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10  Hardware Trends and the 
emergence of Biometrics
Melany Whalin
While traditional keys aren’t obsolete, 
electronic solutions are becoming an 
increasingly popular access control  
solution for architects. 

14  emerging Technologies  
BIM in Construction and Facilities 
Thomas Lewis
In addition to building Information Modeling 
(bIM), there are a number of emerging and 
interrelated trends bringing significant 
changes to the architect, engineering and 
construction industry. Arguably, bIM is the 
fuel behind the accelerated growth of these 
worldwide construction trends. 

20  designing door Treatments  
for improved Patient outcomes  
in Hospitals
Viviane Chan
A number of studies have examined how 
hospital design and architecture affect 
patients and healthcare workers, and the 
results make a compelling case for patient-
centered design. This means that doors aren’t 
just doors anymore—they need to be more 
than just entrance portals or barriers. 

26  commentary: who's going  
to Fill Their shoes?
Amanda Wilson
As the construction market has begun to 
make a comeback, many distributors are 
expressing a common concern: the lack of 
experienced, qualified employees to fill the 
shoes of retiring veterans. 

32  The age of the wireless lock
Jonathan Karacozoff
With wireless locks, commercial hardware has 
thrust us into the 21st century, thanks in large 
part to The Internet of Things, where physical 
things can be centrally controlled.

36  commentary: door and  
Hardware dealer sales Force:  
a Profitable growth strategy
Roger Stempsky
Most door and hardware dealers, distributors, 
manufacturers, etc., are experiencing some 
good business times. Regardless of the 
strength of the current market, we continue 
to hear the concerns of eroding margins and 
market competitiveness. So now is the time to 
be thinking strategically and thinking ahead 
to build a stronger business for the future.

42  mastering rigid sill Pan 
installation for commercial 
exterior doors
Paul Majka
Advanced wall system requirements have 
become increasingly stringent, demanding 
that exterior drainage and flashing provides 
greater protection around windows and 
doors. As a result, codes and standards 
surrounding flashing requirements have 
evolved and created the opportunity for  
new installation methods. 
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want to Know what’s 
Trending? ask!

By Jerry Heppes sr., cae

They say “all politics is local.” To some extent, 
hardware trends are the same. Yes, just like 
politics, there are national movements but 
political decisions are still up to the voters at 
that locale. 
How does this relate to hardware trends? 
National hardware decisions are up to the key 
stakeholders locally and are determined by 
various industrial, institutional and commer-
cial markets. 
So how do we tap into the key trends in dif-
fering markets to better position our companies 
to serve our customers and to differentiate us 
from our competition? Just like politics, we are 
all well aware of the national trends—liberal 
versus conservative versus moderate; Democrat 
versus Republican versus Independent. We are 
equally aware of industry trends nationally 
and have an excellent resource to tap—the 
manufacturer community not only knows the 
trends but is often driving those trends across 
North America. All it requires is for you to ask 
these companies, and they will be happy to 
share their expertise and to explain the drivers. 
Since product development is based upon 
research, understanding this information can 
be a great resource.
Let’s move to our local markets. We know that 
local codes drive different trends, but there are 
often multiple solutions to meeting codes and 
standards. Within the building process, there 
are personal likes and dislikes driven by the 
individual professional. This is the informa-
tion we need to determine and use to better 
position our companies. Presenting a proposal 
based upon the personal preferences of a deci-
sion maker just makes sense and will improve 
your closing ratio. 

How do political parties determine the local 
trends? Polling! We have all received the phone 
calls and surveys in the mail asking our opinion 
of various candidates and issues. During the 
election season, these touches increase to a 
torrid pace. Although we don’t have an election 
season, we do have an economic season, and it 
appears to be heating up. This is a good time to 
glean the preferences. So what should we do to 
determine the trends? Poll!
The good news is that those whom we need to 
poll will be interested in helping and certainly 
willing to offer their opinions—sometimes 
just because you simply asked. Unlike political 
polls, industry surveys are less frequent and 
again may be well received.
So whom do we want to poll? The first and 
most insightful targets are the individuals who 
work for our companies. The front line and 
technical employees who interact with archi-
tects, contractors and end users are an excellent 
source with which to begin our polling. You 
should receive 100 percent participation from 
these experts and can build an excellent foun-
dation of information to test further with those 
critical stakeholders—your customers. 
Polling hardware trends doesn’t have to be 
complicated or even extensive. A handful of 
questions will suffice. A short 15-minute phone 
call can yield excellent feedback. Segment the 
responses by various markets to begin to under-
stand the driving forces behind a trend. Before 
long, you will have a sense of the various local 
trends and can adjust your company to take 
advantage of this information. Good luck!  
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KNOCK, 
knock.

Lettuce.

WHO’S THERE?

LETTUCE 
WHO?

KNOCK, 
knock.

Lettuce.

WHO’S THERE?

LETTUCE 
WHO?



Faces

dHi memBer since: 1997

occuPaTion: Vice President, Director of Training

FirsT JoB: The snack bar at the local pool, when I was 
13. I worked part-time during the summers for a little 
money and free food and beverages. 

cHildHood amBiTion: Teach tennis and run  
a pro-shop.

wHaT led you To our indusTry? I was working 
retail and wanted to get out of all those evenings and 
weekend hours. I took a job as the office manager at a 
small garage door company.

ProudesT ProFessional momenT: being chosen 
to receive the “Fellow” designation from DHI this year. 

BiggesT cHallenge: building comprehensive 
training content to encompass all the different product 
categories and job descriptions for DH Pace. We are into 
everything door related, from the front door (aluminum 
storefront) to the back of the building (dock equipment 
and sectional doors), and everything else in the building 
that is door or openings related. 

guilTy Pleasure: Peanut M&Ms around 3 p.m. in  
the afternoon for my afternoon pick-me-up. Thanks 
Julie batista!

FaVoriTe BooK/moVie: The Bible. Any of the James 
bond series – I own them all.

menTor/Hero: menTor: Rex Newcomer, our CEO 
at DH Pace. I was in our Overhead Door division and 
Rex brought me into the Entry Door division and has 
trained, challenged and supported me in all the tech-
nical and business aspects of the door and hardware 
industry. Hero: Nobody specific. I do hold in very high 
regard children who have to deal with cancer. Oh my, 
what strength they exhibit and what fantastic role 
models for all of us. 

BesT adVice you eVer receiVed: Watch your 
thoughts; they become words. Watch you words; they 
become actions. Watch your actions; they become 
habits. Watch your habits; they become character. 

Watch you character; it becomes your destiny.” - Frank 
Outlaw, late President of bi-Lo Stores

BesT adVice you neVer receiVed: Don’t add 
rental property to your investment portfolio right 
before the housing bubble pops. Ouch!

How Has your inVolVemenT wiTH dHi  
suPPorTed your career goals? Starting at the 
local chapter meetings, I had the opportunity to network 
with the various categories of the industry: distributors, 
sales agents, manufacture reps, spec writers, etc. Those 
relationships helped me to grow into a larger role at the 
national level with DHI, which in turn helped me build 
the entry door part of our business as general manager at 
DH Pace. The education and business relationships have 
been priceless to me and also to our organization. As 
our company has grown, I have been able to grow with 
it because (in part) of the training and contacts I have 
amassed through the years with DHI. The educational 
and networking experiences that I received have pre-
pared me for my current role leading our companywide 
training and development team. 

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!

Jerry Rice, FDHI, FDAI, CSI, 
CCCA, LEED Green Associate

DH PACE COMPANy, INC.
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Achievements

sandro abballe, Fdai
SPecIFIcATIOn AnD QuOTATIOn SeRvIceS, 
cAnAROPA

years aT currenT comPany: 2

years in indusTry: 3

menTors: Richard boisjoli, Karl Modlmayer

Thank you to DHI and everyone else who 
has helped me reach this first of many goals 
in my professional journey.

guy lussier, aHc, Fdai
PROjecT MAnAGeR, QuIncAILLeRIe 
ARcHITecTuRALe cAPSOL Inc.

years aT currenT comPany: 2

year in indusTry: 31

menTors: Keith Pardoe, DAHC/CDC,  
FDAI, CDT

congratulations new  
Fire door assembly inspectors!
Four students received their Fire and Egress Door 
Assembly Inspector (FDAI) credentials at DHI 
Canada’s Spring School held May 25-30 in Montreal.

Pierre morin, aHc, Fdai
RePReSenTATIve cOnSuLTAnT, AGenceS RÉAL 
DeMeRS Inc.

years aT currenT comPany: 8

year in indusTry: 32

menTors: Guy Fortin

Special thanks to my instructors, Keith 
Pardoe, DAHC/CDC, FDAI, and Sebastien 
Dubois, FDAI

Paul stirling, Fdai
SeRvIce/SALeS, eDwARDS DOOR SySTeMS LTD.

years aT currenT comPany: 8

year in indusTry: 8

menTors: Keith Pardoe, DAHC/CDC, FDAI, 
CDT

Save the Dates for  
DHI Technical Schools!
ocT. 5-10, 2015
Chaparral Suites 
Scottsdale, Ariz.

ocT. 26-30, 2015
Sheraton Hotel Cavalier 
Calgary, Ab, Canada

For more details and to register,  
go to dhi.org/fallschool.
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The world of door hardware was once dominated  
by mechanical keys, and the idea of opening 
a door with anything other than a metal key 
seemed unimaginable. 
While traditional keys aren’t obsolete, electronic 
solutions are becoming an increasingly popular 
access control solution for architects. They are 
cost-efficient, designed to be easy to install, con-
nect, manage, and use, and are compatible with a 
wide range of doors and openings.
According to an independent locksmith survey 
conducted by Allegion in February 2014, 31 per-
cent of door hardware used was electronic, with 
an anticipated rise to 47 percent by 2019. 
Today’s world is surrounded by the Internet of 
Things (IoT), and technological advancements 
have brought value to the security industry in 
many ways. Electronic solutions can be wireless 
or hardwired—depending on the need—and 
integrated designs save both time and money 
when installing. 
So with that said, it’s no surprise that electronic 
access control (EAC) is a popular trend with 
architects.

EAC AnD MECHAnICAl HArDwArE:  
THE PErfECT PAIr
EAC solutions offer increased security, privacy, 
monitoring, efficiency and convenience more 
than ever before. But despite rising popularity, 
the two solutions—mechanical and electronic—
can coexist.
Studies have shown that most facilities use the 
80/20 rule, according to Erik Larsen, Allegion’s 

National Account Manager – Electronic 
Integrators. Twenty percent of openings in a 
facility— main lobbies, office doors and areas of 
high value—are usually made up of electronic 
solutions because they are tier 1 security points 
that require real-time access and monitoring.
To decide on the best level of security and the 
right type of credential for a facility, it’s import-
ant to understand the following factors:
 Level of security needed
 Existing credential system in place
 Different zones in the facility that may re-

quire varying levels of security
 Current culture of users with respect to secu-

rity and normal safe work environment
 High-security locations or areas that need 

multi-factor authentication 
In these circumstances, one solution will be 
chosen as the base credential, but there are 
likely areas that will need more or less security, 
depending on the zone and amount of traffic the 
area generates. For example, a magnetic stripe 
or proximity card may be the main credential to 
access most openings throughout a hospital, but 
some areas may need a secondary, or multi-fac-
tor, authorization. 
Different areas of a facility may require varying 
levels of security, so architects must plan on 
incorporating both to maximize tenants’ results. 
For instance, a pharmacy may be outfitted with 
a reader for the magnetic or proximity card, 
plus a biometric solution for advanced securi-
ty. Similarly, premium-priced readers may be 

Hardware Trends 
AND THE EMERGENCE OF bIOMETRICS

By melany whalin
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used at external perimeters or highly 
secured areas, while lower-priced 
mechanical locks may be the most 
cost-effective option for maintenance 
rooms that require less security.

BIoMETrIC SECurITy
Biometrics is one of many EAC 
solutions, but is the most advanced 
security solution on the market—a far 
cry from mechanical keys, which can 
be easily copied, stolen, shared and 
limits access only if you have control 
of all keys.
So what is biometrics and why is it 
so advanced in the security space? 
Biometrics is the science of using 
human characteristics—such as fin-
gerprints—to identify an individual. 
In security, solutions measure one or 
more unique physiological human 
characteristics (shape of hand, finger-
print, iris, etc.) to grant access control. 
According to Samir Tamer, Advanced 
Technology Leader – Disruptive 
Innovation at Allegion, the first hand 
readers were purely mechanical, 
using physical springs and other gears 
to identify a user’s hand. The next 
advancement was an optical system 
that worked by shining a 1,000-watt 
light at a user’s hand, followed by 
modern systems that used low-pow-
er LEDs and cameras to identify the 
individual. 
So where and why should architects 
consider biometrics?

