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Go BiG or Go Home!
By Barry t. shovlin

my how times flies! i recall like it was yesterday drafting 
my first article as the new DHI President. It was my 
objective at that time to develop and receive board of 
Governors' approval for launching a new certification 
scheme supported by a transformation of our educational 
offering to the industry, as well as a hard look at our mem-
bership structure. The strategic plan was focused on these 
areas and we needed to move fast!

This was a tall order for one year, but the good news is 
that we not only met these objectives, but we exceeded 
my expectations!

I want to thank the industry for the support they 
conveyed to me personally on the cancellation of the 
baltimore show. I was warned by my immediate prede-
cessor, Mark Lineberger, that there would be surprises 
during my term that I could not imagine—he wasn’t 
kidding!

I have spent my entire career in this industry and have 
always enjoyed it, but after the reaction and support 
received on this decision, I truly understand why this 
industry is so special!. The people in our trade truly care 
and are extremely generous. 

Early in my year, many members expressed the need for 
DHI to evolve into a more relevant organization. The mes-
sage: DHI is perceived as their “fathers’ organization,” and 
although a great legacy to be very proud of, the industry 
has evolved and DHI needs to change to become more 
pertinent to the profession it serves today. 

We also learned that our membership structure, options 
and pricing are not foremost on their minds, but rather 
the value proposition of our core programs is what mat-
ters most. Invest in education and certification programs 
and the membership solutions will take care of them-
selves, we were told. At times it appeared that our survival 
was dependent upon investing in these initiatives and the 
solutions needed to be bIG and bOLD. 

This feedback required the staff and leadership to step 
back once again and determine whether the changes 
we presented to the board at our summer meeting were 
really big and bold. The commitment made last year 
to become an organization that provides education 
throughout one’s career, not just to earn a credential, was 
a critical shift in our mindset.

In addition, the changes introduced in our education, 
such as the twice monthly webinars and new prerequisite 

policies, had started to deliver on this commitment, yet 
the momentum needed to build at a faster pace. The cre-
dentialing model presented to the board in August was 
certainly big and bold and challenged them to make a 
substantial investment of resources to complete; but was 
that enough?

What about our technology? Is it progressive or is it our 
father’s technology? And our brand—is it relevant? If 
we were to start with a clean piece of paper today, what 
would we look like? In the spirit of “go big or go home,” 
we decided to tackle all of these items and leap forward 
toward relevancy. It would be a big investment of time 
and resources, but was actually a fairly easy decision to 
make. What it requires is the understanding that mem-
bers don’t really care about the amount of funds we 
have in reserve, but they do care about the programs 
they receive. Now it’s time to invest our resources in our 
programs to become relevant. The board embraces this 
mindset and the results will be announced over the next 
few months.

Our staff has led this commitment every step of the 
way. They have met with our members, communicated 
clearly the need for change, and outlined the necessary 
investment. I have been involved with DHI since 2000 and 
have always been impressed with our team. However, the 
management team that is in place today is of a very high 
caliber and the culture of continuous improvement drives 
their day-to-day activity.

Over the next several months, you will be amazed and 
excited about the new DHI. I want to thank the entire DHI 
membership for affording me this amazing opportunity to 
represent you, the board of Governors and staff for their 
incredible hard work and dedication to our industry. Most 
importantly, I want to thank Masonite International and 
our leadership team for their support over this past year. 
Wearing two hats can be very demanding and requires a 
lot of support to do so successfully. I was very fortunate to 
have their overwhelming backing and encouragement. 

Lastly, I want to welcome bob Maas as DHI President. 
I’ll be very excited to see DHI continue to execute our 
strategic initiatives. We will continue to be bold in our 
commitment to deliver value to our membership and 
advocate our credentials and expertise in advancing life 
safety and security.  
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Faces

dHi mEmBEr sincE: 1987 (I believe that is when I took 
my apprentice exam)

occupation: Owner and Vice President, business 
Development 

cHildHood amBition: Professional baseball player

First joB: bagging groceries

wHat lEd you to our industry? My best friend 
from college worked with a distributor and recruited 
me. I owe him a lot for getting me into this industry.

proudEst proFEssional momEnt: Receiving the 
“best boss Award” (along with my business partners, 
though we really don’t consider ourselves “bosses”) 
from all of the people at HMF Express on the first anni-
versary of the re-birth of the company in 2006.

BiGGEst cHallEnGE: The work/life balance that we 
all face in this demanding industry. 

Guilty plEasurE: I love to find those hidden gem, 
unexpectedly tasty restaurants.

FaVoritE BooK/moViE: Field of Dreams. My dad 
threw a baseball with me and I throw with my son. End 
of that movie gets me every time!

mEntor/HEro: I was lucky to have two of the best 
in the business take an interest helping me learn this 
industry: Jack boardman, AHC, and bruce barber, DAHC. 
They both invested a great deal of time, energy, and 
emotion into my professional and personal develop-
ment. It is in their honor that I now spend a great deal 
of time paying that debt forward by teaching and 
creating learning opportunities for the people now 
entering and learning this industry.

BEst adVicE you EVEr rEcEiVEd: What you do 
today is important, because you are exchanging a day 
of your life for it!

BEst adVicE you nEVEr rEcEiVEd: be fair and pro-
fessional with everyone in the business, including your 
competitors. Your career lasts a long time, and your 
friendships and reputation are vital to your success.

How Has your inVolVEmEnt witH dHi  
supportEd your carEEr Goals? Serving on the 
N.C. Chapter board of Directors (currently President) has 
been another great way to foster education to those 
who are willing to work to take advantage of the oppor-
tunity. We have offered five DHI classes here in North 
Carolina. I feel we owe it to those who took the time 
to educate us to “throw the rope back over the fence” 
and provide for the education of our newer peers in this 
industry. bringing in-state education to North Carolina 
through the chapter was our number one chapter goal 
and my number one personal goal as well.  

Do you know a DHI member  
you would like to nominate  
to be spotlighted in Faces?
Submit your nominations to Paige Horton  
at phorton@dhi.org, and we’ll take  
care of the rest!

Steve Adams
HMF ExPRESS
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with its sleek, glass-sheathed form, 
the 62,000-square-foot luxury high-
rise apartment complex at 500 Lake 
Shore Drive in Chicago is a sight 
to behold. It offers awe-inspiring 
views of majestic Lake Michigan, the 
Chicago River, and the breathtaking 
city skyline. While that alone might be 
enough to appeal to renters, what’s on 
the inside makes the complex particu-
larly attractive to residents who want 
an exceptional living experience. 
All units, from studio apartments to 
spacious penthouses, are equipped 
with floor-to-ceiling windows, custom 
kitchens, wide-plank floors, and open 
floor plans to expand the versatility of 
smaller spaces. 
Amenities include club rooms, a 
business center, movie room, library, 
landscaped terrace with a pool, 
cabanas and a fire pit; and 24-hour 
lobby concierge service. In addition, 
a full-service pet facility, café and 
fitness club are located on the ground 
floor within the mixed-use facility. 
In both design and construction 
of the complex, every last feature 
and component were selected with 
careful consideration of their impact 
on aesthetics and energy efficiency, 
as well as their ability to fulfill the 

functional needs of staff, renters and 
guests. Developer Related Midwest 
and architectural firm Solomon 
Cordwell Buenz focused on creating a 
sense of openness and natural light in 
every rental unit.
The complex has achieved LEED Gold 
Certification, demonstrating that in 
addition to the luxurious living it pro-
vides to its residents, it was also built in 

the interest of sustainability and sensi-
tivity to its impact on the environment.  
With both the product line to help 
meet the design and LEED require-
ments and the expertise to fabricate 
the custom east and west entrances, 
DORMA was selected to provide and 
install the main doors for the project. 
According to Bradley Schnee, AIA, 
Associate Principal at Solomon Cordwell 
Buenz, “DORMA had the product 
range to handle both the sliders and 
revolving door in the styles desired.”

A High-End Challenge
The primary design challenge pre-
sented by the architect was the need 
for a complex solid metal entrance and 
vestibule on the west entrance—an 
area with vertical walls that have a 
slight radius/bowing on each side.
The metal that Solomon Cordwell 
Buenz specified for the east and west 
entry areas necessitated something 
more than a standard solution. Also, 
both the west and east entrances have a 
specific subway tile pattern that needed 
to be carried through in the solution.

A Sophisticated Solution
DORMA began by building a se-
cure sub-frame assembly that would 

LuxuRy COMPLEx 
at 500 Lake Shore Drive,  Chicago

DORMA Revolving and Sliding Doors Achieve 
Aesthetic, Energy Efficiency and Functional Objectives
By angus macmillan

In both design and 
construction of the complex, 

every last feature and 
component were selected 
with careful consideration 

of their impact on aesthetics 
and energy efficiency, as 

well as their ability to fulfill 
the functional needs of 

staff, renters and guests.
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allow them to clad the metal used in 
the building to the sub-frame. That 
achieved maintaining the specific 
subway tile design while meeting all 
other requirements.
Because it was on a radius wall rather 
than a flat wall, each piece had to be 
individually cut and rolled. For the 
custom vestibule entrance on the west 
side, the architect wanted minimal 
metal in the door area, so they chose 
DORMA’s ESA Fine Frame (ESA 400 
automatic sliding door). In addition to 
its aesthetic appeal, it also provides 
excellent weather sealing qualities. 
“The sliding doors needed to be as ‘all 
glass’ as possible,” says Schnee. “The 
ESA 400 had an aesthetic to achieve 
this—slim stiles and rails. Plus the 
versatility in the mechanical housing 
allowed an integration into the over-
head cladding structure.”
The architect wanted the header and 
carrier for the sliding doors to be con-
cealed within the solid metal vestibule 
structure. The entrance was designed 
to conceal the headers and create 
access panels that would allow for 
installation and service of the doors. 

The automatic sliding doors on the 
west entrance meet not only the de-
sign and structural requirements, they 
also allow residents to enter and exit 
the building with ease when carrying 
luggage, toting groceries, or walking 
their pets. 
At the east entrance, the Crane 4000 
Series Manual Revolving Door was 
selected for its sophistication and 
exceptional functionality. With the 
east side of the building at 500 Lake 
Shore Drive facing Lake Michigan, it’s 
prone to a lot of wind. The Crane 4000 
allows for easy access in and out of the 
building with minimal air infiltration. 
By smoothing the flow of traffic in 
and out of the building and provid-
ing good airflow seals, the revolving 
door helps maintain the temperature 
indoors. That delivers energy cost ef-
ficiency during both the frigid winter 
months and when things heat up in 
the summer.
Both the aesthetic, functional, and 
environmental aspects of the entranc-
es were of the utmost importance on 
this project. With the ESA Fine Frame, 
the Crane 4000 Revolving Door, and 
custom fabrication and installation, 

access areas were created that uphold 
the sophistication of the complex 
while providing ease of use and con-
venience to residents and guests.
Schnee shared that beyond its prod-
ucts to fulfill the complex’s design 
needs, DORMA also provided indis-
pensable expertise and exceptional 
customer service essential to the 
project’s success.
“The DORMA team was brought in 
early with the general contractor and 
owner to explain their products, review 
the design and consult on custom 
changes to our drawings. The team also 
helped address the owner’s questions 
regarding security controls and long-
term maintenance. The responsiveness 
of this team and back and forth dialog 
helped us finish the design more accu-
rately and speed up the shop drawing 
submittal and approval process, which 
eased overall construction."  

anGus macmillan is National Sales 
Manager for DORMA USA, Inc. He can be 
reached at angus.macmillan@dorma.com.
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One-Of-a-Kind dOOrs 
ACCEntuAtE GOtham West’s 
OriGinal aPPrOach tO 
hOusinG, dininG and retail 

By mark Graves

cultivating a trendy, desirable destination 
in New York City is a challenge felt by many 
developers looking to leave an unparalleled 
impression, all while making a profit on their 
investment. In New York’s hottest neighborhood 
— Hell’s Kitchen — a new apartment complex 
and marketplace has exceeded all expectations. 
Taking up almost an entire city block in the Hell’s 
Kitchen neighborhood, New York City’s Gotham 
West opened its doors to tenants and patrons 
alike. The luxury development features a 31-story 
tower with 698 rental units; three smaller  
mid-rise buildings with 540 affordable housing 
rental units; and Gotham West Market, a 10,000 
square-foot retail and dining destination. 

When developing a hot spot such as Gotham 
West, the goal was to create an impressive tone 
while ensuring durability, and a lot of its success 
came down to the planning, layout and materi-
als selected. Gotham Organization, the develop-
er on the project, boasts 80 years of service in the 
building and construction industry in New York 
City, and has had their eye on the property for 
quite some time—40 years to be exact. 
Looking to transform New York City’s land-
scape, Gotham Organization conceived the 
idea for Gotham West in the 1970s. At that time, 
warehouses and factories occupied this patch 
of the Hell’s Kitchen neighborhood, but the 
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When developing a hot spot such as Gotham West, the 
goal was to create an impressive tone while ensuring 
durability, and a lot of its success came down to the 
planning, layout and materials selected.

Gotham Organization saw the area as 
something more. However, battling 
the financial setbacks of the ‘80s and 
‘90s, along with rezoning issues, set 
back the production. 
With the project almost 40 years in the 
making, Gotham West came into frui-
tion and opened its doors in the fall of 
2013. Commissioned by the Gotham 
Organization, this new apartment 
building and marketplace has met 
the goals to expand living options in 
the city, especially affordable housing 
opportunities. 
The project team consisted of architect 
SLCE Architects, installer MacKenzie 
Door Company, ornamental metal 
company Enterprise Architectural 
Sales, Inc., developer Gotham 
Organization, Inc., and builder 
Gotham Construction Co., LLC,  
all of New York City. 
The resulting destination between 
West 44th and 45th Streets and east of 
11th Avenue is a first of its kind rental 
building with a day-to-night market, 
luxury apartments, and affordable 
housing succinctly in four buildings. 
The varying heights and sizes of the 
buildings in the development add a 
contemporary look to the busy skyline.
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Gotham West’s marquee entrance 
consists of two custom balanced doors 
from Ellison Bronze; both single nar-
row stile bronze balanced door units 
with a satin finish. A rich, dark statu-
ary (oxidized) finish was field-applied 
by Altus Metal-Marble-Wood of Long 
Island City, N.Y., to achieve the final 
appearance. The narrow stile design 
features tempered glass construction, 
containing a top and bottom rail 
that secures the glass to the hinging 
mechanism. The balanced doors also 
feature a transom and sidelights.
Ellison Bronze also provided the 
bronze surround for a revolving door 
and a fixed window frame. Ellison 
representative MacKenzie Door 
Company contracted with Enterprise 
Architectural Sales to furnish and 
install Ellison balanced doors, fixed 
framing and a 35 foot-long fixed win-
dow lite at Gotham West.
The Ellison doors are located at 550 
West 45th Street, outfitting the main 
entrance to the 31-story tower with 698 
luxurious rental units. The doors open 
into a wood-paneled lobby, setting the 
tone for what Gotham West has to offer. 

