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I recently chaired a board meeting of the Small 
Business Legislative Council, which is comprised 
of association executives whose members are small 
businesses across North America. During one seg-
ment of the meeting, each association executive 
shared challenges of the industry they serve. I was 
struck by two commentaries.
The first was delivered by an association whose 
members transfer food—the Global Cold Chain 
Alliance. He shared that, in an effort to identify 
trends in his industry, he attended a presentation in 
which the leader put into perspective the potential 
“new business models” that are very difficult to 
identify.  I have heard on various occasions some of 
these phenomena, but not as succinctly as this exec-
utive shared:
• World’s largest taxi company owns no 

taxis — Uber
• Largest accommodation provider owns no real 

estate—Airbnb
• Largest phone companies own no Telco  

infrastructure—Skype; WeChat
• Most popular media owner creates no  

content — Facebook
• Fastest growing banks have no actual  

money —Society One
Welcome to our new future! As this is the January 
issue of Doors & Hardware, I always try to write an 
article that addresses the New Year; this year I am 
addressing the new future. What is the next trend 
in construction that is not on anybody’s radar?  The 
largest construction company that has no labor and 
owns no equipment—maybe it already exists?
How about the largest supplier of doors and hard-
ware that …?  I can’t even begin to complete this 
sentence. Identifying trends is always easier when 
one looks back: total opening distributors; the onset 
of wholesalers; the development of locking tech-
nology controlled by a cell phone. Let your imagina-
tion go wild!

The second interesting commentary was delivered 
by a leader of an organization whose members sell 
advertising products—the Promotional Products 
Association International. To experience one of the 
trends noted above, he decided to become a driver 
for Uber. He wanted to understand how easy was 
it to have your own business and to begin making 
money.  
Within two days, this association executive was 
signed up, had delivered two rides, and was com-
pensated. Within two days, his business was operat-
ing—a pretty low barrier of entry; in fact, none. 
My wife owns a virtual franchise of nutritional 
food products—no inventory to touch, no payroll 
to manage; instant custom technology to represent 
her firm; and no collection calls to make. The invest-
ment? $50. This is model is called network mar-
keting and is the fastest growing business model in 
the country!
We are reinventing your association. Throughout 
2016 you will learn of a new culture and direction at 
DHI which will address the following areas:
• Four new credentials 
• A new commitment and funding to fix testing 

problems with the current credentials
• A new membership structure
• A new chapter model
• Continued development of new educational deliv-

ery models to add value for our members
• The completion of a complete overhaul of our tech-

nology and member engagement 
• A new website
Are these as cutting edge as the developments 
noted above? No, not by a longshot. They are, how-
ever, overdue, and the first steps in adopting a con-
tinuous improvement attitude that will enable us to 
adjust as new trends develop.
You’ll soon see more details on why we’ve started 
saying, “this is not your dad’s DHI.” It truly is a 
new day and a new DHI. Happy New Year! 

The New Future Is Here
By Jerry Heppes Sr., CAE
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Faces

DHI MEMBER SINCE: 2001

OCCUPATION: Architectural Consultant

CHILDHOOD AMBITION:  Truck driver; I think  
I watched Convoy and Smoky and the Bandit too  
much as a kid.

FIRST JOB: The counter at an auto parts store

WHAT LED YOU TO OUR INDUSTRY? My mother—she 
was in the industry for 30 years. I moved home during 
college and she said, “You need a better job.” She got 
me into a company that manufactures door hardware, 
and the rest is history—22 years and counting.

PROUDEST PROFESSIONAL MOMENT: As I have 
grown older, I truly enjoy being a mentor. I've accu-
mulated so much knowledge--from manufacturing, 
to training, to sales and distribution. Sharing that with 
others is fulfilling and makes me proud of my career.

BIGGEST CHALLENGE: Remembering to take care of 
myself. We all work so hard and such long hours in this 
industry, it’s easy to get caught up in an unhealthy life-
style. My challenge daily is to make healthy choices to 
make sure I can do this for another 20-plus years.

MENTOR/HERO: There are two: my mother Loretta, for 
her incredible work ethic. Another is Lee Garver, DAHC, 
FDHI. His calm demeanor, professionalism and good-na-
tured personality were and continue to be a big influ-
encer in how I conduct myself daily. 

BEST ADVICE YOU EVER RECEIVED: Never fake it;  
if you don’t know the answer, say so. Nothing  
damages credibility more than giving out false or  
inaccurate information.

BEST ADVICE YOU NEVER RECEIVED:  
Listen more, talk less. 

HOW HAS YOUR INVOLVEMENT WITH DHI  
SUPPORTED YOUR CAREER GOALS? I am involved  
on both a local and national level with DHI. Our Chapter 
is one of the most active in the country, and serving  
on the board, as well as being President-Elect, have  
kept me immersed in my local market and with our 
chapter members.

Nationally, I continue to teach at schools. If I can impact 
our members in a positive way, as well as help them 
meet their goals, that is the only reward I need.

GUILTY PLEASURE: I have become a bit of a  
podcast addict.

FAVORITE BOOK/MOVIE: Rich Dad, Poor Dad  
by Robert Kiyosaki 

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!

Jeffrey S. Batick, CSI, FDAI 
ALLEGION
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STARTS TO GROW 6% TO  
$712 BILLION IN 2016
STARTS TO GROW 6% TO  
$712 BILLION IN 2016

NEW  
CONSTRUCTION
NEW  
CONSTRUCTION

Total U.S. construction starts for 2016 will rise 
6 percent to $712 billion, following gains of 9 
percent in 2014 and an estimated 13 percent in 
2015, according to the 2016 Dodge Construction 
Outlook, released by Dodge Data & Analytics. 
The report is considered a mainstay in construc-
tion industry forecasting and business planning. 
"The expansion for the construction industry  
has been underway for several years now, with 
varying contributions from each of the major 
sectors," stated Robert Murray, chief economist 
for Dodge Data & Analytics. "Total construction 
activity, as measured by the construction starts 
data, is on track this year to record the strongest 
annual gain so far in the current expansion, 
advancing 13 percent. 
“Much of this year's lift has come from non-
building construction, reflecting the start of 
several massive liquefied natural gas terminals 
in the Gulf Coast region, as well as renewed 
growth for new power plant starts. Residential 
building, up 18 percent this year, has witnessed 
continued strength for multifamily housing, 
while single-family housing seems to have 
re-established an upward trend after its 2014 
plateau. At the same time, nonresidential build-
ing has decelerated this year after surging 24 
percent back in 2014, and is now predicted to be 

flat to slightly down, given a sharp pullback for 
new manufacturing plant starts and some loss 
of moment-um by its commercial and institu-
tional building segments."
Murray says that, for 2016, the economic envi-
ronment should support further growth for the 
overall level of construction starts. While short-
term interest rates will be going up in 2016, given 
the expected rate hikes by the Federal Reserve, 
the increases in long-term interest rates should 
stay gradual, he said. 
On the plus side, the U.S. economy continues  
to register moderate job growth, lending stan-
dards are still easing, market fundamentals  
for commercial real estate continue to improve,  
and more funding support is coming from state 
and local construction bond measures,  
the report states.
According to the report, total construction starts 
in 2016 are forecast to advance 6 percent to $712 
billion, with gains for residential building up 16 
percent; and nonresidential building up 9 per-
cent; while the nonbuilding construction sector 
retreats 14 percent. If the volatile electric power 
and gas plant category within nonbuilding con-
struction is excluded, total construction starts for 
2016 would be up 10 percent, after a correspond-
ing 8 percent gain in 2015.

Dodge Outlook Report Predicts Increased Construction Starts 
for Commercial, Institutional Building and Housing Sectors 
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The 2016 pattern by more specific sectors is the 
following:

 ò Commercial building will increase 11percent, up from 
the 4 percent gain estimated for 2015. Office construc-
tion will resume its leading role in the commercial 
building upturn, aided by more private development as 
well as construction activity related to technology and 
finance firms. 

 ò Institutional building will advance 9 percent, picking 
up the pace after the 6 percent rise in 2015. The educa-
tional facilities category is seeing an increasing amount 
of K-12 school construction, supported by the passage of 
recent school construction bond measures. 

 ò Manufacturing plant construction will recede an addi-
tional 1 percent in dollar terms, following the steep 28 
percent plunge for 2015 that reflected the pullback by 
large petrochemical plant starts. 

 ò Single family housing will rise 20 percent in dollars,  
corresponding to a 17 percent increase in units to 
805,000 (Dodge basis). Access to home mortgage loans  
is improving, and some of the caution exercised by  
potential homebuyers will ease with continued  
employment growth. 

