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A New Day, a New DHI
By Stephen R. Hildebrand, FDHI

If you read the November issue of Doors and 
Hardware, you saw a reference in the articles 
by both President Bob Maas and CEO Jerry 
Heppes about rebranding DHI. And starting 
on page 13, you'll see four teaser ads about 
the rebranding in this month’s issue. So why 
rebrand DHI? 
Over the past two years, DHI has completed 
two research projects with extensive surveys 
into our membership to better understand our 
industry’s and our members’ specific needs. 
The number of respondents to those surveys 
has been outstanding—nearly 2000 individ-
uals—not just lending great validity to the 
survey responses but absolute confirmation 
that many people in our industry care very 
much about how DHI can help them in their 
careers and businesses.
There were thousands of comments included 
in these survey results and most offered con-
structive criticism and advice; many were 
complementary, but a minority was downright 
derogatory! This is the nature of member 
surveys, and if you’re not willing to hear the 
answers, then don’t ask the questions! But as is 
often the case, one particular comment stood 
out from the rest, primarily because it seems to 
DHI staff and leadership to be so far removed 
from the reality that we live in day to day.
Regarding the future direction of DHI, the 
respondent stated, “DHI seems to be confused.” 
Fortunately, that statement could not be fur-
ther from the truth! Unfortunately, perception 
is reality, and we need to do a better job of 
keeping our members informed about our 
progress on important initiatives before they 
are launched. We’ve been very busy working 
on many program improvements, but you hav-
en’t seen them yet; hence the misperception. 
Even during the most difficult days of the 
recent recession, DHI leadership remained 
committed to our long-standing strategic man-
agement process and developed a clear vision 

of where we want the organization to be by 
2017. During those tough times, it was easy to 
adopt a “bunker mentality” and just hunker 
down and ride out the storm. As did most 
companies in our industry, DHI was faced with 
fiscal constraints that kept us from making vis-
ible progress on many of our programs.
However, the end goals were crystal clear, and 
progress was being made, but it was invis-
ible to the majority of our members and the 
industry. We are on the threshold of launching 
some of the most significant and beneficial pro-
gram enhancements in decades and can now 
share the news of that progress with everyone. 
We’re going to start off 2016 with a bang!
We have determinedly decided to evolve the 
DHI brand; in other words: What is our iden-
tity? How do we serve our industry? And what 
do we stand for in the eyes of our members? It 
is our desire for members to engage with DHI; 
not just purchase our products and services, 
but to feel a sense of belonging to something 
bigger and more meaningful. 
We are more than doorknob salespersons; only 
our industry truly understands how to balance 
life safety and security at the door, with our 
unique expertise in product and code applica-
tion. We are door security and safety professionals.
Next month, you’ll see the rollout of the new 
DHI brand. But it’s more than a new look and a 
new logo—we’re creating something our mem-
bers can embrace, with a strong connection, 
with a feeling of something important, with a 
strong sense of pride.
DHI turned 40 years old on May 1, 2015. But 
we’re no longer your father’s DHI. It’s a new 
day, and a new DHI is coming!

STEPHEN R. HILDEBRAND, FDHI, is Executive Vice 
President of the Door and Hardware Institute and a former 
DHI President. He can be reached at shildebrand@dhi.org.
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Since 1997, the Door Security & Safety Foundation has granted more than 180 scholarships for 
DHI education, which are generously sponsored by companies that are dedicated to advancing 
industry education. This year, the Foundation received a record number of scholarship applicants. 
Congratulations to the following recipients:

Faces

2015 Door Security & Safety 
Foundation Scholarship Recipients

HOW WILL THIS SCHOLARSHIP HELP YOU WITH YOUR 
CAREER/EDUCATIONAL GOALS? 

CRYSTAL BRADLEY: The more education I receive, the more con-
fident I will be in meeting customer requirements. By describing, 
understanding and communicating products with quality, I can 
increase customer satisfaction and improve the consistency of our 
business operations. I can also improve efficiency and reduce waste.

ALAN BROMMELHORST: This scholarship will allow me to take 
classes to achieve my DHI Certification. Obtaining the certification 
will help me further my position in my company and in the industry. 
Having this up-to-date education will provide my company with 
unique advantages and allow us to further our profits.

MAISHA GILYARD: This scholarship will help me to continue taking 
courses to receive the AHC certification. 

TOPH LENGER: This scholarship will assist in my career and edu-
cational goals in various ways. It will help me to get closer to a DHI 
certification, making me a more knowledgeable and valuable pro-
fessional in the door and hardware industry. 

BRIAN PELLETIER: This scholarship will help me earn my AHC,  
and ultimately, I would like to achieve the AOC certification. My 
goals are to serve our industry as a professional, knowledgeable  
and ethical consultant. We work in a very technical industry where 
it’s important to not only achieve education but also keep up  
with new trends, so I will be taking advantage of DHI’s continuing 
education programs.

MARK SCHUSTEK: This scholarship will help me with my  
short-term goal, which is to become a certified fire door inspector, 
and long-term goal, earning my AHC. Without the DHI scholarship  
program, I would not have been able to continue my education  
this year.

JUAN MURILLO: This scholarship helped me get closer to achieving 
an AHC certification. I have two core courses and two electives to 
complete the requirements. I am hoping to take the test around this 
time next year. 

ROBERT OWEN: With my scholarship, I’ll be able to take AHC 215, 
the last class to obtain my AHC. I had pretty much decided to not 
finish, but with this scholarship, I’ll now be able to.

Crystal S. Bradley
Gratien Proulx Building Materials, Ltd., 
Ottawa, ON Canada | Colorado Doorways, Inc., 
Scholarship in memory of C.H. Johnson, DAHC

Maisha Gilyard
Trebor USA Corp., Hollywood, Fla. |  
Hager Companies Scholarship, in memory  
of Eric N. Klein, AHC

Alan Brommelhorst
H&G/Schultz Door, St. Louis, Mo. |  
Hager Companies Scholarship
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Christopher "Toph" Lenger
Negwer Door Systems, St. Louis, Mo.| CECO 
Door Products (An ASSA ABLOY Group Brand) 
Scholarship, in honor of J.A. Burbridge, AHC

Brian J. Pelletier
Kamco Supply Corp of Boston, Portland, 
Maine | Builders Hardware Manufacturing 
Association (BHMA) Scholarship

2015 Door Security & Safety 
Foundation Scholarship Recipients

WHAT COURSES WILL YOU USE YOUR SCHOLARSHIP FOR?

CRYSTAL BRADLEY: I will be using this scholarship towards my 
AHC/CDC certification. I’m most interested in the Introduction to 
Specification Writing course. As an estimator, I read through a lot of 
working drawings and technical documents. Learning more about 
the proper format and terminology language used throughout a 
specification will help me conduct quality estimates and achieve my 
collective goals in the industry.

ALAN BROMMELHORST: Using Codes and Standards (COR140)  
and Detailing Hardware (AHC205)

JUAN MURILLO: I took Estimating (COR 125), Installation 
Coordination and Project Managing (COR 153) and Material 
Purchasing Concepts (COR 160) at DHI’s Fall Technical School.

HOW DID YOU HEAR ABOUT THIS SCHOLARSHIP AND WHAT 
MADE YOU INTERESTED IN APPLYING?

CRYSTAL BRADLEY: Through the Door Security & Safety 
Foundation. My involvement with DHI has helped me expand my 
network and develop relationships with people rooted in respect 
and trusted throughout the industry. This scholarship will undoubt-
edly improve my skills and help shape a successful career path.

TOPH LENGER: Being an active participant in our local DHI chapter, 
I was made aware of this scholarship, but never applied. My dad, 
Jerry Lenger, who has been in the door and hardware industry for 
more than 40 years, convinced me that it was time to get back on 
track working toward my AHC.

BRIAN PELLETIER: Kamco encourages employees to pursue edu-
cation in our industry. I have been attending our local DHI chapter 
meetings regularly and try to take classes as often as I can. With only 
two years of experience in the door and hardware industry, I realize 
the benefits these classes offer. 

ROBERT OWEN: I heard from a fellow associate. The interest  
was having the opportunity to finish my AHC, which I started  
so many years ago.

DO YOU FEEL THAT THIS SCHOLARSHIP PROMOTES BEING 
MORE INVOLVED IN THE INDUSTRY? IF YES, HOW DO YOU 
PLAN TO GIVE BACK TO YOUR PEERS AND/OR THE INDUSTRY?

CRYSTAL BRADLEY: Receiving this scholarship has encouraged 
me to challenge myself in my professional development. It has also 
given me the opportunity to progress, and get involved in projects 
outside of my immediate job description. I plan to make a posi-
tive impact on the industry by building awareness and educating 
members of the construction industry on safe, economical and 
code-mandated building practices.

MAISHA GILYARD: Yes. The more we all know and can share with 
our coworkers and customers what we learn in DHI School, the 
better off our end-users will be. I always share what I learn in our 
staff meetings, and people come by my office all the time to “look 
something up.”

TOPH LENGER: DHI education allows you to meet new people 
in the industry and become more educated on a variety of issues, 
materials and projects. I will continue to give back to my peers 
and the industry by continuing my involvement with our local DHI 
chapter and promoting the importance of DHI education.

BRIAN PELLETIER: Yes, it has helped me to create new contacts 
and understand the importance of the benefits that DHI offers to 
help educate us in the technical industry we are involved in. I plan 
to continue to be involved in our local chapter and promote DHI to 
others whom I feel would benefit from membership.

MARK SCHUSTEK: Absolutely. After taking COR140, I have been 
talking to my coworkers about codes and working with them to 
help make schools safer. It is gratifying to be able to help them.

JUAN MURILLO: My goal is to teach at the local level once I get my 
AHC. I feel that locally, we could be offering more education. 

ROBERT OWEN: Yes. I plan to use my knowledge and experience to 
help develop the next generation of AHCs coming up in our fun industry. 

Mark Schustek
P&M Door, Copiague, N.Y, |  
Corbin Russwin Scholarship, in memory  
of Shirley Henry, AHC
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WHAT HAS BEEN YOUR PROUDEST PROFESSIONAL MOMENT?

ALAN BROMMELHORST: I am very proud of the fact that I have 
increased our hollow metal and wood estimating by almost 20  
percent over the past couple years, while significantly decreasing 
the amount of errors.

MAISHA GILYARD: When I was asked by DHI in 2011 to write an 
article about working at the World Trade Center. It was not so much 
about the technical or professional aspect of our industry, but a 
reflection on how I got into the industry, and the amazing places 
you can go with the right project!

JUAN MURILLO: Winning the bid for the first project at World Trade 
Center Tower 7, the first tower to go up after 9/11.

IS THERE ANYTHING ELSE ABOUT YOURSELF THAT YOU 
WOULD LIKE US TO KNOW?

MAISHA GILYARD: Used to be an engineer, but counting hardware 
on a take-off is almost as difficult as differential equations!

TOPH LENGER: Those involved at DHI have done a wonderful job 
highlighting professionals in our industry that value the DHI educa-
tion. I think the most notable thing about me is that I am serving my 
seventh year on our local DHI chapter board. I am approaching my 
final year as president and am looking for education opportunities 
to offer locally. 

