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I 
N THIS INDUSTRY, WE TALK A LOT ABOUT 
ensuring life safety and security. The failure 
to do so is always tragic, but it seems particu-

larly so when the victims are children. 
Since the tragedy at Columbine High School in 

1999, there have been 44 school shootings in the 
United States alone. In late February of this year, 
we received news reports of the latest shooting, 
this time at a high school in Chardon, Ohio. Three 
students were killed, and two others were seri-
ously wounded. 

Among the most infamous, of course, are 
the 2007 Virginia Tech shootings. The school 
was found negligent for waiting two hours to 
announce to the student body that two people had 
been fatally shot in a dorm—a delay that resulted 
in the deaths of 30 others. Wrongful death suits 
were filed, and the families received an $11 
million settlement from the state of Virginia. 

As a result, schools are under more pressure 
than ever before to provide a safe campus—both 
K-12 and higher education. If you have recently 
attended a college orientation, you no doubt 
received information on the safety of the campus. 
Universities know that they have to provide a 
safe environment to attract students, but as you’ll 
read on page 20, a recent survey of almost 1,000 
colleges and universities revealed that only 18% 
believe that they are very effective at granting 
or denying access to appropriate individuals or 
knowing who goes where.

Our industry’s products are the first line of 
defense in preventing these tragedies. In the article 

“Life Safety, Security, and Operational Conflicts” on 
page 8, the author outlines many of the challenges 
to ensuring school security. As he notes, “The days 
of locking all the doors and handing out keys are 
gone.” Access control systems and electrified hard-
ware provide greater protection and convenience, 
and campuses across the country are making this 
transition. Today’s generation of students believe 
that technology should make their lives more 

convenient, and they want campus security to be as 
unobtrusive as possible. As the parent of any teen 
can attest, kids are never more than an arm’s reach 
away from their cell phones, so it’s hardly surpris-
ing that companies are now utilizing Near Field 
Communication (NFC) technology to allow cell 
phones to be used as access control system creden-
tials. Their phones already serve as a GPS, social 
networking tool, calendar and entertainment—why 
not keys? 

But even the most state-of-the-art access control 
system is completely ineffective if students or 
faculty are propping open doors or granting 
access to unauthorized individuals. As a security 
consultant noted in the article “Designing Safe 
Facilities” on page 14, “I’ve never visited a school 
where I couldn’t get a friendly student or staff 
member to let me in through a locked door just by 
standing near it.” The reason behind actions like 
this is simple. Although only 18% of campuses 
surveyed believe they have effective access control 
systems in place, two-thirds of the students 
surveyed on those same campuses felt that their 
school was very effective at ensuring their safety 
and security. “Not having to think about being 
safe” is a consistent student perception—and one 
that our industry should take very seriously, as it 
prevents building occupants from recognizing the 
potential risks of their behaviors.

As our industry’s products become increasingly 
high tech and sophisticated, it’s important that we 
make provisions for the human element that can 
render them ineffective. The perception of safety 
is no substitute for the real thing.

The bottom line is that we are relevant and 
critical to this growing challenge in schools. In 
this regard, DHI will be announcing several event 
initatives that will address opportunities in access 
control and how we can increase our industry’s 
role in this growing field. In fact, I wrote this 
column while attending the International Security 
Conference & Expo West. Stay tuned!  

School Safety Should  
 Be More than a Perception

By Jerry Heppes, Sr., CAE

i n  T O U C H
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H 
OW MANY OF US TAKE THE CREATION 
of great memories for granted, particularly 
when it comes to our children?

From the day we first learn that we will be 
parents, to the excitement of sharing the news with 
extended family, to the day we bring our children 
home—all of these events create the initial founda-
tion of lifelong, wonderful memories.

As our children grow from the days we first held 
them in our arms into the college-bound young 
adults who look back at us and wave as we drive 
away, we have to take that leap of faith (along with 
some factual evidence) that our children are going 
to be safe in their environment away from us.

When our children leave for school in the morning, 
few of us ever stop to worry that they will not be arriv-
ing home safely later that day, whether they are going 
to school around the corner or hundreds of miles away.

Whether our children are in preschool or have 
already enrolled in college, we take their safety, for 
the most part, for granted. And why is that? 

It is because of the collective work of this indus-
try that the rest of the population is afforded the 
luxury of safety.

Yet we still see unspeakable violence in schools 
and the unbearable images of parents burying 
their children. Just within the last few months 
we’ve read about three young adults murdered in 
a high school in Ohio and seven college students 
murdered in Oakland, California.

From these two events alone, a conclusion could 
be drawn that these random acts of violence have 
become more commonplace. However, if we look 
at information from the U.S. Bureau of Justice, the 
number has decreased from a high of 50 in 2004 to 
a dozen in 2010.

An overall drop in this number can certainly be 
attributed to a range of steps taken to deter this 
type of behavior, from a more complete solution 
for school security systems to better awareness 
of behavior tendencies that lead to these types of 
actions. It’s progress, but it’s still not enough.

To further these efforts, the Foundation has 
developed great relationships with numerous asso-
ciations, and we are partnering with these groups 
to continue to share our message of life safety and 
security.

Whether we are talking about fire door safety 
or looking to safely secure a building, the 
Foundation’s role continues to be one of creating 
awareness through education in order to keep these 
issues at the forefront, particularly in these tough 
economic times when so many school budgets are 
continuing to be cut.

I have seen first-hand when other “issues of the 
day” consume the very organizations that we need 
to be reaching out to. Security issues are often cate-
gorized as low-priority until new threats emerge or 
tragedy strikes.

It is imperative that this Foundation remain a 
voice at the table for issues that directly impact the 
school security work that affects so many lives in a 
positive way.

You play a role in creating great memories for the 
parents who walk their children into preschools 
every day, and for the parents who participate in 
the time-honored tradition of dropping their chil-
dren off at college with the “luxury” of knowing 
they are safe.

What this industry does is greatly appreciated, 
even if it is seldom truly understood by the indi-
viduals who benefit most from it.  

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

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

Our Role in Creating 
 Great Memories

door security & safety FOUNDATION
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HE BUILDINGS AND SYSTEMS WE INTERACT WITH EVERY DAY ARE 
designed to limit our exposure to the risk of fire, bodily harm and other 
such threats. We tend to take for granted many of the safety features 
afforded us by these systems, but nevertheless, they influence our daily 
lives. Established fire and life safety codes ensure that buildings are 
designed and systems are put in place so we can quickly and safely exit 
during a fire. Security and access control systems protect our students 
from the threat of bodily harm. 

Each guideline, regulation 
and system was put into place 
with good intention; however, 
in some cases, these systems can 
conflict with each other, and as 
the facility and staff grow, so 
does the conflict. For instance, 
how do you allow authorized 
staff to move freely through your 
facility, accessing areas that are 
restricted to the general public, 
but still allow egress during an 
emergency? How do you prevent 
an attack from a disgruntled staff 
member, begrudged student or 
stranger off the street? How effec-
tive is an access control system 
if staff or students are propping 
open doors? Can we put controls 
in place but still meet ADA 
requirements? 

We give these threats little 
thought until the unthinkable is broadcast on the national news, and 
then we scramble to ensure that our faculty and students are not exposed 
to such threats. Managing these conflicts with technology can provide a 
safer environment and peace of mind. The days of locking all the doors 
and handing out keys are gone. Access control systems with anti-tailgate 
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Life Safety, Security, & 
Operational Conflicts

As an industry, we can’t 
take the safety of our 
students for granted.
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technology, door-prop alarms and 
automatic door operators compli-
ment electrified door hardware 
products, such as latch retraction, 
delayed egress, latch retraction plus 
delayed egress, and electric dogging 
exit devices. These products can 
provide greater protection, more 
convenience and, most importantly, 
help us prevent future tragedies. 

Education

Although use of delayed egress 
in education facilities is typically 
restricted by life safety codes, 
exceptions can be made under 
certain circumstances, especially 
when it is used to protect the occu-
pants. Delayed egress exit devices 
prevent egress through secured 
openings, controlling foot traffic to 
a specific corridor that is monitored 
by security personnel. They can be 
combined with electric latch retrac-
tion and automatic door operators 
for access control, which allow 
staff to move freely throughout the 
facility while controlling visitor and 
student foot traffic.

Playgrounds with emergency 
exits gates that open near a busy 
street are cause for concern. Life 
safety codes may restrict traditional 
locking of these gates, but weather-

ized delayed egress may be an 
acceptable application, depending 
on the authority having jurisdic-
tion. Weatherized delayed egress 
would provide a loud, local alarm, 
encouraging a child to move away 
from the area while alerting staff 
that a child is attempting to exit 
through the gate. The 15-second 
delay provides staff time to react 
before the gate unlocks and helps 
to avoid a dangerous situation. 
All delayed egress, even exterior 
weatherized systems, must be tied 
into a fire alarm override, providing 
safe, un-delayed egress during a fire 
emergency. 

Access control systems and 
temporary visitor badges have 

become common in most school 
districts, but regardless of the 
campus size, anti-tailgating technol-
ogy can be used to limit restricted-
area access to authorized personnel 
only. Anti-tailgating systems sound 
an alarm if someone attempts to 
follow an authorized employee 
through a secure door. These 
systems are particularly useful in 
areas that contain sensitive material, 
expensive equipment, or personnel 
or student records. Even the most 
sophisticated access control system 
is defeated by someone propping 
open a door, yet a simple door-prop 

Our world is full of 

threats, and schools 

and universities are no 

exception. Fortunately, a 

variety of life safety and 

security door hardware 

can reduce those threats. 

Delayed egress combined with electric 
latch retraction and automatic door 
operators for access control

Photo Credit: Terry Halsey Photographer
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alarm can eliminate this threat and 
ensure that the systems are used as 
intended.

Unfortunately, it is an accepted 
fact that occasionally schools have 
to go on lockdown. What this means 
varies depending on the size of the 
facility, the number of doors, and 
the type of facility. Some define a 
lockdown as securing all exterior 
doors, while some also include all 
classroom doors and possibly the 
cafeteria, library, and gymnasium. 

Regardless of how many doors get 
locked, one key question remains 
foremost in the minds of adminis-
trators, facility and security direc-
tors: What is the safest, fastest, easi-
est and most cost-effective means of 
locking down our campus? 

There are many answers to this 
question; however, one way that has 
been overlooked by many security 
door consultants is the use of panic 
exit devices with electrified dogging. 
When installed throughout a school 
facility, the use of electrified dogging 
allows all of the devices to be “ener-
gized” by one control switch that 

can be located in a centralized area 
of the building. This action keeps the 
doors in push/pull configuration via 
the electronics. In case of a required 
lockdown, one of several switches 
located throughout the campus 
can be activated to de-energize all 
devices. All panic devices revert to 
secure mode, effectively preventing 
entry at every door equipped with 
this type of device. You should 
be aware that add-on mechanical 
options like hex or cylinder dogging 
may jeopardize the effectiveness of 
the lockdown system. 

Electric dogging is different from 
electric latch retraction. With latch 
retraction, applying power pulls the 
latch back and holds it until power 
is removed. With electric dogging, 
after applying power, a user must 
manually depress the pushpad to 
retract the latch. The latch stays 
retracted until power is removed 
from the device.

Another option is an electric 
dogging device with key override 
(EDK). This style of device includes 
monitor LEDs and a built-in key 
switch for local release of the elec-
tric dogging. Such an application 
allows a teacher or administrator 
to secure a room in situations such 
as a lunch break. Again, electric 
dogging with key override should 
not be confused with the addition 
of mechanical dogging to a device. 
Mechanical dogging cannot be 
released from a remote location.

When electric dogging is applied 
to classroom doors, it removes the 
need for a teacher, perhaps in the 
height of a crisis, to remember where 
the key is and how to lock down 
a device on a classroom door. The 
administrator, taking the responsi-
bility off the shoulders of the educa-
tion staff, makes the decision and 
takes action to institute a lockdown.