 ò Multifamily housing will increase 7 percent in dollars 
and 5 percent in units to 480,000 (Dodge basis), slower 
than the gains in 2015 but still growth. Low vacancies, 
rising rents, and the demand for apartments from 
Millennials will encourage more development. 

 ò Public works will be flat with its 2015 amount, as a mod-
est reduction for highways and bridges is balanced by 
some improvement for the environmental public works 
categories. A new multiyear federal transportation bill 
is being considered by Congress and if approved, the 
benefits of that bill will show up at the construction site 
later in 2016 and into 2017. 

Copies of the 2016 Dodge Construction Outlook report with 
additional details by building sector can be ordered at 
http://construction.com. 

2016  
PREDICTIONS

Manufacturing Plant 
Construction 

 1% 

Institutional Building
 9% 

Commercial Building 
 11%

Nonresidential Building
 9%

Residential Building
 16%

Total Construction Starts
 6% to $712 billion
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The fenestration industry as a whole—and the door segment in  
particular—has spent the last several years looking wistfully into  
the rear-view mirror, recalling the booming days of 2006 and 2007 
just prior to the Great Recession. We have all been looking for reliable 
indicators that those bad-old-days of 2008 through 2011 are no more 
than yellowing chapters in a boring history tome.
The journey to recovery has been a bit bumpy. However, we finally 
appear to be approaching the milestones we passed in 2008 and  
2009, only this time on the way up, and with the momentum to  
set new records.

Expected Improvements: Slow to Unfold but Promising
As a backdrop to the overall door market picture, the economic and 
housing recovery continues at a slow but steady pace. For the country 
as a whole, the National Association of Home Builders (NAHB)/First 
American Leading Markets Index (LMI) for the U.S., released Nov. 5, 
2015, rose to 0.93 in the third quarter of 2015; 4.5 percent higher than 
its level from one year ago. The index uses single-family housing per-
mits, employment and home prices to measure proximity to a “nor-
mal” economic and housing market, signified by an index value of 1.0.

By Dean Lewis

REVIVED  
EXPECTATIONS
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There has been growth in GDP every quarter ex-
cept two since mid-2009, following four straight 
quarters of decline. But the growth rate has 
fluctuated significantly from quarter to quarter. 
Last October, the Bureau of Economic Analysis 
pegged the “advance” estimate of real GDP 
growth for the third quarter of 2015 at an annual 
rate of 1.5 percent, down from 3.9 percent in the 
second quarter.
While employment growth improved in October 
after soft job readings for September and August, 
the labor force participation rate (which many 
believe to be a more accurate indicator of unem-
ployment) was 62.4 percent in October, down 50 
basis points from the 2014 average. Still, most 
major U.S. economic indicators point to healthy 
growth in the coming quarters.
Federal Reserve Board Chair Janet Yellen con-
tinues to warn that an increase in short-term 
interest rates for the first time since 2006 could 
be imminent, which actually signifies a healthier 
economy. The Fed has been looking for an open-
ing to raise rates, but as of this writing, economic 
data continues to be mixed and will likely delay 
the hike until 2016.
Residential construction, recently an econom-
ic bright spot in contrast to its role in 2009, is 
turning in positive signals, with room for some 
potential softening. According to NAHB econ-
omist David Crowe, single-family construction 
spending posted a healthy 13 percent annual 
gain. Multifamily spending continues to ride 
strong absorption rates for the rental market.
The American Architectural Manufacturers 
Association (AAMA) 2014/2015 Statistical 
Review and Forecast shows that new residential 
construction will finally regain 2007 levels of 
about 1.3 million units in 2016.
In the nonresidential sector, American Institute 
of Architects’ (AIA) Chief Economist Kermit 
Baker reports that, after several years of high 
hopes for stronger construction numbers—and 
ultimately disappointing results—2014 turned 

out to be a pleasant surprise, with the greatest 
amount of activity in the building of commer-
cial properties – most notably offices and hotels. 
Growth in institutional spending will increase 
to almost 6 percent—double its 2015 pace—with 
mid-single-digit gains expected in both the edu-
cation and health care sectors.
Looking ahead, the AIA’s Architecture Billing 
Index (ABI) points to further growth in construc-
tion activity. The second half of 2014 showed 
very healthy ABI readings. While the first four 
months of 2015 posted relatively soft ABI scores, 
June’s 55.7 reading represents the strongest 
growth in design activity since mid-2007. Since 
the ABI leads construction activity by nine to 
12 months on average, coming quarters would 
be expected to see relatively strong levels of 
construction.
The strong acceleration in the institutional ABI 
points to impending strong growth for these 
facilities. Underlying this is improvement in 
the two major pillars of this sector: health care 
and education. The aging of our population, in 
conjunction with the ongoing implementation 
of the Affordable Care Act, is generating strong 
demand for health care facilities.
So, expect the final 2015 numbers, as well  
as 2016, to be positive for construction activity, 
says Baker. “That still would leave the industry 
more than 10 percent below its most recent high 
in 2008. However, if these forecasts are achieved, 
spending on nonresidential building would have 
increased over 25 percent between 2013 and 2016, 
putting the industry tantalizingly close to a full 
recovery from [the 2008-2009] downturn,”  
he says.

The Door Picture
Per the AAMA 2014/2015 Statistical Review and 
Forecast, in the residential market, new construc-
tion continues to make solid progress, though 
growth has been slightly behind early predic-
tions. Meanwhile, remodeling and replacement 

2016 DOOR MARKET PICTURE  
GAINING MOMENTUM
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activity has lagged expectations. As remodeling 
and replacement volume continues to outweigh 
new construction by more than two to one, the 
total market has grown at 5.6 percent less than 
originally expected vs. 2013.
The overall patio door market subset increased 
in 2014 by 5 percent. New construction units 
increased by 9 percent, while remodeling and 
replacement units increased by 2 percent.
The 2015 patio door market is expected to in-
crease 9 percent when all data are in, achieving 
a market volume equal to that of 2008, and will 
continue to grow at a similar rate through 2017. 
New construction demand will continue to drive 
this growth, outpacing remodeling and replace-
ment activity as the new housing market contin-
ues to recover.
In 2014, nonresidential construction activity 
experienced strong growth, with a similar net 
positive effect on the entry door market. Total 
volume increased to 2.3 million units, reflecting a 
10 percent growth rate vs. 2013. Looking forward, 
growth is expected to have continued at a slower 
pace of 5 percent in 2015 before accelerating 
again in 2016.
Based on AIA data, the sectors of nonresidential 
construction with the most impact on door sales 
predict final 2015 numbers to show significant 
increases over 2014, with the trend continuing  
in 2016.

Nonresidential Market Segment

2015 (vs. 2014) 2016 (vs. 2015)

Hotel +21.9% +12.4%

Office +14.7% +11.7%

Health care +2.4% +5.8%

Education +1.5% +5.9%

The Material Mix
Steel continues to be the most widely used exteri-
or door material; however, its 48 percent share of 
market continues to give way slowly to fiberglass 
products, which are now at 39 percent of resi-
dential entry doors. Wood doors have found a 
defensible niche in high-end and replacement 
construction. These trends should continue.

Percent Market Share by Material —  
Residential Entry Doors

Wood Steel Fiberglass

2008  
(10.4mm units)

11.5% 60.5% 27.9%

2014  
(9.5mm units)

13% 48% 39%

2015F  
(10.3mm units)

12.6% 47.6%
39.8%

2016F  
(11.0 mm units)

12.7% 46.4% 44.6%

2017F 
(11.6mm units)

13% 45% 42%
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SECURITY +

Nonresidential Entry Doors
Steel is the primary material used for entry doors in the 
nonresidential market as well, followed by aluminum. This 
includes aluminum-framed storefront doors, which rep-
resent slightly more than 40 percent of the overall market. 
Aluminum is expected to continue to grow its share at the 
expense of wood and steel.

Percent Market Share by Material —  
Nonresidential Entry Doors

Wood Steel Fiberglass Other

2008  
(2.1mm)

9.5% 38.1% 61.9% 4.8%

2014  
(2.1mm units)

9% 44% 43% 4%

2015F  
(2.4mm)

7.4% 41.7% 45.8% 4.2%

2016F  
(2.7mm)

12.7% 40.7% 44.4% 3.7%

2017F  
(3.1mm units)

7% 41% 48%
4%

Summary
Regaining the heights of the 2007-2008 market may be 
within reach, and the improvement is based on a more sol-
id foundation for the future. True, if the interim years had 
logged an average growth of, say, 3 percent, we would be 
seeing unit sales on the order of 30 percent higher than we 
are now. Although this is disappointing, the industry has 
made its adjustments and will emerge into the new positive 
growth era stronger for the experience.