Juan Murillo
Weinstein and Holtzman, Inc., New York, NY | 
Danny L. Campbell Memorial Fund Scholarship

Robert E. Owen III
LockNet, Lancaster, Pa. | Joe G. Lesniak, 
DAHC, Memorial Fund Scholarship
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The restorative hardware market has witnessed growth 
and continues to show good signs in the future. This article 
tries to study the major developments in the architectural 
timelines, particularly of door hardware, and takes a look 
at why antique hardware designs continue to appeal to 
connoisseurs, even in the modern era. 
The concept of design itself has been the subject of many 
scholarly debates around the world. According to an article 
published in the popular magazine, The Atlantic, this de-
bate is now the subject of a book: The Debate: A Legendary 
Contest of Two Giants of Graphic Design. 
In the 1950s, the former Bauhaus student and artist Max 
Bill lashed out against the modernist design pioneer Jan 
Tschichold for rejecting his “new typography” and for-
saking those, like Bill, who followed its dictates. In the 
1990s, the “bad-boy” designer Tibor Kalman attacked the 
leading package designer Joe Duffy for an ad Duffy ran in 
The Wall Street Journal that sought work from corporate 
America.  Such has been the tussle between design legends 
for decades.
During a recent discussion with some door hardware 
experts, an extensively traveled friend of mine remarked 
that among Europeans, the Swedes are probably one of 
the most aesthetically conscious people. Even in their 
everyday life, they are very particular about designs—be it 
their external door hardware or inside furniture. They are 
always focused on being innovative, simple and functional. 
Ikea, the iconic furniture company from Sweden, is a good 
example of this fastidiousness. 

DEFYING  
AGE:

By Raheel Ahmad  

The History and Appeal 
of Antique Hardware
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On a recent visit to Europe, I decided to have a closer 
look and went to Sweden to study this aspect. I was a bit 
surprised to realize that it is not only the innovative mod-
ern and sleek designs that catch their attention, but that 
Swedes are equally passionate about antique designs as 
well. One of the first things that I noticed were the elegant 
designs of the homes and buildings with elaborate archi-
tectural details, as well as the hardware used on the doors 
and windows. From the fitting on the exterior door to the 
cabinet knobs and accessories on the interior furniture, 
everything seemed to be in a perfect aesthetic harmony.
In general, anything that relates to the good old days has 
a special aura that brings back nostalgic feelings. Those 
feelings are not limited to buildings or hardware designs 
only, but can be extended to virtually everything related 
to our lives. However, at the moment, let us try to limit 
ourselves to one crucial aspect—whether antique design of 
door hardware is still appealing. 
First, we need to get an idea of how antique door hardware 
is classified and what makes it stand apart from its sleeker 

modern counterparts. Traditionally, any item may be con-
sidered to be an antique 100 years after it was made. This 
definition is supported by the U.S. Tariff Act of 1930. 
By this definition, any design that is more than a century 
old may be classified as antique design. Hence, the door 
hardware, such as a handle or knob, whose design was 
originally conceptualized in or prior of early part of the 
20th century, should be considered as an antique design. 
It does not necessarily mean that designs of the period 
beyond that will not be considered as antique designs. 
Technically, such items may be classified as vintage, but 
the term is used interchangeably with antique. 
Some of the popular categories of antique design door 
hardware include Colonial, Classical, Victorian, Georgian 
and mid-century designs. In this article, I’ll explore some 
facts about the architectural timelines, which would enable 
us to get a better understanding of the antique design 
hardware. I’ll start with the Colonial architecture hard-
ware (post-1650s) prevalent in America and Europe at that 
time, while gradually moving towards modern era.

Anything that relates to the good old days has a 
special aura that brings back nostalgic feelings. 

Those feelings are not limited to buildings or 
hardware designs only, but can be extended to 

virtually everything related to our lives.
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SECURITY +

The metaphor of America as the great "melting pot" found 
its earliest expressions in the architectural and decorative 
arts; it's virtually impossible to characterize Colonial ar-
chitecture as a uniform impulse. Early American Colonial 
architecture varied considerably from region to region, its 
influences depending on the nationalities of the settlers. 
The uncomplicated styles of American Colonial archi-
tecture and decoration are distinctive for their multiple 
influences and diverse regional application: 
◊ Colonial (1650-1800/1890-1930) Honest, simple and 

sturdy, built to thrive in the new world Gleaming brass 
and rugged iron, hand-wrought into timeless designs

◊ Classical (1810-1850/1890-1920) The grandeur of  
Greece and Rome inspires a young nation  
Dignified designs in brass and bronze, richly embellished  
with neo-classical ornament

◊ Victorian (1850-1910) Industrial prosperity fuels a 
passion for variety and ornament Eclectic designs in brass, 
bronze and iron, fashioned with exquisite pattern and detail

◊ Arts & Crafts (1890-1920) A celebration of simple mate-
rials and honest craftsmanship Hand-hammered designs  
in copper, brass and bronze, with a mellow, aged patina

◊ Romantic (1900-1940) A nostalgic vision of castles, 
cottages and old world villas Elegant designs in iron and 
bronze, hand-wrought in the manner of European artisans

◊ Art Deco (1925-1940) Sleek, urbane and stylized,  
a bold look for a new century Cosmopolitan designs  
in bronze, chrome and glass display a passion for speed  
and stylized ornament

◊ Mid-Century (1925-1940) Post-war confidence meets 
space age innovation Futuristic designs in brass, copper  
and chrome, defined by simple, understated elegance

Photos courtesy of Global Metal Company  
and House of Antique Hardware
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In the earlier days, because casting was expensive and the 
process was not so developed, hardware in the Colonial Era 
was commonly made of forged cast iron. The local black-
smith individually created each piece, hand hammered, 
then fired to give the piece its distinctive appearance. 
Few hardware pieces were made from brass or bronze. 
Hardware common to this era includes the Suffolk latch, 
strap hinge, H or HL hinges, hand-hammered nails, shutter 
dogs, and cast iron furniture pulls. Innovations include the 
thumb-latch, the first machine-made nails, and the elabora-
tion of shutter hardware design.
As the population increased and regional influences 
intermingled, another style emerged, drawing primarily 
on forms popularized in England. Georgian homes incor-
porated characteristics of the well-known English Colonial 
homes, along with paneled doors with ornate crowns and 
support pilasters. Georgian homes were designed to be 
high-style formal dwellings. The Georgian style antique 
hardware still continues to be popular in many applica-
tions today.
During the mid-nineteenth century, the Industrial 
Revolution in the United States led to an explosion of new 
hardware styles and techniques. Brass and bronze were 
used extensively, as traditional forging methods were  
replaced by cheaper methods of metalworking. Mass  
production of standard hardware types started and soon 
most pieces were created in a factory rather than a crafts-
man's workshop. 
The availability of new technologies such as electrical  
power and central heat also created unique opportunities 
in hardware design. Common hardware included the  
mortise lock, cabinet knobs and bin pulls, entry door  
sets with plate and latch combined, offset hinges and  
decorative doorknobs.
Then came the Arts and Crafts movement in the late 
nineteenth century, which evolved as a reaction to the 

increasing industrialization of the Victorian era. This move-
ment was characterized by a call to return to the ideals of 
craftsmanship and the honest use of materials that charac-
terized past eras.
Arts and Crafts era hardware, even if machine made, 
features straight lines and functional forms. Decoration 
is simple and understated. Hand-hammered copper or 
iron, forged brass, and simple ball-tip hinges are typical 
of Craftsman hardware. Dark colors and finishes, such as 
oiled bronze or antique brass, are particularly popular. The 
Arts and Crafts period features less innovation and more 
nostalgia than other eras, although there is a distinctive 
blending of craft and function. 
Closely associated with Modernism, another term, Art 
Deco—popularized by the British historian Bevis Hillier—
uses bold vertical lines and stretched figures and forms. 
It was taken from the 1925 exposition, Internationale des 
Arts Decoratifs Industriels et Modernes (International of 
Industrial and Modern Decorative Arts), held in Paris. 
The door hardware of this era, with the introduction of 
chrome or nickel plating and the creation of techniques to 
chemically age or powder-coat brass, provides dozens of 
choices in finish and style. Modernism showcases abstract 
styles and simplified geometric forms. New materials and 
structural technologies allowed architects to create struc-
tures that had previously been impossible. Modern conver-
sion door sets are designed to install easily in pre-drilled 
doors with standard backsets. The door hardware started 
becoming increasingly standardized during this era.
It becomes clear how antique door hardware is classified 
according to the period it belongs. In examining the factors 
that help the antique door hardware sustain a competitive 
market scenario, undoubtedly, elegance is one factor that 
plays a crucial role. It is easy to believe that the old world 
charm of the antique design still sways many of us, due to 
the elegant work, often hand crafted by skilled craftsmen.

14      DECEMBER 2015      DOORS & HARDWARE



SAFETY = 

Another factor could be the materials—brass, iron, bronze, 
etc.—which were popularly used during those periods 
and are still considered the best for some of the hardware. 
Unlike the modern material variants like aluminum, zinc 
or plastics, which are no doubt lighter in weight and cheap-
er in cost, the old materials like brass or iron are sturdy 
as well as look different. They last for a lifetime, enduring 
rough use on an almost daily basis. 
The various types of finishes possible in antique hardware, 
particularly on brass and iron hardware, also adds to its 
popularity. These days, antique design hardware is avail-
able in many different finishes. In brass hardware alone, 
you can select raw, polished, lacquered, antique, nickel 
plated, chrome plated, satin nickel and even 24K gold-plat-
ed. Similarly, in iron, there are different finish options such 
as raw finish, black antique, hand forged, hammered finish, 
oil rubbed, distressed finish, rust finish and brass plated, 
and the list goes on. 
Despite the proliferation of newer technology, sleek space-
age designs and lighter materials for designing hardware 
in the modern age, antique hardware still firmly holds its 
place. And of course, the great design debate continues.  

RAHEEL AHMAD is Director of Global Metal Company of Aligarh, India. 
He can be reached at raheel@globalmetal.in. The author would like to 
acknowledge and thank House of Antique Hardware, Inc., of Portland, Ore., 
(www.houseofantiquehardware.com) for its assistance with this article.
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The 
Hist ry  
of  
Pocket 
Doors

By Jeff Graveline
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PROFESSIONALS

Pocket doors were once the domain of high society 
Victorian style homes of the late 18th century (1875 to 1925). 
They were used mostly as grand entrances to ornate librar-
ies, stately dining rooms, and sitting rooms. They were  
not intended to save space. These period doors were outfit-
ted with ornate flush style trim and locking hook mecha-
nisms still used by many mortise type locks. Then, sud- 
denly, pocket doors went out of style, not returning until 
the 21st century.
It is speculation as to why their popularity ceased. Some 
suggest changes in architectural styles, but it is common to 
hear stories related to doors becoming difficult to operate, 
coming off floor tracks, trim not user-friendly or just too 
noisy. Older pocket doors have a scraping and grinding 

sound to them. Other problems point to doors getting  
stuck or jammed inside the pocket.
But, as is common, necessity is the mother of invention. 
Space-saving designs drove the eventual re-emergence of 
pocket doors and their innovation. Think of finding 10 to  
20 square feet of extra room in an urban home!
Although overhead track systems emerged in the 1880s, 
they were heavy duty cast iron wheels without ball bear-
ing technology—the larger the wheels, the less friction.  
The biggest innovation was the use of overhead track sys-
tems with antifriction technology that vastly improved  
the size and weight, ease, quietness and reliability of pock-
et door systems.