Courtesy Lenella Meister, Detex Corporation

Electric dogging with key override 
provides localized control
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When used on places of assembly 
such as gymnasiums and audi-
toriums, electrified dogging exit 
devices can be tied to a timer. The 
timer allows the doors to be dogged 
for push/pull operation during a 
specific after-hours event, such 
as a basketball game or theater 
performance. The timer could be 
set for three hours, at which time 
the event would be ending, and the 
doors would automatically revert to 
secure mode, locking the doors to 
entry but still allowing occupants 
to exit. Utilizing technology to help 
people enter a building and ensur-

ing that it is secure once everyone 
exits is a convenient alternative 
to traditional hex key or cylinder 
dogged exit devices that require 
someone to remember to dog and 
un-dog each and every door during 
every event.

Coordinating	the	Right		
System	into	a	Kit

Ensuring that all of the pieces 
of technology will work together 
is key. Be careful of specification 
writers who supply only a list of 
products without a wiring diagram 

of how the items are integrated 
together. Failing to install the items 
correctly can create years of head-
aches and wasted money for facility 
owners.  

About the Author: Trice Kastein is the manager 
of Institutional Sales for Detex Corporation.  
She can be reached at 800/729-3839 ext 4353 or 
tak@detex.com.

An open and shut case for security
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access control 

system is defeated by 

someone propping 

open a door.
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N THE SPRING OF 1999, 12 STUDENTS AND 
a teacher were killed by two gun-toting 
teenage boys at Columbine High School in 
Littleton, Colorado, making school safety 
and security an overnight priority in 
communities across the nation. Eight years 
later, a second and even more deadly incident 
on the campus of the Virginia Polytechnic 
Institute and State University, where a 

student shot and killed 32 people, brought a 
renewed wave of concern and attention to security.  

“Columbine was the undisputed impetus for 
a whole new focus on school security, and it had 
a major influence on the construction of new 
school buildings and the renovation of existing 
ones,” says Judy Marks, director of the National 
Clearinghouse for Educational Facilities, a 
program of the National Institute of Building 
Sciences that provides information on designing, 
building and maintaining safe, healthy, high-
performing schools.

School	Design:	Key	to	Security

Emerging as a central element of this new focus, 
says Marks, was the theory of crime prevention 
through environmental design (CPTED), a term 
coined in a 1971 book of the same name by Florida 
State University criminologist C. Ray Jeffery. The 
basic principle of the previously unheralded 
CPTED is that a carefully designed physical 
environment can deter crime by limiting the 
opportunities for and vulnerabilities to negative 
influences. Highlighted in the 1999 National 
Institute of Justice report for school architects, 
“The Appropriate and Effective Use of Security 
Technologies in U.S. Schools,” the CPTED concept 
has since been revised by several experts such 
as architect Oscar Newman and criminologist 
Timothy Crowe. Today it remains the security 
bible for the latest school construction and 
renovation.

B Y  S U S A N  M c L E S T E R

Years after the worst school shootings, 
new building plans, combined with 
new technologies, make for safer and 
more secure environments.

DE S IGN ING
SAFE
FA C IL I T I E S

Photo Credit: © iStock.com/Forest Woodward
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Kenneth Trump, president of 
National School Safety and Security 
Services, a national consulting 
firm, suggests that school boards 
and K-12 administrators specify 
with architects that school designs 
include input from school secu-
rity professionals and/or CPTED 
specialists with K-12 experience. 
“Too often, school administra-
tors, school security officials and 
school resource officers are not 
involved in the early processes 
of new school design,” he says. 
“District officials need to require 
contracted architects to fully engage 
these end users in discussions and 
planning of security measures 
and safety into the design of new 
schools. Architects should also 
be required to work closely with 
principals, teachers and support 
staff who will work in the schools 
they design so they get input from 
them on the most practical and 
useful design that would facilitate 
education, supervision and safety.”

The key concerns in ensuring 
school safety can be classified 
under three topics: personnel 
protection, readiness and emer-
gency management, and building 
and asset security, says Larry 
Borland, chief security officer for 
the Academy School District 20 in 
Colorado Springs, Colorado, which 
has 33 schools, seven of which 
were added in the past decade. The 
district recently initiated security 
renovation of 23 buildings with 
$2.8 million in undesignated bond 
money. “Be sure that each area 
supports the others,” he says.

Entry	Control

The first security priority for 
schools is always student and 
staff safety, with entry control as 

the main focus, say Marks and 
Borland. Fewer entrances make for 
safer schools, even though that can 
mean “herding a lot of students 
through one doorway,” Marks says. 
Tod Schneider, a private security 
consultant and crime prevention 
specialist for the Eugene, Oregon, 
Police Department, says his work in 
CPTED circles confirms this trend 

of installing fewer doors to reduce 
the risk of intruders slipping into 
schools. “I’ve never visited a school 
where I couldn’t get a friendly 
student or staff member to let me 
in through a locked door just by 
standing near it,” says Schneider.

New school designs, such as that 
of Cesar Chavez Elementary in 
Eugene, Oregon, Public Schools, 
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constructed in 2004, feature fewer 
entrances and exits. In many cases, 
they also allot space for metal detec-
tors and security guards near doors, 

says Marks, though metal detectors 
can instill a feeling of mistrust in 
the school. Entrances should also 
be well-lit, equipped with alarms, 
locked from the inside, and require 
non-school personnel to undergo 
screening before admittance. Once 
inside, visitors should sign in at the 
main office, state the reason for their 
visit, and don identification badges.

Schneider, who has conducted 
hundreds of security vulnerabil-
ity assessments, says sometimes 
schools don’t see obvious solutions 
to entryway security problems. Scio 
Middle School in the Scio, Oregon, 
School District had a horseshoe-
shaped yard with an open end to 
accommodate a weekly garbage 
pickup. Installing fencing at the 
end of the yard and placing the 
dumpster outside the fence was an 
easy solution. The school’s music 
building also had an entrance 
outside the secured area, so security 
doors were left unlocked during 
school hours to provide access for 
students. Schneider pointed out that 
cutting a new door into the back of 
the building would allow students 
access from within the secure area 
of the school. “Now, all rooms that 
have students in them are behind 
locked doors,” says Cecilia Swigart, 
the district’s business manager.

Interior entryways are another 
important aspect of school design. 
During the Virginia Tech shootings, 
teachers couldn’t lock classroom 
doors, so new door hardware and 
punch-number access doors now 

allow teachers to lock doors from 
the inside. California law AB 211, 
the Classroom Safety Locks bill, 
requires all newly constructed 

schools to have inside-classroom 
door locks. Another trend in new 
school designs, says Marks, is the 
locking of outside doors to the gym, 
cafeteria and other public spaces, 
with inside push bars so students 
can easily get out of buildings in 
case of emergencies.

Video	Intercoms,	Smart	Cards

Identifying specific security 
concerns before updating buildings 
is key to making smart invest-
ments that address priorities, says 
Schneider. As part of the recent 
Academy School District renova-
tions, Borland installed video 
intercoms in all elementary school 
entryways to track activity in the 
case of a missing child. “Sometimes 
you have to deal with an angry 
parent who doesn’t have child 
custody,” says Borland, recounting 
a 2010 incident when a noncustodial 
parent was deterred by the camera 
at school and later apprehended in 
the parking lot by a security officer. 
Principals initially felt uncomfort-
able requiring parents to ring a 
doorbell at the entrance and state 
their business to staff. “It turns out 
parents love it,” he says.

Many schools are also starting 
to borrow security methods from 
the business world. For instance, 
smart cards with individual 
identifying bar codes that report 
attendance and let students open 
their lockers, check out library 
books, and pay cafeteria fees are 

becoming more mainstream as 
costs decrease, says Marks. At the 
Academy School District, all staff 
working four or more hours a day 
are issued smart cards for building 
access. Surveillance cameras are 
also positioned at every entrance, 
with video manned 24/7 by a 
10-person team. Staff members 
are encouraged to report lost 
cards immediately, as access can 
be turned off within seconds.

Eliminate	Dead	Space

Bullying, smoking and other 
mischief can also be diminished 
by thoughtful building design. 
Marks cites airport-style bathrooms 
without doors and the elimination 
of secluded spaces, such as hallway 
nooks and dead ends beneath stair-
wells, as discouraging misbehavior. 
Also important in this regard is the 
placement of surveillance cameras in 
spots where students tend to congre-
gate, such as at a printer available for 
student use. Additionally, Borland 
says, middle and high schools should 
have male and female security offi-
cers on campus so they can patrol all 
restrooms.

Natural	Surveillance

Clear sightlines that allow for 
“natural surveillance” throughout 
the school are the next order of 
business, says Marks. Large glass 
windows around the administration 
building with unobstructed views 
to the street ensure that office staff 
can easily spot people approaching 
the main entrance. Other clear sight-
line trends in school design include 
shorter lockers that adults can see 
over in place of the floor-to-ceiling 
locker banks found in many older 
schools, glass panels that frame 

The first security priority for schools is always student and 
staff safety, with entry control as the main focus.
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classroom doors and allow for 
visibility from hallways, and teach-
ers’ lounges and offices dispersed 
throughout the school, instead of in 
a single location, so more staff eyes 
are spread throughout the campus.

The Manassas Park (Virginia) 
School District has integrated 
the dispersed-teacher workspace 
model into all four of the schools 
it has built over the past decade. 
Glassed-in, mid-hallway offices 
accommodate four to eight teach-
ers with individual refrigerators, 
microwave ovens and dishwashers. 
Positioned next to restrooms and 
with clear views of hallways and 
outdoor spaces, these offices have 
eliminated the need for assigned 
teacher supervision in these areas 
and have significantly reduced 
disciplinary issues, says Manassas 
Park Superintendent Bruce McDade.

“At the old Manassas High School, 
smoking in the bathroom was fairly 
common, with at least one or two 
incidents a week,” he says. “But in 
the 10 years since the new school 
has been in operation, there’ve only 
been two such incidents.”

Cameras

Surveillance cameras can also 
provide “virtual window” sight-
lines in cases in which schools 
have limited personnel. Cameras 
in high-risk areas, such as high 
school parking lots or low-traffic 
spaces behind outbuildings, can be 
useful when districts don’t have the 
security personnel to man real-time 
video displays.

But Schneider cautions that 
cameras without eyes watching in 
real time can be a waste of school 
money and only serve as a means to 
assign blame after a breach occurs. 
“Smart” cameras, which are used 

mostly by corporations, are soon 
likely to become more affordable 
and widespread in schools, says 
Schneider.

Such cameras can be programmed 
to detect motion and to trigger a 
desk bell or other alarm, and they 
may prove a budget-smart solution 
for schools when paired with a 
video screen prominently displayed 
in the administration office. Such 
cameras, when trained on perim-
eter fences and other vulnerable 
areas, can alert staff to fights, fence 
climbing and other situations, says 
Schneider.

Borland’s district has kept track of 
students in elementary schools and 
has reduced opportunities for nega-
tive interaction among middle and 
high school students, especially in 
high-traffic areas. Elementary school 
cameras cover doors, playgrounds 
and walkways between portable 
classrooms and the main building. 
In middle and high schools, cameras 
provide 360-degree views around 
schools, major hallways, entrances 
and cafeterias.

Secure	Assets

As Columbine was the impe-
tus for student and staff safety, 
Hurricane Katrina has been a driver 
of sustainable school design. In 
New Orleans, Federal Emergency 
Management Agency requires two 
bottom floors used as parking lots, 
says Schneider.

As detailed in CPTED, landscaping 
also plays an important role in crime 
deterrence. Prickly plants outside 
building windows can discourage 
entry, and strategic placement of 
bushes and trees can prevent kids 
from climbing onto roofs.