Biometric solutions are easy to main-
tain, and provide an ideal mix of con-
venience, security and peace of mind; 
ideal when consistent and dependable 
security is of prime importance. In 
many cases, biometrics is an add-on 
solution to existing access control 
where there is a high-level security 
need like the pharmacy example men-
tioned above. 
Today, biometric technology encom-
passes a wide variety of identification 
systems and an even broader array 
of applications. And with improved 
technology and recent price drops, 
businesses of all sizes are becoming 
interested. 
To help understand the quality of se-
curity provided by biometrics, Tamer 
refers to three levels:
 THIngS you HAvE are metal keys 

or proximity cards. These can be 
lost, stolen or duplicated without 
authorization.

 THIngS you know are passwords 
or PINs. These are hard to steal, but 
can be forgotten or intentionally 
shared.

 THIngS you ArE refers to biomet-
rics—that is, identification based 
on a person’s unique physical char-
acteristics. These characteristics 
can’t be duplicated. Things you are 
or biometric identification provides 
the highest level of security, espe-
cially when paired with another 
credential like a PIN, password or 

card. This is an ideal option for a 
facility that requires display of a 
smart card or badge for entry.

It would be easy to assume that bio-
metric access control is used only by 
high-tech, high-security organizations 
like Apple, Citibank and Google. And 
that’s partly true. 
Biometrics was initially implemented 
in national research labs and nuclear 
power plants to protect high-tech 
secrets and dangerous materials, 
according to Tamer. But over time, 
biometric access control has become 
extremely effective in demanding 
workplaces where the system needs to 
process thousands of people quickly 
and in less than ideal conditions.
These systems have the ability to 
process people effectively and ac-
curately. In some cases, verification 
takes as little as two seconds per 
person; critical in factories that need 
to process as many as 2,000 people per 
shift. Biometrics can also overcome 
environmental challenges like am-
bient dirt, cold temperatures, overly 
bright or overly dark lighting; as well 
as employees wearing masks, goggles 
or other eye protection.
In these settings, a biometric reader 
that doesn’t have to be touched is 
important, so iris readers are often the 
solution of choice. In other settings, 
hand geometry can be used to not 
only identify the user, but also track 
time and attendance with ease.
EAC is slowly becoming more favor-
able with many tenants, and should be 
incorporated in facilities. These solu-
tions are more flexible and easy to in-
stall, are becoming cost-effective, and 
most importantly, are improving secu-
rity in facilities. Despite the growing 
trend in EAC, mechanical hardware 
still has a role in the security industry, 
even with top-tier EAC solutions such 
as biometrics. Architects just have to 
combine them to maximize the results 
within a facility. 

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

bIOMETRIC SOLuTIONS ARE EASy 

TO MAINTAIN, AND PROVIDE AN 

IDEAL MIx OF CONVENIENCE, 

SECuRITy AND PEACE OF MIND.

12      SEPTEMbER 2015      doors & Hardware

mailto:Melany.Whalin%40allegion.com?subject=


Cl
ie

nt
: C

/S
 G

ro
up

 
Jo

b#
: 1

00
92

 
Na

m
e:

 A
cr

ov
yn

 D
oo

rs
 a

d 
Pu

bl
ic

at
io

n:
 D

oo
rs

 &
 H

ar
dw

ar
e

Co
lo

rs
: C

M
YK

   
Bl

ee
d:

 Y
es

 
Si

ze
: 8

.3
75

" 
x 

10
.8

75
” 

In
se

rt
io

n:
 #

20
24

 J
un

e 
20

15Indestructible
now comes
in frames 

Introducing the new C/S Acrovyn Frame System! 

Developed with high tra�  c areas in mind, the 

Acrovyn Frame System is designed for durability,

longevity and aesthetics. Say goodbye to costly 

painting and repairs. Now, the entire opening can 

always look new! For our new brochure, visit 

 /door or call (800) 972-7214.

http://www.c-sgroup.com/


EMERGING 
TECHNOLOGIES
BIM in Construction and Facilities

By Thomas lewis, aHc, cdc, Fdai, leed aP, cm-Bim
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BIM. Good grief.
Denial, anger, bargaining, depression 
and acceptance. You may recognize 
these terms as the five phases of a 
grieving process, but they could easily 
describe the phases one goes through 
before adopting any new or emerg-
ing innovation or technology. Do 
any of the following sound familiar 
regarding your perception of Building 
Information Modeling (BIM)?
• BIM is not used on projects in my 

market.
• There are no requirements for BIM 

in my contract or scope of work. 
• I don't like the transparency with 

BIM. Mystery can be profitable.
• BIM means more work with no 

guarantee of an order.
• I can remove BIM requirements 

from my contract.
• How will I afford the investment in 

new technology and skill sets?
• BIM will be the death of distribu-

tion. Contractors will buy direct.
• BIM can add value to my process.
• BIM is an opportunity to increase 

business.

Some may find acceptance elusive and 
many distributors are wondering just 
how and where they will bring value 
to BIM design and construction. As 
a comparison, go back a few years to 
when the "green and sustainability" 
movement first began. You may recall 
acceptance of this emerging trend was 
tempered with a healthy dose of skep-
ticism by both manufacturers and dis-
tribution. Today, sustainable products 
and practices are commonly reflected 
in building codes and increasingly 
demanded by owners to be included 
in standards and facilities.
It’s not just BIM. There are a number 
of emerging and interrelated trends 
bringing significant changes to the 
architect, engineering and construc-
tion (AEC) industry. Integrated Project 
Delivery (IPD) is a relatively new con-
struction delivery method that fosters 
a shared risk/reward alliance among 
owners, designers, builders and sup-
pliers. Sustainable construction now 
encompasses standards related to high 
performance building design (energy 
efficiency) and environmental and 
heath product declaration documents. 
Maybe the most impactful change will 
be the shift toward lean construction 
practices and the renewed interest in 
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modularization, prefabrication and 
pre-installed hardware openings as 
cost saving alternatives.
Arguably, BIM is the fuel behind 
the accelerated growth of these 
worldwide construction trends. 
Visualization, information and col-
laboration bring greater clarity and 
efficiency to IPD, high performance 
benchmarking, and lean methodolo-
gy and waste reducing practices.
BIM is not just for architects. The 
concept behind BIM is not a new and 
3D modeling goes back 30 years or 
more. Building Information Modeling 
as a design term gained popularity in 
the mid-2000 decade, coinciding with 
advancements in 3D technology and 
computer processing. Today nearly 
70 percent of design and engineering 
practices are using some form of BIM 
design software. Equally impressive is 
majority of top national and regional 
contractors utilizing Virtual Design 
Construction (VDC) as their preferred 
project delivery method.
Owner and end users are part of the 
process too. The demand for infor-
mation and BIM "deliverables" on 
new construction projects is being 

3d modeling and visualization tools bring to clarity to door and hardware product applications. 

exhibited in the bidder qualification 
criteria and guidelines published by 
government agencies, universities, 
healthcare organizations, corporate 
campuses, and even K-12 school 
districts. Contract language similar 
to below clearly demonstrates an 
owner's desire for product data to 
be housed, updated, and exportable 
from BIM files for use in their facility 
management.
"It is the intention of the university to use 
BIM for facility management upon occu-
pancy. Information that matures during 
the construction process is to be captured 
in the appropriate BIMs throughout the 
construction phase. Upon substantial 
completion, BIM files shall be submitted 
to the university design and facilities 
department."
So take a close look at those project 
bid documents. You may be surprised 
to find you're legally bound under 
a "BIM Execution Plan" or "Building 
Information Modeling Protocol Form" 
with subcontractor requirements to 

provide and update data to the BIM. 
AIA G202 - Project Building Information 
Modeling Protocol Form is one example 
of contract addendum language for 
projects using digital data or building 
information management technology.

bIM IS NOT SOFTWARE 
The term BIM actually refers to files 
containing digital representations of 
the physical and functional character-
istics of a facility. Structural, MEP, and 
architectural trades can all be repre-
sented in the BIM and the combined 
files can be very large. Within BIM 
are "objects"— basically repositories 
holding detailed information about 
a product and the 2D/3D geometry 
used for visualization. Door and 
frame openings are one example of a 
BIM object. 
For distribution purposes, BIM can 
be best described as a collaborative 
process whereby intelligent 3D objects 
are used to communicate product and 
project data and decision making. 

aia g202 - Project Building information 
modeling Protocol Form, is one example of 
contract addendum language for projects 
using digital data or building information 
management technology. 

Illustration courtesy of the The American Institute of Architects
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Jack Winter, Customer Service/Product Engineering, 14 years at SELECT

Call SELECT Hinges and you won’t get lost in the maze of some 
giant, faceless, automated system. You’ll talk to a real person. A 
person who answers your question or solves your problem. Our 
knowledgeable and courteous sta� understands our hinges and 
their unbeatable durability … and understands your business.  

�ose same people stand behind our hinges with the industry’s 
only never-ending Continuous Warranty™ on geared hinges. And 
when it comes time to ship your order, they’ll send it out in just  
48 hours, or less.

Don’t talk to a machine. Talk to a real person at SELECT and see 
how our experts can help you �x your door problems for good.

800-423-1174    www.select-hinges.com/dhi

Talk directly to the people who design and build your hinges.

only one part of the complete picture. 
In reality, exchanging information 
through a model is the more import-
ant benefit BIM brings to the entire 
building life cycle process. 
In a BIM environment, there are both 
"creators' and "consumers" of infor-
mation content. Creators add product 
data into the model for the consumers 
to extract and use in applications. 

The creators can be architects and 
specification writers working in the 
project planning, design, and contract 
documentation phases. Content refers 
to many types of product informa-
tion including quantities and sizes, 
construction materials, manufacturer 
names and descriptions, types and 
profiles, technical attributes, finish-
es, sustainability data, installation 

Product information is meant to be 
shared across the "Building Lifecycle 
Process" from design and specification 
on to procurement, construction and 
installation, facility management, and 
finishing with disposal and aftermar-
ket replacement. Architects, con-
tractors, suppliers, and end users all 
contribute and benefit from the flow of 
information. 
On the other hand, software is the 
enabling tool used to facilitate the BIM 
process. There are numerous varieties 
of BIM software applications devel-
oped to meet the specific needs of an 
architect, contractor or facility manger. 
Autodesk Revit® is one example of a 
3D BIM authoring software tool. Other 
major BIM platforms used worldwide 
include Graphisoft ArchiCAD® and 
Bentley MicroStation®. Historically 
speaking, Revit® has taken roughly 
half the amount of time as AutoCAD® 

to become the leading BIM program 
used in practice by both architects and 
contractors in North America.
Interestingly, contractors have em-
braced BIM software and tools faster 
than any other group in the industry, 
including architects. Some of the BIM 
applications used in construction pro-
cess include Autodesk Navisworks®, 
Vico®, BIM 360 Field®, dRofus®, Solibri®, 
Synchro®, and Assemble Systems®. 
Further downstream, facility man-
agers are using programs such 
as FM Systems®, NETFacilities®, 
ARCHIBUS®, and EcoDomus FM® to 
improve asset tracking and support 
building operations and product life 
cycle maintenance and replacement. 
Regardless of where and how BIM 
software programs are developed 
and used, they all have one critical 
requirement—information.

SHOW ME THE 
INFORMATION!
When most of us hear the acronym 
BIM, we think of 3D modeling and 
visualization. While digital represen-
tations of door and hardware applica-
tions offer an enhancement over con-
ventional 2D drawings, modeling is 
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instructions, and the list goes on and 
on. URL link-outs to supplier contact 
information are even a possibility. 
On the other end of the information 
flow are the content consumers. These 
are the contractors and end users who 
want to leverage the information as a 
means to improve construction effi-
ciency, reduce waste, and better man-
age installed products after occupancy. 
Distributors, and subcontractors, are 
right in the middle. As consumers, they 
need to extract data from BIM files to 
streamline estimating and bid propos-
als. They can also be creators when 
performing the role of specification 
writer for an architect or contractor, or 
by updating the BIM with their "as-sup-
plied" project and product details. 

OLD THINGS, NEW WAyS
In a digital world, it's all about being 
fast, accurate, seamless and mobile. The 
modern construction trailer is more 
likely to be outfitted with big screen 
monitors and laptops versus plan 

It's an 
interconnected 

world built around 
information 

exchange and 
collaboration. 

bIM is delivering a 
positive return on 

investment. Product details, including manufacturer and 
supplier information, are embedded into 
autodesk revit® door family "parameters."

racks and drawing tables. Most project 
sites are now outfitted with hot spots 
connecting to portable kiosks and 
handheld tablets. Virtual design, or 
the ability to "see before you build," is 
used to identify and correct construc-
tability errors before they materialize 

Master the ins
and outs of security
Door hardware that takes security as seriously as you do

Get the free mobile app 
at http://gettag.mobi  

Copyright © 2015 Sargent Manufacturing Company, an ASSA ABLOY Group company. All rights reserved.  

