 
Means of Egress
◗ Fire (NFPA 80) – Retrofitting, 
Sprinkler Systems 
◗ Accessibility (ANSI A117.1) – 
Operators, Credentials
◗ Electrical (NEC NFPA 70) – 
Installation, Wiring, Products

Validate	the	Security	Requirements

Different applications and clients 
have differing security require-
ments. Verify these needs with your 
customer before starting the system 
design; otherwise, you could be in 
for a lot of extra work. These consid-
erations need to be factored into 



30	 DOORS	&	HARDWARE £ MARCH 2012

your overall access control plan, as 
they have a direct impact on product 
selection and system configuration:

■ Lockdown: Is lockdown capa-
bility needed in the interior or just 
the exterior—or at all? 
■ Real Time: Is real-time com-
munications to the access control 
system a critical requirement? 
Perhaps for perimeter doors, but 
what about interior doors? Could 
you save your client money by 
specifying electronic cylinders 
with audit trail and time-zone 
capability, interactive touch-screen 

locks with voice-guided program-
ming, or WiFi locks with on-board 
decision-making instead?
■ Monitoring Requirements: 
How much monitoring will your 
customer need? In most cases, a 
door position switch will suffice. 
However, some clients want to 
know that the door is both closed 
and secured; these aren’t neces-
sarily the same thing. 
■ Audit Trail Requirements: 
How important is it to know who 
entered a building or room and 
when? For code compliance, this 

feature is almost always man-
datory for accessing computer 
rooms, personnel records, patient 
records, etc. However, some com-
panies use audit trail reports to 
validate employee activity.
■ High-Security and Classified 
Areas: For increased security, 
there are several options. Is multi-
factor authentication a require-
ment, such as card + PIN or even 
a biometric verification? Should 
there be a two-man rule? 
■ Special Considerations: Some 
areas, like memory treatment 
centers for Alzheimer’s patients, 
require valid access credentials 
from both sides of the door, keeping 
the right people in while keeping 
the wrong people out. Clearly this 
requirement takes a different set of 
hardware than your typical free-
egress lock or exit device. 

Determine	Business	Requirements

Let’s consider the final details 
that will allow you to complete your 
system design: 

■ Aesthetics: Many high-profile 
building owners use architec-
tural design to make their facili-
ties stand apart. This extends to 
the interior space as well. So is a 
black wall reader the right choice? 
Or will an elegant lock with inte-
grated card reader and designer 
lever be a better option? 
■ Infectious Disease Control: 
Some locks and doors are avail-
able with an anti-microbial finish 
designed to inhibit the growth of 
bacteria. 
■ Turnover: What kind of turnover 
does the facility experience? Heavy 
turnover would be difficult to 
manage with a PDA-programmable 
offline lock. However, a card 
system that actually programs 

Many consider assets to be tangible items that can be sold for quick cash, but assets include 
anything that someone might want to steal or destroy, like data center equipment.

A number of codes and standards intended to enhance life safety, like the Americans with 
Disabilities Act (ADA), need to be factored into any solid access control plan. 
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access privileges onto the card 
would virtually eliminate the need 
to tour the doors to reprogram 
them. Of course, online solutions 
would address this as well. 
■ Applications: It’s inevitable that a 
variety of applications will converge 
into a single system. That’s why it’s 
important to select an access control 
system that can grow by providing 
application support for parking 
access, visitor badging, integrated 
video and other needs as required. 
■ System Management: It’s impor-
tant for customers to determine 
who, how and where their new 
access control system will be man-
aged. For enterprise-class systems, 
it might mean multiple depart-
ments will manage their own 
people, while a system adminis-
trator will maintain and manage 

the main, centralized system. 
■ Budget: You ultimately need 
to know your customer’s budget. 
However, with all of the upfront 
research, your findings might be 
beyond their initial scope. This is 
how long-term planning comes 
into play: you can develop a pri-
ority list over several phases to 
ensure that the customer gets the 
access control system that fully 
meets their requirements.
 

Build	a	Team

Depending on the scale of the 
job, you may need the services of 
integrated solutions specialists, 
architectural consultants, electro-
mechanical specialists and vertical 
market specialists. Choose your 
team carefully!

Conclusion

Whether a customer’s facilities 
are large or small, considerations 
for developing and designing an 
access control system should be the 
same. The bottom line is that selling 
a bigger system in itself is not an 
appropriate business goal, per se. 
What is appropriate is providing 
your clients with a system that fits 
their needs and can offer the higher 
level of security they are seeking, 
while providing a platform for 
future growth and expansion. If a 
larger system will fit that bill, so 
much the better.  

About the Author: Lester LaPierre is Director of 
Business Development, Electronic Access Control 
for ASSA ABLOY Door Security Solutions.

How did this guy  
get in your building?

Bad hinges.
Worn hinges cause sticking doors. Despite all your time 
spent checking and rechecking them, just one door that 
won’t close breaks security. Ensure building safety and  
gain time for other projects. Install SELECT geared 
continuous hinges, independently tested to endure  
more than 25,000,000 cycles (50+ years of use). 

Tighten security and fix doors forever. 
Cycle testing plus U.S. Department of State 60-Minute 
Forced Entry/Ballistic Resistance certification confirms  
your door will close securely. It’s why we can back  
SELECT hinges with the industry’s only Continuous 
Warranty™. (See the tests and warranty on our website.)

800-423-1174
select-hinges.com/dhi
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By Joy Davis, CSI, CCPR

  Real ROI 
Social Media…

of

Is

The

YOU SHOULD, AND DO IT WITH THIS QUESTION IN MIND: 
If I was an architect deciding whether or not to trust me, 
what would I think? Check yourself out on Facebook, 
LinkedIn or any other social media you may be using 
as well. What would a potential contact think of you? 
Could they even find you?

People often ask me what the return on investment 
(ROI) is for using social media. I think they expect me to 
name a dollar figure, like “every tweet costs us 2 cents 
but generates $1 in income.” That is not where the value 
is in social media. The real ROI of social media is trust.

Think about the architect who is Googling you. What 
you’ve posted through tools such as Twitter, LinkedIn, 
Facebook and YouTube forms an e-version of you that 
can be found, evaluated and used to form an opinion of 

you. For product reps, it can warm up a call—or make it 
even colder. 

If your solution is to not participate in those channels 
because you are concerned that people will find some-
thing inaccurate or misleading about you, then you are 
intentionally ignoring an opportunity to improve how 
you are perceived by clients. It is an opportunity that 
your competition may not be ignoring. Have you tried 
Googling them? You should.

You are also missing a chance to use a resource to 
build a business that is unique to you: your experi-
ence. If you are old enough to have been “creating 
and observing problems in the built environment” for 
some time, as one of my specifier pals puts it, you have 
experience.

Have you ever  
 Googled yourself? 

Trust

Illustration Credit: © iStockphoto.com/Alex Slobodkin
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Experience is the richest, most 
valuable content online. There 
is a tremendous amount of 
information readily available to 
us today, and we rely on human 
filters—the people we know and 
trust—to help us make sense of it. 
That’s why people read reviews 
on Amazon.com before making 
a purchase, pass blog entries 
around Twitter, and discuss issues 
on LinkedIn. They want to learn 
from someone else’s experience.

Small companies and consultants 
can use their experience as the 
foundation for a professional social 
media presence that improves their 
brand and attracts clients. When 
you approach social media, work 
from that foundation.

One name for this strategy is 
“thought leadership.” In simple 
terms, a company that cannot out-
spend the competition, hire starlets 
or afford slick commercials can still 
win in the marketplace if it has the 
answer to a problem. This is an easy 
strategy for construction profes-
sionals to adopt because solving 
problems presented by the unique 
demands of each project is what 
they specialize in. 