The doors’ thin, decorative stile edges 
provide remarkable protection, pro-
viding a complete weather seal while 
allowing abundant natural light into 
the lobby to create a welcoming space. 
“For a high-end residential location 
like Gotham West, the main entry 
makes or breaks the first impression,” 
says Richard Shamenek, Project 
Manager of Enterprise Architectural 
Sales, Inc., the ornamental metal con-
tractor. “That’s why we chose Ellison 
doors for this marquee entrance. They 
are the very highest quality doors 
available, have a great look, and are 
easy to operate."
As a rental building, Gotham West 
features studio apartments, one-, two- 
and three-bedroom apartments along 
with 540 affordable housing options. 
Each unit includes an immense num-
ber of amenities, including a 24-hour 
doorman, outdoor courtyard, resident 
lounge, game room, demonstration 
kitchen and a rooftop terrace. 
What makes the Gotham West even 
more unique is its 10,000 square-foot 
day-to-night dining market. With high 
residential traffic and visitors to the 

“For a high-end 
residential location 
like Gotham West, 

the main entry 
makes or breaks the 

first impression."
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Gotham West Market, the unique de-
sign and solid construction of Ellison 
balanced doors creates that impressive 
tone while maintaining durability, 
which is necessary in New York City, 
and in a rental building with roughly 
1,200 occupants. 
Unlike conventional entry doors that 
are attached at the frame where the 
door user must pull the entire weight 
of the door leaf, an Ellison balanced 
door system’s construction and hing-
ing hardware allows for heavy doors to 
be opened with ease. A balanced door 
pivots at two-thirds the width of the 
door, creating a balance that distrib-
utes the weight so the door is easy to 
operate despite the added weight of a 
sturdy frame, door leaf, and balanced 
hardware. This true even against the 
significant building stack pressure of 
well air-conditioned high rises.
An Ellison formed-up door features 
a solid sub-frame, which is made of 
minimum .09-inch thick material. 
The external door skins are spot 
welded at close intervals to the inter-
nal channel components, yielding an 
extremely durable unitized construc-
tion. Balanced door systems satisfy 
aesthetic goals with excellent, breath-
taking craftsmanship. 
“We have specified Ellison doors 
several times over. They never disap-
point,” adds Shamenek.
Ellison doors will stand up to high 
resident traffic and changing seasons 
as Gotham West welcome residents 
and patrons looking to get a taste of 
New York.  

marK GraVEs is president of Ellison bronze.

Doors & Hardware is always looking for 
informative, educational case studies that 
discuss new technology, new products 
and problem solving. Publishing an 
article in the only magazine devoted 
exclusively to the architectural openings 
industry establishes you and your 

company as subject matter experts. 
Authorship allows you to share best 
practices, gain peer recognition, and 
enhance communication among 
industry professionals.

Case studies are extremely popular 
with our readers. Companies are 

permitted three case studies per year, 
and product and company names  
may be used in the article.
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Editor Denise Gable at dgable@dhi.org.
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ACCESS & EGRESS SOLUTION #13

Retrofit Exit Devices for Access Control
SDC’s Quiet DUO™ LR100 Series Electric Latch 

Retraction Kit retrofits most brands* of mechanical exit 
devices. With higher voltage tolerance - up to 26.5 volts  

- and stronger pulling force, the LR100 provides  
quiet, low current a durability. When paired  

with other SDC access control components, 
compatibility is guaranteed!  

For details and specifications: SDCSecurity.com/Solution13
a 700mA Inrush, 200mA Continuous @ 24VDC
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6 WAyS TO MAkE HoSteD 
ACCeSS CoNtroL 
WORk FOR yOu

Think cloud-based security management 
systems for multiple efficiencies

By paul dipeso

the architectural opening has changed dramatically 
throughout the decades, especially over the last 
several years. Traditional locking mechanisms 
are increasingly replaced with robust access con-
trol. Workhorse magnetic stripe, while still used, 
is no longer a secure environment and easy to 
duplicate, with the preferred options proximity/
hands-free, smart cards, biometrics and wireless 
locks, especially as price points continue their 
downward tumble. There’s a different ‘flavor’ 
of access control for every customer, allowing a 
custom specification expertly tailored to meet 
the challenges and pain points of the user. 
One of the most effective, flexible and secure ways 
to manage access control today is in a hosted 

environment. Hosted access control includes 
robust data security in its delivery mechanism 
and provides automatic back up and redundancy. 
It yields physical security integration and oper-
ational efficiencies for better management and a 
lower total cost of ownership (TCO). 
Cloud-hosted access control is a Software as 
a Service (SaaS) model, meaning the database 
sits in a cloud like Amazon Web Services. This 
brings true economies of scale and the ability 
to manage anything from a four-door site to an 
enterprise system crossing multiple facilities 
adeptly and without escalating tiered costs. 
The basic premise of SaaS is that it’s delivered as 
a service. There’s nothing the user needs to do to 
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experience new features and func-
tionality other than log in from a PC, 
tablet, smartphone or Web browser of 
choice. There are no software up-
dates or patches to install; it’s all done 
automatically. In addition, the most 
flexible types of cloud-based access 
control solutions allow SaaS to be 
administered on-premises or hosted 
off-site in a secure data center or cen-
tral monitoring station. 
Cloud-hosted access control lets 
specifiers, installers and users take 
better control of their security and 
configure it easily to the vertical 
market or facility. Here are six ways  
to make the most of it. 

1. Understand the technology  
and what it can do.

Specifiers, architects and contractors 
want to add value to the solutions 
they provide their customers to keep 
them long term. The solution that 
continues to add value is cloud-hosted 
access control. Cloud hosting is sim-
ilar to the way most people do their 
online banking, except in this instance 
its application is physical security. 
In a cloud-hosted access control 
solution, applications can be run at 
on-site servers at the customer loca-
tion or off-site and hosted in a secure, 
Underwriters Laboratories (UL)/
Underwriters Laboratories Canada 
(ULC) certified data centers. For cus-
tomers and integrators who just aren’t 
ready for SaaS and cloud products, 
the software can sit on a server in the 
user’s environment. 
Because these solutions can work in 
a LAN or cloud-based environment 
without an on-site server, the TCO is 
effectively lowered. Upfront costs are 
also lower because there is no need 
to purchase and install software on a 
server. The user can manage smaller 
monthly payments that move from 
what’s usually a large capital expense 
to a standard operating expense 
which can be easily budgeted. Because 
cloud hosting is not a traditional Web-
browser application where software 
resides on local, software-based 
controllers and servers it’s also safer. 

Software revisions and upgrades are 
automatically delivered and down-
loaded, so the user always has the lat-
est update without having to retrieve 
it themselves. 

2. Communicate the  
inherent security of  

the technology to the user.
Data security is increasingly in the 
news and some users may require 

additional education on why their 
data is safer in the cloud environ-
ment. The SaaS model provides 
valuable services with a substantial 
reduction in data risk to the user 
because of inherent safeguards.
It’s actually the connections to the 
outside world through traditional Web 
browsers, common in legacy access 
control and security systems, which 
promote tangible risk. The cloud is 
actually much safer than non-hosted 
environments. Cloud-based access 
control security management plat-
forms include layers of security in the 
technology as opposed to local soft-
ware-based controllers and servers. 
Two-factor authentication of 
cloud-hosted solutions is one way in 
which access to data is safer. Basically 
it means that the log in at the screen or 
connected device requires two separate 
and distinct methods of authentication. 
It starts with a password and log-in 
information and then adds biometrics 

Cloud-hosted access  
control lets specifiers,  

installers and users take  
better control of their  
security and configure  
it easily to the vertical  

market or facility.

CORBIN RUSSWIN?
OF COURSE.

You don’t even have to ask—we stock the exact Corbin 
Russwin product you’re looking for. Our inventory of 
ASSA ABLOY is the most complete in the industry, and 
includes all Corbin Russwin locks, keyways, exit devices, 
door closers and more.
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or an app like Google Authenticator 
which is built on RSA technology and 
can also be installed at no cost onto 
the smart phone. (RSA encryption is 
a public-key encryption technology 
developed by RSA Data Security.) In 
addition to two-factor authentication, 
cloud-hosted systems also use AES 128 
or 256-bit encryption.
Secure Sockets Layer (SSL) encryp-
tion is also something that by default 
almost all cloud-based solutions pro-
vide. SSL is a standard security tech-
nology for establishing an encrypted 
link between a server and a client. In 
addition, cloud-hosted access control 
systems also use IP Client or IP Server. 
IP Server requires in-bound ports; 
much like is needed for an IP video 
installation. However, the more secure 
method is IP Client, which uses out-
bound ports at the user’s site instead 
of inbound ports, which again, greatly 
reduces the risk of security breaches.
Finally, some hardware providers 
enable Transport Layer Security 
(TLS) encryption with a simple check 
box, and cloud-based manufacturers 
auto-negotiate the TLS encryption 
with the controller boards as they 
initiate contact with the server. The 

TLS Handshake Protocol allows the 
server and client to authenticate each 
other and to negotiate an encryption 
algorithm and cryptographic keys 
before data is exchanged.
Specifiers should also look for a 
product with Elastic Block Storage, 
meaning that multiple ‘write’ transac-
tions are provided and if the primary 
database goes down, that data would 
exist at another location and brought 
back online. A second layer of data 
redundancy is point-in-time recovery. 
If the user accidentally deletes records, 
it’s possible to revert back to a period 
in time prior to that deletion, in order 
to recover the records or information.

3. Use it to easily  
scale the solution.

Access control needs to be flexible, 
easy to maintain and scalable, start-
ing from one to four doors to enter-
prise class solutions with hundreds 
or thousands of doors. These tiered 
solutions allow customers to expand 
without costly jumps from entry level 
to enterprise solutions. When choos-
ing a cloud-based solution, select 
one that can grow infinitely. Cloud-
hosted access control is in most cases 

a platform that can grow to an unlim-
ited number of access points, limited 
only by the controller hardware’s 
specifics. These solutions are always 
represented similarly in the graphical 
user interface or software program no 
matter the number of users, so it’s a 
consistent platform no matter the size 
of the specification. Users, through the 
cloud, also can attain daily database 
backups, weekly off-site backups 
or other parameters depending on 
their needs and any regulations and 
requirements for data redundancy. 
Cloud-hosted access control permits 
quicker deployment, translating to 
less on-site disruption to the business 
or end-user’s operations.

4. Secure your future  
with attainable  

recurring monthly revenue.
Hosted services mean ongoing 
recurring monthly revenue (RMR) 
in the way of hosted and managed 
services and SaaS delivery. The inte-
grator or contractor can completely 
manage the service for the user at 
their location, with the client choos-
ing how much interaction they may 
want with the solution. 

Rapid Growth of SaaS 
(Software as a Service)

Market size for cloud services was $110.3B in 2012 and is expected to be $210B by 2016

NeW SoftWAre 
AppLICAtIoNS

85% will be delivered  
using a SaaS model

The SaaS market will be growing at roughly 

five times  the rate of the 
on-premise software market.

Source: Feenics

18      OCTObER 2015      doors & HardwarE



Sharing service is another level of 
managed service. The client has access 
to all software functionality housed in 
the cloud and can select which parts 
of the system they want to manage, 
such as databases, badging services 
and badge activation and deactivation. 
In a fully hosted service, the access 
control is stored and maintained by 
the integrator or VAR performing 
database monitoring and device audit. 
The customer can still administer the 
system from their choice of connect-
ed device, including desktop, laptop, 
tablet or smartphone. 
With the lower overall TCO, the user 
can now focus on their core compe-
tencies and subcontract all or parts of 
system management to the integrator 
or contractor who can bill monthly 
for these services. Less maintenance 
and service by the installation compa-
ny and online connectivity provides 
greater efficiency and profitability, 
with many routine tasks performed 
remotely without a truck roll or on-
site visit. Also, the installer doesn’t 
have to configure operating systems, 
databases and applications, adding to 
their productivity.

5. Ditch legacy and  
enter the new realm  

of system flexibility.
Legacy equipment isn’t the safest 
access control environment, but 
cloud-hosted access control can help 
this equation by integrating with most 
existing equipment and fostering 
use of the secure cloud environment. 
Cloud-hosted access control systems 
are often hardware agnostic and can 
be configured for communication with 
many legacy devices currently on site, 
so the user isn’t forced into a rip and 
replace scenario. The key is to choose a 
system that uses open field hardware. 
Also, the use of cloud hosting sets 
up the user to deploy a variety of 
multi-technology devices and periph-
erals. Cloud-based architectures also 
allow hardware from separate build-
ings on different networks around the 
world talk back to a single system.

6.  
Be future ready.

Cloud-hosted access control and 
physical security management puts 
you and your user in charge of 
the future. Cloud-hosted solutions 
deliver a lower TCO, customer cost 
predictability and superior facility 
management and flexibility. Data is 
protected from risk and backed up 
offsite in a secure location where it’s 
readily accessible from any Internet-
connected device. Software is up to 
date and delivered on demand or on 
schedule as dictated by the user, their 
needs, and the nuances of the facility. 
Services and operations are enhanced 
at the customer site and users also 
have hardware choices and the ability 
to integrate legacy equipment without 
expensive upgrades.
Open architecture cloud access control 
delivers a simple, comprehensive se-
curity solution that fosters overall reli-
ability, uptime and systems integration 

while moving away from the con-
straints of proprietary hardware.
Cloud-hosted access control allows 
installers and specifiers to move fully 
into the realm of managed services and 
attain tangible new streams of RMR. 
It’s the future of access control and the 
profitability of your business.  

paul dipEso is 
Executive Vice President 
of Feenics. He has more 
than 20 years of experi-
ence in the security 
industry, with 14 of 
those years at Honeywell 
in various roles as an 
RSM, business 

Development and Director, before becoming 
Vice President of Sales. In 2010, he was named 
Lenel’s Vice President of Sales, North America, 
following the acquisition of GE Security, and was 
responsible for integrating the two commercial 
sales forces. In January 2014, he became the 
business leader of Feenics in its launch to the 
integrator channel.