DEAN LEWIS is Technical Manager, Training & Education, for the American 
Architectural Manufacturers Association (AAMA). He can be reached at 
dlewis@aamanet.org.
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KEYING  
REQUIREMENTS 

IN THE  
HARDWARE  

SPECIFICATION
Five years ago, I began doing one part 
of the work necessary before doors, 
frames and hardware may be deliv-
ered to a job site—purchasing finish 
hardware for several kinds of doors. 
This task is relatively easy to complete 
if the specifications (specs) of the fin-
ish hardware are perfectly written by 
a specification (spec) writer. However, 
when troubles arise during construc-
tion, I soon learned it was beneficial 
for my company and me to examine 
all parts of the specification up front 
and be proactive in explaining to the 
architect and building owner any  
mistakes or missing information to  
be clarified. 
Often a subject that is not described 
well is the type of keying and the com-
patibility between the keying and the 
locks. There are solutions that I have 
learned during my on the job training, 
and training gained through DHI.

By Maxime Drouin 
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Often, specs of hardware are written with sentences that 
have several meanings. Every one of us has seen the follow-
ing sentence in the article Keying Requirements: Coordinate 
keying with owner representative. That’s it. When reading a 
hardware specification written by someone else including 
this type of sentence, there are two ways to manage it: 
 Î Call the owner and ask him the keyway to use into his 

project, or to ask him to send a picture of each side of his 
master key. Cylinders and keys with KD (Key Different) 
keying may then be purchased with no regard to an 
eventual master keying system. But, as the general 
contractor (GC) is completing installation of cylinders 
into locks, panic bars, and key switches, he will likely 
receive a call from the building owner who is frustrated 
because his master key doesn’t open the new locks. To 
accommodate his customer, the GC now has to call a 
locksmith to re-key all the cylinders on the project. A 
long discussion may arise now on who is responsible for 
the invoice; the owner, the GC or the hardware suppli-
er. This is likely to cause frustration for the GC and the 
building owner.

 Î A second way to manage a similar sentence in a spec-
ification would be to advise the building owner that 
my bid did not include providing a master key system, 

but the locks would include the appropriate keyway. 
Additionally, there would be an extra charge if master 
keying is needed. This owner would likely be frustrat-
ed in this scenario as well, with extra charges applied 
because their needs were not clearly translated into 
specifications by the architect or by the hardware  
specification writer. 

A hardware supplier may pay these extra costs even if  
they were not included in his quotation, simply to satisfy 
the GC. When a bid is very close to a supplier’s cost,  
a request to be paid for extra costs may be requested. 
Because a request such as this can cause a disagreement 
between the owner, the GC and the hardware supplier, 
important time would be lost before someone agreed to pay 
the invoice. As everyone in this field knows, time is often  
a precious resource.
What DHI recommends is to make sure that the needs of 
customers are considered throughout the project by clearly 
defining the type of keying in two articles. General system 
requirements should be established in article 2.02 Materials, 
in a paragraph titled Cylinders. These requirements should 
include generic or patented key systems, the number of 
pins and other specifics. Article 2.04 Keying Requirements 
should be considered in three parts. 

SAFETY = 
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1. In the first part, the specification writer will specify the 
complexity of the master key system (Great master key, 
Master key, Cross-keying) and define the keyway of 
the project. What is the type of key the owner wants to 
receive? Does he want standard-bow or large-bow keys? 
Also, what is the number of keys for each group of great 
grand masters, grand masters, masters and individual 
keys needed? Does the building owner need more key 
blanks if the lead time to receive keys may be long?

2. In the second part, the specification writer will talk 
about construction keying for the project. Most owners 
are not interested in seeing electricians, carpenters and 
others fields of work using the buildings personal keys. 
These keys may open important storage doors and de-
pending on the keyway provided; the keys can be easily 
copied by any locksmith. 
For this reason, it is important to provide construction 
keying. Additional items to be defined include: How 
many construction keys will be used during the con-
struction period? Which method will be used to turn 
construction keying into final keying? Is an extracting 
tool needed to change to the final keying? Or, is a con-
trol key used to remove all construction cylinders and 
install permanent cylinders? All these questions have to 
be answered by the specification writer or conflicts may 
arise during construction.

3. In the last part, information should be noted regarding 
the logistics used to send all final keys, blank keys if 
provided, construction keys, extracting tools and the bit-
ting list from the manufacturer to the owner. The spec-
ification writer should also define the way permanent 
cylinders will be shipped to the job site and describe 
what should happen to construction cores, if specified.

This three-part method is very complete and leaves no 
place open to a subjective opinion on what should be in-
cluded regarding keying.

Models of Locks
Another problem often raised in poorly-written hardware 
specifications is that the specification writer can talk about 
model of locks at two different places: Locks and Latches 
and Hardware Sets. The intention is often to give as much 
information as possible. But often, giving the information 
at two different places in the hardware division causes a 
discrepancy between specifications articles. 
For example, a specification writer may specify cylindrical 
locks as "ND53BD Allegion" in the Locks And Latches article. 
In addition, the specification writer may provide a complete 
hardware “schedule” and ask for: 

3 hinges AB700NRP 4.5 x 4 652 Hager
1 lockset ND53BD x RHO 626 Schlage
1 interchangeable core CORMAX 626 Best
1 door stop 209 626 Gallery
1 door mute CF12 693 693

Everything appears to be compliant with no discrepancy in 
this specification. However, a mistake can arise if an adden-
dum is added to change the lock to a Corbin CL3351 x NZD 
626 with a standard cylinder and GA keyway. In a rush, the 
specification writer may do the correction in the hardware 
sets but may completely forget to process the change into 
the article Locks and Latches. 
In this situation, the estimator at the hardware supplier 
would decide to quote the less expensive of the two options 
and provide cut sheets in the same way for approval of the 
architect. 
The best way to limit potential confusion would be to  
define completely the type of locks that will be used in  
Part 2 PRODUCTS, article 2.02 Materials, including a com-
plete description of the product including part number  
and manufacturer.

Photo courtesy of Arcotec
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PROFESSIONALS

This is a prime example of why DHI teaches specification 
writing to include as little information in the hardware sets 
as possible. Furthermore, DHI teaches to include as much 
information and product application in the 2.02 Materials 
article as possible.
For the hardware set, only list the type of product to use:
 Î 3 hinges
 Î 1 lockset, entry function
 Î 1 cylinder
 Î 1 stop
 Î 1 door mute

The more the complete the article Locks and Latches is in 
terms of description, the less information is needed to be 
included in the hardware sets. With this format, there is 
less chance of an important mistake made with a change 
due to addendum or directive.
My experience in the field of doors, frames and hardware 
has clearly shown that even if Part 2 PRODUCTS of the 
hardware specification is perfectly defined, a project con-
ducted without a keying meeting can cause a significant 

loss of time and money from the beginning of the installa-
tion up to the date of acceptance of the building.  I’m sure 
others who have had the opportunity to purchase hard-
ware can understand the importance of making this type 
of change to the way the specification is created. 
Last year, our company was awarded a project wherein 
a keying meeting was not required in the specification 
section Finish Hardware. When I contacted the customer by 
phone, he referred me to his representative at the locksmith 
company. The locksmith explained to me that the keyway 
would need to be changed for a new one as the require-
ments from the customer were very complex. 
Additionally, several levels of master keying would be used 
to reduce chances of cross-keying between the different 
levels of master keys. I was asked to wait for the new key-
way information. After several calls were made, I received 
new information three months later regarding the keyway, 
and we had to wait another four to six weeks before receiv-
ing the locks and cylinders. Significant time was lost on 
this project because every party talked through a system 
of emails and replies, with limited information included 
upfront in the specification.
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The Importance of a Keying 
Meeting
The example above highlights the 
importance of conducting a keying 
meeting. A keying meeting should 
include all parties in the same place—
the owner (or his representative), 
the contractor and the Architectural 
Hardware Consultant. If someone is 
not available to physically be in this 
meeting, good video conference tools 
are available.
Many locks or cylinders with spe-
cific keyways may take a long time 
to receive. It’s necessary to discuss 
the importance of waiting for these 
special locks rather than using anoth-
er type of lock, providing value for 
the customer, general contractor, and 
installer in terms of time and money. 
Another important point to discuss is 
the complexity of the master keying 
including all levels of authority for the 
key system.
It is also possible for a discrepancy to 
arise between how the customer un-
derstands the original organizational 
chart to operate and how the lock-
smith says it works. For example, for 
an expansion into a building with 50 
apartments, the owner requests a sin-
gle key for every resident to can open 

individual entry doors and the same 
key is to open the general pool door. 
This may be how the keying system 
was set up for the original construc-
tion. Using a sin-
gle key for both 
doors is complex 
and cross-keying 
can occur if the 
locksmith is not 
familiar with this 
kind of keying. 
The locksmith 
may decide not 
to risk compro-
mising the entire 
system and 
instead provides 
each resident with two keys— 
one for pool and one for his apart-
ment. If this is done without advis-
ing the owner of the building of the 
change, a problem may occur.
For the expansion, it is important 
for the locksmith to be present at 
this meeting and advise owner and 
hardware supplier of changes recom-
mended in the original project. All 
parties should be aware of the risks 
and recommendations so that the 
cylinders are master keyed in the best 
possible way.