I’ll paraphrase my friend  
Dana VanDen Heuvel of www.
marketingsavant.com to explain 
how thought leadership breaks 
down into three components:

1. Offer something useful in the 
market. For example, start blog-
ging about what you do. I know 
a couple of specifiers who take 
emails they send in response 
to common questions and edit 
them into blog entries. Those blog 
entries then get found by people 
who are searching for information 
on a problem. The key is to offer 
something useful, not something 
written in market-ease. Don’t tell 

people you are an expert in door 
hardware; show them! Tell them 
the story of how you solved an 
unusual problem, share pictures 
of the doors that you think are 
interesting, etc.
2. Win their trust. Once the 
audience has seen a flash of your 
expertise, they will begin to trust 
you. Of course, this will help keep 
you top-of-mind as a resource. 
What’s more important, in my 
opinion, is that as you continue to 
regularly post useful information, 
they will start to think of you as 
an expert. 
3. Become their go-to resource. 
Once someone trusts you, it is 
easier to pay you, to buy your 
product at the price you quote, to 
spend time attending your educa-
tion program, to give you their 
contact information—whatever it 
is you want them to do. 
Thought leadership is today’s buzz-

term for this process, but if you are 
one of those aforementioned experi-
enced professionals, you may recog-
nize it as the “golden rep”—that’s how 
we think of it at the Construction 
Specifications Institute. For more 
than 60 years, we at CSI have been 
teaching product representatives and 
manufacturers to be golden reps, and 
we know that building trust based 
on expertise is key to succeeding 
as a rep. To CSI, the value of trust 
in the construction community is 
well-known. Social media is just a 
collection of new tools you can use to 
present yourself as trustworthy.

A great example of a golden rep in 
the social media world can be found 
by visiting www.idighardware, writ-
ten by Lori Greene, CSI, CCPR. Doors 
& Hardware readers will recognize 
her as the author of the Decoded 
column. Lori has been blogging for 
a few years and has built a growing 

and engaged following in the archi-
tecture community. Although she is 
a hardware consultant with Ingersoll 
Rand Security Technologies, she 
almost never uses her blog to market 
the company’s products. Instead, 
she answers questions about door 
hardware, posts pictures of amazing 
doors (many of them submitted to 
her blog by architects), and links to 
news related to doors, particularly 
the tragedies that occur when a door 
is blocked in an emergency. Is it easy 
to turn to her for help or to purchase 
from Ingersoll Rand through her? 
You bet.

It has taken Lori a long time 
to develop her blog into the rich 
resource it is today, but she has 
told me it is worth it to have that 
connection—and trust—with her 
clients. She now gets recognized at 
tradeshows by architects who want 
to shake her hand. Wouldn’t you 
like to have that experience?

Here is some basic advice for 
getting started in social media:

1. Start with one platform. When 
you are choosing a platform, ask 
these questions: 
  a. Do my co-workers and 

clients use it? You can be the 
trend-setter who discovers the 
next big thing in social media 
some other day. For now, pick 
the platform your network 
already uses. 

  b. Does my company’s 
firewall allow it? LinkedIn, 
the favorite of every human 
resources department, is 
almost always allowed past 
the gates. It is professionally 
focused and rarely has NSFW 
(Not Safe For Work) content.

  c.	 Does it use the kind of content 
I generate normally? Specifiers 
are continually responding to 
questions by email, so it takes just 

http://www.marketingsavant.com
http://www.marketingsavant.com
http://www.idighardware
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a few minutes for them to turn 
their emails into blog entries. 
Architects love taking pictures, 
so platforms that share pictures 
are ideal for them. What fits with 
what you are already doing? 
Slides on Slideshare? Videos on 
YouTube? Links to interesting 
reading on Twitter?

2. Spend a month just “listening.” 
Put it on your calendar: You 
will spend 10 minutes every day 
poking around the platform you 
are interested in using. You do not 
have to post anything until you feel 
comfortable. It is okay to do noth-
ing but read what other people are 
posting and form an impression of 
how that platform works. 
3. You are what you tweet. Keep 
the client using Google in mind 
as you decide what to post. What 
do you want people to think of 
you? If all you post is promotional 
material, people will see nothing 
but a salesperson. If you answer 
questions, post links to articles 
with an explanation of why they 
interest you, or tell people you 
are at a particular tradeshow or 
attending some kind of training, 
how will people perceive you?
4. It is all about ME. The perfect 
post focuses on what I, the reader, 
will do with this information, not 
what you, the poster did. Which 
of these two updates would be 
more useful to the reader:
 a.  “Mmmm! Pizza for dinner. I 

love extra cheese!”
 b.  “Break from XYZ 

Tradeshow for dinner at 
Lou’s Pizza on 4th. Get 
the spinach special—it’s 
excellent.”

5. Work on it a little bit every day. 
Like losing weight or perfecting 
a skill, it takes time to develop a 
social media presence that  

projects the ideal you. You do it 
one post at time.
6. Cross-promote. Where you 
meet someone may not be where 
they like to hang out. Put links to 
your social media profiles in your 
newsletter for the user who sees 
the newsletter now and then but 
uses Facebook every day. Put your 
Twitter address on your business 
card. Put a link to your LinkedIn 
profile in your email signature.
7. Use Google Alerts. Google is 
happy to keep track of mentions 
of you, your product, a project 
you’re interested in, your competi-
tor and your favorite TV show, 
and to send what it finds to your 
email address. You may simply 
read what it finds or use the 
articles and information it turns 
up as the source for future posts. 
To get started with Google Alerts, 
go to www.google.com/alerts.
8. Failure in social media means 
no one is listening. That means 
you can try as many platforms 
and approaches as you need to 
find your groove, and no one will 
notice what did not work. 

Want to see what I do? Have a 
question for me? Here are a few 
places where you can find me:

■ www.facebook.com/CSIJoy
■ www.twitter.com/CSIConstruction
■ www.linkedin.com/in/JoySDavis

Or just Google me—I know what 
you will find!  

About the Author: Construction Specifications 
Institute (CSI) Communications & Web 
Community Sr. Manager Joy Davis manages 
CSI’s social media and websites and has been 
described as the “ringleader” of CSI’s social 
media community. She is also a Certified 
Construction Product Representative (CCPR) 
and teaches at CSI events across the country.

Like Us.

DHI Member
Door and Hardware Institute  

Fan Page 

Join Us.

Door and Hardware Institute  
Group

Follow Us.

#DHIorg
#DHIconf

#DandHmagazine

Networking is 

EVERYTHING.

www.dhi.org

http://www.google.com/alerts
http://www.facebook.com/CSIJoy
http://www.twitter.com/CSIConstruction
http://www.linkedin.com/in/JoySDavis
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N	ELECTROMAG-
NETIC	LOCK	IS	
BASICALLY	AN 

electromagnet mounted 
in an enclosure on the 
frame head, with a steel 
armature mounted on 
the door. When the door 
is closed and the magnet 
is energized, the magnet 
bonds to the steel arma-
ture and locks the door. 
In order to allow access 
or egress, the magnet 
must be de-energized.

Prior to the 2009 
edition of the International 
Building Code, the section 
called “Access-Controlled 
Egress Doors” was typi-
cally applied to doors 
with mag-locks. This 
section allows the use of 
mag-locks on doors in 
certain occupancies and 
requires the mag-locks to 
be released by a motion 
sensor, emergency push-
button, power failure, 
and activation of the fire alarm or sprinkler system. The 2009 edition includes an addi-
tional section called “Electromagnetically Locked Egress Doors” (1008.1.9.8), which 

A
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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also can be used for doors with mag-locks, depending 
on the type of release device that is desired. Either set of 
requirements can be used going forward, depending on 
the application.

The new section applies to doors with mag-locks 
that are released by door-mounted hardware, such as 
a lockset or panic hardware with a request-to-exit (RX) 
switch. There was some confusion about the language 
in the 2009 IBC because the proposed language was 
modified by the technical committee to limit the use of 
mag-locks to doors that didn’t require panic hardware. I 
spoke to one of the engineers at the ICC about whether 
the intention was to prevent the use of mag-locks on 
doors with panic hardware, and I have since received 
the revised language for the 2012 edition of the IBC. The 
phrase regarding panic hardware has been removed 
from the 2012 edition and a clarification added (#5), so 
this section would be applicable to doors that require 
panic hardware as long as the switch in the panic device 
releases the mag-lock.

