
D&H explores a variety of exciting new hardware 
options, and offers an in-depth look at the current 
economic climate and how it’s shaping global 
hardware sales, imports and exports. 

T H I S  M O N T H

H A R D W A R E  T R E N D S / E M E R G I N G  T E C H N O L O G I E S

A PUBL ICAT ION OF  
THE DOOR AND HARDWARE INS T IT U TE

OCTOBER 2013



Akron Hardware has five warehouses nationwide,
same-day shipping on orders placed by 5 PM EST,
24/7 account access and a staff of Corbin Russwin
experts. That means you have time to handle
other, more important activites.

Give us a call and get on with your day.

LET’S DO THIS

800-321-9602 | www.akronhardware.com
ASSA ABLOY - Ingersoll Rand - Kaba Companies - Hager Companies - ACSI - Dorma

  We’ve got the

HARDWARE HANDLED
Which leaves you with plenty of time for the

AFTERNOON
DRIVE

fast and 
accurate.



One Family.  One Brand.  One Vision.
TM

8400 Series 
Low Energy Power Operator

We’re opening our doors 
to a new line.
We at Hager are focused on providing our customers with an impressive line of quality door hardware under one 

brand name. With that commitment, we have expanded our products to include a new line of low energy power 

operators and actuators. The Low Energy Power Operator is quiet when in operation which eliminates noise in 

sensitive areas, making it ideal for hospitals, libraries, senior care centers, and universities. The 8400 Series is a 

perfect choice for your next project. Learn more at www.hagerco.com.    

© 2013 Hager Companies



2	 DOORS	&	HARDWARE £ OCTOBER 2013

VOLUME 77, NUMBER 10

Chief Executive Officer:  Jerry Heppes, CAE
jheppes@dhi.org; 703/766-7010 

Director of Operations:  Sharon Newport
snewport@dhi.org; 703/766-7009

Managing Editor:  Jesse Madden
jmadden@dhi.org; 703/766-7033 

Advertising Manager:  Molly S. Long
mlong@dhi.org; 703/766-7014 

Magazine Creative Director:  Martin D. Stanley
mstanley@dhi.org; 703/766-7016

Director of Certification/Technical Services:  
Keith Pardoe, DAHC/CDC, CDT 

kpardoe@dhi.org; 703/766-7024 

MEDIA & EDITORIAL BOARD

Lori Greene, AHC/CDC, CCPR, FDHI 
Milton Allred, AHC; David McBrier; Kim McDonnell;  

C. Foster Smith III; James White, Jr., AOC;  
Hendrik Wolst

Doors & Hardware (ISSN 0361-5294) is published monthly by the 
Door and Hardware Institute (DHI), 14150 Newbrook Drive, Suite 200, 

Chantilly, VA 20151-2232 • 703/222-2010; Fax: 703/222-2410 
Periodicals postage paid at Fairfax, VA, and other additional  

mailing offices. POSTMASTER: Send address changes to 
Doors & Hardware, 14150 Newbrook Drive, Suite 200, Chantilly, VA 
20151-2232. Email: publications@dhi.org; Website: www.dhi.org.

EDITORIAL POLICY: The Door and Hardware Institute is an international 
not-for-profit association of individuals and companies in the door and 
architectural hardware profession. Authors’ opinions do not necessarily reflect 
the official views of the Door and Hardware Institute.

The magazine cannot guarantee the validity or accuracy of any data, claim 
or opinion appearing in any article or advertisement. However, the magazine is 
designed to provide accurate and authoritative information on the subject matter 
covered. The information is presented with the understanding that the publisher 
is not engaged in rendering legal or other expert professional services. If such 
assistance is required, the service of a competent professional should be sought.

Advertisements and product information do not constitute an endorsement, 
nor a DHI position concerning their suitability. The publisher reserves the right 
to reject any advertising. Advertisers and their agencies assume liability for all 
advertising content and assume responsibility for any claims that may arise 
from their advertisements. The publisher makes every effort to ensure suitable 
placement of advertising but assumes no responsibility in this regard.

Send subscriptions, advertising, business and editorial matter to Doors & 
Hardware, 14150 Newbrook Drive, Suite 200, Chantilly, VA 20151-2232. Letters 
to the editor are welcome and will be considered for publication in whole or in 
part in “Letters to the Editor.” All editorial sent to the magazine will be treated 
as unconditionally assigned for publication and copyright purposes and are 
subject to the editor’s unrestricted right to edit and comment editorially.

For current subscriptions, enclose an address label or facsimile from a 
recent copy when writing to DHI. For new subscription information, call DHI at  
703/222-2010.

Copyright 2013 Door and Hardware Institute. All rights reserved. Nothing 
may be reprinted without permission from the publisher.

Printed in the U.S.A . IPM#0360406

toll–free 1-888-680-9990  I  fax 1-888-680-1998
www.albanyhardware.com

Albany Hardware
stocks Rixson closers, 

pivots and stops. 
Complete units and 
replacement parts.

Rixson Model 27
Offset Floor Closer

Rixson Model 117-1/2
Offset Pivot

Featuring...



 OCTOBER 2013 £	DOORS	&	HARDWARE	 3

DEPARTMENTS q

C O N T E N T S
O C T O B E R  2 0 1 3

8  High-Security Applications Require High-Security Solutions  
Cindy English-Mitchell of Ingersoll Rand Security Technologies shares 
examples of how organizations are using higher-security products to  
ramp up their facilities’ security. 

14  The Future of Access Control  HID Global’s  Tam Hulusi looks at the latest 
technology innovations that are influencing the next generation of access 
control systems.

18  Collaboration Is Key  Drew Alexander of STANLEY Security explains why 
the architectural hardware industry and security integrators should combine 
talents to exceed customer expectations.

22  Trends in Access Solutions  DORMA’s Wil VandeWiel explores how the shift 
in emphasis to integrated access solutions is changing the way business is 
done at every level.

28  Performance Requirements for Door Hardware  AAMA’s  Dean Lewis 
explains why these requirements are a critical aspect of effective quality 
control.

32  Hardware Maintenance  Locksmith  David Blair illustrates how a lack of 
training on proper hardware maintenance can cause expensive headaches 
for end users.

36  Trends in the Hardware Industry  Michael Collins of Building Industry 
Advisors looks at current trends impacting this industry, as well as those on 
the horizon.

42  FDAI Program Evolves  Find out what changes are being made to revamp 
this program and increase awareness of the importance of fire door 
inspections.

4  In Touch
  Jerry Heppes, Sr., CAE 

6  Farewell
  Jesse Madden

45  Faces of DHI 
  Timothy Gottwalt, AHC/CDC, 
   CDT, CCPR

46  Decoded: Elevator 
  Lobby Egress
  Lori Greene, AHC/CDC, CCPR, FDHI

48  Real Openings
  Mark Berger

50  Corporate Access: 
  Customer Perception 
  Equals Market Domination
  Ed Rigsbee, CSP, CAE

52 Industry Access

54 Ad Index

55 Classifieds

56  Final Thoughts  
  Robert Maas

FEATURES

ON THE COVER p

D&H explores a variety of exciting new hardware 
options, and offers an in-depth look at the current 
economic climate and how it’s shaping global 
hardware sales, imports and exports. 

T H I S  M O N T H

H A R D W A R E  T R E N D S / E M E R G I N G  T E C H N O L O G I E S

A PUBL ICAT ION OF 
THE DOOR AND HARDWARE INS T IT U TE

OCTOBER 2013

Ph
ot

o 
Cr

ed
it:

 ©
 O

le
g 

Ro
m

an
ci

uk
 | 

D
re

am
st

im
e.

co
m

In line with the latest trends in decorative hardware 
and cabinetry, all of OMNIA’s Ultima designs are 
minimalist with an impact. The distinctive designs of 
cabinet pulls are now offered in a scale appropriate 
for door or appliance pulls.

Photo courtesy of Omnia Industries, Inc.
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Emerging Industry  
   Opportunities

By  Jerry Heppes, Sr., CAE

i n  T O U C H

O 
VER THE LAST FIVE YEARS, THE 
companies that have survived and perhaps 
even thrived have been focusing on grow-

ing their end-user markets—a trend which many 
adopted over the last decade. Opportunities to 
offer services such as repairs, maintenance, and 
upgrades (RMU) and even fire and egress door 
inspections exist.

This commitment requires a completely new 
set of processes, such as managing field labor, 
increasing inventory, a change in sales focus of 
outside sales personnel and different sales incen-
tive packages, additional assets such as tools and 
service vans, and a well-trained customer service 
department. Clearly the economy has made 
implementing these processes difficult due to the 
initial financial investment required, and yet it is 
a trend worth exploring—at a minimum to lay the 
groundwork for launching these initiatives once 
things improve. 

Why	do	I	make	such	a	claim?

I am writing this column while attending the 
Barrier Management Symposium, a conference 
sponsored by the Joint Commission and the 
American Society of Healthcare Engineers. Keith 
Pardoe, DAHC, presented on behalf of the Door 
Security & Safety Foundation (we wear multiple 
hats at DHI), and DHI’s Executive Vice President 
Steve Hildebrand, FDHI, and I were working the 
event to determine ways to advance our members 
in the healthcare industry, specifically to facility 
engineers and mechanics. It was at this event that 
I clearly saw the need for our industry to help 
major healthcare end users inspect, maintain, 
repair and upgrade openings—in particular fire 
door assemblies. In fact, they are desperate for our 
industry’s knowledge, services and products.

 

What	is	their	motivation?	

The healthcare industry is subjected to yearly 
inspections by third parties such as the Joint 
Commission, local fire marshals and other audit-
ing entities. The rating they receive determines if 
they qualify for Medicare and Medicaid monies—
a substantial component of their revenues. One 
area of the inspection focuses on the physical 
plant and openings in particular. Over the past 
few years, there has been an increased under-
standing by these inspecting organizations of the 
poor condition of fire door assemblies. The Joint 
Commission’s research always places doors in 
the top 10 areas of violations, and we have been 
as high as number two—not a fact that should 
make us proud. Many in our industry have been 
contacted to conduct advance inspections and to 
undertake repair work before an audit takes place. 
The symposium we attended was an effort to 
address this very problem.

Clearly this is an area filled with untapped 
opportunities for those who position their 
companies to take advantage of them. This find-
ing was echoed in the research we conducted in 
2012, which became the foundation of our first 
Executive Summit in April of this year. It is why 
we developed a program to help our members 
understand this opportunity and build a viable 
business model. 

As our industry continues to transition out of 
recovery and into growth, one of our key areas 
of focus will be on continuing to work with the 
healthcare industry to address this trend while 
working with our industry to build business 
models that meet the needs of end users!  
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By Jesse Madden

F 
OR THE LAST NINE YEARS, I’VE BEEN 
patiently explaining to people that my job 
involves writing and editing articles about 

commercial doors and hardware—everything from 
access control and security to life safety codes 
and, yes, occasionally door knobs. Their responses 
typically range from a polite nod to expressions of 
outright incredulity that anyone would publish a 
magazine on such a “boring” topic. 

When I first started working at DHI, I was 
somewhat inclined to agree with them. There’s 
certainly nothing edgy or sexy about “safely 
securing the built environment.” But over time, 
I began to realize just how wrong I was. This 
industry isn’t about doors and door knobs; it is 
about saving lives, securing property and improv-
ing access for people of all ages and abilities. The 
enormity of those responsibilities is truly impres-
sive but largely unappreciated by the public. As 
the industry veterans say, “If you’ve done your job 
right, no one will notice. If you’ve done it wrong, 
no one will notice until it’s too late.”

Eventually, I found myself noticing the doors I 
had previously passed through without thought. 
I noticed fire labels, access control systems and 
interesting hardware. When my well-meaning 

landlord installed double-sided deadbolts on my 
apartment doors to increase security, I recognized 
the risk they presented and was able to argue 
effectively for their removal. And when people 
asked if my job was boring, I would explain, “It’s 
not the most exciting topic, but at least it matters.”

In my interviews with members for our monthly 
Faces of DHI column, I realized that no one grows 
up with a burning desire to install hardware or 
sell doors or write specifications—at least no one 
who didn’t grow up in a family business. Most 
people had the same story of stumbling into this 
field in search of a job, only to see it transform 
into a career they were passionate about. There 
is something truly gratifying in knowing that 
what you do matters, even if the people who are 
most affected by it are the least aware of its impor-
tance—or even its existence. 

I suspect that is the real reason for the camara-
derie among our industry’s members that can be 
seen at each year’s convention or national school. 
It’s the only time any of us can talk about what we 
do for a living and not be met with a complete lack 
of comprehension or interest. Of course, it doesn’t 
hurt that this industry is comprised of so many 
wonderful people who are more than willing to 
offer their time, talents and knowledge to anyone 
who needs them—including a magazine editor 
up against a deadline and in need of an idea, or a 
quote…or an article. 

It’s the people I’m going to miss as I leave DHI 
to pursue new opportunities. Over the years, so 
many of you have helped me improve this publi-
cation—serving on DHI’s Media & Editorial Board, 
offering leads and ideas, providing feedback, writ-
ing articles—I could not possibly thank you all 
individually. However, special mention is due to 
Lori Greene, AHC/CDC, CCPR, FDHI, and Mark 
Berger for their unbelievably generous contribu-
tions of articles, photos and humor over the last 
several years. I would also be remiss if I did not 
thank the amazing staff here at DHI who work 
equally tirelessly and invisibly to produce each 
month’s issue. I will miss you all. Thank you for 
allowing me to be a part of this odd but incredibly 
important little world, even if only for a while.  

“Doors & Hardware? What is that—

 a magazine about door knobs?”

A  Fo nd  Farewell

I WOULD LIKE TO PUBLICLY THANK JESSE MADDEN, 

who has been with DHI for more than nine years as 

editor of Doors & Hardware and has decided to pursue 

a new direction. Jesse has been not only a talented 

professional, but also a dedicated colleague and hard 

worker. She injected great pride into each issue of 

Doors & Hardware and will be truly missed by many 

in the industry—but mostly by the team at DHI. Jesse, 

we wish you great success and thank you for your 

dedication and friendship.  —Jerry Heppes, Sr., CAE
 DHI Chief Executive Officer
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Photos Courtesy of Ingersoll Rand Security Technologies

HEN WE THINK OF HIGH-SECURITY 
applications, our minds immediately 
jump to nuclear plants, military and 
certain government locales, and correc-
tional institutions. However, the fact is 
that we find high-security access control 
situations almost everywhere we go. 
Let’s look at some examples of how orga-
nizations are using higher-security prod-
ucts to ramp up security.

A	Key	Management	System		
Can	Be	Key	to	Increased	Security

Perhaps George Durnay, Director of 
Buildings, Grounds and Equipment 
Maintenance for the Vacaville 
(California) School District, summed 
it up best when he chose to incorpo-
rate a key management system: “It’s 
another way to protect the students. 
Accountability of the keys was out of 
control, so I also embraced the idea from 
a maintenance standpoint. With key 
blanks that can’t be duplicated at the 
local Wal-Mart or Home Depot, we are 
now able to develop a checkout system 
and an education system so people 
understand the importance of account-
ing for their keys.”