18      JANUARY 2016      DOORS & HARDWARE



THE FUTURE 
HINGES ON IT.
The new day of DHI is coming.

When the keying system is initially discussed, it is easier 
to understand the keying system with the organizational 
chart and keying schedule available. Having all the players 
in the room for the keying meeting ensures that everyone is 
aware of what was discussed, and the technical documents 
will be easier to understand. 
These examples highlight the importance of carefully 
describing keying and the locks in the hardware division. 
The information is easier for a hardware supplier to un-
derstand if every detail in the keying process is described 
into keying requirements. Also, DHI recommends to all its 
students to write information on door hardware at only one 
location and in the ideal place. This way, no mistakes arise 
from addendum or directives submitted by the architect for 
the needs of the owner. 

Finally, it is important to require a meeting to discuss 
the keying. This meeting allows the completed building 
to perfectly (or very closely) reflect what was desired by 
owner. With my nine years of experience in the door and 
hardware field, and five years into hardware purchasing, I 
can say that respecting the points discussed here will help 
conserve the good relations we have with our customers 
and with the building owner.

MAXIME DROUIN is an engineer with Arcotec and a DHI member. He can 
be reached at max.drouin@arcotec.ca. Thanks also to Ann McCready, M.Ed., 
CPL; Rodney Weaver, AHC, FDAI, CAI, CFDI; and Greg Drake, AHC, FDAI, for their 
assistance with this article.

A KEYING MEETING SHOULD INCLUDE ALL PARTIES IN THE SAME 
PLACE — THE OWNER (OR HIS REPRESENTATIVE), THE  

CONTRACTOR AND THE ARCHITECTURAL HARDWARE CONSULTANT. 
IF SOMEONE IS NOT AVAILABLE TO PHYSICALLY BE IN THIS  

MEETING, GOOD VIDEO CONFERENCE TOOLS ARE AVAILABLE.
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SLIDING DOORS SLIDING DOORS 
SLIDING DOORS SLIDING DOORS SLIDING DOORS SLIDING DOORS 

You don’t have to look far to notice 
the popularity of sliding doors and 
sliding barn-style doors. This trend is 
hitting the commercial and residential 
markets with gusto, and according to 
the experts we spoke to, the movement 
will continue to climb with no sign of 
letting up in the coming years.
While the use of sliding doors has 
steadily increased each year, the 
emerging trend itself is more about the 
expansion of use—how designers are 
finding new ways to integrate them 
into spaces. 
This growth has also sparked a 
revolution in door and hardware 
manufacturing to meet the growing 
demand. For example, just a few years 
ago, a sliding barn-style door needed 
to be custom designed and built, but 
today the number of pre-fabricated 
doors on the market continues to rise. 
Accompanying hardware is evolving 
as well, offering many more finishes, 
styles and durability options—giving 
architects and designers a nice variety 
from which to choose.
Up until recently, the most common 
applications for sliding doors included 
healthcare and office spaces. While 
those segments are still strong, sliding 
doors are replacing traditional ones in 
several new areas.

City Loft Apartments
In Minneapolis, where Mike Gall is 
the owner of Hardlines, Inc., an inde-
pendent sales representative agency, 
he is seeing more sliding doors in 
revitalization projects. “Developers 
are renovating old warehouses and 
manufacturing buildings into loft 
apartments,” explains Mike, “and 
sliding doors are selected much more 
often than traditional doors.” 
In these projects, the combination of 
exposed brick and columns preserves 
the industrial feel of the space—an 
architectural style that many young 
professionals, which Minneapolis 
attracts, love. 
“Industrial lofts want rustic-looking 
doors, so sliding barn-style doors 
are installed for the spaces that need 
privacy, such as the bedrooms and 
bath,” explains Mike. “Additionally, 
rough and worn-out looking hardware 
is used. We are making new hardware 
look old.”

Churches
Tyler Stephens, AIA, a principal with 
Core10 Architects, shared that his firm 
recently completed two church youth 
centers where sliding barn doors were 
used. In both projects, a large space 
was designed where one side was a 

dedicated meeting space and the other 
side a casual break-out area. 
“In these instances, we chose a large-
scale barn door because it matched 
the rough, industrial aesthetics of the 
space,” says Stephens. “The exposed 
hardware fastened to a wooden barn 
door made sense.”
“I generally recommend to my clients 
that we use barn doors anywhere you 
want a large-scale opening—where 
you are going to leave it open the ma-
jority of the time,” Stephens said.

ADA Applications
In addition to saving precious floor 
space, sliding doors also meet ADA 
requirements and are easy for peo-
ple with disabilities to use. From a 
mobility standpoint, when a person 
is confined to a wheelchair or is using 
a walker, it is much easier to operate 
a sliding door than it is to navigate 
around a wide-swing door. 
“We recently completed a high-end 
condominium renovation where we 
installed a sliding barn door,” notes 
Stephens. “The owners were in motor-
ized wheelchairs and had limited  
use of their hands. They wanted a 
larger opening so they didn’t have  
to worry about scuffing woodwork 
and doors with their chairs going 
between rooms.” 

By Ginny Powell

The Growing Popularity of
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SLIDING DOORS SLIDING DOORS 
SLIDING DOORS SLIDING DOORS 

Hotels
In the Florida market, Keith Belcourt, 
Vice President and Contract Sales, 
American Door & Hardware, notes 
that most of the major hotel brands are 
currently integrating—or have plans 
to include—sliding doors into their 
facilities. “In guest rooms where every 
square foot counts, it makes sense,” 
says Keith. 
While the doors and hardware se-
lected for hotels tend to be sleek and 
shiny, instead of rustic and industrial, 
the trend of sliding doors replacing 
traditional ones is increasingly prev-
alent in the hotel industry. “In this 
market, sliding doors make complete 
sense,” says Belcourt. “Not only do 
they look great, but they eliminate the 
door swing—gaining usable square 
footage in every guest room.” 
Many hotels are replacing both the 
bathroom and closet doors with one 
sliding door: slide it one way to close 
the bathroom, and slide it the other to 
close the adjacent closet door. Keith 

notes that while the sliding door is 
indeed an upgrade, the hotels see this 
space-saver as the modern, updated 
look that is well worth the investment 
because it is aesthetically pleasing to 
their hotel guests. 

Restaurants
Another emerging area for barn  
doors is in restaurants, and in this  
application, this is often more for looks 
than functionality. Barn doors are 
used to separate the kitchen/food  
prep area from the main restaurant, or 
they are being used to separate the  
private-party backroom from the  
main restaurant. 

Hardware as the Trend
While the type of hardware used on 
the sliding doors depends on the ar-
chitectural style of the building, with 
the growing demand for sliding doors 
comes more hardware selections—
from design styles to finish options. 
Many manufacturers are even more 
focused on developing products to 

match today’s needs as well as those  
in the future. 
“We had a great response when we re-
leased our first surface-mounted prod-
uct, the 9710 Series, which provided a 
more modern look than we previously 
had in the line,” says Bob Wilkins, 
Director of Marketing and Product 
Development with Hager Companies. 
“With the sliding door hardware trend 
becoming even more popular, we con-
tinue to focus on expanding designs 
for our customers. In fact, we recently 
released a stainless steel industrial 
barn door product and are developing 
additional innovative product ideas to 
enhance this overall offering.”
Sliding doors are a trend that will  
continue to grow, especially as the ar-
chitectural and design community con-
tinues to find new and interesting ways 
to integrate them into their projects. 

GINNY POWELL is Digital Marketing Specialist 
with Hager Companies. She can be reached at 
gipowell@hagerco.com.

While the doors and hardware selected for hotels tend  
to be sleek and shiny, instead of rustic and industrial,  

the trend of sliding doors replacing traditional ones  
is increasingly prevalent in the hotel industry.

Photo courtesy of Hager Companies
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In 2005, I had the opportunity to submit an  
application for a part-time position with a  
local distributor, to assist in the estimating  
department. At that time, I was enrolled in the 
architecture program at a local community 
college, so my ability to read blueprints without 
much direction helped to push me beyond per-
forming the mediocre tasks and into a full-time 
estimating position.
Even though I lacked experience, there were 
many available resources for learning to help me 
acclimate to my new position. Between in-house, 
manufacturer-sponsored, and online resources, 
the tools seemed endless and continue to grow 
today. I want to discuss each of them separately:

In-House Resources
I have had the privilege to work with and train 
alongside many individuals. Some, like me, were 

beginning their careers, and others had decades 
of experience. I can credit most of my knowledge 
to these individuals. They always added insight 
and a guided path for me when I had any ques-
tions or concerns.  
One reoccurring element that I am thankful for 
is having a second set of eyes, as most people, me 
included, tend to read over their own mistakes 2. 
Progress takes time, but taking time to listen to 
coworkers willing to teach and more important-
ly, showing respect, will strengthen any team. 
I continue to meet and work with many people 
that help me move forward in my career.