Locking cabinets, protecting 
school computers with alarms, and 

using surveillance cameras have 
also become standard practice in 
new school design, says Marks. 
Smart cards can be programmed to 
allow only certain staff members 
access to science or computer 
labs and only during certain 
hours. And high-tech doors with 
built-in wiring for entry control 
are often cheaper than trying to 
upgrade older doors, say Marks 
and Schneider. When performing 
inspections of Eugene schools a 
few years back for a grant-funded 
security upgrade, Schneider says he 
advocated for air-lock entry vesti-
bules that require visitors to buzz 
in to exterior and interior doors.

ROI	Elusive

Schneider, Marks and Borland 
say hard evidence of a return on 
investment in safety upgrades for 
schools remains elusive. But Ellis in 
Fairfax County cites an elementary 
school that burned in 2000 during 
after-hours due to no smoke or heat 
detectors. “Replacing an elementary 
school costs in the range of $13 to $15 
million,” he says. “Now all 23 of our 
schools have automated systems.”

“The Columbine shootings, 
Virginia Tech and the September 11 
attacks have spurred a great deal of 
thought about how to make school 
buildings more secure,” says Marks. 
“The kind of innovative design 
we’re seeing today, with better light-
ing, signage, entryway protection, 
landscaping… is a result of the best 
thinking in the education, security 
and architectural industries.”  

About the Author: Susan McLester is a writer 
for District Administration magazine. For more 
information, visit www.districtadministration.com. 

This article was reprinted with permission from District 
Administration magazine, Copyright 2011, Professional Media Group.

http://www.districtadministration.com
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IN A STUDY CONDUCTED AMONG MORE THAN 

980 American four-year and two-year colleges and universities, 

including leading institutions such as the University of Michigan, 

MIT, UCLA and Columbia, only 18% believe that they are very ef-

fective at granting or denying access to appropriate individuals or 

knowing who goes where. Nonetheless, 92% of students feel safe 

on their campus today. 

“Not having to a think about being safe” is a consistent student 

perception—from focus groups to online validation. Male students 

place slightly more emphasis on protection of property, while 

female students are more focused on personal protection. With 

this in mind, two-thirds of students feel their school is very effec-

tive at keeping the campus safe. Students who do not feel safe cite 

recent crime incidents or poor security measures as reasons for 

having this perception. Among the small group of students that 

does not feel safe on campus, 84% are female students.
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Security Technologies, shows 

that 82% of public, private and 

two-year specialized colleges 

and universities believe they are 

not very effective at managing 

safe and secure openings or 

identities. That’s not all…
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HOW SECURITY  IS VIEWED ON
Today’s College Campus
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Perhaps the discrepancy between 
the way colleges and students view 
security can be explained by the fact 
that 80% of students feel that safety 
and security is a shared responsibil-
ity. To be precise, they feel that it is 
their responsibility to make smart 
decisions and avoid dangerous 
situations, but they also rely on the 
university to provide a safe learning 
environment. Only 16% of students 
feel that they pay the university to 
create a safe and secure environ-
ment and that they should only 
have to worry about their studies. A 
slight 4% believe that self-responsi-
bility is necessary and that they can 
protect themselves. However, some 
show concern as to whether or not 
their university is capable of provid-
ing a proper level of protection. 

There is another major discrep-
ancy between how the campus 
administrators and students view 
the role of security. According to 
security staff and other school offi-
cials, the five leading goals for the 
security system are:

1. Assuring only those autho-
rized can enter a building

2. Maximizing the likelihood 
that the students can comply 
with the intended access 
design

3. Maximizing real-time notifi-
cation when problems occur

4. Minimizing the time it takes 
to lock down the campus 

5. Maximizing the process of 
locating building occupants in 
an emergency

However, students do not  
correlate these concerns with 
a direct threat to their safety. 
Violence, threats from non-students, 
and stalking, among others, are 
the top five items from which they 
believe the school should be  
protecting them:

1. Gun and knife violence/
murder/shootings

2. Rape/sexual harassment/
stalking

3. Muggings/theft/identity theft
4. Protection from non-students/

homeless people/outsiders
5. Crimes committed by fellow 

students, i.e., fights, hate 
crimes, bullying, hazing and 
discrimination

Indeed, more than 50% of all 
students mentioned items 1-3 above.

The	System	Is	Reflective		
of	Who	Is	in	Charge

There are very differing processes 
by which access control systems are 
designed and managed. Facilities 
and public safety, the key stakehold-
ers in 57% of colleges, are more 
traditional in their approach, while 
IT, One Card and housing depart-
ments are more customer-/student-

oriented. The focus is evolving from 
the former to the latter.

When the IT, One Card or housing 
departments are the key stakehold-
ers, the solutions are typically more 
innovative. For instance, the One 
Card department considers conve-
nience, customer service, improving 
customer experiences and including 
the students’ perceptions in the 
access control decision as primary 
concerns. IT’s major focus is 
measuring the return on investment 
to the higher education institution 
to improve options for upgrading. 

In general, access control on 
campus is evolving from the tradi-
tional security-/product-oriented 
focus of the facilities and public safety 
departments to the broader defini-
tion of the IT, One Card and housing 
departments. Differing mentalities 
typically do not occur on the same 
campus, as colleges tend to be solely 
one or the other in their focus.

Two-thirds of students are interested in using their phone in place of an ID card. 

Photos and charts are Courtesy of Ingersoll Rand Security Technologies
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Credentials:	From		
Cards	to…	Cell	Phones

Students want safety and security 
on campus to be as unobtrusive and 
transparent as possible. They do 
not want campus safety measures 
to interfere in normal activity. 
Technology should make their lives 
more convenient. If technology only 
“connects” them with the school, 
they do not find it very valuable.

Access to buildings, identifica-
tion, cafeteria/food courts, library, 
bookstore purchases, printing and 
vending, in that order, are the lead-
ing applications for which American 
college students use their school-
issued cards. There are great discrep-
ancies between types of colleges 
and what they use, but overall, the 
great majority of colleges still deploy 
picture ID cards, magnetic stripe 

cards, mechanical keys and barcodes 
for access control on campus versus 
newer, more secure technologies 
such as proximity and, especially, 
biometrics and smart cards. Indeed, 
76% of colleges still use a magnetic 
stripe card, even though students 
are the leading first adapters for new 
technologies. Only 31% of colleges 
are using proximity cards, 16% are 
using proximity fobs/tokens, 10% are 
using biometrics, and 9% are using 
smart cards. 

Four-year colleges are more 
likely than two-year colleges to use 
picture IDs to manage identities. 
Large colleges are most likely to use 
biometrics, proximity and smart 
cards, while small schools are least 
likely to do so. Biometrics are used 
more by city/urban colleges like the 
University of California-Irvine, with 
22,000 students.

“The number one complaint we 
receive from students over the years 
is that they don’t want to have to 
always remember to bring their 
student ID,” says Jill Schindele, 
Director of Campus Recreation at 
the University of California-Irvine, 
which uses hand geometry biomet-
rics at the recreation center. “It is a 
problem at every university in the 
country that has an ID card system.”

Four-year colleges are more 
likely to use credentials for 
bookstore, vending and cafeteria 
purchases, laundry, library and 
retail off campus than two-year 
colleges, while publicly-funded 
colleges use credentials more for 
printing, transportation and as 
a debit card on/off campus than 
private schools. Colleges in cities/
urban areas use credentials for 
historical/student records, printing, 

Credentials Used to Manage Identities* 
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secure computer log-in, time and 
attendance, and transportation, 
while small-town colleges use 
credentials for library checkout. 
Rural schools use them for identi-
fication, and suburban schools use 
credentials for access to buildings.

Where schools undertake visual 
identity checks (VICs) also varies 

as to the type of school. Four-year 
colleges are more likely than two-
year schools to do VICs in dorms 
and cafeterias and at recreational 
facilities and sporting events. 
Publicly funded schools are more 

likely to do VICs at their childcare 
facilities, while private schools 
emphasize sporting events. Colleges 
in the suburbs do more VICs in their 
cafeterias and libraries, while city/
urban schools deploy VICs at their 
recreational facilities. Mid-sized 
schools are more likely to do VICs 
in their cafeterias. Large schools 

are more likely to not use people to 
perform VICs at all.

Convenience is the ultimate 
student goal. Tools that support 
this goal must enable without 
intruding. Effective safety and 

security on campus must be 
unobtrusive and transparent to 
gain student acceptance. One 
Card systems are perceived as 
convenient, with feedback from 
students falling along the lines of, 
“My One Card is my everything.” 

Although additional features are 
available, use is inconsistent from 
student to student and college to 
college. However, there are three 
consistent unfulfilled needs that 
exist for One Card use, students 
report. First of all, students typi-
cally would like their One Cards to 
replace ATM and driver’s licenses 
to reduce the number of things 
they need to carry. They want to 
use their One Card as a debit card 
and to verify their date of birth. 

Figure	2

Nearly half of all students identify their cell phones  
as their favorite personal electronic device. 
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Lastly, they consistently want 
to use it for retailer discounts.

But let’s go beyond cards. 
Nearly half of all students identify 
their cell phones as their favorite 
personal electronic device. It, too, 
is their “everything.” Indeed, 
91% of all mobile users keep 
their phone within arm’s length 
day and night. Already, nearly 
half of all students are using cell 
phone apps, with Blackboard 
ranked as the most popular.

And when it comes to creden-
tials, two-thirds of students are 
interested in using their phone in 
place of an ID card. Why? They 
feel that they are less likely to 
lose their phone than an ID card, 
plus they know that ID cards are 
shared; phones aren’t. Those not 
interested are the students who 
either don’t have a smart phone 
or those concerned about possible 
malfunctions, such as the battery 
dying or the Internet dropping.

The days of using a phone in 
place of an ID card are not far off, 
as students’ desires for using a cell 
phone as a credential ties in nicely 
with the budding discussion of 
NFC (near field communication), 
which will inevitably end up on cell 
phones. No Visa, no MasterCard—
only their cell phone will be needed 
for cashless payments or to show 
proof of identity. The smart card 
will be in the cell phone. For those 
who worry about batteries running 
out or the Internet dropping, the 
smart card technology eliminates 
such fears. A contactless smart 
card does not need power or the 
Internet. As long as the cell phone 
providers let the technology work 
as it can, the two biggest concerns 
could already be alleviated. 

Why	Such	a	Study		
on	Campus	Security?

The higher education market is 
a major venue for many integra-
tors in the security industry. 
However, there is a second reason 
to understand what is happen-
ing on campus. Higher education 
facilities are often the incubators 
and beta sites for new security 
initiatives. They are the homes 
of early adaptors. They bring an 
understanding and appreciation 
of new technologies and how they 
should be used and marketed from 
campuses to new employers.

For instance, students like the 
smart card (One Card) solution 
when it is used at their college; 
they’re already used to smart cards. 
Biometrics readers are on their 
residences halls and their recreation 
centers; they’ve been using biomet-
rics for years. In fact, not only are 
they used to them, they wonder 
why smart cards and biometrics are 
not used more beyond the campus.

Students understand that 
technology needs to be made 
easy and with the user in mind 
to make it totally effective. That’s 
why they’re enthralled with the 
idea of a smart phone being their 
credential. Not only is it an easy 
way to meet their on-campus 
safety objectives, as well as those 
of their colleges’, but they have all 
sorts of ideas on how to make it a 
more productive, efficient tool. 

What’s happening on campuses 
is a preview of the technol-
ogy that will be adopted by the 
general public for a variety of 
purposes in the coming years. 
Is your company ready?  

About the Author: Minu Youngkin is the 
Marketing Manager for the Education Market at 
Ingersoll Rand Security Technologies.
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2,500-plus college and university 
campuses comprise a treasure trove 
of historic buildings. Over the years, 

campus facility directors and campus architects have grown adept at main-
taining these structures, often carrying out major adaptive-reuse renovations.

Fire safety ranks as one of the most daunting challenges to successful adaptive 
reuse of historic buildings. Key fire safety issues for historic buildings include 
the path of egress—a clearly marked, unobstructed escape route to be used if a 
fire does break out.