After all, controlling the proliferation 
of duplicate keys within a managed key 
system has to be a first priority. With 
the use of a patented key system, key 
blanks may only be acquired by the 
system’s manufacturer, so facilities are 
better protected against duplication. 
Since designs are patented, attempts to 
duplicate the design without permission 
are subject to federal law. For instance, 
keys for the Vacaville School District are 
only available to authorized individuals 
through professional locksmiths who 
have been approved by the school 
district. 

For such systems, there are a variety 
of keyways and cylinder types. Here’s a 
brief overview:

■	 Keyways – They keyway is the 
defining element of a key system. It 
is actually the profile of the key and 
is designed to enter the key cylinder. 
Keyway families are multiplexed 
arrangements of keyways used for 
large key systems that utilize mul-
tiple keyways.

■	 Cylinder	Mechanisms – There 
are normal, standard cylinders. 
However, a high-security sidebar 
cylinder mechanism that includes 

B Y  C I N DY  E N G L I S H - M I T C H E L L

W

High-Security

High-SecurityRequire
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patented key control, geo-
graphic exclusivity and pick-
resistance is a better fit for a 
high-security key management 
system. Such systems can also 
be UL437 drill-resistant, an 
industry measure of resistance 
to mechanical attacks. These 
keys work on high-security cyl-
inders as well as conventional 
cylinders, whereas a standard 
key will not work on a high-
security cylinder.

■	 Restricted	Key	Control – 
Standard keyways can be 
ordered without any formalities. 
However, restricted non-stock 
keyways are set aside for lim-
ited use and a higher degree of 
key control. A letter of autho-
rization from the end user is 
needed to process orders for 
keys, blanks and cylinders.

■	 Cylinder	Category – There 
are full-size and small-format 
interchangeable core (SFIC) 
cylinders. “Full-size” describes 
cylinders, keys and keyways 
based on the industry-standard 
cylinder size. SFICs are com-
pletely interchangeable with 
other brands. Pins, springs, keys 
and keyways are based on a 
common-size footprint across 
manufacturers.

So what does all this mean? It 
means that facilities can provide 
a higher level of access control 
and security for people and assets 
by using a key that people will 
find difficult to copy. Using these 
multiple utility and design patents, 
key blank distribution is controlled 
at a variety of levels. 

The most secure situation is 
when side biting is factory-cut 
into a restricted key, featuring 
the patented undercut, to provide 
geographic exclusivity for the end 

user. When a high-security cylinder 
is used, the lock is pick-resistant 
and can be optionally drill-resistant 
as well. Key blank distribution is 
controlled for positive, enforceable 
protection against unauthorized 
duplication. 

The	Lowdown	on		
Lockdowns	at	Hospitals

Whether for gang violence, infant/
child abduction or big emergencies, 
such as major fires, traffic accidents 
or terrorist attacks, a hospital must 
be able to lock down corridors, 
wings or the entire hospital quickly 
and efficiently.

In a 2009 healthcare security 
survey conducted by Campus Safety 
magazine, statistics revealed that the 
average lockdown time of a hospital 
was 11 minutes. As is to be expected, 
the larger the hospital, the longer the 
lockdown time. What was startling 
was that the survey concluded that 
20% of hospitals had a lockdown 
time of more than 15 minutes, while 
7% of the hospitals that partici-
pated in the survey could not be 
completely locked down at all. 

There is a solution. New construc-
tion or major remodeling lets 
hospitals use hardwired electronic 
locks so that they can be connected 
to the network for easy centralized 
management. When managed from 
a central location, lockdowns are 
fast and effective. 

As an alternative to hardwired 
locks, a wireless electronic lock-
ing system, extremely popular in 
hospitals during retrofits, provides 

flexibility and simplicity of installa-
tion with the same enhanced secu-
rity and lockdown capabilities as a 
hardwired system. Wireless access 
control system installation is fast 
and easy with minimal disruption 
to patient care areas and can easily 
be integrated with other electronic 
hardware for an integrated life 
safety and security solution. 

One lockdown issue with some 
wireless technologies, such as Wi-Fi, 
has been the potential for commu-
nications delay. Usually with Wi-Fi, 
access control decisions are down-
loaded by the host into the lock five 
to six times per day. Access control 
decisions in this way are managed 
within the locks (as is the case with 
traditional offline locks) to minimize 
communication from the lock to 
the host and to conserve batter-
ies. However, such limited (non-
online) connectivity with the host 
limits the locks’ ability to receive 
urgent commands from the host. 

There also can be problems with 
older technology, such as 900 MHz 
wireless platforms. Oftentimes, 
a direction to immediately lock 
down could be ignored for up to 
10 minutes. However, with newer 
modular wireless locks, a patent-
pending “wake up on radio” feature 
works in parallel with the 10-minute 
heartbeat. Without waking up the 
entire lock, it listens for comple-
mentary commands every one to 
10 seconds and responds. Thus, 10 
seconds is the longest it will take to 
initiate lockdown. 

By emphasizing planning, 
practice, education and the latest 
in security hardware, lockdown 
times can be drastically cut down 
in even the largest hospitals. A 
reduction in lockdown time signi-
fies an improvement in emergency 
preparedness. It also assures that 
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perimeter access and intra-facility 
access has been optimized for both 
performance and security, resulting 
in increased security and safety for 
employees and patients alike.

Control	Access	to	Better		
Facilitate	Lockdowns

When there is an influx of patients 
or others into a healthcare facility, it is 
imperative to control where they have 
access. Facilities must protect patient 
privacy, both in their rooms and in 
their records. To do so, they probably 
will have to increase the number of 
electronic access controlled openings 
for better control. 

Security professionals in health-
care applications can now choose 
the specific electronic lock they 
need with full confidence that it 
can later be upgraded without 
ever taking it off the door. New 
electronic locks provide options to 
truly customize the access control 
solution, quickly migrate to meet 
future needs, and provide seamless 

integration with current software 
now and later with a lower cost of 
ownership. 

These latest advances in facility 
security have been shown to go a 
long way in helping to maintain 
perimeter access and control intra-
facility movement during an emer-
gency. First of all, an access control 
system with strategically placed 
readers and electronic locking solu-
tions has become an increasingly 
popular way to enable the instanta-
neous lockdown of a facility in the 
case of an emergency. 

Secondly, what makes an access 
control system so helpful in 
emergency situations is the ease 
by which administrators can deny 
access to the perimeter or to any 
intra-facility area, thereby giving 
the administrator autonomy in 
regards to traffic flow during an 
emergency situation. When imple-
mented, the access control software 
centrally manages user authoriza-
tion and door status within a facil-
ity. This control can even extend to 

vendors, contractors and visitors.
There are now more options 

than ever to install electronic 
hardware that meets the credential 
and network requirements of your 
current system. If an access control 
system is already in place but does 
not control all of the openings 
required to be effective in the case 
of an emergency, then there are a 
number of open architecture solu-
tions that can easily be integrated 
into the existing system. With 
advanced design strategies, innova-
tive hardware and careful authori-
zation of personal access, healthcare 
facilities can better control the 
access their inhabitants have in 
and around the building while also 
protecting their assets. 

Protecting	Data	Has	Become	
Everyone’s	Concern

In the mass data storage and 
communications industries, secu-
rity and dependability are at the 
forefront of customers’ minds. But 
firewalls and encryptions are only 
part of the solution. If somebody 
breaks into a facility and steals the 
server, that organization is in big 
trouble. It’s no surprise that for data 
industry leaders, when addressing 
the questions of physical access 
control, the overwhelming answer 
has been biometric technology. 

The challenge in offsite storage 
and information handling facilities 
has been to provide employees and 
customers with immediate access 
while at the same time producing a 
level of security commensurate with 
the value of assets being protected. 
Data-dependent companies need 
a solution that accommodates a 
large number of infrequent users. 
Clearly a simple card-based system, 
in which cards can be lost or 
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stolen, is not the answer. Forgotten 
and misplaced cards degrade the 
effectiveness of a security system. 
Offsite data facilities cannot rely on 
customers to remember their card 
each time they visit, and reissuing 
takes too much time, is expensive, 
and can lead to breeches. 

It is important that data center 
clients know that their information is 
secure, both logically and physically. 
Data centers need to provide a high 
level of assurance that people are who 
they claim to be. They must prevent 
unauthorized access to hardware and 
critical information. The system they 
choose has to offer a high level of 
security, be easy to use, and not rely 
on the user to remember a card. 

Data centers also need flexible, 
fast authentication with a biometric 
device that handles a large popula-
tion without holdups. They need to 
get people through in a reasonable 
amount of time; it is important to 
get employees quickly in and out. 

Biometric technology is the obvi-
ous answer. That’s why Internet 
data, telecommunications and 

co-location facilities around the 
world are using hand geometry 
for their physical access control. 
Likewise, many traditional orga-
nizations are also using the same 
biometric solution to protect their 
on-site data centers.

Hand geometry is selected for 
many reasons, including that it:

■ Is easy to install and maintain
■ Is field-proven in high-volume 

applications with up to 250,000 
transactions a day

■ Is easy to enroll people and easy 
to use

■ Offers the best combination of 
high speed and accuracy 

■ Is good for all population sizes 
and high-volume applications

■ Offers antimicrobial-protected 
surface that alleviate hygiene 
concerns

■ Eliminates privacy concerns
■ Integrates into existing card and 

access systems
Typically larger installations 

use biometric hand readers at the 
entrance, on the security corridor 
and on the individual customer 
areas of their data centers. 
Administration of the system is 
handled by software that includes 
features tailored for this type of 
application, including import/
export and remote enrollment for 
multi-facility management, as well 
as expiring privileges for temporary 
access. These hand readers interface 
to most access control panels and 
can be configured to control a lock 
independent of a panel.

Hand readers also give data 
centers a “Fort Knox” attitude. This 
attitude is not only conveyed to 
clients but to employees as well. 
This mindset puts employees more 
on guard and generates a height-
ened state of alert.
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Enhanced	Exit	Devices	Provide	
Higher	Security	

Hospitals, schools, and military, 
commercial and retail facilities often 
require openings that need increased 
monitoring, extra protection against 
theft or vandalism, or unique safety 
and notification solutions. Indeed, 
there are many openings that 
require elevated security based on 
the people, property and equipment 
that they protect. For areas such as 
the data center of an office building, 
the back entrance to a commercial 
retail store, and specialized areas of 
a hospital, exit devices are available 
with high-security features.

For instance, to increase strength, 
facility managers can select an exit 
device that delivers a static load 
force resistance of more than 2,000 
pounds—twice that of standard 
rim models. These are designed 
with a two-piece latch that forms 
a 90-degree latch-to-strike contact 
and enables the door to remain more 
secure against external attacks. 

If the facility needs to temporarily 
prevent individuals from exiting 
while still meeting fire/life safety 
needs, a delayed egress solution with 
options to fit the unique needs of 
the facility will solve the problem. 
Such devices meet NFPA 101, Special 
Locking Arrangements, and can have an 
optional cylinder dogging (the latch 
remains retracted so that the door 
swings freely) for increased security. 

Although exit devices are 
commonly dogged open during the 
normal operating hours of a facility, 

they need to be secured after-hours. 
A dogging indicator light, which 
can be seen beyond 50 feet from the 
exit device, offers a visual indication 
that helps reduce the time needed to 
conduct inspections.

In schools, classrooms need to 
be immediately secured for the 
safety of teachers and students in 
the event of an emergency. Whether 
new construction or a maintenance 
upgrade, schools can implement a 
classroom security option with visual 
status indication. With the visual 
lock/unlock indicator and 180-degree 
thumbturn rotation, a teacher or 
administrator can easily see if exit 
devices are secured and locked.

Higher-Security	Solutions	Are	
Needed	Throughout	Many	Facilities

All of these high-security solu-
tions are readily available as stan-
dard products or standard options, 
but special care must be given 
to the unique needs of a facility 
when making selections. Utilizing 
high-security products in unique 
applications throughout any facility 
can help facility managers solve a 
variety of security concerns. Yet it 
is the experience of those designing 
the solutions who understand the 
intricacies of door hardware and 
access control that help them get 
the right products for their unique 
security challenges.  

About the Author: Cindy English Mitchell is 
the Director – Marketing Services for Ingersoll 
Rand Security Technologies. She can be  
contacted at Cindy_English@irco.com. 

sdcsecurity.com
800.813.8783    Fax 805.494.8861    

service@sdcsecurity.com

®

East & West coast 
warehouses reduce 

time-in-transit
• SDC - Camarillo, CA          

• SDC - Baltimore, MD

Scan QR Code to load ShipQuick Inventory 
list on your smartphone or visit at:

www.SDCSecurity.com/shipQuick

Dealers & Installers: Contact SDC to 
find out first hand which products your 

SDC distributor can expedite.

Over 200 Access Hardware 
products available for 
immediate shipping.

NEW

mailto:Cindy_English@irco.com


14	 DOORS	&	HARDWARE £ OCTOBER 2013

HANGE IN THE ACCESS CONTROL 
industry, together with innovation, is 
occurring at a rapid pace. The latest high-
frequency contactless smart cards deliver 
much stronger security than earlier 125 kHz 
proximity (or prox) cards, while enabling 
users to do far more than just enter build-
ings. The virtualization of contactless smart 
cards, and their residency on Near Field 
Communications (NFC)-enabled smart-
phones, allows a whole host of new and 
innovative thinking, along with the ability 
to combine many access control applications 
into a single, convenient solution. 

Recent new developments include using 
hand gestures for access control, which in 
the future could enhance the next genera-
tion of mobile device-based access control 
credentials. Mobile access control will 

improve utility and convenience while 
reducing costs so the industry can secure 
more facilities, rooms and storage areas 
than ever before. As phones with NFC or 
other wireless technologies increasingly 
take on this and other secure identity 
functionality, they will be used in new and 
more effective ways and for novel applica-
tions, like authenticating physical objects 
such as original documents and valuable 
physical items containing embedded 
trusted NFC tags.

Leveraging	New	Technologies	to	Improve	
Security	and	Simplicity

Among the industry’s latest develop-
ments, gesture-based access control 
technology is particularly exciting. Just as 

The Future of Access Control : 

By Tam Hulusi

C
A Wave of the Hand, A Wealth  
of New OPPORTUNITIES

Photo credit: © Rangizzz | Dreamstime.com
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mouse technology was a disruptive 
innovation that revolutionized the 
computer interface, gesture-based 
technology will change how users 
interact with access control systems. 
The industry is already seeing the 
impact of gesture technology in 
gaming. Further developments are 
under way in the interactive TV 
market, where users are able to 
swipe through on-screen TV and 
game console menus by gesturing in 
the air from their seat on the couch. 
Other developing applications for 
gesture technology include robots 
that help care for the elderly and 
digital signage that can see who 
the customer is and display content 
that is relevant to him or her. Now, 
perhaps, the access control industry 
is poised to experience a similar 
transformation.