Here is the section from the 2009 IBC (shown in red), 
with the modifications from the 2012 IBC (shown in blue):

1008.1.9.8 (1008.1.9.9 in the 2012 edition) 
Electromagnetically locked egress doors. Doors in the 
means of egress that are not otherwise required to 
have panic hardware in buildings with an occupancy in 
Group A, B, E, M, R-1 or R-2 and doors to tenant spaces 
in Group A, B, E, M, R-1 or R-2 shall be permitted to be 
electromagnetically locked if equipped with listed 
hardware that incorporates a built-in switch and meet 
the requirements below:

1. The listed hardware that is affixed to the door leaf 
has an obvious method of operation that is readily 
operated under all lighting conditions.

2. The listed hardware is capable of being operated 
with one hand.

3. Operation of the listed hardware directly interrupts 
releases the power to the electromagnetic lock and 
unlocks the door immediately.

4. Loss of power to the listed hardware automatically 
unlocks the door.

5. Where panic or fire exit hardware is required by 
1008.1.10, operation of the listed panic or fire exit 
hardware also releases the electromagnetic lock.

This section allows the use of a lockset or panic device 
with an integral switch to be used instead of a motion 
sensor and emergency push button. Note that the mag-
lock is not required to release upon activation of the 
fire alarm/sprinkler system. There are a few remaining 
questions, though:

1. It’s unclear how the use of a panic device to release 
a mag-lock is affected by UL 305 (the UL standard 
for panic hardware).

2. Not all RX switches will meet item #4, although 
judging from the IBC Commentary, this type of 
product would be acceptable in this application. 
Perhaps the requirement to unlock upon power 
failure should pertain to the mag-lock itself, rather 
than the door-mounted release device.

3. Section 1008.1.10 still says that doors in certain 
occupancy types/occupant loads shall not be 
equipped with a lock or latch unless it’s panic  
hardware. Technically, this should have been 
changed to reflect the use of a mag-lock released 
by a panic device.

4. I-2 occupancies were added to the Access-
Controlled Egress Door section as an acceptable 
occupancy type, but they were not added to the 
Electromagnetically Locked Egress Door section. 
This seems like an oversight.

5. I was wondering how the AHJs would feel about 
the lack of a fire alarm release, so I checked with a 
handful, and most of them were comfortable with 
it, especially since NFPA 101 contains very similar 
language.

If your jurisdiction is using NFPA 101 The Life Safety 
Code, a new section was added in the 2009 edition called 
“Electrically Controlled Egress Door Assemblies” 
(7.2.1.5.5). The requirements are basically the same as 
the new section of the IBC but without the mention of 
panic hardware or the limitations on occupancy type.

Keep in mind that state or local requirements could 
differ from those of the IBC or NFPA 101, so it’s important 
to be aware of the codes in your project’s jurisdiction. 
Refer to the published codes for the detailed code require-
ments, and consult the Authority Having Jurisdiction for 
more information about the local codes.  

http://idighardware.com/2009/02/new-occupant-load-requirements-for-panic-hardware/
http://idighardware.com/2009/02/new-occupant-load-requirements-for-panic-hardware/
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r e a l  o p e n i n g s  T H E  G O O D ,  T H E  B A D ,  T H E  U G LY

Have pictures you’d like to share? Email your high-resolution pictures (300 dpi or higher) to 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!

Fast food 1 & Fast food 2.
Their food preparation 

might be quick, but their 
exiting in the event of an 
emergency wouldn’t be. 

What is upsetting is that they 
do not have a concern with 

patrons taking merchandise 
and running out the door.

Multi-blocked exit.
Didn’t they have to file for a 
Certificate of Occupancy? Is 

this door ever inspected? And 
one deadbolt wasn’t enough; 

they had to add a second?

Shopping with Mark
Next to visiting the dentist, shopping is my least favorite activity.

The only way I keep my sanity is by examining the emergency exits. 
Retailers certainly have a concern with customers bypassing the cash register 
and using emergency exits as “alternative” exits with merchandise (otherwise 
known as stealing, or shrinkage in retail-speak). However, the safety of their 
employees and the public must always be paramount.

OSHA recently fined a retailer in the Bronx $90,000 for blocked emergency 
exits, based upon worker safety. If OSHA were to put me on commission, I 
think I’d be able to retire at the end of the year.

Let us bring a renewed focus to the retail sector. Observing their illegally 
locked doors is something we all can do easily.

1. 2.
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1
This one does not look 
to be temporary. This 
is a “tourist-trap” gift 
shop in Florida. It is also 
a potential “death-trap.”

Same tourist store. 
This one wasn’t 
blocked completely 
because the stock 
room is behind it.

I’m sure the rack was 
placed there temporarily. 

According to Webster’s, 
temporarily is defined as 
“During a limited time.” 

Now we need to know 
what a retailer defines 

“a limited time” as.
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INDUSTRY In the Know
A Focused Resource Highlighting Industry Events that Are Impacting You and Your 

Company and How DHI Is Advancing and Influencing These Efforts on Your Behalf

Novice:
0-5 years in the industry

WHETHER YOUR GOAL is to become a DHI consultant 
or become more proficient at project management, you 
can now customize DHI courses to meet your specific 
training needs. As your professional goals change, 
you will have the ability to continue your education 
without repeating subjects already mastered.

To get started with the basics of the architectural openings 
industry, DHI has developed an excellent (and mandatory) 

self-study course: 
Fundamentals of 
Architectural Doors 
and Hardware. This 
course provides 
a comprehensive 
introduction to 
industry products and 
their applications. 
It’s a perfect, cost-
effective solution 
for your ongoing 
training needs.

Professional:
5-10 years in the industry

AS A DHI CONSULTANT at any level of experience, 
take advantage of new courses designed to keep you 
current with trends and issues in today’s construction 
industry. Through DHI-approved courses/activities, 
earn Continuing Education Program (CEP) points 
to maintain your registration in the program.

If you are pursuing professional certification, you 
will discover that we have designed a path through 
our training classes. You can choose to complete 
the course of training in the prescribed order or in 
any order that meets your immediate needs.

Each level of professional certification (AHC, CDC 
and EHC) has a list of formal prerequisites that must be 
satisfied to complete your eligibility requirements for 
the certification exams. You can accelerate through these 
prerequisites by passing the online Challenge Exams offered 
through DHI’s website. Challenge Exams give you immediate 
credit for your previous DHI training, manufacturer-
based training or on-the-job experience you have acquired 
since you entered the industry. In addition, passing the 
Challenge Exams will help maximize your training dollars 
and save you time away from home and the office.

DHI Education Is  
for Everyone!

Flexible | Convenient | Affordable
DHI’s education and credentialing program offers the flexibility and convenience that allows YOU to  

customize your education to best suit your individual needs. Regardless of where you are 

in your career, DHI’s education and credentialing program has a course for you.

WHETHER YOU ARE NEW TO THE COMMERCIAL DOOR 
and hardware industry, a seasoned professional consultant or 
somewhere in the middle, you will find that we have courses 

that will help you develop and hone your skills. You have the 
ability to customize our educational program to suit your 
immediate needs and your long-term professional goals.

Fundamentals of Architectural 

Doors and Hardware  

Self-Study Course

DHI Education
Flexible  |  Convenient  |  Customized

Door and Hardware Institute  |  14150 Newbrook Drive  |  Suite 200  |  Chantilly, VA  |  20151-2232  |  703.222.2010  |  Fax 703.222.2410

SSC100

National  |  Chapter  |  In-house  |  Online  |  Challenge Exams
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EVEN SEASONED VETERANS need to stay current with 
trends and developments throughout the industry. In addition 
to the education and credentialing program, DHI offers a 
number of opportunities for those who want to further their 
education and enhance their skill set. 

