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doors with  
ANSI 161 door 
preparations) 

CH-T 
Crescent  

Handle with 
integrated  

Anti-ligature 
thumb turn for  

privacy  
applications 

(Mortise) 

BL Beveled Latch 
Available on mortise sets 
For added anti-ligature protection: 
Latch releases upon downward or upward  
pressure preventing the use of a bed sheet (or  
similar) to be jammed between door and frame 

Questions? please call 203.348.8865  
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the Challenge of Life Safety
By Jerry Heppes Sr., Cae

why does life safety so often get violated by 
security? Is it because life safety is undetectable; 
that one doesn’t realize that an opening will 
provide life safety measures until it is needed? 
Perhaps, however people seem to anticipate a 
security breach before it happens. People add a 
padlock to the rear door because it leads into an 
alley and they are concerned about a break-in. 
For some reason they can visualize a break-in but 
not a fire, where egress is critical to save lives.
In the health industry, there has been a move-
ment the last few years toward incorporating 
preventative strategies to avoid sickness and 
diseases. We are told to eat healthy, incorporate 
good nutrition, and stay in shape. Nutrition 
experts talk about creating “health cells” to 
protect us from unwanted health challenges, 
and there are hundreds of supplements on the 
market to improve our health at the cellular 
level. However, you can’t feel “health cells,” so in 
reality, you can’t feel prevention. 
Life safety falls into a similar category—you 
can’t feel it until you need it. That makes our 
jobs in this industry particularly difficult as we 
provide solutions to prevent disaster—an intan-
gible concept. Unfortunately, this concept is now 
rearing its head in our children’s schools. Last 
month, the Ohio legislature passed a bill autho-
rizing the use of barricade products. The issue 
arose after one of the school districts purchased 
these products and was being prevented from 
using them by the state fire marshal. 
The Ohio Building Standards Board reviewed 
the issue and received testimony from many 
in our industry, including the Door Security 
& Safety Foundation (DSSF), which provided 
extensive information to the Board addressing 
the code violations of these products. The 
Builders Hardware Manufacturers Association 
(BHMA) and the National Association of State 
Fire Marshals (NASFM) provided testimony and 
information as well. 

In the end, the debate was usurped by legis-
lation passed by the state representatives and 
signed by the governor. The battle will continue 
in Ohio and other states and is such a concern 
of NASFM that DSSF delivered a presentation at 
their recent annual meeting.
How could this possibly happen? Well how 
about this for a reason? While writing this 
article, I received the following article in 
my daily update from the Security Industry 
Association: Study Finds School Shootings, Mass 
Killings are “Contagious.”
According to the article, a new study found 
that “mass killings and school shootings spread 
‘contagiously’ where one killing or shooting 
increases the chances that others will occur 
within about two weeks.”
The study, published in the journal PLOS ONE, 
found evidence that 20-30 percent of such kill-
ings—defined as four or more deaths— appear 
to be the result of "infection." The contagion 
period lasts about 13 days, researchers found. 
Researchers gathered records of school shootings 
and mass killings from several data sets and fit 
them into a mathematical "contagion model." The 
spread they found was not dependent on location, 
leading researchers to believe that national media 
coverage of a mass shooting might play a role. 
On average, mass shootings occur about once 
every two weeks in the U.S. and school shootings 
happen about once a month, the study said.
"What we believe may be happening is national 
news media attention is like a 'vector' that 
reaches people who are vulnerable," said Sherry 
Towers, a research professor at Arizona State 
University and lead author of the study.
Those vulnerable people are those who have reg-
ular access to weapons and are perhaps mentally 
ill, Towers said. Once "infected" with knowledge 
of a shooting from national media coverage, data 
shows that a person is more likely to commit a 
similar crime, CNN reported.

More information on the efforts of your 
Foundation on this important issue can 
be found at doorsecuritysafety.org.
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Faces

dHi MeMBer SinCe: 2009

OCCuPatiOn: Specification Team Lead, SSC Carolinas

CHiLdHOOd aMBitiOn: Pilot. My father introduced 
me to airplanes as a very young child and I was fasci-
nated by how they seemed to float in the sky. 

firSt JOB: A porter in a bowling alley when I was 16. 
Definitely nothing glamorous—my daily responsibilities 
included cleaning restrooms, mopping floors and taking 
out trash. 

wHat Led yOu tO Our induStry? I worked for a 
large architecture firm in Phoenix and got laid off during 
the recession in 2008. While job hunting, I saw an ad for an 
architectural specification training program and thought it 
sounded interesting. That was almost seven years ago.

PrOudeSt PrOfeSSiOnaL MOMent: I was recently 
promoted to be the leader of the specification team 
for our Carolinas office. It was a great feeling to know 
that all of the hard work in learning a new job, moving 
across the country, and achieving my formal education 
had paid off.

BiGGeSt CHaLLenGe: Learning how much detail goes 
into a hardware specification. I had no idea what I was 
getting into when I applied, but am very happy that I 
did. I absolutely love what I do and look forward to pro-
viding solutions to our customers. 

GuiLty PLeaSure: Ice cream! 

faVOrite BOOK/MOVie: Lots of favorites here from 
action to drama to thriller. But I have to say my favorite 
movie is Shawshank Redemption because every time it’s 
on, I stop the channel surfing. Something about that movie 
makes it so easy to watch and enjoy again and again.

MentOr/HerO: My mentor when I got into the 
industry was Tom Waller in Atlanta. I was very fortunate 
to work with a fantastic team of very seasoned specifi-
cation writers when I first started, so I had the chance to 
ask lots of questions. I could not imagine being new to 
this industry and not having a strong support team to 
help learn some of the ins and outs of what we do.

BeSt adViCe yOu eVer reCeiVed: To set both 
short-term and long-term goals. Sometimes we can 
set goals to meet today or next week, but forget about 
next year or five years from now. I always try to have 
multiple goals, both personal and professional.

BeSt adViCe yOu neVer reCeiVed: Get out of your 
comfort zone often. We all seem to get in a routine in 
life, but getting out of that routine and doing some-
thing that is not comfortable is always a challenge. It 
can create great new opportunities.

HOw HaS yOur inVOLVeMent witH dHi  
SuPPOrted yOur Career GOaLS? DHI has been 
great because it opened my eyes to our industry as a 
whole. When I first started I was new to the industry 
and learned the way of doing things by how we did it 
in our office. At the first DHI national school I attended, 
I learned very quickly that there is a lot more to the 
industry than just my company and my role. DHI has 
definitely helped me to broaden my horizons and to 
create a network of contacts throughout the industry. 

Sean King, CSI, CDT
ALLEGION

Do you know a DHI member  
you would like to nominate  
to be spotlighted in Faces?
Submit your nominations to Paige Purdum  
at ppurdum@dhi.org, and we’ll take  
care of the rest!
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Doors & Hardware Readers Generally Happy; Want More Industry Topics

Most Popular topics
Seventy-four percent of 
readers said they wanted 
more coverage of codes and 
life safety issues; while 65 
percent asked for more on 
access control/security; 58 
percent want installation/
troubleshooting and “how-to” 
articles; and 57 percent want 
more articles on hardware.

Other popular topics include 
ADA/universal access, fire 
door inspections, doors and 
glazing/fire-rated glass.

To learn more about new 
products, business practices, 

codes and standards

To educate  
myself and  

my employees

To better understand 
issues and trends 

impacting our industry

To stay current 
on DHI events 
and programs

To pick up useful 
information on 

running my business

To find out the 
latest news in 
our industry

74% 55% 48% 42% 22% 20%

Why Do You Read Doors & Hardware?

More than half of our readers spend 
30 minutes or more reading their 
copy of the magazine each month.

More than 80% of you save articles 
for future reference.

68% of you have referred and/or 
discussed an advertisement  
with a colleague.

Most popular columns? Decoded by 
Lori Greene, AHC/CDC, FDAI, FDHI, CCPR, 
and Real Openings, by Mark Berger

Facts about  
Doors & Hardware

Doors & Hardware readers are generally happy with the content and appearance 
of the monthly magazine, but would like to see more articles on industry topics 
such as codes and life safety, access control and security, and installation and 
troubleshooting, according to the results of the 2015 Reader Survey.

Overwhelmingly, 89 percent of survey respondents rated the content of D&H 
as “excellent” or “good,” and 90 percent called it a “must read” for someone in 
the industry. Ninety-four percent felt the level of information is appropriately 
sophisticated and timely. And readers took note of our design “refresh” in April; 
a whopping 99 percent rated the readability and appearance of the magazine 
as either excellent or good.

What industry topics would you like to see more coverage of in future issues:

ADA/Universal Access

Doors

Fire Door Inspection

Case Studies

Codes/Life Safety

Marketing Tips

Hardware

Distribution Management

Economic Trends/Forecast

Legal Issues

Installation/Troubleshooting

0%                10%                   20%                   30%                  40%                   50%                  60%                   70%                  80%                  90%                 100%

Sustainability/Green Issues

Glazing/Fire-rated Glass

Access Control/Security

Management Tips

BIM

Sales Tips

IT/Business Software

By denise Gable
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DHI is pleased to offer the FREE DHI Shipping 
Program, managed by PartnerShip®. This FREE 
member benefi t provides signifi cant savings on 
every shipment. These savings go straight to 

your bottom line, to help your business operate 
more profi tably. There is NO COST to enroll and 
NO MINIMUM SHIPPING requirements to meet — 

only terrifi c savings! 

Ship and Save with the 
DHI Shipping Program

*Includes a bonus 5% online processing discount. 
 Full details available at www.PartnerShip.com/DHI/FedExdiscounts.

SMALL PACKAGE
Save 
up to 29%*

LTL FREIGHT
Save 

at least70%

on select FedEx® services

off LTL carriers’ base rates

TRUCKLOAD
For the best rates in the 

industry visit
PartnerShip.com/TLQuote

PartnerShip.com/DHI

Enroll online today at

or call 800-599-2902

Print Versus  
Online reading
Fifty-four percent of 
readers responding to our 
survey said they prefer to 
read the printed copy of the 
magazine as opposed to the digital 
version, while 43 percent said they prefer receiving both.  
A small percentage—3 percent—prefer the digital version.  
That number decreased from last year, showing a slight decline  
in online reading preferences.

When asked what would increase their frequency of electronic 
reading of the magazine, a substantial percentage of respondents— 
46 percent—said they would like to see an app or tablet version. 
Forty percent asked for an easier to read format than the current 
flipbook, and 14 percent asked for easier access from the DHI website.

Seventy-six percent of readers said that if additional D&H content 
were placed on the DHI website, they would be either very likely  
or somewhat likely to read it.

Comments
Here are some of the comments that you sent along with  
the survey results:

Doors & Hardware is a valuable asset to our industry. The 
contributors and staff do an excellent job of bringing us 
current news, innovation and interesting articles for the door 
geek at heart. Thanks!

I’m glad to receive your publication. The articles on healthcare 
egress and access have been helpful and I love the photos of the 
“bad” doors.

Very readable magazine with relevant content.

It’s a good publication and the recent changes are 100% in 
the correct direction. Really like the new look and binding. 
Keep improving!

wanted: Subject Matter experts
We appreciate everyone who took the time to respond to the  
survey and we will consider all of your suggestions as we work  
to keep Doors & Hardware relevant to our members while  
strengthening the content and appearance. 

Your expertise and willingness to share with your industry peers 
and colleagues is critical to our success. Contributing an article to 
an industry publication like Doors & Hardware is an excellent way 
to gain recognition, and establishing yourself as a subject matter 
expert to your employer increases your career standing and value. 

More than 70 talented authors have contributed articles to Doors 
& Hardware in 2015. If you are one of those authors and would 
like to contribute again, email me at dgable@dhi.org, or call me at 
703.766.7018. If you’re a first time author/contributor, feel free to go 
to www.dhi.org/dandh, review the 2015 editorial calendar to see 
where your article might best fit in, or call me to share your ideas. 
Chances are we can find a spot for you!  
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the market for ligature-resistant door hardware, 
designed for patient safety primarily in mental 
health hospitals, continues to evolve as those 
facilities search for and evaluate products to 
meet their changing needs. 
Over a 10-year period, inpatient suicide was 
the most common sentinel event reported to 
The Joint Commission, an organization that 
provides accreditation to hospitals.1 The Joint 
Commission2 defines a sentinel event as “…a 
patient safety event that reaches a patient and 
results in any of the following: death, perma-
nent harm, severe temporary harm, and inter-
vention required to sustain life.” 

The Joint Commission publishes Behavioral 
Health Care National Patient Safety Goals. 
Goal 15 of that initiative is to “identify indi-
viduals at risk for suicide” and to “conduct a 
risk assessment that identifies environmental 
features that may increase or decrease the risk 
for suicide.” 
To meet hospitals’ demands for non-invasive, 
functional, discreet and effective products, 
companies large and small are developing 
ligature-resistant hardware. To compile and 
compare these products, two design guides are 
leading the way to standardize the market for 
products related to patient safety, from doors 
and locksets to sinks and soap dispensers. 