With a simple user-defined 
wave of the hand or other gesture, 
individuals will be able to control 
a variety of RFID devices. This will 
improve the user experience while 
increasing security by providing 

new authentication factors that go 
beyond something the cardholder 
has (the card) to include a gesture-
based version of something the 
cardholder knows (like a password 
or personal identification number).

Gesture-based access control works 
with NFC-enabled smartphones in a 
mobile access control environment, 
where it will be possible to use both 
two- and three-dimensional gestures 
by leveraging a smartphone’s built-in 
accelerometer feature. Because the 
phone’s accelerometer senses move-
ment and gravity, it can tell which 
way the screen is being held. This 
allows for a novel way of adding 
another authentication factor to the 
existing authentication scheme. 
A user could present the phone 
to a reader, rotate it 90 degrees to 
the right, and then return it to the 
original position in order for the 
credential inside the phone to be read 
and for access to be granted. 

Using a gesture as an authentica-
tion factor will increase speed, 
security, and privacy and minimize 

the possibility of a rogue device 
surreptitiously stealing the user’s 
credential in a “bump and clone” 
attack. Gestures could be used to 
unlock apps, to lock and unlock 
doors as an alternative to mechani-
cal keys, and to secretly signal the 
system and security personnel when 
entry is occurring under duress. It is 
also possible, and perhaps desirable, 
to make gesture the only (single) 
authentication factor, although this 
likely would only be for access to 
areas within a building that have 
lower security requirements. In 
these and other access control appli-
cations, gestures will be an additive 
capability for ID verification. 

Mobile access control will be 
rolled out in stages. In the first 
deployment phase, also known as 
card emulation mode, smartphones 
will receive digital keys that the 
users can then present to door read-
ers in the same way they present 
today’s ID badges. In the future, the 
phone’s on-board computing power 
and built-in network connectivity 
will be used to perform most tasks 
that today are jointly executed by 
card readers and servers or panels 
in traditional access control systems. 
This includes verifying identity with 
rules such as whether the access 
request is within a permitted time 
and, using the phone’s GPS capabil-
ity, whether the person is actually 
standing at the door. Information is 
checked against cloud data, and the 
phone sends a trusted message over 
a cryptographically secure commu-
nication channel to open the door. 

With this model, mobile devices 
(rather than an access control 
system) become the access decision-
makers, and doors (rather than 
cards) become the ID badges. This 
paradigm reversal, sometimes 
called duality, will change how 

Illustration credit: © Iconspro | Dreamstime.com
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access control solutions are offered. 
Organizations will no longer need 
intelligent readers connected to 
back-end servers through physical 
cabling—just stand-alone elec-
tronic locks that can recognize a 
mobile device’s encrypted “open” 
command and operate under a set of 
access rules. This will dramatically 
reduce access control deployment 
costs, and the industry will begin 
securing interior doors, filing cabi-
nets, storage units and other areas 
where it has been prohibitively 
expensive to install a traditional 
wired infrastructure.

Enabling	a	Single		
Solution	to	Do	More

Both contactless smart cards and 
NFC-enabled phones can be used 
for much more than physical access 
control. Cost and management effi-
ciency, as well as the security experi-
ence, are greatly improved when the 
same solution can also be used for 
applications ranging from time-and-
attendance monitoring and secure 
print management to building auto-
mation, medical records manage-
ment and closed-loop payment. 
Today’s smart card platforms can 
support a variety of data, including 
credentials for access control, vend-
ing, and time-and-attendance, and 
they can carry biometric templates.

The ability to support biometric 
templates is particularly important 
when higher levels of security are 
required in response to elevated 
threat levels. In addition to PINs or 
gesture swipes, biometric technology 
provides yet another authentication 
factor that goes beyond the tradi-
tional access factors—something 
the user possesses (an example is 
a badge) and something the user 
knows (examples are PINs and 

gestures) to include something the 
cardholder is (examples are finger-
print, iris, and hand geometry) 
that is unique to the individual 
and therefore can’t be borrowed or 
stolen. Biometrics verify that a card 
holder has been bound to his or her 
card and therefore offers enhanced 
security as compared to conven-
tional identification methods. 

Biometrics could be very effective 
in the mobile access control envi-
ronment. An important advantage 
is that templates can be stored 
directly on the devices, which are 
presented for authentication to the 
camera, scanner or other biometric 
device. Storing templates on phones 
also simplifies system start-up, 
supports unlimited user popula-
tions, and reduces installation 
costs by eliminating the redundant 
wiring requirements for biometric 
template management. Additionally, 
the opportunity for the user to 
self-enroll if the mobile device 
sports a biometric sensor makes it 
more compelling. Another benefit 
of biometrics on mobile devices is 
being able to continuously moni-
tor the user’s template data, which 
facilitates pre-authentication before 
arrival to speed and simplify the 
transaction at the door. 

In addition to opening doors, 
logging on to a computer, and 
performing other important tasks, 
phones will be able to support 
other secure identity applications, 
including authenticating documents 
and other valuable physical assets. 
Cloud-based services will be used 
to confer trust and provide security 
to readily available NFC tags, which 
will be attached to physical objects 
and documents with an electroni-
cally signed and cryptographically 
secure digital certificate of authen-
ticity from the owner or trusted 

certification entity. Impossible to 
clone or duplicate, these tags will 
be used to authenticate birth certifi-
cates, college diplomas, and deeds 
of trust, as well as certificates of 
authenticity for expensive or unique 
items, plus high-value works of art, 
asset service history and warranty 
records, and usage compliance 
documentation. It will be possible to 
perform the authentication process 
anywhere at any time in the prod-
uct’s or document’s lifetime using a 
smartphone application that can also 
invoke other factors of authentica-
tion. Cloud-based services will not 
only enable issuance of an identity 
assertion to an NFC tag, but also the 
revocation of that assertion at any 
time (for example, when a volume of 
high-value items has been stolen). 

Access control technology contin-
ues to advance in security and 
convenience while bringing new 
capabilities such as gestures that 
will be used for multi-factor authen-
tication. As access control capabili-
ties move beyond plastic cards to 
NFC-enabled smartphones, users 
will be able to carry all of their 
credentials on an item they rarely 
lose or forget. This will drive new 
opportunities to more economically 
protect even more doors, drawers 
and other assets while also enabling 
new services and applications, 
including authenticating documents 
and other high-value products and 
items, anywhere, anytime, using a 
mobile phone.  

About the Author: Tam Hulusi is the Senior 
Vice President of Strategic Innovation and 
Intellectual Property for HID Global.
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HE ARCHITECTURAL HARDWARE DISTRIBUTOR AND 
the security integrator serve the same customer on a daily basis. This 
customer typically has a small project to secure a few doors on his prem-
ises. The architectural hardware industry and the integrator may both look 
at the project and come at it with two different plans. Either approach may 
suffice, but if the architectural hardware industry and integrators were to 
combine talents, then customers’ expectations would not only be met, but 
also exceeded. For future growth, the architectural hardware industry and 
integrators should look for ways to collaborate with each other.

The architectural hardware industry brings to the partnership an unparal-
leled understanding of application specifics, master keying details, deep code 
knowledge and installation techniques. Architectural hardware insiders can 
explain the relationship between the mechanical and electronic components 
of new electronic access devices. And as new products launch, the architec-
tural hardware industry is the first to know the myriad product details that 
make selling these new products easier. 

Integrators excel at quickly installing coordinated safety systems such as fire 
alarm systems, intrusion detection, and access control. For a single-door access 
control solution, an integrator might install a power supply, an electric strike, a 
card reader, a door position switch and a request-to-exit device. The integrator 
is also capable of installing the wire runs required from these electronic devices 
back to an intelligent panel. The integrator’s efficient manner of electronically 
securing an entry makes him or her an excellent choice for partnership when 

T

Collaboration
Is Key
By Drew Alexander

Illustration credit: © Norbert Buchholz | Dreamstime.com
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looking to introduce new electronic 
access systems to customers.

When focusing on the big picture, 
architectural hardware dealers and 
integrators are already sharing the 
same customers. Each one supplies 
a piece of the total package that the 
customer needs. Take the customer 
needing to secure four openings. 
Typically, customers like this one 
are inclined to call on integrators as 
their first step in securing new access 
control. Generally, the integrator our 
customer would call is capable of 
quickly installing many electronic 
systems, such as fire and security, 
but there are often nuances to inte-
grating mechanical and electrical 
access control systems that only an 
architectural hardware dealer would 
understand. Master key systems are 
an excellent example. 

Due to the mechanical nature 
of master key systems, integrators 
may not understand their impor-
tance to a client’s overall security 
architecture. Small-format, large-
format, patent-protected, regional 
exclusivity, face sheet, signature 
sheet and the basic architecture of 
the master key system itself are just 
a few of the mind-bending details 
that an integrator may forget to 
include while approaching product 
placement on an opening. But if an 
integrator is accustomed to work-
ing with an architectural hardware 
dealer and calls on one for his or her 
expertise, then our customer will be 
pleased to see how implementing 
electronic access control can extend 
the master key system. Partnerships 
like this can open doors to new and 
profitable relationships.

As the demand for integrated 
electronic access increases, integra-
tors are also seeing the value in 
working closely with the architec-
tural hardware industry. An inte-

grated lock is an electromechanical 
lock with a card reader and various 
other switches designed into the 
same chassis. Some of these locks 
communicate back to the access 
control system panel and software 

wirelessly (900 mHz, 2.4 GHz, 
Zigbee or Wifi), while others are 
hardwired with either an Ethernet 
cable or a wire run with cabling for 
both power and communication. 
These new, integrated electronic 
access locks are easier and less inva-
sive to install. 

Customers interested in this new 
technology are another example 
of the type of business smart 
architectural hardware dealers and 
enterprising integrators should 
share. Integrators understand how 

the cards and readers work together, 
as well as how the communication 
works between the lock and the 
access system, while the architec-
tural hardware dealer understands 
the specific mechanical application 
requirements. The architectural 
hardware industry is peerless in its 

Once a truly cooperative relationship takes root,  

the future of access control can flourish.

B.A.S.I.S.®G Dual Validation Lock

EL Series Electronic Lock

Photos Courtesy of Stanley Security Solutions, Inc.
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knowledge about the building, fire, 
safety and egress codes that apply 
when choosing door hardware. 
Architectural hardware dealers can 
capably design a system for these 
customers in which all necessary 
codes are met. From there, integra-
tors can take over and implement 
the system on the openings in a 
matter of hours. Together, with a 
strong plan and a quick means of 
putting it into action, the architec-
tural hardware industry and the 
integrators can efficiently install 
a reliable, state-of-the-art access 
control solution in a very short 
period of time.

Access control has seen strong 
and consistent growth in the past 
decade. Both the architectural hard-
ware and the integrator communi-
ties want to know, “What’s next?” 
Businesses seeking access control 
have an intuitive knowledge now 
about what to expect when it comes 
to pricing per door. The cost is typi-
cally a large capital expenditure. 
To answer the concern about large 
upfront costs, hosted access control 
solutions are being embraced by 
the customer and the integrator. 
Hosted solutions have been used 
by the integrator community for 
years when supplying a video or 
intrusion detection system. Hosted 
access control also turns a number 
of historical axioms on their head.

These days, most people own or 
have access to personal computers, 
tablets and smartphones. We are all 
becoming familiar with the concept 
of storing information such as 
movies, songs or documents in “the 
cloud.” 

In the past, even in the vast 
majority of current markets, access 
control software was placed on a 
local machine or a machine that 
could be accessed through a Virtual 

Private Network (VPN). Logging 
onto a site with a user name and 
password that hosts your access 
control software allows you to add 
and delete cardholders, lock and 
unlock doors, print badges, and run 
audits and reports from any virtual 
location on the Internet. The intru-
sion and video industry has been 
using this architecture successfully 
for many years. Customers used 
to going to “the cloud” for these 
parts of their security systems 
are eagerly awaiting the parallel 
growth of the access control indus-
try’s use of hosted control systems. 

Hosted solutions will drive out 
the complexity of access control 
software just as integrated locking 
hardware has simplified the instal-
lation of electronic access systems. 
These new trends allow customers 
to address more openings with 
greater security. Architectural 
hardware dealers and integrators 
willing to lock arms and collaborate 
to offer comprehensive solutions 
for customers will find new paths 
to revenue and success paved in 
their futures. Each must under-
stand the valuable role in access 
control that the other plays. Each 
must understand his or her own 
strengths and weaknesses and 
those of his or her counterparts. 
Once a truly cooperative relation-
ship takes root, the future of 
access control can flourish.  

About the Author: Drew Alexander is the 
Offerings Manager for STANLEY Security.
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Trends in Access Solutions

O
by Wil VandeWiel

LD HABITS OF MIND CHANGE 
slowly, but change they must, and change 
they do. In the door and hardware business, 
it’s been exciting in recent years to observe a 
shift in emphasis from basic nuts and bolts 
to the provision of integrated access solu-
tions. That fundamental change shapes the 
way business is done at every level: manu-
facturing, distribution, design and installa-
tion. Here are some notable examples.

Doors/Walls	as	Demountable		
and	Movable	Furniture

Today’s business environment places a 
high premium on agility. New ways are 
constantly emerging to make facilities plan-
ning, development and management more 
supple and responsive. We could scarcely 
expect anything else. In publicly-held  

businesses answerable to shareholders, 
the need to maximize productivity and 
achieve critical goals while restraining 
expenses always guides decision makers. 
In privately-owned firms, imperatives 
demanding spending control in support of 
profitability are no less powerful, directly 
influencing the survival of the business.

One way many firms of both types help 
control costs is to lease work space rather 
than owning it. In the past, larger compa-
nies in particular often thought mainly 
in terms of property ownership for their 
working spaces of all kinds. Now the situ-
ation has changed. In many areas, years of 
recession have opened up attractive office, 
commercial and manufacturing spaces—
roomy, opulent, adaptable and accessible—
and have made them available at a fraction 
of what it once cost to lease them. 

Photos Courtesy of DORMA
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In addition, many companies now 
think twice about taking on second-
ary costs of ownership. While space-
leasing costs still contain charges 
accounting for taxes, maintenance, 
insurance and so on, those costs are 
often shared overall among those 
acquiring leases. And in locales 
where space for lease is plentiful, 
the property owners often must 
accept rates more favorable to the 
tenants purely as a competitive 
matter to keep spaces occupied.

Tenants still must equip and 
decorate their spaces in ways that 
speak positively of their corporate 
brands. They don’t want, though, to 
pay for capital improvements that 
will be left behind, only benefitting 
the property owner if and when 
they move on to other spaces. 
Consequently, many have decided 
on demountable, movable door 
and wall treatments. From a design 
point of view, these structures are 
almost infinitely customizable; often 
they feature dynamic door arrange-
ments and modern elements in glass 
and other contemporary materials 
that can distinctively express brand 
values. Of course, the sensibilities 
of interior designers and architects 
involved in such work can only 
be expressed through products 
that embody the highest aesthetic 
standards. 