At this stage of your career, we invite you to consider giving 
back to the industry. With your years of experience and 
accumulated industry knowledge, you can contribute articles 
to Doors & Hardware magazine or become an instructor for 
local and national classes.

We also suggest attending DHI’s Conference and Exposition 
and participating in the Forum for the Future—the industry’s 

foremost think-tank for the direction of the architectural 
openings industry; it’s a must for your career. This event 
is a summit meeting of industry leaders sharing their best 
business practices and perspectives on the industry’s future. 
The opportunities for learning the latest industry trends and 
networking with your peers make this an event not to be 
missed!

To help you plan your personal education program, be 
sure to check the DHI website, www.dhi.org, or contact DHI 
Education at 703/222-2010 or education@dhi.org, and we’ll 
customize a path that works for you!  •

TO ECONOMIZE ON TRAVEL 
and maximize the time out of the 
office for students, DHI has 
consolidated the most popular of 
the national education offerings 
and will conduct them all just 
once this year at the National 
Conference Center in VA.

We’ve assembled the finest  
line-up of nationally recognized, 
highly credentialed volunteer 
instructors to make this one-time 
event the year’s most valuable learning 
experience available in our industry.

Other DHI educational opportuni-
ties throughout the year include se-
lect courses offered locally by your 
DHI chapter or in-house at your  
facility. There are also a growing  

number slated to be conducted 
online, as well as the special 
sessions held at the Annual 
Conference and Exposition.

But there is no substitute for 
the first-hand interaction with 
knowledgeable and seasoned 
instructors and the opportunity to 
network with your peers, both of 
which make attending the National 
School this spring in Lansdowne, 
VA, a worthwhile investment!

Expert: 10+ years in the industry

2012 DHI NATIONAL EDUCATION
Spring School Session

S e e  P a g e  4 6  f o r  S c h e d u l e  a n d  C o u r s e  D e s c r i p t i o n s

Don’t miss out 
on the only 
opportunity this 
year to attend 
the national 
classes!

A P R I L  2 9  –  M A Y  6 ,  2 0 1 2

NATIONAL CONFERENCE CENTER
L A N S D O W N E ,  V A

Register NOW 
for “Early Bird” 
Tuition Rates!

Offer ends:  
March 26, 2012 3

Conveniently located 
near three airports—
Washington Dulles, 
Washington National, and 
Baltimore-Washington 
International.

mailto:education@dhi.org


A barcode scanner 
application is required 
to read the QR code. 
To get the app, start a 
search and download 
an app for “Barcode 
Scanner” compatible 
with your Smart Phone.

Why DHI
Membership IS

Important!

YOU are the Face of DHI!

Want More Information? 
Contact DHI’s Member Services 
Department at 703/222-2010 or 
membership@dhi.org.

Go to www.dhi.org 
to see what DHI is doing for 
you, your company AND the 
openings industry.

“DHI has been able to help 
me actually find the current 
job that I have.”

Kim McCallum, Ontario, Canada
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Do you know a DHI member you would like to nominate as the FACE OF DHI? Submit your 
nominations to Paige Purdum at Ppurdum@dhi.org, and we’ll take care of the rest!

In 1971, Valerie Bevens, AHC began her career in the 
openings industry quite unexpectedly while working at 
a hardware and sporting goods store. “The manager of 
the contract hardware department suddenly resigned, 
and I was the only one with hardware experience, 
having learned how to mark hardware for door 
openings from a hardware schedule,” she explains. “I 
was barely 21 years old and found myself managing the 
contract hardware department. I learned about doors 
and hardware by trial and, unfortunately, error.”

Although she was still in college at the time, with 
plans to pursue a career in architecture, Bevens decided not to finish her degree and 
instead began what would become a lifelong career in the openings industry. By 
1977, she had received her AHC certification and joined DHI to take advantage of 
what she considers the two most important benefits of membership: education and 
professional networking. “The availability of information from DHI publications, 
formal classroom instruction, and one-on-one learning at tradeshows and local 
chapter events all combine to increase the availability of knowledge for everyone 
in the industry,” says Bevens. “Over my 40 years in the industry, I have been 
fortunate to develop a large circle of business associations and friendships that have 
helped me tremendously as I have changed employers and job responsibilities.”

Among the many people she has met within the industry, Bevens credits three 
individuals with mentoring her at various points in her career. She recalls, “My 
first mentor was Hal Elder, who taught me the importance of product knowledge, 
details and total opening visualization. The second was Tom Maxwell, who taught 
me the techniques of successful selling. The third was Jules Smith, who spent many 
hours with me teaching me about the importance of relationships, both personally 
and in business. The combined influence of these three men served as guides and 
a source for knowledge and encouragement as I have progressed in my career.”

Although she’s seen many changes in the industry over the years, there’s one thing 
that Bevens says hasn’t changed. “Let’s face it, doors and hardware are not very 
glamorous on the outside,” she says candidly. “Convincing a young person that he or 
she can have a successful and financially rewarding career in the openings industry 
is difficult.” As a result, she sees recruiting “younger, intelligent and motivated 
people” as the biggest challenge our industry faces. “Having raised four children 
(my youngest is 21), I know the current generation is focused on technology and 
not on the ‘nuts and bolts’ of construction,” she says. “There is endless competition 
in the technology fields, but the openings industry is still a niche industry with 
continual demand for intelligent, hard-working people. There is less competition 
for jobs and incredible opportunity for entrepreneurism in our industry.”  ●

Valerie Bevens, AHC
Timely Industries

Photo Courtesy of Valerie Bevens, AH
C



For complete course listings, class schedule, or to register, go to www.dhi.org.

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

Register NOW for 
“Early Bird” 

Tuition Rates!
Offer ends:

March 26, 2012



DHI National Education
April 29 – May 6, 2012 • Lansdowne, VA

      

sunday, 
april 29

Monday, 
april 30

tuesday, 
May 1

wednesday, 
May 2

thursday, 
May 3

friday, 
May 4

saturday, 
May 5

sunday, 
May 6

Understanding and 
Using Construction 

Documents  
(COR103)*

Architectural Hardware 
& Applications  

(COR113)+

Architectural Hardware 
& Applications  

(COR113)+

Architectural Hardware 
& Applications  

(COR113)+

Door and Frame  
Applications  
(COR120)+

Door and Frame  
Applications  
(COR120)+

Electrified  
Architectural Hardware  

(COR133)+

Electrified  
Architectural Hardware  

(COR133)+

Electrified  
Architectural Hardware  

(COR133)+

Electrified  
Architectural Hardware  

(COR133)+

Electrified  
Architectural Hardware  

(COR133)+

Drawings for Electrified  
Hardware Systems  

(EHC400)*

Drawings for Electrified  
Hardware Systems  

(EHC400)*

Drawings for Electrified  
Hardware Systems  

(EHC400)*

Principles of 
Specification Writing  

(COR145)+

Installation 
Coordination and 

Project Management 
(COR153)*+

Installation 
Coordination and 

Project Management 
(COR153)*+

Material  
Purchasing Concepts  

(COR160)+

Professional  
Sales  

(COR165)

CDC Exam Prep  
(CDC315)*+

CDC Exam Prep  
(CDC315)*+

Using Door and  
Frame Standards  

(CDC300)+

Takeoff and  
Estimating  

(COR125)*+

Takeoff and  
Estimating  

(COR125)*+

Detailing  
Hardware  

(AHC205)*+

Detailing  
Hardware  

(AHC205)*+

Detailing  
Hardware  

(AHC205)*+

Detailing Doors  
and Frames  
(CDC305)*

Detailing Doors  
and Frames  
(CDC305)*

Masterkeying  
(AHC200)

Fire and Egress Door 
Assembly Inspection  

(DAI600)*+

Fire and Egress Door 
Assembly Inspection  

(DAI600)*+

Fire and Egress Door 
Assembly Inspection  

(DAI600)*+

Fire and Egress Door 
Assembly Inspection  

(DAI600)*+

Using Codes  
and Standards 

(COR140)+

Using Codes  
and Standards 

(COR140)+

Using Codes  
and Standards 

(COR140)+

AHC Exam Prep  
(AHC220)*+

AHC Exam Prep  
(AHC220)*+

AHC Exam Prep  
(AHC220)*+

EHC Exam Prep  
(EHC420)*+

EHC Exam Prep  
(EHC420)*+

COURSE CURRICULUM

IMPORTANT INFORMATION

PREREQUISITES – There are prerequisites for some 
courses, as detailed in the course descriptions provided. 
Reference the DHI Education Resource Guide (ERG) for 
complete information regarding course prerequisites. The 
current ERG is posted at www.dhi.org. DHI recommends 
to students who are new to the industry and those with 
minimum field experience that they follow the suggested 
education path when registering for classes.