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

BEnEFITS OF uSInG 
SmArtpHoNeS 

 AS kEyS 
FOR HOTELS AnD  
OTHER HIGH-RISE  
FACILITIES

when starwood Hotels & resorts worldwide, 
Inc., rolled out its new mobile access solution in 
November 2014, the initiative demonstrated the 
many benefits of replacing keys with phones for 
opening hotel doors. It also showcased the value 
of this new access control model in any large, 
high-rise facility.
Starwood’s new system turns smart devices 
into trusted credentials that Starwood preferred 
guests can now use to open doors to their rooms. 
Based on ASSA ABLOY’s Mobile Access solution, 
Starwood’s SPG® Keyless Entry system takes ad-
vantage of Seos® technology, which also signifi-
cantly improves security as compared to earlier 
access card technology. 
The SPG system was initially deployed at 10 
of Starwood’s Aloft, Element and W Hotels 

across the globe, in markets including Beijing, 
Hong Kong, New York, Los Angeles and Doha. 
Starwood is rapidly expanding its SPG Keyless 
rollout and expects the capability to be available 
on 30,000 doors in 150 hotels by the end of 2015.
Hotels aren’t the only large facilities that can 
benefit from mobile access control. In October, 
HID Global, an ASSA ABLOY Group brand, and 
systems integrator Datawatch Systems created a 
demonstration suite at a high-rise office building 
in downtown Washington, D.C., where prospec-
tive tenants can view mobile access capabili-
ties very similar to those deployed at selected 
Starwood properties. 
Visitors wishing to see the demonstration 
are provided with a smartphone that can be 
used to enter and exit the suite. As part of the 

By julian lovelock

© 2015 Starwood Hotels & Resorts Worldwide, Inc. All rights reserved.
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demonstration set-up, mobile access is 
also integrated with other advanced 
building technology to showcase 
capabilities that are quickly becoming 
a competitive advantage for property 
owners and managers who want to of-
fer the best possible tenant experience 
leveraging mobile phones and other 
smart devices. 
For instance, every time a visitor enters 
the suite using his or her mobile device 
and ID, load requirements are analyzed, 
and the HVAC system and lights are 
adjusted accordingly. Departure of the 
last person triggers the control to turn 
off all lights. 
The introduction and accelerating 
implementation of mobile access initia-
tives like Starwood’s and the down-
town high-rise demonstration suite are 
among the most important industry 
developments of the past few years. 
The Starwood deployment has also 
validated the use of Bluetooth Smart 
as an easy to use connection solution 
for mobile access, enabling users to 
open doors either with a “tap” of their 
phone, or by rotating the device from a 
distance as they approach a mobile-en-
abled reader. 
The latter capability is enabled by HID 
Global’s “gesture” technology, which 
the company has piloted at organiza-
tions as well as higher education insti-
tutions such as Vanderbilt University. 
In the Vanderbilt pilot, participants 
especially appreciated the value of 
the technology for opening parking 
gates without having to roll down their 
windows. Vanderbilt participants also 
praised the efficiency and simplicity 
of using the mobile IDs, mobile access 
apps and mobile-enabled readers, and 
a credential management portal that 
simplifies mobile ID provisioning and 
revoking on a variety of mobile devices.
Using the same interoperable mo-
bile access product ecosystem as the 
Vanderbilt deployment, Starwood’s 
SPG Keyless Entry system similarly 
includes mobile-enabled locks and 
readers, mobile IDs, mobile access 
apps, and services for managing 
mobile IDs on the broadest possible 
range of mobile phones and other 

smart devices. SPG Members with 
Bluetooth-enabled phones can partic-
ipate in the program by registering 
their phone once, using the SPG app, 
and allowing push notifications. Then, 
to use their phones for access at an 
SPG Keyless hotel, SPG members first 
book a reservation and are then invit-
ed to opt-in to SPG Keyless approxi-
mately 24 hours before arrival. A push 
notification informs them that they 
are checked in. 
When the room is ready, the SPG app 
updates the guest with his/her room 
number and sends the Seos Mobile ID. 
Upon arrival at the hotel, the guest can 
then completely bypass the front desk 
(where available) and go directly to 
his or her room. Once there, the guest 
opens the SPG app, holds the smart-
phone to the door lock, waits for the 
solid green light, and enters the room. 
The process significantly improves 
user convenience, and since many 
guests can now bypass the front desk, 

it also gives Starwood associates more 
time to deliver a more personalized 
level of service throughout the hotel.
Mobile access offers an exciting new 
way to open doors for hotel guests 
and high-rise tenants. The capability is 
spreading across a growing spectrum 
of businesses, universities, hospitals, 
financial institutions and other organi-
zations. As it does, mobile access is also 
being combined with other capabilities, 
such as integration with HVAC and 
lighting systems. The result is a com-
bination of convenience and simplicity 
for the user, and improved manage-
ment capabilities for property owners 
and facility managers.  

julian loVElocK is 
Vice President of 
Innovation and Platform 
Strategy at HID Global.

SARGENT?
CERTAINLY.
We’re committed to offering the most in-depth, in-stock 
ASSA ABLOY selection—including Sargent products 
in all available keyways, 
fi nishes, functions, 
designs, voltages, 
and options.
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while every building should be assessed for its 
unique security needs and requirements, there 
are some door hardware and security solutions 
that are common to many types of buildings, 
regardless of the type of structure.

accEss control
Access control is the most critical aspect of 
building safety. Your strategy determines how a 
facility manages credentials to control the access 
and egress of staff and visitors on a daily basis. 
An operational description can help you choose 
between two forms of access control:
• Mechanical access control via a patented key 

system that restricts duplication of keys
• Electronic access control via electronic locks, 

readers, access control software system, etc. 
“I advise clients to think through—and even 
write out—how they want each door to operate,” 
says Bill Lawliss, Specification Manager for New 
England at Allegion. “This allows us to choose 

the best solution, instead of starting with a prod-
uct and making it fit.”
The type and extent of access control, Lawliss 
says, generally depends on three factors: desired 
levels of security, convenience and budget. While 
both mechanical and electronic solutions protect 
sensitive areas and restrict access, electronic 
solutions offer more advanced functionality:
• Electronic solutions can be configured to 

restrict access to any user (employee, student, 
tenant, etc.) based on day, date or time. 

• They also allow you to add or delete creden-
tials instantly, eliminating the need to rekey a 
lock for a lost key or a staff departure.

• They provide the foundation for a build-
ing-wide lockdown platform.

When using electronic access control products, 
it’s important to consider the code requirements 
for each type of application. For many systems 
with access control readers, egress requirements 

common  
solutions 
For all BuildinG typEs

By melany whalin

Photo courtesy of Allegion
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• Lockdown speed depends on 
how fast an individual gets to 
the door and locks it

• Requires the highest level of 
staff accountability

Some products that are marketed for 
use during a lockdown do not meet 
the model code requirements:  
• Door hardware within a means 

of egress must be operable from 
the egress side with no key, tool, 
special knowledge or effort, and 
the latch(es) must be retracted with 
one operation.  

• Accessibility standards require 
hardware to be operated with no 
tight grasping, tight pinching, or 
twisting of the wrist, and with 
the exception of hardware used 
only for security purposes, oper-
able hardware must be mounted 
between 34 inches and 48 inches 
above the floor.  

• Fire doors must have posi-
tive-latching hardware that is listed 
for use on a fire door assembly.  

Many aftermarket security devices, 
also called barricade devices, are 
non-compliant with one or more of 
these requirements, so it’s best to 
discuss lockdown plans incorporat-
ing these devices with the building 
official and/or fire marshal prior to 
making a purchase.

minimizEd accEss  
Via ExtErior doors 
Most buildings have too many exte-
rior access points. Building owners 
should minimize the number of 
entrance points for better safety. 

“Every door doesn’t need an out-
side cylinder and/or trim,” Lawliss 
explains. “By limiting the number of 
doors with outside cylinder and trim, 
you can better manage the number of 
access points into a building.”
Lawliss says architects, as the experts in 
a building’s traffic flow, can determine 
which openings can be restricted from 
the exterior, and which ones are best for 
funneling traffic into the building.
Personnel responsible for some facilities 
may want to limit operation of exterior 
doors to prevent someone from open-
ing the door from the inside to allow 
someone to enter. Typically, it is not 
code-compliant to install doors that 
allow occupants to open the doors only 
when the fire alarm is actuated; most 
doors must allow egress at all times.  
Delayed egress locks may be allowed, 
depending on the occupancy type, 
or an exit alarm can be installed to 
discourage building occupants from 
opening the door. In limited circum-
stances, such as controlled egress 
devices used in healthcare facilities, 
security locks may restrict egress, but 
the code requirements must be strictly 
followed to ensure that life safety is 
not compromised.
Some security solutions, like the ones 
above, can be applied to any building. 
Others are more application-specific. 
Determine how to apply both types  
to your building and openings.  

mElany wHalin is Influencer Marketing 
Manager for Allegion. She can be reached  
at Melany.Whalin@allegion.com.

“The ability to secure a facility quickly 
and easily cannot be overstated and 
should never be an afterthought.”

are met by the latching hardware in-
dependently of the access control sys-
tem. But for other applications, such as 
delayed egress locks, electromagnetic 
locks, and fail safe locks used for stair-
well reentry, there are code require-
ments specific to each type.  
Codes may vary from one jurisdiction 
to the next, so the applicable code must 
be referenced for detailed information. 
Most products used for mechanical 
access control, such as locks or panic 
hardware, meet current model code 
requirements for free egress and acces-
sibility. Hardware used on fire doors 
must be listed for that purpose, in 
addition to the egress and accessibility 
requirements.  

locKdown capaBilitiEs
Every facility—from retail and com-
mercial spaces to corporate offices, 
healthcare facilities and more—should 
also include lockdown capabilities in 
its security plan.
“The ability to secure a facility quickly 
and easily cannot be overstated,” 
Lawliss says, “and should never be an 
afterthought.”
Most buildings use a unique combi-
nation of people, process and product 
to achieve lockdown. There are three 
main approaches:
1.  centralized lOcKdOWn: 

• Initiated by an authorized 
individual 

• Simultaneous lockdown across 
a building or campus occurs 
when a combination of access 
control software and hardware 
are in place 

2.  remOte lOcal lOcKdOWn: 
• Standalone electronic solution 

provides instant local lockdown
• Lockdown activated by a remote 

fob within proximity of a door
• Requires individual with an 

authorized fob to put door in 
lockdown mode

3.  manual lOcKdOWn: 
• Keys manually lock down a 

room or space 
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By steve perna

For commercial building owners, facility 
managers and industry professionals 
responsible for evaluating and adopting 
access control products, security has 
always been paramount. Today, many 
are finding that traditional access con-
trol approaches such as security guards, 
RFID cards, PINs, key badges, and elec-
troniac locks are not meeting increas-
ingly multi-faceted security challenges. 
Compounding the issue is the fact that 
efforts to enhance security controls 
can negatively impact ease of use and 
impede the free flow of access by people 
who need to enter the property. 
Codes, key cards and badges appeal 
to commercial property access control 
managers because of their ease of use. 
However, the business case for tradition-
al products becomes less favorable when 
security is factored in. For one, codes and 
key cards can be easily lost, forgotten, 
stolen or shared. Estimates vary, but sim-
ply resetting or replacing passwords and 
cards can cost between $150 and $200 per 
employee or customer per year. 
Security threats around traditional access 
control methods are poised to grow in 
number and complexity. Earlier this year, 
Wired reported that a new app allows 
anyone to 3-D print ‘Do-Not-Duplicate’ 
keys. These types of technology 

advancements expand vulnerabilities 
around physical access control forms. To 
combat this threat, it’s important to have 
security tools that reveal the identity, 
location, and departure time of anyone 
who has property access. 
Although today’s physical methods of 
access control may inform a security 
manager about what has happened in 
a building (i.e., a key has been used, a 
badge has been swiped or a PIN code 
has been entered into a door lock), 
there isn’t certainty that the individual 
associated with the access product is 
the same one who is using it. 
And as it becomes easier to spoof the 
“things you have” to gain access, the 
need for biometrics (“who you are”) 
becomes even greater. 

why Biometrics?
One reason that biometrics—iris recog-
nition in particular—has not been more 
widely opted in commercial building 
environments is an outdated assump-
tion that this form of access control 
should be reserved for limited access 
facilities such as government buildings, 
data centers, or research labs. Others 
may dismiss iris recognition as too 
costly or cumbersome. 