These kinds of structural features 
can be disassembled to travel with 
the tenant’s operations if it’s neces-
sary to move on later. In this sense, 
they resemble furniture—portable 
assets that can go with the company 
wherever it finds itself. Coupled 
with aesthetics that reinforce 
corporate style and identity, the reli-
ability and versatility of solutions-
based installations can account for 
substantial long-term savings.

The	Growing	Favor		
Enjoyed	by	Revolving	Doors		
as	a	Green	Solution

Revolving doors, perennially 
favored in institutional and hospi-
tality settings, have in recent years 
showed renewed popularity in a 
range of applications. And there’s 
every reason to expect this trend to 
continue.

Why is this true? No doubt it’s due 
in part to the stylish look and func-
tional versatility of revolving doors. 
They can be adapted beautifully to 

vintage décor, as part of upgrades 
and renovations in older buildings, 
or as an element of retro design in a 
new structure. But they are just as 
capable of imparting a dazzlingly 
clean and elegant modern appear-
ance when the design context 
requires it. And they also are avail-
able in one-way security types and 
large-diameter models well-suited 
to high-volume and individual users 
who may have their hands full.

Even more important to the grow-
ing popularity of such doors is their 
exceptional energy-saving value. 
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Many aspects of energy performance 
in entrance technologies are difficult 
or impossible to control: traffic rate, 
building height, and indoor versus 
outdoor temperature differential, just 
to name a few. But another condition 
governing the green performance 
of a door is its ability to reduce 
pressure differential between inside 
and outside—and the infiltration of 
outside air. The revolving door excels 
in this regard. 

By its very construction, a properly 
installed and maintained revolver 
does an excellent job of sealing off air 
flow while promoting the free passage 
of traffic. Thus, the revolving door 
contributes to the energy performance 
of any building in which it is installed. 
It interrupts air infiltration far better 
than most swinging or sliding alter-
natives. Building managers whose 
structures incorporate these doors 
report substantial energy savings in 
comparison to alternative selections.

As long as energy costs continue 
to be an important consideration 
for those who pay to heat and cool 
buildings, construction elements 
that constrain energy use and cost 
will be front and center. That makes 
the future popularity of revolving 
doors an easy prediction to offer 
with confidence.

Doors	and	Supporting		
Technologies	as	Part	of		
Integrated	Security	Solutions

The most effective building secu-
rity systems are those taking advan-
tage of complete integration of all 
of their subsystems. Sophisticated 
contemporary entrance technologies 
are capable of being an active and 
important part of maximized build-
ing protection, and this is another 
trend that is likely to continue and 
flourish in the years ahead.

The security needs of individual 
buildings are naturally highly 
variable, depending on their struc-
tures and working requirements. 
Nevertheless, the capabilities 
available to designers, building 
managers and others responsible for 
security planning and execution can 
provide reliable solutions, regard-
less of those specific requirements.

A key concept on which security 
integration relies at this level is 
“mechatronics.” The combination of 
electronic and mechanical capabili-
ties that this implies is only part of 
the story; in recent years, mecha-
tronics has grown to embrace more 
complex control systems that truly 
optimize functionality. 

Often older installations have 
focused on security software. 
Indisputably this is a critical part of 
the task. However, the sophisticated 
hardware now available lends itself 
extremely well to integrated solu-
tions. As a standout example, in 
many situations, doors must close on 
demand. This now happens much 
more effectively, in the context of 
many different security plans, as a 
result of highly capable hardware.

And these broad changes deliver 
another advantage to the end user: 
an integrated approach winds up 
being more economical in at least 
one significant way. This divergence 
away from a parts-based method 
and toward solutions planning 
tends to produce faster, less-
expensive installations. Improved 
convenience and cost savings pass 
on from contractors and distributors 
to the customer.

Today’s buildings—and tomor-
row’s—will require a range of 
reliable and repeatable security 
solutions. Perimeter access 
control—subject to swift change 
as needed—is an absolute demand 
for practically any commercial or 
public building. Distinguishing 
between classes of users is impor-
tant to hotels, which need to admit 
many people to their public spaces 
but only individually identified 
and credentialed guests to rooms. 
Healthcare facilities must enable 
differentiated access for staff, 
vendors, visitors and patients. 
Variations in levels of access keyed 
to the hour of the day and the 
individual portal are required in 
many industries and many types of 
structures. Government buildings 
and many others need hierarchi-
cal access patterns that respond to 
safety and security plans, defined 
secure areas, user access based on 
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individual clearance grants, and the 
control requirements of armed or 
unarmed security staff.

We see that the challenges are 
formidable. Fortunately the inte-
grated solutions available are up 
to such tasks. The picture includes 
electromechanical devices that can 
produce fail-safe and fail-secure 
action at protected portals, remote 
monitoring and control, door 
position management capabilities, 
responsive alarm capabilities, a vari-
ety of tools that identify and thwart 
intrusion attempts, and much more, 
with all elements linked together in 
the fully integrated service of care-
fully devised security plans. 

The new world of access control 
and protection particularly features 
sophisticated monitoring, both 
visual and by other means of 
detection, both in real time and 
through the collection and review 
of data revealing patterns in use. 
These capabilities confer the ability 
to detect breaches and anomalies 
instantly and respond to them 
quickly and decisively. Through 
data analysis, we’re also able to 
recognize and understand usage 
patterns—information that closes 
the circle by suggesting improve-
ments to the overall security system. 

Singling	Out	the	Advantages	
Enabled	by	Proximity	Readers

As technology advances, it’s 
realistic to expect continuing 
improvement in our ability to 
devise solutions that better defend 
lives and property. One technol-
ogy already producing exciting 
results in security systems is the 
proximity reader. Whether active 
or passive, proximity systems are 
especially convenient for creden-
tialed users. Far from requiring 

users to fumble with old-style metal 
keys, push-button pads or even 
key cards, prox systems deliver 
access by the mere presence of the 
enabled card. Indeed, situations can 
arise in which this is more than a 
convenience. If some threat makes 
the fastest possible access of special 
importance, then the proximity card 
can be a vital ticket to safety.

However it’s used, a proximity 
system is exceptionally secure. 
Because the cards are exceedingly 
tough to forge, they hold down 
security risks in a big way. The 
cards store limited information and 
are not rewritable. As a rule, the 
only change that can be made is to 
delete stored information, which 
does not help anyone attempting to 
defeat the system.

Of course, we’re far from the end 
of the technology line. To name one 
example: As biometric recognition 
appears in wider use, the ability to 
customize and track access indi-
vidual by individual will become 
commonplace. Other new technolo-
gies can help us create a more secure 
future—but never a foolproof one, 
as the human capacity for defeating 
security is almost as profound as the 
ability to create it.

Technologies	Supporting		
ADA	Capabilities

 Solutions supported by access 
technology extend to enhanced 
abilities to meet the requirements 
of the Americans with Disabilities 
Act. Since its passage 23 years ago 
and its amendment since, the act 
has required businesses and public 
agencies to make accommodations 
for those with disabilities. 

In fact, many of these changes 
turn out to be helpful not only to 
persons with recognized disabilities, 

but also to those who are infirm 
or who are experiencing some 
temporary compromise of their 
normal abilities. So access provi-
sions complying with the ADA can 
also assist the elderly, children, 
people who might be healing up 
after an injury, or even those with 
an armload of packages. 

To be made compliant, many 
portals have been equipped with 
helpful devices such as automatic 
operators or low-energy operators 
requiring minimal force (normally 
limited to five pounds) to open. 
Even when these entrances are 
served by push buttons, push plates, 
or motion or pressure sensors, they 
must be capable of opening with a 
modest manual push.

Whatever the details of a given 
entrance’s equipment, the essential 
meaning is the same. Access for 
the disabled is a civil right in the 
United States. Nationwide it is a 
requirement that demands atten-
tion specific to countless individual 
entrances. As in so many other situ-
ations, the capabilities of the access 
industry have developed excellent 
and appropriate solutions for the 
provision of this essential right. 
And the importance of this work in 
new construction and some retrofits 
will certainly continue.  

About the Author: Wil VandeWiel, president 
of DORMA Americas, is an executive of broad 
and deep domestic and international experi-
ence. He previously was president of DORMA’s 
Architectural Hardware division and managing 
director for a multinational security business 
based in Lancaster, PA. He also served in senior 
leadership roles in sales and marketing, quality 
and operations for other international companies. 
A native of the Netherlands, Mr. VandeWiel 
received his mechanical engineering degree at 
Eindhoven Technical University in his homeland 
and his MBA at the Massachusetts Institute of 
Technology. He also holds a Master Black Belt in 
the application of Lean Enterprise techniques.
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IN THIS DAY OF HIGH-PROFILE 
buzz over energy efficiency and 
green attributes, a relatively unsung 
but nevertheless critical aspect of a 
door is its operating hardware—the 
items that provide the products’ basic 
functionality. Hardware must operate 
over and over for many years while 
withstanding the forces of nature and 
human misuse. And the only way 
to ensure this is to have meaningful 
performance standards that apply test 
forces simulating the actual use and 
operating environment.

American Architectural 
Manufacturers Association (AAMA) 
hardware standards designed to 
simulate actual use and operating 
environment cover basic compo-
nents such as:

■ Sliding glass door roller assem-
blies – AAMA 906-07, Voluntary 
Specification for Sliding Glass 
Door Roller Assemblies, requires 
testing that includes 10,000 full-
open/full-close cycles without 

the roller jumping its track or 
causing the door sash to become 
more difficult to operate.

■ Door hinges – Standards also 
exist that govern hardware 
performance for exterior side-
hinged doors. These cover open/
close cycling (AAMA 920-11, 
Specification for Operating Cycle 
Performance of Side-Hinged Exterior 
Door Systems) and vertical canti-
levered loading on the door edge 
opposite the hinges (AAMA 925-
07, Specification for Determining the 
Vertical Loading Resistance of Side-
Hinged Door Leaves). 

■ Door locks – AAMA 930-03, 
Voluntary Specification for the 
Water Penetration Resistance and 
Structural Load Performance of 
Locking/Latching Hardware Used in 
Side-Hinged Door Systems, covers 
water penetration of locking/
latching hardware, while AAMA 
909-13, which is discussed in 
more detail later in this article, 
evaluates the durability of 
multipoint locking hardware 
for side-hinged door systems. 
Additionally, AAMA 903-12 
(also discussed later) establishes 
test procedures and criteria 
for evaluating lever handle 
sets used with side-hinged 
door multipoint hardware.

If a window or door is to be 
certified under the code-mandated 
AAMA/WDMA/CSA 101/IS2/A440), 
North American Fenestration Standard 
(NAFS), these components must 
also be verified through testing as 
meeting the listed standards.

As anyone involved in the process 
knows, it’s virtually a full-time effort 
to ensure that these standards include 
or reference current test methods 
and address the moving target of 
evolving technology, as well as the 
changing requirements set forth by 
various codes and performance rating 
programs. Many of these changing 
requirements are spurred by safety 
and security considerations and 
market expectations as to a product’s 
ease of use and service life.

Corrosion-Resistant	Coatings	

By way of some current examples 
of the ongoing effort to stay current, 
AAMA 907-12, Voluntary Specification 
for Corrosion Resistant Coatings on 
Carbon Steel Components, has recently 
been updated. All steel hardware 
items, except those made of stainless 
steel, must meet AAMA 907, which 
requires hardware made of carbon 
steel to have a corrosion-resistant 
coating of cadmium, zinc or nickel-
and-chrome plating.

Performance Requirements 
for Door Hardware

By Dean Lewis

Coating or Coating Material Specification

Cadmium-plated ASTM B766 Class 8, Type II or Type III

Zinc-plated ASTM B633, Type II

Nickel-and-chrome-plated ASTM B456, Type SC

Photos Courtesy of American Architectural Manufacturers Association
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The coatings in the chart on page 
28 are acceptable if they comply 
with the indicated specification.
Other coatings may also be used, 
provided they meet the require-
ments for adhesion and corrosion-
resistance noted in AAMA 907.

Performance	Criteria	for	Handle	
Sets	on	Side-Hinged	Doors

The newly released AAMA 903-12, 
Voluntary Standard for Performance 
Testing of Handle Sets Used with 
Multipoint Hardware on Side-Hinged 
Doors, establishes test procedures 
and criteria for evaluating lever 
handle sets used with side-hinged 
door multipoint hardware. Other 
hardware standards typically test 
a lock and its handle set together, 
which often results in many perfor-
mance requirements for the lock but 
few for the accompanying handle 
set. AAMA 903 defines performance 
criteria unique to handle sets. This 
gives users more capability to evalu-
ate these products specifically. 

AAMA 903 walks through 
procedures, requirements and pass/
fail criteria for both the load test 
and the cycle test. As part of the 
load test, the handle torque test is 
intended to simulate a condition 
whereby the handle level cannot be 
depressed. This condition typically 

exists when a multipoint lock is in 
the locked position. Also a part of 
the load test, the handle load test is 
intended to confirm the fastening 
strength of the handle set to the door. 

Upon completion of load testing, 
which is outlined in AAMA 903, no 
component of the handle set should 
demonstrate a failure that renders 
the tested sample inoperable. The 
difference between the indicator 
recordings before and after load 
testing shall be no more than .20 
inches for each handle for the 
handle torque test and .08 inches for 
each handle for the handle load test. 
Failure of any one sample results in 
failure of the test.

Cycle	Performance	and	Testing	of	
Multipoint	Locking	Hardware	

Finally, the latest addition to this 
collection is the first North American 
standard for evaluating the durabil-
ity of multipoint locking hardware 
for side-hinged door systems: 
AAMA 909-13, Voluntary Specification 
for Cycle Performance and Testing of 
Side-Hinged Exterior Door Multipoint 
Locking Hardware. The multitude of 
conditions that multipoint locking 
hardware experiences in real-world 
applications makes lifespan predic-
tion extremely complex. However, 
the reliable functionality of this 
component is an essential factor for 
long-term performance of the exte-
rior side-hinged door assembly.

Prior to the publication of AAMA 
909, the only existing applicable 
North American standards dealt 
with single-point locking hardware, 
such as a typical latch and deadbolt. 
There was never a standardized 
set of basic product requirements 
unique to multipoint locking hard-
ware, despite their several years of 
use. The test methods and evaluation 

criteria in AAMA 909 ensure a rigor-
ous representation of real-world lock 
use, although it is not the intent of 
AAMA 909 to predict the useful life 
of multipoint locking door hardware 
as a result of testing. The procedures 
will, however, indicate the effects 
of cycling and provide minimum 
performance criteria.

Following the test procedures 
in AAMA 909, pass/fail criteria is 
dependent upon the following:

■ Torque to retract any and all 
latch bolts cannot exceed 35.4 
in-lbf.

■ Torque to fully extend and 
retract any and all lock points 
cannot exceed 53.1 in-lbf.

■ Torque to operate the deadbolt 
cannot exceed 8.85 in-lbf.