A LOOk AT THE 
EMERGING MARkET IN 
LIGaTuRe-ReSISTanT 
HaRDwaRe

CenterPointe Hospital

By diana Oller
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The Design Guide for the Built 
Environment of Behavioral Health 
Facilities3 is currently in its seventh 
edition and is published by the 
Facilities Guideline Institute. That 
document was formerly housed on the 
website of the National Association 
of Psychiatric Health Systems. The 
Patient Safety Standards Design Guide4  
is written and updated by the New 
York State Office of Mental Health,  
an agency that operates and regulates 
that state’s psychiatric centers. 
The purpose of both of these guides is 
to provide hospitals and inpatient psy-
chiatric units with a selection of mate-
rials, fixtures and hardware that has 
been reviewed. The products listed 
are recommendations for a range of 
products that are more appropriate for 
use in these facilities than those used 
in general hospitals. Some products 
may not be appropriate for all patient 
populations. Updated versions of both 
guides are due out later this year. 
While the market for ligature-resis-
tant hardware is not yet standardized, 
these design guides update period-
ically to provide the consumer with 
the latest product offerings, evalu-
ation results, and market response. 
Behavioral healthcare facilities 
seeking to provide patients with the 
best care often must rely on “trial and 
error” to determine what works best 
in their facilities. In such instances, 
test systems are implemented so that 
new technology and/or products can 
be evaluated in real-world scenarios. 
Although installation of these or any 
other products will not eliminate all 
risks of self-harm, they should help to 
mitigate those risks. 
The following is a case study of the 
application of a ligature-resistant 
product at CenterPointe Hospital, St. 
Louis, Mo., a private mental health 
hospital with 104 inpatient beds. 
Members of the nursing staff and 
director of facilities provided feed-
back regarding The Door Switch™5, 
an over-the-door, pressure-sensitive, 
sensor (U.S. Patent No. RE42,991 

and RE44,039). The Door Switch is 
a unique product that provides a 
distinctive alert solution to enhance 
in-room resident safety at a critical 
time. CenterPointe Hospital serves as 
the beta test site for The Door Switch. 
During patients’ private time, their 
bedroom and bathroom doors provide 
needed privacy. However, those doors 
can also be used by patients who may 
be considering harming themselves. 
The Door Switch aids in alerting 
behavioral healthcare staff of possible 
self-harm attempts by patients using 
the top of the door as a ligature point. 
Over the past nine years, 40 of The 
Door Switch devices have been 
installed on both patient room and 
bathroom doors at CenterPointe. 
Since this hospital’s inception, facility 
design for client safety has evolved 
from having grab bars installed in 
showers, to installing ligature-resis-
tant doorknobs, to focusing on the 
tops of doors as potential ligature 
pinch points. With about 50 percent 
of their acute room doors having The 
Door Switch coverage, CenterPointe’s 
goal is to reach 75 percent coverage 
in the future. 
Lacie D., mental health technician 
at CenterPointe, described her expe-
rience with The Door Switch as 
follows, “Two weeks ago we had 
someone try to hang herself [using 
the top of a door], and within sec-
onds we were able to respond.” She 
also described the process of reacting 
to The Door Switch’s alarm, keypad, 
and warning strobe light. “We know 
exactly what that noise is and we 
are able to immediately identify the 
room number.”
Registered nurse at CenterPointe, 
Jerry T. stated, “I was in another 
hospital, and a patient died. It’s one 
of those things you don’t forget.” 
Regarding The Door Switch product, 
he said, “It gives us an extra set of 
eyes and ears.” Both members of 
CenterPointe’s nursing staff said they 
have experienced minimal incidents 

of false alarms with The Door Switch, 
and patients are usually unaware 
the product is in place because of its 
low-profile design on the doors. 
Frank Cook, director of Facilities and 
inventor of The Door Switch, called 
the product “an effective nursing 
tool that maintains the therapeutic 
environment and helps protect the 
patients’ privacy.” 
“During [nurses’] orientation, Cook 
said, “we show them how it works. 
Usually they…think it’s an added 
security measure that aids in alerting 
the staff to possible sentinel events."   

diana OLLer is Executive Director of The Door 
Switch of St. Louis, Mo. She can be reached at 
Diana@thedoorswitch.com.
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2.  Joint Commission – www.Jointcommission.org

3.  Design Guide for Behavioral Health Facilities – www.
fgiguidelines.org 

4.  OMH Design Guide – www.omh.ny.gov/omhweb/
patient_safety_standards/guide.pdf

5.  The Door Switch – www.thedoorswitch.com

the door Switch™  
is a new construction and 
retrofit solution for patient 
and bathroom doors.
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tHe inS and OutS 
Of exit deViCeS

Why today’s exit devices are safer  
and more user-friendly than ever
By Chris Gaughan

when crowds gather indoors, most people tend 
to take their safety for granted. If you’ve been to 
100 concerts without incident, why would you 
think the 101st would be any different? But in a 
panic or emergency situation, this is one of the 
toughest challenges for public safety officials. As 
fire marshals, police and other professionals are 
aware, when people panic many things can go 
wrong as they run for the doors.
That’s why modern exit devices—those horizon-
tal push bars on a door that most people never 
give a second thought to—are designed to oper-
ate without having to think about it.
And it’s not optional, it’s the law: every building 
that can accommodate large numbers of people 
must be designed, constructed and maintained in 
a way that ensures that everyone inside can get 

out quickly and safely, even if they’ve never been 
in the building before and are unfamiliar with it.
The need for fire safety standards came to prom-
inence in the U.S. after the infamous Iroquois 
Theatre fire of 1903 that killed more than 600 
people who were unable to escape from the 
burning building. The tragedy led to the wide-
spread implementation of panic hardware, also 
known as a panic bar, push bar, crash bar, panic 
device or exit device. An exit device releases the 
door quickly when pressed from the inside.
But that’s not the most important part of its de-
sign. One factor that led to the high death toll in 
the Iroquois Theatre was that many panic-strick-
en people who were able to find doors that led 
to the outside found that the doors were secured 
by unfamiliar devices that they were unable to 

Photos courtesy of ASSA ABLOY
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operate. In an emergency, people need 
to be able to open an exit door immediately 
without having to spend any time figuring 
out how it opens. 
An exit device provides single-motion 
egress—just push on it and it opens. 
That’s why the push pad of an exit 
device—the part that actuates the de-
vice—must be at least half the width 
of the door. Even if a crowd is in a 
panic and pushing against the exit 
door, the crush of the crowd against 
the push pad will cause it to release.

Do Your Doors Require  
exit Devices?
So who determines which buildings 
require exit devices? The International 
Building Code (IBC) is a model code 
developed by the International Code 
Council (ICC) and revised every three 
years, most recently in 2012. The code 
is not mandatory until a state or local 
jurisdiction adopts it; at which point 
it becomes law. In general, buildings 
and indoor areas where more than 
50 people are expected to gather are 
required to be equipped with exit 
devices, referenced as panic hardware 
or the fire-rated version, fire exit hard-
ware. The law requires them in assem-
bly and educational occupancies.
A crucial point to understand: it is 
against regulations to place additional 
locks on a door with an exit device. It 
must never be done; it’s against build-
ing codes, against fire codes and by 

extension to the codes, against the law 
and completely defeats the purpose of 
emergency egress. Perhaps ignorance 
or because some facility managers 
feel they can never be overzealous 
enough about security and are con-
cerned about unauthorized entry by 
intruders, additional locks or security 
devices are sometimes applied to an 
exit device-equipped door. This is 
especially true in the case of doors 
located in remote areas of a building 
that may not be under continuous 
visual observation. 
Since building code adoption and 
enforcement varies across the coun-
try, if in doubt, consult with a pro-
fessional specifications writer to 
ensure compliance with local regu-
lations. The local Authority Having 
Jurisdiction (AHJ) has final judgment 
for the requirements related to any 
specific building or project.

When Delaying Is A Good Thing
Thanks to delayed-egress exit devices, 
if someone pushes on the push bar, 
an alarm will sound and the device 
will not open for 15 seconds. These are 
applicable in certain situations; for ex-
ample, a big-box retailer might need to 
have an emergency exit at the back of 
the store but doesn’t want someone to 
walk out with a TV. If they try to sneak 
through the door, the alarm will sound 
but the door will delay opening, giving 
security time to prevent the theft.

Krieger High
Security Doors

See what’s possible
www.KriegerProducts.com

For over 75 years, military and 
defense experts have turned 
to Krieger Specialty Products 
to develop custom doors and 
window which achieve UFC 

standards and comply with the 
National Historic Preservation 
Act. If your projects requires 

blast, bullet, SCIF/Tempest or 
radio frequency shielding, call 

on Krieger to create a door that 
matches the historic design 

and is engineered for today’s 
security ratings.

SCIF/Tempest Doors

MIL-SAMIT 
Part 1 & 2 Doors

.30 cal 7.62 NATO M80 or AP
UL-752 NIJ

ATFP Blast Doors

Historic Preservation 
and UFC Security 

Standards in One Door
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Delayed egress exit devices are al-
lowed on doors serving any type of 
occupancy except assembly, educa-
tional and hazardous materials, but 
only when used in conjunction with 
an automatic sprinkler system, or 
approved automatic smoke detection 
or heat detection system. Upon activa-
tion of the sprinkler system, the delay 
function of the device is deactivated, 
allowing free and immediate egress. 
Delayed egress devices are also used 
in places like stairwell access in hos-
pitals and university dormitories and 
in hospital maternity wards, which 
require free egress but are also among 
the most secure areas of a hospital. In 
these cases, authorized personnel can 
use credentials like ID or prox cards to 
override the delay and alarm.
Another important function of exit de-
vices known as fire exit hardware is to 
keep doors closed in the event of a fire 
to prevent backdraft and keep fire from 
spreading in a building, thus keeping 
people safe and protecting property.

Trial By fire
Exit devices and doors can be certified 
as either fire-rated or non-fire-rated, 
depending on their location in the 
building. Fire-rated doors and frames 
are designed to withstand fire for a 
specific period of time. The fire exit 
hardware installed on such doors also 
has to be fire-rated.
The next version of the International 
Building Code due in 2015 will add 
provisions for delayed access devic-
es in places where Alzheimer’s and 
dementia patients are housed. Where 
there is a chance someone might wan-
der out of the facility, the 15-second 
delay will alert the staff. Fire codes do 

not allow such facilities to lock people 
in, and a delayed-egress exit device 
strikes a balance between letting peo-
ple who can’t take care of themselves 
slip out the door unnoticed, yet giving 
them immediate egress in the case of 
a fire or emergency.
Underwriters Laboratories (UL) is the 
main regulatory authority that sets 
fire-rated standards for exit devices, 
doors and frames. It’s no surprise that 
UL’s testing procedures are rigorous. 
UL builds a wall with a door frame, 
and mounts a steel door with the fire 
exit hardware to be tested. Then a 
furnace is started and flames attack 
the door and the exit device for three 
hours at a temperature of about 2,000 
degrees. After the flames subside, the 
door is hit with cold water from a fire 
hose to simulate a real-life scenario.
To pass the test, the latch has to stay 
latched. The entire device can melt 
off the door during the test—but the 
latch has to stay latched. This is what 
keeps people safe in the event of an 
actual fire—those who are in a part of 
the building that is not burning have 
time to get out without a backdraft 
reaching them through an unlatched 
door. In the case of fire doors, different 
UL rating levels indicate how long a 
door will withstand a fire (20 minutes, 
60 minutes and so on). The rating level 
required for an opening depends on its 
location and purpose as defined in the 
local building code. The National Fire 
Protection Association (NFPA) also pro-
vides guidelines regarding fire doors.
Even if a device passes UL’s testing, 
the safety assurance process doesn’t 
end there. UL-listed panic hardware, 
fire exit hardware and other certified 
door hardware are often retested 

every one to three years. If a manufac-
turer makes any changes to a product, 
it has to go back to UL for evaluation 
and/or retesting. UL can also send 
field inspectors to a manufacturing 
facility and take a product right off the 
production line to inspect it and make 
sure it’s compliant. If it’s not, UL has 
the right to shut down the facility. 
Exit devices must also comply with 
the guidelines of the Americans With 
Disabilities Act (ADA). The device 
must be installed at a certain height 
above the floor, and must be able to be 
opened without any twisting or pinch-
ing. To accommodate visually impaired 
people, exit devices must have levers 
with a textured back that can be felt by 
someone who can’t see the device.

fire-rated doors and frames are designed 
to withstand fire for a specific period of 
time. The fire exit hardware installed on 

such doors also has to be fire-rated.
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DHI FALL TECHNICAL SCHOOLS
Learn from experienced instructors with fi rst-hand industry knowledge. Bring your questions 

to the experts, network with your peers, go back to your offi ce with the essentials and tailor 

them to your workplace.

OCTOBER 5–10
Chaparral Suites  |  Scottsdale, AZ

OCTOBER 26–30
Sheraton Hotel Cavalier  |  Calgary, AB, Canada

For more details and to register, visit www.dhi.org/fallschool.

“One of the best benefi ts for someone like myself...has been to learn not 

only the ‘how to’s’ but the ‘why’s’ and how everything relates to each of the 

components in an opening. Having attended a couple of the schools, I have 

also seen how benefi cial it is for networking with others in our industry.”

— MARCUS MCELREATH

REGISTRATION

NOW OPEN!
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Patented 36”(914 mm) tall 
x 6”(152 mm) wide switch 
with 2.5” (64 mm) center 

activating column

Hard-wire or wireless option

Can be wall- or 
bollard-mounted

CUSTOM 
BOLLARD POSTS
Finishes: Stainless Steel, 
Anodized Aluminum, and 

Mill Aluminum to be 
painted or powder coated

Design flexibility allows 
for mounting of intercoms, 

card readers, and more

STANDARD
Standard 6”(152 mm) 

square and round; 
other sizes available 

AUTOMATIC DOOR ACTIVATION SOLUTIONS

Part #
I36-3 Clear 

Anodized 
Aluminum

(628) 

Part #
BPS SM-INGR DB

with I36-5
Dark Bronze Anodized 

Aluminum (710)
Shown on Bollard

877.421.9490
sales@wikk.com
www.wikk.com

The
INGRESS’R®

EXCLUSIVE

CREATE

RELIABLE SWITCHES,
MOUNTS 

& ACCESSORIES

The contoured profile of the
INGRESS’R® allows activation from 

any approach and height level.

FEATURING

868 
Mhz
Transmitter
and Receiver 

View our website to design a custom bollard using our bollard
checklist for square, round, rectangular and triangular bollards.

Built to Last
In addition to meeting UL standards, 
exit devices must also conform to 
the standards set by the Builders 
Hardware Manufacturer’s Association 
(BHMA) and the NFPA. The BHMA 
sets minimum standards for perfor-
mance, such as opening force required 
and the number of cycles a device op-
erates before failure. BHMA Grade 1, 
the association’s top rating, stipulates 
that a device has to withstand one 
million cycles before it fails. However, 
consider if this is enough in light of 
real-world conditions. A device may 
actually have to last through tens of 
millions of cycles to last the lifetime 
of a building. For example, if the 
main entrance to a hospital is used an 
average of twice a minute, that’s over 
a million cycles a year.
Using BHMA Grade 1-certified exit 
devices has another advantage: they re-
duce the total cost of ownership of the 
door opening, thanks to their reduced 
maintenance and longer service life.
Beyond safety considerations, the 
choice of an exit device can be influ-
enced by concerns about operational 
noise and appearance. Exit devices 

that use motors rather than solenoids 
typically are quieter in operation, 
which is desirable in places like 
hospitals and dormitories. Solenoids 
tend to be loud. And appearance is 
almost always a concern—architects 
and designers want door hardware to 
look good and complement the rest of 
a building’s fittings and décor.