But as price points continue to come 
down and features and functionality 
become more compelling, iris recogni-
tion is not only viable but also superior 
to traditional access control products 
due to several key benefits: 

increased Ease of use
Indeed, market offerings from security 
dealers and integrators tend to deliver 
either speed of access for users, or high 
levels of security, but few deliver both. 
With iris recognition offerings in the 
past, security and efficiency benefits 
were impeded by:
• Intrusive, encroaching close-up cam-

eras that required the individual to 
come in near contact with the device

• The inconvenience of having to slow 
down and stand still for a scan

• The need to remove all headgear 
and eyewear for the iris recognition 
system to get a clean scan

• The requirement for near-ideal en-
vironmental conditions (i.e., indoor, 
well-lit areas)

Today’s iris recognition access control 
solutions allow users to simply glance 
at a device from a comfortable distance 
to verify identity and gain access. These 
iris recognition systems are referred to as 

As price points continue to come down and features and 

functionality become more compelling, iris recognition 

is not only viable but also superior to traditional access 

control products due to several key benefits.

the Key to access control is 

no Keys

Photo courtesy of SRI International
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“non contact,” because they can uniquely 
identify people in less than a second. 
As many as 30 people per minute can 
be processed—all while people are 
in motion—in all lighting conditions, 
indoor and outdoor. Non-contact iris 
recognition solutions provide the speed 
of swiping an access card with the un-
matched security of biometrics. 

unmatched accuracy
The decision to adopt biometrics for 
security should be evaluated with the 
same criteria as other technologies, 
including impact to the bottom line, 
risk avoidance, and overall benefits to 
the company. Each year, more business-
es are reducing costs and improving 
operations through biometrics.
Iris recognition enhances your security 
posture because irises are practically 
impossible to change and almost as 
difficult to duplicate. Human iris pat-
terns are certain and enduring—more 
than fingerprints, voice, face or gait. 
Human irises are stable from age three, 
and each iris has more than 250 points 
of identification, resulting in one of the 
lowest false accept rates of any biomet-
ric. If two irises are identified, the odds 
of false accept rate is one in more than 
one trillion. Better accuracy means bet-
ter security relative to today’s key cards, 
badges and codes. 

reduced costs
Purchasing and implementing access 
control hardware for doors and entry 
points does not occur in a budget vac-
uum. It is easy to aspire for the highest 
levels of secure and user convenience, 
but in the past the solution was often 
out of financial reach. 
Businesses that use biometric authen-
tication can save thousands of dollars 
annually due to several factors. One, 
by eliminating the need to replace lost, 
damaged, or stolen cards and codes. 
Since employees carry their individual 
biometrics with them, there’s nothing 
to lose or replace. And for those with a 
coffee in one hand and documents in 
the other, glancing at a biometric reader 
makes secure access a breeze.
Second, many facilities dedicate securi-
ty staff to check identification, register 

visitors, and assist employees that lose 
or forget their badges. Biometrics can 
free security personnel from these 
tasks. Additionally, once individuals 
are enrolled in a biometric database, 
employees can gain secure access to un-
attended areas or retrieve a temporary 
badge through an automated badging 
station. Information on recurring visi-
tors can be stored and modified based 
on individual access level from visit to 
visit, with little administrative effort.
Ultimately, deploying biometrics for 
access control liberates security staff 
to handle critical safety issues and 
to increase their physical presence 
throughout your buildings. That’s 
what you want security professionals 
doing—not just staffing reception 
desks, parking lot booths, access 
roads, or remote structures.

platform for innovation 
The most exciting aspects of iris 
recognition are the technology and 
capabilities that are just beginning to 
emerge. Access control vendors are 
now offering iris recognition door 
locks that combine the accuracy of iris 
biometrics with the ease of a push-
pull handle for simple, keyless access 
at a glance—eliminating the need to 
fumble for keys, enter a PIN or put 
down the briefcase. Users can unlock a 
door with a simple gaze at the lock; no 
additional keys or PINs are required. 
And importantly, these door locks are 
backward compatibility with existing 
door installations.
Removing keys and other physical 
items from access control removes the 

undue burden currently placed on 
users, at price points feasible for the 
commercial sector. More than that, 
commercial property owners and 
developers seek differentiators in an 
increasingly competitive market. As 
they consider new features to attract 
discerning customers, iris recognition 
door locks offer a new level of conve-
nience while simultaneously delivering 
a higher level of security. 
The technology possibilities with iris 
recognition access control aren’t just 
about the point of access, but improving 
real-time information sharing for better 
visibility. Wireless capabilities could al-
low an image of a property visitor to be 
sent to the owner or security team via 
email or text message enabling them to 
authorize a temporary PIN for them to 
access the property. 
As building owners and access control 
decision makers are acutely aware, the 
future of access control is increasingly 
mobile. Iris recognition and device 
vendors recognize that, and have been 
developing and bringing to market 
biometric-embedded tablets that incor-
porate face and iris enrollment, as well 
as capture and authentication capabil-
ities. Authenticated identity via tablets 
combined with time and location 
information (where and when) adds ef-
ficiency while reducing risk, and allow 
for access control at entrances where a 
fixed product may not be possible or 
even desirable. 
Biometrics is becoming increasingly 
compelling and cost-feasible for com-
mercial properties seeking to enhance 
security and ensuring ease of use.  

stEVE pErna is 
Executive Director, 
Products and Solutions 
Division, SRI 
International. Perna has 
more than 25 years of 
experience in domestic 
and international 
product development, 

strategic and business planning, operational 
management, staff development, and mar-
keting. While part of SRI, he has contributed to 
the advancement of imaging technologies, situ-
ational awareness products, and multimodal 
biometric capabilities and products.

Iris recognition 
enhances your 

security posture 
because irises are 

practically impossible 
to change and  

almost as difficult  
to duplicate.

doors & HardwarE      OCTObER 2015      25



commEntary

By lori Greene, aHc/cdc, Fdai, FdHi, ccpr

Door Security & Safety 
Foundation Represented 
at Ohio Hearings

TESTifyinG AGAinST 
BArricADe DeviceS 
in SCHoolS

Photo courtesy of Mark J. berger
the ohio Board of Building standards held two hearings to gather testimony regarding 
the use of barricade devices in schools, before releasing its final report july 24.
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the code development process is 
a time-tested method of updating 
model codes to address new tech-
nologies and lessons learned—often 
because of tragic events. These codes 
are modified by a consensus process, 
which incorporates the perspective 
of multiple parties to help shape the 
new code language and look at the 
issue from all angles.
A disturbing trend is beginning to 
emerge—the use of legislation to ad-
dress what should be handled by the 
code development process. The Door 
Security & Safety Foundation recently 
worked with other industry members 
and code officials to share our insight 
with the Ohio Board of Building 
Standards, where a law was recently 
passed which requires the Board to 
adopt rules for the use of barricade 
devices in schools. 
A barricade device is a secondary 
locking device used to lock a classroom 
door from the inside during an active 
shooter incident. While at first glance 

this might seem like a cost-effective 
way to provide security, there are 
many safety concerns. In addition to 
the code-compliance issues*, one of the 
primary concerns is that a barricade 
device can be used by an unauthorized 
person to lock the door and secure a 
classroom to commit harm, preventing 
access by staff and first responders. 
Although some barricade devices have 
a means of releasing them by sliding 
a special tool under the door, many of 
these devices have no way to release 
them from the outside.
The situation in Ohio began when a 
community organization, intent on se-
curing classroom doors in their school 
district, raised $30,000 to purchase a 
barricade device for each classroom. 
When the district was told that they 
could not install the devices because 
they do not comply with current Ohio 
codes, local legislators were engaged 
by parents and school districts to 
create bills that would prohibit the fire 
code from prohibiting the devices. 

codE rEQuirEmEnts
 The model codes require latches on egress doors to be retracted 

with one operation, with no key, tool, special knowledge or effort. 
Operable hardware is typically required to be mounted between 
34 inches and 48 inches above the floor, although some codes and 
standards exempt locks used only for security purposes from the 
mounting height requirement.

 Accessibility standards require hardware to be operated with no 
tight grasping, tight pinching, or twisting of the wrist, and also re-
quire the bottom 10 inches of the push-side face of a manual door 
to be flush and smooth with no protruding hardware. 

 Some classroom doors are fire doors, and products used as part of 
a fire door assembly must be listed for that purpose. To date, there 
are no known barricade devices that have been listed for use on a 
fire door. In addition, some retrofit classroom security products are 
designed to inhibit latching so that the outside lever can be left in 
the locked position. Fire doors must close and latch, and are not al-
lowed to be equipped with a device that prevents positive latching.
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The language of the bill was changed 
several times and was eventually 
rolled into the state’s budget bill which 
was passed a few days later, despite the 
efforts of many to explain the safety 
concerns to Ohio state legislators.
Meanwhile, the Ohio Board of 
Building Standards conducted an 
examination into the state’s current 
building codes and fire codes, to 
determine whether code changes were 
warranted. Two hearings were held—
the first was for invited speakers in-
volved in codes and law enforcement 
to share their insight with the board. 
The second was a public hearing, 
where anyone was allowed to speak; 
the door and hardware industry was 
represented by five speakers at the 
second hearing. 
Additional speakers included code 
officials, manufacturers of barricade de-
vices, state education and public safety 
agency representatives, and the public.
At the second hearing, one of the 
speakers was former Superintendent 
of Chardon City Schools Joseph 
Bergant. Chardon High School was 
the location of a school shooting in 
2012, where three students were killed 
and three were injured by another 
student. Bergant discussed lessons 
learned during and after the shooting, 
and told the Board and the audience 
to “expect the unexpected.” 
He described different types of inci-
dents that schools may face, including 

bomb threats, fires, bus accidents, and 
tornadoes, as well as school shootings. 
He stressed relationships, pre-planning 
and drills, and a holistic approach in-
volving all stakeholders with different 
perspectives. “Gadgets and gimmicks 
aren’t gonna do it,” he emphasized. 
With regard to locking of classrooms, 
Bergant explained that Chardon 
High School’s classroom doors were 
equipped with standard classroom 
function locksets, which have a key 
cylinder on the outside only. This lock 
function requires teachers to open 
the door, and possibly even enter the 
corridor, to lock the door. After the 
shooting, Chardon’s classroom locks 
were re-keyed, keys were issued to all 
teachers, and the current policy is that 
the outside lever is always kept locked 
so doors are immediately locked when 
they are closed. 
When asked by the Board if he would 
support the use of barricade devices, 
he said that he would not, because 
emergency responders would not be 
able to enter the room to assist occu-
pants. He also talked about the need 
for egress/evacuation, and concern 
that students could use the devices for 
unauthorized lockdown. According to 
the AIA Ohio News, Bergant said, “In a 
lot of situations, people need to get out 
of the building in some capacity. There 
have been situations where kids have 
locked other kids in classrooms. I have 
huge anxiety with that. If the teacher 
is not in the room, what do you do? 

dssF continues  
to advocate  
for classroom  
door security

The mission of the Door Security  
and Safety Foundation (DSSF)  
is to promote safe and secure 
openings that enhance life safety. 
DSSF is dedicated to serving the 
public by advocating for safe 
openings through awareness, 
education and research.

Doorway systems are designed 
to instantly provide life safety 
or security depending upon the 
scenario—fire or threat. Accordingly, 
all proper door assembly designs 
equip the doorway to meet the NFPA 
101 Life Safety Code. DSSF believes 
that no door locking device that also 
compromises life safety should be 
approved by any jurisdiction.

DSSF recently provided the Ohio 
board of building Standards with 
resources for their consideration 
as well as testimony, with the 
support of several industry partners, 
including the National Association of 
State Fire Marshals and the builders 
Hardware Manufacturers Association.

In the end, the debate was usurped 
by legislation passed by the state 
representatives and signed by the 
governor. The battle will continue in 
Ohio and other states. To contribute 
to the Foundation to support these 
efforts, and to learn more about  
this important issue, go to  
www.doorsecuritysafety.org.

www.doorsecuritysafetyfoundation.org

AWARENESS  |  EDUCATION  |  RESEARCH

14150 Newbrook Drive, Ste. 200, Chantilly, VA 20151     

703.222.2655   |   Fax: 703.222.2410   |   info@doorsecuritysafety.org

www. doorsecuritysafety.org

Our Mission

Our mission is to promote secure and safe openings that 

enhance life safety through outreach efforts that include 

awareness and education within the building design, code 

authority and facility management communities.
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Somebody could barricade themselves 
in a room and kill everybody.”
The outcome of the Board’s re-
search, entitled Ohio Board of Building 
Standards Classroom Barricade Forum 
Report, is an important piece of 
research for any jurisdiction consid-
ering the use of barricade devices (the 
report can be downloaded at www.
iDigHardware.com/schools). The 
report describes the initial adoption 
of the Ohio Building Code, shaped in 
part by the Collinwood, Ohio, school 
fire which resulted in the loss of 175 
lives. This was one of several high-fa-
tality fires which prompted the public 
to push for improvements in school 
building safety systems, and motivat-
ed the adoption of building codes to 
address construction type, provisions 
related to building heights, egress 
requirements, exit enclosures with fire 
doors, and other safety requirements. 
As proof of the success of current 
codes, NFPA reported in 2008: “There 
has not been another school fire in the 

United States in which 10 or more people 
have died. Between 1994 and 1998, grades 
K through 12 averaged one civilian death 
per year, which has been a typical annual 
death toll for schools since at least 1980. 
Moreover, these fatalities do not appear to 
be innocent children but juvenile fire-set-
ters, caught in the fires they set, or adults 
such as janitors. It is a bittersweet legacy 
that, after 100 years, we have indeed made 
progress in improving school fire safety, 
and the innocent victims of Collinwood, 
Ohio, did not die in vain” (Grant, Casey 
C., The Lake View School Fire, NFPA 
Journal, September/October 2008). 
While some proponents of barricade 
devices cite the reduction in school fire 
deaths as a reason to relax the egress 
code requirements, most in the code 
enforcement community credit strong 
codes and enforcement for this success.
The report discusses the codes that 
pertain to classroom doors, and the 
reasons behind each of the require-
ments, stating in part: “Using devices 
that require specialized skill or knowledge 

While some proponents of 

barricade devices cite the 

reduction in school fire deaths 

as a reason to relax the egress 

code requirements, most in the 

code enforcement community 

credit strong codes and 

enforcement for this success.

(Continued on page 32)

will interfere with occupant egress, or pos-
sibly even prevent it altogether. Therefore, 
in order to ensure safety for all building 
occupants, egress requirements must pro-
tect and accommodate the widest number 
of individuals, not only under normal 
circumstances and at optimal performance 
levels, but also in times of increased 
stress where everyone’s ability to perform 
normal, simple door operations becomes 
compromised. Understanding potential 
conditions in emergency situations, the 
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1.  mytH: the benefits of barricade 
devices outweigh the risks.

Fact: The perceived benefit of barri-
cade devices is the relatively low cost; 
most ranging from $50-$150, and the 
easy procurement and installation. 
The school custodian could buy a 
slide bolt or padlock and hasp at the 
hardware store and accomplish a 
similar level of security.  Historically, 
fire marshals have not allowed these 
security methods, because they’re not 
code-compliant. Some jurisdictions 
are continuing to enforce current 

codes that do not allow these devic-
es, and some are being pressured by 
school districts and politicians to put 
the codes aside in favor of security. 

2.  mytH: Emergency responders can 
easily defeat a barricade device.