■ Any and all latch bolts and any 
and all lock points must engage 
and disengage the strikes 
through the normal operating 
mechanism without requiring 
re-tightening of fasteners.

■ After completion of the first 
25,000 cycles and at the end 
of cycle testing, the free-state 
angular position of the handle 
must be within 2 degrees of its 
initial position, which is detailed 
in Section 9.1.2 of the document. 

For certification and code 
approval, meeting every current 
component performance specifica-
tion—right down to locking hard-
ware—is as much a requirement as 
passing structural load tests for the 
entire product. It’s one more critical 
aspect of effective quality control. 

All AAMA standards mentioned 
in this article are available through 
AAMA’s Publication Store at www.
aamanet.org/store.  

About the Author: Dean Lewis is the 
Educational and Technical Information Manager 
for AAMA. For more information, visit www.
aamanet.org. 

http://www.aamanet.org/store
http://www.aamanet.org/store
http://www.aamanet.org
http://www.aamanet.org
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S AN INSTALLER OF HARDWARE, I AM NOT SURE THAT 
this subject is totally in my scope. However, I am going to accept part of the 
blame for what happened. What I am referring to is damage to the finish on 
some new hardware, as well as a directive from our administration.

I work at a small university that only has a few academic buildings, so 
students are passing through the main doors to the library and classroom 
buildings several times a day. Recently, several of our students fell ill during 
an outbreak of the flu, so the administration asked our custodial department 
to sanitize the doorknobs and other public areas. Had I known this, I might 
have headed off what became a not-so-small problem.

The new hardware on our new main doors has a 613 (oil-rubbed bronze) 
finish, also known as the “living finish.” Our facility is of an age at which 
most of the hardware has a 605 finish (lacquered brass). We are slowly 
changing to a more standard 626 for offices, dorm rooms, and classrooms 
with levers, while using a 613 finish for the main doors to our buildings 
and lecture halls, since there is now an additional charge for the 605 finish. 
Unfortunately, I have had issues with the 613 finish being worn off with a 
little “help” from our custodial staff.

Hardware Maintenance

by

DAVID BLAIR

A

Photos Courtesy of David Blair

p   Photo 1
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Photo 1 is what a 613 finish 
with a little wear patina should 
look like. It has a nice, rich look, 
and you can see where the 
natural wear is taking place.

The custodial department did as 
asked and cleaned the hardware in 
the buildings with an antibacterial 
citrus cleaner. Fortunately, they had 
only cleaned eight of our 16 main 
entrance doors before I realized what 
was happening. Photos 2 and 3 show 
what they did to the finish while 
sanitizing. Needless to say, I was a 
little unhappy.

One of the first things I did was call 
my factory rep and explain the situa-
tion. He, in turn, had to call his boss, 
and so on. The final answer was they 
had no definitive cleaning process for 
this finish, no way of refurbishing the 
finish, and no, this type of event is not 
covered by the warranty. I understand 
the warranty part—what we did was 
clearly a deliberate attempt to clean 
the bar with a chemical agent that 
resulted in the finish being stripped. 
However, that still left me without 
any real solutions the problem we’d 
created.

We looked at several options for 
refinishing the bars, but none were 

p   Photos 2 and 3   q

How Do I Care For My Lock Finish? Figure 1 

Finish Care and Cleaning of External Trim

Finishes Care Guidelines

505 (PVD Bright Brass) 

605 (Bright Brass)

609 (Antique Brass)

619 (Satin Nickel)

622 (Flat Black)

Lacquered or clear-coated finished should be wiped with a soft, damp cloth. A mild soap may be used if very dirty. Particular care  
should be taken to avoid paint smears, thinners and strong cleaning agents, as they will quickly destroy the protective coatings and 
subject the finish to rapid oxidation and discoloration. Initial care for finishes requires only periodic cleaning with mild, non-abrasive 
soap and light buffing with a soft cloth. 

613 (Oil-Rubbed Bronze)
Wipe with a little vegetable oil on a soft cloth. Too much oil may leave a residue to come off on the hands.  
Household detergents and mild abrasives may be used to restore the high metal color without seriously affecting the original  
compound of the metal. Then rub with a paste wax.

625 (Bright Chrome) 

626 (Satin Chrome)

Wipe with a soft, damp cloth. A high-grade chrome polish may be used according to directions to clean and restore the  
original shine and satin finish.
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inexpensive (other than using a 
can of brown paste shoe polish). 
We soon realized that it would be 
about the same price just to replace 
the bars with new ones. Ultimately, 
however, we did nothing. 

It has been several months now 
since this was done, and the bars 
are starting to get a patina match-
ing the ones that were not stripped. 
I am hoping that in another year, 
people may not be able to tell too 
much difference. 

However, this experience did 
lead to a lengthy discussion with 
the custodial manager about what 
you can and cannot use to clean 
hardware. I looked specifically 
through the installation instruc-
tions supplied with the hardware I 
installed, and I was surprised not 
to find any cleaning guides printed 
on the instructions that could be 
passed on to the end user. Further 
research online turned up this 
guide, which was included with 
several manufacturers’ hardware 
specs (see Figure 1). 

I printed off a copy for the 
manager and thought it would 
resolve any future issues with the 
cleaning of hardware. However, 
over the 2012 Christmas break, 
one of the new custodial staff used 
a degreaser on an entire depart-
ment’s doorknobs. I am not sure 
what he used to spray them with, 
but not only did it strip the lacquer 
off the lock, it corroded the inter-
changeable cores to the point that 
you couldn’t get your key in. This 
created an enormous problem, as 
I soon had multiple staff members 
complaining about their locks. We 
ended up lubing and/or replacing 
more than 40 cores and locksets.

I have a very good working 
relationship with my factory reps, 
and I have almost two decades of 

experience as an institutional lock-
smith. But just because I know how 
something should be done does not 
mean others do. In this case, the 
“others” were my custodial staff, 
but I have no doubt that there are 
countless other end users out there 
who are similarly uninformed. 

When a client makes a large 
purchase like new exterior doors or 
new hardware, it would be a benefit 
for all involved if the end user 
and his or her maintenance staff 
were to sit down with the factory 
rep or local supplier to make sure 
all questions are answered about 
what needs to be done to maintain 
warrantees, but also how to prop-
erly clean and maintain these new 
purchases. With the way budgets 
are being squeezed and with the 
price of hardware increasing, a 
little communication can result in 
huge savings, as well as very happy 
customers. 

A few lessons can be  
learned from this event:

1. A warranty doesn’t cover every 
type of situation.

2. No matter the quality of the hard-
ware, a little citrus can wreak 
havoc.

3. Untrained staff will do as they are 
told with whatever chemical they 
are given, not realizing the kind of 
damage they are doing.

4. Guides to cleaning the various fin-
ishes are not always easy to find.

5. A little follow-up from the factory 
to the end user can be one of the 
best ways to prevent this type of 
situation to begin with.  

About the Author: David Blair has worked as 
an institutional locksmith for 17 years at both 
government facilities and a university. He is the 
author of the blog institutionallocksmith.blogspot.
com and can be reached at dblair@oru.edu.

Networking is 

EVERYTHING.

www.dhi.org

Like Us.

Door and Hardware Institute 

Join Us.

Door and Hardware Institute Group
Door and Hardware Institute’s  

Fire Door Assembly Group

Follow Us.

@DHIorg
@DandHmagazine



800-847-5625
www.seclock.com 

When fi nish, function, & design matter

Respect
the specs.



36	 DOORS	&	HARDWARE £ OCTOBER 2013

THE PRIMARY TRENDS THAT 
are currently affecting the hardware 
industry could be characterized as the rise 
of substance over form. Aesthetic trends 
and the appearance of products continue 
to be very important. As participants in 
this industry, we are all probably more 
aware of the hardware choices made in 
residential and commercial environments 
than everyday consumers. We view certain 
choices as interesting or clever, while other 
hardware choices are clearly less than 
ideal for a given setting. Even for everyday 
consumers, the appearance of hardware 
is of significant importance. Niche looks 
will always come and go in terms of popu-
larity. The fashion element of the hardware 
industry moves much more slowly than in 
other consumer product segments. This is 
beneficial for hardware companies. It means 
that they are less likely to miss a trend 
or have their investment in new dies and 
tooling proven useless because the fashion 
of the market moves away from them too 
quickly. 

Fashion trends in the hardware industry 
might include the “Southwest look” or the 
“weathered look” or components like speak-
easy door grilles for front doors. These types 
of components tend to come and go over 
multi-year cycles. While the aesthetic and 
fashion aspects of the hardware industry 
must still be satisfied, end consumers have 

also come to demand a much higher level 
of functionality in their door hardware. 
This emphasis on function is also driven by 
increasingly tough building codes, such as 
those for impact-resistance and to address 
accessibility under the Americans with 
Disabilities Act (ADA). As will be discussed 
later in this article, consumers are looking 
beyond mere aesthetic appearance. They 
are demanding features such as ergonomic 
design to improve access for an aging popu-
lation, automation of architectural openings, 
higher security for vulnerable places like 
schools, and, ultimately, integration and 
connectivity. Finally, consumers want all of 
these features to be monitored, accessed and 
controlled from smartphones and tablets.

Accessibility	

The over-60 population is the fastest-
growing segment of the U.S. population. As 
the baby boomers and their elderly parents 
grow older, accessibility is becoming 
increasingly important. Hardware manufac-
turers must work to improve the ergonomic 
design of their hardware products, making 
it easier to open, close, and lock doors and 
windows. These include push button locks 
or self-locking latches on windows, as well 
as larger latches and handles to make it 
easier to lock and operate doors. 

One national trainer on the topic of 

Trends in the Hardware Industry:

By Michael E. Collins

Substance
Formover
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serving older Americans has 
participants in his training sessions 
place rubberbands tightly around 
several of their fingers. This is 
meant to simulate what it is like 
to use everyday objects while 
suffering from arthritis. Hardware 
companies do not need a testing 
lab to conduct a similar test of their 
own hardware. If your hardware is 
difficult to operate for people with 
limited ability to use their hands, 
it means that other companies that 
address the ergonomic needs of this 
growing segment of the population 
will likely permanently corner that 
portion of the market and the future 
growth there. 

It is important to note that not 
all aspects of accessibility and 
ergonomics are driven by hardware. 
Other examples include low-profile 

thresholds and wide doorways for 
wheelchair accessibility. Thus, it is 
important for hardware suppliers to 
work in conjunction with their OEM 
customers to ensure that an overall 
approach of ergonomics and access 
is being brought to the market.

Automation of Products

The automation of various 
products in the home as well as in 
commercial environments is start-
ing to gain momentum. Right now, 
automation is most commonly used 
in conjunction with products like 
large sliding multi-panel doors that 
require automation because of their 
weight and the difficulty of open-
ing and closing them. Automation 
systems for such large doors come 
with important safety features, such 

as motion sensors and stopping 
automatically when an obstruction is 
encountered. Other features include 
a party mode, in which the door 
automatically opens when someone 
approaches it from either side. 

As motors and control units 
become less expensive, automation 
products are poised to move down 
market to residential applications 
such as patio doors. When added to 
the next likely expansion market for 
automating large operable windows, 
it opens up a much broader potential 
market for automation companies. 

School Security

The shootings at Sandy Hook 
Elementary School in December 2012 
brought the issue of institutional safety 
back to the forefront in this industry. 
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Sadly, schools can no longer be viewed 
as guaranteed safe havens for our 
children. To those who mean to do 
harm to others, they are viewed as soft 
targets. Since that incident, numerous 
schools and other institutions have 
approved funding for fortifying the 
security of entrances and rooms of 
sensitive buildings. In March 2013, 
the city of Greenwich, Connecticut, 
approved a previously unbudgeted 
$1.4 million to fortify the entrances to 
all of its public schools. The methods 
being used by schools and other insti-
tutions include security film or thicker 
glass for classroom windows, bullet-
proof glass for entrances, security 
cameras at entrances to visually screen 
visitors, and panic buttons at various 
locations in the building that notify 
individuals to lock down in the event 
of an emergency and that automati-

cally contact the local police. 
In some applications, the needed 

improvements include concepts as 
simple as ensuring that a classroom 
or other door can be locked from the 
inside in the event of an emergency 
or adding shades to door lites to 
hamper intruders seeking to harm 
occupants. Bulletproof glass and 
heavy-duty door and window 
frames are a key part of ensuring 
institutional security. However, 
just as important are the hardware 
and components that hold the door 
in place. The strongest bulletproof 
glass and the most bullet-resistant 
frames will be of no avail in 
preventing the next tragedy if the 
components holding the doors and 
glass in place should fail. Another 
key area of enhanced security will 
be adding electronic access cards at 

entrances for teachers and school 
administrators. 

In the case of Greenwich’s deci-
sion to spend an additional $1.4 
million on school security, this 
represented only one-third of 1% 
of the overall $430 million annual 
budget for the town. Greenwich is 
a relatively wealthy area, so schools 
with smaller or strained budgets 
will have a tougher time ensuring 
the safety of their students and staff. 
They will need the professional 
guidance of the reputable compa-
nies in this industry. 

Whenever a situation spurs the 
desire or need to spend significant 
amounts of money to solve a critical 
and emotionally charged problem, 
it sometimes seems that the groups 
with the worst solutions move the 
most quickly and aggressively. 
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we can provide you ways to lower your risk through 

customized insurance policies and risk education. 

The DHI Board of Governors approved the formation 

of a DHI-sponsored comprehensive business 

insurance program in conjunction with its strategic 

partner, TISC (Telcom Insurance Services Corporation).

Like most other small to mid-sized 

businesses, our daily focus is in our core 

competencies. When we need insurance 

help we lean on the folks at Telcom.

We have a lot of options today, 

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

to exceed the expectations of our own 

customers. Telcom has worked hard 

to earn our business and solve our 

problems. They asked the questions to 

truly understand our business in order 

to build a program that fit our needs.

—Greg Lunde, President 

Builders’ Hardware & Supply Company, Inc.

DHI-SponSoreD InSurance program  ★  aDmInIStereD  by tISc

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

6301 Ivy Lane, Suite 506, Greenbelt, MD 20770   •  Fax: 301/474-6196
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Hardware providers may decide not 
to specifically target the security 
of schools and other sensitive loca-
tions because they do not wish to be 
seen as trying to profit from terrible 
tragedies. But the fact is that these 
institutions—and not just schools, 
but also churches, hospitals and 
other places where people gather 
with a high assumption of personal 
safety—badly need professional 
guidance on tackling this issue. 
Reputable hardware providers 
would be doing them a service 
by helping them arrive at the best 
possible security solution, given 
their budget constraints. 

Integration	and	Connectivity

The advancements in smart-
phones and tablets and the prolif-
eration of applications for them, 
or “apps,” have fueled an ever-
increasing demand for continued 
integration of more aspects of our 
lives onto these devices. The vari-
ous products that can be controlled 
and monitored using smart devices 
allow the integration of a series of 
information and controls that can 
function as an “electronic skin” 
for a building. There is already a 
wide variety of products that are 
intended to serve as part of this 
electronic skin. There are systems to 
notify owners or facility managers 
of water entering a basement, glass 
breakage, or doors and windows 
being opened when the alarm is set. 
Other sensors send a notification 
if the temperature in the facility 
drops, which might indicate that a 
furnace is out and that the pipes are 
in danger of freezing and bursting. 