Manufacturer-Sponsored Resources
Working for a distributor, I have sat in on many 
training sessions provided by manufacturers 
and representatives. This is a great way to learn 
and discuss information collectively and weigh 

By Corey Lilly

OPENING THE DOOR  
TO OPPORTUNITY — 
A Millennial’s Perspective
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the pros and cons of the products discussed. Many of  
these sessions are conducted over lunch, but if you’re  
going to learn something new, why not do so with a  
slice of pizza in hand? Group discussion can be immense- 
ly productive in understanding new innovations and  
deciphering information.

Online Learning
There is great advantage in online training. This tool is 
commonplace and accessible almost anywhere. Many 
websites have product videos and nomenclature available 
at your fingertips. Some offer courses on different materials 
that you come across on a daily basis, but even better, this 
resource is available 24 hours a day. 
As an 80’s baby, technology has always been in my life. 
Although we have come a long way since arcades, this has 
been the easiest tool for me to grasp. Make no mistake, the 
shift in technological advancement in this industry is mak-
ing a substantial improvement in every day security. 
Technology has made a colossal impact in doors and hard-
ware in the past decade. In a day and age when security is 
the priority for most end-users, there continues to be im-
plementations in access control, especially in schools across 
the United States. Between 89-95 percent of schools lock 
and/or monitor their doors and 67-89 percent have security 
cameras 3, and those numbers continue to grow. 
Many of my friends have their own families with children 
in school and work hard to support their families. I can’t 
fully express the satisfaction I feel being involved in security 
and fire protection for schools and commercial buildings. 
Understanding the latest upgrades in our products is 
imperative; however, products are not the only area of 
technological improvement that is strengthening this trade. 
Between telecommuting, BIM modeling, and paperless doc-
umentation, a new industry-wide transition has begun and 
will continue. Even with these perks, business in general 
still does come with risk and some downfalls.
During 2010, the recession hit our shores later than other 
trades, but it was swift, and for a moment, it brought with 
it a cloud of concern. There was a decline in job availability 
for all ages across the country 4.  Being in my mid-20s, I had 
not yet fully experienced a recession. For some, it hit hard. 
The few distributors that I have had the pleasure to work 
for all stayed the course, realigned, and powered forward. 
Each of the distributors accepted applications year-round 
during my entire career and succeeded in growth. 

As a millennial, I witnessed friends succeed in college and 
in the workforce and, unfortunately, I also observed many 
others opt out of continued schooling. Many have found 
difficulty in landing employment or positions with hope 
of progression. I know others who are living at home and 
some that show signs of the Peter Pan Syndrome.
There are positive and negative aspects to any career, but 
for me, the positives greatly outweigh the negatives in this 
industry. One positive is the room for advancement; but 
with advancement comes added responsibility. To gain that 
responsibility, one must take the first step. That step can 
grow to experience; that experience will increase accuracy; 
and repetitive accuracy becomes precision. Precision is the 
key to unlocking the potential of this industry. You may 
have quick-fixes, but there are no cutting corners.
What begins at the design table and eventually concludes at 
the project location will result in the client returning for fur-
ther upgrades in the future, which means growth for all. Not 
only have I seen this industry grow, I have grown with it.
Over the course of the past decade, I have gone from a teen-
ager, skateboarding on his lunch break, to an adult, travel-
ing across the country, working on projects remotely out of 
a home office and given the responsibility to help provide 
safer commercial openings in buildings across the country. 
This industry has given me many opportunities, and what 
does it ask in return? 
The answer is patience and dedication. I’ve decided to  
further that dedication by continuing my training  
and enrolling in DHI education with a goal of obtaining  
my Architectural Hardware Consultant (AHC) certificat- 
ion, so that I may be better equipped to help build a  
safer tomorrow.  
I encourage other Millennials who may be in the beginning 
of their career or considering a position in this industry  
to take hold of the available training, accept the responsi- 
bility, and continue their journey by opening the door  
to opportunity. 

COREY LILLY is an Estimator/Detailer at 
Washington Architectural Hardware. He can be 
reached at clilly@wah-usa.com.

1 www.dictionary.com. 2015. <http://dictionary.reference.com/browse/
millennial>
2 www.wired.com. 2014. <http://www.wired.com/2014/08/
wuwt-typos/>
3 www.nces.gov. 2015. <https://nces.ed.gov/fastfacts/display.
asp?id=334>and cabinet doors are not included.
 4www.nces.ed.gov. 2015

Millennial — Noun: a person born in the 1980s or 1990s,  
especially in the United States, member of Generation Y1.
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THE REPORT WILL 
EXAMINE CUSTOMER 
PROFITABILITY FROM 
TWO PERSPECTIVES: 

THE ECONOMICS  
OF CUSTOMERS  
AND CHANGING  

THE PROFIT 
RELATIONSHIP.

One of the most widely discussed topics in distribution 
today is the fact that a lot of customers and a lot of items 
lose money for the company. That is, the cost of servicing a 
large component of the customer set or handling many of 
the items is larger than the gross margin dollars generated 
by those customers or items.
While the economics of the situation are fairly straight for-
ward, the implications for action are not. One widely-sug-
gested option is to eliminate items and customers that don’t 
cover their costs. It is a quick and easy solution.
Another option is to work on enhancing margins or low-
ering costs to overcome the profit deficit. This approach is 
both time consuming and difficult.
Because the observations regarding customer profitability 
are largely mirrored by item profitability, this report will 
focus exclusively on the profit realities of customers for 
DHI members. The report will examine customer profit-
ability from two perspectives:
 » The Economics of Customers—An analysis of how 

customers break out into widely varying profitability 
groupings. 

 » Changing the Profit Relationship—A discussion  
of how profitability can be enhanced by working  
with customers.

By Dr. Albert D. Bates

HARPOONING  
THE WHALE

Profit Improvement Report
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The Economics of Customers
Within every line of trade in distribution, includ-
ing DHI, there are wide variations in customer 
purchasing patterns. Some customers buy a lot of 
merchandise, others buy very little. Some custom-
ers are aggressive price negotiators while others are 
more service oriented. Finally, some customers are 
the proverbial “squeaky wheel” while others are 
easier to work with.
These factors come together to produce widely 
varying levels of profitability across the distribu-
tor’s customer set. At one extreme, customers  
who purchase a lot of products are service- 
oriented (rather than price-oriented) and don’t 
“have issues” tend to be highly profitable for the 
distributor. At the other extreme, some customers 
who are high maintenance actually result in a loss 
for the distributor. 

Unfortunately, there are only a few of the high-
ly-profitable customers and a fairly large number 
of the unprofitable ones. This relationship between 
customers and the profitability they produce for the 
distributor is often referred to as the whale curve. It 
is shown graphically in Exhibit 1.
Customers are ranked from most profitable to least 
profitable along the horizontal axis. The percent of 
total profit generated is presented on the vertical 
axis. The graph looks something like a whale, albeit 
a rather anemic one.
As can be seen, the most profitable customers cause 
total firm profit to rise quickly. Somewhere along 
the way the slope changes as additional customers 
generate profit at a lower rate. Finally, the curve 
starts back down as some customers cause the firm 
to lose money. Eventually the curve ends up at the 
100 percent of total profit level.

Exhibit 1
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The typical DHI member generates $250,000 in profit. For 
that firm, the customers fall into four categories based upon 
the profit they generate for the distributor. The “A” custom-
ers are the most profitable and the “D” customers are the 
least profitable—the money losers.
The relationship for customers and profit tends to be a little 
more dramatic when put into tabular form:

Customer 
Category

Percent of 
Customers

Percent of 
Profit Dollar Profit

A 15 100 250,000

B 15 35 87,500

C 35 10 25,000

D 35 -45 -112,500

Total 100 100 250,000

The fact that the typical firm loses $112,500 on slightly more 
than one-third of their customers is not an inconsequential 
issue. Potentially, dollar profit could be increased by 45 
percent through concerted effort.