OPTIONAL COURSES – Exam Prep courses (AHC220, 
CDC315, EHC420) are available to assess students’ skills 
and abilities in preparation for taking the certification ex-
ams. Exam Prep courses are considered elective courses. 
Before taking an Exam Prep course, students must pass all 
courses required to sit for the certification exam.

TUITION STRUCTURE – Member tuition applies to any 
DHI individual member or any employee of a corporate 
member. Tuition in Lansdowne, VA, includes course ma-
terial, breakfast and lunch.

CHALLENGE EXAM – DHI offers a series of exams al-
lowing you to earn credit for courses using knowledge 
you have gained by DHI education, industry training, and 
on-the-job training. Passing an exam gives you credit for 
that course in the DHI Credentialing Program. For Chal-
lenge Exams, go to www.dhi.org.

CLASS SIZE – Registrations are entered in the order they are 
received. In cases in which a course is sold out, registrants 

are placed on a waitlist upon receipt of a completed applica-
tion and tuition payment. If waitlisted students are not able to 
attend the course of their choice, they may opt to transfer to 
another course or another class session or seek a refund.

HOTEL ACCOMMODATIONS – Students are responsible  
for making their own hotel reservations. Complete 
education housing information will be made available 
online at www.dhi.org.

TUITION POLICIES – The tuition policies below have 
been developed to encourage students to be certain of 
the classes they’ve selected prior to registering for their 
classes. Prompt and decisive registration is necessary to 
fully prepare for the school.

•	 “Early	Bird”	tuition	rates	apply	to	registrations	
received on or before March 26, 2012. 

•	 A	$200.00	administration	fee	will	be	applied	to	can-
cellations received from March 11, 2012, to March 
26, 2012.

•	 After	March	26,	2012,	no	refunds	will	be	allowed.

•	 Prior	to	March	26,	2012,	a	student	may	transfer	
his/her tuition from the current school to the next 
school or to another member of his/her company so 
that member may attend the current school. Either 
type	of	transfer	will	incur	a	$100	administrative	fee.	
(Transfers occurring on or after March 26, 2012, will 

incur	the	$200	administrative	fee.)	Transfers	of	any	
kind may be done only once. 

•	 Students	will	owe	the	balance	due	if	tuition	rates	
change between the current school and the school 
that they are transferring their monies to.

•	 Students	who	are	unable	to	meet	the	terms	of	the	
transfer (i.e., attending the next school themselves or 
their colleague attending the current school) and notify 
DHI after March 26, 2012, will forfeit the class tuition. 
Notifications occurring March 11-26, 2012, will incur 
the	additional	$200	late	cancellation	administrative	fee	
(bringing	the	cancellation	total	to	$300).

•	 Students	who	register	for	a	class	prior	to	fulfilling	
the course’s prerequisite(s) will have until March 12, 
2012, to complete the course prerequisite(s). Stu-
dents who do not satisfy this condition will receive an 
automatic cancellation of registration on March 13, 
2012,	and	will	also	incur	the	$200	late	cancellation	
administrative fee.

•	 A	$100	administration	fee	will	apply	to	cancellations	
(requested on or after March 13, 2012) that are emer-
gency related. Proof of emergency will be required; 
otherwise all other applicable fees will be due and all 
applicable terms will apply. 

•	 Students	will	incur	a	$200	administration	fee	should	
they switch their classes while at the school. 

* Please see DHI’s Education Resource Guide as well as this Registration Form for complete information regarding course prerequisites.
** All courses begin at 8:00 am and end at 5:30 pm daily. Punctual and complete attendance is mandatory.
+ Students attending these classes are required to bring reference materials which will pertain to the class exercises. See DHI’s online Education Resource Guide found at www.dhi.org for the 

complete list of required reference materials used during classes.



COR103 Understanding and Using Construction 
Documents
(8 hours) (24 CEP points)

Understanding how construction projects are organized and designed requires 
a thorough knowledge of the construction documents that administrate, 
illustrate, detail and describe them. Estimators, detailers and project 
managers need to understand the purpose and use of specifications and 
drawings. Knowing where to find specific information in the specifications 
and on the drawings and understanding how that information applies to our 
trade can make the difference between a profitable and an unprofitable job. 
This program provides estimators, detailers and project managers with the 
essential knowledge to sort through these documents to find the information 
they need.

Prerequisite: SSC100 – Fundamentals of Architectural Doors and 
Hardware Self-Study Course

COR113+ Architectural Hardware and Applications
(24 hours) (72 CEP points)

To be successful in our industry, you need to have a well-rounded, general 
knowledge of the multitude of items used every day. A vast assortment of 
samples is utilized in this course to help you identify, describe and explain 
many of the hardware items in use today. This course also will give you an 
understanding of proper applications and use of architectural hardware 
items that is an important step in your development as a professional in the 
architectural openings industry. Many hardware items can be used in more 
than one application. Knowing which application is correct for a particular 
opening will make you indispensable to your customers and clients.

COR120+ Door and Frame Applications
(16 hours) (48 CEP points)

Construction projects use some of the most advanced materials and products 
ever made. Fire-rated and means of egress door openings have specific 
requirements they must meet to be able to function correctly. This course 
teaches you about doors and frames (e.g., hollow metal, wood and aluminum) 
used today.

COR125+ Takeoff and Estimating
(16 hours) (48 CEP points)

Profitability of a company often hinges on the accuracy and efficiency of the 
bids that estimators turn out. This course introduces you to material takeoff 
techniques and estimating skills that will help you become a more accurate 
and efficient estimator.

Prerequisites: COR103 – Understanding and Using Construction 
Documents

COR120 – Door and Frame Applications

COR133+ Electrified Architectural Hardware
 (40 hours) (120 CEP points)

Electrified hardware items are used on virtually all new building projects. 
You need to understand how these products are properly used and what 
their capabilities are if you are going to advance in this industry. This course 
provides you with the principles of low-voltage electricity through hands-
on class exercises. In addition, this course is focused on teaching you how 
separate electrified architectural hardware components are used to create 
single-opening systems. Learn how to design low-voltage circuits and hook up 
these components through the hands-on labs.

COR140+ Using Codes and Standards
(24 hours) (72 CEP points)

Knowledge of the many industry-related codes and standards differentiates 
our industry from numerous other distributor chain-driven industries. Staying 
current and up to date on the ever-changing codes and standards requires 
both a professional and personal commitment. This course covers NFPA 80, 
Standard for Fire Doors and Other Opening Protectives (2007 edition), NFPA 
101, Life Safety Code (2006), and ANSI/ICC A117.1, Usable and Accessible 
Buildings and Facilities (2003 edition).