The current trend is to tie all of 
these existing notification systems 
to smartphones and tablets and to 
continue to create new applications 

•  Lead Lined Wood & 
Steel Doors
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Up to 3 h. Fire Labels, 
Custom Sizes, Profi les 
STC Rating Available

•  Lead Lined Steel 
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Structural Steel, 
Reinforced, Custom 
Throats and Profi les
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FOR X-RAY PROTECTION

206 Cleveland Street • Cary Point Industrial Park • Cary, Illinois 60013-2971

•  Neutron 
Shielding Doors

•  View Window 
Frames and Glass
Two piece adjustable 
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•  Lead Drywall 

•  Lead Plywood 

•  Lead Bricks

Visit us at our website WWW. ACCURATESHIELD.COM

Many Items in Stock for Immediate Shipment.
CALL FOR DETAILS: 800-336-5371 • 847-639-5533 
FAX: 847-639-2088  EMAIL: ACCSHIELD@DLS.NET
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that control and monitor entrances. 
Security administrators can now 
update credentials, activate keys, 
and grant temporary access to 
remote facilities by phone. Colleges 
have begun experimenting with 
RFID technology that allows 
students to access dorm rooms and 
other areas with their cell phone. 
This technology has proven to be 
popular among the younger genera-
tion already accustomed to having 
their phones perform a variety of 
functions. People using their phones 
to enter offices or dorm rooms 
represent the minority now, but 
judging from the number of people 
using their phones to pay for coffee 
at Starbucks, this method of entry 
seems destined for prevalence. 

Other applications suited to smart 
devices include alerting owners that 
windows or doors have been left 
open accidentally. As the previously 
mentioned automation products 
become more common, they will 
allow us to rectify these types of 
situations by closing and locking 
doors and windows remotely. 
Whatever form they take, there is no 
doubt that the trend of tying door 
and hardware functioning to smart 
devices will only continue to gather 
strength for the foreseeable future.

Mergers	and	Acquisitions

In addition to the product-specific 
trends discussed previously, two 
other macro trends continue to 
shape the hardware industry: merg-
ers and acquisitions and foreign 
competition. The last several years 
have seen an increase in merger and 
acquisition activity in the hardware 
industry. We view the breadth of a 
company’s product offering like a 
snowplow being pushed out into 
the market: the wider the range of 
products offered when increased 
through acquisitions, the more push 
the company has out in the market.

Acquirers of hardware companies 
most often cite their desire to gain 
access to the target company’s prod-
ucts for distribution through their 
existing sales channels, and vice 
versa. Companies in a given indus-
try segment that seek to be acquired 
often find that it is easier to join a 
larger organization than to continue 
to compete head-to-head with them. 
Larger companies enjoy advantages 
that include preferential payment 
terms from vendors, better access 
to capital, large volume discounts 
on materials purchases, and larger 
marketing budgets. Other advan-
tages include stronger brand recog-
nition and larger R&D budgets. 

Gaining access to an acquirer’s 
larger research and development 
budget is particularly important for 
companies whose products have an 
outdated feel to them or for compa-
nies that may have missed the 
initial wave of enhanced electronic 
integration of hardware products. 

It can be difficult and expensive, 
if not impossible, to catch up with 
competitors once they achieve an 
early start in product areas like this. 
Companies that are first movers in 
an industry learn through the trial 
and error of the design process. They 
learn problems areas to avoid and 
the optimal way to approach key 
design elements. Typically, as they 
develop their initial products, they 
are getting ideas for the second- and 
third-generation products that will 
follow. Companies launching new 
products usually try to build the 
initial base of demand with a simpler 
first-generation product and then 
add bells and whistles to subsequent 
generations of the product. In this 
way, feedback from the market and 
cash flow from the initial wave of 
sales both can be invested in future 
product development. Finding 
themselves caught outside this virtu-
ous circle of product development, 
smaller companies often decide to 
become part of a larger organization. 

	 	U.S.	$	Value	of	Hardware	Imports	(2009	–	2012)				 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	 	Figure	1

2009 2010 2011 2012 CAGR

Value	of	
Imports

%	of		
Total

Value	of	
Imports

%	of		
Total	

Value	of	
Imports

%	of		
Total		

Value	of	
Imports

%	of	
Total

2009-	
2012

2002-	
	2012

China/Taiwan 1,530,398,918 40.0% 1,920,338,485 38.6% 2,150,639,679 37.8% 2,372,837,705 37.9% 15.7% 10.4%

Mexico 810,117,166 21.2% 978,349,567 19.7% 1,067,922,348 18.8% 1,198,320,547 19.1% 13.9% 4.1%

All Other Countries 770,112,626 20.1% 980,352,063 19.7% 1,087,910,689 19.1% 1,196,028,840 19.1% 15.8% 4.3%

Canada $421,004,957 11.0% $612,601,952 12.3% $720,885,585 12.7% $752,846,839 12.0% 21.4% (0.2%)

South Korea 101,496,071 2.7% 239,532,683 4.8% 349,683,249 6.1% 379,942,588 6.1% 55.3% 23.3%

Germany 190,357,241 5.0% 238,605,239 4.8% 317,378,494 5.6% 366,002,722 5.8% 24.3% 8.7%

Total $3,823,486,979 100.0% $4,969,779,989 100.0% $5,694,420,044 100.0% $6,265,979,241 100.0% 17.9% 6.2%

SOURCE: STAT- USA and the Foreign Trade Division of the U.S. Census Bureau
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Whatever the reason, it is likely that 
the solid pace of acquisitions in the 
hardware industry will continue until 
the industry is more consolidated.

Hardware	Imports

Among companies in the architec-
tural openings industry, the hard-
ware segment is probably under the 
greatest amount of pressure from 
foreign competition. Hardware 
tends to be durable and compact, 
making it easy to ship. Hardware 
items generally carry a high dollar 
value in a small cubic volume of 
space, further supporting the ease 
of shipping. Finally, many types 
of hardware lend themselves well 
to machine-supplemented hand 
assembly, leveraging the low cost of 
labor in offshore locations. 

As can be seen in Figure 1, hard-
ware imports in 2012 totaled roughly 
$6.3 billion. This compares with 
total imports of doors and windows 
of just over $1.1 billion that year. 
The hardware category, as defined 
by available trade statistics, is very 
broad and includes hardware that 
is used in other industry segments. 
Clearly, though, foreign competi-
tion in this segment is prevalent. 
It is no surprise that China is the 
top importer of hardware into the 
United States, at $2.4 billion. Mexico 
imports less than half that much at 
just under $1.2 billion. The surprise 
on the list is probably South Korea. 
While it imports only $380 million 
in hardware, the compound annual 
growth rate of these imports has 
been 55% from 2009 to 2012. If South 
Korean companies are able to main-
tain this growth rate and Chinese 
imports continue to grow at 10-15% 
per year, South Korea will become 
the number-one hardware importer 
sometime around 2018. 

We advocate a market-rational 
approach to offshore production and 
imports, rather than the protection-
ism that is advocated by some and 
that prevailed in the past. Foreign 
imports should be closely monitored 
for instances of dumping and other 
unfair practices, but they should not 
be artificially hampered. To have the 
lowest value-added portions of any 

given product segment outsourced to 
an offshore area with low-cost labor is 
probably a net positive for our overall 
economy. This helps keep pricing 
affordable so that products are acces-
sible by more consumers. Also, it 
keeps U.S. hardware manufacturers 
and designers focused on higher 
margin, higher value-added products 
and services. 

800-423-1174    www.select-hinges.com/dhi
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Stipulations exist in the original program that  
prevent these inspectors from using the FDAI initials 
after their name, as it is neither a credential nor a certi-
fication. However, the license agreement they sign upon 
passing the test does provide supportive materials and 
guidelines for promoting their inspector status, as well 
as their participation in the program, with appropriate 
logos, model inspection forms and business agreements.

From the beginning of this initiative, DHI partnered with Intertek to offer profes-
sional certification as part of the program. Upon passing the DAI600 class exam, 
students are invited to enroll in Intertek’s certification program and become a Certified 
Fire and Egress Door Inspector. This Intertek certification includes continuing educa-
tion and three-year recertification components, as well as regular audits for quality 
assurance—all indicating a higher level of commitment and differentiation in the 
market of these participating CFDI inspectors.

The FDAI program continues to evolve after five years, and the DHI relation-
ship with Intertek has grown to find both parties now rejuvenating their respective 
internal and external promotional strategies to further the benefits of the program to 
targeted audiences. The important updates and enhancements that will be launched 
in the coming months include the recent decision by the DHI Board of Governors to 
approve the FDAI moniker as a true credential so individual inspectors will be able 
to attach these important initials to their name and promote their specific expertise. 
Additionally, Intertek is also revamping its personnel certification program and 
enhancing its value proposition to current and future inspectors. So, combined with 
the decision on the use of the FDAI credentials, our joint program will offer increased 
benefits to those who participate. We will be reaching out to all current FDAIs with 
details in the months to come and will continue to share these enhancements to the 
program with DHI members and stakeholders as we move forward.

FDAI Program 
Evolves

IN 2007, DHI AND INTERTEK 

launched the Fire Door 

Assembly Inspection Program 

(FDAI), and in that first year, 

103 people took the 32-hour 

DAI600 course and passed the 

test. Since then, another 200 

people have become fire and 

egress door inspectors, for a 

total of more than 300 people 

currently in this program.
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DHI and Intertek have coopera-
tive strategies for promoting aware-
ness of the fire and egress door 
inspection program. Working with 
AHJs to foster a better understand-
ing of the inspection requirements 
and the importance of having them 
performed by qualified, creden-
tialed and third-party certified 
inspectors is a key component. Since 
2007, 17 states and major cities such 
as Las Vegas, Denver, and St. Louis 
have adopted the IBC (International 
Building Code) and IFC (International 
Fire Code) with their corresponding 
applicable NFPA standards requir-
ing annual fire door inspection by 
“qualified” individuals. It is not a 
question of if but rather when this 
requirement becomes universal.

In the meantime, DHI, through the 
Door Security & Safety Foundation, 
and Intertek continue significant 
advocacy activities to promote and 
advance the benefits of annual 
fire and egress door inspections 
through a variety of means. We 
are developing various awareness 

and educational programs for the 
building design, code official, and 
facility management communities. 
They include simple tools such as 
an online self-study tutorial and 
presentations by qualified indus-
try personnel on prevention and 
maintenance of fire and egress door 
assemblies. Also under development 
are new courses intended to train 
technician-level employees to assist 
in conducting inspections under the 
supervision of an FDAI inspector. As 
the universal requirement for inspec-
tions grows, so must the inspector 
force grow, and these qualified tech-
nicians will help to fill that need.

DHI and the Foundation also 
provide a variety of reference publi-
cations for the building design, code 
official, and facility management 
communities. These simple and 
handy guides are invaluable tools 
for these individuals’ respective 
needs, understanding, and involve-
ment in the inspection process.

Advocacy of this fire and egress 
door inspection program is a 

preeminent initiative of DHI, the 
Foundation, and Intertek. How does 
this affect you?

Our mission is to promote secure 
and safe openings that enhance life 
safety. Annual fire and egress door 
inspections help to accomplish that.

These inspections are best 
conducted by qualified and knowl-
edgeable individuals. What better 
source of these individuals than 
DHI members?

Beyond the altruistic elements of 
conducting regular fire and egress 
door inspections, there is a viable and 
profitable business model to provid-
ing these necessary inspections. No 
one knows better than our industry 
that these inspections will invariably 
lead to remediation of non-conform-
ing openings. What better source of 
supply for remediation products than 
DHI member companies?

For those of you already involved 
in this vital program, we say, “Thank 
you and congratulations!” To those 
not yet involved, we ask, “Why not, 
and what are you waiting for?”  



New Online Codes Update Course! 
Not just for fi re door inspectors.
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update information for everyone.
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• NFPA 80, Fire Door and Other Opening Protectives – 2010 edition

• NFPA 101, Life Safety Code® – 2009 edition

• NFPA 101, Life Safety Code® – 2012 edition

Upon successful completion of this course:
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For more information or to enroll, visit www.dhi.org.
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Kim McCallum, Ontario, Canada
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Timothy (T.J.) Gottwalt was born with an innate 
curiosity for all things technical. “I remember asking about 
hinge nomenclature at age 10,” he recalls fondly. His father, 
Virgil Gottwalt, AHC/CDC, owned a door and hardware  
distributor company, and T.J., finding plenty of technical 
aspects about the industry that piqued his curiosity, soon 
followed in his footsteps. 

“I started out working for a family-owned distributor in 
Minneapolis, then another distributor, then started my own 
consulting firm writing specifications for architects,” he  

explains. From there he went to work as an architectural rep. for ESSEX Industries, 
which then became ASSA ABLOY DSS. These days, he works as a specification 
manager for Ingersoll Rand Security Technologies in North Carolina, managing the 
architectural teams in the Southeast Region. 

Over the course of his career, T.J. was fortunate to have the support and mentorship 
of a number of industry veterans. “My father was my first and most influential men-
tor, but there have been many others along the way,” he says. “Ron Hendricks taught 
me everything I know about hollow metal from a very early age and helped me learn 
where to look for the answers to my many questions, rather than just answering them. 
Lee Garver, Claude Hollyfield, and J.R. Filson were all instrumental in helping me 
to better understand the technical aspects of architectural openings, but even more 
importantly, about integrity and respect. I hold all of them in the highest regard.”

T.J. supplemented his hands-on training with formal education, ultimately earning 
AHC, CDC, FDAI, CDT, MAI and CCPR credentials. He also devoted a great deal of 
time to giving back to his industry associations, serving on local and national commit-
tees, as well as teaching at the DHI schools. “Teaching at the DHI schools was one of 
the most rewarding experiences of my career,” he says. “The quality education offered by 
DHI is not available anywhere else and is what I value the most about membership.” 

Throughout his 39 years in the industry, helping others—either through problem 
solving or training and mentorship—has been T.J.’s favorite aspect of his career. He 
enjoys “both the interaction with architects, because it gives me the opportunity to 
help them solve problems, and interacting with the younger people I help coach, 
which is intrinsically rewarding as I observe them further their careers in a very 
rewarding industry.”

And what advice does he share with those he coaches? “Don’t try to learn the tricks 
of the trade; learn the trade!” he says adamantly. “Absorb as much technical informa-
tion about the products as you possibly can, and learn about construction documents 
and the construction process. Also, business is all about people. Develop quality rela-
tionships with the people in the industry, which includes the entire building industry, 
not just doors and hardware.”