In multi-story buildings, the path of egress includes stairways, which during 
a fire act as chimneys drawing smoke and fire to the upper levels. Fire safety 
requires some means of protecting stairways from fire and smoke to maintain an 
unobstructed path of egress.

A third issue involves finding creative ways to install automatic fire-extin-
guishing systems—sprinkler systems. 

While there are other issues, these three illustrate the need for an understand-
ing of fire safety codes, the creative ability to develop alternatives when neces-
sary, and code officials willing to apply judgment when evaluating alternatives 
that vary from the norm—illustrating the need to think creatively to satisfy the 
intent of fire-safety building codes.

Historic Preservation, Modern Fire Protection

by Michael Fickes

America’s

James Madison University

Photo courtesy of Ingersoll Rand Security Technologies
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Understanding	the	Codes

Traditionally, building codes have 
differed from state to state and local 
jurisdiction to local jurisdiction, but 
that is changing. “At one time there 
were four or five national codes, 
and many jurisdictions followed 
their own codes,” says Leon Yudkin 
Geoxavier, a project manager with 
Walker Restoration Consultants 
in New York City. “Today, the U.S. 
is moving toward one code, the 
International Building Code (IBC). 
Some jurisdictions—New York 
City, for instance—continue to have 
supplements, but overall the IBC is 
making life easier.”

International codes include the 
IBC and the International Existing 
Building Code (IEBC). Both are 
helping to simplify the complicated 
building code system. “Rather than 
requiring a building system to be 
X, Y and Z, the international codes 
refer to industry standards,” contin-
ues Geoxavier. “When it comes to 
fire suppression, the international 
codes refer to or use language from 
standards set by the National Fire 
Protection Association (NFPA).”

The IEBC covers existing build-
ings, including, of course, historic 
buildings. In fact, Chapter 12 of the 
IEBC provides extensive guidance 
for renovating historic buildings. 

Depending on the nature of the 
project, Chapter 12 may not come 
into play. The code divides what it 
calls “alterations” into three levels. 
It defines Level 1 alterations as 
“the removal and replacement of 
the covering of existing materials, 
elements, equipment, or fixtures 
using new materials, elements 
equipment, or fixtures that serve the 
same purpose.”

Level 2 increases in complexity and 
involves work such as “the recon-

figuration of space, the addition or 
elimination of any door or window, 
the reconfiguration or extension of 
any system, or the installation of any 
additional equipment.”

Level 3, the highest level, covers 
renovations to more than 50% of the 
building’s square footage. “When 
renovating a historic building, you 
start out by working within these 
three levels,” says Glenn Suttenfield, 
project manager with Richmond-
based Glave & Holmes Architecture, 
a firm with broad experience in 
renovating historic college and 
university buildings. 

If you need to alter some element 
connected to the historic nature 
of the building, check Chapter 12, 
Historic Buildings, and work things 
out with the code official, who, as 
always, is the final arbiter, continues 
Suttenfield.

The	Path	of	Egress

The IEBC specifically empowers 
code officials to make judgments 
exempting historic properties from 
certain standards. For instance, the 
Historic Buildings chapter allows 
the code official to make judgments 
about the path of egress: “Existing 
door openings and corridor and 
stairway widths less than those 
specified elsewhere in this code may 

be approved, provided that, in the 
opinion of the code official, there 
is sufficient width and height for a 
person to pass through the opening 
or traverse the means of egress.”

“Of course, a dangerous condition 
in a historic property will trump the 
historic card,” notes Suttenfield.

Keeping	the	Stairs	Safe

Built in 1882, Newcomb Hall at 
Washington and Lee University in 
Lexington, VA, recently underwent 
a major renovation and restoration. 
During a fire, the three-story build-
ing’s unenclosed switchback stair-
way—the only stairway in the build-
ing—could draw in fire and smoke 
and make it impossible for people on 
the upper floors to get out. 

“We added fire-rated doors to a 
couple of the openings to the upper 
floors,” says Suttenfield. “At certain 
openings, though, we wanted to 
maintain the open appearance, 
which was part of the building’s 
historic character. Instead of a door, 
we used a water curtain.”

A set of sprinkler heads across 
the top of the entry way can create 
a fire-rated curtain of water that 
prevents fire or smoke from getting 
through an open doorway and 
protects people making their way 
down the stairs during a fire. 

Sprinkler	Systems

Sometimes sprinkler systems 
can lead a code official to allow an 
unenclosed stairwell in a historic 
building to remain unenclosed. 
That’s what happened during a 
recent renovation at Emory & Henry 

College in Emory, VA. 
Built in 1836, Wiley Hall was 

the first building on the Emory & 
Henry College campus, which is 
listed in its entirety in the National 
Register of Historic Places.

Wiley Hall features two main 
stairwells, each opening to a main 

Fire safety ranks as one of the most daunting challenges 
to successful adaptive reuse of historic buildings.
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hallway. Both stairwells have remained open since 
they were first built, and the architect didn’t want 
to enclose them when he developed the design for a 
major renovation.

“We added a sprinkler and fire alarm system, and 
the code official didn’t require us to enclose the stairs,” 
says Kenneth C. Mayer, Jr., FAIA, LEED-AP, a principal 
with the Greensboro, NC-based architectural firm of 
Moser Mayer Phoenix Associates, PA. “If you can get 
an automatic sprinkler system into a building, the code 
grants a lot of flexibility.”

Of course, getting a sprinkler system into a building 
can be tricky. Mayer says he has run sprinkler lines 
along the walls of classrooms to avoid marring the 
historical interest of the walls and ceilings in the corri-
dor outside. “We’ve also made fake coffers or moldings 
that look as if they belong to hide the lines.”

What	about	the	Fire	Alarm	System?

What about the fire alarm system itself? Isn’t it 
difficult to integrate all of the electronics and cabling 
required to cover an entire building with a fire alarm 
system?

“The fire alarm part is easier than you might think,” 
Suttenfield says. “In a major renovation, you are 
already running a lot of conduit for the new electrical 
lines. You are also breaking through masonry walls 
for ventilation ductwork and sprinkler pipes. It’s easy 
to piggyback the fire alarm system on top of those 
systems.

“It’s easy, yes, but you also need to make sure to find 
the best possible system for the building and install it 
right. It is maybe the most important part of maintain-
ing a historic property. You need a good system that 
will alert you in time to mitigate the problem—before 
the sprinkler system goes off. Sprinklers are hard on 
new buildings. You really don’t want them going off in a 
historic building unless it is absolutely necessary.”  

About the Author: Michael Fickes is a freelance writer who covers life 
safety and security issues.For more information, visit www.peterli.com. 

Reprinted with permission from the October 2011 issue of College Planning & 
Management magazine, published by Peter Li Inc., www.planning4education.com.
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F 
OR WELL OVER 100 YEARS, traditional wired glass was 
the only fire-rated glass product available. It was mistakenly 
perceived as “safety glazing” because the embedded wires gave 

the illusion of increased strength and impact resistance, when in 
fact, the opposite is true. Wire actually weakens the glass, making it 
half as strong as ordinary window glass. It breaks easily on human 
impact, exposing razor sharp wires that can trap a victim’s limb 
in the opening and increase the severity of the injury. Alarmingly, 
traditional wired glass is still the most commonly used fire-rated 
glass product found in educational facilities, leading to more than 
2,500 wired glass impact injuries among students every year.

Historical	Background	and	Code	Development

In 1977, the Consumer Product Safety Commission (CPSC) enacted a federal safety glazing standard (16 
CFR 1201) to protect people from injury due to accidental impact with glazing. The building codes apply 

From Wired Glass to Clear Solutions: 
Advanced Fire-Rated Glass for 
Today’s Schools

Courtesy of International Code Council, Inc.

Photos/Charts Courtesy of SAFTIFIRST Fire Rated Glazing Solutions

By Diana San Diego

This 2-hour stairwell uses new technology—fire-resistive glass and 
framing—to allow natural light to penetrate farther into the building 

while meeting all the fire safety requirements of this application.
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the CPSC standard to require that glazing used in 
hazardous locations, such as doors and sidelites, 
must meet minimum Category I and II impact 
standards, depending on the size of the glazing 
panel. Smaller glazing panels in sizes up to 1,296 
square inches must meet the Category I impact test 
of 150 ft. lbs. Larger glazing panels must meet the 
higher Category II standard impact test of 400 ft. 
lbs. of impact resistance. 

However, at that time that the new CPSC require-
ments were enacted, the wired glass manufactures 
alleged that they lacked the technology needed to 
manufacture a product that could meet the CPSC 
standard. Since traditional wired glass was the 
only fire-rated glazing product at that time, it was 
granted a temporary exemption from meeting 
the CPSC standard. This exemption meant that 
traditional wired glass only had to meet the lesser 
ANSI Z97.1 standard, which stipulates 100 ft. lbs. of 
impact resistance. However, independent testing 
performed on traditional wired glass demonstrated 
that it fails with as little as 50 ft. lbs., a force easily 
created by a five-year-old pushing on the glass. 

This all changed in the 2003 IBC, when 
traditional wired glass lost its exemption from 
meeting safety glazing standards when used in 
educational and athletic facilities. 
In the 2004 IBC Supplement and the 
2006 IBC, traditional wired glass 
became no longer exempt when used 
in any hazardous location for all 
new construction and in all types of 
occupancies. Replacement glazing 
up to 1,296 square inches must also 
meet the minimum CPSC Category I 
requirements. Furthermore, all glaz-
ing used in gymnasiums or athletic 
facilities must meet the more stringent 
Category II requirement. 

While these code changes elimi-
nated the use of traditional wired 
glass in areas where safety glazing is 
required, it did not constitute a ban 
on wired glass. It still may be used 
in fire window assemblies that are 
not in hazardous locations. However, 
it is limited to 25% of the wall area. 
This size limitation applies to all fire-
protective glazing products.

This 2-hour stairwell combines  
vision, daylighting and safety  
using clear,  2-hour fire-resistive  
glass and framing.

Fire-resistive glass and frames were 
used to create vision and transparency 

in fire-rated areas where the ability 
to see through and observe are 

integral to the learning process.



34	 DOORS	&	HARDWARE £ MAY 2012

Industry	Innovation	Leads	to	
Improved	Impact	and	Fire	Safety

Industry innovation was the main 
driving force behind IBC changes to 
strengthen safety glazing require-
ments. Between 2000 and 2002, a 
filmed wired glass product was 
developed that met both the fire and 
the CPSC impact safety requirements 
of the code. Although it looks like 
traditional wired glass, this new 
safety wired glass product is able to 
successfully pass both the fire test 
requirements and the stringent CPSC 
Category II impact safety standard. 

Before that innovation, the same 
manufacturer also introduced clear, 
non-wired fire- and safety-rated 
glazing options in the U.S. market. 
These fire-protective, specialty 
tempered products met all the fire 
and safety requirements of the code 

while outperforming wired glass 
in many ways. For the ultimate in 
design flexibility, clear fire-resistive 
options became available, enabling 
architects to combine large clear 
view areas with maximum fire and 
impact safety. Before, the only option 
for 1- and 2-hour walls would have 
been a conventional solid wall. With 
advanced fire-resistive glazing able to 
perform just like a brick wall or tradi-
tional fixed stud-framing, designers 
can now have large areas of clear 
fire-rated glass that increases security, 
provides lighting, reduces noise, and 
allows aesthetic design flexibility.

Alternatives	to	Wired	Glass:		
Fire-Protective	and	Fire-Resistive	
Glazing	Choices

While the advent of advanced 
fire-rated products used in lieu of 

traditional wired glass have given 
architects the opportunity to design 
with glass like never before, there 
is still a lot of confusion about their 
correct and code-approved use.