Be in control of your facility’s hardware, not constrained by it. SARGENT expands your 

building’s security by offering a wide variety of strong, flexible ANSI/BHMA Grade 1 door 

hardware. Maintenance is simple and security level changes are seamless. Start every day 

knowing you have complete command of your facility’s security with SARGENT.

Scan the tag or visit the web site below for more information.

www.sargentlock.com

11 Line Bored Lock 8200 Series 
Mortise Lock

IN120 
WiFi Access 
Control Lock

80 Series Exit Device
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cutting edge Bim software tools are being used 3d door and hardware specification, 
estimating, scheduling, and project management.

at the jobsite. The accuracy of the data 
and details inside of models is allow-
ing suppliers to prefabricate off-site 
and avoid in-the-field assembly and 
modifications. 
Information from the BIM feeds the 
construction applications used for site 
planning and analysis, material take-
offs, resource allocation, scheduling 
and phasing, spatial coordination, 
material tracking, and field commu-
nication. RFIs, deliveries, installation, 
and punch-out issues are tracked and 
updated via handheld devices and 
uploaded to the cloud. It's an inter-
connected world built around infor-
mation exchange and collaboration. 
BIM is delivering a positive return on 
investment.
In a recent survey, major construction 
firms were asked to identify some of 
the challenges they commonly face 
when working with material subcon-
tractors. Their top responses below 
are in many ways directly attributable 
to the accurate and timely flow of 
information.

1. change management 
2. material tracking
3. installation
4. quality control
5. communication (access to 

information) 
Of course, these issues have been of 
concern to contractors long before 
BIM. However, the "new way" to 
seamlessly exchange data and infor-
mation through objects and files is 
dramatically changing workflow pro-
cesses. Change management, material 
costing and tracking, resource alloca-
tion, field verification and documenta-
tion are all moving away from the old 
ways of doing business. 
Try as they might, distributors will 
not be able to hide or remain removed 
from this industry movement. 

CHANGE IS THE ONLy 
CONSTANT 
Construction is a very inefficient and 
wasteful business. Up to 40 percent 
of project cost can be attributed to 

construction waste. Traditional 2D 
document based workflow used for 
years in the door and hardware in-
dustry contributes to the inefficiency. 
Specifications, estimates, schedules 
and submittals that are reliant upon 
disconnected text documents, spread-
sheets and technical drawings are 
inherent with errors and inaccuracies. 
A different approach has been needed 
for some time.
Change has come in the form of 
integrated 3D, 4D (time), 5D (costing), 
6D (product life-cycle management) 
systems and tools. Divisions 08 
(Openings) and 28 (Access Control 
Systems) suppliers need to look no 
further than fellow structural and 
MEP trades to see where their BIM 
journey is leading. Eventually evolv-
ing building codes, owner protocols 
and government mandates will follow 
in support of BIM delivery methods. 
BIM is becoming the next version of a 
green and sustainability movement.
Today, door and hardware objects are 
already available to download from a 
variety of internet sites and vendors. 
Sophisticated software applications are 

being used by architects and contrac-
tors to create, visualize, and modify 
3D door and hardware openings and 
embedded manufacturer product data 
into the models. BIM generated files 
are being exported for use in estimat-
ing, scheduling and project manage-
ment and virtual "door libraries" are 
replacing paper-based owner specifica-
tion and construction guidelines.
The manner in which distributors are 
able harness and deliver information 
being created and consumed in a 
BIM environment will define their 
value-add for future business. Those 
unable or unwilling to move forward 
with acceptance may indeed find 
themselves left behind as the innova-
tive leaders transform the industry for 
the next generation of distribution. 

THomas lewis, aHc, 
cdc, Fdai, leed aP, 
cm-Bim is Senior 
Director of bIM 
Technologies for ASSA 
AbLOy and Openings 
Studio. He can be 
reached at thomas.
lewis@assaabloy.com. 
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By Viviane chan

Hospital design and architecture can 
play an important role in a patient’s 
recovery and well-being. A number of 
studies have examined how hospital 
design and architecture affect patients 
and healthcare workers, and the results 
make a compelling case for patient-cen-
tered design. This means that doors 
aren’t just doors anymore—they need 
to be more than just entrance portals 
or barriers. Doors are increasingly 
being considered as part of an optimal 
patient recovery environment.

Doors should help reduce noise
Recent studies of U.S. hospitals have 
shown that the average ICU patient 
is exposed to background noise that 
is eight times louder than the guide-
lines set out by the World Health 
Organization. This increased noise 
level has a wide range of effects on 
patients and healthcare professionals. 
In addition to the obvious difficulty in 
sleeping, patients exposed to high-
er levels of noise consistently show 

How doors with vision, 
noise and light control 

solutions can impact 
patient recovery and 

well-being

Designing Door Treatments 
for Improved Patient 
Outcomes in Hospitals
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higher levels of stress, increased heart 
and respiratory rates, higher blood 
pressure and even decreased levels of 
oxygen saturation in infants1. These 
can all decrease the body’s ability to 
recover and heal, and leads to longer 
hospital stays, along with higher rates 
of re-hospitalization2. 
Similarly, healthcare workers have 
been shown to endure higher levels 
of stress and anxiety due to noise, 
which also creates workplace issues. 
Nurses and doctors often experience 
decreased productivity and a higher 
incidence of error with patients. The 
increased stress has also been linked 
to the 20 percent turnover rate among 
nurses in U.S. hospitals3. Doors and 
windows with sound attenuating 
characteristics can help create more 
tranquil healing spaces.

Doors should reinforce privacy
Much like increased levels of noise, 
a lack of patient privacy has adverse 
effects on recovery times and patient 
outcomes. Hospital stays are often a 
time of weakness and vulnerability 
for patients, and the ability to recover 
in private is important. 
In addition to the heightened levels 
of stress, a lack of privacy has been 
proven to interfere with treatment. 
Patients have admitted to withhold-
ing aspects of their medical history 
or refusing physical examinations 
when they have concerns regarding 
their privacy4. Additionally, more than 
82 percent of U.S. nurses surveyed 
strongly preferred collecting patient 
information and performing examina-
tions in private rooms or areas with 
increased privacy5. 
Hospitals tend to favor doors with 
glazing to ensure visibility for health-
care staff, making it important to 
incorporate vision control options for 
patient privacy. 

Doors should control light 
The positive impacts of natural light 
on human dispositions are well docu-
mented. In healthcare environments, 
there is much evidence to support the 
healing benefits of controlled sunlight 

for patients. While natural light has 
positive benefits for patients, bright 
artificial lights can be a deterrent to 
healing. Patients need rest to bolster 
healing, and bright lights seeping in 
from corridors, nursing stations and 
other adjacent rooms can significantly 
impact a patient’s rest. Any interior 
glazing should therefore have light 
blocking capabilities.

Doors should support  
optimal hygiene
Creating more sterile environments 
is of critical importance for patient 
outcomes. Building materials need 

to encompass the most optimally 
hygienic finishes. In isolation rooms 
or ICUs, the minimization of hori-
zontal surfaces that collect dust is 
absolutely critical. Dust contaminated 
by infectious agents can build up as a 
reservoir that can cause an outbreak 
of infection, even after the infectious 
patient has left. Any privacy or vision 
control solutions for doors and glazing 
should eliminate or mitigate bacteria. 

Doors need to consider mainte-
nance and power requirements
Architects have many operation-
al requirements to consider when 

sacred Heart Hospital, Pensacola, Fla. more than 70 integrated louver units were used in interiors 
doors and 160 in sliding doors to afford ensure a tranquil healing environment and acoustic privacy.
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designing healthcare facilities. 
Solutions need to meet the privacy, 
safety and infection prevention stan-
dards without adding significantly 
to operating costs. Any door design 
solution that requires undue mainte-
nance processes or power usage can 
be a burden on healthcare budgets. 
Hospitals also typically have strict 
emergency requirements that seek to 
limit power consumption. In the event 

of a power outage, patient privacy, 
heat and sound control solutions must 
be able to operate without draining 
precious power that is needed for 
more essential functions.

Design solutions for door 
treatments
To ensure patient safety and the best 
possible outcomes, hospital designers 
must find a way to employ interior 

door and glazing solutions (including 
borrowed lites and windows) that 
provide patients with privacy and 
noise reduction without removing the 
visibility nurses and doctors need to 
properly care for them. They also need 
to consider heat and light control, 
ongoing maintenance requirements 
and hygiene. 
There are a number of solutions 
available ranging from very basic 

Photos courtesy of unicel Architectural

memorial Hospital, south Bend, ind, 
is not only recognized nationally as a 
leader in providing high quality care, but 
also as a leader in innovation, offering 
new approaches to patient satisfaction. 
memorial employed more than 30 doors 
with integrated louvers in patient areas to 
ensure flexible privacy.
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curtains to more advanced smart glass 
solutions.
 Curtains that cover glazing in doors 

can provide basic visual privacy 
and provide a low cost solution for 
vision control. However, curtains 
are easily the dirtiest surface in 
a patient room. They gather dust 
and dirt, are difficult to clean and 
are therefore rarely sanitized. 
They do not provide the required 
adjustable levels of visibility. They 
will block light, but will not allow 
for flexible light or vision control 
management.

 Blinds that are attached to glazing 
on doors offer adjustable levels of 
vision control at a lower cost, but 
accumulate dirt and dust, making 
them unhygienic and difficult to 
maintain. They also have holes and 
gaps, which render them inef-
fective for those instances when 
complete privacy or darkening is 
a must. Even when fully closed, 
blinds will still have gaps between 
the slats that prevent complete pri-
vacy or light blockage. They offer 
no sound control, and they provide 
only moderate light control.

 venetian blinds between glass that 
are installed within doors are more 
hygienic than just blinds, but are 
prone to damage. Exterior cords 
frequently lead to entanglement 
and other maintenance issues. 
They can also get easily misaligned 
leaving visual gaps. Even when 
fully closed, the spacing between 
slats does not offer complete priva-
cy and light blockage. They are not 
known for long-term durability.

 frosted or sandblasted glass, which 
slides up and down to mimic the 
lines of blinds, offers only a partial 
solution. Visibility can be hindered 
with limited capacity for adjust-
ment. Frosted glass only offers a 
maximum of 50 percent visibility. 
When healthcare workers need to 
view into patient rooms for mon-
itoring purposes, patient privacy 
will be impeded by the two-way 
visibility. The translucent lines do 

VON DUPRIN?
DEFINITELY.

INFORMED. IN STOCK. IN DEPTH.

With the industry’s most complete Allegion inventory, we can 
provide the exact product you’re looking for. Our in-stock, 
in-depth product offering includes every Von Duprin product, 
including complete exit devices, trims, parts and components.
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indiana university Health north Hospital is a full-service hospital for adults and children. more than 
100 integrated louver units were employed in interior doors to better control vision, light and sound. 
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Class (STC) rating on par with 
drywall and concrete block walls. 
As they are hermetically sealed 
with a contaminant proof seal, they 
ensure maximum levels of hygiene. 
Further, integrated louvers don’t 
require power for operation. 

ViViane cHan is the 
head of business devel-
opment for unicel 
Architectural. A long-
time building industry 
professional, Chan has 
worked with architec-
tural firms around the 
world to deliver on 

quality vision and daylight control solutions for 
leading design projects, particularly in the 
healthcare sector. She is the co-author of an 
industry newsletter, Reflections, and has 
authored an accredited AIA course on day-
lighting design techniques. Viviane is a frequent 
contributor to architectural and building prod-
ucts magazines. She can be reached at vchan@
unicelarchitectural.com
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not fully block light from bright 
hospital lights which can sig-
nificantly inhibit a patient’s rest. 
Additionally, mechanical levers 
can be hard to operate as the mech-
anism carries the full weight of the 
glass being lifted.

 liquid crystal glass solutions can 
provide instant privacy with the 
click of a button. They can also 
easily infringe on patient privacy 
when the switch is turned on to 
reveal clear glass. These solutions 
don’t provide adjustable levels 
of seclusion, and are impractical 
as their on-or-off-only options 
do not permit discreet observa-
tion of patients by medical staff. 
Their default position is opaque, 
which means that in case of power 
outages they will require valu-
able emergency power sources to 
provide visibility into patient areas. 
They are more expensive to install, 
operate and maintain, and offer no 
real light control.

 Smart glass, magic glass, or switch-
able glass refers to electrically 
switchable glass or glazing which 
changes light transmission proper-
ties when voltage is applied. Smart 
glass is a less than ideal solution 
for hospitals in terms of installation 
costs, increases in electrical use 
and long-term functionality issues. 
It is also very limited in terms of 
quick control, and does not offer 
complete privacy—only a darken-
ing of the glass.