Once the domain of high society, these 
space savers are making a comeback.
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Early Applications
In the early days, most interior pocket doors were just 
that—pocket doors. Most of the trim was flush, while lock-
ing mechanisms provided security,by skeleton or bit keys 
that actuated a hook bolt.  Up until the last few years, slid-
ing and pocket door hardware had seen few innovations. 
Instead, new entrants to the category emerged, offering or-
dinary to luxurious flush trim designs—so doors fit neatly 
into pockets. They can be sorted by price point, quality of 
construction and intended use—commercial or residential. 
The hospitality segment emerged as a large market for 
pocket door hardware, and decorative architectural hard-
ware brands quickly responded. Established brands round-
ed out their offerings; while early entrants to the category 
have improved their offerings to compete in this segment.

The hospitality segment emerged as 
a large market for pocket door hard-

ware, and decorative architectural 
hardware brands quickly responded.

Glass patch locks: 
swinging doors, left;  

sliding doors, right
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THE FUTURE 
HINGES ON IT.
The new day of DHI is coming.

Americans with Disabilities Act
Perhaps the greatest catalyst to the category’s recent 
growth and innovation is due to commercial use. The same 
space-saving needs in commercial office space have pushed 
more projects to incorporate pocket, and more recently, 
barn-style sliding doors. Because of commercial usage, 
ADA requirements became necessary as well as other 
code-mandated features.  
One example of this is sliding doors used in commercial 
office space. Rigid pulls instead of flush pulls are installed 
with a simple sliding door lock actuated by a lever. The 
net door opening increases another four inches as the trim 
will not tuck into a pocket. But the payoff is worth it, as 
the hardware is easy to use, even by those who are in elder 
care or extended care facilities.
A recent healthcare project incorporated a similar slid-
ing door utility for its patient room bathroom doors. 
Bridgepoint Active Healthcare, Toronto, Canada, treats pa-
tients with complex health conditions who require extend-
ed healing times. The hospital incorporated evidence-based 
design based on enhanced healing. Sliding doors facilitated 
easy access to one of its featured amenities: state-of-the-art 
washrooms and shower facilities. Similar functions are 
used in non-patient areas such as staff office areas.

Self-latching  
pocket door lock

DOORS & HARDWARE      DECEMBER 2015      19



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

As commercial applications continue to grow, so do func-
tionality requirements. Newer sliding doors are equipped 
with active levers on the secure side of door with rigid 
lever on exterior. The active lever facilitates simultaneous 
latch retraction while at the same time slides the door open.  
The incorporation of levers allows designers to match de-
sign styles throughout the interior space.  

Glass
One of the more exciting design innovations in commercial 
office space is the incorporation of glass. Several companies 
offer complete wall partitions that completely redesign 
empty office space into contemporary designs with open 
space utility. Sliding and swinging glass doors on some of-
fices require privacy and locking security. Patch-style locks 
physically install over a one-half-inch glass panel latching 
into a traditional or patch-style strike for frameless glass 
wall openings.
As the use of sliding doors increases, so does their utility 
with respect to ease of use. The latest innovation in these 
locks includes a self-latching utility so that doors slide shut 
without a “bounce” off the jamb. Positive latching sliding 
doors are ideal for heavier doors and those that require fre-
quent use, such as walk-in clinic admitting areas to enable 
patient privacy. Egress is enabled by active levers on both 
sides of the opening and feature flush trim for true pocket 
doors and lever trim for ADA applications.  
As the benefits of sliding doors are realized more and 
more for commercial applications, so too will innovation 
and increased utility. It is unlikely these type of openings 
will disappear like they did in the early 1920’s. More likely 
will be the introduction of exciting new functionality and 
design options for both residential and commercial archi-
tectural hardware applications.  

JEFF GRAVELINE is a Field Sales Consultant with 
Accurate Lock and Hardware. He can be reached at 
jeff@accuratelockandhardware.com.
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Have you ever been drawn to a partic-
ular space or place? Felt empowered 
or more productive when you’re in it? 
Maybe you’ve experienced a haven for 
learning, or a sanctuary for healing 
and recovery. Good design in the 
built environment has as profound an 
effect on our behavior, demeanor and 
well-being, as does our DNA. 
It’s not easy to define good design. It 
inspires, it’s purposeful, it makes life 
easier, and it endures. Good design 
comprises so many things, and based 
upon our unique experiences and 
preferences, it’s personal. 
Finnish American architect Eero 
Saarinen may be best known for 
his big, bold, bending forms—the 
Gateway Arch, the Dulles and TWA 
terminals. When built, these soaring 

spans of steel, glass and concrete 
seemingly disobeyed the law of grav-
ity and pushed the boundaries of con-
vention and construction technology. 
“The character or expression of any 
building can only be achieved if it is 
itself a total expression,” Saarinen said 
in 1957. “Like any work of art, it must 
be dominated by a strong, simple con-
cept. All of its parts must be an active 
part of one dominant attitude.”
Fabulous or flawed, Saarinen’s designs 
were indisputably invigorated by his 
passion for harmonious detail. He 
believed that good design respects 
context—for example, a lever on a 
door, a door in a frame, the door and 
frame on a wall, a wall in a room, a 
room in a building, and so on. 

Doors, Hardware  
and Positive Outcomes 
By Sandra Matheny

Doors, frames 
and hardware can 
contribute to the 
quality of the built 
environment and 
enhance the human 
experience.

Photos courtesy of ASSA ABLOY Door Security Solutions
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Doors, frames and hardware can 
contribute to the quality of the built 
environment and enhance the human 
experience. Consider that doors and 
door hardware may be the most  
intimate points of contact we have 
with a building. We’re affected by 
the way a door looks, and by the way 
the lever or pull on that door feels. 
And while the first job of doors and 
hardware is to keep what’s behind 
them safe and secure, they must also 
insulate us from noise, create a bar-
rier against the heat and the cold, be 
sustainable and energy efficient, and 
contribute to the positive outcomes 
intended for a space.

Healing Environments and the 
Patient Experience
There are more than 6,000 hospitals 
in the U.S. Many are modifying their 
physical facilities, taking cues from 
the hospitality industry to create 
patient-centered, “healing environ-
ments” that improve patient expe-
riences and outcomes, and provide 
unsurpassed environments for physi-
cians and nurses who deliver care.
Evidence-based design, a process that 
bases design decisions on credible 
research, suggests that physical envi-
ronments can be designed to achieve 
best outcomes. It’s now understood 
that in hospitals, the physical environ-
ment can influence a patient’s sense of 
well-being, promote healing, relieve 
stress and pain, and reduce infection, 
falls, and medical errors. For example, 
research suggests that single-patient 
rooms can reduce the risk of infection, 
and maximize patient safety, dignity, 
privacy and satisfaction. Once thought 
to be a luxury, single-patient rooms 
are now becoming commonplace.
Positive patient experiences are direct-
ly linked to positive patient outcomes. 
Positive patient outcomes position 
hospitals to successfully recruit top 
physicians and nurses, and to better 
compete for market share. But positive 

patient outcomes and experiences are 
also important to hospitals that de-
pend on reimbursement for payment. 
The Patient Protection and Affordable 
Care Act ties a portion of a hospital’s 
reimbursement to its patient experi-
ence scores. Medicare uses the scores, 
as well, to measure the progress of its 
accountable organizations. 
Consequently, hotel-like surroundings 
with fine art galleries and ameni-
ty programs that include gourmet 
dining, valet parking, and luxe linens 
are becoming integral to successful 
patient-centered, healthcare provider 
business models. A Chief Experience 
Officer (CXO), whose job it is to en-
sure that every patient’s experience 
is a positive one, now populates the 
C-suite of most major hospitals.

Learning Environments and the 
Student Experience
Winston Churchill once said, “We 
shape our buildings and afterward, 
they shape us.” So true, especially 
when it comes to schools and ac-
ademic environments. The same 
evidence-based design principles that 
are dramatically improving patient 
outcomes in healthcare facilities are 
increasingly influencing school design 
and improving academic performance. 
Studies correlate certain physical char-
acteristics in academic environments 
with improved student attendance, 
reduced behavior and disciplinary 
problems, and lower faculty attrition. 
There’s little room for compromise 
when it comes to the door and hard-
ware solutions that secure our schools 
and academic environments. But due 
consideration should also be given 
to the aspects of building design that 
accelerate learning. For example, 
students in classrooms with plenty 
of natural daylight progress in math 
and reading at remarkably faster rates 
than students in classrooms without 
natural daylight. Adequate natural 
daylight reduces the energy draw 

associated with artificial light sources 
and improves energy efficiency. 
Further, poor indoor air quality has 
been associated with student and 
faculty absenteeism. Improving the 
indoor air quality of schools and 
classrooms will increase attendance 
and facilitate learning. And finally, ev-
idence linking noise in the classroom 
to attention and behavior problems 
suggests that acoustic control will 
facilitate academic achievement.

GREEN PRIMER
Sustainability
Green building guidelines and standards are  
evolving to make buildings more efficient, produc-
tive and healthy for the occupants within. It’s not 
enough for doors and hardware to be safe, secure 
and aesthetically appealing; good design dictates 
that they be sustainable as well. They should be 
manufactured with recycled, rapidly renewable 
and sustainably sourced materials, and it’s incum-
bent upon door and hardware manufacturers  
to be transparent and to communicate the life 
cycle environmental impact of their products 
through Environmental (EPD) and Health (HPD) 
product declarations. 

Energy Efficiency 
The built environment accounts for roughly 40 
percent of all global energy use, and produces 
more carbon emissions than the transportation 
sector. Door opening solutions designed with 
doors, frames and hardware that collectively 
improve thermal efficiency, reduce power con-
sumption, and eliminate air infiltration  
can significantly improve energy efficiency.