The key to understanding fire-
rated glass products and their 
applications lies in distinguishing 
between the two fire performance 
categories in the IBC: fire protective 
and fire resistant. Each category 
has its own set of performance 
features, test standards and allowed 
applications. Simply relying on the 
fire endurance rating (20, 45, 60, 90, 
120 and 180 minutes) or whether a 
product is “thick” or “thin” can lead 
to faulty specifications and misap-
plications of the product. 

Fire-protective	glass is designed 
to compartmentalize smoke and 
flames and is subject to application, 
area and size limitations under the 

Type Fire	Rating CPSC	Safety	Rating Appearance Typical	Application(s)	

Specialty Tempered 20 minutes CPSC Cat. II
Optically clear; 
no wires or tints

Doors up to the max. size tested

Specialty Tempered, 
Heat Reflective

20-60 minutes  
(AHJ approval is required 
for 45- to 60-minute 
applications.)

CPSC Cat. II
Optically clear; 
no wires or tints

20- to 45-min. doors up to the max. size 
tested/60-min. doors up to 100 sq. in./ 
45-min. sidelites, transoms and windows

Specialty  
Fire Protective

90 minutes
CPSC Cat. I 
or Cat. II

Optically clear; 
no wires or tints

90-min. doors up to 100 sq. in.

Traditional 
Wired Glass

20-90 minutes None
Annealed glass with 
embedded wires

45-min. transoms and windows 
where safety is not a requirement

Safety Wired Glass 20-90 minutes CPSC Cat. II
Wired glass with 
surface-applied 
safety film

20- to 45-min. doors up to the max. size 
tested/60- to 90-min. doors up to 100 sq. in./ 
45-min. sidelites, transoms and windows

Ceramic 20-90 minutes None
Wire-free with 
amber tints

45-min. transoms and windows 
where safety is not a requirement

Filmed  
Safety Ceramic 

20-180 minutes CPSC Cat. II

Ceramic with 
surface-applied 
safety film; wire-free 
with amber tints

20- to 45-min. doors up to the max. size 
tested/60- to 180-min. doors up to 100 sq. in./ 
45-min. sidelites, transoms and windows

Laminated  
Safety Ceramic

20-180 minutes CPSC Cat. II
Laminated ceramic; 
wire-free with 
amber tints

20- to 45-min. doors up to the max. size 
tested/60- to 180-min. doors up to 100 sq. in./ 
45-min. sidelites, transoms and windows

Table 1
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IBC. Fire-protective glass is typi-
cally used in doors and openings 
up to 45 minutes and cannot exceed 
25% of the total wall area because 
it does not block radiant heat trans-
mission. These products are tested 
to NFPA 257/UL 9 for windows and 
NFPA 252/UL10B/UL10C for door 
assemblies. See Table 1, on page 34, 
for fire-protective glass products.

It is important to note that while 
there are fire-protective products 
rated from 60 to 180 minutes, their 
application is limited to door vision 
panels, and size limitations may 

apply. For 180-minute doors, fire-
protective products may be listed 
for 100 square inches, although 
the IBC does not permit any vision 
panel in a 3-hour rated fire door. 
For 60- and 90-minute doors in exit 
enclosures and exit passageways, 
fire-protective products are limited to 
100 square inches, whether or not the 
building is fully sprinklered. More 
information on the code change 
and the 2012 IBC are discussed in 
following sections.

In addition, fire-protective glass, 
such as ceramics and wired glass, 

have limited use in 1-hour walls 
and are prohibited altogether as 
sidelites, transoms and windows in 
2-hour interior walls because they 
cannot block radiant heat. These 
limitations are recognized in the 
IBC, and recent revisions to the 2012 
IBC give end users clear guidance in 
applying those limits.

Fire-resistive	glass	is not limited in 
application or size. This type of  
fire-rated glazing compartmental-
izes smoke and flames and blocks 
the transmission of dangerous levels 
of radiant heat through the glazing. 
As a result, it can be used in wall 
and door applications 60 minutes 
and above without the size limita-
tions that apply to fire-protective 
glass. These products are tested to 
ASTM E-119/NFPA 251/UL 263. 

These standards apply to all fire-
resistive wall materials where the 
temperature rise on the non-fire 
side cannot exceed an average of 250 
degrees Fahrenheit. The intent is to 
block the dangerous transmission of 
radiant heat, which can cause paper, 
drapes, clothing and other combus-
tible materials within 20 feet to ignite 
without coming into contact with the 
actual fire. Imagine the devastating 
effect unrestricted radiant heat has 
on building occupants attempting to 
exit past a large glazed area during 

Type Fire	Rating CPSC	Safety	
Rating Appearance Typical	Application(s)

Fire-Retardant 
Filled Units Up to 2 hours CPSC Cat. II

Optically clear; no wires or tints; 
comprised of two tempered 
lites with the cavity filled 
with a clear fire retardant

1- to 2-hour walls, 60- 
to 90-min. doors, and 
60- to 120-min. sidelites 
and transoms up to 
the max. size tested

Multi-laminates Up to 2 hours CPSC Cat. II

Optically clear; no wires 
or tints; multiple sheets 
of annealed glass with an 
intumescent interlayer

1- to 2-hour walls, 60- 
to 90-min. doors, and 
60- to 120-min. sidelites 
and transoms up to 
the max. size tested

Table 2

During the renovation, the school decided to add more glazing in different areas of the building 
to add vision, transparency and create a feeling of openness.  Two-hour fire-resistive glass and 
frames were used in 2-hour rated walls to meet the design and code requirements.
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a fire. By effectively compartmentalizing smoke, 
flames and radiant heat, fire-resistive glass ensures 
safe egress, no matter how large the glazed area. See 
Table 2 for fire-resistive glass products.

Clear,	Fire-Rated	Glazing		
Offers	Additional	Benefits	

Aside from increased fire safety, today’s clear 
fire-rated glass products offer other benefits as 
well. Recent studies confirm that when school 
spaces are brighter, students learn faster, teacher 
morale improves, and energy costs are reduced. 

Today’s school designers are incorporating 
advanced fire-rated glass in stairwells, lightwells, 
corridors, wall partitions, indoor courtyards, 
exterior walls, and other places where masonry, 
gypsum or other opaque, conventional, fire-
resistant wall materials were once used. Fire-rated 
glass allows light to pass through from one area 
to another, blending natural and artificial lighting 
into spaces deep within the building. Schools can 
save energy and create a sense of openness, and 
the additional visibility between spaces contrib-
utes to enhanced safety.  

About the Author: Diana San Diego is the Director of Marketing 
for SAFTI FIRST. She can be reached at DianaS@safti.com.

Ninety-min., full-lite, fire-resistive doors with 2-hour fire-resistive transoms and 
sidelites rated equal to the wall rating requirement are used to enhance transparency 
and vision while meeting the fire safety requirements of the application.

This photo shows a dangerous application for traditional, unfilmed 
wired glass.  The glass is behind a pushbar, and when people miss the 
bar and press against the glass, the likelihood for injury is high.
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The HALLGREN Company

r e c r u i t i n g  T H E  N E X T  G E N E R AT I O N :

Do members of your 

company have ideas 

they’d like to share 

to help our industry 

improve employee 

recruitment and  

retention? 

Contact Jess Madden 

at jmadden@dhi.org 

or call 703/766-7033!

ONE OF THE GREATEST CHALLENGES FACED BY THIS INDUSTRY IS THE NEED TO RECRUIT AND 
retain the next generation of employees. In the U.S., a high rate of unemployment means plenty of potential applicants for any 
job opening. But how do you decide who to choose, and more importantly, how do you get that person engaged in this industry 
so that it becomes a career path rather than just another job to work until something better comes along? 

To find out, D&H will be conducting a series of interviews with various DHI member companies. Each company has its own 
set of ideas and standards that it has developed through years of trial and error. Our hope is that this project will offer readers 
new ideas and perspectives that they can use to improve employee recruitment and retention in their companies. 

In our first installment, we talk to the owners and managers of The Hallgren Company. With office locations spread out 
across Texas, Colorado, New Mexico, Nevada, Arizona, and California, it’s vital that they have a solid team of employees 
working to ensure quality customer service and timely, accurate delivery of their products. And after 35 years in the industry, 
they’ve developed very clear ideas of what type of employee works best in their company, how to weed out the good from the 
bad, and how to retain the best ones.

Meet the Hallgren Company staff that participated in 
the following D&H interview. Names are listed in the 
order they appear in the interview.

Mark Hallgren, President – Lubbock, TX

Justin Vasquez, Estimator – Fort Worth, TX

Mark Stoddard, Project Management/Purchasing – 

 Colorado Springs, CO

Josh Hallgren, Project Management/Sales – Lubbock, TX 

Doug Stooks, General Manger – Colorado Springs, CO 

Jim Furr, General Manager – Burlingame, CA

Terry Buck, Purchasing – Las Vegas, NV

Anthony Dulaney, General Manager – Fort Worth, TX

D&H: What qualities do you look for in a 
potential employee? 
Mark Hallgren: Potential and capacity. Do 
they have the potential for the position and the 
capacity to grow well beyond the need at hand?

Also, cultural fit. Each company or group 
of people is its own little society. New people 
coming in have to fit in order to be comfort-
able and accepted by their peers. This creates 
an environment where people can work better 
as a team.

Lastly, is the candidate a leader or a follower? 
We need to make sure we are not asking a 
follower to be a leader, and if a leader is asked 
to be a follower, there is no room for growth.
Justin Vasquez: I look for someone who is 
very hands-on, willing to learn, and willing to 
fail in order to have success.

Mark Stoddard: They must be presentable and 
respectable. They also must show self-confidence 
and want to be a team player.
Josh Hallgren: We all fit together as pieces 
to a puzzle, and I need the right fit—someone 
willing to take on a role with responsibility. It’s 
important to surround yourself with a good 
team that you are confident in. How can you 
promise that “above and beyond” in a sale if 
you have to take all of it from the ground up?
D&H: What types of things would you 
consider to be “red flags” on an application 
or in an interview?
Mark Hallgren: A long list of employment 
history with a series of one- to three-year stays 
at several different firms. Also excuses, lack of 
preparation and misrepresentation.
Doug Stooks: Use of I, I, I, Me, Me, Me.
Jim Furr: If they have been out of school for a 
while or have worked at a number of different 
companies for short periods of time. Late to an 
interview without a very good reason.
Mark Stoddard: Misuse of terminology and 
any type of hesitation in answering a ques-
tion, as it shows a lack of self-confidence.
D&H: How/Where do you recruit most of 
your employees? 
Mark Hallgren: Depends on the position and 
the location. I rely on “word of mouth” with 
existing contacts, one-on-one conversations and 
proper advertising. I do not use employment 
agencies or professional recruiters.

mailto:jmadden@dhi.org
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Mark Stoddard: I start by networking 
my resources at hand. I would much 
rather hire someone who came to me 
looking for a job. That, to me, shows 
eagerness to work.
D&H: Recruiting the younger 
generation in particular is a key 
issue for this industry. What advice 
would you offer?
Mark Hallgren: Embrace their 
skills! The younger folks are full of 
energy and fantastic ideas when it 
comes to technology. My favorite 
thing is that, if you let them, they 
always ask, “Why do we do this like 
that?” If I have to make an excuse 
to answer the question, or if my 
answer is, “We have always done it 
that way,” we’d better rethink what 
we are doing!

Also, exploit their need to learn! 
Teach them! They are all coming 

from a lifelong habit of learning 
and being taught by teachers and 
parents. Embrace it and continue it.
Terry Buck: The advice I would 
offer is that the industry as a whole 
needs to promote the fact that people 
of lesser means can make a good 
living in the industry. As for myself, 
I was not fortunate enough to have 
the financial aid to go to college. But 
after hard work and determination, 
I’ve made a decent living in the door, 
frame and hardware industry.
Anthony Dulaney: Perception. The 
workforce pool isn’t aware of this 
industry, and there isn’t a lot of 
glamour or recognition outside of 
our industry that comes with an 
“apprentice” title. Glamour may 
sound silly, but I believe that this is 
a determining factor in our current 
society. Most of our distributor 

management-level personnel have 
worked up through the ranks and 
been educated over many years. 
Necessary as it may be, this is not an 
appealing path to success. As long 
as awareness and education are only 
provided within our institution, the 
younger generation will continue to 
migrate to other industries.
Josh Hallgren: Embrace their 
unique abilities, and go find them. 
A lot of high school graduates think 
they must find a college to go to, 
but what about a vocational degree? 
If anything, you learn a trade and 
the skills necessary to succeed in 
the business world while earning 
a paycheck—and, in some cases, 
employer-paid education. New 
blood is needed, and it starts with 
a high-quality vocational education 
and a well-rounded marketing plan.