 Integrated louvers—insulating glass 
units with integrated cord-free lou-
vers—offer completely adjustable 
vision control. When fully opened, 
they provide 80 percent visibility. 
When fully closed they ensure 100 
percent vision blocking. They can be 
angled to provide discreet observa-
tion by healthcare personnel, while 
preventing patients from feeling 
observed and exposed. 
They typically feature double 
glazing with a two-inch airspace 
that has a Sound Transmission 
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over the last 18 months as the construction 
market has begun to make a comeback, many 
of the distributors in my territory, located in 
the Southeast, are expressing a common con-
cern: the lack of experienced, qualified em-
ployees to fill the shoes of retiring veterans.
Door and hardware veterans are our experts. 
They have acquired decades of hands-on 
experience. The complexity of our industry, 
combined with its niche nature, has fostered 
long, rich employment histories. After a few 

years spent in the trenches, that knowledge 
becomes invaluable. 
The good side of that is feeling pretty confident 
that you will always have a job. Speaking from 
personal experience, I remember several years 
ago planning a move to a new town. I didn’t wor-
ry about being able to find work. I simply talked 
to one of my manufacturer’s representatives and 
asked about the distributors in the town to which 
I was moving. I lined up three interviews in one 
day and had a job before the sun set. 

commenTary

who’s going to 
Fill Their shoes?

By amanda wilson
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The downside? Well, we have all 
joked that “once you’re in the door 
and hardware industry, you can’t 
get out!” The knowledge you gain 
has a price tag attached, to both you 
and your employer. Employers don’t 
want you to go anywhere after they 
have invested time and resources 
in your training. You don’t want to 
make a move to another industry 
and have to start from scratch.
For many in our industry, the ability 
to retain employees for decades left 
no reason to bring in new blood. 
That, combined with the effect of the 
recent economic downturn on the 
ability to fill positions left by retir-
ing veterans, has left distributors 
with a serious gap of experienced 
employees. Some have shared with 
me that it was a relief to have an em-
ployee retire as opposed to having 
to lay them off. Now, however, it’s 
a different story. With the rebound-
ing construction market, there are 
finally positions to fill. The problem 
is there is no one to fill them. 
After polling several large distribu-
torships, I have gathered the follow-
ing statistics. 

How Does our Industry Match up?
The 2012 U.S. Census Bureau’s 
current population survey reports 
that approximately 44 percent of the 
construction workforce is 45 years 
of age or older; one in five is 55 or 
older. 
To compare these statistics with 
those specific to our industry, I 
polled 10 distributors throughout 
my Florida and Georgia territory. 
These distributors ranged in size 
from five to 25 employees. I com-
piled the numbers they were gener-
ous enough to share and discovered 
that our industry faces a slightly 
tougher position than the overall 
construction workforce: 54 percent 
of the employees polled are over 45 
years of age, and two out of every 
five are over 55.
Jeff Hewett, Vice President of 
Quality Hardware in Jacksonville, 
agrees that there is a need to address 

what’s your retention/replacement strategy?

We’d love to hear what others within our industry are doing to 
retain, and replace when necessary, their employees. Are you, like 
Jeff Hewett, developing an in-depth training program to help 
speed the learning curve for new hires? How do you retain your 
most valuable employees? Share your suggestions, advice and 
plans; email Denise Gable at dgable@dhi.org.

this concern in current strategic 
plans. Hewett says that out of his es-
timating/sales force of five employ-
ees, there is a probability that two 
of them will retire in less than five 
years, and two more in less than 10. 
Jeff is a third-generation owner 
who started as a delivery driver for 
his family business in 1996. If he 
thought that leaving to serve our 
country for seven years would gain 

him any advancement when he re-
turned, he was mistaken. Back to de-
livery driver he went as he worked 
his way up through the ranks. This 
training has served him well as he 
positions himself at the helm to en-
sure that Quality Hardware thrives 
in upcoming decades. 
Our industry is filled with stories 
like Jeff's, spending years learning 
the trade and working up to new 
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positions. A salesperson who has 
been a shop guy sees a project from 
more than one perspective and is 
less likely to omit important details. 
This is how our veterans come to be; 
a continual work in progress!
In anticipation of the positions that 
will be left by his retiring veterans, 
Jeff is developing a training packet 
for new hires. He is hoping to shave 
some valuable miles off the long 
learning curve by having an efficient 
training program. He is including 
a list of “things I wish I’d known” 
based on his learning experiences. 
This proactive approach should serve 
him and Quality Hardware well.
Office personnel are not the only 
positions included in this concern. 
I hear frequent stories about how 
difficult it is to find reliable shop 
and labor employees. It appears to 
be an impossible task to keep anyone 
long term, much less an experienced 
candidate. I have repeatedly heard 
complaints like, “young guys just 
don’t want to work” and “this new 
generation is just not willing to put 
in the time.” Turnover seems to be a 
major problem. 
Jim Sabella, Vice President of Cajun 
Installation and Distribution, Inc., 
says he has been successful in build-
ing a loyal labor force. “I am willing 
to overlook past mistakes and give 
someone a second chance,” he says. 
He went on to explain that giving 
someone a second chance when oth-
ers won’t builds respect and loyalty 
pretty quickly. “I take care of my 
team,” he said. 
After my many discussions and 
statistic gathering, I believe it is clear 
that this is a valid and serious con-
cern that should be on the industry’s 
radar. Our veterans are an invalu-
able resource and vital part of our 
organizations. They will leave big 
shoes to fill. 

amanda wilson is a Manufacturer 
Representative with A.G. Wilson building 
Solutions, LLC. She can be reached at  
amanda@wilsonbuildingsolutions.com.

7 employee retention 
strategies your 
company must Have
According to Forbes, here are 7 vital 
employee retention strategies:

1. Track retention. If you don’t 
measure it, it won’t improve. And 
if you don’t know where you stand 
relative to your industry, then 
you’re probably one of the worst.

2. Train first level supervisors. Good 
supervisors are crucial to retention. 

3. Hire right in the first place. Focus 
on job skills rather than personality 
and you’ll get a better fit. 

4. Offer employees a path to greater 
pay, recognition and responsibility. 

5. Look for ways to increase flexibility 
in work conditions. 

6. Look for stressors, and train leaders 
on how to help employees in 
stressful positions.

7. Re-evaluate your benefits package. 

(From Quits Are Up: 7 Employee Retention Strategies Your 
Company Must Have, bill Conerly, Forbes.com)
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J.m.w. Turner’s painting, The Fighting 
Temeraire tugged to her last Berth to be bro-
ken up, brilliantly displays the symbolic 
nature of change through technology. 
The subjects of the painting are two 
boats. The boat being pulled is the 
HMS Temeraire, a stoic 98-gun battle-
ship, which was once the pride of the 
Royal Navy. 
In the foreground is a much smaller 
tugboat pulling the mighty ship. With 
black smoke spewing from it, Turner 
shows a steam engine powered the ves-
sel. For that time, the steam engine was 
a revolutionary technology changing 
the way people and goods were trans-
ported. Unfortunately for the HMS 
Temeraire, being powered by the wind 
was no longer efficient, and though the 
artist shows it glistening with a setting 
sun in the background, its superior 
was pulling this once magnificent boat 
toward destruction. 
Many current access control systems 
are like the HMS Temeraire. With their 
control panels and electrified hardware, 

what was once cutting edge is now in-
efficient. New superior technology can 
be found in wireless locks, and much 
like the steam-powered tugboat, they 
are becoming the economical solution 
for a building’s access control system.
The access control industry has been 
growing, in large part because of The 
Internet of Things, where physical 
things can be centrally controlled.1 For 
example, through the use of a smart-
phone, one can control their home 
from the energy it uses to opening the 
garage. In the access control world, 
we are seeing a smarter system being 
controlled from a host computer, where 
security cameras and wireless locks 
are tied into each other. With this new 
network of systems being tied together, 
rapid expansion is occurring, and the 
wireless lock is replacing the standard 
mechanical lock. 

what is a wireless lock?
The function of a wireless lock is to em-
ploy a real-time lock monitoring system 

that transmits comprehensive informa-
tion on door status to the access control 
system.2 This information includes:

• an ability to assign or deny creden-
tials (keys)

• defined parameters for each user
• the use of system alerts
• a record of a lock’s user history
Ultimately, this information provides 
a more secure building than current 
access-controlled systems have in place. 
For the first time, building owners have 
the ability to manipulate users’ creden-
tials, accomplished through the lock’s 
software. So if you have a disgruntled 
employee who refuses to give back their 
key fob, with a click of a mouse, that key 
will no longer work. Known as assigned 
or denied credentials, the end user can 
assign or deny key fobs to any user. This 
holds true for door access to a building’s 
openings. All keying hierarchy is done 
through a host computer through the 
software, and carrying around that wad 
of keys is no longer necessary.

THe age oF THe 

Wireless Lock
By Jonathan Karacozoff

commenTary
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Another feature is the ability to set 
parameters, which is especially helpful 
in buildings that employ tight security. 
For example, a building owner can give 
access to an employee at any time or 
date. Outside of those specific times, 
users cannot access the building unless 
given permission through the lock’s 
software system. 
Also, a building can set up its lock-
down schedule so company holidays 
and operational hours can be inputted 
ahead of time into the software. This 
is helpful with entry doors, and the 
worries that can occur when someone 
forgets to lock up. 
Lastly, setting up distance and time can 
also be achieved through the parame-
ters function. This is especially import-
ant when a facility has a high amount 
of handicapped and senior individuals. 
Through the software, a wireless lock 
can be instructed to open a door within 
a certain amount of feet, and stay 
open for a set amount of time. With a 
plethora of options available to set up 

parameters—from the very specific to a 
more broad-based system—the build-
ing’s operator has a level of security 
that requires minimal action. 
The wireless locks I’ve reviewed 
operate off low power, but still require 
a battery change. Too often I hear 
complaints from building managers 
about having to walk around to check 
locks for flashing lights, which signals 
low battery power. Even worse, some of 
these managers waste countless dollars 
replacing all the lock batteries every 
few years to keep them online. 
If you’re one of those folks who struggle 
with dying batteries, you’ll find solace 
in system alerts. With this feature, your 
lock will send an alert that will inform 
you that the batteries are running low 
and need to be changed. Furthermore, 
system alerts can notify you about door 
positioning, which is crucial with fire 
exits. If an exit is wedged open for an 
amount of time, an alert will be sent to 
inform security that can received on a 
smartphone via text message or email.

Keeping a record of the lock’s user 
history by storing it on the host com-
puter will help secure buildings that 
have restricted areas. Known as audit 
trailing, this important feature can 
be used in areas like stock or server 
rooms. Hospitals can install these locks 
to see who goes in and out of a drug 
room or record room where sensitive 
medical history is kept. User history in-
formation can be vital, especially when 
a breach is attempted or has occurred. 
With wireless locks, security has anoth-
er weapon to prevent such breaches.
Finally, all the features highlighted 
above have combined to combat an 
event that always weighs in the mind 
of those who are involved with access 
control systems. Before wireless locks, 
lockdowns were archaically deployed, 
with an inefficient system that could 
take minutes when seconds count. 
Wireless lock technology has created a 
better system, with security getting sec-
ond-by-second information and alerts 
going to the right individuals, who can 

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

WATCH AND SHARE 
Help Us Spread the Word About Our Mission

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

• Watch the video to learn more.

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

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

• Help us bring greater awareness to these 
important issues.
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send the building into lockdown with the touch of a button. 
With this new technology in hand, threats can now be miti-
gated quickly and ensure greater safety to a building’s users.

Hardware and Installation
All the brands I have come across employ similar hardware: 
a key, be it fob or card reader; wireless low power lock (lasts 
anywhere between two to five years); router which trans-
mits data from the lock to the host computer; and software 
that lies on a computer (known as the host computer) which 
controls the backend of the lock. 3 Since locks are battery 
operated, if the power grid were to go out, wireless locks 
would be offline, but continue to function normally. Each 
user’s credential is stored in the lock’s memory, and each lock 
can remember thousands of credentials, thus reducing the 
burden when power fails.
Installation of the lock is much easier because all decisions 
are made at the lock, and then wirelessly communicated. 
Most companies sell retrofits that allow an installer to turn a 
mechanical lock wireless. All of the cumbersome wiring that 
came with employing an access control system can be tossed 
when upgrading. Only one wire will be needed, depending 
on whether you plan to wire the router into an existing access 
control system through an RS485 communication line, or tap 
into a building’s network system via LAN lines. 