Thermal Transmission
Integral to the building envelope, door openings 
should be designed as effective barriers to thermal 
transmission, air infiltration and energy loss.  
Steel-stiffened, insulated hollow metal doors,  
or fiberglass reinforced doors, with thermally- 
broken frames and thresholds and effective 
(latching/hanging/closing) hardware can prevent 
air leakage and thermal transmission, significantly 
improving building performance. 
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Solutions for Positive Outcomes 
Life safety and security on academic 
and healthcare campuses is para-
mount, and schools and hospitals 
across the U.S. are investing in door 
and hardware solutions that secure 
perimeters, provide emergency egress 
and lockdown capabilities, and offer 
blast/ballistic and hurricane/tornado 
resilience. 
Any combination of mechanical locks, 
electronic cylinders, WiFi, integrated 
Wiegand, or wireless access control 
solutions may be required to secure 
an academic or healthcare campus. All 
of those locking solutions—whether 
mortise, tubular, exit, or access control 
device—can be aesthetically enhanced 
with beautiful, decorative lever trims 
and suited accessories (door pulls, 
hinges, door stops and door hooks) 
in a variety of architectural finishes. 
Sliding door and hardware systems 
with ergonomic pulls can be installed 
at patient bath openings to reduce the 
risk of falls during ambulation. 
Beautiful and durable Low Pressure 
Laminate (LPL) and Sound Trans-
mission Class (STC) doors can be 
fire-rated, and are ideal for patient 
room bath and classroom applications. 
Interior aluminum doors, frames and 

windows, appropriate for common  
areas and public spaces, are avail-
able in a variety of anodized and 
electro-statically applied, or custom 
finishes, with sidelight assemblies  
and STC-rated cores.
Stile and rail and flush wood doors 
with glass vision lites appropriate  
for classrooms, patient rooms and 
common areas, permit the transmis-
sion of natural daylight from a build-
ing’s perimeter, to its interior, creating 
an environment that fosters a sense  
of well-being for occupants. These 
doors, and their wood jambs, can  
be manufactured with NAUF (no- 
added urea formaldehyde), fire-  
and STC-rated cores.
Hollow metal doors and frames can  
be manufactured with embossed,  
decorative profiles and with STC-,  
fire-, and steel stiffened/insulated 
energy efficient cores, or with torna-
do/hurricane ratings, ideal for resilient 
exterior applications. 
Stainless steel doors and frames with 
incomparably clean lines are available 
with vision lites and louvers and are 
appropriate for surgical suites, labo-
ratories, pharmacies, food prep and 
anti-corrosive environments. They  
can be manufactured with STC-, 

fire- and bomb/ballistic-rated cores. 
Top-latching doors with integrated, 
low-profile exit devices (integrated 
assemblies) can be faced with durable 
decorative laminates and trimmed 
with decorative hardware, and are 
ideal for fire-rated cross corridor and 
elevator lobby applications.
Doors, frames and hardware really 
can contribute to the quality of the 
built environment and the successful 
outcomes of the occupants within. 
Safe, sound controlled, aesthetically 
appealing environments, infused with 
natural daylight are essential for pos-
itive patient and student experiences 
and outcomes. 

SANDRA MATHENY is 
Director of Decorative 
Openings for ASSA 
ABLOY Door Security 
Solutions. She has 
worked for URS, Patrick + 
Associates Architects, 
and most recently as 
Senior Vice President for 

Hoffmann Architects. As a voice of professional 
practice, Matheny works with ASSA ABLOY's 
Architectural, End User and Distribution repre-
sentatives, and with the Group door and hard-
ware manufacturers, to develop relationships 
and products that best meet the needs of 
design professionals and their end users. She 
can be reached at sandra.matheny@assaabloy.

Schools and  
hospitals across the 
U.S. are investing in 
door and hardware 

solutions that secure 
perimeters, provide 

emergency egress 
and lockdown  

capabilities, and 
offer blast/ballistic 

and hurricane/ 
tornado resilience.

com.

24      DECEMBER 2015      DOORS & HARDWARE

mailto:sandra.matheny%40assaabloy.com?subject=
mailto:sandra.matheny%40assaabloy.com?subject=


Akron Hardware was the very fi rst wholesaler of Corbin Russwin. We 

know the brand better than anyone.  We stock more of it than anyone.  

And, if you order today - it ships today.  Powerful solutions combined 

with added value.  Why go anywhere else for Corbin Russwin?

SOLUTIONS.

Designed with commercial Designed with commercial 

and institutional environments and institutional environments 

in mind, CL Series Cylindrical CL Series Cylindrical 

Locks offer durability, strength  offer durability, strength 

and reliability regardless of the and reliability regardless of the 

application. Call Akron Hardware Call Akron Hardware 

for all your Corbin Russwin needs.  for all your Corbin Russwin needs.  

SOLUTIONSSOLUTIONS
P0WERFUL.

Orders placed by 5:00 p.m.
ship the same day 

24/7 Online access
via Akronline

Five nationwide
distribution centers

Knowledgeable staff
answers your questions

800-321-9602  •  www.akronhardware.com/crd

mailto:www.akronhardware.com/crd?subject=


New Classroom Locks 
Increase Security, Safety 
and Peace of Mind for 
Friends Academy
By David M. Klein Located in the small residential Long Island town of 

Locust Valley, N.Y., Friends Academy is an independent 
Quaker school offering K-12 education to approximately 
780 students each year. 

Photos courtesy of Securitech
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Founded in 1876 when businessman Gideon Frost  
purchased six acres of land for the sum of $688.95, today, 
Friends Academy encompasses 65 acres. In addition to up-
per, middle and lower, the school includes an early child-
hood center, a 400-seat state-of-the-art theater and  
extensive athletic fields. The school also offers a cam-
pus-wide wireless network, as well as a laptop loan pro-
gram through the modern Kumar Library, which houses 
more than 50,000 volumes.
As is the case with most schools around the country, the 
safety and security of staff, students and visitors is a top 
priority for Friends Academy. In 2013, the school hired a se-
curity consultant who specializes in the education market 
to conduct a review to determine ways Friends Academy 
could improve overall security across its entire campus. 
“Like anywhere else, our parents and the community in 
general are concerned about security, so we wanted to 
make sure we had the systems and policies in place that 
would deliver a high level of security and provide peace 
of mind that our school is as safe as possible,” said Chris 
Semlies, Director of Facilities.
The consultant identified a number of areas where secu-
rity could be improved, including the need for Friends 
Academy to improve the ability for teachers and others 
to lock classroom doors more quickly in the event of an 
emergency. This particular finding didn’t exactly come as 
a surprise to Semlies, since concerns about the process had 
been voiced by a number of faculty and staff members. 
“As they were set up before, you had to find your keys to 
be able to lock the door. The concern was that if there were 
an emergency or if they were in distress or if they were 
stressed out, would they be able to find their key quickly 
enough or would they be fumbling with the key, trying to 
put it in the keyhole?” he said. “It just seemed to be causing 
some angst with people that they would be worried about 
how much time they were wasting trying to lock their door 
with the key.”
Based on those concerns and the recommendations from 
the site survey, Friends Academy worked with the con-
sultant to review a number of door locking solutions as 
part of the school’s larger security initiative to implement 
measures to address each of the areas where security could 
be improved. After evaluating the available door-locking 
options, the school chose Quick Intruder Deadbolt (QID) 
classroom locks from Securitech, based mainly on its ease 
of use and the speed with which doors could be locked.

“It was really one of the fastest options we found in terms 
of being able to lock a room without having to fumble for 
keys,” Semlies said. “It’s very simple and intuitive. You just 
hit the red button and the doors lock. We felt strongly that 
it was the best solution for us.”
In addition to the speed and ease of locking doors, Semlies 
felt that the deadbolt feature of QID locks made the solu-
tion a more secure option than those that incorporate a le-
ver on a physical classroom door. Available in mortise and 
cylindrical lock models, the DHS-compliant QID functions 
as a day-to-day classroom lock but can instantly transform 
a classroom into a safe haven in an emergency situation. 
Designed to exceed government safe school standards, the 
QID also maintain the single-action egress required for the 
safety and security of classroom occupants. 

Securitech’s QID 
Locks secure the 

classrooms at 
Friends Academy, 
Locust Valley, N.Y.
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Unlike non-code-compliant blocking 
devices, QID locks can be unlocked 
with a key from outside to allow first 
responders and other authorized 
staff to enter quickly. The ability to 
work with any access control or alarm 
system allows the QID to be easily 
deployed in any school environment 
without the need for a costly system 
upgrade or replacement.
The project entailed deploying more 
than 100 Securitech QID Locksets to 
secure classrooms, offices and other 
locations within the buildings that 
make up the Friends Academy cam-
pus. Installation wrapped up in time 
for the start of the school year. 
Prior to the first day of school, Friends 
Academy conducted training ses-
sions with all of its faculty and staff 
to educate them on the features of the 
locksets and demonstrate how to use 
them in an emergency. Given the ease 
of use of the QIDs, that training went 
very smoothly.
“It’s just a very straightforward, in-
tuitive process to engage and disen-
gage the QID,” Semlies said. “It was a 
no-brainer for them. They understood 
and appreciated the fact that with 
these locksets, they’re able to lock their 
door as fast as possible.” 

Because there are times when a 
teacher or staff member might not be 
in a position to lock a door, Friends 
Academy also followed up with stu-
dent trainings.
“Primarily, our staff would be respon-
sible for locking doors, which was why 
we wanted to make sure they were 
properly trained first and foremost. 
But we also wanted students to know 
how to use the QIDs in case they need-
ed to be the one to lock a door in an 
emergency,” Semlies said. “But from 
my perspective, it’s so intuitive that 
even if someone had never been to 
our campus before, I think they could 
figure it out; it’s just that easy.”
Friends Academy has also conducted 
drills to provide faculty and staff with 
practice not only with locking doors 
but also with the school’s policies and 
procedures. “Every time we’ve done 
a drill, it’s worked almost perfectly,” 
Semlies said.
Parents have also responded well 
to the new locks and other security 
improvements Friends Academy has 
made in the last couple of years.
“We have relayed to the parents some 
of the security improvement measures 
we’ve put into place, and they appre-
ciate those steps we’ve taken,” Semlies 

said. “In today’s world, I think parents 
would expect their children’s school to 
be doing things like this anyway.” 
Semlies said the school has been very 
happy with the project, particularly 
the attention and responsiveness he’s 
received from Securitech.
“Securitech has been great about 
checking in with us and making sure 
the locksets are working well for us 
and to see how they’ve held up over 
the year,” Semlies said. “I think the 
locks are really well-made and ma-
chined, but you can tell the company 
is always looking for any improve-
ments they can make, and they seem 
to value our input.”
As Friends Academy has future needs 
for additional door locking solutions, 
Securitech’s solution would be the 
obvious choice, Semlies said. 
“We’re always planning renovations 
and things of that nature, so I think 
given how happy we’ve been with the 
new locksets, they will be our stan-
dard going forward to ensure consis-
tency across campus,” he said.  

DAVID M. KLEIN is New York Product 
Solutions Manager for Securitech. He can be 
reached at dklein@securitech.com.

Unlike non-code- 
compliant blocking 
devices, QID locks can 
be unlocked with a key 
from outside to allow 
first responders and  
other authorized staff  
to enter quickly.
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When we developed the Acrovyn® Door, it changed 

the industry. It wasn’t long before customers asked, 

“What about the frames? They get damaged, too!” 

Introducing the C/S Acrovyn® Frame System! 

This new system offers a total door opening 

solution for facilities. Acrovyn clad steel door frames 

withstand damage in high-traffic commercial 

buildings, keeping door frames looking like new. 

The Acrovyn Frame System is easy to install and, 

with replaceable features, even easier to maintain. 

For more information, visit c-sgroup.com/door 

or call (800) 972-7214.