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

SL10857 1-2p Security ad-DHI.indd   1 7/29/11   4:49 PM
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D&H: What do you think is the key to employee 
retention?
Mark Hallgren: Empowerment. Develop an environ-
ment where everyone works for the business as if it 
were their own.
Justin Vasquez: Allowing them to have the ability 
to grow in the company, and making opportunities 
available.
Josh Hallgren: A leader who has the ability to posi-
tively influence relationships between coworkers.
Doug Stooks: Give a new employee lots of “rope.” 
Either he will do an excellent job, or he will hang 
himself. It allows you to weed out the worst sooner.
Mark Stoddard: Using and implementing their ideas, 
and casually complementing them on their work—
especially at the end of a project or task that was 
challenging.
D&H: Do you allow your employees access to social 
media while at work? 
Mark Hallgren: Absolutely not. I am old school, I guess, 
but I believe that social media is a privacy problem 
yet to be resolved. It also is a personal use of time and 
doesn’t seem to have a benefit for the firm. However, I 
will say it is the first thing I look at when considering a 
new employee.
Mark Stoddard: No! It’s not allowed on a personal level 
because of distractions. Yes, if there was a way our 
business could benefit from social media, but I’m not 
sure how this industry would.
Josh Hallgren: The issue I see concerning most 
employers not agreeing with the use of social media 
websites such as Facebook, Twitter and YouTube during 
work hours is because normal use is for personal 
reasons. All technologies and products began in this 
same manner—once it’s proven that these can be devel-
oped for professional reasons, they will be accepted. 
However, the rule of caveats has a major implication 
in this respect. Both parties must respect the power 
of social media, as it can become their worst enemy 
(i.e., angry employee/employer leads to a lawyer’s 
involvement).

At the current moment, trust is the main factor 
between using and not using social media websites. 
Generally, I trust someone who has the self-discipline 
to understand the adverse effects of social media access 
during work hours. This does not mean that social 
media cannot be used to produce desirable results—I 
find tech blogs extremely helpful when fixing a printer 
or computer problem.  

Gaps under exterior doors are a common problem.  
But now there’s a simple new solution—the concealed 
Adjustable Bottom Brush from Special-Lite, available for 
new or existing Special-Lite® Doors.

800.821.6531 • special-lite.com/brush

Special-Lite Ad No. SL-12-132
Live Size: 3.562" x 4.75"
Doors & Hardware
Alexander Marketing Services, Inc.
Grand Rapids, Michigan 49504 USA
Job No. SL-55243
March 29, 2012

Our doors  
compensate  
for uneven f loors.



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.
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WO	VERY	COMMON	ACCESSIBILITY	ISSUES	FOR DOOR	OPENINGS	CAN	USUALLY	BE	ADDRESSED	BY	
making simple adjustments. The accessibility standards require accessible 
doors to be opened with a limited amount of opening force and to close 

slowly. Often these requirements can be met by properly adjusting the spring power 
and the valves of the door closer.

Opening Force

The opening force requirements are the same for both the 2009 edition of ICC A117.1, 
Accessible and Usable Buildings and Facilities (Section 404.2.8), and the 2010 Americans with 
Disabilities Act (ADA) Standards (Section 404.2.9). The maximum opening force for 
interior hinged doors is five pounds. The maximum opening force for sliding and folding 
doors is also five pounds. Both standards note that the five-pound force limitation does 
not apply to the force required to retract latch bolts or disengage other devices that hold 
the door in a closed position. 

In earlier editions of the standards, the opening force for exterior doors was addressed, 
but the current A117.1 and ADA standards do not include an opening force requirement 
for exterior doors. The opening force limitation may be addressed in local codes, and I 
have seen local requirements ranging from 15 pounds to five pounds for exterior doors. 
The difficulty with exterior doors is that adjusting the door to a low opening force and 
consequently a low closing force will sometimes result in an exterior door that is unable to 
close properly. Wind, air pressure, weatherstrip, latchbolts and other conditions contribute 
to the problem. Check your local codes to determine opening force requirements for exte-
rior doors.

Fire doors are exempt from the five-pound force limitation and are subject to the 
minimum opening force allowable by the appropriate administrative authority. Although 
NFPA 80, Standard for Fire Doors and Other Opening Protectives, does not include a require-
ment for the amount of force used to open or close a fire door, Annex A of NFPA 80 does 
address the need for adequate spring power to ensure that the door is closed and latched, 
while taking into consideration the potential difficulty of opening a fire door. Annex A 
recommends a size 3 closer for interior 3-foot-wide fire doors, and a size 4 closer for exte-
rior fire doors. Wider doors or doors with abnormal air pressures or other circumstances 
may require an increase to the next spring size. The closer “size” refers to the spring 
power, which correlates to the opening and closing force. 

DECODED:

From the well-known blog 

idighardware.com, 

Lori Greene brings some 

much-needed clarity to 

codes.

Opening Force & 
Closing Speed

T
BY LORI GREENE, AHC/CDC, CCPR
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While fire doors are not required 
to open with five pounds of force, 
the maximum opening force for all 
egress doors, including fire doors, 
is addressed in the International 
Building Code. The maximum 
allowable force is 15 pounds to 
release the latch, 30 pounds to set 
the door in motion, and 15 pounds 
to swing the door to the full open 
position. Power-operated doors are 
subject to the same requirements, 
except that the maximum force to 
set the door in motion is 50 pounds.

Closing Speed

The closing speed of an accessible 
door is addressed in Section 404.2.7 
of the 2009 edition of A117.1 and 
Section 404.2.8 of the 2010 ADA 
Standards: “Door closers and gate 
closers shall be adjusted so that from 
an open position of 90 degrees, the 
time required to move the door to a 
position of 12 degrees from the latch 
is 5 seconds minimum.” 

Again, this requirement can easily 
be met by adjusting the closer –this 
time by limiting the flow of fluid 
via the adjustment valves and slow-
ing the closing speed. At one time, 
a common practice was to equip 
accessible doors with delayed-action 
closers, which delay the closing 
cycle for one to two minutes when 
opened to the fully open position. 
While there may be some doors for 
which delayed-action closers would 
be a good application, they are not 
required by the accessibility stan-
dards, and they can even hinder the 
operation of some doors.

The closing speed for spring 
hinges is also addressed in the 
accessibility standards: “Door and 
gate spring hinges shall be adjusted 
so that from the open position of 70 
degrees, the door or gate shall move 
to the closed position in 1.5 seconds 
minimum.” Although spring hinges 
are not prohibited by the accessibil-
ity standards, their use on accessible 
doors should be carefully consid-

ered, as they do not truly control 
the door. If spring hinges are used 
on fire doors, Annex A of NFPA 
80 recommends that spring hinges 
should be adjusted to achieve posi-
tive latching when allowed to close 
freely from an open position of 30 
degrees. 

When a door closer cannot be 
adjusted to meet the accessibility 
requirements for opening force and 
closing speed, a good option is to 
install an automatic operator. The 
2009 edition of A117.1 and the 2010 
ADA Standards do not require the 
installation of automatic operators 
on accessible doors per se, although 
there are some state codes that do 
require them in certain circum-
stances. Most door closers sold today 
are capable of being adjusted for use 
on an accessible door or on a fire 
door, but in situations in which a 
door closer will not properly control 
the door within the limitations of the 
accessibility standards, an automatic 
operator should be considered. 

HE	ACCESSIBILITY	STANDARDS	DO NOT	GO	INTO	DETAIL	
about how to measure opening force and 
closing speed, but there are recommended 

methods included in ANSI-BHMA A156.04-2008, ANSI 
Standard for Door Controls-Closers.
A14 Recommended Method for Measuring Force 
Compliance to ADA

1. On the push side of the door, locate a point on the 
horizontal center line of the push plate or lock trim, 
at 1 inch from the latch edge of the door.

2. Mark the floor at a point where the push side of the 
door’s latch stile is at 70 degrees. Mark a second 
point where the push side is 3 inches from the latch.

3. Open the door so the latch is clear of the strike and 
the door is slightly off the stop.

4. Using a force gage on the mark determined in  
Step 1, gradually push the door open to the 
70-degree mark established in Step 2. Observe the 
maximum force reading.

A15 Recommended Method for Measuring Closing  
Time Compliance to ADA

1. On the push side of the door, locate a point on the 
center line of the push plate or lock trim, or at 30 
inches from the hinge edge of the door, which-
ever is greater. Mark the floor at a point 30 inches 
from the hinge pivot when the door is open to the 
12-degree position and another on the same side 
of the door when door is at the 90-degree position.

2. Hold the door at the 90-degree mark. Release the door 
and time the closing sweep between the two marks.

T
Recommended Methods for Measurement
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Here are some recent pictures. I wonder if you, dear reader, are 
up to the 30-minute challenge? Choose a location. See how many doors you can 
find with violations (or something unusual) in a 30-minute period, and photo-
graph them using a digital camera or your phone (with high-quality settings). 

Please email them to the “Thirty Minute Challenge” care of me at mberger@
securitech.com. Please be sure to include your name and contact information, as 
well as explanatory info on each door and where you took the pictures. The best 
submissions will be featured in an upcoming issue of Doors & Hardware.

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!

I do a fair amount of volunteer 
lecturing. I remembered doing 
training at a fire academy 15 years 
ago and lamenting that I didn’t 
have a camera with me to take a 
picture of the rim lock they had 
above an exit device. I was invited 
back last year, and not only did 
I have a blast with the firemen, I 
had a chance to snap the photo.

They had the right intention with 
the large exit sign. Maybe the 

next time they could get the door 
to swing in the exit direction…

and use an exit device… and not 
put a dropbolt lock on the door.

Went to a furniture store (not too 
many combustible materials there!) 
and found this blocked exit. What’s 
worse: the debris or the slide bolt?

By Mark Berger

Photos Courtesy of Mark Berger

mailto:mberger@securitech.com
mailto:mberger@securitech.com
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1

This was creative. Take a pair of doors with a mullion. Add three eye 
bolts, one chain and one padlock, and you have all the elements 
needed for a life safety hazard.

Wasn’t there a door like this in the movie “Monsters, Inc.”? I 
can’t quite figure this one out. Even worse, there’s a pushbutton 
for the maglocks on the left.

I was invited to tour a school district. I guess the missing chassis 
cover allows students to learn how an exit device operates. 
The funky slide bolts are a common hazard in urban areas.

Sometimes the practice is to padlock the slide bolts in the unlocked 
position. As you can see from the other pair of doors, someone can 
forget to padlock them open. That leaves a hazardous condition, as 
anyone could throw the bolts.
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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

was a busy time for DHI as we hosted our 
spring board meetings and two strategic planning sessions for both DHI and the 
Foundation respectively. It was the first time since 2005 that DHI held a strategic 
planning session. The Board of Governors had wisely determined that it was 
imperative to revisit our long-term plans this year. Included in the DHI session was 
not only the DHI Board and senior staff, but also the Strategic Advisory Council 
and the Foundation Trustee officers. Over the course of two days, every major 
aspect of the association was revisited as leadership was tasked with strategically 
examining the role and purpose of DHI and its major programs over the next 
five years. These decisions will provide DHI with a map toward supporting the 
prosperity of our members and our industry at large. Now that staff is tasked 
with crafting the details of execution, we look forward to sharing these strategic 
decisions for DHI and the Door Security & Safety Foundation in the near future.