I prefer the second option, because the router is now IP-
enabled for a greater ability to be updated when new tech-
nology comes out. Also, the router is receiving power over 
Ethernet, which eliminates having to find a wall plug. And 
if you’re worried about Wi-Fi networks being affected, the 
majority of routers use 802.15.4 protocols to send out signals, 
thus other networks are not affected.
For those who do not consider themselves tech-savvy, the 
hardest implementation is the software. From what I’ve seen, 
most software programs are complicated and clunky. Several 
lock companies have called their software “plug and play” 
or “friendly.” In my mind, the backend piece needs the most 
work by wireless lock companies, and operators can expect to 
spend a lot of time learning how to use it.

final Thoughts
As a layperson, before even knowing anything about the 
field, I dreamed that these new wireless locks would ditch 
the traditional key for the smartphone. Go on any crowd-
funding site like Indiegogo or Kickstarter and you’ll find a 
number of engineers raising money for a wireless home lock 
that unlocks via Wi-Fi, low power Bluetooth, or Near Field 
Communication (NFC). 
Though some companies do sell Wi-Fi-enabled commercial 
wireless hardware, I’d recommend against it. Due to security 
risks, Wi-Fi, low energy Bluetooth, and NFC are easy to hack, 
so any hopes of unlocking your office door with your smart-
phone will need to be put aside for now. Currently, encrypted 
RFID readers are being used to gain access to an opening in 
the form of a fob or card reader.
Wireless lock technology is still in its infancy, with no clear 
frontrunner. Numerous companies are trying to tackle the 
field, from multinationals to startups. In my opinion, the 
application of wireless lock technology tying into a building’s 
access control center will not reach its full potential till we 
can safely implement it onto the smartphone.
With the smartphone now becoming an attachment of us, we 
are seeing other industries find ways to implement what they 
do onto the cellphone. If the commercial hardware industry 
can implement wireless locks that allow smartphones to be-
come credentials, eliminating keys altogether, then wireless 
locks will be like Turner’s steam powered tugboat—a revolu-
tionary technology that presents an impactful and economi-
cal solution for a building’s access control system.  

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

rEfErEnCES 

1  ballve Marcelo “The 6 basic building blocks Of The Things In The Internet Of Things”; 
http://www.businessinsider.com/defining-the-the-internet-of-things-2013-12 (accessed 
July 13, 2015).

2  http://www.abloy.com/en/abloy/abloycom/products/access-control/assa-abloy-
aperio/l100-high-security-lock/ (accessed July 13, 2015)

3 http://www.bestaccess.com/media/catalogs/wiq_catalog.pdf (accessed July 14, 2015

34      SEPTEMbER 2015      doors & Hardware

mailto:jonk%40cbhsec.com?subject=
http://mailboxes.com


www.boyleandchase.com

BOYLE & CHASE, INCORPORATED

T H E  C O M P L E T E  I V E S  P R O D U C T  L I N E
I N  S T O C K  AT  B OY L E  &  C H A S E

B&C Ives Ad 4C 8.375x10.875 DHI  7/23/15  12:31 PM  Page 1

http://www.boyleandchase.com


This would be a great opportunity 
to publish an article extolling the in-
credible benefits of fiberglass doors, or 
nuances that Special-Lite’s engineer-
ing and manufacturing teams would 
elaborate on, that create or work to 
perfect a sound foamed-in-place, 
highly- engineered and meticulously 
constructed door. Instead, I hope to 
make the case for dealers large and 
small to build a sales force.
It may even sound crazy to put forth an 
idea during such busy times. I’ve heard 
the various old and trite sayings almost 
everywhere across North America:
“I’m as busy as a stump-tailed bull in fly 
season!
“We’re feeling like we’re drinking from a 
fire hose!
“Of course there is no grass growing 
under our feet!
Most door and hardware dealers, 
distributors, manufacturers, etc., are 
experiencing some good business 
times, and it’s a great time to be in the 
business. Regardless of the strength 

door and Hardware 
dealer sales Force: 
A Profitable Growth Strategy

Dealers and distributors should seize 
the opportunity to secure sales and 
profit growth strategy—now.

By roger stempsky

commenTary

Photo Credit: @iStock | studiovision
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I am impressed with the level of 
knowledge on codes, hardware, 
security, installation, etc. that every 
member of these teams often holds. 
I suspect that this industry, more 
than most, has individuals who have 
worked their way up in many differ-
ent positions, starting with installa-
tion work or other entry level posi-
tions. It is an industry with significant 
technical proficiency. 
On the other hand, I have also quick-
ly learned that most of these same 
dealers/distributor organizations do 
not have strong front-end sales or new 
business development organizations. 
This is not simply my own observa-
tion but one that is shared widely with 
people at all levels from across the 
industry, including these very same 
dealers and distributors. Currently, 
the sales title or responsibility seems 
loosely applied to someone working 
in estimating or project management. 
These are important roles or posi-
tions that require a separate focus in 
ensuring accuracy so that our custom-
ers are taken care of, but it should not 
be confused with the need for a sales 
or business development role. These 
sales positions should have a prima-
ry and measurable responsibility to 
develop and grow end-user sales. 

The need and the opportunity 
for change are now
As I stated earlier, I suspect a number 
of you reading this article may well 
dismiss this notion at the moment, 
considering the current book of busi-
ness. Waiting until business softens to 
move on a strategic initiative such as 
this will place too much pressure on 
quick results. 
I’ve actually heard from some dealer 
principals who have commented, 
“We’ve tried that and after a couple 
months we didn’t see any results.” A 
thoughtful and deliberate plan, given 
the right amount of time and sup-
port, coupled with the right individu-
al with a laser focus on new business 
development, will deliver healthy 

of the current market, we continue to 
hear the concerns of eroding margins 
and market competitiveness. So now 
is the time to be thinking strategically 
and thinking ahead to build a stron-
ger business for the future.
I’ve spent the last two years getting 
acclimated to the door and hardware 
industry. I’ve had the opportunity to 
meet with distributors and dealers, 
independent representatives, and 
other manufacturers and their sales 
teams from all over, and I must say, 
I am excited to be in this industry. 
This industry is not far from the 

architectural and furniture-related 
product and service world in which I 
spent nearly 30 years. There are some 
differences however, that are relevant 
to this discussion.
I am impressed with the technical 
skill sets held by all the distributor/
dealer team members. All of the disci-
plines, whether it is the owner, presi-
dent, project manager or the installer, 
have individuals that are as, or more, 
technically savvy in this industry 
than their peers from any industry 
that I have encountered. 
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top- and bottom-line growth. That, 
however, is certainly not a couple of 
months of effort.
The reason to start this effort imme-
diately is due to the growth in factors 
that are occurring; that increase in the 
importance in our industry of having 
a seat at the planning table:
 The importance of life safety and 

security has never been higher.
 This industry has a large impact on 

other business issues, such as:
 Energy efficiency
 Building operations budgets
 Sustainability

 Industry consolidations
 Margin deterioration

life safety and security can  
often trump roI analysis
If you spend much time speaking 
with facilities management profes-
sionals, they will often tell you that 
the decision to invest in interior or 
exterior facility improvements is 
typically supported when a satisfacto-
ry answer is received to the question 
from those in the C-suites, “What is 
the return on investment?” “How 
many years will it take to pay for it? 
In today’s world, if it isn’t a maximum 
five years or ideally less, you better arm 
your customer with another rationale. I 
was reminded again recently by a vice 
president of facilities, that if there is an 
employee or customer safety factor tied 
to the product, the ROI question may 
very well take a back seat. We don’t 
have to look far to realize that the need 
for safety is not diminishing; in fact it 
is top of mind for those in the educa-
tional, government, food production, 
manufacturing, and corporate worlds, 
among others.
A good friend of mine, also an architect 
for a firm doing significant work with 
educational institutions, shared with 
me recently that regarding school secu-
rity, it is “the number one topic of con-
versation in either the interview stages 

with architectural firms or in the early 
building programming or planning 
phases.” It is important to remember 
safety and security go beyond keeping 
bad people out of buildings. The need 
to protect employees, visitors or other 
building occupants from natural disas-
ters as best we can is growing, as is ev-
idenced by the growing use of Florida’s 
High Velocity Hurricane Zone (HVHZ) 
designation into the mid-Atlantic and 
certainly other coastal areas.
Safety and security, accompanied with 
this industry’s ability to have an impact 
on the energy efficiency, sustainabil-
ity and building operations budgets, 
makes our products and services more 
relevant than ever to facilities lead-
ership. Today’s wired world and the 
growth of building management sys-
tems and their connectivity to building 
entry solutions, provide us with even 
further justification as to why the 
end-user should wish to talk to us.

Industry consolidations and  
the impact on distribution
Two additional significant trends have 
developed in this industry. The first 
trend has been the manufacturing 
consolidation that has and continues 
to take place—manufacturers looking 
to expand their offerings and increase 
their overall product presence in an 
effort to gain customers.
In addition, many manufacturers, 
some of the very same that are busy 
with acquisitions, have grown their 
own end-user sales force very aggres-
sively. While the goal may not simply 
be to relegate dealers to a lower mar-
gin transactional role in the typical 
bid process, the results of these moves 
may have such an impact if door and 
hardware dealers don’t work to posi-
tion themselves strategically in these 
end-user relationships.
I have had the opportunity to discuss 
this with a handful of dealers who 
have actually expanded their end-user 
sales team, and their experiences to 
date are consistent with what I expe-
rienced during my own time leading 

A thoughtful and 
deliberate plan, given 
the right amount of 
time and support, 

coupled with the right 
individual with a laser 
focus on new business 

development, will 
deliver healthy top- and 

bottom-line growth.
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a product and service dealer. When a 
strong relationship exists directly with 
an end-user’s facilities management 
team, the following will likely occur.
 Improvement in profit margin
 Improvement in Receivable or Days 

Sales Outstanding (DSO)
 Some of the delivery and installa-

tion timeframe stress minimized, 
due to better planning

 Tighter relationships with archi-
tects and general contractors as 
they recognize your end-user 
relationships

 Opportunity to participate in nego-
tiated work with end-users or even 
general contractors on projects 
that are “at risk” or use a grow-
ing Integrated Project Delivery 
Method, etc.

 Most importantly, a higher level of 
customer satisfaction!

Both the rationale and the opportuni-
ty exist, and as previously mentioned, 
we are seeing some growth in this 
effort. To have success, it is more than 
getting a body into such a position, 
and that alone can be challenge in 
these times. But as I’ve seen in my 
previous industry, having strong sales 
or business development positions in 
these dealerships/distributorships is 
key to increasing the relevance of our 
industry with the end-user, and ideal-
ly, changing the game. This requires 
building a strong business develop-
ment organization.

Building a successful business 
development team
As the old anonymous saying goes, 
“success begets success.” I remember 
the early days of sales when getting 
that first sale was the toughest. A 
sales mentor provided some words 
of encouragement to me in my early 

days of selling, saying, “When you’re 
pressing for a sale, you won’t get it; 
but when you’ve done your work and 
are focused on execution, even the 
accidental visitor to your sales office 
hoping to simply use the restroom is 
no match!”
He shared with me how important it 
is to have a plan and work it; to not 
be singularly focused on project sales 
dollar value but rather on listening to 
your customers, knowing your prod-
ucts and services, developing your 
target accounts, and then consistently 
executing on your plan. 

finding and developing  
the right people
I realize I am touching on topics that 
many readers have plenty of experi-
ence of their own on which to draw. 
The added complexity in finding the 
best teammate is that many people 
interview well, and as a salesperson 

High-performance, low maintenance hardware for facilities
Constant motion is a fact of life for busy buildings. Corbin Russwin hardware is built to last in 
these active environments, performing flawlessly for millions of cycles. But durability doesn’t mean 
it’s complicated. That’s why our ANSI/BHMA Grade 1 cylindrical, mortise and access control locks, 
and exit devices are a favorite of facility managers and building owners alike. Strong, durable and 
compatible with most key systems, Corbin Russwin hardware keeps your facility moving. 

Scan the tag or visit the web site below for more information.

www.corbinrusswin.com

CL3300 Series Bored Lock

ML2000 Series Mortise Lock

ED5000 Series 
Exit Device

IN120 WiFi Access 
Control Lock

Get the free mobile app 
at http://gettag.mobi  

Keep your 
           facility moving
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Regardless of whether the individual 
comes from inside or outside your 
company, make certain they have the 
following character or personality traits.
1. Fiercely competitive and a 

self-starter
2. Outstanding entrepreneurial 

mindset
3. Commitment to networking and 

building business connections
4. Comfortable in communicating 

with customers at all levels of 
management

5. Strong curiosity and passion for 
growth

Take control of the sale
In our world, the single most im-
portant effort a sales person and or 
company can do is to get to the top 
decision maker—the people who are 
the senior most managers involved in 
facilities management at the end-user. 
If those end-user top decision makers 
want you, your products, and your 
company’s knowledge and service, 
you will win; it really is that simple. 
Of course, there are outside influenc-
ers in the process that also deserve 
our attention. However, if you have 
the support of the end-user, you will 
face fewer objections and challenges 
by architects and general contractors, 
and instead be understood as a key 
member of the end-users’ inner circle. 
Too often a sales person takes the path 
of least resistance and puts a primary 
focus on the influencers and not the 
person who can completely tip the 
scale in your favor. It is tougher get-
ting an audience with the end-users. 
Your competitors or other industries 
are often pressing these same facility 
managers daily for appointments. 
An architect or general contractor 
will usually welcome you or anyone 
knocking on their door offering to 
share new product information or 
another competitive bid.
In the construction process today, 
after programming and designing, the 

goal for the architect is to find multi-
ple competitive products to ensure a 
competitively bid project that lands 
within or below budget. This runs 
counter to our goal of a negotiated 
win-win position that gets the end-us-
er, in theory, the best solution and 
with a fair margin for the product and 
service provider. 
Finally, I was reminded many of times 
in my career by some very good archi-
tectural and general contracting own-
ers, as I asked how we work to ensure 
our success in the sales process. Each 
time, their quick response or lesson 
for me was “get to the end-user and 
make your case before we get there; 
we’re not going to fight their wishes.” 