Changing the Profit Relationship
The immediate, knee-jerk, reaction is to just fire the D 
customers. In point of fact, this is an approach that some 
analysts support. It is an approach that should be avoided. 
Instead, it is essential to break the customer base into three 
target groups and work with them systematically.
 » Group One—A Customers: In the rush to focus on the 

money losers, there is a tendency to overlook the most 
profitable customers in the mix. It is actually more 
important to support the A accounts than it is to worry 
about the D ones.
No customer set buys all of their needs from one suppli-
er. Anything that can be done to encourage A customers 
to purchase more has a direct and immediate impact 
on profitability. It is also a positive set of actions that 
everybody supports.

 » Group Two—The Down and Dirty Two Percent: 
Anecdotal evidence suggests that somewhere around 
two percent of all customers are not just unprofitable for 

the distributor, they are highly unprofitable. Even worse, 
they probably enjoy being unprofitable. These customers 
really should be fired.
Care must be exercised in the firing. Today’s fired  
customer may become tomorrow’s acquirer of one of  
the best A customers. The simplest approach is to simply 
let them fire themselves. This involves systematically 
moving them to a different, higher, category on the  
pricing schedule.

 » Group Three—The Mass of D Accounts:  After the 
members of Group Two have been eliminated, there 
remains a massive number of accounts that still produce 
a gross margin that does not cover the cost to serve 
them. It is a lot of customers and requires a lot of work 
to correct the situation.
There may be some opportunity on the pricing side with 
these accounts. However, most of the effort must be 
devoted to the issue of the cost to serve. This inevitably 
gets back to the reality of too many small orders, too 
many emergency orders and too many returns.

The key is to get customers to plan ahead and ultimately 
place fewer orders. Alas, customers place the number of 
orders they want to place. Time and effort must be spent 
to educate customers about the cost savings on their side 
of the profitability equation if they were to order less 
frequently. It requires both an analytical effort and a sales 
effort. The profit impact, though, justifies the effort.

Moving Forward
A lot of firms are aware that some customers are unprofit-
able to them. What is needed is a more precise analysis of 
the nature of the challenge. Once the analysis is conducted, 
that analysis must lead to action. 

DR. ALBERT D. BATES is founder and president of Profit Planning Group. 
His recent book, Breaking Down the Profit Barriers in Distribution, is the 
basis for this report. The book is available in trade-paper format from 
Amazon and Barnes & Noble.

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

TIME AND EFFORT MUST BE SPENT TO EDUCATE CUSTOMERS 
ABOUT THE COST SAVINGS ON THEIR SIDE OF THE PROFITABILITY 

EQUATION IF THEY WERE TO ORDER LESS FREQUENTLY.  
IT REQUIRES BOTH AN ANALYTICAL EFFORT AND A SALES EFFORT. 

THE PROFIT IMPACT, THOUGH, JUSTIFIES THE EFFORT.
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NEW LCN CAST ALUMINUM CLOSERS
IN STOCK AT BOYLE & CHASE

www.boyleandchase.com
BOYLE & CHASE, INCORPORATED

The new series of closers features 
a cast aluminum body, full complement
bearing, peel-n-stick templates, and are
offered in six available standard finishes
featuring the most common hole pattern
in the industry.

1250 SERIES LIGHT DUTY

4050 SERIES HEAVY DUTY1450 SERIES MEDIUM DUTY

B&C Cast Alum Closers LCN 8.375x10.875 4C DHI  11/5/15  2:27 PM  Page 1
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Programmable Logic 
Controllers Provide 
Reliability, Greater  
Security and Lower Risk  

Correctional institutions require extremely reliable and 
robust security systems to ensure the safety and security of 
both personnel and inmates. 
Dortronics recently upgraded the door control system for a 
large corrections campus, encompassing over 30 buildings 
in the southeast United States. The facility houses approx-
imately 5,000 inmates with separate jail facilities for men 
and women who are awaiting sentencing, serving sen-
tenced jail time, and are in maximum security.  

By Bryan Sanderford

Dortronics Systems Delivers 
Increased Security at Large 
Southwest Correctional Facility
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The linear design of the jails at this 
facility requires inmates to be moved 
between locations—including cell 
blocks, meal areas, recreation and vis-
itation—individually, in small groups, 
or via mass movement. 
The correctional facility’s 20-year-old 
door control system was made up of 
outdated PLC controls and old relays 
with old wiring to control secure 
doors and mantraps. A massive 
upgrade was required to enhance 
and provide state-of-the-art security 
technology using high-quality, reliable 
door control systems. The unique 
challenge was to maintain maximum 
security during the technology system 
upgrade. Additionally, new mainte-
nance policies and procedures needed 
to be implemented to sustain security 
and guarantee stability.

Solution
Over the past two years, Dortronics 
has been working with Next Level 
Security Systems (NLSS), which has 
been engineering and standardizing 
Dortronics System 4700 Series PLC 
Controllers for use across its base of 
correctional facility customers. In tack-
ling the project, NLSS partnered with 
systems integrator American Security 
Group (ASG) of Vista, Calif., who is 
deploying the security logic controls 
and the NLSS Gateway product as 
part of a total technology update 
across the approximately 30 buildings 
that make up the correctional facility. 
After considering risk-avoidance, the 
team chose solutions from Dortronics 
to ensure the highest level of security. 
The scope of the entire project calls 
for 4900 Dortronics PLC controllers to 
be installed to control more than 840 

doors and 85 mantrap controls. The 
implementation is being conducted in 
stages and is on-going with comple-
tion of the project expected in 2015. 
“We chose Dortronics due to their 
reliability in the industry. One thing 
was certain, we didn’t want to take 
any chances that may compromise 
security at a corrections facility,” said 
Bill Jacobs, President of NLSS, who 
is managing this project. “Mantraps 
are critical portals where controlled 
access can mean life or death, and the 
Dortronics 4700 series PLC Mantrap 
Controllers have proven themselves. 
“We’ve had no downtime at all.”
ASG has finished 
installation for 
two of the several 
systems sched-
uled for installa-
tion, the first of 
which required 
securing more 
than 30 doors, 
about a dozen 
of which were 
mantraps. The 
NLSS Gateway 
is used to con-
trol cell doors, 
with Dortronics 
mantrap controls 
incorporated to 
insure compli-
ance with regard 
to interlocks. The 
second system 
consisted of fewer 
total doors, but 
almost all of them 
were interlocked.
“The Dortronics 

controllers have been integral to 
ensuring compliance with regard to 
the  correctional institution’s desire to 
maintain the highest level of securi-
ty for interlocked doors,” continued 
Jacobs.
The correctional facility’s previous  
system was, as Anthony Sparks, 
General Manager for ASG calls it,  
“a hodgepodge of mismatched PLC 
controllers,” which fell far short of  
the state-of-the-art technology 
Dortronics offers. The disrepair of the 
system led to the decision to upgrade 
with the goal of standardizing across 
all buildings.

After considering risk-avoidance, the team chose solutions from 
Dortronics to ensure the highest level of security.
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“The corrections campus had an aging system that was 
antiquated in many ways, and they were unable to get 
adequate service. Many of the installed components were 
either no longer manufactured or supported, or the manu-
facturers were no longer in business,” Sparks says. 
By contrast, Sparks says Dortronics has been very respon-
sive and helped ASG design a solution that met the facili-
ty’s requirement to have a spare controller onsite that could 
be easily swapped if necessary.  Because every building on 
campus is different, each system installation requires the 
Dortronics controllers to be custom programmed, which 
presented potential service issues. Working closely with 
Dortronics engineers, ASG devised a set of standards that 
could be implemented in the event of a component failure, 
which involve next-day turnaround for new PLC control-
lers that are pre-programmed for each building. 
“This is a custom job, and Dortronics turned around the 
designs very rapidly, which was impressive—especially 
because in many cases, the design could change almost  
on an hourly basis,” Sparks said. “In addition, their ability  

Dortronics Systems 
4900 PLC Controllers

CONTRIBUTE TO 
DOORS & HARDWARE 
IN 2016
Doors & Hardware welcomes informative, 
educational feature articles and case studies 
that discuss new technology, new products and 
problem solving. 

Case studies are extremely popular with our 
readers. Companies are permitted three case 
studies per year, and product and company names 
may be used in the article.

To discuss submitting an article or a case study, 
or for a copy of our 2016 Editorial Calendar, email 
Managing Editor Denise Gable at dgable@dhi.org.
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to provide spares that are pre- 
programmed for specific building  
virtually overnight is an additional 
huge benefit.” 
Another requirement for the new 
system was switchover capability that 
would allow the facility to alternate 
between new browser-based system 
control and traditional analog graphic 
display panel control as needed or 
desired. The combination of NLSS 
and Dortronics technologies allows 
on-site security staff to control the 
system locally using either method, 
while also allowing door control to be 
transferred to an off-site location via a 
browser in the event of an emergency.
“In the unlikely event of a riot or take-
over, remote control of the system can 
disable local door controls, preventing 
unauthorized individuals from con-
trolling doors on-site,” Sparks  
says. “This also ensures that at either 
software or analog control, mantraps 
and interlocks are able to function  
as intended.”
Since implementing the new systems, 
the correctional facility has seen a 
number of benefits, most notably 
increased safety and security.
“The immediate ROI is that security 
personnel know the mantraps operate 
in the manner they were designed to 
operate. They also know that there is 
no security risk based upon how the 
system protects the various areas from 
each other,” Sparks concluded. 