A safer Today – and Tomorrow
The good news is that the functionality, 
safety, durability and even appearance 
of exit devices have improved steadily 
over the years. Security professionals 
and building managers can be secure 
in the knowledge that when properly 
implemented, today’s exit devices are  
safer and more user-friendly than ever.  

CHriS GauGHan is Director of Product 
Management for Commercial Mechanical 
Products for the Architectural Hardware Group, 
with ASSA ABLOY Americas. He has been in the 
industry for more than 15 years in various stra-
tegic and product management roles, and has 
been a contributing author to multiple access 
control ANSI and ISO standards. Gaughan 
holds a bachelor’s and a master’s degree in 
mechanical engineering from Manhattan 
College and a master’s of business administra-
tion from Santa Clara university. Email him at  
Christopher.Gaughan@assaabloy.com.

security professionals and building managers 
can be secure in the knowledge that when 

properly implemented, today’s exit devices 
are safer and more user-friendly than ever.
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July 26, 2015, marked the 25th anniversary of 
the Americans with Disabilities Act (ADA), and 
we wanted to know what issues remain, if any, 
for the door hardware industry 25 years after the 
introduction of this expansive civil rights law. 
We asked this question to more than 700 ADA 
consultant specialists throughout the U.S. Here’s 
what they had to say.

Progress…But There’s still Work to Do
It appears that some of the problems that existed 
in 1990 with accessible doors and hardware still 
exist today. However, for the most part, door 
hardware companies understand ADA and are 
designing and specifying compliant hardware 
for the commercial marketplace. That said, there 
is still a need for innovation and improvement in 
some areas. Among the multitude of responses 
we gathered, common concerns emerged, along 
with some interesting and identifiable trends. 

One of the areas where improper ADA door 
hardware is most apparent is in existing facili-
ties. Mark Felling of Broadened Horizons, Inc. of 
Minnesota states, “I run across doors with two- 
or even three-inch thresholds weekly, especially 
with small businesses that think it is not a big 
deal or that their facility is accessible because 
[the step into the facility] is not a full-size step. 
But in reality, they are actually in violation of the 
ADA and are keeping potential customers out. I 
cannot count how many times I have been told 
[incorrectly] that they are grandfathered or are 
too small for the ADA to apply to them.”
We found this sentiment common among the 
responses from the group of consultants we 
polled. While the professionals in this industry 
understand that there is no “grandfather” clause 
that allows for non-compliance of ADA for 
any business, it is nonetheless a common held 
belief by many business owners that they are 

ada and door 
Hardware issues
Survey finds commercial door hardware companies 
understand ADA and are designing properly for compliance

By tim Vander Heiden

(top left) 
Historic Liberty 

Station in San diego, 
Calif.; non-compliant 

threshold heights.

(top right) 
thresholds made 

compliant with 
recycled rubber 
products. (this 

modification required 
no permanent 
changes to the 

historic substrate)

Photos courtesy of SafePath Products
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somehow exempt from ADA compli-
ance at their doors. This has resulted 
in the annual filing of thousands of 
ADA litigation cases throughout the 
United States, putting business own-
ers at serious risk of monetary losses. 
Chris Taylor of ADA Compliance 
Consultants of California explains: 
“Typical litigation will range any-
where from $4,000 to $30,000, prior 
to any mitigation efforts for barrier 
removal. Civil penalties may run as 
high as $55,000 for a first violation or 
$110,000 for a subsequent violation.” 
For large companies, these fines may 
be more annoying than punitive, but 
for smaller companies, they can add 
up quickly. Even for larger operations, 
the cumulative effect of multiple 
violations can be damaging. And 
ignorance of the law is never con-
sidered a reasonable excuse. Dennis 
Hytinen, President of CASp Solutions 
in California, states, “Many of our 
clients rush to the big box stores to 
buy their doorknobs, only to find 
out that the package that says ‘ADA 
Compliant’ doesn’t actually meet 
the state regulations. I see lawsuits 
weekly against property owners and 
tenants over access, and soon I think 
some of the blame will be shifted to 
designers, contractors, suppliers and 
manufacturers.”
Many of the ADA consultant spe-
cialists we surveyed are involved in 
everyday ADA litigation and provide 
expert testimony at federal and state 
trial courts. The complexity of code 
interpretation has created an entire 
new industry of inspection profes-
sionals who are hired to interpret 
various complex code regulations. 
Naturally, the type of facility, when 
it was constructed, and its use are 
just some of the considerations when 
applying the proper access laws and 
regulations. Additionally, some state 
building codes can be more restrictive 
than ADA on the national level. 
According to Mike Miyaki, CASp, 
of Kim R Blackseth Interests, Inc. of 
California, “We have done thousands 
of site surveys for commercial and 
retail facilities. The main issues we 

find with existing door entrances are 
hardware (no grasping, pinching or 
twisting of the wrist is permitted), 
landings (slope issues at either the 
push side or pull side of the entry 
door), thresholds (greater than 1/2" 
high, beveled) and door stops (or kick 
stops mounted on the bottom of the 
door).” This is consistent with the 
responses to our survey. The most 
common violations listed were door 
threshold height issues, proper  
strike-side clearance, door pressure 
and door clearances. 

Thresholds and changes  
in elevation
According to Dennis Hytinen, “Abrupt 
changes in elevation at thresholds and 
out-of-level door landings are present 
in 80 percent of the commercial prop-
erties we survey.” This is a violation 
of ADA regulations. When it comes to 
changes in the level of the floor surface, 
ADA 2010 Standards 303.2 and 303.3 
state: “Changes in level of ¼ inch (6.4 mm) 
high maximum shall be permitted to be 
vertical.” In addition, “Changes in level 
between ¼ inch (6.4 mm) high minimum 
and ½ inch (13 mm) high maximum shall be 
beveled with a slope not steeper than 1:2.” 
However, 404.2.5 does allow for “exist-
ing or altered thresholds 3/4 inch (19 mm) 
high maximum that have a beveled edge on 
each side with a slope not steeper than 1:2.”
Often contractors are required to 
purchase aftermarket products such 
as modular ramps or landings to bring 
new and existing door products into 
compliance. In the new 2010 ADA 

figure 303.2 
Vertical Change in Level

figure 303.3 
Beveled Change in Level
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standards, sliding glass doors are 
required to meet the ½” vertical rise 
requirement, whereas under the old 
standards, a ¾” threshold height was 
allowable. Although there are some 
ADA-compliant sliding doors that are 
sold as a complete system by the man-
ufacturer, very few sliding glass door 
manufacturers produce sliding doors 
with any substantial door pressure 
(DP) rating that meet the current ADA 
threshold requirement. 

Door Hardware
Door hardware can be problematic for 
individuals with disabilities. Marcela 
Abadi Rhoads, AIA, RAS, from Abadi 
Accessibility in Texas, states, “Pocket 
doors typically have a hardware that 
is recessed into the door and operated 
by using a thumb or tip of the finger 
to engage. Persons with disabilities 
might have a hard time engaging this 
type of operation. The ADA requires 
that no tight grasping will be utilized 
to open the door.”
Another common violation occurs at 
unisex restrooms, which are required 
to provide a lock that shows when 
the restroom is occupied. ADA 2010 
Standard 213.2.1 Unisex (Single-Use 
or Family) Toilet and Unisex Bathing 
Rooms states that “toilet doors to unisex 
toilet rooms and unisex bathing rooms 
shall have privacy latches.” 

Pocket doors and restroom locks 
aren’t the only problem. Mike Boga of 
Disability Access Consultants, LLC, 
of Florida says, “We provide ADA 
surveys for cities, schools and mu-
nicipalities, and we continuously see 
where doors are out of compliance as 
a result of the placement of door stops, 
which violate the push-side clearance 
for the smooth surface requirement of 
10 inches from the finished floor.” 
Boga is referring to ADA 2010 
Standard 404.2.10 Door and Gate 
Surfaces, which states: “Swinging door 
and gate surfaces within 10 inches (255 
mm) of the finish floor or ground measured 
vertically shall have a smooth surface on 
the push side extending the full width of the 
door or gate.” This allows people to move 
wheelchairs or other assisting equip-
ment freely through an opening with-
out the possibility of hitting hardware 
that may be protruding from the door.

Maneuvering clearances
This leads directly into a discussion 
of maneuvering clearances. A com-
mon ADA violation is the absence of 
a maneuvering clearance area beyond 
the latch side of the door. ADA 2010 
Standard 404.2.4 Maneuvering 
Clearance states that doors should 
have a clear area for wheelchair 
approach, and this is required at both 
manual and swinging doors. The area 

existing  exterior door with no strike-side clearance 
level-landing and non-compliant cross-slope.

varies, depending upon the type of 
push or pull configuration, from 42” 
at the minimum to 60”, which is often 
the typical standard configuration for 
a level landing. 
Ron Urzedowski of Riverside CASp 
LLC, states that in many places, “Level 
clear space/maneuvering space at 
entries have slopes that exceed the 
maximum allowable grade.” This point 
was echoed by several of our survey 
respondents, indicating that maneuver-
ing clearance areas are still a major con-
cern for many commercial applications. 
Kaylan M. Dunlap, LPTA, CASp, Evan 
Terry Associates in Alabama, says, 
“We see many businesses and facil-
ities that have not addressed issues 
that are…easily addressed with not 
too much cost associated. Some that 
are easily addressed are removing 
movable items such as a planter, trash 
can or merchandise display that ob-
structs door maneuvering clearance so 
that someone using a mobility device 
(wheelchair, scooter, walker, crutches, 
cane, etc.) has room to approach the 
door and maneuver around to get it 
open and then to get through it.”

Pull clearance and closing speed
Maneuvering clearance isn’t the only 
clearance issue for individuals with 
disabilities. Jill S. Johanning, AIA, 
Licensed Architect Access Design/
Alpha One of Maine, states, “Door 
pull clearances are one of the most 
typical problems I find in buildings 
for not providing access to all. That 18 
inches of clear space is very attractive 
to locate furniture, to let landscaping 
overgrow, and especially to put trash-
cans. One of the programs in Maine 
assists people with disabilities find 
homes in the community, and because 
of the existing threshold and weight 
of the exterior door, it is hard for indi-
viduals to access their home. One of 
the most requested accommodations 
through this program is keyless entry 
at the door to help provide more inde-
pendence to the residences.”
We also discovered that there is still 
the belief by industry experts that 
door closing speed is three seconds, 
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but in the new 2010 ADA standards, 
it is actually five seconds. ADA 2010 
Standard 404.2.8.1 Door Closers and 
Gate Closers says, “Door closers and 
gate closers shall be adjusted so that from 
an open position of 90 degrees, the time 
required to move the door to a position of 
12 degrees from the latch is five seconds 
minimum.” To meet this requirement, 
the door closer must have an adjust-
able closing speed (sweep speed). 

conflicts to consider
ADA 2010 Standard 404.2.7 Door and 
Gate Hardware states that “Handles, 
pulls, latches, locks, and other operable 
parts on doors and gates shall comply with 
309.4. Operable parts of such hardware 
shall be 34 inches (865 mm) minimum 
and 48 inches (1220 mm) maximum above 
the finish floor or ground.” However, if 
glazing is required to be a maximum 
of 43” above the finished floor, a con-
flict can occur. ADA 2010 Standard 
404.2.11 Vision Lights states, “Doors, 
gates, and side lights adjacent to doors 
or gates, containing one or more glazing 
panels that permit viewing through the 
panels shall have the bottom of at least one 
glazed panel located 43 inches (1090 mm) 
maximum above the finish floor.” 
“This can present an issue with panic 
hardware located in front of door 
glazing,” says Marcela Abadi Rhoads. 
Both of these ADA sections—404.2.7 
and 404.2.11—should be taken into 
consideration by designers, specifiers 
and door manufacturers to avoid panic 
hardware adjacent to glazing material. 

Where We Go from Here
Five years ago, the Department of 
Justice revised the ADA accessibility 
standards; it is now referred to as the 
2010 ADA Standards for Accessible 
Design. On March 15, 2012, compli-
ance with the 2010 Standards was 
required for new construction and 
alterations under Titles II and III.
Over the past 25 years, the door 
hardware industry has responded to 
the regulations put forth by ADA. As 
these regulations continue to evolve, 
the real challenge is to have compli-
ant door hardware products for state 

regulations that often are more re-
strictive than federal ADA standards 
and can make product specification 
and local jurisdictional compliance 
more problematic. 
However, as the aging population 
continues to increase, it is expected 
that there will be continued demand 
for accessible door hardware products. 
With thousands of ADA surveys being 
conducted across the U.S. on a week-
ly basis, there is plenty of work and 
product demand to be done to bring 
existing facilities into compliance.  

tiMOtHy Vander Heiden, J.d., is CEO  
of SafePath Products and Van Duerr Industries, 
Inc. He has more than 21 years of experience 
marketing and manufacturing products 
for ADA compliance, specializing in green 
technology for the architectural marketplace.  
Tim can be reached at 800.497.2003 or  
timv@safepathproducts.com, or visit  
www.safepathproducts.com. Glazing higher than 43”, violating 

404.2.11, and non-compliant bottom 
surface, violating 404.2.10 

43”

CORBIN RUSSWIN?
OF COURSE.

You don’t even have to ask—we stock the exact Corbin 
Russwin product you’re looking for. Our inventory of 
ASSA ABLOY is the most complete in the industry, and 
includes all Corbin Russwin locks, keyways, exit devices, 
door closers and more.