Although there are days when T.J. wonders what life as an astrophysicist might have 
been like, he feels fortunate to enjoy both his career and the people he works with. “It 
continues to be a very rewarding journey, filled with challenges and opportunities for 
growth,” he says gratefully. “I continue to learn every day.”  ●

Timothy Gottwalt,  
AHC/CDC, CDT, CCPR
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DECODED:

From the well-known blog 

idighardware.com, 

Lori Greene brings some 

much-needed clarity to 

codes.

Elevator  
Lobby Egress

BY LORI GREENE, AHC/CDC, CCPR, FDHI

HE REQUIREMENTS FOR EGRESS FROM AN ELEVATOR LOBBY DIFFER  
between the International Building Code (IBC) and NFPA 101, The Life Safety 
Code, or NFPA 5000, Building Construction and Safety Code. The IBC simply 

states that elevator lobbies must have at least one means of egress complying with 
Chapter 10 and other provisions within the code. Because elevators do not usually 
qualify as a means of egress, there must be an egress path leading from the elevator 
lobby to an exit enclosure—typically a stairwell enclosed with fire-resistant walls and 
opening protectives (fire door assemblies). The doors in this egress path must be code-
compliant, allowing free egress under normal conditions—not just upon fire alarm. 
Depending on the use group, the IBC may allow delayed egress locks to be used as a 
means of securing elevator lobby doors, but the required signage can be confusing for 
building occupants using the doors during periods when they are not secured.

A section was added to the 2009 editions of NFPA 101 and NFPA 5000 to address 
elevator lobby egress requirements, and in both the 2009 and 2012 editions the 
section is called Elevator Lobby Exit Access Door Assemblies Locking (7.2.1.6.3 in 
NFPA 101, 11.2.1.6.3 in NFPA 5000). This would only apply to buildings where NFPA 
101/NFPA 5000 were being enforced, not to buildings where the IBC/IFC were being 
used. In the NFPA codes, this section states that where permitted by the occupancy 
chapters, door assemblies separating the elevator lobby from the exit access may be 
electrically locked, provided that the long list of criteria is met. This list includes:

■  Initiation of the fire alarm system by other than the manual fire alarm boxes 
unlocks the elevator lobby door.

■  Loss of power to the electronic lock system unlocks the elevator lobby door.
■  After being unlocked, the elevator lobby door remains unlocked until the fire 

alarm system has been manually reset.
■  If the door remains latched after it is unlocked, hardware to release the latch 

must be mounted on the door, between 34 inches and 48 inches above the floor, 
and must have an obvious method of operation and be readily operable with 
one motion under all lighting conditions. 

T

Photo and Illustration Courtesy of Lori Greene, Ingersoll Rand Security Technologies

http://idighardware.com/2013/08/decoded-elevator-lobby-egress/
http://idighardware.com/2013/08/decoded-elevator-lobby-egress/
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■  The electronic lock must be 
listed in accordance with UL 
294, Standard for Access Control 
System Units.

■  The building must be pro-
tected throughout by a fire 
alarm system and an approved, 
supervised automatic sprinkler 
system, arranged so that water-
flow in the sprinkler system ini-
tiates the fire alarm.

■  The elevator lobby must be pro-
tected by an approved, super-
vised smoke detection system, 
arranged so that detection of 
smoke initiates the fire alarm 
system and notifies building 
occupants.

■  A two-way communication 
system must be provided for 
communication between the 

elevator lobby and a central 
control point that is constantly 
staffed by capable, trained, and 
authorized personnel who can 
provide emergency assistance.

■  The provisions for delayed 
egress locks and access con-
trolled egress doors are not 
applied to elevator lobby doors.

■  The 2009 edition included a 
requirement that the electronic 
lock on the lobby door must not 
be supplied with emergency or 
standby electrical power, but 
this requirement was removed 
from the 2012 edition of NFPA 
101 and NFPA 5000.

In a nutshell, this section allows 
the elevator lobby door to be 
equipped with a fail-safe lockset 
that unlocks on fire alarm and 

power failure, as long as all of 
the criteria are met. The mention 
of delayed egress and access-
controlled egress is not intended to 
mean that an access control reader 
cannot be installed, but that the 
requirements of these sections 
(i.e., sensor and push button 
release, 15-second delay, etc.) do 
not apply to elevator lobby doors. 
The occupancy types that allow 
this application include Assembly, 
Educational, Day Care, Health 
Care, Ambulatory Health Care, 
Hotels and Dormitories, Apartment 
Buildings, Mercantile, and Business 
occupancies. There is also a para-
graph in the High-Rise section that 
allows this application to be used 
on any high-rise building “other 
than newly-constructed high-rise 
buildings.”

Some state and local building 
codes have added similar language 
pertaining to elevator lobby doors; 
however, the International Building 
Code does not include a section 
specifically addressing elevator 
lobby door locks—only the require-
ment that elevator lobbies have at 
least one code-compliant means of 
egress. This door could be equipped 
with a passage set, an alarm, or 
possibly a delayed egress lock, but 
there are currently no provisions 
within the IBC that would allow 
a fail-safe electrified lock released 
upon fire alarm and power failure 
only. Check the local codes in the 
location of your facility or project to 
see which requirements specifically 
pertain to that jurisdiction.  

About the Author: Lori Greene, AHC/CDC, 
CCPR, FDHI is the Manager of Codes 
and Resources for Ingersoll Rand Security 
Technologies. She can be reached at lori_greene@
irco.com or online at iDigHardware.com.

Elevator 
Lobby
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r e a l  o p e n i n g s  T H E  G O O D ,  T H E  B A D ,  T H E  U G LY

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

Photos Courtesy of Mark Berger

Most people think of exiting a parking lot as some-
thing you do when they return your car. Far be it from me to take such an 
easy approach. Parking lots have lots of doors and lots of interesting photo 
opportunities.

I have come to accept parking lots as a necessary evil while living in New 
York City. Monthly parking lot fees, however, can come close to apartment 
rental costs in other cities. A pair of parking spaces in Boston’s Back Bay section 
sold for $560,000 this year. The New York Post reported last year that a single 

spot at a new apartment building was going for a cool million (but it is tall 
enough for you to install a lift and park two cars in the same spot).

I have fielded many calls from end users and dealers who try to understand 
the flow from parking lots (they can be quite complicated) and want to get it 
right. As I exit a parking lot, you can be certain I have my camera at the ready 
and have captured many photos over the years. Here are some new shots 
showing how common parking lot life safety errors can be.

By Mark BergerParking Lot Exiting

Keyed Exit  This was an incredibly well-lit exit from the lot. Great signage 
announced that the alarm would sound if the door were to be opened. What I 
can’t figure out is why the signage is needed if the door has a keyed lever. I also 
couldn’t open the door to find out if there was something unusual that required 
the door to swing into the garage.

Exit + Knob  It is true that exit codes many years ago allowed the use 
of knobs for single motion egress. However, most codes today call for exit 
devices in larger lots. Here’s a case where they tried to get it right—but the 
installer neglected to remove the old passage function lock and knob.
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The images shown here are not intended to reflect upon any specific manufacturer or products, but are intended 
to help build awareness around the everyday code violations that occur in buildings over time, despite our 
members’ best efforts to provide solutions to secure the life safety and security of the building occupants.

Open Lot 1  Family vacation 
brought us to a lovely resort in the 
Orlando area, and parking the car 
led me to this interesting scenario. 
This photo was taken at nighttime, 
but those are large openings in 
the concrete wall by the parked 

cars. The exit door to the stairwell opened by a 
simple push, and I noticed the roller latch as I exited. 

Hmm… Why would these be here? I looked at the 
face of the door, and it had a push plate. The hinge 
side did not have any drillings for screw holes, so 
it did not look as if an exit device had ever been 
installed on the door. I swung the door open and 
discovered that it had a steel label identifying it as 
a listed fire door (it wasn’t even painted over). 

Most perplexing—this was an open-air lot, three 
of four stories high, with stairwells on either end, as 
well as a large free opening to an elevated walkway 
leading to the front driveway of the hotel. I started 
thinking that perhaps the fire door had been 
installed in error, or maybe the stairwell was a rated 
enclosure. Then I remembered: I was on vacation. 

Open Lot 2  Now it seems as if every parking structure will 
yield more photos for me. I took this photo in the daylight; this is 
a fairly recent structure. The knob was installed for single motion 
exiting, yet the latch was removed. I took a peek at the hinge side 
of the door, and sure enough, the fire label was applied to the door. 
It seems parking lots are rife with issues in need of attention.



m a n a g e m e n t

By Ed Rigsbee, CSP, CAE

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

Customer Perception  
 Equals Market Domination
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H 
AVE YOU EVER IMPLE-
 mented an improvement 
project at your organization 

that turned out to be ill-imagined, 
too costly or simply off the mark? 
Unfortunately, many companies 
have. As the economy remains 
uncertain, many organizations 
(including your competitors) will 
be looking for ways to shore up lost 
sales, market share and profits.

Do you want to stop wasting 
time and valuable resources fixing 
the wrong business issues? Do you 
want to dedicate the bulk of your 
resources to areas for improvement 
that will drive increased sales and 
profitability while decreasing cost 
and eliminating wasted time? Do 
you want to stop recreating a wheel 
that you never needed in the first 
place? Simply put, do you want to 
start fixing the right stuff?

In this article I have detailed for 
you a simple formula for market 
domination through a deeper 
understanding of your customers 
and marketplace. The formula starts 
with a simple survey and takes you 
to having detailed knowledge of 
what needs to be changed, adjusted, 
eliminated, built and challenged in 
your organization. You must have 
an extreme understanding of your 
customers’ wants, desires and needs 
in order to dominate your market in 
lean times as well as in good times. 
Let’s get started.

1.  Ask your people. Conduct an 
informal survey among the people 
in your organization. If you are a 
small- to mid-sized organization, 
this might be done in-person or 
over the telephone. For a larger 
organization, an intranet email or 
hard copy survey generally works 
best. In this informal survey, two 
questions, basic and open-ended, 
are asked. First, you ask for three 
things the employee believes 
your organization’s customers 
would offer as your organization’s 
strength or what the customers 
like best about the company. Next 
are three things your employee 
believes that your customers dislike 
about your company or wish your 
organization would improve.

2.  Build a formal survey. Based on 
the information you receive from 
your staff and management, build 
a survey of about 15 questions 
that will cover the key items 
mentioned. Start your survey 
with the first two questions 
somewhat benign. This will allow 
respondents to have the neces-
sary comfort zone as they begin. 
Sprinkle your most important 
questions throughout the survey, 
and sandwich them between less 
important questions. The best 
way to request your answers is 
on a scale of one to five, rating 
agreement or disagreement 
with the statement. For example, 

XYZ Company delivers on time. 
The respondents will, within a 
range, agree or disagree with the 
statement.

3.  Survey your people. You will 
want to have your employees 
complete the survey first. This is 
because you want their percep-
tion of what your customers have 
to say before they hear what the 
customers actually said.

4.  Survey your customers. Use the 
same survey and the same method 
for grading. My recommendation 
for the most effective method of 
conducting this step is to hire 
an outside organization to make 
the telephone calls for you. Take 
the high road, and telephone 
query your customers rather than 
employing the cold and impersonal 
method of an email or a snail mail 
survey. Competent telephone 
researchers will be able to get your 
customers to relax as they ask 
the questions on the survey. Your 
customers, in return, will give their 
true beliefs and feelings. This is 
the information you truly need. If 
you try to have one of your staff 
persons do this, the respondents 
will not open up as freely, and your 
results will naturally be flawed. For 
most small- to mid-sized organiza-
tions, actual survey results from 
about 50 of your customers should 
be adequate; larger organizations 
will want a larger sampling.
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5.  Study your survey. The survey now becomes an 
important tool for helping your organization to 
improve its performance. The key here is to study 
the similarities and dis-similarities of responses. 
You will want to know to what degree the people in 
your organization were correct in assuming what 
your customers have to say about your organization. 
And even more important, you will see where your 
employees’ beliefs were erroneous. You cannot fix 
what you do not know, so be open to learning here. 
Just because you really believed your customers 
would say one thing but they said something else, 
do not fall into the trap of stating that the survey is 
wrong! The survey is not wrong; your perception of 
reality is.

6.  Develop a priority list. Now that you have a much 
more accurate idea of your customers’ percep-
tions (good and bad) of you, you can start to make 
informed decisions. No organization can effect too 
much change too fast. Encourage your executive 
team to have an emotional ownership in developing 
the priority list for improvement and policy change. 
You do this by allowing them to participate in the 
process of developing the list. The benefit to your 
organization is that they will move mountains 
to make a difference in this total effort toward 
improvement. It is this effort you need for market 
domination.

7.  Implement the changes. In order to dominate your 
market, you must own the hearts and minds of that 
market. You must position your organization in your 
customers’ hearts and minds as being THE supplier of 
choice, regardless of your location in your industry’s 
supply chain. As the people in your organization 
move away from their complacency toward excellence, 
the perception of your excellence in the marketplace 
grows. Implement your changes and improvements in 
a manner that allows small successes early. From these 
earlier, often seemingly insignificant successes come 
the stepping stones and later the foundation for your 
movement toward excellence and market domination. 
Simply put, fix the right stuff—before it’s too late. 

As you decide on using the above formula to assist 
your organization in moving toward market domina-
tion, there are variations that can be employed. The 
above method is structured to help you develop a 
market domination strategic plan for your organiza-
tion based on knowledge rather than disinformation. 
Variations of the above survey methodology include 

comparing the knowledge of customer perception 
among the several silos within your organization for 
better interdepartmental cooperation. Additionally, 
market perception variations can be explored based on 
geography, customer size, customer buying capability 
(percentage you get of their procurement dollars), and 
potential customers or prospects.

 While the most obvious purposes might be for sales 
increases and improved customer service, you might 
also consider using the survey to determine new prod-
ucts or services for development, possible strategic alli-
ances to develop, and organizational productivity.  

About the Author: Ed Rigsbee, Certified Speaking Professional, Certified 
Association Executive, has been fumbling, bumbling and stumbling his way 
through the organizational mazes of for-profits and non-profits for more than 
four decades. For the last two decades, Ed has been an observer, researcher 
and teacher, helping organizations of all sizes to build successful internal 
and external collaborative relationships. Ed travels internationally to deliver 
keynote presentations and workshops on successful alliance relationships. In 
addition to serving as the president of Rigsbee Research, he also serves as the 
executive director of a public non-profit 501(c)(3) charity. He has authored 
three books and more than 2,000 articles, helping organizations to take full 
advantage of their potential. Contact Ed when you need a speaker or consul-
tant on partnering at www.Rigsbee.com. 
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PEOPLE

PDQ	Industries	Hires		
New	Vice	President,	Marketing	

Bob Hasty, CSI, CDT has joined PDQ 

Industries and will be responsible for 

all marketing and related activities. He 

has more than 30 years of experience in 

the commercial and residential building 

industries. He has worked in various 

leadership roles, including division man-

agement, product marketing, product 

management and engineering. 

Hasty has a Bachelor of Science in 

Mechanical Engineering from Northrop 

University and an MBA from Pepperdine 

University. For more information about 

PDG Industries, go to www.pdqlocks.com.