BRYAN SANDERFORD is the National Sales 
Manager at Dortronics. He can be reached at 
sales@dortronics.com.
Editor’s note: Due to the sensitive nature of the facil-
ity, officials requested that it not identified by name,.

Another requirement for the new system was switchover  
capability that would allow the facility to alternate between new 

browser-based system control and traditional analog graphic 
display panel control as needed or desired.

A v a i l a b l e  a t

SDCSecurity.com  •  800.413.8783  •  service@sdcsecurity.com

the lock behind the system

Security Door ControlsSECURITY
LOCK DISTRIBUTORS

SECURITY

WE’VE JUST 
RAISED THE BAR

SDC’s new Exit Check® S6000-101 All-In-One delayed  
egress panic and fire exit device comes with controller and delayed  

egress logic all integrated into the bar. Available in rim mount, mortise and vertical rod 
(surface mount & concealed) configurations, the All-In-One is perfect for retail loss 

prevention, pedestrian control, wandering patient control and nursery infant protection.

For details and specifications: http://sdcsecurity.com/S6000-101-delayed-egress-all-in-one2.htm

Delayed Egress Delayed Egress 
All-In-One

15 second exit delay, 1 or 2 second nuisance delay

Built-in Visual and Audible Annunciation
Remote Alarm Output

Key reset, bypass
Field-selectable 1 to 30 second request-to-exit,

anti-tailgate and door prop alarm

Low Current Consumption, 540 mA

DOORS & HARDWARE      JANUARY 2016      33



More than 60 students participated 
in DHI Canada’s 2015 Fall Technical 
School. Again, we lived by the ad-
age, “all work and no play,” and we 
offered a Student Appreciation Night. 
DHI Canada provided the beer and 
pizza, and the students provided the 
atmosphere.
As always, there were some exciting 
additions at the school:
 Î Scott Suppes, AHC, joined us as 

an instructor for the first time, 
working with Dave Sargent, AHC, 

in the instruction of COR120 and 
CDC305. Before he had a chance to 
think about it, we signed him up 
for the spring school in Montreal.

 Î We offered a professional develop-
ment course in time management. 
Nine students signed up and the 
feedback was outstanding.  

Congratulations to Dave Sargent, 
AHC, this year’s recipient of the  
Frank J. Verge Excellence In  
Education Award. 

FA L L  S C H O O L  —  
Another Success in Calgary! 

Special thanks to McGregor Thompson 
for providing storage for our western 
school samples, and to Lampton Doors for 
providing a quantity of prototype doors. 

Our Instructors
 Î Lawrence Beatty, AHC 

 Î Richard Bradbury, EHC

 Î Kelly Chimilar, AHC/FDAI

 Î Sandy Elliott, AHC

 Î Tim Ettinger, AHC/FDAI

 Î Steve Isaac, AHC/FDAI

 Î Paul Jackson, DAHC

 Î John Manes, DAHC/EHC, FDHI

 Î Jill McCreary, AHC/FDAI

 Î Alan D. McMurtrie, DAHC

 Î Dan Molineaux, AHC

 Î Keith Pardoe, DAHC/CDC/FDAI

 Î Dave Sargent, AHC

 Î Kristi Scott, AHC

 Î Scott Suppes, AHC

 Î Bob Watson, AHC

Our Co-Directors of Education
 Î Malcolm Eyre, FDHI

 Î Paul Jackson, DAHC

Thanks to every-
one who made 
our Fall School 
such a success:
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Akron Hardware has carried SARGENT products since 1998.  Our history 

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

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

added value.  Why go anywhere else for SARGENT?

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

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

24/7 Online access
via Akronline

Five nationwide
distribution centers

Knowledgeable staff
answers your questions

SOLUTIONS.SOLUTIONSSOLUTIONS
P0WERFUL.

SARGENT Profi le Series v.G1.5 Profi le Series v.G1.5 

stand-alone locks, provide a simple stand-alone locks, provide a simple 

and affordable option for customized and affordable option for customized 

access control.  These locks offer a access control.  These locks offer a 

broad selection of technologies and broad selection of technologies and 

programming features, supported by programming features, supported by 

the physical security of a the physical security of a SARGENT 

ANSI/BHMA Grade 1 mechanical lock.ANSI/BHMA Grade 1 mechanical lock.



IRONMONGERY—
Sounds somewhat devious, doesn’t 
it? And what does it have to do with 
DHI, my business or my industry? 
Well, it is our industry, in the termi-
nology dating back to the Middle 
Ages and still in use today in Great 
Britain and other parts of the world. 
While ironmongery originally applied 
to the manufacture of tools, weapons, 
and a variety of implements fash-
ioned from iron by blacksmiths, it also 
referred to the supplier of a wide range 
of consumer items, similar to our 
hardware store. And like the wide-rang-
ing definition of hardware to us, it also 
has a broad meaning in the U.K. More 
specifically, architectural ironmongery 
narrows the scope to commercial 
grade products like hinges, locks, 

A Trip Across the Pond Reveals 
Much in Common with Our 

British Counterparts

Steve Hildebrand; 
Executive Vice 
President, DHI; 
Gary Amer; Chief 
Executive, Guild 
of Architectural 
Ironmongers (GAI); 
and Maria Powell; 
GAI President, sign 
a Memorandum 
of Understanding 
agreeing to a 
knowledge-sharing 
collaboration 
agreement 
between the two 
organizations.

By Stephen R. Hildebrand, FDHI

What Is That?!?
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closers, etc.; just as we use the term 
architectural hardware to differentiate 
residential and consumer products 
from commercial grade.
If you’ve spent any time in the U.K. or 
dealing with her citizens, it is difficult 
to argue with the expression “England 
and America are two countries sepa-
rated by a common language.” Though 
the language issue can be frustrating 
at times, I have had the great pleasure 
of working with the architectural 
ironmongery business there and I can 
assure you there are far more simi-
larities than differences in the archi-
tectural hardware and architectural 
ironmongery industries. It is those 
great similarities that have produced 
a long-standing relationship to be 
formed and developed over many 
decades between DHI and GAI, the 
Guild of Architectural Ironmongers.
This relationship has been highlight-
ed by regular attendance over the 
years by the Guild Presidents at DHI 
conventions and DHI Presidents at the 

Guild AGM and Conference. While 
this cross attendance has at times 
been primarily ceremonial, there have 
also been concerted efforts to better 
learn from each other’s similar issues 
and challenges. Frequent exchang-
es between DHI and GAI staff and 
volunteer leaders have led to notewor-
thy initiatives and program enhance-
ments on both sides of the pond. 
Unfortunately with the economic 
challenges of the recent recession, this 
type of interaction has been nil and 
well past time to renew the efforts.
In November, I had the distinct plea-
sure of attending the Guild’s annual 
fall luncheon and education awards 
program, where they recognized 33 
individuals who received the DipGAI 
diploma, their comparable credential 
to our AHC certification. Additionally, 
the top students are recognized with 
eight different awards, including 
medals and cash prizes. This is a 
well-attended event with nearly 400 
guests from all over the UK, Europe, 
the Middle East and Asia. 

In addition to the celebration of 
educational achievements, it most 
certainly underscored the importance 
of personal development and profes-
sional excellence. And to top that off, it 
is a great social event for their indus-
try that begins with the luncheon but 
continues well into the evening with 
extensive networking dinners and 
plenty of adult beverages consumed 
along the way!
The purpose of my attending was not 
so much the awards luncheon but 
the opportunity to spend the next 
day at the Guild offices with their 
Chief Executive Gary Amer and his 
staff. Before we got to the meat of the 
matter, there was one formal cere-
monial duty to complete. To officially 
recognize the importance of a reg-
ular exchange of ideas between the 
world’s two largest trade bodies in 
the architectural ironmongery and 
door hardware industries, we signed 
a Memorandum of Understanding 
(MoU) agreeing to a knowledge-shar-
ing collaboration agreement to boost 
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the continued growth of our respec-
tive industries in the UK and USA.
Maria Powell, President of the GAI 
and their signatory to the MoU, stated, 
“Our aim is to build a strong, long-
term relationship between our orga-
nizations based on reciprocity and 
mutual benefit to support and further 
the growth of the architectural iron-
mongery and door hardware market 
and its many customers throughout 
the world. We share many common 
goals and interests. We’re both com-
mitted to innovation and technical 
development, as well as education and 
training, developments in accredita-
tion, certification and the conduct of 
the industry.”