INFORMED. IN STOCK. IN DEPTH. seclock.com  |  800-847-5625
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i’ll never forget the words my father 
told me when I officially entered into 
the commercial door and hardware 
business. Looking at me with a bold 
expression, he said, “I’ve seen so many 
people fail in this industry because 
they lack knowledge and an ability to 
serve the customer.” 
As I stood in his office, I tried ratio-
nalizing what he meant. Phrases such 
as “the customer is always right” 
and “knowledge is key” first came 
to mind, but I clearly did not have a 
grasp for the gravity of these words. It 
wasn’t until I spent some time with in-
dustry veterans that I came to realize 
what my father meant.
Leaving his office after hearing those 
words, I brushed them aside, thinking 
I knew it all. I grew up in the industry, 
and was now a third generation em-
ployee at Capitol Builders Hardware 
Inc. Growing up, I’m used to having 
a dad who would randomly stop 
and stare at a door. During family 

car rides, we would pass time by 
watching dad point out buildings that 
Capitol had worked on. 
He would dramatize the project 
as though we were listening to a 
Shakespearean play, but instead of 
Othello, we had The Last Minute Fire 
Code Fix. Besides having a father 
obsessed about doors and hardware, I 
had worked weekends and summers 
for the company. I could recognize 
a pair frame from a transom, or a 
mortise lock from a cylindrical. I met 
with contractors and customers as a 
company driver, helping them when-
ever I could. So I felt pretty confident 
that knowledge and customer service 
would be a breeze.
My start at the company was like most 
fresh-out-of-college employees: at the 
bottom. Luckily for me, I work for a 
company that really puts an emphasis 
on training. Going through a rotational 
program, I’ve worked in estimating, 
project management and sales. I’ve 

enjoyed my experience at each rotation, 
but my time with our sales team was 
where I learned the most. 
Both our inside and outside sales lead-
ers are individuals with 30-plus years of 
experience with the company. Working 
with them in an ever-evolving industry, 
I learned that sometimes going “old 
school” is the best way to go.
Being a part of the millennial genera-
tion, I’m used to avoiding talking on 
the phone at all costs. Emails, instant 
messages, or texting are the go-to 
form of communication for my gener-
ation. That soon changed after my first 
week, when I was handed a mound of 
door hardware binders and asked to 
call each sales representative for pric-
ing updates. Although I was puzzled 
because I had to make a call instead 
of simply turning to the Internet, my 
boss wanted to make a point: person-
al dialogue not only with reps—but 
more importantly with customers—is 
a crucial component in sales. 

By Jonathan Karacozoff

How a Third-Generation Door and Hardware 
Professional Learned from the Ground Up

of  a

TaLES

MILLennIAL
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Engraining prices in my mind and 
knowing the product would only help 
me when setting up trust with the 
customer. I learned quickly that simply 
being passive and not proactive could 
make all the difference in getting the 
job. Thus I called, took down prices, in-
troduced myself, and most importantly, 
started developing a repertoire. Now 
when I need an answer, I pick up the 
phone and leave the texting for home.
When people ask me what it is like to 
be on a job site, I liken it to controlled 
chaos. My first job walk was with Jim 
Davis, who leads our outside sales de-
partment, and from that job I coined 
the controlled chaos moniker.
That first job walk was at a small hotel 
which was going through a major ren-
ovation. Jim and I pulled up to the site, 
architectural plans in hand, looking for 
a job trailer. Soon we found the contrac-
tor, who gave us a quick rundown, and 
was just as quick to head off to a meet-
ing. Pad and pencil in hand, Jim and I 
set out to measure all the openings. 
During this time, there were all sorts 
of subcontractors hustling about. At 
one point I can remember juggling 
carts, while holding up plastic, and 
dodging painters so Jim could take 
measurements. After measuring some 
openings on my own with the guid-
ance of Jim, I compared our notes. 
To my amazement I found more than 
just measurements in Jim’s notes; I 
found what 30-plus years of knowl-
edge looks like. On one page he is 
referencing a fire code verbatim; on 
another he points out ADA stipula-
tions for means of egress; and on the 
last page he reminds himself to set a 
follow-up meeting with the contrac-
tor. He had jotted all this down while 
painters, laborers and electricians 
were whirling around him. 
After I was done comparing our notes, 
still awestruck, Jim told me, “Over my 
years I’ve learned a lot and continue to 
learn each day. Remember that Rome 
was not built in a day.” With that 
said, we headed out, and from there I 
learned that knowledge is gained over 
time, and built day by day.

By Jonathan Karacozoff

The door and hardware industry is 
constantly evolving. Locks that were 
once opened with the turn of a knob 
by hand are now being programmed 
by computers and opened with mi-
crochips. Codes and standards will 
continue to change as the industry im-
proves safety, access and its impact on 
the environment. Striving to be better 
will inherently produce change, but no 
matter the change, there will always be 
steadfast principles that will not cease. 
Two of these—knowledge and service 
to the customer—will always stand 
the test of time. For my part, I’m 
happy to have learned this at an early 
stage in my career, and from some of 
the industry’s best.  

JOnatHan KaraCOZOff is a third- 
generation door and hardware professional  
and assistant project manager with Capitol 
Builders Hardware Inc. He can be reached  
at jonk@cbhsec.com.

HES?
YES.
Our fi eld-experienced technical sales 
experts are the most knowledgeable 
in the industry, and always ready to help. 
They can work with you to specify 
electronic security solutions, answer 
your technical questions, and more.

INFORMED. IN STOCK. IN DEPTH. seclock.com  |  800-847-5625

Kirk Karacozoff and Jim davis of Capitol 
Builders Hardware inc.
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as safety, security and end-users’ needs remain in the 
forefront of developers’ and property owners’ minds, door 
hardware manufacturers need to stay vigilant in their 
efforts to design new—and improve existing—products and 
components. Introduced several years ago, Motorized Latch 
Retraction (MLR) is one innovation that has helped satisfy all 
three top-of-mind concerns. 

What Is MLR and Why Was It Developed?
MLR (also known as “electrified latch retraction”) provides 
electronic control of an exit device via a quiet motor. It was 
created as an option for use in noise-sensitive environments 
that need the security of access control. Functioning very 
quietly, it’s an ideal solution for facilities such as hospitals, 
doctors’ offices, museums, theaters, libraries and child care 
centers. Any facility that would benefit from a motor-driven 
device and where ambient noise would be distracting could 
find value in an exit device with MLR. 

How Does MLR Work?
In an MLR-equipped exit device, the concealed motor inside 
the device’s rail draws in the touch bar. This action retracts the 
latch, allowing the door to open. This sequence is activated 
upon presentation of a valid credential previously entered into 
the access control peripheral such as a card reader or keypad. 
MLR exits can also be integrated with access control systems 
and peripherals (remotely or locally) to have latches held re-
tracted (“dogged”) electronically during non-secure hours. 

By david Karley

exit device working together with the ada operator for a complete 
security solution

Motorized Latch 
retraction 

An Exit Device Option Providing  
Peace of Mind and Peace and Quiet 

Photos courtesy of DORMA

26      AuGuST 2015      dOOrS & Hardware



the reader communicates with the 
exit device and operator to unlock 
and open the doors—a sequence 
taking just seconds to complete. That 
enables staff to easily take patients to 
wherever they need to go (radiology, 
CT, lab, etc.) or to the floor where 
their room is located.

• Single door (no ADA) linking public 
areas to patient rooms. When patients 
are trying to recover, the last thing 
they need are loud-latching doors 
disturbing their rest. MLR’s quiet 
operation offers a perfect solution in 
scenarios like these where both staff 
and visitors will frequently go in and 
out through the doorways.

In the financial institution market, 
MLR devices have been used at a 
bank for retrofit work on existing glass 
doors with pull handles on the exterior 
(secure) side of the door. Rather than 
change the trim to something elec-
trified (with glass, there’s no way to 
conceal the wire inside the door), they 

converted the exit device on the push 
side of the door to MLR. Because of the 
shorter distance from the end of the 
device to the jamb, the wires could be 
concealed with a door loop. 

MLR: A solid solution
Those are just a few examples of how 
MLR can solve issues that specific types 
of facilities in different industries face. 
MLR has proven to be a complete, 
reliable security solution for architects, 
building managers, and end users. Safe, 
secure, and user environment-friendly, 
it’s a feature that delivers multiple bene-
fits in a broad range of applications. As 
developers and property owners seek 
to improve the security and life safety 
of their facilities, MLR will surely gain 
popularity and become a frequently 
requested option.  

daVid KarLey is Exit Device Product  
Manager, DORMA Americas. He can be  
reached at dkarley@dorma-usa.com.

What Are some Advantages  
of MLR?
• VerSatiLity You can use MLR in a 

broad range of applications, includ-
ing on single and double doors, as 
well as on double egress doors.

• enerGy-effiCienCy MLR typically 
operates on low power consumption, 
making it less costly to operate and 
safer than standard solenoid-driven 
latch retraction products.

• Quiet OPeratiOn With a low am-
perage requirement (generally under 
one AMP), MLR operates smoothly 
and very quietly.

• ada COMPLianCe MLR devices can 
be paired with an ADA operator on 
an opening. (Note that for compat-
ibility reasons, you will likely need 
an ADA operator and an MLR device 
made by the same manufacturer.)

• COMPatiBiLity witH fire-rated 
dOOrS Most MLR options work 
with fire-rated doors, which is crucial 
for employee and public safety.

examples of MLR in Action 
MLR has been used in several market 
segments where the client was looking 
for an access solution that provides not 
only security, but also subtle operation 
so as not to disturb their environment. 
One project up for bid in the healthcare 
market presented several scenarios 
that would be well-served by MLR-
equipped exit devices. 
• Double doors (with ADA operators) 

from a hallway to a patient elevator 
and double doors from a hallway to 
exam rooms. These doors needed 
to give authorized staff members a 
way that didn’t require manual labor 
to take patients in wheelchairs and 
hospital beds to secured areas where 
the elevators and exam rooms are 
located. Upon personnel presenting 
their valid access card to the reader, 

exit device

SARGENT?
CERTAINLY.
We’re committed to offering the most in-depth, in-stock 
ASSA ABLOY selection—including Sargent products 
in all available keyways, 
fi nishes, functions, 
designs, voltages, 
and options.

INFORMED. IN STOCK. IN DEPTH. seclock.com  |  800-847-5625
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Product Showcase

B   9100adaL SLidinG/POCKet dOOr SetS
The 9100ADAL set meets the “no pinch”, “no grasp” ADA require-
ments while offering “Single action egress” (furnished with 
Accurate’s 9100SDL lock which allows the inside handle to retract the 
deadbolt and be used to slide the door in one continuous motion). 
The 9100SDL lock can be set up for use with other manufacturers’ 
trim. 
www.accuratelockandhardware.com

C   in StOCK and ready
Top Notch Distributors is an authorized national distributor  
of Stanley’s BEST Access Systems. We have product in stock  
and ready for immediate delivery! 
www.topnotchinc.com

d    3100 SerieS Grade 1 deadLOCK
Hager Companies’ 3100 Series Grade 1 deadlock is designed and 
engineered to withstand the most abusive environments. Backed 
by a lifetime warranty, the 3100 provides an ADA compliant ma-
chine brass thumbturn and a saw-resistant throw bolt. The 3100 
is a perfect complement to our 3400 Series lockset and provides 
extra protection against break-ins.
www.hagerco.com

e    HitOwer® fraMe aCtuatOr 
COntrOLLed LOCKSet: 
eLiMinate PartS & LaBOr

The SDC HiTower® 7500 is an evolution of our original, patented 
design for using an electric frame actuator to control a modified 
mechanical door lock or exit device. The HiTower® provides 
hardwire control with no electric hinge, no wires through the 
door, and no raceway to eliminate costly parts and labor.
www.sdcsecurity.com/hitower/hitower_lp.html

a   "diet" COre
Manhattan Door can handle your 
BIG decisions! Need an XL, XXL, or 
even XXXL door that is lightweight? 
"Diet" Core will solve those weighty 
problems. With less than half the 
weight of an LSL door but with 
double the versatility, “Diet” Core 
will change the expectations for 
light weight doors. 
www.manhattandoor.com

Special  
advertising 
Section
To be included in the next  
Product Showcase, contact Molly at 
mlong@dhi.org for more information.

a

C

D

e
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J  SuPerLite x-45/60/90
The most economical USA-made fire- and safety-rated glazing that meets all the 
standards for 45/60/90-minute doors. This nonwired, tint-free clear glazing meets CPSC 
safety requirements and can be used in any listed vision kit up to 100 square inches. 
Listed with Intertek/Warnock Hersey and available with a lifetime warranty.
www.safti.com/product/superlite-x-45-60-90/

G   aKrOnLine
Allowing you to do business with Akron Hardware 
wherever you are. Place orders, check product 
availability, and monitor your account – all with 
the same industry-leading service you had come to 
expect from Akron Hardware. 
www.akronhardware.com

H    CuStOM-Made HOLLOw MetaL 
fraMeS & dOOrS

Concept Frames, Inc. manufactures top quality 
custom-made hollow metal frames and doors for a 
broad range of aesthetic and functional purposes 
for commercial and industrial applications.
www.conceptframes.com

i     LiGature reSiStant MOrtiSe 
and CyLindriCaL LOCKSet

TownSteel is pleased to announce the new product 
lines  CRX-A and MRX-A.  Patented design offers 
ligature resistant feature to meet the highest 
standard in the industry ever. Both lines meet 
ANSI/BHMA Grade 1 standards and are UL 10C 
3-hour listed.
www.townsteel.com

f    PreMiuM PrOduCt Mix
Security Lock Distributors is pleased to announce the addition of BEST Access Systems, 
Precision Hardware and Stanley Door Closers to our premium product mix. Our core 
stocking principles have been applied to these brands as we maintain all finishes, 
functions, designs, lengths, voltages and electronic options in stock and in depth. 
www.seclock.com
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M    4800f fire rated riM PaniC 
eLeCtriC StriKe

The New 4800F Fire Rated Electric Strike for Rim Panic 
Devices - The 4800F has a 3-hour fire rating for a surface 
mounted rim panic electric strike at the cost of compet-
itor non-fire rated strikes. It is a 3/4" strike with 12-24 
AC & DC, surge and kickback protection included.
http://www.trineonline.com/4800f.php

n    intrOduCinG SeCurity 
SearCH!