Build your network and  
manufacturing resources
Getting to the end-user is about the 
salesperson’s efforts, but working 
smarter and having a strong sales 
network will improve on your short-
term results and virtually guarantee 
success in the long run. Your sales 
network must consist of people and/
or companies that will engage in a 
mutually beneficial relationship. These 
individuals or companies should have 
similar goals as your own business 
and be willing to support you in your 
effort. Your network should include 
the following:
 Sales people from adjacent 

industries
 The architecture and design com-

munity and their associations
 Independent architectural specifi-

cation writers
 Community leaders
 Real estate professionals – these 

“pros” know everyone and 
everything

 Industry associations, including fa-
cilities management and engineer-
ing, Producers Council, real estate 
networks, chamber and communi-
ty organizations, etc.

myself, I find it easy to warm up to 
all the candidates. It is important to 
expand your thinking on potential 
sales candidates.
One real potential opportunity for a 
door and hardware dealer in finding 
talent is to first look around you. As I 
said earlier, I think this industry has 
some of the most talented technicians 
you will find as potential candidates. 
Within your team, you may find 
installers, estimators and project 
managers with the right technical 
background and passion.
If you couple that with right support 
and even sales training, you will 
have shortened that learning curve. 
While nothing can be more positive 
than promoting from within; if not 
managed correctly, it can be especially 
tough if the Peter Principle comes into 
play. It is a balancing act between not 
losing a good employee and not keep-
ing a good employee growing. 

In our world, the single 
most important effort 
a salesperson and or 
company can do is to 
get to the top decision 

maker—the people 
who are the senior most 

managers involved in 
facilities management 

at the end-user.
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 Outstanding reciprocat-
ing relationships with 
your key and niche 
manufacturers

All of the above offer op-
portunities to make intro-
ductions and get connected 
in the market. Again, if you 
can be introduced into an 
account through an existing 
relationship, it can be huge-
ly beneficial.
I would like to talk a little 
about strategic dealer/
manufacturer relation-
ships. Developing strategic 
relationships with those 
niche manufacturers that 
demonstrate a best in class 
product offering and cus-
tomer service support are 
essential to your short- and 
long-term success. These 
manufacturers with unique 
products and services, that 
solve unique challenges, 
are a high priority to these 
facility managers. 
Finding a receptive audi-
ence increases when you 
can ease or eliminate that 
customer pain point. When 
that strategic relationship 
includes joint sales calls 
between the representative 
or manufacturer and the 
dealer salesperson, the 
opportunity for success can 
be outstanding. 

Take control of your 
future
I was recently reminded of 
the old fable about the lion 
and the gazelle that I first 
heard in the later 1980s as 
I began my sales career, 
and that was popularized 
more recently by Thomas 
Friedman in the book The 
World is Flat.

Every morning in Africa, a 
gazelle wakes up. It knows it 
must run faster than the fastest 
lion or it will be killed. Every 
morning, a lion wakes up. 
It knows it must outrun the 
slowest gazelle or it will starve 
to death. It doesn’t matter 
whether you are a lion or a 
gazelle: when the sun comes 
up, you’d better be running.
I think it would be appro-
priate for dealerships and/
or distributors as a whole 
to consider themselves as 
either the gazelle or the 
lion. The key is to run with 
a plan that makes certain 
that none of the changes 
in the door and hardware 
industry negatively impacts 
your business, now or in 
the future. Developing an 
outstanding sales force will 
allow you to stake out a 
position that puts you in the 
best position to succeed. 

roger 
sTemPKy 
is Vice 
President of 
Sales and 
Marketing 
for Special-
Lite, Inc. of 
Decatur, 

Mich. Prior to his joining Special-
Lite in 2013, he had a 30-year 
career in sales, sales management 
and business ownership. His expe-
rience includes architectural prod-
ucts dealership and manufacturing 
ownership, as well as working in 
both an independent representa-
tive group ownership and more 
than 14 years in management 
within the Steelcase dealer 
channel. He can be reached at 
roger_stempky@special-lite.com.
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improving energy efficiency and water man-
agement in both commercial and residential 
building envelopes has been an objective of 
the building industry. While energy efficiency 
has historically been a primary focal point in 
efforts to improve building envelopes, greater 
attention has been spent on improving water 
management in wall assembly, particularly 
around window and door openings. 
Advanced wall system requirements have 
become increasingly stringent, demanding 
that exterior drainage and flashing provides 
greater protection around windows and 
doors. As a result, codes and standards 
surrounding flashing requirements have 
evolved and created the opportunity for  
new installation methods. 
Today, ASTM E2112 serves as the Standard 
Practice for Installation of Exterior Windows, Doors 
and Skylights. These guidelines, which offer 
four different flashing methods, contain several 
procedures surrounding rigid pan installation, 
which is the foundation for a proper window 
and door install. 
Below is a deep-dive on the core components 
of rigid pans and installation best practices.

The purpose of rigid pan flashing
To ensure proper sill flashing design, rigid pan 
flashing must provide three critical elements: 
protection, collection and drainage.
• Protection – The material in which the pan 

is made must not be penetrable by water. 
Should the pan contain joints, the joints 
must be sealed with appropriate products 
and tested against water penetration.

• Collection – The pan must have sides on the 
backs and either end so it can collect water. 
The water should not drain toward the inte-
rior of a building or seep through joints.

• Drainage – As the pan collects water, it 
must have weeps or holes that allow water 
to drain.

The anatomy of a rigid pan 
There are two types of rigid pans: integral  
and non-integral.
• An integral rigid pan is a custom-fit pan 

that is made up in one piece and can be 
shaped to fit an opening. It is typically 
made of galvanized metal, copper or steel.

• Non-integral flange is generally made of 
plastics like vinyl and fiberglass and come 

By Paul majka

mastering rigid sill Pan 
installation for commercial 
exterior doors
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in two or three sections that the 
installer cuts and joins. This type 
of rigid pan is commonly used 
and is more economical than a 
custom fit one-piece pan. It is 
also able to adapt to numerous 
applications. Because it comes in 
pieces, it is critical to use the man-
ufacturer-specified joint adhesive 
to assemble the pieces of the pan. 

Regardless of the size of the commer-
cial door installation, every aspect 
of the rigid pan must meet specific 
standards. These include:
• Front down-turned flange must be 

a minimum of two inches high
• Side flange must be a minimum 

of two inches wide
• Pan surface must be a minimum 

of six inches deep and should 
slope to the exterior

• The end dams must be a min-
imum of two inches high

• Back dam/rear leg or up-turned 
flange must be a minimum of one 
inch high

Proper rigid pan installation
As with all projects, proper prepa-
ration is crucial to ensuring a suc-
cessful seal. Prior to applying any 
sealant, sill surfaces and rigid pans 
must be clean of oil, grease, dust, 
dirt, frost and water. 
To guarantee a proper seal, be sure 
that the selected sealant is com-
patible with all the substrates in 
which it will adhere. Failure to do so 
may result in improper installation 
and failed adhesion and flexibility. 
Sealants specifically designed for 
window and door openings, can 
perform on multiple substrates and 
provide superior protection against 
air and moisture.
Once the surfaces are clean and the 
proper sealant is selected, set the 
rigid pan in the opening and mark 
the backside of the pan on the rough 
sill. Pull the pan out and then apply 
three beads of sealant. The first bead 
is applied one inch in from the back 
mark toward the exterior; the second 
bead is applied over the rough sill 

components of a rigid pan
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one inch in from the far exterior 
edge; and the third bead is applied 
on the exterior face of the wall just 
below the rough sill. Note that if the 
rigid pan has a ribbed bottom, par-
allel with the rough sill, two sealant 
beads applied to surface of the floor 
must be applied in a squiggle pattern 
to ensure the sealant is in contact 
with the ribs. 
Once the pan is set in the sealant, 
fasten the pan at the end dams on 
either side of the door opening and 
into the sides of the jamb opening. 
When applying fasteners, never use 
fasteners that will go through the pan 
surface, which would allow water or 
air to penetrate. Once the fasteners 
are installed, sealant is then applied 
over the joints at the end dams and 
over the tops of the fastener heads. At 
that point, the rigid pan is installed 
adhering to industry standards.

The future of rigid  
pan installation
Moving forward, the commercial 
building industry will continue to 
experience changes in standards 
and methodology as the variables 
surrounding wall systems increase 
and innovations like liquid-applied 
sill pans become available. What 
will remain constant is the need to 
maximize water management and 
penetration while also improving 
practicality and efficiencies sur-
rounding the installation process.  

Paul maJKa is applica-
tions engineer for the 
Henkel Corp., where he 
provides technical sup-
port to promote sound 
building practices using 
sealants and adhesives 
for commercial and resi-
dential construction. 

Majka is actively involved in consulting and 
training architects, engineers, contractors and 
product suppliers. Throughout his 34 years in 
the industry, he has worked as a contractor, 
energy specialist and building diagnostician.

Proper placement of sealant application

Moving forward, 
the commercial 

building industry 
will continue to 

experience changes 
in standards and 

methodology 
as the variables 

surrounding wall 
systems increase 

and new innovations 
like liquid-applied 

sill pans become 
available.
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Fire door 
closing cycle

By lori greene, aHc/cdc, Fdai, FdHi, ccPr

it has been eight years since the annual fire door 
assembly inspection requirements were added 
to the 2007 edition of NFPA 80 – Standard for Fire 
Doors and Other Opening Protectives. Six years 
ago, the 2009 model codes referenced the 2007 
edition of NFPA 80, making the inspections 
required by code in jurisdictions where those 
codes were adopted. 
Although it has been a slow start, with lots 
of education needed to raise awareness of the 
requirements, enforcement has now begun in 
many jurisdictions. There’s more work to do, but 
the demand for training and information is high.
One of the inspection criteria for fire door 
assemblies is verification that the closing device 
is operational and that the door will close prop-
erly. A frequently-asked question is, “When 
testing a swinging fire door to determine whether it 
closes and latches properly, what degree of opening is 
used? Do you open the door fully? Does the door have 
to close and latch from any position?”
The answer depends on which code or stan-
dard is being used. NFPA 80 (2013) includes a 
requirement for positive latching on each door 
operation: 6.4.1.4* All closing mechanisms shall 
be adjusted to overcome the resistance of the latch 
mechanism so that positive latching is achieved on 
each door operation.
There’s nothing in this section of the standard 
that states a specific degree of opening; the 
phrase “on each door operation” could be inter-
preted as a requirement for the door to close 
when opened to a variety of positions (read on).
The related paragraph in NFPA 80’s Annex 
A (Explanatory Material – for informational 
purposes) talks about the importance of 

properly-adjusted closers which can over-
come the resistance of the latch. The annex 
also cautions against too much spring power, 
which can make the door difficult to open. A 
size-3 closer is recommended for interior fire 
door applications, with an increase to a size-4 
for some conditions. This section states that 
“spring hinges should be adjusted to achieve posi-
tive latching when allowed to close freely from an 
open position of 30 degrees.”
In NFPA 80’s inspection requirements, one of the 
inspection criteria listed in section 5.2.3.5.2 (2013 
edition) is: (7) The self-closing device is opera-
tional; that is, the active door completely closes 
when operated from the full open position.
We could conclude that the intent of NFPA 
80 is for fire doors to close and latch when 
operated from the full open position, except 
that Annex A is inconsistent by suggesting 30 
degrees of opening for fire doors with spring 
hinges. This issue should be addressed with a 
future code change proposal.
The requirements of the 2015 International 
Fire Code (IFC) and the language of the IFC 
Commentary are a bit more specific than 
NFPA 80, requiring the door to close and latch 
from any position:
703.2.3 Door operation. Swinging fire doors shall 
close from the full-open position and latch 
automatically. The door closer shall exert enough 
force to close and latch the door from any 
partially open position.
IFC Commentary: Fire doors must be closed to be 
effective. Swinging fire doors should be frequently 
checked to make sure they close and latch on their 
own power from any position.
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If a fire marshal is enforcing the IFC, 
the door has to close and latch from 
any position to be code-compliant. 
This may be difficult to achieve 
depending on the hardware installed 
on the fire door assembly, but a fire 
door that meets this requirement is 
likely to perform as designed and 
tested regardless of how far it is 
opened during an emergency. 
It’s crucial for fire door assemblies 
to be closed and latched during a 
fire to help compartmentalize the 
building and deter the spread of 
fire, and the increased enforcement 
of fire door assembly inspections 
will help to ensure that the opening 
protectives are properly.  