Indestructible
now comes
in frames

c-sgroup.com/door


In January 2013, the Door Security & Safety 
Foundation (DSSF) was invited to discuss the 
development and delivery of a series of Barrier 
Management Symposiums (BMS) targeted for 
delivery to members of the American Society for 
Healthcare Engineering (ASHE), the personal 
membership group of the American Hospital 
Association (AHA). 
ASHE has more than 11,000 members, divided 
into 10 regions across the country, who design, 
build, and operate hospitals, with a focus on 
improving the physical environment of a health-
care facility from planning stages throughout the 
entire life cycle of the building.
The BMS concept was originated by ASHE, along 
with The Joint Commission (TJC), an indepen-
dent not-for-profit organization accrediting more 
than 20,000 healthcare organizations in the U.S.; 
Underwriters Laboratories (UL); and the Firestop 
Contractors International Association (FCIA). 
Since the intent was to address healthcare facility 
design, installation, inspection and maintenance 
issues with both horizontal and vertical fire 
and smoke barriers, representative associations 
from the floor (concrete) wall (gypsum), fire door 
(DHI), fire glazing, fire dampers, and fire stop 
materials were invited to participate as present-
ers at these symposiums.
The goal was to conduct the day-and-a-half-
long symposium at three or four ASHE regional 
conferences each year, covering all 10 regions 
over a three-year period. To date, six Barrier 
Management Symposiums have been successful-
ly delivered to more than 650 professionals, with 
Paul Baillargeon, AHC, FDAI, Vice President, 
Technical Consulting, DSSF, delivering a 60- 
minute presentation, with 15 minute Q&A, at the 

sessions. To view an archive of these sessions, go 
to www.fcia.org/BMSPresentations.htm.
At the recent ASHE national convention, it was 
announced by TJC that ‘non-compliance for 
barriers has dropped significantly and that edu-
cation works!’ (see adjacent article) Accordingly, 
in addition to the remaining four ASHE regions 
to conduct a BMS over the next year, a one-day 
BMS is being developed for delivery to the more 
than 50 local ASHE chapters, of which several 
have already now been scheduled. The DSSF will 
present at these one-day events as part of its cur-
rent focus on the healthcare market, in addition 
to ongoing full day awareness and education ses-
sions at healthcare facilities requesting presenta-
tions as a result of interest from a BMS session.
Strategies are under development to expand the 
Foundation’s awareness and educational activ-
ities in the healthcare maintenance market by 
engaging its corps of current FDAI credential 
holders to begin delivering these presentations 
in their local market. Armed with a PowerPoint 
presentation, reference materials, and having un-
dergone orientation training on the presentation, 
these 350-plus and growing number of FDAI 
credentialed individuals can spread the word to 
a vast number of healthcare maintenance direc-
tors and mechanics, who are faced with the ever 
increasing enforcement of the NFPA 80 and 101 
requirements for annual inspections.
Stay tuned for details on this new program and 
visit www.doorsecuritysafety.org for other up-
dates, information, and resources.  

STEPHEN R. HILDEBRAND, FDHI, is Executive Vice 
President of the Door and Hardware Institute and a former 
DHI President. He can be reached at shildebrand@dhi.org.

E X I T

Foundation is Active Participant 
in Growing Barrier Management 
Symposium Program By Stephen R. Hildebrand, FDHI
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A significant concern in the physical environ-
ment of health care facilities is the continued 
occurrence of survey findings regarding the 
Environment of Care and Life Safety Chapters 
in the Joint Commission’s Hospital Accreditation 
Program. Eight of the top 10 most often scored 
standards represent a total of 137 elements of 
performances within these chapters. 
To improve the awareness of one of the top cited 
issues—barrier management—ASHE has collab-
orated with the Joint Commission, Underwriters 
Laboratory, and the Firestop Contractors 
International Association in the development of 
the Barrier Management Symposium—a one-
and-a-half-day symposium that addresses the 
design, installation, inspection and maintenance 
of barrier systems.
Fire and smoke barriers installed in buildings 
are living elements of the structure. They protect 
healthcare building occupants and are used for 
horizontal evacuation of compromised areas. 
These barriers and their features form effective 
compartmentation that allows for defend-in-
place strategies. Fire and smoke barrier manage-
ment is critical to maximize patient safety and 
property protection; minimize death and injury; 
and facilitate entry and travel in structures for 
emergency responders. 
The Barrier Management Symposium focus-
es on the proper DIIM—design, installation, 
inspection, and maintenance—of fire and smoke 
barrier systems, which ensures that the defend-
in-place practice in healthcare facilities works 
when it is called on. 
The Barrier Management Symposium pro-
gram educates attendees about the testing that 

qualifies products for use; code requirements for 
installation and inspection; proper design appli-
cations of systems, and management and mainte-
nance for ongoing reliability of the installed fire 
resistance rated and smoke resistant products. 
These features become a reliable system when 
they are properly “DIIM”-ed. 
The Symposium is designed to increase the 
awareness of the healthcare engineering pro-
fessional of the value of barrier management 
systems, as well as their understanding of the 
underlying keys to long-term success. To date, 
more than 650 professionals have attended the 
five symposiums, which have been delivered  
on an ASHE regional basis. 
An additional four symposiums are being sched-
uled and planned for 2015, and the final regional 
symposium is anticipated at the beginning of 
2016. The symposium has gained popularity 
and may have had an effect on the reduction of 
findings over the last year. 
During 2014, a decrease in the amount of cita-
tions within the relative Life Safety Standards 
has helped to move standards related to barrier 
management further down on the Top 10 list. 
There is still a need to increase awareness of this 
issue on a local chapter level. 
A single-day chapter-level program is expected 
to be available toward the end of 2015. To  
coordinate a regional or chapter presentation, 
please contact me, Jonathan Flannery, ASHE 
Senior Associate Director of Advocacy, at  
jflannery@aha.org.  

This article originally appeared in the 2015 edition 
of the ASHE Advocacy Report, copyright American 
Society for Healthcare Engineering 2015.

Barrier Management  
Key to Compliance
By Jonathan Flannery, CHFM, FASHE, MHSA 

E X I T
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New York Chapter

DHI’s New York Chapter proved what has always 
been true: face-to-face meetings that offer the 
opportunity to hold products in your hands are 
worth your time. More than 100 people from the 
New York and New Jersey areas came together for a 
Table Top Display Meeting on Oct. 13.

Participants were: Allegion, ASSA ABLOY, Omnia, 
Securitech, Stanley, Accurate Lock, Alarm Lock, 
Construction Specialties, PJ Polke Sales Agency, 
Accredited Lock, Security Lock Distributors, 
Trine and Stainless Doors Inc. Each table was 
full of mounted samples and literature, and 
representatives were there to answer questions  
and demonstrate products.

New York Chapter Sponsors 
Table Top Meeting By Ellen Reilly Badome

 Right to left: Mr. and Mrs. Stan 
Weilgus, Weilgus and Sons; Phil 
Wilkinson, Becky Deutscher and 
Danielle Deutscher, Deutscher 
and Daughter; Rachel Sama, AHC; 
and others reminisce and laugh 
at the DHI New York Chapter's 
recent Table Top Meeting. Photo 
courtesy of Laura Wacik, AHC 

The Allegion Team: Nolan Thrope, Rich McFarland, and 
Kelley Buscetto, current New York Chapter President; 
Allen Riso and Mike Dalrymple. Allegion won Best 
Table Top Display this year. Photo courtesy of Leah 
Convery Meyer

George Biondi,  Alberto Comini, President and Owner; Wes Kotter and Fred 
Marzullo, Omnia Industries. Photo courtesy of Leah Convery Meyer
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Door and hardware industry veterans Bernard Reilly, Former President 
and Owner, Redstone Hardware Mfg., George LaBadie, President, 
LaBadie Sales; and Dominick Gargano, DAHC, former New York 
Chapter President and DHI President. Photo courtesy of Mark Berger

Dana Schnipper and Laura Wacik, AHC, Partners at JC Ryan, 
Ebco/H&G LLC, pictured with members of their  team, former Sales 
Representative Madeline Messina and Ed Aviles, AHC, JC Ryan’s Vice 
President of Sales. Photo courtesy of Leah Convery Meyers 

Network opportunities were everywhere—
members were able to stroll at their leisure while  
a buffet dinner was served; they could sit at the bar 
and chat or sit and eat dinner or walk the room. 
Attendees were able to learn about new products 
as well as make new contacts. The meeting was 
offered free to distributors; certainly a plus.

It is interesting to note that there were members 
who are brand new to the industry, as well  
as retired members. The New York Executive  
Board is extremely grateful to all who participated. 
The Chapter plans to continue this event next  
year and we are looking forward to another 
successful evening. 

Visit www.doorsecuritysafety.org/dssfvideo/ to watch the video.

WATCH AND SHARE 
Help Us Spread the Word About Our Mission

The Foundation recently produced a short video that explains 
its mission to promote secure and safe openings that 
enhance life safety.

• Watch the video to learn more.

• Share it on your website, emails or in social media.

• Follow us @DSSFoundation on Twitter and tag us 
using #DSSFoundation in social media.

• Help us bring greater awareness to these 
important issues.
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Arizona Fall Technical School  
Exceeds Expectations

“It’s exciting to see so many students taking 
classes to complete the requirements toward 
their credentials,” said Ann McCrady, M.Ed., CPL, 
Director of Education. “Many have found that 
working with Hanne Sevachko to create their 
‘learning path’ is very helpful to taking classes in 
the most logical way to be prepared for future 
classes.  Whether you are working with staff or 
navigating this on your own, just know that we 
are here to assist you in achieving the education 
or credentials that you need.”

“Moving ahead, we have added new staff 
resources and are working on changes and 
improvements to assist in the learning process for 
those taking DHI education,” McCrady continued. 
“Rodney Weaver, AHC, FDAI, CAI, CFDI, has joined 
DHI and has experience not only in distribution 
and working for a hardware manufacturer, but 
also significant experience in training and devel-
opment of classes. It is a continuous improvement 
process for DHI with our technical education. 
Students should see changes to the classes as 
they progress through the process.” 

DHI’s recent Fall Technical School in Scottsdale, Ariz., exceeded  
expectations, drawing 139 students for a week of industry-specific  
education, which included 16 different classes.

Richard Bradbury, EHC, prepares for EHC410.Jason Gehrs, AHC, FDAI, FDHI, engages students in AHC200.

"I am a first-time attendee with DHI, and had the pleasure of 
attending both Technical Schools in Scottsdale, Ariz., and Calgary, 
AB. I was very impressed with the professionalism and the education 
I received. I was taught by great leaders in the industry; the classes 
were exciting and thoroughly detailed; I made friends; and had an 
overall amazing experience. Thank you DHI, for your staff and volun-
teers, who come together to raise up the next leaders in this industry."
Alisa Allen, Hardware Technician, Robert Janvier Agencies
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SAVE THE DATES!
2016 Spring School | April 10-17, 2016 
National Conference Center, Lansdowne, Va. 
education@dhi.org
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THANK YOU ARIZONA  
FALL SCHOOL INSTRUCTORS
Brad D. Alexander, AHC/EHC

Jeff Batick, FDAI

Richard J. Bradbury, EHC

David R. Gale, EHC

Lee A. Garver, DAHC, FDHI

Jason P. Gehrs, AHC, FDAI, FDHI

Andy Geremia, CSCIP

John A. Hamilton, AHC/EHC

J. Philip Henk, AHC, FDAI

Mary Hinton, AHC 

Alan D. McMurtrie, DAHC

Jana Carlisle-Napier, AHC, FDAI

Leigh Ann Page, AHC

Scott A.Sabatini, DAOC, FDAI, FDHI

Robert Schnarr

Roslyn Shender, AHC/CDC, CSI

John "Patrick" Stewart, AHC/EHC

Lloyd Seliber, CML, CDT

“Instructing at DHI is very 
rewarding. It’s great to see the 
progression of the attendees 
throughout the class.”
Andy Geremia, CSCIP 
Regional Integrator  
Account Manager, Allegion  
(first-time instructor)

REGISTER NOW FOR  AHC207
It’s time to register for AHC207 starting in January. DHI 
now offers an extended education calendar so that you 
can plan at least a year in advance, and in some cases 
up to 18 months. While registration opens six to eight 
weeks prior to the technical schools, dates and locations 
are available now. If you need help in determining the 
best education path for your career, please contact the 
Education Department for assistance at education@dhi.org.