THE WEEK OF MARCH 12TH

DHI Board of Governors Meeting:

1.	 	David	L.	Neuner,	Sr.,	Tim	Petersen,	LEED	AP,		
Ken	J.	Metzler,	AHC

2.	 	Bruce	Butterfield,	CAE,	FSAE,	APR	(facilitator),		
Jerry	Heppes,	Sr.,	CAE,	David	L.	Neuner,	Sr.

3.	 	Anthony	A.	Boatman,	DAHC/EHC,		
Mark	Lineberger,	AHC/EHC,		
Steve	Hornyak,	DAHC,	FDHI,CSI/CDT,		
William	H.	Johnson,	Stephen	Hildebrand,	FDHI

4.	 	Robert	D.	Maas,	Jon	R.	Laing,	Ira	R.	Hymowitz,	AHC,		
Sharon	Wilson,	AHC,	Jerry	Rice,	CCCA	LEED	Green	Assoc.,	
Chuck	Molina,	Albert	R.	Hilkert

5.	 	Barry	T.	Shovlin,	Keith	E.	Pardoe,	DAHC/CDC,CDT,		
Mark	J.	Berger

1

5

3

4

2
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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

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!

Troy Brooks began his working career as an apprentice lineman 
for an electric co-op but soon realized he was in the wrong field. 
“I didn’t relish the thought of being 40 feet in the air standing on 
spikes with 15,000 volts,” he recalls. He then tried his hand as a 
UPS delivery driver during the busy Christmas season but again 
discovered that he was not well-suited for the position. “I wasn’t a 
great driver,” he admits. “I had two accidents in three months.”

It was then that a friend mentioned an opening in the shipping and receiving depart-
ment of a contract hardware firm. Recognizing that this was a good opportunity to build 
a career, Brooks applied for the job and was hired. “In six months I was working directly 
under an AHC, training to detail projects and, later, making take offs and detailing and 
writing specifications,” he says. Having finally found a suitable career path, he spent the 
next 25 years learning the industry, honing his skills and earning his AHC credentials.

In 2000, he decided to transition into sales and took a territory sales position with Best 
Access Systems. He excelled at the position; however, he missed the challenges of his 
previous job and in 2006 transferred to The Stanley SpecCentre Services to write specifica-
tions for Stanley Black & Decker. “It is challenging to specify the correct hardware for all 
types of openings,” he explains. “It is much different and more challenging being on the 
front end of the project and determining the proper hardware for a difficult application 
that will operate properly, give years of service, and be cost efficient for the owner.”

During his 37 years in the industry, Brooks has remained active in DHI, both local-
ly and nationally. “I have served as Oklahoma Chapter Vice-President and President, 
Roadrunner Chapter Vice-President and President, and served on the DHI Editorial 
Board,” he says proudly. “I was recognized as Member of the Year of the Roadrun-
ner Chapter in 1996 and ran for DHI Board of Directors several years ago.” He also 
passed DHI’s Fire Door Assembly Inspection (FDAI) course in 2011.

Brooks’s decision to be so involved in the association stems from his belief in the 
value of DHI membership, especially when it comes to “training, networking and be-
ing able to keep up with changes that are taking place in the industry,” he says. 

But it’s also due to his passion for this industry—one that he wishes the younger 
generation shared. “They don’t seem to see the opportunity that is out there in this 
industry,” he laments, noting that one of the biggest challenges facing this industry 
is the recruitment and retention of new employees. His advice to those looking for a 
way into the workforce? “Find a quality company that will offer training in the door 
and hardware industry, and stick with it. If you apply yourself and take advantage of 
education classes, you can move up quickly.” 

Brooks believes that education is key because the industry is poised to undergo 
dramatic changes in the coming years. “I see the industry moving more toward high 
security—electronic and mechanical,” he says. “Also, yearly fire door inspections are 
being written into the codes, and with the other changes, we need to be looking at 
areas where we can expand our presence in the industry.” ●

Troy D. Brooks, AHC, CDT
Stanley Security Solutions Spec Centre Services
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 c o r p o r a t e  a c c e s s

by John R. Graham

Getting It Wrong Is Easy 
 How to Get Marketing Right

m a r k e t i n g
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E 
XPERIENCED MARKETERS 
shake their heads in amaze-
ment. “How could a first-class 

company run an ad like that?” That 
refers to an ad that is 100% focused 
on them. It’s all about who they are 
and what they do.

Whether it’s an ad, a proposal, 
a newsletter, an email bulletin, a 
brochure or a website, the story is 
the same. It’s all about them.

As soon as we turn the page 
and see such an ad or click into a 
website that’s filled to overflowing 
with the “it’s all about us” message, 
we’re gone.

Yet it happens every day. “Seeing 
potential requires vision” states 
the headline for a large financial 

institution in a national daily 
newspaper. And guess who has the 
vision? Flip the page in the same 
newspaper, and a major microchip 
manufacturer gets it right. This 
company “has an urgent message 
for the wired world: unwire.” That 
resonates. Both ads required hefty 
budgets. One made the advertiser 
feel good; the other got through to 
the customer.

In another section of the same 
newspaper, a full-page ad got it wrong. 
The headline states that the company 
“extends its CRM leadership.” 
Everyone inside that company feels 
proud. But that doesn’t make sales.

Turn the page, and Lexus hits the 
target with a customer-capturing 

headline: “Think cloud nine. With a 
silver lining.” That pulls the customer 
in. We all want a silver lining.

How does it happen that some hit 
the mark and others can’t find the 
target? It’s certainly easy to sell a 
self-serving ad to a client.

There’s a more accurate explana-
tion, however. Marketer Harry 
Beckwith notes, “I cannot walk 
into most companies without being 
aware of their walls. The walls seem 
to do more than keep the cold air 
out. They seem to block out a clear 
vision of the world.” He goes on to 
suggest that there is nothing devi-
ous about such behavior. “It’s just 
that people talk about what they 
know, and what people know is 
their company.”

There’s the rub, as Shakespeare 
would say. The major problem with 
most marketing is that it’s all about 
the wrong people. The focus is on 
what we know best—our company, 
our products, our service—
ourselves. And somehow or other, 
we expect the customer to make the 
right connection and say, “Ah, ha. 
That’s exactly what we need.”

Absorbing	the		
Self-Absorption	Problem

Self-absorption is no minor 
problem. It’s perhaps the major 

The marketing task is raising the blinds and throwing open the 
windows... so that we become one with the real world...
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impediment to effective marketing. 
Its impact is extensive. Here are a 
few examples:

■ Most business letters are all 
about “us,” too. They are about 
what “we” sell and what a good 
deal “we” give our customers 
and that we are a leader in “our” 
industry. On and on it goes. This is 
no small matter, either. One recent 
letter contained the words “we’re 
excited” three times as the writer—a 
marketer, no less—described 
internal changes in the company. 
Who cares if they’re excited? Does 
it really make any difference to the 
customer? And does it not send a 
powerful, unavoidable message that 
the company’s primary concern is 
with itself? Oh, yes, this is the same 
company that seems to delight 
in using such terms as “strategic 

alliance” and “strategic partner.” 
The underlying mindset, however, 
betrays the truth.
■ Pick up a press release at 
random, and what are the first 
words you see? Chances are 
it’s the name of the company. 
As any good PR intern knows, 
the opening paragraph should 
be the hook to grab the reader, 
particularly an editor.
■ Quite often, top management 
are the worst offenders. They 
want their “truth.” A marketing 
agency had worked for months 
with the marketing director of a 
well-established regional insurance 
broker to develop a new capabilities 
brochure. What emerged was an 
eye-catching, customer-focused 
marketing piece. Having received 
approval to go to print, the 

marketing firm had the brochure 
on the press when the marketing 
director called and said, “Don’t 
go any further. The president 
wants some changes.” It didn’t 
take much imagination to figure 
what “changes” were going to be 
made. To start with, large full-color 
photographs of the chairman, CEO 
and president—not surprisingly, 
father, oldest son and youngest son, 
in that order—were featured in the 
new version, along with a detailed 
history of the company. One 
president expressed it this way: “If 
I’m paying for it, I want it my way.” 
As any seasoned marketer will tell 
you, “That’s more common than 
pumpkins at Halloween.”
■ The end result of such “it’s all 
about us” arrogance is epitomized 
by the telephone call that we all 
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get every day. It almost always 
goes something like this: “We sent 
you a letter with some information 
about our company a couple of 
weeks ago. I hope it was of interest 
to you.” Can the callers be serious? 
Perhaps they are because the tone 
is such that I feel guilty if I don’t 
remember the mailing.

The	Missing	Message

What all this adds up to is “a case of 
the missing message.” What is it that 
we want customers, prospects, editors, 
investors, competitors or anyone else 
to think when they encounter our 
company, products and services? What 
picture do we want in their heads? 
What feeling do we want invoked?

Unfortunately, these questions 
generally go begging. Everyone is so 

focused on selling something that 
the customer is all but forgotten. 
We are so self-absorbed that we fail 
at the task of separating ourselves 
from our competitors.

If you ask executives what sets 
their company apart from others, the 
answers are pathetically predictable. 
After looking at each other in stunned 
silence, they mumble something 
about “our people” or “our service.”

When thinking about these 
companies, there’s no confusion. 
The image is crystal clear:

 ■ Sony (innovation and design)
 ■ Volvo (safety)
 ■ Southwest Airlines (low fares)
 ■ Pepperidge Farms (quality)
 ■ Godiva (great chocolate)
 ■ Mont Blanc (superb writing 

instruments)
 ■ Wal-Mart (low prices)

 ■ Starbucks (enjoyable experience)
 ■ Maytag (quality)

But what about these companies? 
What do we think about when we 
think about them and their products 
or services? Are the images impec-
cable and crystal clear when you 
think of these brands?

 ■ General Motors
 ■ Mr. Coffee
 ■ Kodak
 ■ K-Mart
 ■ Cadillac

Even when we boldly announce 
the benefits of doing business with 
us, self-absorption may color our 
thinking. Value-added, for example, 
comes out of what we decide is valu-
able, not what customers really want. 
What does the customer value? Isn’t 
that the only important question?

The “price is too high” problem 

We Know Insurance Details! 

TrusT.   As members of the Institute, DHI has your 

company’s best interests at heart. DHI and its 

strategic partner will work to meet and exceed all 

of your insurance needs. The program offers a full 

range of insurance coverages including: Property 

and Casualty, Directors and Officers, Employment 

Practices Liability, and Professional Liability.

With the DHI-Sponsored Insurance Program, 

we can provide you ways to lower your risk through 

customized insurance policies and risk education. 

The DHI Board of Governors approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

Like most other small to mid-sized 

businesses, our daily focus is in our core 

competencies. When we need insurance 

help we lean on the folks at Telcom.

We have a lot of options today, 

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

to exceed the expectations of our own 

customers. Telcom has worked hard 

to earn our business and solve our 

problems. They asked the questions to 

truly understand our business in order 

to build a program that fit our needs.

—Greg Lunde, President 

Builders’ Hardware & Supply Company, Inc.

DHI-SponSoreD InSurance program  ★  aDmInIStereD  by tISc

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

Bonnie L. Gauerke, AU – Program Manager  •  800/222-4664  Ext. 1635  •  email: blg@telcominsgrp.com

6301 Ivy Lane, Suite 506, Greenbelt, MD 20770   •  Fax: 301/474-6196
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may be another indication of self-
absorption. Although salespeople 
pass along the message to manage-
ment that a customer is going with 
the competitor because “our price 
is too high,” there’s reason to doubt 
that price is actually the bullet that 
shoots down a sale. More often than 
not, the customer is sending a totally 
different message: low perceived 
value. It’s simply tied with a pretty 
“the price is too high” ribbon.