Security Lock Distributors announces the launch of a 
new web application called SecuritySearch. This on-
line tool digitally aggregates all industry price books 
and catalogs into one centralized platform. Customers 
simply enter any term, and the tool will bring back all 
relevant search results for that query. There is also a 
variety of embedded functionalities that allow cus-
tomers to be more efficient in specifying and sourcing 
door security hardware and accessories.
www.seclock.com/securitysearch

O    reGain exCeSSiVe GaP  
LOSt fire ratinGS

NGP introduces a UL tested solution for regaining 
lost fire ratings due to excessive gaps between 
door (wood or metal) and frame. The simple to 
install products include: 9200 self-adhesive intu-
mescent fire seal, 9250 series of intumescent door 
shoes, and strike shims for proper lock latching.
www.ngp.com

PrOduCt SHOwCaSe
Do you have a new product, service or catalog to 
showcase? You can reach industry stakeholders 
interested in your non-residential doors and hardware 
products – it is as easy as 1-2-3 and it’s affordable too! 
This special 4-color ad section is available 4-times per 
year. The next opportunity is with the November issue 
of Doors & Hardware. Schedule your placement TODAY. 
www.dhi.org/advertising

K   reStOre LOSt fire-ratinGS!
Ratings are lost when doors are cut too short or have alignment problems and clearances 
don’t comply with standards. ZERO’s Intumescent sill protection is tested for use on 90 
minute fire-rated doors with excessive undercut up to 1.250”. Tested under UL, UBC, & NFPA 
Standards. Save money on door replacement or structural changes.
www.zerointernational.com

L    arCHiteCturaL wOOd dOOrS
VT Architectural Wood Doors offer the perfect 
balance of elegant style and proven performance. 
Beyond the beauty and functionality of our doors, 
VT is grounded in 55 years of building relationships 
with customers and supplying them with unmatched  
customer service. Accurate orders. Speedy delivery. 
And the fastest lead times in the industry. That's 
the VT difference. Experience it for yourself.
www.vtdoors.com
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I N  S TO C K  A N D  R E A DY  F O R  D E L I V E RY
AT  B OY L E  &  C H A S E

YO U R  S O U R C E  F O R  D O O R  H A R DWA R E  F O R  OV E R  6 0  Y E A R S

Many other functions, designs and finishes available. Call today or visit boyleandchase.com
for all the options for these VonDuprin products, and so much more!

www.boyleandchase.com
BOYLE & CHASE, INCORPORATED

B&C VonDuprin 8.375x10.875 4C DHI  12/19/14  9:21 AM  Page 1

http://www.boyleandchase.com


HOw tO 
    SOLVe 
            tHe 
             MOSt

By Mark J. Berger 

LOCKinG 
SCenariOS
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How do you find these solutions? 
It starts with being able to gather 
the correct information and then 
sourcing the product. All this would 
be simple if your customer is able to 
provide you a nice little description 
of exactly what they need and you 
open a manufacturer’s catalog and 
everything is right there for you in 
black and white.
But then I’d have nothing to  
write about.
So let’s go back a step. A difficult 
locking solution, by its definition, is 
one where the above scenario doesn’t 
play out. You can’t just look at a floor 
plan, understand the functionality 
and select the correct hardware 
by listing functions and BHMA 
numbers. 
I’ll review several recent locking 
scenarios we were involved with, 
how we gathered information and 
the method of developing solutions. 
But most importantly, we’ll review 
the three “C”s necessary to solve the 
most difficult locking scenarios:
• Communication
• Cooperation
• Creation

communication
There are several steps you need to 
take to develop an intelligent solu-
tion. Essentiality you need to become 
“The Security Psychiatrist.” Think 
of Sigmund Freud. He revolution-
ized his field by asking his patients 
to “tell me your problem” and then 
probing deeply to see what was the 
root cause of their problem. 
Solving a difficult locking scenario 
is not much different. If you don’t 
dig deep, you can’t provide an intel-
ligent solution. Digging deep means 
assembling all the players involved 
in the opening, or at least reaching 
out to them to find out what makes 
this opening special. Sounds like 
fun, right? Everyone enjoys dis-
cussing operating scenarios and 
explaining why they need what they 
are demanding. My favorite part is 
when they say, “Of course you can 
call me back with any questions; I’m 
looking forward to being as helpful 
as possible.” 
This is the point where we go from 
being a security psychiatrist to the 
safety dentist. You have to make sure 
to extract all the information, not only 
the surface decay that is visible. You 

autHOr’S nOte: 

This article was 
originally intended 
as a seminar at DHI 

in Baltimore this year. 
Hopefully we’ll have 
a chance to present 

it in the future.

Architects dream it, security consultants add to it, users 
demand it, hardware suppliers wonder how. In a nutshell, 
that’s what today’s special locking world is all about. Whether 
it is providing safety and security, locking an unusually tall 
door, meeting Bluetooth unlocking requests or providing the 
highest level of forced entry, there are solutions for almost 
every single locking need.

Photos courtesy of Mark Berger
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have to prep for this delicate opera-
tion, and sometimes it is a team effort. 
The key to a successful communica-
tion stage is identifying the problem 
and selecting the problem solver. 
Ideally you should be the chosen 
problem solver, but sometimes you 
might need to reach out to select 
the right solution. Don’t be afraid 
to reach out and add to your team 
to satisfy the architect or consultant 
who has brought the problem to you.
Below is an illustration to help explain 
who is involved in a decision and the 
information you need to extract.
It always starts with life safety. Even 
if the facility does not have someone 
charged with this responsibility, 
respecting the means of egress must 
be in the forefront of any solution. Fire 
protection is closely related, as they are 
concerned that all fire-rated openings 
function as intended. Most facilities 
today are closed environment for a 
variety of reasons, so access control 
will have concerns with any solution, 
as will security monitoring. 
Missing from the below illustration 
are the actual users of the space. This 
is not always known for new con-
struction, but can certainly provide a 

great injection of reality when asked 
how the workers, residents or visi-
tors actually use the space. You’ll be 
surprised at how simple things, like 
proximity to a parking lot or public 
transportation can change the func-
tional requirements of a door. This 
information is not usually obtained 
by looking at a building layout.

cooperation
You will need the cooperation of 
multiple players to develop the intel-
ligent solution. If you only listen to 
one voice, you risk getting only a 
part of the picture. The key elements 
to develop in the cooperation stage 
are recording and listing the oper-
ating scenarios and the safety and 
security needs of the opening, as 
well as recognizing and detailing the 
different needs of the different users 
of the space. Someone has to spell 
this out so it can become a shared 
document which everyone signs off 
on. That someone is you.
You will need to distribute this doc-
ument and explain any conflicts. 
Then you’ll need to become the 
arbitrator between any conflicting 
requirements. Once you’ve passed 
this document around a few times 

(rarely is this solved in one go 
round), and everyone has reviewed, 
commented and signed off on your 
explanation of what can be achieved, 
you are ready to move on to the fun 
part—creating the solution.

creation
As we said earlier, if you could just 
specify an off-the-shelf solution and 
list three manufacturers to choose 
from, then you probably would have 
not needed to go through all the ear-
lier steps. The answer would have 
been clear. Now you have to use your 
available resources to select a partner 
to help you with the product creation. 
It might be a product this manufac-
turer or supplier has provided before, 
but is not easy to find on their website 
or catalog. It might even be one that 
their local representative has never 
heard of. You’ll have to get back in 
communication mode to get into cre-
ation, and you’ll also have to get the 
cooperation skills working to bring 
the solution to fruition.
Here are a few of examples of how 
we’ve created some products to 
meet difficult locking scenarios over 
the years.

 Life Safety: Emergency Egress

 SeCurity MOnitOrinG: Alarm Control

 aCCeSS COntrOL: Entry Restriction

 fire PrOteCtiOn: Smoke/Fire Containment
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Let’s start In the Toilet
We’ve provided many interesting restroom locking  
scenarios over the years. Examples include:

1 School restroom
2 Controlled entry toilets for the general  

public in subway stations
3 Shared bathrooms in a hospital
4 Executive saferooms within a bathroom 

It is not uncommon for some of these solutions to range 
in the thousands of dollars. But they are justified based 
upon the particular needs of the end user. Sometimes 
personal security is the overriding concern; other times 
it is providing a public accommodation in exchange 
for allowing developers to add a few floors to an office 
building. Another reason might be public safety.
The key is understanding and articulating the overriding 
concern, presenting options and assuring the architect, 
consultant or end user who is bringing you the problem 
that it can be solved without compromising life safety. 
Many of these scenarios could be solved with a slide 
bolt and the end user would think they’ve accomplished 
their goal. It is up to us to remind the other professionals 
involved that they want to design a solution which is 
code compliant and meets the end user’s needs. If we 
don’t get it right, then the user takes over the space and 
if we haven’t met their needs, they will add hardware to 
the door to try and accomplish what they need and usu-
ally create an unsafe condition. That’s when you see the 
slide bolts (which end up putting the public at risk).
We’ll discuss the process and show examples of existing 
products and how they can be modified to meet special 
needs, as well as entirely new products created to solve 
difficult locking scenarios.

example #1:  
school Restroom
Here’s the text of an email I received: I am working on a 
school project for handicapped kids. They would like to have a 
tubular deadbolt with code-compliant thumb turn both sides 
and an indicator on the outside.
This elicited a few questions, as a thumbturn on both 
sides seems a bit unusual, to say the least.
They do want the student to have some privacy in the 
restroom. However they foresee the need to react quickly to an 
emergency. They do not wish to have their staff fumbling for a 
key or other item to operate coin turn.
That is a brief, easily understandable and clear definition of 
the project goal and requirements. Now that I understood 
it, I did a brief search to see if such a product existed. I 
couldn’t find one. I was also given the option of using a 
mortise lock, but the doors already had cylindrical open-
ings and they didn’t want to replace the doors if they didn’t 
have to. This was also not a fire-rated situation. www.ambico.com

SPECIALIZED
DOORS & FRAMES 
FOR HEALTH CARE 
ENVIRONMENTS

Acoustic • Bullet Resistant
Lead Lined • Security

Stainless Steel • Radio Frequency

Modified deadbolt exterior with turnpiece
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The Solution
I generally hope to have something 
in my bag of tricks that can be modi-
fied, but I also know that sometimes 
a product from another manufac-
turer exists and can be modified. 
This was one of those times.
We have many different turnpieces 
we use with our different locksets. I 
found an existing tubular deadbolt 
lock with an indicator. Our next step 
was to select a turnpiece that could 
be installed in the location where the 
outside unlocking opening existed 
on the deadbolt. We tried to see if 
there was a way to make the existing 
key captive and attach a turnpiece 
to it. No such luck. We took one of 
our turnpieces, added a tailpiece, fig-
ured out how to make it captive on 
the exterior side of the deadbolt and 
created a product. We sent a picture 
to the customer, they approved it 
and we went into production for the 
units they needed. Turnaround time 
was about two weeks.

example #2:  
controlled entry Toilets for the  
General Public in subway stations
New York is a giant metropolis, but 
the ratio of public bathrooms to the 
general public is pitifully low, espe-
cially in the subway system. Two 
of the largest subway stations are 
Grand Central Station and Times 
Square. Amazingly, neither had 
public accommodations. 
During the construction boom in 
the early 2000s, tradeoffs were made 
with office building developers. 
They would become responsible for 
building and maintaining public 
restrooms within these stations. 
The end-user requirements were 
not quite as simple as the school 
restrooms. In fact, there were mul-
tiple meetings and demonstrations 
required, and formal product pro-
posals submitted for review and 
approval, all before the bid specifica-
tions were prepared.

It was determined that there would 
be four individual restrooms, with 
entry controlled by a guard. Primary 
considerations were vandal-resistance, 
ease of use, durability and preventing 
unauthorized entry (both when the 
room was empty and occupied).
Ultimately we designed a system 
called the LavLock with the fol-
lowing operating scenario:
A prospective user of the “facilities” 
approaches the guard and requests per-
mission to enter. The guard chooses an 
unoccupied room by looking at his con-
trol panel and instructs the user to go 
to a specific door. When the user reaches 
the door, the guard presses a button to 
momentarily unlock the lever.
The user enters the room and turns the 
“privacy lever.” This sends a signal to 
the guard’s panel that the room is in use 
(energizes an LED on the panel) and 
starts a countdown timer.
If the user exits the room prior to the 
expiration of the countdown period, the 
guard does not have to do anything. The 
counter is reset automatically and the 
control panel LED de-energized.
If the user does not leave the room 
within the prescribed period, a piezo 
sounds and the timer displays “END” 
on the control panel.
The guard then uses the intercom to 
communicate with the person within the 
room. The guard may press the alarm 
shunt button to silence the piezo. The 
system automatically resets when the 
person leaves the room.

1 or 4 restroom doors
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Emergency Key Override:
In the event of an emergency, the guard 
may use his key to enter the room at any 
time. After entering the room, the guard 
must depress the interior lever before 
leaving to reset the system.
This 200-word operating sce-
nario took over a year to finalize. 
Ultimately we could not agree upon 
a default time for the “prescribed 
period” for the countdown timer, so 
the actual time period was removed 
from the operating scenario. We 
included a reference in the literature 
for the preset time (five minutes), 
but no one wanted to sign off and 
include this in the specification. It 
was not a critical element for the 
spec, so we were all able to agree (I 
should have recorded those discus-
sions) and put the project out for bid.
We used our Electra Control Trim 
electric release lockset as the base 
product. We then added a special 
interior thumbturn which could be 

rotated and would send a signal 
to the controller, yet reset into the 
unlocked position every time the 
interior lever was depressed. We also 
added an LED to the exterior trim, 
so you could use the green or red 
illumination to tell if the door was 
locked or unlocked. A controller was 
created with boards and timers for 
all the required functionality and a 
custom console was fabricated with 
LEDS, timers and release buttons.
The system has been in place for 
10 years or so. Elements have been 
replaced over the years (some of the 
buttons have worn out and locks 
have need refurbishment), but the 
basic systems are still in place.

example # 3:  
shared Bathrooms in a Hospital
Years after we completed the subway 
station project, we were approached 
with an interesting locking scenario in 
a hospital. The facility was designed 
with shared bathrooms 50 years ago. 

 interior trim with piezo (touch) button

The facility was undergoing renova-
tion, and they had to retain shared 
bathrooms. However, they did not 
want patients to be able to crossover 
from one room to another through the 
shared bathroom. So, if you entered 
the bathroom from Room A, the door 
on the opposite side had to be locked 
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so you could not exit into Room B, 
and vice versa.
The search for an off-the-shelf 
product could not be found. 
Fortunately we have the ability to 
include a fair amount of switching 
in our lever trims and can also pro-
vide mortise lock bodies with locked 
hubs. Here is a case where we could 
combine items and create a solution. 
A controller needed to be designed 
for the functionality, but that was not 
too complicated. LEDs were added to 
the trims to indicate when the room 
was in use, and why the lever was 
now rigid. Emergency override and 
entry was possible with a special slot 
added to the exterior trim on each.

example #4:  
executive saferooms within  
a Bathroom or closet
You’ve made it to the top of a 
Fortune 500 company when you have 
your own personal washroom as 
part of your office. No need to step 
outside your door and chit chat with 
your subordinates in the common 
executive washroom—you truly  
have your own throne. 
For many, however, this throne 
includes the modern day equivalent 
of a moat: the saferoom. At the first 
sign of danger, the CEO can race  
into the bathroom, lock the door  
and survive an attack in the office.
Many of these saferooms are out-
fitted with a refrigerator, food 
supplies and independent com-
munication system. But the most 
important element is their resistance 
to forced entry attempts. We have 
met some very interesting criteria 
over the years as we have designed 
locking solutions. These special cir-
cumstances have included no visible 
hardware (not even a cylinder) on the 
exterior of the door), electric locking 
from within the room, using mag-
netic hold opens and door closers for 
instant locking, even if you were in a 
position where you could not quickly 
access the door.