“I took the AHC 
exam prep and really 
appreciated the 
detail the instructors put into reviewing 
our work. It isn’t an easy class to teach, 
and I am sure most of their time out of 
the classroom was spent marking and 
reviewing. It was awesome.”
Luke Friesen 
Assistant Branch Manager, Penner Doors and Hardware

"Very good experience. 
The teaching was great; 
the hotel and foods were 
great, and the service was 
excellent."
Maxime Drouin, Arcotect 
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THEY'RE HERE!  
MANAGING MILLENNIALS

The Millennial demographic is now the largest 
generational work force group in Canada. And with 
Baby Boomers retiring in droves, it’s a seller’s mar-
ket for Millennials looking for careers.  If employers 
don’t figure out how to motivate and manage them, 
they will lose out to those employers who have. 
Do you have a group of employees between the ages 
of 20 and 35? Are you finding it difficult to under-
stand how to get the best out of them? Read on.

36      DECEMBER 2015      DOORS & HARDWARE



First Ah-Ha! Millennials Like 
Being Part of Groups
Millennials are most comfortable 
working in groups, and they value 
diverse opinions. In an IBM study 
of Millennial workers, more than 
half said they made better business 
decisions when there was a group of 
people providing a variety of input 
before the decision had to be made.   

Key Takeaway
Millennial workers want to have op-
portunities to input to your decisions. 
Even when making their own deci-
sions, they want to hear the opinions 
of others first.

Consider
 Î Value the importance of group in-

put and avoid dictating decisions.
 Î Show the group how that input is 

being used.
 Î Treat Millennials as individuals by 

having one-on-one conversations, 
so you are aware of what they are 
doing, what they want to do and 
where they want to go in the orga-
nization—they value groups but 
want to be seen as individuals too.

Second Ah-Ha! Millennials 
Want More Technology in the 
Workplace
Millennial employees are not only 
adept at using technology; they prefer 
to use technology to get the work done 
efficiently.  Yet, 60 percent of them pre-
fer in-person collaboration, an appar-
ent contradiction of the use of faceless, 
impersonal technology.  They see 
technology delivering efficiency and 
given that they don’t want to work, 
work, work, it all makes sense. 

Key Takeaway
Millennials will try and inject technol-
ogy in every aspect of the organiza-
tion if given the opportunity; that is a 
double-edged sword.

Millennial employees are not only adept  
at using technology; they prefer to use  

technology to get the work done efficiently.
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Consider
 Î Embrace their love of technology 

and be open to improving business 
processes so that they, too, use 
more technology.

 Î Manage the Millennial desire to 
use technology everywhere and 
make sure there is an open, collab-
orative process for deciding where 
and when to introduce technolog-
ical improvements; unless it helps 
the organization function, technol-
ogy shouldn't be embraced. 

Third Ah-Ha! – Millennials Want 
to Develop Their Skills
They are more concerned with learn-
ing skills than earning more money, 
and they know feedback is the key to 
personal development. 

Key Takeaway
You can’t get by with an annual 
performance appraisal. You need to 
provide informal feedback regularly 
(think weekly) to Millennials—really, 
you should be providing feedback to 
everyone you work with.

Consider
 Î Revamp your performance ap-

praisal system, including man-
datory quarterly performance 
conversations.

 Î Train yourself and your managers 
on performance management and 
feedback.

 Î Use the Feedback Formula five 
times a day to become proficient: 
Observe the behavior.

 » State the impact of that behavior.
 » Make a request to continue or 
change the behavior.

 » Make sure each Millennial has a 
learning plan and a career goal.

Finally, four strategies to help manage 
all the different generations in your 
workplace:
1. Start a mentoring program that 

includes a strong element of 
cross-generational interaction. 
Younger employees should learn 
to seek the experience and wisdom 
offered by senior employees. Older 
employees should learn to be open 
to the fresh perspectives offered by 
younger employees.

2. Offer different working options 
like telecommuting and working 
offsite. Focus on the results employ-
ees produce rather than on how 
they get it done. Use it to motivate.

3. Accommodate different learning 
styles. Baby Boomers may favor 
more traditional training methods 
like Power Point presentations and 
classroom sessions, while younger 
workers may gravitate towards 
more interactive, technology-based 
forms of learning.

4. Keep employees engaged. Provide 
regular educational and training 
opportunities as well as career ad-
vice to keep all workers interested 
in the company. Get the different 
generations talking to each other 
on how to work together.  

Copyright © 2015 2WA Consulting Inc.,  
All rights reserved. Reprinted with permission.
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We are always on the same side — yours. If your order is close to the “freight prepaid” amount, we’ll call you 
with smart additions to help you avoid freight costs. We’re National Guard Products, and after 80 years in 
business, we’re still hungry to serve you.
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294 is the Underwriters Laboratories 
Standard for Access Control System 
Units, which is used to evaluate 
the construction, performance, and 
operation of access control systems. 
This listing evaluates the safety of the 
system and ensures that the products 
will operate reliably without creating a 
hazardous condition. 
The standard covers four different lev-
els for product testing, with variations 
in the requirements for destructive 
attack, line security, endurance, and 
standby power. The current model 
codes do not specifically state which 
of these levels must be met for the 
system to be code-compliant, but the 
testing required for UL 294 – Level 1 
establishes that the products are safe 
for egress purposes, which is the main 
concern of the model codes.
NFPA 101 – The Life Safety Code
A requirement for products to be 
listed in accordance with UL 294 first 
appeared in the 2009 edition of NFPA 
101 – The Life Safety Code. In this edi-
tion, a new section was added under 
Special Locking Arrangements, ad-
dressing the requirements for electri-
cally-locked elevator lobby doors that 
allow egress out of the elevator lobby 
during an emergency. For these doors, 
NFPA 101-2009 requires a UL 294 
listing for “the electronic switch for 
releasing the lock” (section 7.2.1.6.3), 
and references the 2004 edition of the 
standard.

In the 2012 edition of NFPA 101, the 
elevator lobby section was revised 
to require the lock to be listed to UL 
294, with no mention of a listing for 
the switch. Also, a requirement for a 
UL 294 listing was added to Section 
7.2.1.5.6 – Electrically Controlled 
Egress Door Assemblies. This section 
is typically applied to doors with 
electromagnetic locks that are released 
by door-mounted hardware, such as 
panic hardware with a request-to-ex-
it switch. The revision to the 2012 
edition of NFPA 101 requires hard-
ware for new installations covered by 
Section 7.2.1.5.6 to be listed in accor-
dance with UL 294. No changes were 
made with regard to UL 294 listings 
in the 2015 edition, and both editions 
reference the 1999 edition of the stan-
dard, revised 2010.
The International Building Code (IBC)
UL 294 was referenced by the IBC for 
the first time in the 2012 edition, in 
section 1008.1.9.8 – Access-Controlled 
Egress Doors. This is the section that 
addresses doors with locking devic-
es released by a sensor—typically 
electromagnetic locks. The change to 
this section allows doors in certain 
locations to be equipped with an 
approved entrance and egress access 
control system, listed in accordance 
with UL 294, if the other criteria of 
the section are met. The referenced 
standards chapter of the 2012 IBC lists 
the 1999 edition of UL 294, including 
revisions through 2009.

In the 2015 edition of the IBC, require-
ments for UL 294 listings were ex-
panded to several additional sections, 
and the 1999 edition of the standard 
was referenced with revisions through 
September 2010. The following sec-
tions of the 2015 IBC reference UL 294:
 » 1010.1.9.6 – Controlled Egress Doors 

in Groups I-1 and I-2 – applies to 
the electrified locking of egress 
doors in certain types of units in a 
health care facility.

 » 1010.1.9.7 – Delayed Egress – ap-
plies to delayed egress locks that 
release within 15 seconds after 
actuation of the release timer (30 
seconds when approved).

 » 1010.1.9.8 – Sensor Release of 
Electrically Locked Egress Doors – 
applies to electrified locks – typi-
cally electromagnetic locks, which 
are released by a sensor to allow 
egress.

 » 1010.1.9.9 – Electromagnetically 
Locked Egress Doors – applies 
to doors with electromagnetic 
locks released by a switch in the 
door-mounted hardware.

Each of these sections requires the 
door locking system units to be listed 
in accordance with UL 294, with 
the exception of Section 1010.1.9.7 – 
Delayed Egress, which requires the 
listing for delayed egress locking 
system units.

Code Requirements for UL 294 — 
Standard for Access Control System Units

By Lori Greene, AHC/CDC, CCPR, FDAI, FDHI
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Code Questions
The two common code questions that 
arise regarding UL 294 are: 
A) Which electrified applications are 
subject to the listing requirements?
B) Which components of a system are 
required to be listed?
The answer to Question A depends 
on which code has been adopted in 
a project’s jurisdiction— typically 
the code that was in effect when the 
building permit was issued. The recent 
editions of NFPA 101 – The Life Safety 
Code and the International Building 
Code (IBC) require UL 294 listings for 
certain electrified applications; not all 
locations where electrified hardware 
might be used. 
For example, the 2015 edition of the 
IBC requires delayed egress locks to 
be listed to UL 294, but NFPA 101 does 
not. NFPA 101’s section on elevator lob-
by egress requires the listing, but IBC 
does not contain a similar section. An 
access control system that consists of a 

reader controlling access and hardware 
that allows free egress is not addressed 
by the code sections that reference 
UL 294, so these systems would not 
require the listing unless mandated by 
state or local code modifications or the 
Authority Having Jurisdiction (AHJ).
The model codes do not specifically an-
swer Question B—which components 
of a system require the UL 294 listing? 
Is the listing required for the electrified 
locks, power supplies, conductors, or 
switches, a combination of these, or 
all of them? While UL 294 can be used 
to test the various components, many 
products were previously listed to UL 
1034 – Standard for Burglary-Resistant 
Electric Locking Mechanisms. There 
are some similarities between UL 1034 
and UL 294, but there are variations in 
the test criteria, and UL 294 includes 
some additional testing that is not 
required for the UL 1034 listing. I have 
seen some AHJs require the UL 294 
listing for locks and power supplies 
only, and others who look for the mark 
on every component of a system if the 

application is covered by one of the 
code sections that requires the listing. 
In the absence of prescriptive require-
ments stated in the code, this interpre-
tation is left up to the AHJ.
Keep in mind that although the UL 294 
listing may not be required by code 
for a particular application, it may be 
included in specifications to establish 
the level of quality desired by the end 
user, architect, and/or security consul-
tant. Some manufacturers have tested 
and listed electrified products which 
are not typically used in the systems 
required by code to have the listing, to 
establish the safety of their products 
and differentiate them from equipment 
that has not be tested. 

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.

Photo courtesy of Lori Greene
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Contributors Committed to Making a Difference

Thank You for Your Continued Support

www.doorsecuritysafety.org

Contributors

DIAMOND LeveL

Manufacturer ($25,000+)

Distributor ($10,000+)

Contributors Listing as of November 2, 2015

PLAtINuM LeveL
Distributor ($5,000)
Akron Hardware
Contract Hardware, Inc.
The Hallgren Company
Midwest Wholesale Hardware

gOLD LeveL
Manufacturer ($10,000)
VT Industries, Inc.