No company is deliberately self-
absorbed. It happens because we’re 
captured by the ideas, culture, 
opinions, perceptions and history 
that surround and encapsulate us. 
We are captured and don’t know it.

Every type of business has its own 
language. Even companies possess 
parochial vocabularies to make 
communication easier. Without even 

realizing it, we are always talking to 
ourselves. We are literally fish out of 
water when we encounter new vocabu-
laries, ideas, histories and cultures.

Again, without being conscious 
that it’s happening, we assume that 
others think like we do, and we 
have difficulty understanding how 
anyone could possibly hold a posi-
tion contrary to our own.

We get our business information 
from our peers. It’s normal—we talk to 
people like ourselves. Is it any wonder 
that we have trouble telling the story 
so that it makes sense to customers, 
prospects and anyone else?

The Versailles Peace Conference 
that followed World War I was held 
in the great Hall of Mirrors. Years 
later, someone noted the failure at 
Versailles might have been avoided 
if it had taken place in a hall of 

windows, where the delegates could 
have looked out at the needs of the 
world instead of being preoccupied 
with themselves.

Getting	It	Right

The marketing task is one of rais-
ing the blinds and throwing open 
the windows to let in the lights, 
smells, images, problems, news and 
everything else so that we become 
one with the real world and it 
becomes part of us.

The answers to effective market-
ing are out there.    

About the Author: John R. Graham is president 
of Graham Communications, a marketing  
services and sales consulting firm. To read  
more about John R. Graham, visit his website  
at grahamcomm.com.

We’re also “On Your Side” and you’ll still be “In Good Hands,” but sorry... 

No talking lizards here.

www.dhi.org

For more 
information, scan 
with a QR Code 
reader-enabled 
mobile phone.

http://www.grahamcomm.com/


 i n d u s t r y  a c c e s s

52	 DOORS	&	HARDWARE £ MAY 2012

  i n d u s t r y  a c c e s s

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

PRODUCTS

Ellison	Bronze	PowerNow-Equipped	Doors

Ellison’s PowerNow power-operated doors use a concealed 
low-energy operator and actuating arm to effortlessly provide 
the opening force, while Ellison’s standard hardware provides 
the closing force. PowerNow-equipped doors, when operated 
manually, do not interface with the powered mechanism in any 
way, which minimizes energy use and guarantees that the user 
experience is still pure Ellison. This design reduces energy costs, 
eliminates unsightly surface-mounted hardware, and limits 
wear on the power-operated device.

For more information, go to www.ellisonbronze.com.

Flexible	Lockdown	Options	Address	Campus	Security	Challenges

W i t h  e m e r g e n c y 
response plans being 
a top priority for many, 
Kaba Access Control 
h a s  i n c o r p o r a t e d 
multiple lockdown 
options in its E-Plex® 
W i r e l e s s  A c c e s s 
Control System. From 
the Dashboard, users 
can centrally manage 
lock commands such 
as remote unlock, passage, and emergency lockdown. The 
system’s lockdown choices suit virtually any site and include 
global, door group or single door lockdown. Lockdown also 
can be executed right at a door, providing instantaneous and 
convenient security. 

In addition, the E-Plex Wireless System requires no wires, con-
duit runs, access panels or trenching/drilling. Entire properties, 
including remote buildings, can be joined to the E-Plex Wireless 
System without installation hassles and extensive costs. The 
E-Plex Wireless System is supported exclusively through a 
Certified Dealer Network. 

For more information, please contact a Kaba sales repre-
sentative, visit www.kabaaccess.com, or contact our customer 
service at 800/849-8324.

All	Contactless	AD-Series	Locks	from	Ingersoll	Rand	Security	
Technologies	Now	Feature	Multi-Technology	Readers

Ingersoll Rand Security Technologies announces that, hence-
forth, it will only offer the Multi-Tech (MT) and Multi-Tech with 
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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.ellisonbronze.com
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Keypad (MTK) options for contactless 
credentials with the standard AD-Series 
plat form. This consolidation from 
proximity-only and smart card-only 
options includes readers sold complete 
with AD-Series locks and wireless por-
table readers, as well as individual reader 
modules. The AD-Series will continue to 
be offered with keypad, mag stripe and 
FIPS201-compliant reader modules. 

Smart credentials have the ability to 
manage access, make payments and 
do many other functions. Those not 
willing to make that upgrade today can 
now prepare themselves for the future 
by incorporating AD-Series locks with 
multi-technology readers so that, when 
they eventually switch to smart cards, 
they will not have to tear out and re-
install all of their facilities’ readers.

Visit www.ingersollrand.com for more 
information.

Traction	Tread

Traction Tread aluminum thresholds 
and nosings are available with non-slip 

epoxy abrasive particles bonded into 
the grooves or with formulated rubber 
inserts. Attractive, smooth and extreme-
ly durable, they are perfect for schools, 
hospitals and commercial applications. 
Traction Tread provides a detectable 
warning for stairs and ramps and can 
also be integrated with photolumines-
cent edges for power failure emergency 
exits.

For more information, contact ZERO 
INTERNATIONAL at 718/585-3230 or visit 
www.zerointernational.com. 

MARKS	USA	Custom	Lockset		
Division	Chosen	for	The	Lucida

Marks USA’s Custom Lockset Division 
welcomes The Lucida (Manhattan, NY) 

to the growing list of residential build-
ings where its Grade 1 Mortise Locksets 
are currently in use. The Custom Lockset 
Division manufactures mortise, cylindri-
cal and tubular locks in a large variety of 
designs and functions. Marks USA also 
offers custom trim with engraving and 
conventional and high-security keying 
for residential and industrial systems. As 
the Upper East Side’s first LEED-certified 
green building, residents of The Lucida 
can enjoy a healthier, balanced lifestyle. 
Marks USA’s Custom Lockset Division 
locksets are manufactured from metals 
using mixes of virgin and 10% recycled 
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metals (post-consumer) to reduce envi-
ronmental impacts from extracting and 
processing virgin materials.

For more information, visit www. 
marksusa.com or call 800/526-0233.

Olympus	Lock	
Announces		
New	Cam	Lock

O l y mp us  Lo ck , 
Inc .  announces 
the new Olympus 
SA54LM/DM cam 
lock for Sargent 

brand interchangeable core cylinders. 
The new SA54LM/DM is a 11/8" diameter 
cam lock and will fit up to 11/8" material 
thickness. The SA54LM/DM is the only 
cam lock currently available for Sargent 
original interchangeable core cylinders. 
This new addition to the Olympus Lock 
product line uses all of our existing parts 
and optional accessories, including cams 
and trim collars, and has the same dimen-
sions as our 720LM/DM (for SFIC) and 
920LM/DM (for Schlage full-size IC) cam 
locks. The SA54LM/DM comes standard in 
a US26D (satin chrome) finish and is avail-
able for immediate shipment.

Olympus Lock is a manufacturer of eas-
ily rekeyable pin tumbler cabinet locks and 
interchangeable core cabinet lock bodies 
for a broad range of institutional applica-
tions. Our mission is to create pin tumbler 
cabinet locks and accessories of unparal-
leled innovation, quality, keyway compat-
ibility and value in a manner that sets a 
new industry standard for excellence. See 
us on the web at www.olympus-lock.com, 
or contact us toll-free at 800/525-0954.

Door	Closer	Delivers	Hidden	Benefits

Specifiers working on private and public 
building projects are becoming increas-
ingly aware of the wide range of life safety 
and practical benefits that come from using 

S a m u e l  H e at h’s 
PER KO P OW ER™ 
controlled,  con-
cealed door closer.

Key among these 
b en e f i t s  are  UL 
certif ication and 
ANSI/BHMA 156.4 
compliance, which 

underline the closer’s suitability for use 
on fire doors.

The fact that the door closer is invisible 
when the door is closed reduces opportuni-
ties for vandalism, making the closer more 
reliable, while the ability to mount PERKO 
POWER™ at a low height in the door makes 
it suitable for anti-ligature applications, all 
of which make a major contribution toward 
the safety of any building.

Finally, total concealment enables 
designers to retain a clean, unhindered 
appearance to the door without intrusion 
from unsightly boxes and mechanical 
devices, enhancing aesthetics and creat-
ing a less institutionalized appearance 
in hotels, schools, hospitals, secure units 
and commercial developments.

Please visit www.samuel-heath.com for 
more information.

CORPORATE CORNER

Masonite	Announces	Acquisition		
of	Baillargeon	Doors,	Inc.

Masonite International Corporation has 
completed the acquisition of Baillargeon 
Doors, Inc., headquartered in St. Ephrem, 
Quebec, Canada. Baillargeon is a well-
respected Canadian manufacturer of 
wood flush doors for architectural appli-
cations founded in 1985.

“The acquisition of Baillargeon strength-
ens our Architectural DoorSystems pres-
ence in North America, bringing with it 
a strong brand, deep customer relation-
ships and quality products,” says Chris 

Virostek, Masonite’s Senior Vice President 
of Corporate Development. “We are 
excited about the opportunities created by 
Baillargeon joining the Masonite team.”

“Baillargeon’s presence in Canada 
is a natural complement to Masonite’s 
existing architectural door businesses,” 
says Bruno Baillargeon, President of 
Baillargeon. “We have had a great rela-
tionship with Masonite as a supplier for 
many years, and I am excited for the ben-
efits this combination will bring for our 
employees and customers.”

Additional information about Masonite 
can be found at www.masonite.com.

New	Online	CEU	Course	Available	from	
VT	Industries:	AWD	Wood	Door	Construction	

VT Industries has partnered with AEC 
Daily’s Online Learning Center to provide 
new continuing education on wood door 
construction. This online course provides 
an overview of the components and 
construction materials used in the manu-
facture of architectural wood doors. The 
course is registered as an AIA Continuing 
Education System (AIA/CES) Health, 
Safety, and Welfare (HSW) learning unit. 

More specifically, the course covers:
 ■ Comparison of features, options 

and benefits of wood door con-
struction materials

 ■ Comparison of wood door 
assembly and construction 
methods 

 ■ Key industry performance 
standards

 ■ Environmental considerations
 ■ Aesthetic grades

Visit  w w w.aecdaily.com/sponsor/ 
vtindustries to take this new course today, 
or go to VT’s website at www.vtindustries.
com for more information.

http://www.marksusa.com
http://www.marksusa.com
http://www.olympus-lock.com
http://www.masonite.com
http://www.aecdaily.com/sponsor/vtindustries
http://www.aecdaily.com/sponsor/vtindustries
http://www.vtindustries.com
http://www.vtindustries.com
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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
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Classifieds Corner

Help Wanted

For Sale

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

BUSINESS FOR SALE-MidAtlantic

Commercial door and hardware wholesaler is a long established, well-
managed, profitable, debt free business that is poised to expand.  Pre-
ferred supplier arrangements exist with leading manufacturers. All key 
employees to remain.

Contact BMI Mergers-610-777-5400

POSITIONS FOR SALES REPS AVAILABLE!

National manufacturer with world-wide reputation and sales, comprising 
three divisions: ZERO Door and Window Sealing Systems, ADVANTAGE 
Lites and Louvers and IND-EX Rubber and Plastic Extrusions is looking for 
several sales agencies, with good experience in promoting high-quality 
products, sealing solutions and influencing specifications accordingly.

Contact Jerry Heid, VP Sales

jheid@zerointernational.com

Builders’ Hardware and Supply, 50+ year old door, 
employee owned, door, frame and hardware dis-
tributor 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

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

mailto:clift@builders-hardware.com
http://www.builders-hardware.com
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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 U.S./Canada dues are $360; International dues are $445. 
Membership investment must be paid in U.S. funds. Offer expires May 30, 2012.

Join DHI in  

MAY 
and receive

13 FULL months 
for the price of 12!

GET 1 ADDITIONAL 
MONTHS OF MEMBERSHIP

FREE!!

Now is an excellent  
time to join!

Know Someone Who Could Benefit From DHI?
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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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