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.

Fire door assemblies help to 
protect the means of egress and 
must be closed and latched when a 
fire occurs. The annual inspection 
requirements will ensure that fire 
door assemblies are maintained in 
code-compliant condition.

Photo courtesy of Lori Greene

It’s crucial for fire door assemblies to be 
closed and latched during a fire to help 
compartmentalize the building and deter 
the spread of fire.
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Real Openings

readers' Photos
By mark J. Berger

Thanks to all of those who have been sending their photos (and comments—we love the 
comments) in to Denise and me. This is the first year we are doing a second Reader’s Photos 
column. There has been a great assortment of both unique hardware applications as well as 
the unfortunate and dangerous illegally locked doors. 

We all see things. It is our duty as industry professionals to help educate other building pro-
fessionals, facility managers and users as to the safe and secure way to apply door hardware 
and maintain life safety in the means of egress.

Keep sending in photos, keep pointing things out and please make sure that life safety vio-
lations are attended to as quickly as possible.

well-sTocKed  
sTocK room
(Jesse madden)

“I saw this blocked exit at a 
market café … and thought of 
you.” How nice to hear from 
Jesse, who saw hundreds of 
these photos during her stew-
ardship of the magazine and 
this column. The extra sign on 
the door points to the “Alarm 
Will Sound” sign on the auxil-
iary alarm, which was added 
over the obscured regular exit 
device. The wording says, “This 
is now true. The alarm will 
sound… recommends using  
a different exit. Thank you.” 

I immediately knew because  
of the extremely polite 
wording that this was not 
located in New york. An addi-
tional “Please do not block” 
sign seems to be in order.
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readers' Photos new deFiniTion oF Frame PreP
(alan stevenson, HoK)

I’ve had the pleasure of working on projects with Alan and he’s great about sending in photos. 

Here’s what Alan had to say about a door he encountered where great concern was taken 
on the side of the opening visible to the office, but there was a slight miss on the exterior.

This is a door that’s clad with glass panels in an office lobby and flush with the adjacent finishes 
on the lobby side. However, the pull side had a miss on the frame and closer coordination.

wHen all else Fails
(eli moore)

“Does this one meet life safety or ADA?” asked Eli, with the first photo 
he sent in (keep ‘em coming). Eli wins the award for capturing the 
craziest door knob we’ve ever seen. Aside from ADA compliance 
issues, wouldn’t the bottle squeeze in when used? How does it 
retain its shape? There might be a clue in the brown substance vis-
ible at the neck—perhaps there’s no space for air to escape. This is 
one helluva science project.

uncHain my door
(gary Kramer)

This is a pretty interesting pool equipment 
room. Great care was taken to specify a cyl-
inder protector to guard against any cor-
rosive effects on the exposed cylinder, and 
the finish seems to be ideal for this envi-
ronment. There’s even an attractive push 
button lock for use as a secondary lock. My 
guess is someone wanted to restrict access, 
so on went the chain to this inswing door. 
Let’s hope no one was inside the room 
when the chain was added.
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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.

elaBoraTe BlocKing 
(rich Kyras)

Came across this door when doing field observation on 
project we're currently working on. Space hasn't been used 
for quite a few years, as evidenced by cleanliness of door, 
frame, and floor. Note lack of weatherstripping, threshold, 
and sweep. Security bar was nice touch; padlocked to exit 
device crash bar with two long shackle padlocks.

Not much I can add to Rich’s excellent description. 
The u-bolts and padlocks on both sides of the bar are 
unique—and rusted over. It is clear this door has not 
been opened in years. I hope this was a truly aban-
doned area.

PeeK-a-Boo
(david s Kenyon)

“Oops, it’s locked,” is what David had to say about 
this unusually altered exit. One might say that the 
device hanging on the frame was placed there to 
solve the problem with a finish on the exit device 
that did not match the door, frame or walls. but 
that’s probably not what the crafty person who 
placed the board on hooks over the panic bar 
had in mind, especially when the locking bolt was 
placed at the top corner of the door and frame.
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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 revenue 
mindset

if you want to grow your company 
quickly, you need to think about it the 
right way. You’re not selling, you’re 
helping. You’re not imposing, you’re 
providing great value. Ask your cus-
tomers, they’ll tell you. Here are some 
additional revenue growth truisms: 
Marketing Is the low-Hanging fruit. 
If you want to grow your business, 
there is nothing you can do—not 
even sales meetings—that will 
grow your company faster, easier, 
and more effectively than good 
marketing. Sales are one-on-one. 
Marketing is one-to-many. Marketing 
allows people to raise their hands 
and volunteer themselves as being 
interested in your work. Marketing 
feeds your salespeople. Marketing 
feeds your family. 
Effective Marketing requires The 
right Mindset. Which is to say, 
you cannot out-market, out-sell, or 
out-produce your mindset. If you 
think you sell print products, pro-
motional products, envelopes or 
checks, that’s what you will market. 
If, conversely, you believe you are 
improving lives and growing busi-
nesses, that is what you will market. 
Since marketing is nothing more 
than a transference of perceptions 
(yours, onto your market), good mar-
keting begins between your ears. 

Here, then, are the major mindset 
shifts required to improve your 
marketing: 
1. you don’t sell products and 

services; you improve lives 
and companies. There’s 
such a massive difference 
between these two beliefs 
that this shift can mean 
seven figures in addi-
tional sales for most 
of you reading this. If 
you tell me you sell 
products or services, 
I think you’re a 
commodity, and I’m 
bored. If, conversely, 
you tell me you can 
help me grow my 
business, and as a 
result I can achieve 
my dreams, you 
will have my 
undivided atten-
tion (and prob-
ably some of my 
money too). 

2. you’re not imposing on 
prospects’ time; you’re 
availing them of your 
tremendous value. 
When you believe that 
you’re in the business 
of improving lives and 
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growing companies, you don’t 
hesitate to pick up the phone to 
tell people about the great value 
they’re missing out on if they 
don’t do business with you. 
The effective mindset is, “I believe 
in my value, and will shamelessly 
communicate it to clients and 
prospects.” Unfortunately, too 
many members think “I don’t 
want to bother my prospects.”
Here’s the truth: You are doing 
prospects a disservice by not 
informing them of how you can 
help them. You owe it to them! 
They deserve to know.
This next mindset shift is huge, 
with tremendous implications  
for your company’s success: 

3. Effective revenue growers take 
action instead of over-thinking, 
over-planning and under-exe-
cuting. Want to know the key to 
marketing more? It’s marketing 
more. This is how easy it is. There 
is no secret or magic to growing 
your business besides taking 
more action. That’s it. 

If it seems overwhelming, and you’re 
not sure what to do, let me list five 
activities here, none of which take 
more than 15 minutes each. I find 
that 15 minutes per day is a terrific 
period for new action, because it’s 
fast, non-threatening and difficult to 
avoid. Even you have 15 minutes per 
day! So, tomorrow, first thing in the 
morning, sit down and execute one 
of these marketing activities in 15 
minutes or less: 
1. Call a customer. Ask them 

how they think, feel and talk 
about your company. You’ll be 
cementing your relationship, 
identifying powerful marketing 
language, and poking around 
potential opportunities.

2. Write a good email with  
powerful value and an enticing 
offer to a group of customers  
and prospects, and send it.

3. Call a local media member and 
offer to help them with the topic 
that they cover.

4. Pick a page on your website 
and make it simpler and more 
emotional.

5. Start a spreadsheet and start 
dumping everyone you’ve inter-
acted with over the past year into 
it. Then assign the task to some-
body else. Pass the spreadsheet 
around your company. Build 
your lists! This is one of the most 
effective marketing tools at your 
disposal. 

I can keep going here, literally for 
pages. But these should get you 
through the first week, and by then, 
hopefully, you’ll think of additional 
15-minute marketing activities you 
can be implementing. 
If you want to grow your business, 
market. 
If you want to market better, or 
more, then believe in your value, 
and focus your mind (and your mes-
saging) on how people are better off 
after working with you, rather than 
on your products and services. 
And, in the name of all things rev-
enue and growing bank accounts, 
take action!  

aleX goldFayn  
is the author of the  
new book The Revenue 
Growth Habit: The Simple 
Art of Growing Your 
Business by 15% in 15 
Minutes a Day. He is  
the CEO of the revenue 
growth consulting firm 

The Evangelist Marketing Institute. Visit his 
website at www.evangelistmktg.com.

The Oversized
Door Experts

See what’s possible
www.KriegerProducts.com

Facing an extra 
large challenge?  

Whether your project requires an 
oversized large door or one with 
special purpose requirements, 

Krieger can custom design 
acoustical rated, bullet or blast 

resistant, radio frequency shielded 
or thermal doors to �t the opening.  
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Shelf Life

HelP wanTed: 
where are the next 
salespeople coming From?

By Jason Bader

i don’t know about you, but i am very 
concerned about the future of outside 
sales. Every client I speak with is 
searching for new sales talent. The 
problem that we all face is this—
sales careers are not in vogue. Recent 
college graduates do not see the 
outside sales position as an attrac-
tive career choice. If distributors are 
going to continue along the current 
go-to-market path, they are going to 
have to shed the Willy Loman image 
of the profession. 
I’ve been having conversations with 
several management professionals 
both in and out of distribution, and 
we’re all concerned about where the 
next generation of salespeople is 
going to come from. I was speaking 
with my marketing coordinator, a 
recent college graduate, over lunch. 
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54      SEPTEMbER 2015      doors & Hardware



A gentleman from the next table 
leaned over and added his two cents, 
“I was interviewing a young guy 
for a $100K sales job, and I barely 
got a legible resume from the kid.” 
He couldn’t find anyone remotely 
qualified to interview; much less 
accept the position. Savvy indus-
tries such as insurance have gone 
to great lengths to avoid the “sales” 
title. “Junior producer” and “account 
manager” seem to be gaining more 
hits. Perhaps they know something 
we don’t. 
I have spent a lot of time recently 
with undergrads at my alma mater. 
A friend and I are developing a 
mentor program for juniors and 
seniors, with the hopes of pairing 
them with graduates in their field 
of choice. In asking about the types 
of careers these young men were 
looking for, none of them had con-
sidered sales as an interesting option, 
to the chagrin of my cohort, who has 
been in pharmaceutical sales for the 
past 20 years. Sales are where the 
money is, right? 
When I got out of college, you earned 
your chops selling copiers and 
then moved on to other products. 
This concept doesn’t resonate with 
these guys. Most of them identify 
“marketing” and “branding” as a 
suitable profession. I have nothing 
against marketing; I have been mar-
ried to a marketing professional for 
almost two decades. Positioning and 
branding are absolutely necessary, 
but eventually somebody has to sell 
the widget. Somebody has to ask for 
the order. Somebody has to wake 
up every morning wanting to wield 
the broadsword and lop off heads. 
Somebody has to be the hunter.

what’s driving the lack of 
interest in sales?
I happen to really enjoy generational 
study when it comes to motivation in 
the workplace. These are the types of 
business frustrations that advisors, 
such as yours truly, tend to thrive 
on. Concerning this lack of interest 
in sales jobs, I can see some child-
hood influences playing a part. I am 

not sure what we were thinking, but 
sometime back in the nineties, we 
quit keeping score. 
You know what I am talking about. 
Everyone got a turn at bat before the 
inning was over. All sporting events 
ended in a draw, and everyone 
received a participation trophy. 
While this might have been thought 
to be good for the emotional well-
being of a child, it really screwed up 
their competitive instincts. This may 
sound a bit cynical but look at the 
results. The generation graduating 
college today is less competitive 
than previous generations. Isn’t sales 
supposed to be about crushing the 
competition?

communications Training
Communication skills are the cor-
nerstone to a successful sales career. 
Knowing how to actively listen, for-
mulate probing questions, cultivate 
relationships and show empathy are all 
necessary arrows in the salesperson’s 
quiver. Sadly, communications training 
is sorely lacking in higher education. 
Let me share a small example that 
led me to this conclusion. My mar-
keting coordinator has worked with 
me through the last two years of her 
undergraduate degree in manage-
ment. We often talk about the classes 
she is taking and debate about how 
I do everything wrong, according 
to her professors. I was very excited 
when she enrolled in the required 
public speaking course. This was 
right up my alley. 
In an attempt to help her with 
her first presentation, I wanted to 
know about the audience size and 
room she would be speaking in. 
With an odd expression, she said 
she didn’t know. Ok, I asked, how 
many people are in the class? She 
replied that she wasn’t sure. I asked 
if she had ever attended class. Her 
response was the most shocking 
and points to the heart of my con-
clusion. She said, “Um, it’s an online 
course.” She proceeded to tell me 
that she is supposed to videotape a 
speech and upload it to a site for her 

Communication skills 
are the cornerstone 
to a successful sales 
career. knowing how 
to actively listen, 
formulate probing 
questions, cultivate 
relationships and 
show empathy are 
all necessary arrows 
in the salesperson’s 
quiver.