Distributor ($2,500)
Boyle & Chase, Inc. 
Dallas Door and Supply Company
H & G/Schultz Door
RDL Supply
Spalding Hardware Systems
Walters & Wolfe Interiors

sales agencies ($1,000)
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Real Openings

Grab Bag Part 2
By Mark J. Berger Here are some more presents to place under the tree. We're continuing our grab bag 

theme from November. Please let this serve as an inspiration to send in more photos. 

I had the pleasure of attending DHI’s New York City Chapter meeting and tabletop 
show. I was glad so many folks came up to me and mentioned Real Openings and the 
photos. Thanks for letting me know you enjoyed the column. The absolute best way  
to show you appreciation—send in pictures!

Real Openings

 GREAT PROTECTION
I applaud creative solutions and I’m always on the 
lookout for them. Folks turning a corner frequently hug 
the edge of the building. In this case, doing so could 
result in a serious accident, as there is a pair of lot line 
outswinging exit doors. Anytime these doors open, they 
are a clear hazard for anyone walking in front of them.

Looks like the first attempt at safety were yellow mark-
ings on the concrete in front of the doors. Boxes were 
drawn to mark the door openings. The concrete itself is 
a different color. But the boxes were pretty ineffective, 
especially on a sunny afternoon, like the one when I 
took this shot.

That’s when the creativity came in to play. Affixed to 
the wall on the outer edges of the frame are protrusions 
which prevent you from walking directly in front of 
the doors. I guess the hope is that you’d be sufficiently 
away from the doors so you’d have time to jump out of 
the way once a door was opened. I’d crank up the door 
closers to slow the door opening speed as well, so long 
as there is also an auto-operator installed.

LOTSA SIGNS Î
The advent of the personal computer has made it possible for everyone to 
become a sign maker. This is certainly for the better, as many handwritten signs 
are impossible to decipher.

Here’s a case where there is a terrific professional sign on the door, with the red 
background, which is very well worded. It says exactly what will happen. It says 
it in large letters, so the word “warning” is not needed. And frankly, the word 
“warning” is not going to stop anyone who really wants to go through the door.

The security department then addressed another issue with a sign printed at 
the facility. Looks like the door was being propped open prior to the 6 p.m. 
alarm time and this was a security breach. So instead of an obnoxious warning 
sign, they went in the opposite direction—a sign with both a please and a 
thank you. But the best thing here is the fact that they placed signs on the door 
instead of slide bolts or other locks. The exit device is always operable.
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LABELED DOOR
Vacation door #3; this time from overseas. Visiting 
a supermarket in Europe, I checked out this inter-
esting exit door, leading up from the basement. 
A little obscured, but not too bad. I then went to 
check the edge of the door for a fire label. I didn’t 
find one, but I did see this great inspection label. 
Bravo fortissimo!

EXIT DEVICE PROTECTION 
I love New York (no surprise there), but not for the reason most folks adore 
the city. I love the spirit of innovation. Here we have elevators from a loft 
building butting right up to the exit doors. Clearly the freight movers were 
destroying the doors and exit devices, so look at the protection added onto 
both doors. The one on the inactive leaf was especially constructed to fit 
inside the elevator bay. Necessity is the mother of invention.

 DOOR STOP 101
Nothing catches my eye as quickly as a door stop on the bottom 
of a door with an exit device. Sure, there might be times when 
this is an acceptable piece of hardware performing an important 
function. But it didn’t take me long to open the door to see if the 
stop was code compliant. The label on the edge told me it wasn’t.

By the way, this photograph was taken in a room where a major 
life safety code issue was being discussed. The room had more 
than 30 code officials, fire marshals, inspectors 
and others charged with ensuring the 
public’s safety and security.
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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.

 FOLLOW THE TRAIL
Securing doors in the means 
of egress in retail spaces 
frequently means lots of sig-
nage to keep customers from 
going where they shouldn’t. 
Once I passed the clothes rack 
blocking one of the doors, I saw 
the clear signage and maglock 
release exit bars on the double 
acting doors. So far, so good. I 
decided to peek through and 
look at the exit door. That’s 
where the safety trail ended.

OVERARCHING ISSUE 
Arched doors are beautiful. This pair, with the beautiful crossbar surface vertical rod exit 
device, mounted on carefully created wood fillers, fits in beautifully in the university chapel 
where they are installed. The need for added security has resulted in the addition of elec-
tromagnetic locks to the doors, as well as door closers. It’s sad how the aesthetics of the 
opening are disturbed by the addition of the non-matching components. Even worse, the 
exit devices do not contain 
switches to release the electro-
magnetic locks, so a request-to-
exit button is mounted to the 
right of the opening.

There are ways to mount elec-
tromagnetic locks in an attrac-
tive manner. We do recognize 
that quite often they are used  
as retrofit items during an 
access control system installa-
tion. Let’s remember that there 
are ways to do it right, typi-
cally when the door hardware 
folks run the ball instead of 
the security side of the street. 
(Hey readers, how about some 
photos of great installations?)

EFFICIENT SIGN? 
This summer’s vacation included a trip to a 
fantastic mansion and plantation. We visited 
the old quarters and I noticed the chain across 
the opening. I thought I had a nice violation 
to photograph, but the sign above clearly 
indicated this was not an exit. However, the 
sign did not stop the kids from running under 
the chain and doing what seemed entirely 
logical. The sign was superfluous. 
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Akron Hardware has carried SARGENT products since 1998.  Our history 
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SOLUTIONS.SOLUTIONSSOLUTIONS
P0WERFUL.
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to provide the right level to provide the right level 

of security at each opening.  of security at each opening.  

And, these locks never And, these locks never 

compromise on durability, compromise on durability, 

strength or style.  strength or style.  Call 

Akron Hardware Akron Hardware for the quality 

products from SARGENT.  products from SARGENT.  

800-321-9602  •  www.akronhardware.com/sgd

Orders placed by 5:00 p.m.
ship the same day 

24/7 Online access
via Akronline

Five nationwide
distribution centers

Knowledgeable staff
answers your questions
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My last column in this space covered how to grow your business with 
new customers—people you are not currently working with. This 
piece will review some simple techniques on increasing revenue by 
selling more to your existing customers. 
Ironically, you are much better at the latter than the former. I know, 
because I’ve talked to many of your association’s members in-depth 
about their company, customers, challenges and opportunities. I 
know that for most of you, the vast majority of your sales come from 
existing customers placing repeat orders. 
This is a good thing because it means your products and services are 
excellent—more than good enough for people to come back to you, 
again and again, year after year, decade after decade. 

By Alex L. Goldfayn

D ID  YO U  
K N O W ?
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However, here’s a fascinating finding: I asked my speech 
audiences and clients what percentage of your overall prod-
uct and service offerings is your average customer aware 
of. That is, of everything that you sell, what percentage are 
customers aware of, on average? 
The answers came in at around 25 percent. Which means 
that these wonderful repeat customers don’t know about 
three-quarters of what you offer!
So, yes, you do a wonderful job keeping customers coming 
back. But they could be—should be—coming back for so 
much more. Here are three ways you increase your busi-
ness with your existing customers: 

1.  Ask Them The “Did You  
Know?" Question

This is a simple, fast, no-cost technique that should imple-
mented company-wide. As a matter of system, ask every 
customer you talk with the following question: “Did you 
know we also do (or make, or provide) x, or y, or z?” 
The product or service you choose to tell them about 
should complement either what they are already buying 
from you, or solve a problem you know they may have. 
Select something they probably don’t know about. They 
will probably say, “No, I didn’t know.” 
Your reply: “Would you like to spend a few minutes talking 
about that now, or should we schedule something on 
Monday or Tuesday? What’s better for you?” 
People often point out that this is a sales-oriented market-
ing technique. Nearly all of my approaches revolve around 
pragmatically increasing your revenue. 
You can ask your customers this questions as a “by the 
way” during a larger conversation. Or, you can choose to 
pick up the phone and call a customer for 10 minutes to 
discuss this. Schedule drinks around it, or golf, or whatever 
you like to do. 
I don’t care how you do it, or when you do it. I only care 
that you do it. Because if you implement this approach, 
your business will grow. It will have no choice. 

2. Build Your Lists Aggressively
Create a list of everyone you’ve ever worked with. Go 
back to emails, orders, invoices, and whatever records you 
keep. Ask your customer service and sales staff to do the 
same. Build a list with which you can communicate. Add 
everybody into a spreadsheet, because that’s the simplest 
solution, and the simplest approach is always the right 
approach. 
If your list isn’t growing, your business probably isn’t 
growing either. If you have this already, great. Move on to 
the next activity. 

3.  Categorize Your List of Customers
Add some columns to your spreadsheet: 
 ö Customer Past/Present — so you know if you’re work-

ing with them currently or previously.
 ö Company size — because you can talk to a sole pro-

prietorship differently than a publicly traded firm. 
A 20-person startup has different concerns than a 
mid-market closely-held family business. We probably 
know some of these concerns. It’s our job to address 
them in our marketing.

 ö Business type — because, once again, we can market to 
restaurants differently than medical offices, and land-
scape businesses have different issues than retailers. 

Create your own categories. The goal is to be able to quickly 
and easily select a group of your clients and address them 
directly with value that’s relevant and specific to them. 
That’s good marketing. 
Then, be sure to communicate value to the customers on 
these categorized lists regularly and consistently. Every 
two weeks is not too often. 
You’re leaving money on the table with your current cus-
tomers. Why not take it off the table and deposit it into your 
bank account? 

ALEX GOLDFAYN is the CEO of the revenue 
growth consulting firm The Evangelist Marketing 
Institute. These approaches are described in-depth 
in his new book, The Revenue Growth Habit: The 
Simple Art of Growing Your Business by 15% in 15 
Minutes a Day. To learn more, go to  
www.evangelistmktg.com. 
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Shelf Life

PURCHASING/
INVESTING 101

By Danah Head

Do you know what really happens in 
your purchasing department? What 
are those positions called? Are they 
just buyers buying all day?  Maybe 
they’re just purchasers purchasing? 
Sounds a little like a children’s rhyme, 
but in reality, the buyer or purchaser 
is truly an investor. 
I ask this because these staffers are 
investing the company’s money into 
saleable goods that will allow the 
company to stay competitive and 
grow. Why are these important people 
titled only as buyers or purchasing 
agents? Shouldn’t they be called inves-
tors? See what you think after reading 
this article.