COR145+ Principles of Specification Writing
(8 hours) (24 CEP points)

Whether you are pursuing the designation of Architectural Hardware 
Consultant (AHC), Certified Door Consultant (CDC) or Electrified Hardware 
Consultant (EHC), you need to master the basic principles of writing 
architectural specifications. Specification writing skills are an essential 
element of becoming a professional in today’s construction industry. Architects 
and engineers will expect you to have mastered these skills when you work 
with them.

COR153+ Installation Coordination and Project 
Management
(16 hours) (48 CEP points)

Project management requires effectively working with contractors, installers, 
owners and architects. Coordination of the installation of doors, frames 
and architectural hardware is an essential element of a project manager’s 
responsibilities. Pre-installation meetings with the installers increase their 
productivity, reduce installation errors, and ensure that the door assemblies 
will operate reliably for many years. Project managers must also be able 
to read and interpret contract documents, oversee projects with fast-track 
schedules, and maintain profitability—all of which requires disciplined 
attention to detail. This course teaches you how to coordinate installations and 
provides you with techniques to help you succeed as a project manager.

Prerequisite: COR103 – Understanding and Using Construction 
Documents

COURSE DESCRIPTIONS

+  Students attending these classes are required to bring reference materials that pertain to the class exercises. 

Please use DHI’s online Education Resource Guide found at www.dhi.org for the complete list of required materials.



COURSE DESCRIPTIONS

COR160+ Material Purchasing Concepts
(8 hours) (24 CEP points)

Once the shop drawings are approved and you move into the order processing 
stage of a project, you need to accurately and efficiently communicate the 
project’s requirements with each of the manufacturers. Purchase orders 
have to be reviewed for accuracy, acknowledgements verified and materials 
inspected upon receipt. In addition, everything must arrive on time and for the 
right price! This course teaches you how to communicate and coordinate your 
material purchases with the project and manufacturing schedules.

COR165 Professional Sales
(8 hours) (24 CEP points)

Professional sales skills are crucial when calling on owners, end users, 
contractors and architects. How you present yourself and your company can be 
just as important as the information you are presenting. This course teaches 
you how to make professional sales calls to each of these groups.

AHC200 Masterkeying
(8 hours) (24 CEP points)

A solid knowledge base of master key systems is essential to all estimators, 
detailers, project managers and consultants. This program covers recognizing 
the different types and styles of cylinders and keys used in today’s locks, 
understanding and using industry-standard key-set symbols and terminology, 
organizing keying meetings, and integrating mechanical cylinders and keying 
into access control and security systems.

AHC205+ Detailing Hardware
(24 hours) (72 CEP points)

Perhaps the most necessary skill you can develop in our industry is learning 
how to properly create detailed hardware schedules. Coordinating the many 
hardware products with the project’s requirements can be a daunting task. This 
course introduces you to the sequence and format of the hardware schedule 
through a series of in-class exercises.

Prerequisites: COR113 – Architectural Hardware and Applications

COR140 – Using Codes and Standards

AHC220+ Exam Prep
(24 hours) (72 CEP points)

Students pursuing the AHC designation will complete in-class exercises 
designed to replicate exam conditions and better prepare them for the AHC 
exam. You will leave this class with a firm understanding of how to prepare for 
the formal AHC certification exam.

Prerequisites: All courses required to sit for the exam

CDC300+ Using Door and Frame Standards
(8 hours) (24 CEP points)

Knowledge of the many door and frame standards is essential to properly 
detail these products in shop drawings. These standards contain a wealth 
of information and can be used to establish levels of quality for all types of 
buildings.

CDC305 Detailing Doors and Frames
(16 hours) (48 CEP points)

Proficiency in creating shop drawings only comes through practice and 
attention to detail. Students learn the techniques and skills necessary to 
become an expert detailer.

Prerequisites: COR120 – Door and Frame Applications

COR140 – Using Codes and Standards

CDC315+ CDC Exam Prep
(16 hours) (48 CEP points)

This course walks you through the exercises required to complete the Certified 
Door Consultant (CDC) certification exam, under exam-like conditions. You will 
leave this class with a firm understanding of how to prepare for the formal CDC 
certification exam.

Prerequisites: All courses required to sit for the exam

EHC400 Drawings for Electrified Hardware Systems
(24 hours) (72 CEP points)

Perhaps the most tedious aspect of electrified hardware systems is creating 
the final point-to-point wiring diagrams for all of the separate components. 
This course will teach you how to use correct industry symbols and drawing 
techniques to help you communicate the project’s requirements more 
effectively with the installer.

Prerequisite: COR133 – Electrified Architectural Hardware 

EHC420 EHC Exam Prep
( 16 hours ) ( 48 CEP points ) 

This course is designed to walk you through the exercises required to complete 
the Electrified Hardware Consultant (EHC) certification exam, under exam-like 
conditions. You will leave this class with a firm understanding of how to prepare 
for the EHC exam. You will be required to complete shop drawing exercises 
and a written exam that covers topics such as access control systems, CCTV 
terminology, principles of low-voltage electricity and specification writing.

Prerequisites: All courses required to sit for the exam

DAI600+ Fire and Egress Door Assembly Inspection
(32 hours) (96 CEP points)

Please see the applicable pages of DHI’s Education Resource Guide for the full 
DAI600 course description.

Prerequisites: SSC100 – Fundamentals of Architectural Doors and 
Hardware Self-Study Course

COR113 – Architectural Hardware and Applications

COR140 – Using Codes and Standards

+  Students attending these classes are required to bring reference materials that pertain to the class exercises. 

Please use DHI’s online Education Resource Guide found at www.dhi.org for the complete list of required materials.
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 c o r p o r a t e  a c c e s s

By Jason Bader

The Safe Warehouse:  
 Paying Attention to Product Placement

s a f e t y
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A 
S MANY OF YOU KNOW, I  
have been teaching a one-day 
warehouse management class 

around the country for the last few 
years. What I love about teaching is 
the fact that I continue my education 
through the comments and sugges-
tions given by the participants. My 
favorite definition of humility is to 
always remain teachable. I am truly 
humbled by all of the great ideas 
passed on to me by the students. I 
figure that it is just my responsibil-
ity to pass them on to you. 

During this course, I spend a 
fair amount of time discussing 
safe working practices. There are 
all kinds of injuries that occur in 
a warehouse—anything from the 
dreaded paper cut to the occasional 
severed digit. What most folks don’t 
hear much about are the frequent 
sprains, strains and muscle pulls 
that can seriously hobble your star 
performers. What I have found, 
through the help of my student prac-
titioners, is that most of these injuries 
are due to product placement. Where 
we place products in the warehouse 
can either reduce or enhance the 
number of workplace injuries. 

The course book that I teach from 
makes the suggestion that employ-
ees in the warehouse should warm 
up and stretch before they start 

the day. When I hear this, I have 
a vision of workplace calisthenics 
popularized in mid-’80s Asian facto-
ries. Can you imagine your crew 
breaking out a Richard Simmons 
video before the shift? Amusing, but 
probably not going to happen. The 
simple fact is that we do not condi-
tion our folks to prepare for the 
rigors of the day.

Since we are not going to start 
our day with a yoga pause, perhaps 
we can change the environment 
our people work in. Take some 
time to observe how your people 
handle products in the warehouse. 
In particular, start paying attention 
to what they have to do in order to 
pull products from the shelves. You 
will observe people pulling heavy 
product from a height greater than 
six feet off the ground. Conversely, 
you will see people lifting heavy 
objects from floor space or shelves 
lower than two feet off the ground. 
Both of these situations contribute 
to workplace injury. The problem 
is compounded when the items are 
considered high hit or high pick. 

If you want to reduce injuries 
from these types of activities, start 
by considering the weight of your 
products. Items or packages greater 
than 40 pounds should be shelved 
in the strike zone. For those of you 

who may not be picking up on my 
baseball analogy, I mean storing 
heavy-pick products between your 
shoulders and your knees. 