Fact: I’d like to know how emer-
gency responders are going to gain 
access to a classroom once a barri-
cade device is in place. There have 
already been school shootings where 
the intruder brought materials with 
them to barricade the doors, includ-
ing the incidents at Virginia Tech, the 

West Nickel Mines schoolhouse, and 
Platte Canyon High School. At Platte 
Canyon High School, explosives were 
used by emergency responders to gain 
access to the classroom, and a student 
hostage was killed by the shooter 
during the chaos. After the West 
Nickel Mines shooting at an Amish 
schoolhouse, several news reports 
discussed law enforcement officers’ 
concerns that they are not equipped to 
overcome classroom barricades.

3.  mytH: some agencies  
recommend barricading  
with furniture; barricade  
devices are a better option.

Fact: A classroom barricade device 
may be easier to install than using fur-
niture to barricade the door, but it may 
also be easily installed by an unau-
thorized person to secure a classroom 
and prevent access by school staff and 
emergency responders. 
A 2007 study called Barricaded Hostage 
and Crisis Situations in Schools: A 
Review of Recent Incidents, examined 
19 hostage situations that occurred in 
schools between 1998 and 2007. In 16 
of the 19 cases, the perpetrator was 

By lori Greene, aHc/cdc, 
Fdai, FdHi, ccpr

Myths (and Facts) about 
Classroom Barricade Devices8 The following myths and facts about classroom barricade devices were 
presented at the annual conference of the National Association of State 
Fire Marshals (NASFM), where I represented the Door Security & Safety 
Foundation in an effort to help each state fire marshal understand the 
safety concerns associated with the use of secondary locking devices. 

NASFM members approved a resolution at the 2015 conference, supporting 
its Classroom Door Security Checklist. These documents are available  
on the Foundation's website, doorsecuritysafety.org; on NASFM’s website  
at firemarshals.org; or by visiting idigHardware.com/schools.

Photos courtesy of Lori Greene
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a student at the school—the threat 
was already in the room. A barricade 
device available to anyone in the class-
room could make these crimes easier 
to carry out, or could even encourage 
criminal acts.

4.  mytH: school shootings are very 
common and should be the main 
security concern for schools.

Fact: Statistics for school shootings 
are quite subjective. Some lists include 
gang-related shootings on school 
grounds, suicides, and accidental dis-
charge of weapons. Other reports in-
clude only random shootings inside of 
the building, and omit suicides, gang 
related incidents, and deaths resulting 
from interpersonal conflicts.
In 2012, the year of the school shoot-
ing at Sandy Hook Elementary School, 
there were seven K-12 school shoot-
ings in the U.S. All of the school shoot-
ers were students except for two. The 
other casualties—three deaths and six 
injuries—were the result of students 
who brought guns to school.
While each incident is tragic, the 
statistics show that school shootings, 
although widely publicized, are  
very rare.
In comparison, the incidence of 
non-fatal victimization at school is 
very high. According to the National 
Center for Education, in 2012, students 
ages 12–18 were victims of more than 
1.37 million nonfatal victimizations 
at school, including 615,600 thefts 
and 749,200 violent victimizations; 
89,000 of which were serious violent 
victimizations. 

5.  mytH: the risk of fire during  
an active shooter situation  
is low, so code requirements  
are not a priority.

Fact: Barricade devices are installed 
during a lockdown, so some may con-
sider them safe for this limited period. 
One of the problems is that there are 
currently no widely-used standards 
for school security, and schools fre-
quently call lockdowns for events that 
do not involve an active shooter. There 
are many situations that could require 

an evacuation while a school is in 
lockdown, and doors must provide 
free egress to facilitate evacuation. 
I don’t know of a barricade device that 
meets the current model code require-
ments for fire protection, accessibility, 
or egress—particularly when installed 
along with existing latching hardware. 

6.  mytH: lots of other states  
are allowing classroom  
barricade devices.

Fact: Although there are a few states 
where barricade devices have been al-
lowed either by the state fire marshal 
or because of political intervention, 
there are many states that have issued 
directives addressing their require-
ments for code-complaint hardware.
In Minnesota, I found the rationale 
requiring code-compliant locks very 
compelling given the fact that the 
state is the location of the 2005 school 
shooting at Red Lake High School, 
where a 16-year-old killed seven peo-
ple and wounded five others. 
Although the classroom doors were 
locked, the shooter broke the glass 
and gained access to the classroom 
by turning the inside lever. And yet, 
Minnesota has not responded to this 
incident by choosing inexpensive se-
curity over free egress, fire protection, 
and accessibility. There are glazing 
products and films that will delay 
access to the inside lever, and would 
be a much more logical solution than 
installing a barricade device.

7.  mytH: Fire marshals do not  
have authority over barricade 
devices that are not permanently 
attached to doors.

Fact: How many fire marshals would 
allow this chained and padlocked 
panic hardware (above) in an occupied 
school? This photo was taken after the 
end of the school day, but while the 
school was occupied for an event. The 
fire marshal has the authority to order 
the chains and padlocks removed, 
even though they aren’t permanently 
attached. Why would classroom doors 
be any different?

8.  mytH: locksets do not  
provide enough protection 
against active shooters.

Fact: There are many locks that 
provide the necessary level of security 
and meet the model code require-
ments for egress, fire protection, and 
accessibility.  These products are 
certified to meet recognized industry 
standards for security and durability 
and are listed for use on a fire door 
assembly.  In some cases, schools look-
ing to use barricade devices already 
have locking hardware but may not 
have distributed keys or established 
the protocols for lockdown.  
In addition to standard mechanical 
locksets, there are also electrified 
locks available which can be locked 
using a fob, a code, or from a remote 
location.  All of these classroom lock-
ing products will allow free egress at 
any time.
The Final Report of the Sandy Hook 
Advisory Commission states: “The 
testimony and other evidence pre-
sented to the Commission reveals 
that there has never been an event 
in which an active shooter breached 
a locked classroom door.” A holistic 
approach must be taken for classroom 
security including training, drills, key 
distribution, and impact-resistance 
of glazing adjacent to the hardware, 
and there is no reason to sacrifice life 
safety in favor of security.

Photo courtesy of Wayne Ficklin
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1958 edition of The Building Exits Code 
required that, ‘Latches or other releasing 
devices to open exit doors, or doors in 
the path of travel to reach exits, shall be 
of simple types, the method of operation 
of which is obvious, even in darkness.’” 
Accessibility standards and fire pro-
tection are addressed in the report as 
well as the egress requirements.
One concept introduced during the 
second hearing was the idea that 
during an active shooter situation, the 
classroom becomes an “area of de-
tention or restraint.”  While the code 
requirements for an area of detention 
or restraint do allow restricted egress, 
the report states that these require-
ments typically apply to occupancies 
where egress is unwanted, dangerous, 
or impossible. In facilities where a 
protect-in-place strategy is expected 
to be used, there are many additional 
code requirements to reduce the risk 
for building occupants. Schools are 
not typically designed with the added 
safety features that would be required 
for an area of detention or restraint, 
so locking students and teachers in a 
classroom results in a much lower level 
of safety for those contained occupants.
Another important consideration 
addressed by the report was the need 
for access by emergency responders, 
which is crucially impeded when a 
barricade device is installed. Many of 
these devices cannot be deactivated 
from the outside, or require a propri-
etary tool for access. Because of the 

numerous different barricade devices 
currently on the market, first respond-
ers who are assisting another district 
may not be aware of the type of device 
used in a particular school, or how 
to defeat it. Delayed access caused by 
barricading of classroom doors with 
wood, chains, or other objects has 
already played a role in several school 
shootings with fatalities.
Based on all of the information 
presented in the report, the Board 
concluded that no changes were 
recommended to the current build-
ing code or fire code at this time. 
Unfortunately, the law that was 
passed by the Ohio legislature a few 
weeks before the report was released 
requires the Board to adopt rules 
for the use of barricade devices. The 
Board will now be forced to create 
these rules, which will go into effect 
in March 2016. Many school districts 
believed that the new legislation 
would allow them to immediately be-
gin using barricade devices, but until 
the Board releases the new rules, the 
devices should not be used.
On Sept. 2, 2015, the Ohio BBS issued an 
advisory statement to all Ohio school 
system superintendents and admin-
istrators as well as building and fire 
department personnel, regarding barri-
cade devices and egress in educational 
occupancies. The advisory describes 
the next steps in the process to develop 
rules for classroom barricade devices, 
lists the current Ohio Building Code 

(Continued from page 29)

requirements, and states, “Schools are 
cautioned against purchasing and de-
ploying devices before the rules take 
effect as some devices may not comply 
with the new rules.”
This situation in Ohio could set a dan-
gerous precedent of lawmakers get-
ting involved where they do not have 
the experience to consider all aspects 
of a code issue. A similar law allowing 
barricade devices has already been 
passed in Arkansas, despite strong 
opposition from the state fire marshal, 
who is also one of the top law enforce-
ment officers in the state. 
While some states have already re-
jected the use of barricade devices in 
schools and reinforced their position 
in support of current model code 
requirements, a few jurisdictions do 
allow the devices. It’s important to 
help code officials, school districts, 
legislators, law enforcement, and 
parents understand the risks involved 
with putting lower-cost security 
ahead of safety.  

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.

In general, the Ohio building Code (ObC) requires and will continue to 
require the following for door operation:

(1) Egress doors should be readily openable from the egress side without 
the use of a key or special knowledge;

(2) Door handles, pulls, latches, locks and other operating devices on 
doors shall not require tight grasping, tight pinching or twisting of the 
wrist to operate; and

(3) The unlatching of any door shall not require more than one opera-
tion. Doors in the means of egress must be readily openable from the 
egress side without the use of a key or special knowledge or effort.
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commEntary

America’s
Maginot Line

Why our focus on secondary locking devices 
makes us more vulnerable to threats

By lt. joe Hendry, clEE

Photo Credit: @iStock.com | Pamela Moore
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It had a few steps to install, and at 
the time, with Sandy Hook only 
four months in the rear view mirror, 
looked to be an impressive device. 
Several educators and law enforce-
ment officers in the class remarked 
that they liked the device. I was 
non-committal but felt it might bear 
looking into given the concept failure 
of lockdown in the building breach at 
Sandy Hook. Looking back, the irony 
of the device, the location, and my 
naiveté has not been lost on me.
During the past two years, I have 
learned more about codes, doors, 
locks and devices than I ever thought 
I would need to know as a police offi-
cer. Learning the reason behind code 
development, door and lock manufac-
turing, visual communication design, 
and tactical civilian and law enforce-
ment response to threats has become 
a way of life. As a law enforcement 
expert in the field of active threat 
response, I’m repeatedly asked for 
recommendations on what secondary 
locking device to purchase for build-
ings. My original thought of, “These 
might be the answer to our prayers,” 
to, “These may be the worst idea we 
have ever had,” evolved as I studied 
and learned. 

I’ve come to understand why code ex-
ists for fire and life safety (lessons un-
fortunately learned in the loss of lives) 
and realize that most people inventing 
devices and purchasing them are so 
narrowly focused on one single event 
that they do not look at the overall pic-
ture of causality, training, the threats, 
and fine motor skills in a crisis. It has 
always been a question of, “What can 
we do now?” over the reasoned, “What 
should we do in the future?”
Since then I have seen several devices 
in buildings, watched the training and 
installation videos, talked with edu-
cators and law enforcement that have 
them and watched them be installed 
by those folks tasked with using 
them. There are more than 20 sepa-
rate devices on the market, with each 
manufacturer making claims about 
their devices and against others. It has 
become apparent over the last year 
and a half that several of these devices 
are deadly and increase the number of 
potential casualties instead of mitigate 
them. The devices are so narrowly 
focused in scope they fail to address 
evolving threats in the terrorism and 
active threat field.
Unfortunately, this thought process 
has been in the American education 

THE FIRST TIME I EVER observed a secondary locking 
device, it was at the State Fire Marshal’s Academy in 
Ohio. I was teaching an ALICE Instructor course, and a 
student in the class brought a device he had made to 
help secure a door. During a break, he demonstrated 
the device, and yes, it did what he said—it secured 
the door using the bottom of the door and wall. 
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system for more than 20 years. 
Lockdown tactics (closing drapes, 
color coded cards, turning off lights, 
getting down on the floor, remaining 
quiet, not moving, and only relying 
on a locked door) were developed for 
drive-by shootings in the 1970s. They 
were never meant to stand up to a 
threat for more than a few seconds 
and were never meant for contact with 
the actual threat. Added to this prob-
lem is that we have never developed 
infrastructure to allow for the tactic to 
be remotely successful in the case of a 
determined attack.
The argument that “no locked door 
has ever been breached by an active 
threat” is a red herring. Any police 
officer will tell you locked doors are 
breached all the time. The fact that the 
threat chooses the time, the place, and 
the victims makes this argument even 
more absurd. Why would someone, 
whose intent is to kill large numbers of 
people, select a location and time when 
you are most secure. Or do they? 
The FBI study (Blair, J. Pete, and 
Schweit, Katherine W. (2014). A Study 
of Active Shooter Incidents, 2000 – 2013, 
Texas State University and Federal Bureau 
of Investigation, U.S. Department of 
Justice, Washington D.C. 2014) states 
that more than 50 percent of these 
types of attacks occur in the class-
room or hallway. The attackers are 
obviously inside the building, which 
means conventional wisdom about 
concentric rings of security in build-
ing design does not appear to apply 
for many of these events.
About a year ago Campus Safety 
magazine published an article I 
wrote titled, Physical Security: Are We 
Protecting People or Trapping Them? 
A portion of the article dealt with 
perimeter fencing and lack of egress 
for evacuation and lack of ingress for 
emergency responders. This issue has 
already come to the fore in several 
published open source articles about 
the attack in Chattanooga, Tenn., and 
how perimeter fencing affected the 
Marines’ response. 
According to the New York Times, the 
gunman went out through the back 

of the building and into the fenced-in 
motor pool area, where “two service 
members attempted to provide cover 
and assist the military personnel 
attempting to get over the fence.” If 
this had been a fenced-in educational 
facility, the casualty rate would have 
been considerably higher.
For the past two years, the debate has 
raged back and forth about secondary 
locking devices for use in lockdown. 
I would argue that we are going a lot 
further toward trapping occupants 
than we are in saving them. Here are 
just a few problems with secondary 
door locking devices. They have not 
been independently tested or studied 
by uninterested third parties. Some 
issues that should disqualify devices 
from deployment include:
 use of the floor as a mooring  

point for the device, requiring 
more than one step or fine  
motor skills for installation

 not being removable by fire  
or law enforcement personnel  
from the ingress side

 devices being easily accessible  
to potential threats inside the  
classroom or office.