SCENARIO
Jill works in purchasing; she comes to 
work and answers emails for an hour. 
She then goes into her Enterprise 
Resource Planning (ERP) to make 
buying decisions. Jill will use the 
ERP to create a line-by-line report by 
“highest usage” items in her Stock 
keeping Unit (SKU) group. This 
means when a line item is eligible to 
be purchased, she will then have to 

cut a Purchase Order (PO) and send it 
electronically to the supplier. 
This set of decisions can take most of 
her day because during this time she 
will also be answering emails as well 
as fielding calls from sales, warehouse 
and suppliers. She uses her tried and 
true Excel spreadsheet that has been 
handed down through the years from 
buyer to buyer to cross reference and 
log purchasing data. She must also 
deal with branch transfers and emer-
gency order requests from sales, on a 
tight timeline. Then she has to decide 
how that purchase will forecast. 
Worse, if she had planned for it better, 
would there have been a stock out? 
During her day, Jill will also take 
phone calls from suppliers who want 
to know what next season looks like. 
The suppliers may also call to tell her 
about sales opportunities, closeouts or 
changes in a product mix. 
Jill has only been with the company 
for a few years. The company has used 
the current software for five years 
now. The person who trained Jill to 
use the software was not fully aware 
of all the internal functions that the 
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software allowed for because they 
were not trained effectively. During 
her tenure, Jill has become accustomed 
to using the ERP, as everyone else 
in the department does, even if that 
means her use is disjointed. The only 
difference between she and the other 
buyers is what she buys, and not how 
she buys it.
By now, Jill has had a busy day. She is 
using technology inefficiently while 
putting out fires in every department. 
She is at the beck and call of every 
supplier she deals with and has cut 
multiple POs for the same company all 
day. Despite the hurdles, there is hope. 
Here are a few ways Jill and your com-
pany’s investor can be helped:

Software 
Investigate what “workarounds” your 
purchasing department is currently 
using. Next, find out when the last 
time a software audit was performed 
by the software company. If it has 
been between 12 and 18 months, this 
is a good time to have them come out 
to evaluate what’s working and what’s 
not working for your company. A 
simple software update could allow 
Jill to stop using the Excel spreadsheet, 
which likely contains errors, and to 
start using the software that was de-
signed for mitigating those errors.

Supplier Management
Perhaps Jill is too overwhelmed with 
the information from the suppliers 
that she works with to make really 
good investment decisions? Jill should 
have half, or even one full day, to eval-
uate suppliers and make sure that she 
is making good purchasing decisions 
with them. Are there duplicate sup-
pliers, special sales or discounts she 
should fully evaluate before cutting 
a PO? If Jill is doing this on the fly or 

making a note, and forgetting to come 
back to it, she is not able to use this 
information thoughtfully.

Time Management
Ever heard the saying, “If everything 
is on fire, nothing is on fire.” This say-
ing is very true for Jill and her ability 
to prioritize emails and to-do lists. 
These tasks are paramount to her abili-
ty to do her job well. The questions to 
ask are: What defines an emergency? 
Who decides what’s on fire?  When is 
the appropriate time to extinguish a 
fire? Should there be so many? 
Every buyer has his or her way of 
“firefighting,” but the truth is buyers 
cannot make good decisions while 
being inundated with constant attacks 
of high alert after high alert. Help 
buyers decide where their time should 
be spent every day and eliminate so 
many external stressors on their time. 

Purchase Order Reduction
In this scenario, Jill is looking at her 
data in a passive way by not deter-
mining what needs to be purchased 
via supplier only. She is looking at 
data based on highest volume. This is 
a fine way to look at the data; howev-
er, compiling each line into supplier 
by supplier purchase would be more 
efficient. Not only will Jill reduce the 
number of purchases made but also 
the cost to process said purchase or-
ders will reduce for the supplier. Jill’s 
supplier will surely thank her once 
they can process a single, large order, 
all at once rather than in multiple 
small orders. 

Return on Investment
Buyers are tasked with spending the 
most money of any one department. 
Purchasing has a direct effect on net 
margin and cash flow. Could your 

purchasing department benefit by 
having someone who is strictly dedi-
cated to running reports and distrib-
uting information? 
If such a person existed in her compa-
ny, Jill would know what product was 
the best bang for her company’s buck 
on every purchase. This would be a 
much more efficient way for her to 
spend her time purchasing. A spe-
cifically allocated report person can 
make sure that the buyers/investors 
have all pertinent data at their finger-
tips. Imagine if Jill already had gross 
margin return on investment, turns, 
hits, and other reports that she could 
reference immediately! 
Do you really know what goes on 
in your purchasing department? 
Investigate ways to streamline daily 
tasks and decisions. Help your team 
decide what is important and what 
can wait. Hire a reports person who 
can decipher what information is im-
portant to the buyers. Now ask your-
self; are your buyers just buyers, or are 
they investors? Even one of these ideas 
can go a long way in creating an atmo-
sphere of accountability and informed 
decision making in your purchasing 
department. If you need help or have 
any questions, send me an email and 
ask! danah@distributionteam.com 

DANAH HEAD is an 
Executive Advisor for 
The Distribution Team. 
She holds an MBA in 
Technology Manage-
ment for Supply Chain, 
and a master’s degree in 
Adult Education and 
Corporate Training. 

While pursuing her education, she worked in 
different purchasing and supply chain roles 
within the manufacturing industry. She can be 
reached at Danah@Distributionteam.com. Learn 
more at www.thedistributionteam.com.

DO YOU REALLY KNOW WHAT GOES ON IN YOUR PURCHASING 
DEPARTMENT? INVESTIGATE WAYS TO STREAMLINE  

DAILY TASKS AND DECISIONS. HELP YOUR TEAM DECIDE  
WHAT IS IMPORTANT AND WHAT CAN WAIT.
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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.

www.dhi.org/FindAProfessional


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.

Q U O T A B L E

“During 2014, a decrease in the 
amount of citations within the 
relative Life Safety Standards has 
helped to move standards related to 
barrier management further down 
on the Top 10 list. There is still a need 
to increase awareness of this issue on 
a local chapter level.”

Jonathan Flannery, 
ASHE Senior Associate Director of Advocacy 
Learn more about the Door Security & Safety 
Foundation’s role in Barrier Management 
Symposiums on page 30.

3313PEOPLE 
VIEWED ONE OF DHI’S  

16WEBINARS  
OFFERED IN 2015

As 2015 winds down and we get ready to  
celebrate the new year, here are some  
numbers that show the impact that DHI has  
had on our members and our industry this year:

HELLO MY NAME ISHELLO MY NAME IS

251 N E W D H I  
MEMBERS  
I N  2 0 1 5

authors contributed to  
Doors & Hardware in 2015.  

Interested in writing for us in 2016? 
Email DGable@dhi.org.

91
3 4 5 6
PEOPLE ATTENDED A DOOR SECURITY 
& SAFETY FOUNDATION PRESENTATION
Want to bring a DSSF presentation to your facility?  
Email pbaillargeon@doorsecuritysafety.org.


Industry professionals 
received a DHI certification, 
including AHC, CDC, EHC, 
AOC and FDAI35

1298 students took advantage of 
DHI education. Want more 
info about 2016 offerings?  
Email education@dhi.org.

STUDENT BREAKDOWN 
 U.S. Technical School students: 335

 Canadian Technical School students: 130
  Online Instructor-Led students: 105
 Online Self-Paced students: 728
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Classified
PROJECT MANAGER

Cincinnati, OH – A great place to live, Cincinnati was just ranked in the top 10 
cities out of 106 for how far your money goes. The city where opening day for 
baseball is almost a holiday. The city where a line is drawn between Gold Star 
vs. Skyline Chili. The Queen City really is a great place to live.

We are a roll-up-your-shirt-sleeves, high energy company.  We are looking 
for a professional project manager to run Division 8 (doors and door hard-
ware) projects.  

Successful candidate should have a minimum of five years’ experience in the 
door hardware industry.

Skills & Qualifications required:
 » Construction Qualifications
 » Excellent communication skills
 » A positive and enthusiastic approach to work
 » Good organization skills
 » Ability to work well under pressure
 » Computer skills
 » Proficient with Comsense software (preferred)

Competitive base salary, incentive program and benefits will be offered to 
the successful candidate. We can provide assistance with moving expenses.

Please submit resume and salary requirements to:  
info@erlangerhardware.com.

In Memoriam:  
James W. Ageton, DAHC
James W. Ageton, DAHC, 80, passed away Oct. 
14 in Sioux Falls, S.D. After serving in the U.S. Army, 
Jim began working part time at Builders Supply 
Company while attending college. Following grad-

uation, Jim spent his entire career with Builders Supply, becoming a partner 
and later company president, and retired in 1996. Jim was also very involved 
with DHI and served as President in 1991-92. 

He was a life-long member of First Christian Church and was also active in 
Siouxland Lions. Jim was preceded in death by his wife Bonnie, with whom 
he raised three daughters. Jim was a loving father, supportive and nurturing 
grandfather and enthusiastic great-grandfather. 

Known for his gentle spirit and positive outlook, Jim enjoyed being around 
people, serving his church, traveling to places near and far, and reading. 
Memorials may be directed to First Christian Church, Sioux Falls, S.D.
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Improving the  
Member Experience By Sharon Newport

By now I’m sure you have read this issue from 
cover to cover, so allow me to close the last issue 
of 2015 just how it began—by sharing more 
about the new DHI!
On page 4, my colleague Steve Hildebrand, FDHI, 
illustrated the importance of creating a new sense 
of pride for the industry as we evolve our brand, 
and with that should also come new experiences. 
Your online experiences with DHI should reflect 
the seamless, mobile-friendly experiences we 
have all grown accustomed to in this day and age. 
We now have a three-year strategic technology 
plan that you will begin to experience in 2016.
We are in the process of upgrading our CRM 
(customer relationship management) databases 
and converting to an ERM (enterprise relation-
ship management) system. We want your entire 
experience with DHI to be easily accessible and 
user-friendly, so we are also building a new 
website, with a responsive design for displaying 
on any device. You will be able to seamlessly 
view your profile and your transcript, purchase 
courses, publications, products and services, reg-
ister for DHI conNextions, search for industry 
professionals, and contribute online to the Door 
Security & Safety Foundation, all from your 
mobile device or computer. 
We are revisiting our learning management 
system to improve your online education expe-
rience, including more bite-sized content such as 
webinars. Together with the new ERM, you will 
be able to track your education or certification 
progress as well as your CEPs.  
Another important aspect of the member experi-
ence is in our membership offerings. Our current  
“one size fits all” approach, with only one option 
for individual membership and one for corporate 
membership, prevents us from engaging more 
people in the industry, and that needs to change. 

What you get, how much you pay, and how 
many people you can include as true members  
of DHI who get this magazine, needs to grow. 
But we must first increase the number of mem-
bership options.
Your membership experience isn’t just on-
line or in your office; it’s in your hometown. 
Networking with your colleagues, taking local 
education that is affordable and convenient, 
even volunteering or becoming a local lead-
er—sounds like a chapter experience, right? We 
know that many of you aren’t well served on a 
local level due to being too far away from the 
epicenter of your chapter, or not having an active 
chapter at all. 
Earlier this year, we created a Chapter Leadership 
Committee and Chapter Advisory Council to 
step back and help us create solutions. After 
much work, they will propose a new and fresh 
approach to the Board of Governors in 2016 aimed 
at helping all members have a better local expe-
rience. This is not just your Dad’s DHI; we need 
new, younger people, as well as seasoned indus-
try veterans, to grow with DHI. We foresee that 
thriving chapters will be able to continue to func-
tion as they do today, if they choose, but we want 
more people to be better served at a local level, 
and it’s our responsibility to make that happen. 
While we can’t be all things to all people, we 
know there is a great deal of improvement 
we must achieve, and we will. The Board of 
Governors, along with many volunteers from the 
industry, came together and created an exciting 
strategic plan that started in 2012, with five fu-
ture visions that are to be achieved by 2017. After 
several years of building and planning, we can’t 
wait to reveal, layer by layer, the new DHI.

SHARON NEWPORT is Director of Operations for the  
Door and Hardware Institute. She can be reached at  
snewport@dhi.org. 
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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.
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