As a secondary thought, consider 
the popularity of the products picked. 
Would you want your highest-picked 
products to be stored on the bottom 
shelf? Sounds like a recipe for a 
sore back to me. High-frequency 
picks, either above or below the 
strike zone, are going to take a toll 
on your team. Beyond the injury 
prevention benefit, placing high-pick 
items on the middle shelves will 
speed up the picking process and 
make your team more efficient.

I hate mezzanines. Okay, I don’t 
really hate them, but they are a 
huge contributor to workplace 
injuries. The problem usually 
centers around the type of product 
that is placed on them. When I ask 
students what types of products 
are on the mezzanines where they 
work, several of them say that they 
store lightweight product up there. 
I can see that logic, but let’s be real-
istic: most industrial mezzanines 
could handle a full-size Humvee, 
so a pallet of pipe fittings would 
probably be okay. Other students 
mention that they quarantine 
higher-priced products up there. 
Again, not a bad strategy, unless 
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you consider that most loss due 
to theft is from internal means. 

The problem with both of these 
scenarios has to do with product 
popularity or hits. Either of these 
criteria for residence in the lofty 
heights could force your pickers 
to frequently climb and descend 
a staircase. I am not as concerned 
with the climbing aspect, but I am 
very concerned with coming down. 
Visualize what pickers look like 
when they descend the stairs with an 
armload of product. What happens 
to their vision? Their ability to see 
the lower stairs is impaired. I think 
you can see where this is headed.

If you have a mezzanine, you 
might want to consider storing 
products that are infrequently 
picked there. Think in terms of 
items that have fewer than 10 

annual hits per year. If you haven’t 
ever done a hits analysis, you may 
be in for a bit of a shock. Let’s just 
say that the residents of the second 
floor will have plenty of company. 

For those of you who prefer to use 
the vertical space above your normal 
primary picking bins, I think you also 
have made a wise decision. Be careful 
not to allow this high storage space to 
become a primary picking location. 
Creating high primary pick locations 
subjects warehouse employees to the 
same risks as frequent mezzanine 
travel. The use of rolling aircraft 
ladders is great, as long as their use is 
fairly infrequent. At least it is better 
than the pallet rack scaling activities 
of our youth. (Don’t look so inno-
cent—we all did it.) 

Making use of vertical space is 
just good utilization of the available 

warehouse footprint. I rarely meet a 
warehouse manager who complains 
about having too much space. There 
are several pieces of equipment, lift 
cages and high-order pickers that 
are designed to facilitate elevated 
operations. Would they be a good fit 
in your warehouse? Will they fit in 
your budget? Only you can answer 
those questions. I am just asking you 
to consider the safety implications of 
product placement.  

About the Author: Jason Bader is the managing 
partner of The Distribution Team, a firm that 
specializes in helping distributors become more 
profitable through operating efficiencies. The first 
20 years of his career were spent working in dis-
tributor operations. Today, he is a regular speaker 
at industry events and spends much of his time 
working with individual distribution companies. 
For more information, call 503/282-2333, or 
contact him by email at Jason@Distributionteam.
com. Also visit The Distribution Team’s website at 
www.thedistributionteam.com.

Find out how DHI members succeed with:
 - An enhanced competitive edge

 - Comprehensive career development opportunities

 - Extensive networking, both nationally and locally

Go online to www.dhi.org or call 703/222-2010.

*DHI “Individual” membership cycle is from July to June each year.  Membership investment includes an 
application fee and chapter activation. Offer for DHI US/Canada dues are $345; International dues are $405. 
Membership investment must be paid in US funds. Offer expires March 31, 2012.

Join DHI in 

MARCH 
and receive

15 FULL months 
for the price of 12!

GET 3 ADDITIONAL 
MONTHS OF MEMBERSHIP

FREE!!

Now is an excellent  
time to join!

Know Someone Who Could Benefit from DHI?

mailto:Jason@Distributionteam.com
mailto:Jason@Distributionteam.com
http://www.thedistributionteam.com/
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PEOPLE

In the February issue of D&H, incorrect information appeared 
in the “About the Author” portion of Scott Tobias’s article. We 
apologize for this error and have included the correct informa-
tion below.

Scott	J.	Tobias,	AHC/CDC,	CDT,	CSI,	LEED	AP

Scott Tobias is Director of Architectural Development for 
ASSA ABLOY Door Security Solutions, with extensive experi-
ence in the door opening and construction industries.  Scott 
is a past-president of the New York chapters of both the Door 
and Hardware Institute and the Construction Specification 
Institute (CSI) and currently serves on the National Board of CSI 
as Director-at-Large. He continually presents educational semi-
nars at conventions, conferences, and architectural and design 
firms and can be reached by telephone at 845/742-4827 or via 
email at stobias@assaabloydss.com.

Anthony	Promoted	to		
Director	of	Sales	at	Secura	Key

Charles Anthony has been promoted 
to the position of Director of Sales at 
Secura Key, a leading supplier of RFID 
and access control products. In his new 
position, Anthony will be responsible for 
all company sales functions.

Prior to his promotion, Anthony was the national sales 
manager for Access Control Sales and was highly successful in 
developing sales of existing distributors, working with system 
integrators, adding new distributors, and strengthening OEM 
relationships.

Anthony has a degree in business administration and com-
puter science from Concord College and has completed numer-
ous professional sales training and business development 
courses. He will be based in Chatsworth, California. 

Further information on Secura Key is available at www.
securakey.com.

Marcus	Dunn	Named	SIA	Director	of	Government	Relations

The Security Industry Association (SIA) announces the 
appointment of Marcus Dunn as the association’s Director of 
Government Relations. Dunn replaces Don Erickson, who was 
named SIA’s Chief Executive Officer late last year. Dunn comes 
to SIA from Susan Davis International, a public relations firm, 
where he served as a senior account executive.

1/4 Page 
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Doors&Hard_5C  (InDesign doc.)
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DOORS AND HARDWARE
Salsbury Industries

Call regarding our
        Dealer Program!

The completely concealed hinge system...
TECTUS®  Ambitious design, high load capacity, secure 
assembly and multifaceted scope of application for high 
quality residential and heavy duty doors.

1-888-680-9990

call for...
Concealed Hinges

Receivers
Fixing Plates

Milling Templates

http://www.securakey.com
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Dunn’s previous work includes nearly 
a decade on Capitol Hill, stints as a senior 
legislative advisor for Patton Boggs, LLP, 
and time as the sole proprietor of legisla-
tive consulting firm Capitol Centric, LLC.

“Marcus brings a wide variety of expe-
riences to SIA, including work with asso-
ciations, media, public and government 
relations,” said SIA CEO Don Erickson. 
“We are excited to have him on the team 
and look forward to him leading an 
increased role for SIA government rela-
tions in advancing the best interests of 
our membership, and the security indus-
try as a whole.”

“As a strong believer in the role of 
government relations and our system of 
government, I look forward to putting my 
experience and knowledge to work for 
SIA and the industry,” said Dunn.

For more information, please visit 
www.siaonline.org.

Paul	K.	Smith	Named	President	of	Häfele	
America	Company

The Häfele Group, with headquarters 
in Nagold, Germany, announces that it 
has named Paul K. Smith as president 
of Häfele America Company, the com-
pany’s North American subsidiary. Smith 
succeeds John Hossli, who is retiring as 
president after serving in that role since 
1999. Smith will oversee all company 
operations in the United States.

Smith joined Häfele in mid-2011 after a 
successful career at Haworth, Inc., where 
he served as vice president, directly 
responsible for all North American prod-
ucts and the development of the com-
pany’s global product portfolio. Smith’s 
previous experience at Haworth includ-
ed executive positions in the company’s 
architectural interiors and wood busi-
nesses. Prior to Haworth, Smith served 
in management positions with General 
Electric Co. and Whirlpool Corp. 

Smith will be the third to lead the U.S. 
subsidiary, which was formed in 1973 by 
Wolfgang Häfele. Smith graduated with 
a BS in mechanical engineering from 
The Ohio State University and earned his 
MBA from Tiffin University in 1995.