Devices that use the floor as a secur-
ing location are easily defeated by 
day-to-day foot traffic. Gravel, dirt, 
wax, water, salt, etc. will accumu-
late in the mooring hole. Since most 
threats are internal, a few stones 
placed in the hole will instantly set up 
the location for failure. Devices that 
require balancing the device, sliding it 
on a door or under it, opening a door 
to install (the first recommendation 
from the Sandy Hook Commission 
was to move locks inside the door to 
avoid this problem!) twisting handles, 
spinning rods, and dropping or plac-
ing pins into holes or brackets are all 
fine motor skills. 
Having to use fine motor skills in a 
crisis has never been recommend-
ed. Fire training and active threat 
training are all about the use of gross 
motor skills in crisis by civilians. I 
have now had two locations tell me 
they bought devices (the devices are 

For the past two 
years, the debate 
has raged back 
and forth about 

secondary locking 
devices for use in 

lockdown. I would 
argue that we are 
going a lot further 
toward trapping 

occupants than we 
are in saving them.
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different) based on the manufactur-
er telling them how easy they were 
to use. When these facilities use the 
devices in lockdown training, they are 
experiencing high failure rates due to 
the minimal amount of stress being 
applied by being in a drill. One school 
resource officer told me their device 
installation rate is so bad that a rec-
ommendation from the school admin-
istration has been to train “trusted” 
students to use the device. I explained 
this would be a poor decision based 
on the fact that most of the threats in 
educational facilities are students.
Several secondary locking device 
vendors have made claims that these 
devices are barricades and meet the 
Department of Homeland Security 
recommendations for the “Hide” or 
“Lockdown/Barricade” portion of 
Run, Hide, Fight or ALICE Training. 
They do not. 
A barricade is the use of environmen-
tal items to “block or defend with 
an improvised barrier.” Examples 

of this include desks, chairs, chords, 
etc. Barricading tactics are meant 
to be portable and not location- or 
device-dependent. These devices meet 
the definition of a lock “to fasten or 
secure (something).” They mirror cur-
rent devices in use, such as carriage 
bolts, flush bolts, surface bolts, etc. 
The reason so many devices do not 
meet code requirements for fire or life 
safety is that they prevent evacuation, 
require fine motor skills to install or 
remove, and require special knowl-
edge. Ask yourself this question: if the 
devices were legal under current code, 
like many vendors advertise, why 
would it even be necessary to have 
legislation or approval to allow them?
Barricade devices violate several 
training principles for active threats. 
Everyone should be trained in all op-
tions. This includes training using en-
vironmental items to barricade. Several 
locations with devices have come to 
rely upon the device and not lifelong, 
portable learning skills. Obviously, you 

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.

Photo Credit: @iStock.com | wwing
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can’t train students in the use of the 
device because it will be readily avail-
able for them to use in the classroom 
to commit the very crime the device is 
supposed to be mitigating. 
Devices can also be used to lock out 
first responders and administrators 
to perpetrate crimes in the classroom, 
including the very crime they are 
purporting to stop. Devices and the 
skills required to install them are not 
portable from location to location. 
A school secondary locking device 
doesn’t mean a house of worship, 
a retail establishment, a university, 
mall, restaurant, or even another 
school would have the same device. 
While our fire survival skills and code 
standards are applicable from location 
to location, our response skills for 
terrorism and active threats would 
be required to change from place to 
place. That is no way to establish a 
response policy based in mitigating 
casualties on a national basis.
The fact is, these devices can easily be 
used against us. Terrorists and active 

threats have already used barricade 
techniques in Mumbai, Platte Canyon, 
Beslan, Westgate Mall in Kenya, 
Moscow, West Nickel Mines, and sev-
eral others. The use of explosives and 
fire in several incidents show diversifi-
cation of tactics by the threats. Trying 
to have a one size fits all approach 
focusing on a lockdown, using current 
buildings and doors that were not 
designed with the tactic in mind, is 
the definition of insanity.
From a tactical standpoint, hanging 
the device next to the door is an 
invitation to disaster. It gives any 
threat the ability to secure a room 
with potential victims inside 
with little recourse for staff or law 
enforcement except to breach using 
physical force. The fact that vendors 
are touting the devices by posting 
videos of law enforcement using 
current assigned tools that cannot 
breach the door gives threats a 
tactical advantage in planning and 
use in a facility that is already a soft 
target. Telling students not to touch 

the device because it is a piece of 
safety equipment means nothing to 
individuals bent on mayhem. We 
should never supply the instrument  
of our destruction to a threat in such  
a willing manner. 
We need code and building changes 
that enhance our ability to use 
lockdown as a secondary response.  
If this many facilities think they have 
to purchase devices to put on their 
doors, it means they have assessed 
their doors and locks and found them 
lacking. It means they need a better 
door or lock—not a barricade device. 
We will never gadget our way out  
of a complicated issue without 
addressing it from a holistic 
viewpoint. Fire and threat response 
need to complement each other 
through building design. Requiring 
heavy gauge hollow metal doors or 
impact-resistant solid-core wood 
doors, with narrow vision lites offset 
from the latching hardware, would be 
a start. Doors with multipoint internal 
locking systems that secure into the 
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frame (not the floor) would make the 
location more secure and would be 
additionally backed up by barricading 
tactics employed by room occupants.
Doors that exit directly to the ex-
terior would improve evacuation 
options (the primary recommended 
response for all facilities) for build-
ing occupants. Study of previous 
incidents worldwide is showing that 
evacuation of occupants in the first 
few minutes of chaos during an event 
leads to mitigation of casualties. The 
longer the duration of the event and 
limiting of options, it becomes more 
likely there will be an increase in 
casualties. Evacuating people from the 
scene causes the threats to have to go 
into search mode to locate potential 
victims. This improves the law en-
forcement response because suspects 
will spend time searching for victims 
instead of being in contact with them.
We need to reverse our thought 
process when it comes to preparing 
for these types of events. Concentric 
rings of security for exterior threats 
and crime still need to be used. But we 
need to expand the Crime Prevention 
Through Environmental Design 
(CPTED) concept outside of traditional 
thinking. With an interior threat, im-
proving and allowing evacuation from 
the facility using doors and windows 
increases survivability. It also requires 
the threats to adjust to our tactics, with-
out granting them control of a facility 
and persons until they are stopped. 
We need to change our thought 
process on paper from a traditional 
picture of CPTED to a non-traditional 
concept of response which empha-
sizes evacuation over lockdown of 
building occupants. 
Because we have been behind the bad 
guys for 20 years in building design 
and tactics, the focusing on gadgets will 
not solve our problem. Better door, lock 
and design standards that are part of 
the solid structure of a building code 
will mitigate casualties on a national 
level, rather than creating a patchwork 
system of devices that have great poten-
tial to work against us.  

lt. joE HEndry, 
clEE, is a 26-year 
veteran of the  
Kent State Police 
Department. He serves 
as an Intelligence 
Liaison Officer for the 
Ohio Department of 
Homeland Security and 

has been named a subject matter expert by 
the Ohio Attorney General’s Office for active 
threat response. He holds a bachelor’s degree 

in telecommunications and served honorably 
in the United States Marine Corps. He is a 
trained crisis intervention team officer in 
mental health. He is an instructor in solo-
engagement tactics, active shooter response, 
preventing and responding to suicide 
bombing incidents and tactical chemical 
weapons. He is a national instructor for the 
ALICE Training Institute and has trained staff 
and students, and consulted on security plans 
for pre-schools, K-12, universities, hospitals, 
libraries, MRDD facilities, business and 
industry. Email him at u320@police.kent.edu.
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pricing the 
Forgettable last 
Five percent

most distributors continue to lament the pervasive, 
and possibly increasing, pressures on gross margin per-
centages. Seemingly, price is outweighing almost every 
other factor in the competitive arsenal. 

At the same time, gross margin is one of the “big two” in 
increasing profits for distributors (the other being oper-
ating expenses). This creates an imperative for distrib-
utors to generate extra gross margin dollars whenever 
they can to offset the dollars lost from price competition.

A continually under-utilized margin opportunity for 
distributors involves raising prices on the slower-selling 
portion of the product mix. Many distributors may 
argue “been there, done that.” Despite those protests, a 
major profit opportunity remains largely untapped.

This report will examine the potential for enhanced 
gross margin associated with slower-selling items. It will 
do so from two perspectives:

 tHE Gross marGin potEntial—An analysis of 
how increasing prices on slow-selling products can 
influence the total firm gross margin percentage. 

 FindinG tHE marGin opportunitiEs—A dis-
cussion of the types of items on which margins can 
be enhanced even with ongoing price pressures.

the Gross margin Potential
Within every line of trade in distribution, including 
DHI, there are wide variations in the gross margin 
percentage across different SKUs. In a typical variable 
pricing (or matrix pricing) scheme, fast-selling items 
have low gross margin percentages while slow-selling 
items command higher ones.

At the fast-selling end of the product line, the “A” items, 
there is virtually no opportunity to increase prices 
successfully. These items are frequently purchased, so 
customers are very knowledgeable of pricing. To use an 
unpleasant term, these items are commodities.

At the other end of the product spectrum, the “D” items 
represent a genuine margin-improvement opportunity. 
However, too often the profit potential is overlooked or 
even disparaged.

Frequently, the sobriquet “D stands for dog” prevails. After 
all, the D items are usually only about five percent of total 
company sales. Seemingly, there is nothing to capitalize 
on here. In fact, if anything, the firm would like to elimi-
nate the D items because they are such slow movers.

The reality is that the D items represent a substantial 
opportunity. This can be understood by reviewing 
the results of the Profit Report published by DHI. That 
report presents a wealth of information on distributor 
profitability.

According to that report, the typical DHI member 
generates $15 million in sales and operates on an 
overall gross margin percentage of 30 percent of sales. 
This results in $4.5 million of gross margin dollars. (For 
more on the Profit Report, an exclusive benefit of DHI 
membership, go to page 56).

The D items, comprising the last five percent of sales, 
only account for $750,000 in total revenue. Seemingly, 
this is not enough to impact the business in any 
meaningful way. This is why the D items become the 
“Forgettable Last Five Percent” mentioned in the title.

By dr. albert d. Bates
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almost none of the D items and only a few 
of the potential blind C items will fall by the 
wayside. The reality is that there are a lot of 
blind items.

Two very real issues get in the way of raising 
prices on blind items, though. The first is 
identifying them. The second is believing 
that they are truly blind.

Finding items with three or four of the 
characteristics listed in Exhibit 1 can be 
an extremely tedious undertaking. This is 
especially true since most distributors carry 
a large number of SKUs which necessitates a 
lot of time spent reviewing. 

The workload can be diminished by 
focusing on two factors first—low sales 
level and low price. SKUs can be screened 
on these criteria easily and quickly with any 
IT system. A few SKUs may be missed, but 
the impact should be modest. Then human 
intervention is only required to identify the 
SKUs that add a second or third component 
from Exhibit 1.

believing that the items are truly blind is a 
much more serious issue. Inevitably, one 
customer will complain about the price of 

one random SKU. At this point, the entire 
margin-enhancement process lives or dies.

Price complaints come with the territory for 
any distribution organization. Complaints 
on A items can be fatal. Complaints on blind 
items can be overcome with commitment 
and discipline.

moving forward
Gross margin pressures are not going to go 
away. The challenge—and opportunity—
for distributors is to remain price compet-
itive where necessary, while raising prices 
where possible. blind items are the key to 
that approach.  

dr. alBErt d. BatEs is founder and 
president of Profit Planning Group. His recent 
book, Breaking Down the Profit Barriers in 
Distribution is the basis for this report. The 
book is available in trade paper format from 
Amazon and barnes & Noble.

© 2015 Profit Planning Group. DHI has unlimited  
duplication rights for this manuscript. Further,  
members may duplicate this report for their internal 
use in any way desired. Duplication by any other 
organization in any manner is strictly prohibited.

For many firms, a reasonable expectation is to 
increase the prices on the D items by 10 per-
cent. At first blush, this may seem like an unre-
alistically large increase. However, experience 
throughout distribution suggests it is much 
more attainable than generally thought.

For the typical DHI member, a 10 percent 
price hike represents an increase in both 
sales and gross margin of $75,000. This is 
because the price increase raises sales even 
as the cost of goods sold remains constant. 
All of the price increase becomes a gross 
margin increase. This is the power of pricing.

The additional $75,000 from enhanced 
D-items pricing increases both total-
firm sales and gross margin by the same 
amount. The result is that sales grow to 
$15,075,000, and gross margin becomes 
$4,575,000. The new gross margin per-
centage is 30.3 percent, an increase of 0.3 
percentage points.

In a gross-margin sensitive world, it is a 
significant improvement. The only problem 
is that few firms feel it is attainable. There is 
a lingering sentiment that D items are also 
price sensitive.

finding the margin 
Opportunities
The challenge in dealing with D items is to 
find what are commonly referred to as “blind 
items.” These are the products for which cus-
tomers have only a general idea regarding 
the price and are probably not price sensi-
tive. Typically, product availability outweighs 
price as a value-added service to customers.

Exhibit 1 presents a list of the most 
common attributes of blind items. There are 
no SKUs that possess all of these character-
istics. The key is to discern which SKUs have 
at least three or four of them.

At the very top of the exhibit, the most 
obvious characteristic is that they are slow 
selling. This criterion encompasses all of the 
D items and may well include an important 
portion of the C items as well. However, this 
combination of D and C items must be win-
nowed down to ensure they are truly blind.