Norfield’s	New	Eastern	U.S	Sales	Manager

Norfield proudly announces the addition 

of Douglas Porter as Eastern U.S. Sales 

Manager. Doug will be a familiar face to 

many due to 16 years as a top Norfield 

sales representative in the mid-Atlantic 

and northeastern U.S. As a sales profes-

sional specializing in machinery, Doug 

also brings broad knowledge of all types 

of automated housing component 

manufacturing, as well as efficient plant 

layout skills for both small- and high-

production door shops. 

Visit www.norfield.com for more 

information.

PRODUCTS

Kaba	Delivers	New	Access	Control	Kit		
with	Biometric	Technology

As part of the I.AM Series Identity Access 

Management product line, Kaba Access 

and Data Systems (ADS) announces the 

availability of its Standalone Identity 

Access Management System (AD102 

Kit). The two-piece solution includes 

a Standalone Controller (AD102) and 

Fingerprint Key (AR402) and provides all 

the benefits of biometric access control 

in a simple, non-networked package. 

The AD102 Kit supports up to two entry 

points with a single reader.

 Similar to Kaba’s AX.S Series of prod-

ucts, the access control application is 

embedded, eliminating the installation 

and maintenance of software or servers. 

In addition, the AD102 Kit is an indepen-

dent, non-networked module, so there is 

no need for a PC. Users are enrolled and 

deleted directly at the Fingerprint Key, 

and visitors are granted access by enter-

ing a PIN code. Users gain authenticated 

access in less than one second by simply 

placing their finger at the Fingerprint Key. 

 For more details, visit us at www.

kaba-adsamericas.com.

Detex	Maximum	Security	System	Provides	
Greater	Level	of	Protection	for	Retail	
Applications

Detex Corporation offers a new maxi-

mum security life safety door hardware 

system designed for retail. Installed 

on doors that require higher levels of 

security, these extra-tough hardware 

systems are scalable to provide the 

level of security that matches a retailer’s 

specific needs.

Detex provides complete systems that 

efficiently meet complex application 

requirements. Retail customers can 

select the exact combination of compo-

nents that suit their particular applica-

tion and know that the components 

will integrate easily with each other and 

function well as a system.

At the core of the system, and built to 

withstand the most aggressive attempts 

to break through rear doors, the 230X 

Maximum Locking Strength Multi-Point 

Panic Hardware is engineered with an 

extreme-duty, triple-bolt design that with-

stands 16,000 pounds of pull force. Single- 

and double-bolt and weatherized models 

are available. Additional components 

include V50 and 20 Series Vertical Rod Exit 

Devices for dependably tough protection 

on double doors, as well as Detex Door-

Propped Alarms, battery-powered or wired, 

designed to sound a warning when exterior 

doors are propped open by personnel.

To learn more about our retail security 

systems, email marketing@detex.com or 

visit www.detex.com.

Medeco’s	New	Logic	Mobile		
Programmer	Now	Available

Medeco, an ASSA ABLOY group company, 

has announced the availability of the 

Logic and M3 Logic Mobile Programmer, a 

versatile remote key programming device 

that allows administrators to update cre-

dentials via a mobile phone connection. 

The new Mobile Programmer, devel-

oped to enhance the capability of the 

Logic Web Manager system, is ideal for 
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granting temporary access at remote 

locations or activating a key at some 

future date and time. With the Mobile 

Programmer, a major drawback of 

mechanical key systems is overcome by 

only activating a key when and where 

it is needed, thereby eliminating the 

risk of lost keys and inappropriate entry. 

Accountability is also enhanced with the 

ability to upload audit trail data without 

the need to recall keys.

The Mobile Programmer can now be 

ordered for the M3 Logic Web systems. 

For more information, please visit www.

medeco.com.

CORPORATE

C.R.	Laurence	and	U.S.	Aluminum		
All	in	One	Facility

C.R. Laurence is pleased to announce 

that its newest branch is now open 

in Rock Hill, South Carolina. The new 

facility features a 110,000 sq. ft. com-

bined service center offering both C.R. 

Laurence and U.S. Aluminum products. 

This new stocking warehouse will 

feature a large display showroom and 

will bring our inventories and service 

closer to customers in South Carolina, 

North Carolina, and Virginia. We’re put-

ting this new operation into the hands 

Steve Jordan and John Adimaro, two 

of our most dedicated managers. Both 

Steve and John, as well as their staffs, are 

intent on providing their customers with 

ever-improving service. The larger facil-

ity will also allow them to increase their 

inventories and reduce lead times. 

Visit www.crlaurence.com for more 

information on our latest branch location.

HMX	Expands	Los	Angeles	Shipping	Services

Hollow Metal Xpress (HMX) has 

expanded its shipping services to its 

Southern California distribution center. 

The bi-weekly transfer truck that carries 

HMX’s doors and frames safely and cost-

effectively from the Phoenix manufac-

turing operation to the LA distribution 

facility has been joined by a third weekly 

transfer. This new transfer will depart 

HMX on Saturdays, making product 

available for will-call or local delivery the 

following Monday. 

Additional information on this 

expanded service can be found at www.

hmxpress.com/latransfer.

Four	Masonite	Architectural	DoorSystems’	
Brands	Achieve	Indoor	Air	Quality	
Certification	Under	the	SCS	Indoor	
Advantage™	Gold	Program

Masonite Architectural DoorSystems and 

its four cornerstone brands—Algoma 

Hardwoods, Baillargeon Doors, Inc. 

(Les Portes Baillargeon), Marshfield 

DoorSystems and Mohawk Flush 

Doors—are pleased to announce 

that all of their factory-finished and 

non-finished veneer doors, factory 

primed hardboard and medium density 

overlay, painted hardboard, and high-

pressure and low-pressure decorative 

laminate doors have earned SCS Indoor 

Advantage Gold certification by SCS 

Global Services of Emeryville, California.

SCS Indoor Advantage Gold certifies 

product compliance with the most rigor-

ous indoor air quality emission standards 

in North America. Certification involves a 

process of documentation review, on-site 

auditing of the manufacturing facility, and 

laboratory testing of product test samples. 

Certification also allows the brands to sell 

products to healthcare facilities, schools 

and offices that adhere to the stringent 

CA 01350 standard. In addition, it qualifies 

products for LEED low-emitting materials 

credits for furniture, complies with ANSI/

BIFMA X7.1/M7.1, and sets up products 

to achieve the highest possible PHAROS 

score under the Healthy Building Network. 

For more information, call 800/869-3667 

x2265.

New	Zero	Catalog	Available	in		
Print	and	Online	

Zero International has greatly expanded 

the content of its product catalog with 

a 92-page edition available in print on 

request or by download at www. 

zerointernational.com. 

The full-color catalog provides specifica-

tions and full-size schematics for sound-

control gasketing, along with hundreds of 
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components and integrated sealing systems for door, window, 

and room applications. Also featured are INTUMET™ intumes-

cent fire and smoke protection, high-performance continuous 

hinges, TRACTION TREAD™ saddles and stair nosings, and 

photoluminescent exit and path markings. 

New, enhanced search capabilities for the online catalog 

assist in locating what you need, and convenient viewing tools 

allow you to browse by section or cover to cover. Updated CAD 

drawings of parts are online for architects, specifiers and quali-

fied building professionals to incorporate into plans and speci-

fications. Parts can also be viewed as PDF drawings and can be 

customized for presentation in hardware schedule submittals.

This new edition introduces a line-up of advanced control 

systems integrating leading technologies to address challenges 

to building security and occupant safety. 

To request a print copy of the catalog: phone: 718/585-

3230 or 800/635-5335; fax: 718/292-2243 or 800/851-0000; 

email: zero@zerointernational.com; website: www. 

zerointernational.com.

Conclusion

As with any industry, the hardware segment is 
acted upon by numerous large and powerful trends. 
Companies that ignore or lack the capital to respond to 
these trends are setting themselves up for underperfor-
mance. The companies that prosper during the coming 
recovery cycle will be those that most effectively under-
stand these trends and respond to the opportunities that 
they create. With a demand for higher performance and 
product features comes a willingness to pay more for 
products, creating additional opportunities for profits. By 
giving end consumers what they want in as many of the 
key areas discussed in this article as possible, hardware 
producers can ensure their place in the industry in the 
years to come.  

About the Author: Michael Collins is a co-founder of Building Industry 
Advisors. He is based in Chicago and specializes in mergers, acquisitions, 
and raising debt and equity capital for the window, door, glass and hardware 
industry.

Substance	over	Form	 continued from page 41

Editorial	Correction:		In the August issue of D&H, the article on page 36 incorrectly referenced IBC 2013. The correct version is IBC 2012.
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Established Distributor 
in the Southeast

Seeking experienced 
person in  

Hollow Metal Frames, 
Doors and Wood Doors 

for Project Manager, 
Estimating, Detailing. 

Please send resumes to:  
classifieds@dhi.org 

Attn: Box 0813

EXPERIENCED ESTIMATOR / 
PROJECT MANAGER NEEDED

We are a fast paced distributor that 
is seeking an experienced estimator 
and project manager to join our rapidly 
growing company in the beautiful 
Hudson Valley.

We are looking for a true professional who 
has experience in all phases of estimating 
and project management. This person must 
be able to manage his or her workload 
independently while also having the ability 
to integrate into our team environment.

Strong computer skills are required 
with Avaware competency a plus 
but not required. We are open to you 
working from a satellite location, or we 
can provide assistance with moving 
expenses.

Please submit resume and salary 
requirements to: careers@adhny.com

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:

DH 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 11/12

Phoenix, AZ • Denver, CO • Atlanta, GA • Wichita, KS
Kansas City, MO • Springfield, MO • St. Louis, MO

Oklahoma City, OK • Las Vegas, NV • Albuquerque, NM

DHI_Ad_2012_DHI_Ad  11/19/2012  4:19 PM  Page 1Classifieds Corner
Help Wanted

Girtman & Associates, with new offices in LaVergne, TN 
is accepting applications/resumes for the following  
positions in our fast paced growing company:

Senior Project Managers / Project Managers / Detailers

We encourage inquiries from candidates that have a minimum of five 
years experience in the industry and that are looking for an exciting and 
challenging environment to further their career in project management or 
detailing. This opportunity will require the qualified individual to work in 
our beautiful Middle Tennessee location. We offer a full benefits package 
which includes a vacation plan, multiple levels of health insurance, and 
an excellent 401K program. Our compensation plan is very competitive 
and is designed to attract the most experienced and talented individuals. 
Relocation packages are available for the right candidates.

We seek candidates that are proficient in managing or detailing multiple 
projects for the furnishing of doors, frames and hardware for commercial 
construction. Types of projects include hospitals, schools, office buildings, 
retail, etc. Candidates should be highly organized, self-motivated and should 
have some mechanical application ability, although not required. Candidates 
should also possess strong verbal and written communication skills, as well 
as competent decision making skills.

Experience with Microsoft Outlook, Excel and Word along with experience 
using Comsense Advantage/Enterprise, VT Online, Steelcraft OEW, 
Marshfield Doorbuilder and other industry specific software is desirable 
but not required. An aptitude for learning all types of computer software is a 
must for this position.

Interested individuals can e-mail inquiries to  
resume@girtman.com. All information will be kept confidential.

Girtman and Associates, a division of  
Bass Security Services Inc. is an equal opportunity employer.

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:classifieds@dhi.org
file:///\\DHI1\DATA\LIBRARY\Kara\Classifieds2\Classified Procedures\careers@adhny.com
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A KEY, PROX CARD, SMART CARD, WIRELESS ACCESS…. 
How many different ways are there to access an 
opening? And are you and your team able to understand 
the requirements of end users/consumers to provide the 
best solution using the right product for their security 
requirements, on time and within budget?

Thanks to the Internet, today’s consumers are much 
more aware of their available options. What they are 
not aware of is the best solution for their facility. As 
consultants in the security and safety industry, our 
value lies in recommending and supplying the best 
solution for each application.

Much has been written about the convergence of mechanical and elec-
tronic security—the available solutions and who is to supply those product 
solutions. Do we look at what is written in 087100, 087400 and/or 2800000? 
And who is to supply and coordinate the products, riser diagrams, and 
point-to-point drawings for the specified products? 

Today’s challenge to all in our industry is to embrace the evolving value 
platform we can offer to our customers. Contractors and building owners 
are looking to find sole-source suppliers who can provide turnkey solu-
tions. Increasing your value to customers means differentiating yourself 
from other suppliers by offering a more comprehensive solution that is of 
real value to consumers—a solution for which they are willing to pay.

In my travels across the nation, I have been fortunate to visit many distribu-
tors, architects and end users who truly differentiate themselves by offering 
a more valued platform to their customers. Some understand codes and are 
able to integrate mechanical and electronic products together for a facility. 
However, when I ask how they are able to be of better value to their custom-
ers, their response is always the same: they hire the best people and train and 
educate them through organizations like the Door and Hardware Institute.

Thanks to you, I was elected to serve you on the Board as a Governor. I 
have been in this industry for more than 30 years and know that the key to 
our continued success lies in educating our members and expanding the 
scope of products and service provided, thereby enhancing our value to 
customers. 

The Board is also keenly focused on enhancing and communicating 
the value of DHI membership. In 2012, we developed a strategic plan that 
outlines DHI’s goals for the next five years. They include: 

■ Clearly defining and communicating DHI’s value proposition to its members and targeted audiences
■  Updating DHI’s membership structure to allow broader and deeper penetration and influence in 

our target markets 
■ Facilitating expansion of DHI members into emerging markets and technologies
As you can see, our focus is on increasing member value, which includes 

improving access to education and helping our members effectively  
navigate this rapidly expanding market. A number of efforts are already 
under way, and several exciting changes are on the horizon.

Thank you for giving me the opportunity to be a part of this evolution 
as we continue to expand the valuable solutions DHI offers to our industry 
and, ultimately, to our clients.  
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5700 Series

Make every 
opening barrier-free

PowerMatic® low energy operators let you automate virtually any door with 
quiet, smooth control. Suitable for low, medium or high use applications, the 
PowerMatic® family helps you meet ADA accessibility requirements with a full 
range of features to accommodate any application. PowerMatic® extends the 
freedom of movement to everyone, so they can come and go, effortlessly.    

To learn how, visit nortondoorcontrols.com

Come and Go 
Effortlessly

5900 Series 6000 Series

Partnering  
with NORTON 
to bring the best 
power operators

For over 95 years,  
Mayflower Sales has  
been distributing quality 
products with personalized 
service to the trade. With 
particular expertise in the 
higher technology aspects 
of the security industry, 
Mayflower is prepared to 
be your Security Source! 

Our extensive inventory 
of NORTON POWER  
OPERATORS is available 
to ship, free freight, the 
same day for all orders 
received before 3:30 pm.

5600 Series To place an order today, 
fax your order forms  
to Mayflower Sales at 
(718) 789-8346 or call 
toll free (800) 221-2052.



800-847-5625
www.seclock.com 

When fi nish, function, & design matter

Respect
the specs.