Guardian Fire Test Labs, Buffalo, NY
AreA OFFice: 15 Wenonah Terrrace

Tonawanda, NY 14150-7027
PhONe: 716-835-6880

FAx: 716-835-5682
emAiL: gftli@earthlink.net

WeB SiTe: www.firetesting.com

MISSING
FIRE DOOR LABELS?

GUARDIAN IS AN ISO ACCREDITED  

TEST LAB; INSPECTION AND PRODUCT 

CERTIFICATION AGENCY

We cAN APPrOPriATeLY re-LABeL Them 
ThrOuGh ANALYSiS ANd evALuATiON 

FieLd LABeLiNG PrOGrAm
n  Steel door Frames .  .  .  .  .  .  .  .  .  . 90 min .
n  Steel doors .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 90 min .
n  Wood Frames  .  .  .  .  .  .  .  .  .  .  .  .  .  . 20 min .
n  Wood core doors  .  .  .  .  .  .  .  .  .  . 20 min .
n  mineral core doors  . 45, 60 or 90 min .
n   We Label the door and Frame, and 

comment on the hardware
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instructor to view. I must add that 
her instructor was three time zones 
away. Now I may be a bit thick, but 
how is this supposed to qualify as 
“public speaking?” I hope she got a 
discount.

reliance on asynchronous 
communication 
One of the other challenging factors 
this generation is bringing to the 
table is a reliance on asynchronous 
communication. Simply put, they 
don’t speak face to face. You see it 
every day, and I must admit that 
I am guilty as well. Texting and 
emailing do not require people to 
occupy the same moment in time. 
While this practice appears to be 
highly efficient, one can argue that 
the positives are outweighed by the 
lack of context and nuance of a con-
versation. How many times have you 
sent an electronic message and it was 
taken the wrong way? (I’m talking 
to you, mister all caps). If 93 percent 
of all communication is non-verbal, 
how can asynchronous correspon-
dence be efficient at all?
I suspect that there might be a fear 
of personal interaction. I often ask 
my office mate to fix a website issue 
or do something a little different 
with one of our marketing pieces. As 
I watch her battle through to find a 
solution, I am amazed that picking 
up the phone is not one of her tools. 
She will get the answer, I guarantee 
that, but she would rather slog 
through a mountain of web advice 
versus speaking to a live human 
being. I have spoken to several of 
my contemporaries, and they have 
all observed the same phenomenon 
with their junior employees. Verbal 
communication is deemed less 
reliable.

Hunting for salespeople
Before I am accused of writing a 
whining piece, I would like to offer 
some solutions to this impending 
crisis. There are a couple of areas 
where sales minded individuals 
can be found. With college stu-
dents, I would comb the ranks of 

the amateur athletes. Several man-
ufacturers I used to be involved 
with have found reasonable success 
recruiting these young competitors. 
Several years ago, a sales manager 
mentioned that he goes after colle-
giate athletes when looking to fill 
a sales job, but he goes one step 
further. He believed that individ-
ually-timed competitors, such as 
swimmers or track athletes, make 
the best sales candidates. It probably 
had something to do with being a 
swimmer at LSU in his college days, 
but he has a valid point. Those who 
excel in individual sports have sev-
eral of the same characteristics as 
those who excel in selling positions. 
Introduce yourself to coaches at a 
local school. There may be some dia-
monds in the rough.
Another area to pursue is the recent 
veteran from the armed services. 
While teamwork is stressed, indi-
vidual accountability is a core con-
cept in the training. A couple of 
clients, who focus on hiring vets, 
claim that the work ethic, maturity 
and discipline of service people 
have been a welcome addition to 
their team. A few years on the belt 
doesn’t hurt either. One client has 
announced that he won’t hire anyone 
under 40 anymore. Don’t overlook 
those who are looking for the last 
stop in their career. 
Before I leave you, I would be remiss 
in not suggesting that sales are not 
for everyone. Some have the right 
basic temperament and others will 
find it extremely challenging to excel 
in the profession. Do yourself a favor 
and try to figure this out before you 
invest a ton of money in training.
A client of mine has invested con-
siderable time and money in a 
testing program designed to draw 
out the basic characteristics neces-
sary to predict sales success. Based 

on their work with 
the analytics group, 
this client has been 
able to successfully 
reduce the number 
of “wash outs” in 
their sales organiza-
tion. Furthermore, 
they have been able 
to pinpoint specific 
weaknesses in individ-
uals and offer specific 
training designed to overcome the 
challenge. 
If the education systems are not 
going to produce salespeople, 
employers must take on the respon-
sibility. Fortunately, there are sev-
eral options out there. Beyond the 
Carnegies and Toastmasters of the 
world, several of my cohorts offer 
training seminars and coaching for 
the sales profession. Good sales-
people are not the product of trial by 
fire methods. Professional develop-
ment and investment is the best way 
to take good raw materials and make 
them great.  

Jason Bader is the 
Managing Partner of 
The Distribution Team, 
a firm that specializes in 
helping distributors 
become more profit-
able through strategic 
planning and operating 
efficiencies. He is a reg-

ular speaker at industry events and spends 
much of his time coaching individual distribu-
tion companies. He can be reached at  
Jason@Distributionteam.com or go to  
www.thedistributionteam.com.
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Impact DHI Impact includes quotes and interesting facts and figures about DHI 
and its impact on our industry and our members. If you have a great 
quote or a fun fact to share, send it to Denise Gable at dgable@dhi.org.

“Regardless of the 
strength of the 
current market, 
we continue to 
hear the concerns 
of eroding margins 
and market 
competitiveness. 
So now is the time 
to be thinking 
strategically and 
thinking ahead to 
build a stronger 
business for the 
future.”

Roger Stempsky
Door and Hardware Dealer 
Sales Force: A Profitable 
Growth Strategy, page 36

September 30th  
is the last day to renew your 
DHI membership for the new 
membership year before all 
benefits are suspended.

Don't miss a single issue of Doors 
& Hardware, renew today!

number of DHI Technical ceP 
points earned by students 
currently enrolled in AHc 215 
Writing Hardware Specifications, 
DHI’s instructor-led online course.

DHI chapter rosters are available 
to members 24/7. Go to  
http://www.dhi.org/ 
INDUSTRY/chapters/.

number of classes offered at DHI’s Fall  
Technical Schools, Oct. 5-10, Scottsdale,  
Ariz. and Oct. 26-31, calgary, Alberta. 

Go to dhi.org/fallschool for more.

Topics include reducing shipping costs, tornado shelter standards, hurricane codes, specialty 
steel doors and frames and the Decoded course, which covers accessibility requirements, 
fire door assemblies, egress and life safety and codes for electrified hardware.

Number of DHI webinars 
archived at edu.dhi.org13

Q u o t A b l e D i D  Y o u  K n o w ?

number of exhibitors and attendees expected to attend the 
new england chapter’s Sept. 15 trade show, to be held at 
Best western Royal Plaza Hotel, Marlborough, Mass.

contact JWhite@kamcoboston.com.

32 30+/200+

40 ceP points are available  
in the webinar archives
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derek l. collins, daHc
Derek L. Collins, DAHC, passed away June 27, 2015, at his 
home in Arlington, Texas, just one day shy of his 72nd 
birthday. Derek's lifelong career in the door and hardware 
industry began at age 20, working for a distributor and later 
as a salesman in Maryland and Virginia. In 1979, he moved 
his family to Arlington, Texas, and established D.L. Collins 
Associates, an independent sales agency representing 
manufacturers of commercial building products. 

Derek became involved in DHI, earning his AHC certification, 
and was an active member of the Lone Star North Chapter. 
He later went on to be an instructor, teaching and mentoring 
students to acquire their certification as well. He was 
highly respected among his peers and later was awarded 
the Distinguished Architectural Hardware Consultant in 
recognition of his years of service to the industry.

Derek was one of the kindest and most generous people 
you will ever know. Derek never met a stranger. He was fun-
loving and could tell a great joke. Derek enjoyed drag racing, 
vintage muscle cars, NASCAR and golf. He loved his family, 
and his grandsons were the light of his life. He will be missed 
by many, especially his wife of 51 years, Sally, four daughters, 
and five grandsons.

Obituary

WHOLESALE DOORS, INC.

INTERIOR ALUMINUM FRAMES
In Stock - Available Now!

CLEAR ANODIZED

 Singles:  3-0 x 7-0      3-0 x 8-0     3-0 x 9-0

 Pairs:      6-0 x 7-0      6-0 x 8-0     6-0 x 9-0

Locations: Steelcraft  -  Ceco  -  Pioneer  -  Curries

4-7/8  &  3-3/4 Depths  -  Hinges & ASA or Blank Jamb

Individually Boxed with 1.5” Trim, 2-Sides

( All Items + 2” Scribe for field fitting) 

STICK STOCK & ACCESSORIES
for Custom Locations, Sidelites & Borrowed Lites

1-800-225-4252   www.wdiinc.com

3-0 x 9-0  COMPLETE BOXED SIDELITES
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The Brave new world 
of doors and Hardware

By Kerby lecka

ever wonder what the new technologies and trends 
are that you should be paying attention to now? With 
the exponential pace of change in technology, it makes 
sense to understand where the door and hardware 
market is and where it’s going to stay relevant to our 
careers and the industry.

So how to stay current? First, one must ask: “What door 
and hardware product trends and technologies have 
we seen in the last year or two?” Cloud-based access 
control as a service has begun to make an appear-
ance. Integrators and vendors have eliminated some 
front-end infrastructure costs for their customers by 
providing access control on a monthly subscription; 
making it easier to adopt and facilitating a closer, more 
consistent relationship with those customers. 

Additionally, we’ve seen variations on the current 
theme of converting mechanical devices to low-power, 
energy-efficient, green electric and electronic hard-
ware—some using PoE and controlled through IP. This is 
becoming a growing trend in tenant improvement/ret-
rofit where the building is wired for ethernet. Wireless 
and wire-free standalone locks have also trended up 
where there is no nearby ethernet infrastructure.

Then, we should ask: “What door and hardware product 
trends and technologies can we expect to see in the 
next two to five years?” “Smart security” door and hard-
ware products are what’s trending. Smart security is a 
combination of two things:

1. Where we’re at with connectivity to networks  
and the internet.

2. Where we’re going by using those connections  
to monitor the activities and behavior of those 
people more prone to unauthorized access. 

We’re going to see advanced IP surveillance and more 
biometrics because of this connectivity. 

Also, the use of Near Field Communication (NFC) 
embedded in smartphones will create a push for more 
mobile credentials. It makes sense, as 75 percent of 
u.S. mobile subscribers already have a smartphone. 
Although they exist already, adoption of bluetooth and 
NFC technologies has been slow to date. We should 

expect this to pick up regardless of whether people 
prefer Android or Apple OS for their smartphones. 

Finally, it makes sense to ask: “What is driving these 
trends?” Common theft, terrorism, and data theft are 
demand drivers. It’s a media-driven world and every 
time there is an event, the media helps create a height-
ened awareness and a push for more security, whether 
physical, digital or both. Segments responding to these 
security threats include government, infrastructure/utili-
ties, educational institutes and healthcare centers. 

The private sector is also driving trends with the need 
for physical security in data centers at corporations, 
financial institutions, retail centers, hotels, even restau-
rants. Meeting the physical security requirements 
written into laws and regulations governing data 
security is another demand driver through the need to 
meet compliance and handle risk management. Access 
to these physical health and financial records must be 
properly managed and maintained. 

A final driver is the application of technology to make 
security easier to apply and use. People adopt new 
technologies not solely on what’s better, but what is the 
most easy to use. They expect solutions to be conve-
nient to apply. 

A great technology example is betamax versus VHS. 
Early on, Sony believed they had a technology advan-
tage with their videotape format due to picture quality. 
but, it could not do what consumers wanted—record 
a full-length movie. Its tapes were more compact than 
VHS, but only lasted an hour. VHS tapes lasted two. VHS 
won before betamax could catch up. Whoever makes 
their door and hardware product easier to implement 
and to use will win.  

KerBy lecKa is Marketing Director 
for SDC (Security Door Controls). 
Mauricio Lainez, Product Development 
Manager, and Robert Lovato, 
Technical Support Manager, also  
contributed to this article. Lecka can 
be reached at kerby@wmwinc.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
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As the industry’s leading distributor of electrical and mechanical door hardware, 
we always have the exact product you need, when you need it. Our unmatched 
inventory includes over 100 premium manufacturers, and we carry every fi nish, 
function, design, keyway, voltage, length and option. Plus, every order is handled 
by the industry’s most experienced technical sales team.

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

EVERY DAY, 
EVERY WAY.

ELECTRICAL AND MECHANICAL DOOR HARDWARE

SECLOC0043_DH_AUG-Allegion-C.indd   1 7/7/15   5:48 PM

http://www.seclock.com
http://www.seclock.com