The other factors in that analysis are out-
lined in Exhibit 1. As a practical matter, 

cHaractEristic implication

Low sales level  bought rarely; unlikely to remember  
the last price paid

Not heavily promoted  Information about price not readily available

bought only when needed  Availability more important than price

Low price  On a small item, no real concern about price

Repair parts  buy something small; avoid replacing  
something large

Unusual Hard to find; availability is key

Non-seasonal No need to discount “in season”

Unbranded  Difficult to obtain specific price information

ExHiBit 1

the common characteristics of Blind items
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DHI FALL TECHNICAL SCHOOLS
Learn from experienced instructors with fi rst-hand industry knowledge. Bring your questions 

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

them to your workplace.

OCTOBER 5–10
Chaparral Suites  |  Scottsdale, AZ

OCTOBER 26–31
Sheraton Hotel Cavalier  |  Calgary, AB, Canada

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

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

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

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

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

— MARCUS MCELREATH

REGISTRATION

NOW OPEN!

SCHEDULES

Classes/schedule are subject to change.

MON, OCT 5 TUE, OCT 6 WED, OCT 7 THU, OCT 8 FRI, OCT 9 SAT, OCT 10

COR103  
Understanding & 
Using Constr Doc   

COR113 Architectural Hdw & Applications COR120 Door & Frame Applns 

COR140 Using Codes & Standards COR147   Introduction to Specifi cation Writing

COR133 Electrifi ed Architectural Hdw AHC200 Masterkeying

AHC205 Detailing Hardware AHC220  AHC Exam Prep

COR125 Take-Off & Estimating
 COR160

Mat Purch Concepts
COR153 Installation Coord & Proj Mgmt

EHC400 Electrifed Hardware Applications & Documentation EHC405  Access Control & Electrfi ed Hdw Systems

EHC410  EAC & EH Installation & Troubleshooting EHC420  EHC Exam Prep

OCTOBER 5–10
Chaparral Suites  |  Scottsdale, AZ

COURSE CURRICULUM

MON, OCT 26 TUE, OCT 27 WED, OCT 28 THU, OCT 29 FRI, OCT 30 SAT, OCT 31

COR153 Installation Coordination & Project 
Management

COR113 Architectural Hardware & Applications

COR120 Door & Frame Applications
CDC300 Using Door & 

Frame Standards
CDC305 Detailing Doors & Frames

COR133 Electrifi ed Architectural Hardware

AHC205 Detailing Hardware

COR103 
Understanding & 

Using Construction 
Documents

COR160 Material 
Purchasing Concepts

COR147 Introduction to Specifi cation Writing COR125 Takeoff & Estimating

COR140 Using Codes & Standards AHC200 Masterkeying
ELT540 Canadian 

Codes & Standards

AHC220 AHC Exam Prep CDC310 Writing Door & Frame Specifi cations

OCTOBER 26–31
Sheraton Hotel Cavalier  |  Calgary, AB, Canada

COURSE CURRICULUM

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

http://www.dhi.org/fallschool


DHI FALL TECHNICAL SCHOOLS
Learn from experienced instructors with fi rst-hand industry knowledge. Bring your questions 

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

them to your workplace.

OCTOBER 5–10
Chaparral Suites  |  Scottsdale, AZ

OCTOBER 26–31
Sheraton Hotel Cavalier  |  Calgary, AB, Canada

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

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

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

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

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

— MARCUS MCELREATH

REGISTRATION

NOW OPEN!

SCHEDULES

Classes/schedule are subject to change.

MON, OCT 5 TUE, OCT 6 WED, OCT 7 THU, OCT 8 FRI, OCT 9 SAT, OCT 10

COR103  
Understanding & 
Using Constr Doc   

COR113 Architectural Hdw & Applications COR120 Door & Frame Applns 

COR140 Using Codes & Standards COR147   Introduction to Specifi cation Writing

COR133 Electrifi ed Architectural Hdw AHC200 Masterkeying

AHC205 Detailing Hardware AHC220  AHC Exam Prep

COR125 Take-Off & Estimating
 COR160

Mat Purch Concepts
COR153 Installation Coord & Proj Mgmt

EHC400 Electrifed Hardware Applications & Documentation EHC405  Access Control & Electrfi ed Hdw Systems

EHC410  EAC & EH Installation & Troubleshooting EHC420  EHC Exam Prep

OCTOBER 5–10
Chaparral Suites  |  Scottsdale, AZ

COURSE CURRICULUM

MON, OCT 26 TUE, OCT 27 WED, OCT 28 THU, OCT 29 FRI, OCT 30 SAT, OCT 31

COR153 Installation Coordination & Project 
Management

COR113 Architectural Hardware & Applications

COR120 Door & Frame Applications
CDC300 Using Door & 

Frame Standards
CDC305 Detailing Doors & Frames

COR133 Electrifi ed Architectural Hardware

AHC205 Detailing Hardware

COR103 
Understanding & 

Using Construction 
Documents

COR160 Material 
Purchasing Concepts

COR147 Introduction to Specifi cation Writing COR125 Takeoff & Estimating

COR140 Using Codes & Standards AHC200 Masterkeying
ELT540 Canadian 

Codes & Standards

AHC220 AHC Exam Prep CDC310 Writing Door & Frame Specifi cations

OCTOBER 26–31
Sheraton Hotel Cavalier  |  Calgary, AB, Canada

COURSE CURRICULUM

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

http://www.dhi.org/fallschool


Real Openings

dHi Board of 
Governors meeting
By mark j. Berger

The DHI board of Governors typically meets three times 
a year. There are two meetings (usually at or near DHI 
headquarters in Virginia) and at the annual convention. 
The meetings at headquarters are typically two-day affairs. 

After a long day spent on a full agenda, covering a 
comprehensive review of all the organization’s activities 
and future plans, the Governors retreat for dinner. DHI 
staff always does a wonderful job finding a nice restaurant 
for us to unwind and prepare for the day ahead. One 
of the requirements is a private room, as we inevitably 
continue to discuss the day’s events.

As door and hardware people, we can’t help ourselves 
from commenting on every little thing we see as we 
approach the dining room.  Frequently we exit the bus 
and don’t get past the front door as we start reviewing 
the closer, the hinges, the pulls, etc. It is priceless watching 

the faces of the other patrons as they try to squeeze 
by half a dozen people blocking the opening. Not to 
mention the looks we get from the restaurant’s staff. 

We recently gathered at a lovely restaurant and were 
shepherded to our private room, which followed a 
serpentine path through several dining areas. This is 
not unusual as a popular restaurant can only grow at its 
location by absorbing adjoining spaces. This can entail 
converting former entrances to exits, and also creating 
unusual paths as secondary or tertiary exits.

before appetizers or drinks were at hand, we had a field 
day pointing a few things out. Here are those photos, 
followed by responses from some of my fellow governors 
to a request for photos of interesting applications or 
violations they encountered.

Exit door into main dininG room
Frankly, I’m not sure why this door exists. We were led 
into the private room through a nice passage. There was 
an exit at the far corner of the room (more on that later) 
and I noticed an exit sign over a door on the same wall 
where we entered. The exit sign was new, one of those 
extremely stylish ones (which matched the restaurant’s 
décor) and hung from the ceiling. It was definitely not 
there by mistake. 

So, while my fellow Governors examined the lovely 
selection of hors d'oeuvres, I walked to one 

side of the door, and then the other. 
Wisely, I didn’t push the door to see 

what was on the other side. Had I 
done so, I would have banged into 

and had to introduce myself to 
the gentleman enjoying a lovely 
meal at his table, which was 
just a few feet from the door. 
I’m not sure what the pathway 
from this door was meant to 

be, but it clearly opens up onto 
tables in all directions.
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nEcEssity is tHE  
motHEr oF inVEntion, part 1
Governor Jerry Heid is a fellow road warrior. 
He’s spent countless nights in different cities 
and hotels. This means plenty of oppor-
tunities to see unique solutions. Here’s a 
propped door using a lovely winged back 
chair. The exit device is perfectly sized for 
this wide door. The fire label is clear and 
visible. The door closer is obviously func-
tioning. Just another example of people not 
understanding how dangerous the spread 
of smoke can be in a fire situation.

tHE rEal Exit door
Let’s Make A Deal was one of my favorite 
game shows growing up. I had the oppor-
tunity to see it on the rare occasions I wasn’t 
in school. I enjoyed the drama of someone 
having to choose from one of the three 
curtains and, after choosing one, having the 
option to keep the prize or choose from one 
of the two curtains which remained. brilliant 
television.

After inspecting the exit door without an 
exit device, I went to find the real exit door. 
Usually it’s pretty easy—just look along 
one of the perimeter walls. In this case, the 
perimeter wall was lined with ceiling to floor 
curtains. This made sense, as the exterior wall 
was aluminum framing and clear glass (typ-
ical storefront) and the room faced west, right 
into the sunset.

I looked towards the ceiling and saw some 
illumination behind a curtain towards the 
end of the wall. Sure enough, it had the same 
ceiling mounted exit sign, only this one was 
obscured. Strike one.

With the aid of a few Governors, we pulled 
and held back the curtain to see what was 

there. Clearly this door had been an entrance 
to this particular space before the restaurant 
took it over. There was a pair of doors. The 
pull had been removed from one of them 
and a crossbar exit device installed. I’m not 
sure if both doors needed exit devices, but 
the room was not that large, so a single oper-
ating exit door would have been fine. The 
exit sign should have been centered over that 
door, instead of both doors, but that wasn’t 
the first crime which came into view—the 
chain and padlock, which was clearly used to 
extend over the exit device and onto the pull 
was the offense. Strike two.

As long as the exit sign 
was centered over the 
opening, both leaves 
should function. So the 
deadbolt on the bottom of the door with  
the large pull was a no-no. Strike three.

looK up in tHE sKy
“It’s a bird, it’s a plane…It’s a door?” The 
Adventures of Superman was another favorite 
of mine growing up, and by the time I 
reached high school, I probably could have 
recited every line of dialogue to every epi-
sode of the first two seasons (in black and 
white). I wasn’t as crazy about the next three 
seasons, which were in color. but I digress. 
Our President-Elect bob Maas sent in this 

picture and to be honest, at first I didn’t get it. 
Were the trucks backed up against exit doors? 
Was there something with the garage doors? 
Had he sent me the wrong picture?

I’ll confess. I emailed bob with a very detailed 
comment. I wrote “Huh?” bob replied with a 
slightly longer response, “Look up.” Wow. I’ve 
run photos of “Watch that step” before, but this 
one takes the cake. I wonder what the signage 
says at that door on the inside of the building.
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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.

moVE it
While I collect photographs of 
doors, Governor Scott Tobias 
collects credentials after his 
name. I don’t think he’ll stop 
until he’s covered each letter of 
the alphabet. He sent me this 
photograph of an event which 
is all too common: Rolling carts 
and jack lifts placed in the 
means of egress. 

This points to improper training 
of staff and management. 
Safety should be part of all new 
worker training and a list of do’s 
and don’ts should be posted in 
break rooms for all to see.

too many instructions
Governor and Certifications Chair Rex Newcomer inter-
rupted his vacation to send in this photo. There is some 
good news here: the rope on the stanchion is not spread 
across the opening. Now let’s argue amongst ourselves  
if the term “Alarm Activated” is correct, or if it should read 
“Alarm Active.” To me, the alarm should be sounding 
when activated, but this is open to debate.

Not open to debate is the board mounted in brackets 
across the door. No matter the clear instructions to 
“Remove for exit,” brackets should never be mounted on 
a door. Even a daily policy of removing boards and acti-
vating the exit requires the intervention of the weakest 
link in any life-safety protocol—humans.

nEcEssity is tHE motHEr oF inVEntion, part 2
Has our industry come up with anything more 
durable than the pot belly closer? Or a better 
name? I accompany my wife antiquing and 
while she’s examining all sorts of bric-a-brac, I 
enjoy rummaging through old magazines and 
finding hardware ads. I’ve found some great 
old ones, including ones for “The Yale & Towne 

Manufacturing Co.” from the early 1900s which 
show the very closer that Mike Gibson sent in. 

Mike has highlighted the beauty of using 
wood for framing. If you have a little issue, like 
how to mount the door closer, you can solve it 
with a saw. I’m sure there were other options, 
but let’s give this installer an “A” for creativity.
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When it comes to public buildings, it’s easy 
to take the doors and entryways for granted. 
A major challenge is that often door security 
measures can undermine human safety. It is 
critical that door assemblies provide the 
correct balance of life safety and security 
while meeting building and fi re codes.

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

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

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

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

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

http://www.dhi.org/FindAProfessional


By alex Goldfayn

tHE powEr oF 

customEr  
insiGHts

sometimes people tell me that revenue growth 
cannot be as easy as I teach it to be. 
Here’s the good news: It is precisely as easy as  
I say. I’ve implemented this approach for 
dozens of clients, from the publicly traded, 
to the multi-generational family business, to 
startups. If you want to grow your company’s 
revenues, start by talking to your customers 
to understand how they think, feel, and what 
they say about your work. 
Why talk to customers proactively? 
Because most of us only hear from customers 
when they’re unhappy. 

Because we are so stuck in the day-to-day 
minutia muck of our work that we lose sight  
of just how positively our clients perceive us. 
Because when we’re racing from one fire  
to the next, we are reacting, dodging and  
running our business from moment to 
moment. We are the opposite of planful. 
Once they start gathering qualitative insights 
from their customers, my clients realize almost 
immediately that they—the companies’ owners 
and high-level corporate executives—commu-
nicate more negatively about their products 
and services than their customers do. 
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Once we start talking with customers, we are extracted 
from the mud of details we trudge through daily. We 
begin to market better, more and faster. We take more 
action, which is possibly the single most important 
rate-determining step in growing your business. We 
are building relationships. We are obtaining our very 
marketing messaging. 
When we engage in this free, easy and fast process of gath-
ering the thinking of our customers, our business grows. 
So, how easy is it, really? It’s this easy: 
Schedule a 15-minute conversation with one of your cus-
tomers. Tell them you’re trying to improve your work, 
and the value that you provide them. Tell them also that 
you are trying to improve the way you talk about work. 
When the conversation starts, ask them some of the  
following questions:
1. What do you like best about doing business with us?
2. Why have you stayed with us for as long as you have?
3. How would you describe our work to your peers  

and colleagues, to make them say, “Wow, I need  
to work with that company?”