Other interesting designs have 
allowed there to be a standard door  
to the bathroom or closet, with a panel 
containing a concealed multi-point 
lock which the user would swing over 
the door in the event of a security sit-
uation. Aesthetic concerns have been 
met with some interesting solutions as 
well. A personal favorite is the towel 
ring which doubles as the turnpiece  
to project the multi-point deadbolts.
We’ve also provided personal  
protection solutions for politicians. 
The most interesting one still 
remains the bathroom in the private 
residence’s master bedroom which 
includes a pole leading to a lower 
lever and a waiting limousine.  
I wonder if the Batsuit comes on 
while sliding down the pole. 

MarK BerGer is the 
President of Securitech 
Group, Inc. and a 
member of DHI’s Board 
of Governors. He can be 
reached at mberger@
securitech.com.

Saferoom multi-point lock

Controller with wiring schematic in lid
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Photos courtesy of Technical Glass Products
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at the basic level, fire-rated glazing  
can provide the look of ordinary win-
dow glass while slowing the spread of 
flames and smoke during a fire. Thanks 
to the proliferation of fire-rated glazing 
materials and applications, it is now 
capable of doing significantly more. 
The material’s tough-yet-transparent 
form can help building teams meet 
numerous life safety goals, from aiding 
compartmentation in today’s increas-
ingly open building designs to bolster-
ing security. This provides building 
professionals with the opportunity to 
do more with less in areas required to 
provide fire protection by code. 
For those interested in using the 
multi-tasking material to meet a com-
plex set of performance criteria, fol-
lowing are five ways fire-rated glazing 
can help advance fire and life safety.  

1. Defend against radiant and 
conductive heat transfer

In applications where building codes 
require an assembly designated “fire 
resistant” to enclose a space, such as 
stairwells, exit corridors and other 
fire barriers, building materials must 
meet specific temperature-rise cri-
teria to protect against radiant and 
conductive heat transfer. This helps 
ensure people can safely pass through 
corridors, stairs and other areas of 
egress during a fire. It is also a key 
safeguard to restrict fire in high-rise 
buildings, schools and other facilities 
where large numbers of people may 
be present during a fire.
While numerous fire-rated building 
materials are capable of blocking heat 
transfer, many are opaque, preventing 
people from viewing nearby hazards 
and restricting views within a build-
ing. Fire-resistive glazing can serve as 
a clear alternative. It uses an intumes-
cent material set between multiple 
layers of glass, which reacts during a 
fire to keep the temperature rise on 
the non-fire side of the glass below 
approximately 250 degrees Fahrenheit 
for the duration of its fire rating. It is 
tested to the fire resistance test stan-
dards for walls, including ASTM E119, 

By Jeff razwick

OPPOrtunity 
KnOCKS
5 Ways fire-rated Glazing can  
Improve fire and Life safety

a fire-rated curtain 
wall provides critical 
fire resistance, while 
creating a clear 
circulation path  
for students.
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Standard Test Methods for Fire Tests of Building 
Construction and Materials, and Underwriters 
Laboratories (UL) 263, Fire-resistance Ratings, and 
can provide up to two hours of fire resistance. 
Today, comprehensive fire-resistive-rated assem-
blies are available, complete with fire-resistive 
frames, glass, seals and other components. These 
advanced curtain wall, floor and window sys-
tems are designed to work together as a cohesive 
unit, and can defend against heat transfer in 
complex applications. 

2.  Provide compartmentation  
in the modern building 

Compartmentation is a critical design compo-
nent of a balanced fire and life safety protection 
plan. It divides a building into smaller sections to 
help contain a fire to its area of origin. This buys 
valuable time for people to safely exit during a 
fire and helps limit the extent of building damage 
if automatic sprinklers fail to activate. 
While many fire-rated materials can provide 
compartmentation, fire-rated glazing is one of 
the few materials that can divide spaces without 
detracting from the open, light-filled ambience 
central to modern buildings. It can work in 
conjunction with sealants, fire dampers and 
other products to provide backup protection 
for buildings with fewer separations. This is a 
crucial benefit as the division of space is at odds 
with large, open floorplans and can be a source 
of conflict if building professionals must sacri-
fice daylight, views or a sense of shared space to 
meet fire-rated codes. 

New York’s recently completed Fulton Center 
transit hub demonstrates how fire-rated glazing 
can help bridge these potential life safety and 
design gaps. The fire-rated curtain wall system 
in the transit hub wraps around a two-level cir-
cular space to provide fire resistance for restau-
rants and retail units, while allowing light to 
stream in from an overhead 53-foot oculus and 
sky reflector net. 
Another way fire-rated glass curtain walls, fire-rat-
ed glass floors and other large fire-rated glazing 
applications can help achieve compartmentation 
is by reducing an area’s overall volume without 
making it feel enclosed. This is increasingly ben-
eficial as the push for transparency and natural 
light in the built environment has led to facilities 
with more shared spaces and fewer floors, wings 
or rooms to help corral a fire. These floor plans 
have greater air volumes, which provide an oppor-
tunity for faster fire growth. Preventing the quick 
buildup of flames with products like fire-rated 
glazing is crucial, as the National Fire Protection 
Association (NFPA) has linked rapid fire develop-
ment to multiple fatality fires. 

3. Provide impact resistance  
in hazardous locations

Starting with the International Building Code 
(IBC) 2006, fire-rated glazing in all hazardous 
locations must also pass an impact safety test. 
While earlier fire-rated glazing products, such 
as traditional wired glass, can only withstand 
approximately 100 ft. /lb. of impact (comparable 
to a five year-old child running into the glass), 
today many fire-rated glazing options can pro-
vide a high level of impact resistance. 
Depending on their makeup, products like lam-
inated fire-rated glass ceramic and transparent 
fire-resistant wall panels can meet the Consumer 
Products Safety Commission (CPSC) 16CFR 1201 
(Category II) safety-glazing classification, which 
is the highest level of required impact safety. 
Category II impact-rated products either do not 
shatter or shatter in a safe pattern when struck 
by an object comparable in impact to a full-
grown, fast-moving adult. Building professionals 
can use such glazing in hazardous locations 
where daylight and views are critical to occu-
pant well-being, such as educational facilities 
and hospitals.

4. Improve security 
Recent tragedies such as the Sandy Hook 
Elementary shooting in Newtown, Conn., have 
reinforced the importance of security glazing in 

Specialty fire-rated 
glazing also offers 

impact resistance in 
a busy school setting. 
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life safety protection plans and brought about a 
renewed interest in bullet-resistant glass. It can 
help delay intruders and alert occupants to a 
potential threat. One downside is some bullet-re-
sistant glazing products use composite layers 
that may generate large amounts of flames and 
smoke during a fire. 
For buildings with a higher fire risk, such as 
schools (National Fire Protection Association 
data reports an annual average of 5,690 school 
structure fires between 2007-2011), bullet-resistant, 
fire-rated glazing products are one solution. They 
provide dual protection without the flammability 
issues that may come from security glazing prod-
ucts in fire conditions. For example, fire-resistant 
transparent wall panels are available as a single 
glazing panel with up to a Level III bullet resis-
tance rating and two-hour fire ratings. 

5. safeguard property lines 
In dense cities and other areas where build-
ings sit close together, codes may deem it is 
necessary to protect against the spread of fire 
between buildings. Fire-resistant-rated glazing 
assemblies, such as fire-resistant curtain walls, 
can provide this safeguard while maintaining 
visibility and light. 
They have a non-directional fire-resistance-rated 

construction classification, meaning they can 
maintain the same fire rating from both sides to 
keep fires from spreading into or out of a build-
ing. In addition, they can exceed 25 percent of 
the total wall area to provide lot line protection 
without sacrificing light transfer. 
In some instances, fire-resistant glass systems 
can even further daylight goals. For exam-
ple, fire-rated curtain walls are available with 
fire-rated insulated glass units (IGUs) incorpo-
rating tinted or low-emissivity (low-e) glass for 
more efficient solar energy management. 

conclusion 
As building teams face ever-tightening project 
deadlines and budgets, products like fire-rated 
glazing that can streamline construction and 
meet stringent life safety performance criteria will 
prove increasingly valuable. Expect manufactur-
ing advances to continue to propel its performance 
capabilities forward to meet project demands.  

Jeff raZwiCK is the president of Technical Glass Products, 
a supplier of fire-rated glass and framing systems, and other 
specialty architectural glazing. He writes frequently about 
the design and specification of glazing for institutional 
and commercial buildings, and is a past chair of the Glass 
Association of North America’s Fire-Rated Glazing Council. 
www.fireglass.com.

fulton Center’s 
fire-rated curtain 
wall maintains an 
open, light-filled 

ambience.  
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outside world.  
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Real Openings

what were they thinking?
By Mark J. Berger

Every once in a while, words fail me. Alright, maybe once 
in a decade. Regardless, I’ve always been an observer and 
things that most people would just pass over seem to 
catch my eye. Maybe that’s why I have a laser sharp focus 
on illegally locked doors.

But, as many the readers have pointed out, there are 
many things besides violations which are out of place 
on doors. Some may be well-intentioned efforts to make 

opening or closing a door easier. Others are quick fixes 
which should have been corrected, but seem to have 
taken up permanent residence. And then there are those 
in a category all by themselves, where you just stop, stare 
and ask “What were they thinking?”

The answer is usually that they weren’t thinking and  
these are the results.

KnOB and PuLL 
There’s a restaurant in Queens, 

N.Y., which I visit religiously 
once a year with one of my 
co-workers. It is a holiday tradi-
tion. This year there was some-
thing new—a cylindrical lock 
above the pull. There was also 

a new aluminum plate above 
the existing pull. I really can’t 

figure this one out completely and 
will give it more of an examination 

when I return next April.

Here’s what I think happened: The door 
was supposed to receive a deadbolt, but 

someone installed a latch lock instead. This my guess 
because of the large cut in the frame. They determined 
it was too high, so instead of replacing the latch lock 
with a deadbolt, they installed a wraparound over the 
door, realized it was too short and fabricated aluminum 
plates for the interior and exterior face of the door. Are 
you still with me? Then, so as not to waste a valuable 
key-in-knob lock, they reinstalled that lower on the 
door, but still well above code height for a latch lock.

This led to taping back the latch lock, as customers 
found it very difficult to raise their arms and pull the 
door open while twisting a knob, especially as a nice 
pull was there for their use.
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SyMMetriCaL PuLL 
and LeVer
I really like it when things 
line up. So does whoever is 
responsible for this employee 
entrance. Judging by the 
large bolt on the top of the 
door, looks like a maglock 
was added and the latch lock 
disabled. Rather than remove 
the lever and place the 
pull over the opening, the 
installer must have removed 
the latch lock, which caused 
the lever to drop downward. 

Another case of a work order 
not being specific enough. 
Dangerous to leave things to 
the imagination.

CyLinder PrOteCtOr
In providing a solution, sometimes you have 
to ask a question or two so you can properly 
apply your expertise. Looks like someone 
said “I don’t want anyone using keys at this 
door.” So instead of changing the trim out, 
this attractive covering was placed over the 
cylinder. Which will stop anyone from using 
their key, as long as that person has never 
heard of a Philips screwdriver.

LeVer and 
PuLL 
While saying at 
a hotel in cen-
tral New York, 
I had a rela-
tively short 
walk from 
the elevator 
to my room for 
the night. But the 
trip was long enough 
for me to pass the ice maker 
and the vending machine, 
where I spied the door to the 
chambermaid’s closet. While 
my eyes were initially drawn to 
the ventilation holes (otherwise 
known as the old door closer 
location), I then was riveted by 
the combination pull handle 
and key-in-lever lockset. The 
lock was fully functional (I have 
no problem jiggling a handle as 
part of my research) and I am 
clueless as to how and why this 
unique arrangement ended up 
being used.

wHat'S On  
tHe dOOr?
Part of the retail 
experience is 
making the cus-
tomer feel like 
they are entering 
a welcoming spot. 
Harmony and tran-
quility await you as 
you enter.

This must be a 
restaurant geared 
to those who are 
extremely insecure 
and want to know 
they are protected 
by multiple devices 
and the door can 
be pulled shut by 
those short or tall.
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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.

MarK BerGer is the President 
and Chief Product Officer of 
Securitech Group, as well as the 
chair of the Builders Hardware 
Manufacturers Association Codes & 
Government Affairs Committee. All 
"Real Openings" photos have been 
taken in public spaces with the 
goal of highlighting the prevalence 
of code violations and the need for 
vigilance to save lives. If you see 
something, say something.

exit deViCe On exteriOr 
My wife calls me a pack rat. She seems to 
think I’ve never thrown out a screw I’ve 
removed (never know when you’ll need that 
size), old outlets and light switches (plenty 
of those just in case they determined GFI 
was a waste of time) or cameras for which 
film is no longer made. 

That being said, this guy has me beat. Looks 
like doors were taken from one location 
and brought to this 
building entrance. 
The swing was 
off, so the installer 
placed a paddle, 
narrow stile latch 
lock and cylinder on 
the door. The work 
order didn’t say 
anything regarding 
removing the exit 
device, so on they 
stayed. Look inside 
and you’ll see a 
panic bar on the 
interior door too.