For more information, please visit 
www.hafele.com.

PRODUCTS

New	Battery	Powered	Door-Propped		
Alarm	Simplifies	Retrofits

Detex Corporation now of fers the 
Battery Powered Door-Propped Alarm 
EAX-300 that sounds an alert when 
a secured door is propped open. It 
provides a low-cost security solution 
because it requires no electrical connec-
tion and is quick and easy to install.

T h e  E A X - 3 0 0 
can be field-set for 
door- open times 
ranging from one 
s e c o n d  t o  t w o 
m i n u t e s ,  w i t h  a 
15-second default. 
A 100-decibel alarm 
alerts employees, 
then silences when 

the door is closed so there is no waiting 
for a key-holder to arrive. A 9-volt bat-
tery with low-battery/LED alert powers 
the alarm. Accurate installation is fool-
proof, with a patented plastic template 
that indicates alignment with the inter-
nal magnetic door contact. Weatherized 
models are available for outside doors. 

To learn more about the new Battery 
Powered Door-Propped Alarm EAX-300, 
visit www.detex.com.

Bilco	Offers	the	Security	Series	Roof	Hatch

The Bilco Company offers the Security 
Series roof hatch for increased building 
security in high-security applications 
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such as banks, 
pharmacies and 
c o r r e c t i o n a l 
facilities.

Security Series 
r o o f  h a t c h e s 
a r e  d e s i g n e d 
w i t h  s p e c i a l 
features to pre-

vent unauthorized access into a build-
ing from the roof level. The hatches are 
constructed of heavy-gauge materials 
and feature heavy-duty manganese 
hinges to resist prying and forced entry. 
A keyed cylinder or detention lock (as 
specified) prevents the hatch from being 
opened, and tamper-proof hardware and 
security fasteners are used throughout. 
Options for additional security include 
indicator switches for alarm activation, 
security glazing for visual inspection, 
and gun ports for maximum-security 
applications. All Bilco roof hatches are 
fully insulated and gasketed for energy 
efficiency and weather-tightness, and 
feature engineered lift assistance for easy 
one-handed operation. 

For more information on the Security 
Series roof hatch, call 203/934-6363 or visit 
www.bilco.com.

C.R.	Laurence	Launches	crl-arch.com

C.R. Laurence (CRL) has launched crl-
arch.com, an online source of valuable 
information for architects, designers and 
specifiers on the company’s full range 
of architectural products, including CRL, 
U.S. Aluminum, Tajima, Blumcraft, and 
Jackson brand products. The website 
features hundreds of images of installed 
projects in both commercial and residen-
tial settings, as well as useful videos. The 
website’s menu system is clear and con-
cise, enabling users to rapidly gain access 
to product features and benefits, images 
and specifications, plus a lot more.

For more information, please call 
800/421-6144 or email askus@crlaurence.
com. 

Masonite	Introduces		
Contemporary	Interior	Door	Line

Masonite® announces a premium offer-
ing in the interior molded door category 
called the West End™ collection. The ver-
satile new product line features sharp hori-
zontal embossed lines and bold graphic 
elements to evoke a chic and metropolitan 
feel and add appeal to any home. 

The West End collection includes two 
designs, the Melrose™ and the Berkley™, 
which are both available in 80” and 84” 
heights and a range of widths in both 
interior passage and bi-fold doors in a 
primed hardboard finish. Twenty-minute 
fire-rated doors are also available. 

For eco - conscious homeowners , 
Masonite offers the new collection in the 
environmentally friendly Safe ‘N Sound® 
Emerald™ option. With a core made of 
rapidly renewable wheat straw, Safe ‘N 
Sound Emerald doors are urea-formal-
dehyde-free and FSC (Forest Stewardship 
Council) certified. Additionally, these 
doors significantly reduce sound trans-
mission and are lighter than conventional 
particleboard core, allowing for easier 
handling and installation, as well as less 
hardware and jamb wear. 

For more information on Masonite 
products, including the West End interior 
door collection, visit www.masonite.com 
or call 800/663-DOOR.

CORPORATE CORNER

ASSA	ABLOY	Acquires	the	Assets	of		
Greensteel	Industries	Limited	

ASSA ABLOY, through its Baron and 
Fleming operations in Canada, has 
acquired the assets  of  Greensteel 
Industries Limited, a well-established 

manufacturer of standard and specialty 
custom hollow metal commercial doors 
and frames. Greensteel Industries, 
established in 1932, is headquartered in 
Winnipeg, Canada. 

“Greensteel is a very exciting addition 
to the ASSA ABLOY Americas division. This 
acquisition will enhance our ability to pro-
vide non-residential door opening solu-
tions to our Canadian customers. These 
products will be manufactured by and 
marketed under the Baron and Fleming 
brands,” said Thanasis Molokotos, Head of 
the Americas Division and Executive Vice 
President of ASSA ABLOY. 

For more information, please con-
tact Marna Wilber, Director Corporate 
Communications, ASSA ABLOY Americas, 
at 203/499-6808, or email mwilber@
assaabloyusa.com.

Special-Lite,	Inc.	Acquires		
Arkansas-Based	Door	Manufacturer

Special-Lite, Inc. has acquired Universal 
Pultrusions, LLC, a manufacturer of pultrud-
ed fiberglass reinforced plastic (FRP) doors, 
frames, thresholds and related accessories 
for commercial entrance applications. The 
purchase includes a manufacturing facility 
located in Marshall, Arkansas. The company 
will operate as a wholly owned subsidiary of 
Special-Lite, Inc. 

The doors manufactured by Universal 
Pultrusions are the only ones on the mar-
ket produced using the pultrusion process. 
The resulting all-fiberglass door, along 
with pultruded frame, threshold, vision lite 
kits and louvers, is well-suited to locations 
involving corrosive atmospheres such as 
pulp and paper plants, wastewater treat-
ment facilities, and petrochemical refiner-
ies, or involving exposure to harsh cleaners 
and sterilizers, such as food or pharmaceu-
tical manufacturing plants.

For more information, go to www.
special-lite.com.

mailto:askus@crlaurence.com
mailto:askus@crlaurence.com
http://www.masonite.com/
http://www.masonite.com
mailto:mwilber@assaabloyusa.com
mailto:mwilber@assaabloyusa.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

Builders’ Hardware and Supply, 50+ year old 
door, employee owned, door, frame and  
hardware distributor is looking for experienced 
consultants. We have multiple positions to fill 
and are seeking DHI certified AHC’s, CDC’s, 
EHC’s, and/or AOC’s. 

The successful candidate will demonstrate the following:
•  Construction document understanding;  

Specifications, drawings, and construction correspondence
• Finish hardware, wood, and hollow metal specification writing
• Finish hardware, wood, and hollow metal Project management
•  Perform take-offs in using Pro-Tech software from  

blue prints and specifications
•  Detail hardware schedules, and shop drawings with locations, 

handing, and any other information needed for ordering material.
• Pull catalog cuts and templates.
• Strong computer skills/experience. 
•  Team player with excellent communication and  

customer service skills. 

We offer the following:
• Medical/Dental/Vision
• 401k
• Performance Based Compensation

Send resumes to:
clift@builders-hardware.com or fax to 206-281-3717

Builders’ Hardware & Supply is a Drug Free Workplace and  
Equal Opportunity Employer 

www.builders-hardware.com

mailto:clift@builders-hardware.com
http://www.builders-hardware.com
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Call for Nominations

2012 Achievement 
Awards

BENCHMARK FOR EXCELLENCE

FOUNDER  |  FELLOW  |  DISTINGUISHED CONSULTANT  |  AWARD OF MERIT  |  MARY ROTH AWARD

Go to www.dhi.org to download a nomination form or contact Cathy Jones at 
703/766-7012 or by email at CJones@dhi.org for speci� c details or questions.

 Deadline for Nominations is May 4, 2012!



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

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

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

www.seclock.com
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