4. What are the first three emotional words you think  
of when you work with us?

5. How much money have you made (or saved)  
as a result of our work? 

You don’t move from one question to the next. Rather,  
be in the moment and listen closely to what the customer 
says. Then, ask “why?” a lot. 
So, if she says, “It lets me focus on my work and not 
worry about my forms (or checks, envelopes, promo-
tional products, apparel, etc.),” I would reply, “That’s 
interesting, how does that play out?” Or, “Why is that 
important to you?” 
Get at the emotion: “How does this improve your work?” 
She may reply: “I get more done in a day,” or “It makes 
me look good in front of my boss.” Then, bring it back 
together: “So, are you saying working with us makes  
you more productive?” 
Try to quantify things. Don’t simply accept that time  
savings are a benefit of your work, but try to get at how 
much time has been saved. And how much this freed  
time is worth. 
What you’re doing here has myriad benefits: 
• You are uncovering your marketing messaging.  

There is nothing you can say about your work that  
is as powerful as what your customers say. If it comes 
from you, it’s marketing. If it comes from customers, 
it’s the truth. 

• You are gathering testimonials, which, with  
permission, can be used in all of your materials. 

• You are, possibly for the first time in a long time, 
seeing the big picture, working on your business 
rather than in it. 

• You are improving your mindset. 
• You are becoming more positive about your work, 

company and employees. 
• And if you let your staff hear the recordings of your 

conversations, and see the testimonials—customers 
speaking in glowing terms about their work—you  
will dramatically improve your staff’s performance. 

What’s the downside? It’s fast, free, and, yes,  
incredibly easy. 

alEx GoldFayn is the CEO of the revenue 
growth consulting firm The Evangelist Marketing 
Institute. This process is 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.

New this December in Doors & Hardware:

ContraCt Distributor 
MarketplaCe

Be part of a new pilot opportunity to 
showcase your business to our nearly 
12,000 industry readers. 

It’s easy to participate and can be a 
powerful and affordable way to get your 
name in front of our audience!

Contact Molly Long Today:
703.766.7014  |  mlong@dhi.org
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Shelf Life

By jason Bader

Photo Credit: @iStock | runeer

is that 
Below 
your 
pay 
Grade? 

one of the most difficult challenges  
for any entrepreneur is learning 
how and when to delegate tasks. In 
the beginning, there was no one to 
hand tasks off to. You were the head 
cook and bottle washer. The buck 
stopped here. As your entity grew, 
you convinced others to join you on 
this merry quest because you knew 
one person could no longer handle 
the work. Unfortunately, no one told 
you how difficult the act of handing 
over tasks was going to be. Why is it 
so hard to delegate?
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As entrepreneurs, we are used to burning the 
midnight oil to get things just right. Time is not 
relevant, as we are driven by the outcome. Once a 
reliable conclusion is reached, why would we go 
back and do it again? Many of us are perfectionists 
and cringe when a task is altered in some fashion. 
By the way, the term perfectionist is just a nice 
synonym for control freak. I have come to realize 
that control is a sizable barrier to doling out tasks. 
I would also suggest that there is a great deal of 
fear involved as well. What if they do it wrong? 
Even worse, what if their way is better? 
The title of this article comes from a lightning 
rod moment I experienced when reviewing a 
Brian Tracy video on YouTube. As some of you 
know, Brian Tracy is productivity expert made 
famous by his book, Eat That Frog: 21 Ways to 
Quit Procrastinating and Get Things Done! I have 
made a couple of references to him in past arti-
cles on management and working with employ-
ees. If you haven’t been exposed to his work, I 
highly encourage you to look him up. 

determine what to delegate
This concept was explained during a segment on 
prioritizing tasks. When determining what tasks 
to delegate, you have to ask yourself if the activi-
ty is below your pay grade. If you are a manager 
making $35 per hour, why are you doing $10 per 
hour work? Isn’t it really cheating your employer 
out of the $25 bucks an hour? Ouch. That stings 
a little bit. 
Although many of us don’t have a boss, per 
say, there are plenty of people to whom we are 
accountable. In some cases, there are share-
holders or financing partners. In most cases, 
it is as simple as accountability to a spouse or 
family. We owe it to all of them to be focused on 
high-level work versus taking a mental holiday 
on the lower pay tasks. Trust me, I am not being 
disrespectful to those who should be complet-
ing these tasks. On the contrary, they are the 
backbone of any working entity. And by the 
way, someday they will be struggling to delegate 
tasks to others. 
Beyond the control aspect, there is a perceived 
time barrier to handing over tasks. How many 
times have we heard this: “By the time I get done 
explaining it, I could have done it myself.” This is 
probably true. It will take longer to teach some-
one else how to perform the task than to just do 
it yourself. You know how to do it, they don’t. 
If you can’t be burdened with teaching a task, 
then you will be shackled to the activity forever. 
Hope you like spending weekends at the office. 

When 
determining 
what tasks to 
delegate, you have to ask 
yourself if the activity is below your pay grade. 
If you are a manager making $35 per hour, 
why are you doing $10 per hour work?
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The real reward comes down the 
line once your team member has the 
ability to take ownership of their task. 
Now, time is on your side. 
Gaining time to work on more mean-
ingful projects is a positive outcome, 
but that isn’t the only benefit of 
effective delegation. By handing more 
and more work over to those in your 
employ, you can improve morale. It 
hardly seems possible that giving 
someone more work would improve 
their sense of well-being, but it can do 
just that. 
When a person is given responsibility 
for a task, there is conveyance of trust 
associated with the handoff. If the per-
son can improve upon the execution of 
the task, then a building of confidence 
will follow. As we delegate increasing-
ly complex tasks, the person’s skill set 
is broadened. Exposure and execution 
of tasks once thought to be the work of 
management can ultimately lead to a 
promotable individual. Isn’t that what 
we want for all members of our team?

take a critical look at your 
daily task list
To delegate effectively, you first have 
to take a critical look at your daily task 
list. What is taking your time? If you 
haven’t done this in a while, it will 
probably be enlightening. Review the 
tasks and prioritize. Which activities 
will have the most meaningful impact 
on your organization? Obviously, 
these are the ones we need to focus 
on. As managers or owners, these 
are the ones we are paid to tackle. 
Conversely, what tasks could easily be 
handled by others? Go a little deeper. 
With a little coaching, what additional 
tasks could I hand off? Now you are 
ready to buy some time.
Who, what, why and how are the crit-
ical elements of delegation. We have 
already tackled the what and why, 
but the other questions are equally 
important. Choosing the right person 
will help make the handoff easier. If 
need to have someone create some 
spreadsheets for data analysis, I don’t 
think a sales-minded individual is 

your best pick. Make sure that the task 
is in alignment with your candidate’s 
ability. Otherwise, you will get the task 
right back and wreck a perfectly good 
team member in the process. 
Start with smaller tasks and match 
them up to your newer folks. As 
each task is mastered, you can start 
adding more complex tasks. Don’t 
be afraid to test them a bit. Go ahead 
and challenge them. Some of these 
seemingly green recruits will surprise 
you. Make sure that you delegate the 
whole task. Giving the employee bits 
and pieces will just force you to come 
in and complete the project. Nobody 
wins in that scenario. Many of your 
newer employees are a vast untapped 
resource of creativity. Let them find 
the logical conclusion.

learn to Be a  
Good teacher
Finally, learn to be a good 
teacher. Remember, know-
ing and teaching are two 
completely different actions. 
Patience is the key to build-
ing confidence in your newer 
folks. Are they going to 
make mistakes? Sure. I don’t 
know about you, but I tend 
to learn better with a few 
bumps and bruises. 
Clarity is a critical com-
ponent in controlling 
the outcome. Be clear 
in your direction and 
don’t be afraid to 
create a checklist for 
more complex tasks. 
Be sure to check in, 
but don’t micro-
manage. Consistent 
feedback will 
help your folks 
understand your 
expectations.
Learning to 
delegate is one of 
the most difficult 
things any owner, 
manager or entre-
preneur will face. 

Mastery of this skill will prepare your 
team for the next logical step—em-
powerment. I’ll leave that discussion 
for another day.  

jason BadEr is  
the Managing Partner  
of The Distribution 
Team, a firm that 
specializes in helping 
distributors become 
more profitable through 
strategic planning and 
operating efficiencies. 

He is a regular speaker at industry events and 
spends much of his time coaching individual 
distribution companies. He can be reached  
at Jason@Distributionteam.com or go to  
www.thedistributionteam.com.   
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DHI o� ers this valuable corporate member bene� t to focus on one 
of members’ most signi� cant problems: credit and collections

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

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

nsurance & Discount Benefits

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

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

www.TrustAltus.com

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

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

•   Maintain healthy customer     
    relationships throughout the 
    debt recovery process.

•   Improve e�ectiveness of 
     internal sta�.

•   Reduce DSO.

•   Increase debt liquidation rates.

•   Cut recovery costs in HALF!

THE NUMBERS SPEAK
 FOR THEMSELVES

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

RESOLVED:                               $74,336,095

ACCOUNTS RESOLVED:                        57%

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

Cut recovery cost in HALF!

(800) 509-6060 
www.TrustAltus.com

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


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.

BHMA’s primary focus is the development of AnSI 
performance standards for architectural hardware; it also 
sponsors third-party certification of manufacturers’ products.

BHMA is celebrating 
its 90th anniversary 
in 2015 and will 
be featured in the 
november issue of 
Doors & Hardware.

DHI has strategic relationships with many associations 
in related industries. Here are just a few:

30,000 52
number of companies and trade associations, including  
DHI, represented by the national Association of Wholesalers-
Distributors (nAW), which addresses wholesale distribution 
public policy priorities in Washington, D.C.

number of trade and professional associations belonging 
to the Small Business legislative Council, a coalition that 
shares the common concern for the future of small businesses. 

DHI CEO Jerry Heppes Sr., CAE, is 2015 chair. Summaries 
of SBLC reports can be found in DHI's members-only 
e-newsletter, IndustryWatch.

The national Fire Protection 
Association (nFPA) is a global, 
nonprofit organization devoted to 
eliminating death, injury, property 
and economic loss due to fire, 
electrical and related hazards.

The Security Industry Association, with its 
600 member companies of electronic physical 
security product manufacturers, distributors, 
dealers, and integrators, sponsors ISC’s Expo.

The Electronic Security 

Association is the largest 

trade association representing 

the electronic life safety  

and security industry.  

eSA has over 2,500 
member companies 

that install, integrate and 

monitor intrusion and fire 

detection, video surveillance 

and electronic access  

control systems. 

The Associated Locksmiths of America represents 

almost 10,000 professional locksmiths 
and security professionals and, like DHI, focuses 
on education and certification for its members.

DHI is represented on the organization’s 
NfpA 80, 101, and 105 codes committees.
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FAMILY TRUST SAYS SELL
manufacturer of commercial  
doors and accessories
Over 50 years in business

Manufacturer of Commercial Doors  
and Related Interior building Products    

Synthetic, Stainless, Plastics and Wood,  
including hardware, hinges and handles.

120,000 SF Manufacturing
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By stephen r. Hildebrand, FdHi

the annual dHi distributor profit report is now 
available as an exclusive benefit to DHI corporate 
members, and the results are enlightening. They 
confirm all other indicators of strong economic 
growth and reports of vibrant non-residential 
construction activity. 
Depending upon which construction forecasting 
service you follow, total non-residential growth 
in 2014 was between five and 10 percent, with 
the commercial sector gaining about 15 percent 
while the institutional sector remained flat. This 
non-residential construction growth seems sus-
tainable with 2015 and 2016 forecasts averaging 
about 12 percent each over these two years.
The 2015 DHI Distributor Profit Report is based on 
2014 financials submitted confidentially to an in-
dependent third party by DHI corporate member 
firms. The report, totaling 35 pages, is a wealth of 
information on all financial reporting factors, with 
special focus on the Critical Profit Variables (CPV) 
of a distributor firm. The details include tabular 
and graphic presentations of income statement 
and balance sheet results, comparing typical firms 
with high-profit firms, and outstanding explana-
tions of the differences in critical activities. 
All this starts with an Executive Summary high-
lighting the key results of the report. Following 
is a thumbnail sketch of some of the important 
information available in the report, as well as an 
update on the progress from the previous year 
(2013) in the financial factors of greatest interest.
The typical DHI distributor grew net sales from 
2013 to about 4.4 percent, for an average of $16.3 
million. On the other hand, the high-profit DHI 
distributor grew net sales around 34 percent for 
the same average of $16.3 million. However, the 
high-profit DHI distributor’s profit before taxes 

grew .9 percentage points to 6.9 percent, compared 
to the typical DHI distributor’s before tax profit of 
2.8 percent, which grew only .1 percentage point.
The high-profit DHI distributors do not always 
perform better in every CPV, but their combined 
CPV performance results in better overall per-
formance. For instance, the sales per employee 
of the high-profit distributor are $10,000 higher 
than the typical distributor. While their gross 
margin percentage is only .5 percent higher, 
their operating expense percentage is 3.3 per-
centage points lower, a result of better focus on 
expense control, resulting in significantly higher 
net profits. The high-profit distributor turns their 
inventory 9.5 times versus the typical distributor 
turn of 6.8, and the average collection period is a 
full eight days less, averaging 60.9 days, a func-
tion of better accounts receivable practices.
While the annual Profit Report is available to all 
corporate members, those who took the time to 
submit their financials for the survey also re-
ceive the Profit Improvement Profile, a confidential 
report comparing their firm with similar partic-
ipating firms. Many use this report to discuss 
loans and lines of credit with their financial 
institutions. Their custom report will suggest 
areas of improvement in the CPVs and include 
a Profit Toolkit, an Excel-based tool to assist in 
their financial activities planning.
So next year, when you receive our request to com-
plete the Profit Report Survey, take the time to do 
so—the additional customized report and plan-
ning tool will be well worth the time invested!  

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.

a Benefit of membership – 
the distributor profit report
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Akron Hardware has carried SARGENT products since 1998.  Our history 

speaks for itself.  We grew with the brand, and we know the brand.  We 

have it in stock, and it will ship today.  Powerful solutions combined with 

added value.  Why go anywhere else for SARGENT?

SOLUTIONS.SOLUTIONSSOLUTIONS
P0WERFUL.

SARGENT bored locks SARGENT bored locks 

offer the choices you need offer the choices you need 

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

http://www.akronhardware.com/sgd
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and recommendations.

EVERY DAY, 
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