I’ve been watching 
this building for 
a few years. I’ll let 
you know if the exit 
devices ever disap-
pear. Maybe they 
need some of those 
screws I’ve never 
thrown out.

turnPieCe BLOCKer
Here’s a pair of doors where there was  
once a narrow-stile door deadbolt, then  
a latch lock with a paddle (the plate is still 
there) and finally an exit device. Just in case 
anyone ever thought of using a turnpiece 
again, the vertical rod is perfectly placed  
to prevent the violation.
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When it comes to public buildings, it’s easy 
to take the doors and entryways for granted. 
A major challenge is that often door security 
measures can undermine human safety. It is 
critical that door assemblies provide the 
correct balance of life safety and security 
while meeting building and fi re codes.

Building codes and product standards are 
complicated. And there are thousands of 
combinations of doors and hardware. In 
fact, while doors and openings represent 
only 2% of a new facility’s average con-
struction costs, they constitute more 
than 30% of punch-list issues. That is
why it’s important to get it right the fi rst 
time, at the beginning stages of project. Do 
not drop the ball—make sure your doors 
and entryways meet the correct standards.

Where do I fi nd the industry experts 
to strike the right balance of life 
safety and security?
Contact a DHI-Certifi ed Consultant!

Architectural Hardware Consultant (AHC), 
Certifi ed Door Consultant (CDC), Electrifi ed 
Hardware Consultant (EHC) and Architec-
tural Openings Consultant (AOC) are the 
certifi cation designations recognized as 
marks of excellence throughout the industry. 
These professional certifi cations attest to the 
extensive knowledge of the individual and 
that he or she is a professional prepared to 
provide sound architectural door and hard-
ware specifi cation advice to architects, con-
tractors and building owners.

Managing the Balance of Life 
Safety and Security
DHI members are the only certifi ed, credentialed professionals with the experience to fi nd the right 
balance between life safety and security in the non-residential architectural openings industry.

To fi nd a DHI-Certifi ed Consultant near you, visit 
www.dhi.org/FindAProfessional or call 703/222-2010.

http://www.dhi.org/FindAProfessional


Patient room doors 
in a Healthcare 
Occupancy

By Lori Greene, aHC/CdC, fdai, fdHi, CCPr

the recent nursing home fire in central China 
which killed 38 elderly residents is a deadly 
reminder of the responsibility of these facil-
ities to keep their residents safe. While the 
code requirements for healthcare facilities and 
nursing homes go far beyond the doors, frames 
and hardware, there are some important con-
siderations for door openings to provide the 
necessary fire protection, egress and accessi-
bility for residents and staff. Although today’s 
codes do not typically require patient room 
doors to be fire door assemblies, they provide a 
critical layer of protection for patients. 

nfPa 101 – the Life Safety Code
Although NFPA 101 – The Life Safety Code 
states that most corridor doors in a healthcare 
facility, including patient room doors, are not 
required to comply with NFPA 80 – Standard 
for Fire Doors and Other Opening Protectives, the 
code does include some requirements designed 
to help keep patients safe. Doors must be con-
structed to resist the passage of smoke, and the 
clearance between the bottom of the door and 
the floor covering must be no more than 1 inch. 
For existing facilities, either 1 ¾-inch solid 
bonded-core wood doors, or materials that 
resist fire for at least 20 minutes, are required.

Positive latching hardware is mandated by 
the code for corridor doors, so doors are self-
latching when they are closed and will remain 
latched against the pressure created during 
a fire. Pairs of doors with an inactive leaf are 
required to have automatic flush bolts. Louvers, 
also called transfer grilles, are not allowed in 
these doors. Protection plates are permitted, 
whether factory or field-applied, with no limit 
in size and no requirement for a label. Annex 
A of NFPA 101 states that gasketing should not 
be necessary to limit the passage of smoke to 
an acceptable level, as long as the door is rela-
tively tight-fitting.
Roller latches—friction bolts designed to 
hold the door in the closed position—are not 
allowed by NFPA 101 for most patient room 
doors in new health care occupancies, except 
in acute psychiatric settings where the clinical 
needs of patients require protective measures 
for their safety. In this application, roller 
latches must keep the door closed if a force of 5 
lbf is applied at the latch edge of the door. 
Doors in existing facilities are required 
to have a means of keeping a door closed 
against a 5-lbf force, and the method of 
keeping the door closed must be acceptable 
to the Authority Having Jurisdiction (AHJ). 
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NFPA 101 allows roller latches to be used in 
existing healthcare occupancies if the building 
is equipped throughout with an automatic 
sprinkler system, however, the Centers for 
Medicare and Medicaid Services (CMS) has 
banned the use of roller latches on corridor 
doors in hospitals and nursing homes. If 
a patient room is within a suite, a roller 
latch may be acceptable as there is no posi-
tive-latching requirement for these doors.
Door closers are not required for patient 
room doors, although they are mandated fire 
door assemblies such as doors leading to exit 
enclosures, hazardous areas, and for doors in 
smoke barriers. A self-closing door serving a 
patient room could lead to a delay in discovery 
of a fire within the room, so automatic smoke 
detectors that are part of the building’s fire 
alarm system are recommended for rooms that 
have door closers. NFPA 101 restricts the use 
of hold-open devices on patient rooms to those 
that release when the door is pushed or pulled; 
doors should not be blocked by furniture, door 
stops, hooks or plunger-type hold-opens.
Doors leading to rooms that do not contain 
flammable or combustible material, such as 
toilet rooms, bathrooms, shower rooms, sink 
closets, and similar auxiliary spaces are not 
required by NFPA 101 to have doors that are 
constructed to resist the passage of smoke. 
These doors do not require positive latching 
hardware, and ventilating louvers or transfer 
grilles are allowed.

international Building Code
Chapter 4 of the International Building Code 
(IBC) contains special requirements for certain 
occupancy types such as high-rise buildings, 
motor-vehicle-related occupancies and special 

amusement buildings. The chapter includes a 
section on Group I-2, which pertains to hos-
pitals, mental hospitals, nursing homes and 
detox facilities. 
Section 407.3 (2015 edition) requires corridor 
walls in I-2 occupancies to be smoke partitions. 
Although section 710 of the IBC details require-
ments for doors in smoke partitions, section 
407.3.1 contains specific requirements for I-2 
corridor doors, so those requirements would 
apply instead of section 710.
Section 407.3.1 states that corridor doors (with 
the exception of doors required to be rated as 

Corridor doors 
leading to 

patient rooms 
are specifically 

addressed by both 
nfPa 101 – The Life 

Safety Code, and 
the International 

Building Code. 
these doors play 

a critical role in 
the protection of 

patients in hospitals 
and nursing homes.
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an incidental use area and doors that are part 
of an exit enclosure), are not required to have 
a fire protection rating. These corridor doors 
are not required to be self-closing or automat-
ic-closing as the staff is expected to close the 
doors to patient rooms if there is a fire, or to 
evacuate patients to an adjacent smoke com-
partment, but the doors must provide an effec-
tive barrier to limit the transfer of smoke.
Corridor doors must have positive-latching 
devices, including constant-latching flush 
bolts on pairs, and roller latches are not per-
mitted. The IBC Commentary states, “This 
provision is primarily intended to apply to care 
recipient sleeping room corridor doors,” however, 
it may apply to other auxiliary rooms such as 
exam rooms and support spaces that are not 
fire rated.
One question that comes up quite often with 
regard to the IBC requirements for patient 
rooms is whether gasketing is required to limit 
smoke infiltration. While there is a stated limit 
for air transmission for fire door assemblies 
in corridors and smoke barriers, patient room 

doors do not fall into that category. There is no 
mention in paragraph 407.3.1 of smoke infil-
tration or UL 1784 - Air Leakage Tests of Door 
Assemblies and Other Opening Protectives, so 
gasketing is not mandated. However, there is a 
reference in the IBC Commentary that could be 
confusing, or could cause some AHJs to expect 
patient room doors to comply with the stated 
limits for air transmission. 
When addressing the section on smoke and 
draft control doors, the Commentary states: 
“Section 407.3.1 requires corridor doors in Group 
I-2 to ‘limit the transfer of smoke'; therefore, those 
doors must meet this section.” Many AHJs use 
the Commentary to help them understand the 
intent of the code, so questions will continue 
to arise until this reference between corridor 
doors to patient rooms and smoke and draft 
control doors is removed.
Another common question is whether patient 
room doors are required to be inspected 
annually, as fire door assemblies are. The gen-
eral consensus is that because the doors are 
not fire door assemblies, the annual inspec-
tion and documentation is not mandated, 
but the doors, frames and hardware must be 
kept in proper working order. Corridor doors 
that are fire door assemblies, such as doors 
leading to stairwells or incidental use areas 
that require a rating, would be subject to the 
annual inspection. 
There have been many fatal fires in hospi-
tals and nursing homes that have shaped the 
current codes. Properly-maintained corridor 
doors can help to protect patients sheltered 
in their rooms during a fire. For more infor-
mation on the requirements for patient room 
doors in a healthcare facility, refer to the 
codes and standards that have been adopted 
by the facility’s jurisdiction. The AHJ is 
responsible for enforcing these requirements, 
and has the final say.  

LOri Greene, aHC/CdC, fdai, 
fdHi, CCPr, is the Manager of Codes 
and Resources for Allegion. She can 
be reached at Lori.Greene@allegion.
com or iDigHardware.com.

One question that comes up 
quite often with regard to the 

IBC requirements for patient 
rooms is whether gasketing 

is required to limit smoke 
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stated limit for air transmission 
for fire door assemblies in 
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patient room doors do not fall 
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DHI o� ers this valuable corporate member bene� t to focus on one 
of members’ most signi� cant problems: credit and collections

Altus Global Trade Solutions
Altus Global Trade Solutions is a full-service collection agency that provides 
DHI members with a powerful infrastructure, sound business ethics and strong 
investigative experience. These services can be tailored to each member’s 
needs to help control past due accounts, both domestic and international.

About Altus
Altus is a global provider of credit insurance and credit management solutions, 
serving 135,000 companies in over 90 countries. For more information on our 
products and services, please contact us.

nsurance & Discount Benefits

Monique Alexander
Partnership Director 
1101 Southeast Tech Center Dr. 
Suite 115
Vancouver, WA 98683

Tel: (360) 906-8022, ext 2212
Toll Free: (800) 318-6494
Fax: (360) 597-0657
Email: moniquealexander@trustaltus.com

www.TrustAltus.com

Want Collection Costs in the Single Digits? 
Over half of all delinquent customers and over half of 
every dollar placed into our Pre collections program, 
CARE, is recovered without the need for collections 
and at an AVERAGE COST OF LESS THAN 1%!

FORTUNE 1000 COMPANIES 
CAPITALIZE ON CARE
Our customers are reaping the 
bene�ts of CARE because it allows 
them to:

•   Maintain healthy customer     
    relationships throughout the 
    debt recovery process.

•   Improve e�ectiveness of 
     internal sta�.

•   Reduce DSO.

•   Increase debt liquidation rates.

•   Cut recovery costs in HALF!

THE NUMBERS SPEAK
 FOR THEMSELVES

CARE Results over last three years:
PLACED:                                 $136,601,478

RESOLVED:                               $74,336,095

ACCOUNTS RESOLVED:                        57%

CLIENT RECOVERY COST:  $531,896 (.7 %)

Cut recovery cost in HALF!

(800) 509-6060 
www.TrustAltus.com

http://www.TrustAltus.com
http://www.TrustAltus.com
mailto:moniquealexander%40trustaltus.com?subject=


the Million  
dollar Question
How asking your customers a simple 
question can increase your revenue

By alex Goldfayn

i was the Minneapolis airport waiting to board my  
flight home, and went to buy a cup of coffee. The 
young lady at the counter took my order and then 
asked if I would like a bottle of water with that. 
What a great question! I’m getting on an airplane; 
of course I want a bottle of water! It’s a smart, 
opportunistic and highly valuable question. 
“Do they teach you to ask that question?” I asked. 
“Yes, it’s a part of our training,” she replied. 
“How many people buy a bottle of water?” 
Without hesitating, she replied, “Almost everyone.” 
Guess how much the bottle of water cost? Five 
dollars! My coffee’s price was $3. 

Now, consider the immense power of this single 
question: it nearly triples this coffee shop’s reve-
nue. My order went from $3 to $8. 
It took the seller two seconds to ask. It cost noth-
ing to implement. 
The customer (me) was quite happy at the seller’s 
suggestion, because it helped me, and I was 
happy to pay for it. In fact, I would have bought 
the bottle of water elsewhere before getting on 
the flight. But this woman behind the counter 
saved me the time of making that extra stop.  I 
was grateful at her suggestion. 
One helpful question for nearly triple the reve-
nue. What is your version of this question? What 
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is your bottle of water? I can answer 
the first question, but only you can 
answer the second. 
Here’s your version of “would you  
like a bottle of water with that?”:
Did you know we also do (or make)  
x, y, or z? 
My clients dubbed this the “did  
you know?” question. 
Of all 22 techniques that I implement 
for my clients, this is one of the two 
most effective ones. The “did you 
know?” question can grow your busi-
ness by 15 percent annually, starting 
with the moment you start asking it.  
Here are three ways you can imple-
ment this at your firm:
1. Just like the coffee shop counter 

lady, all customer-facing people 
can ask the “did you know?” ques-
tion to every customer in person or 
on the phone. Look at what they’re 
buying and consider asking if they 
need something complimentary.

2. Add the “did you know?” question 
to every email you send. You can 
type it into the body of the email.

3. Add the “did you know?” question 
to the signature of all your emails. 
Do this company-wide, for every-
one sending emails. 

Consider all of the different products 
and/or services your company sells—
your entire product catalog, and the 
total range of your services. That’s 
100 percent of your offering. What 
percentage do you think the average 
customer is aware of? 
I’ve studied this among my clients. 
The average customer’s awareness of 
all that they can buy from you is about 
20 percent. That means people cannot 
buy 80 percent of what you make or 
do. Even if you’ve told them you do some-
thing, it doesn’t mean they’re consciously 
aware of it!
Think about this: your customers 
enjoy doing business with you, that’s 
why they keep coming back. They buy 
things from you that they find valu-
able and helpful; which is why they’ve 
been with you for years. 

They need other things you can sell 
them. In fact, chances are they’re 
already buying those things from 
others. They’d like to buy these things, 
or services, from you, and you would 
like to sell it to them, but none of it can 
happen because your customers are 
simply unaware of what they can buy 
from you!
It’s almost tragic. 
We solve this problem by asking the 
very simple and straight forward “did 
you know?” question. Let’s assume 
you have five customer-facing people 
at your company who interact with 
customers, by phone and email, a total 
of 50 times per day each. That’s 250 in-
teractions per day, or 1,250 per week, 
or 62,500 communications per year. 
Since we’re adding line items or op-
tions to an order with this question, 
let’s assume that 10 percent of all “did 
you know?” questions result in an 
order (my clients average about 20 per-
cent success rate, but let’s be conser-
vative). And let’s assume the average 
line item is $300, but use your own 
numbers. That’s $1,875,000 in new 
business. But if hit the average, you’d 
be at $3.75 million in new business. 
And if your average line item is $1,000, 
you’re at $12.5 million!
See how this works? Just like selling 
water with coffee. 
What’s your bottle of water?  

aLex GOLdfayn is 
CEO of the Evangelist 
Marketing Institute and a 
market strategist, consul-
tant, coach and speaker 
for product and service 
companies that are 
looking for dramatic 
growth and increased 

revenues. His clients include Fortune 500 firms 
like Amazon and Sprint as well as publicly traded 
companies. Goldfayn’s book, Evangelist 
Marketing: What Apple, Amazon and Netflix 
Understand About Their Customers (That Your 
Company Probably Doesn’t) is available on 
Amazon. Email him at alex@evangelistmktg.com.

Copyright Alex Goldfayn 2015 
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Shelf Life

as the old saying goes, “you can’t manage 
what you can’t measure.” I have seen several 
branch managers thrust into a title with very 
little instruction on how they are to perform 
the job. This is one of those sink or swim 
moments that we are very fond of imple-
menting in the distribution world. 
It doesn’t have to be this way. A great deal of 
fear can be alleviated by simply giving the new 
manager a set of measurements to watch over. 
This simple set of measurements, or scorecard, 
will help the new manager recognize, diagnose 
and correct problems before they get too far 
off course. In this article, I will list a few of the 
common measurements to help you get started. 

Gross Margin dollars per day
This is the most obvious sales performance 
measurement, but with a twist. I am not a fan 
of top line, ego-driven sales measurement. If we 
are going to get our team to focus on what is 

important—gross margin dollars—we must base 
our measurement on the right criteria. I like to 
break the goal down to a daily number so that it 
is easier to digest and correct if necessary.

Gross Margin dollars per Order
I like to use this measurement to help the 
team drive larger orders when compared to 
the expense of processing an order. Since 
most wholesale distributors require at least 
$50 to process an order all the way through to 
payment, this helps us make sure that we are 
staying ahead of costs.

Gross Margin Percentage
I am always very conscious of gross margin per-
centages. This is where distributors can move the 
needle if they understand how to use strategic 
pricing models. There are many competitive 
influences that diminish margins. The profitable 
distributor must continually fight to stay ahead.

Building a Branch Scorecard

By Jason Bader
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Line items per Order
With this measurement, we are trying to drive complemen-
tary product sales. I always tell my clients and audience, “If 
we let an order get out the door with just one line item, we 
have failed to provide superior customer service.” We must 
teach our sales people that asking customers about compli-
mentary items is a service. There is a good chance that the 
ancillary item you suggest will allow them to complete their 
task without further interruption. 

number of Customers exceeding  
$500 in Gross Margin dollars per Month
This one was suggested by one of my private clients. He 
likes to review this to make sure that a location is contin-
ually working with a wide variety of customers. Without 
watching this, a location can begin to put too many eggs 
in one basket. 

Monthly Gross Margin dollars per employee 
This measurement was given to me by a regional manager 
I worked with several years ago. He had pegged a goal of 
$10,500 per head. As the number increased, he knew that 
it was time to add staff. As the number began to fall below 
the goal, he knew that it was time to reduce staff. 

Customer Service Percentage
This is measured by comparing the number of line 
items shipped complete versus the number of line items 
ordered. In other works, how many times could I fill the 
order complete from stock?  The higher the percentage, 
the more satisfied your customers are.

number of Backorders in the top 200 items
This is another customer service measurement that keys 
in on the most popular items. A couple of years ago, a 
client and I came up with this one to help make sure that 
they were adequately stocked on the items their customers 
were most likely to order. Again, the top 200 items are 
ranked by hits. Just to clarify, hits is defined as the number 
of times an item appears on a sales order in a 12-month 
period. Essentially, we want this number to be very low, if 
not zero. Shipping these items 100 percent complete will 
make you look very good in the eyes of the customer.  

inventory turns
This is one of the most recognized metrics in wholesale dis-
tribution. I just want to caution the reader that this is a mea-
surement of stock sales, not all sales. We are really trying to 
get a handle on the investment made in the location. 

unproductive inventory Percentage
This metric incorporates both the inventory that has been 
classified as dead and the surplus on hand. Both of these 
kill operating performance. Most distributors carry at least 
35 percent more inventory than they need to provide supe-
rior customer service. Focus on rightsizing the inventory 
and perhaps you won’t need to upsize the branch.

days to Pay
Although this performance measurement isn’t always 
handled by the branch manager, it can be a good indi-
cator of how deep the relationship between the sales 
team and customer really is. I am a firm believer that 
accounts receivable performance is driven more by  
relationships than it is by the customer’s ability to pay. 
As I stated at the beginning of this article, these  
are a few metrics to get you started. I am sure that  
you all will come up with other measurements more 
specific to your business. 
Feel free to use this as a guide. Giving your new man-
ager this kind of tool is a good start. To really make it 
effective, you will have to invest the time to help them 
establish goals and teach them how to course correct. 
Scorecards, metrics and key performance indicators are 
all designed to do one thing: keep your eye on the ball. 
Remember, I am always here to help.  

JaSOn Bader is the Managing Partner of  
The Distribution Team, a firm that specializes  
in helping distributors become more profitable 
through strategic planning and operating  
efficiencies. He is a regular speaker at industry 
events and spends much of his time coaching  
individual distribution companies. He can be 
reached at Jason@Distributionteam.com  
or go to www.thedistributionteam.com.
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Impact DHI Impact includes quotes and interesting facts and figures about DHI 
and its impact on our industry and our members. If you have a great 
quote or a fun fact to share, send it to Denise Gable at dgable@dhi.org.

Number of times per 
year that DHI publishes 
IndustryWatch, our 
biweekly enewsletter 
that brings you the 
latest developments in 
construction and design, 
security and government 
affairs. Members can 
sign up by emailing  
dgable@dhi.org.

Q u o t A b l e

“It always starts with life safety. Even if the facility does not 
have someone charged with this responsibility, respecting 
the means of egress must be in the forefront of any solution.”

Mark Berger, 
How to Solve the Most Difficult Locking Scenarios, page 30

D i D  Y o u  K n o w ?

During a hurricane, the 
door itself is rarely the 
cause of failure. Failure is 
usually seen at the door-
hardware connection, 
with 99 percent of failures 
coming at the latch point.

Jim Bell, CSI, CDT 
windstorm coordinator for 
ASSA ABLOY. If you missed Jim’s 
webinars, Hurricane Codes 101  
or Tornado Shelter Standards,  
go to https://edu.dhi.org/.

The cost of Doors and Hardware 101, DHI’s updated,  
self-paced online course that teaches you the funda-
mentals of architectural doors and hardware. Go to  
www.dhi.org/INDUSTRY/education/COR101.php  
to purchase or learn more.

Number of readers who save articles in Doors 
& Hardware for future reference, according  
to 2015 Reader Survey.

Days until 
CoNEXTions 
2016 begins in 
Orlando, Fla. 

Number of DHI members who have 
volunteered to be the “Face” of DHI since 2011. 
Interested in being spotlighted to the entire 
DHI membership? Email ppurdum@dhi.com.

47

83.7%

26

SavE ThE DaTE!
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THREE GREAT REASONS 
to include Doors & Hardware in your 
marketing plan:

1. TARGETED READERSHIP—all of whom are involved in 
the commercial architectural openings industry

2. EXCLUSIVE COMMUNICATIONS VEHICLE into the 
distribution channel of our industry
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DECEMBER: Decorative and Restoration Hardware; 
Custom Doors
Deadline: October 10

“Doors & Hardware is one of the few 
publications that addresses our speci� c 
segment of the industry so comprehensively. 
The editorial content covers a wide range of 
topics and is a great resource for professionals 
to stay current on the latest developments 
impacting our industry.”
— ASSA ABLOY Architectural Hardware Shared Services
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By Ginny Powell

eric began his career at Hager 49 years ago 
working summers, alongside his classmate, 
Rusty Hager. They went on to attend the 
university of Missouri together and even 
played in a band. 

Having known Eric for 51 years, Rusty has 
numerous stories to share. An early story 
was about the band. After the band’s 
third gig, Rusty turned to Eric and said, 
“We sounded pretty good, what do you 
think was the difference?” Eric replied, “I 
unplugged your amplifier.” 

When Ralph Hager started in the family 
business 38 years ago, he worked in Eric’s 
department. Eric taught him patience and 
that each story always had two sides. As 
Ralph grew within the organization, he con-
tinued using Eric’s wisdom, especially when 
it came to the customer. Ralph knew when 
he asked Eric to help a customer with a 
problem or challenge, it would be not only 
be taken care of, but the customer would be 
happy with the results. 

“He always made you feel as if you were his best and most 
important customer, without patronizing you. He was an 
encouraging and caring person and a good friend, and I 
will miss him.”

Keith T. Barzilla, General Manager, Houston 
Builder’s Hardware

Eric was active on the Hager softball team that 
played weekly games in and around St. Louis. 
During one game Eric, as the first baseman, 
was hit in the head by a line drive. He shook it 
off and went right back in the game. 

“Eric was a “TRUE” – LOVE YOU BLUE” fan. We had a blast 
with Bum, Earl and the 8th Wonder of the World – The 
Astrodome! Never forget you EK!”

Darrell E. Crider, Century Builders Hardware

Eric decided to take on a new challenge by 
moving to Texas in 1981 and became an inde-
pendent sales representative. He represented 
Hager hinges but also doors, frames and 
locks. He recognized the need to provide a 
total door opening package to his customers. 

The southern Texas market was tough, but 
Eric created vast inroads with his attentiveness 
to all the people at distributors' offices, not 
just the sales staff. He truly believed in being 
good to all people, including the little people. 
As he stated to Monique Mills, Construction 
Interior Products, “You never know, one day 
the little people can be the big people.” 

“Sorry to hear about Eric, he was a great man. I will miss 
him. He is probably talking to Leon looking for Pecos Grill.”

Jerry Brake, J L Hardware

Eric joined DHI in 1983 and achieved his 
Architectural Hardware Consultant (AHC) 
certification in 1992. He was a former 
member of the Editorial Board and the 
Technical Literature Review Committee and 
served on the Lone Star South Committee. 

It took a lot to talk Eric into moving back to St. 
Louis in 2003 but the Hager family needed a 
compelling sales manager, and Eric fit the bill.  

“Back in the 80s when I was new to commercial hardware and 
working for Allen & Allen, Eric was our sales rep for Hager. 
Everyone referred to Eric as Cadillac. Cadillac Klein was his 

nickname and how I came to know him. I assumed being 
new, that he was nicknamed because of the car he drove. 
Over the years as I became friends with Eric, I came to under-
stand, he was not nicknamed after the car he drove but was 
nicknamed because of his character and personality.”

Kerry Kirby, AHC, FDAI, Architectural Division 8

Back in St. Louis and as Senior Vice 
President of Sales, Eric was instrumental in 
growing business after the launch of our 
locks, exits and closers product line expan-
sion in 2004. Hager had always been known 
for hinges; now we were asking customers 
to expand that faith. From Warren Hager: 
“Eric had a talent for making customers 
trust in Hager for their needs.” 

Contemplating ways to strengthen cus-
tomer partnerships, Eric continued looking 
for value-adding improvements beyond the 
basic product lines offered. In 2007, he was 
quoted in a DHI article written by Warren 
Hager: “As a whole, the industry is moving 
closer to the Just In Time – JIT inventory 
philosophy. Everyone from door and frame 
manufacturers to hardware companies is 
under increased pressure to reduce lead 
times.” Eric believed that an emphasis on 
quality service, combined with an under-
standing of business requirements and 
distribution strategies, was paramount to 
success in the industry—all still true in 2015. 

“On June 22, the Klein family, Hager family, Door and 
Hardware Institute, Lone Star South Chapter and the Salzar 
family lost a father, coworker and good friend. Eric has 
always been there for so many, for so long. He was always 
one of the first to arrive and the last to leave. He was 
always smiling and happy. He was one of the good guys. 
If ever there was a man that exemplified the very best of 
DHI, it was Eric Klein, AHC. He will truly be missed.”

Karen & Steven W. Salzar, CDC, FDAI

Eric continued his involvement with DHI 
as part of the Door Security & Safety 
Foundation Development Committee 
from 2010-2012 and continued with the 
Foundation’s Board of Trustees in 2012-2013. 

“Over Eric’s 49-year career, he was involved intimately in our 
business strategies. He was always outspoken when neces-
sary, and I, for one, listened to his council. If it were not for 
Eric Klein, Hager would not enjoy the success it has today.”

Rusty hager, Hager Companies

It has been repeatedly said these past few 
days that Eric never met a stranger. Customers, 
co-workers, and sales representatives all felt he 
was a friend. He was trustworthy, honest and 
shared his knowledge and wisdom. As Rusty 
Hager stated, “We all have a million stories 
about Eric over the years, and I’m sure we will 
be sharing them with each other over time. 
Those are the special moments that keep him 
in our thoughts and prayers.”  

in Memoriam
eric Klein, AHC, Hager Companies
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Opening a door is
quieter than ever.

8400 Series 
Low Energy 
Power Operator

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 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.

8400 Series 
Low Energy 
Power Operator

8400 Series 
Low Energy 
Power OperatorPower Operator

http://www.hagerco.com
http://www.hagerco.com
http://www.hagerco.com


As the industry’s leading distributor of electrical and mechanical door hardware, 
we always have the exact product you need, when you need it. Our unmatched 
inventory includes over 100 premium manufacturers, and we carry every fi nish, 
function, design, keyway, voltage, length and option. Plus, every order is handled 
by the industry’s most experienced technical sales team.

INFORMED. IN STOCK. IN DEPTH. seclock.com  |  800-847-5625

EVERY DAY, 
EVERY WAY.

ELECTRICAL AND MECHANICAL DOOR HARDWARE
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