Unfortunately DHI President Bob 
Mass was unable to attend to sign 
the MoU but supported the initiative 
by adding, “The MoU provides an 
excellent opportunity to leverage the 
synergies that unite us, as we con-
centrate on introducing new ways of 
working together on complementary 
initiatives—especially education—
that can support the aims of both our 
organizations. By pooling our re-
sources in this way, I’m confident that 
we will achieve even higher levels of 
value for all of our members.”Under 
the terms of the MoU, the two orga-
nizations will consider collaboration 
opportunities between the UK and 
USA in areas such as advocacy, the 
improved specification of hardware, 

innovation, and best practice. Together 
we will also share and promote new 
ideas on education and certifications, 
while supporting each other’s accred-
itation and certification activities and 
code of conduct. Additionally we will 
also collaborate on communications 
opportunities, sharing publications of 
interest to each other’s memberships 
and discussing event ideas, topics and 
meeting agendas. 
After the formal signing, we removed 
our jackets and ties, rolled up our 
sleeves and started the update process. 
It had been many years since we had 
this type of open sharing session, and 
much has been going on with both or-
ganizations of late, and much more is 
in the pipeline. Discussions took place 

Isaac Tam of Tung 
Fat Ho Building 
Material Ltd won 
first prize for the 
Diploma, the Top 
Scheduling Shield 
and the Pinnacle 
Award at the GAI 
Education Awards.
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Intuitive & Instant Custom Wiring Diagrams 
       Riser Diagrams 
       Point-to-Point Diagrams 
       plus… Hardware Compatibility Review System 

Access control  
project leaving  
you in knots?   
 
 

	 	

Log in to our web-based Wiring Wizard  
software, plug in your project parameters  
and presto… detailed wiring drawings at 
your fingertips! 
	

This drawing is not to be used for equipment mounting purposes, just for proper wiring information.
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around our mutual high priority goals 
in education development and deliv-
ery, our certification programs and 
our respective membership structure. 
It was remarkable how many times 
we struck upon the fact that both 
organizations are facing the same 
issues, such as, “How do we keep our 
curriculum relevant to today market 
needs?” and “How do we make our 
education more accessible remotely 
while still maintaining a valuable 
learning experience, especially with 
complex technical subjects?”
It was a very enlightening and infor-
mative day, the first of many more 
to come, as it was crystal clear that 
there is much to be learned from each 
other with this type of exchange. One 
obvious issue is the development of 
our membership base in places like 
the Middle East and Asia, where both 
British and American standards con-
struction takes place, and ironmongers 
and hardware distributors are hungry 
for more education. 

The Guild has established branches, 
which we know as chapters, in both 
the GCC (Gulf Cooperation Council, 
the economic union of six Arab coun-
tries in the Persian Gulf) and Hong 
Kong, while DHI has a Greater China 
Chapter. This appears to be a prime 
opportunity for the two organiza-
tions to work together to address our 
respective members’ needs in these 
remote markets.
So despite the fact that we don’t say 
timber doors or door furniture in the 
U.S., there is more that binds us to our 
brethren in the U.K. than separates 
us in the ironmongery and hardware 
business. We look forward to many 
more ways to learn from each other 
and help grow ourselves and our busi-
nesses. Cheers! 

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

GAI RECOGNIZES EDUCATION 
ACHIEVEMENTS

Isaac Tam of Tung Fat Ho Building 
Material won first prize for the Diploma, 

the Top Scheduling Shield and the Pinnacle 
Award, the highest achieving student over 
all three diploma levels, during the GAI’s 
recent Education Awards ceremony. The 
annual ceremony reflects the importance 
of the GAI’s education syllabus as the only 
recognized program in the world to deliver 
architectural ironmongery qualifications to 
British and European standards. 126 students 
achieved GAI qualifications and the top  
12 students were presented with awards.

The GAI recently transformed its diploma 
syllabus and placed all of its essential  
education resources on a new online 
Education Hub. Filled with engaging con-
tent, this interactive training platform can 
be accessed by hardware professionals 
throughout the world. 

For more information,  
go to http://www.gai.org.uk/.
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Contributors Committed to Making a Difference

Thank You for Your Continued Support

www.doorsecuritysafety.org

Contributors

DIAMOND LEVEL

MANUFACTURER ($25,000+)

DISTRIBUTOR ($10,000+)

Contributors Listing as of December 9, 2015

PLATINUM LEVEL
DISTRIBUTOR ($5,000)
Akron Hardware
Contract Hardware, Inc.
The Hallgren Company
Midwest Wholesale Hardware

GOLD LEVEL
MANUFACTURER ($10,000)
VT Industries, Inc.

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

SALES AGENCIES ($1,000)
D.L. Neuner Company, Inc.

INDIVIDUAL ($1,000)
Hallgren, Mark S., AHC, FDHI
Heppes, Gerald S., Sr., CAE
Maas, Bob
Petersen, Tim, LEED AP 

SILVER LEVEL
MANUFACTURER ($5,000)
National Guard Products, Inc.

DISTRIBUTOR ($1,000)
Bunting Door and Hardware Co., Inc. 
Cleveland Vicon Company, Inc. 
Door + Hardware Consultants 
Mulhaupt’s, Inc.
Weinstein and Holtzman, Inc.
William S. Trimble Co., Inc.

SALES AGENCIES ($500)
D.A. Loss Associates
R. E. Edwards and Associates, Inc.

INDIVIDUAL ($500)
Boatman, Jody Warden, AHC/EHC

BRONZE LEVEL
DISTRIBUTOR ($500)
Allmar International 
Architectural Sales, Division of Lensing 

Wholesale, Inc.
Builders Hardware and Specialty Company
Central Indiana Hardware – Indianapolis
S.A. Mormon & Co.
Walsh Door & Hardware Co.

INDIVIDUAL ($250)
Baylor, Brian K., AHC, FDAI 
Hildebrand, Stephen R., FDHI

AFFILIATED ORGANIZATIONS
($5,000)
Steel Door Institute

(up to $2,000)
DHI Blue Grass Chapter
DHI Buckeye Chapter
DHI Canada
DHI China Chapter
DHI Iowa Chapter 
DHI Ontario Chapter
DHI Puget Sound Chapter
DHI Tri-State Chapter

SUPPORTER LEVEL
MANUFACTURER (up to $2,500)
ABH Manufacturing, Inc. 
Accurate Lock and Hardware Co., LLC
Anemostat Door Products
Concept Frames, Inc.
Eggers Industries 
Fleming Door and Hardware, Inc.
HMF Express
Karpen Steel Custom Doors & Frames 
Rocky Mountain Metals
Securitech Group, Inc.
Security Door Controls
Steward Steel

DISTRIBUTOR (up to $500)
Baylor Commercial Door and Hardware 
Beacon Metals and Hardware
Botzum Bros. Hardware, LLC
Butler Doors, Inc.
Deutscher & Daughter, Inc.
EHC Group, Inc. 

kdh Doors & Hardware, Inc. 
OKEE Industries, Inc.
Opening Technologies, Inc.
Security Lock Distributors 
Valley Doors & Hardware, Inc. 
Washington Architectural Hardware Co.

SALES AGENCIES (up to $250)
Architectural Resources, Inc.
Leon Specialty, Inc.
New England Building Components 
Perlman Associates 
Prima Ferragens Ltd.
Smoot Associates, Inc.

INDIVIDUAL (up to $250)
Allred, Milton G., AHC
Barnhard, Richard J., DAHC/CDC, FDHI
Boatman, Anthony A., DAHC
Boardman, Raymond K., AHC
Calvillo, Joseph
Clancy, Michael B.
Cusick, William R. 
Cusick-Rindone, Kendall L., CSI, CCPR
De La Fontaine, Richard, AHC/CDC, FDAI 
Dial, Randy S. 
Emmerich, Mark A. 
Hansen, Steven G., AHC
Heineken, Leslie H., AHC 
Hilkert, Al
Hornyak, Stephen T., DAHC, FDAI,  

FDHI, CDT
Langtry, Alfred L., AHC
Lecours, Roger, AHC/CDC
Li, JinLing
Lineberger, Mark E., AHC/EHC, FDAI, FDHI
Martin, Michael H.
Molina, Chuck J. 
Mullins, Charles W., DAHC
Pekoc, Thomas A., AHC, CDT, CSI 
Poe, Gregory S., AHC
Pratt, Edward
Saltmarsh, David, FDAI 
Sargent, David C., AHC 
Spargo, John F.  
Sylvester, David M.  
Vasquez, Justin
Wacik, Laura A., AHC, FDAI
Windfeldt, John M. 
Wood, Ronald E., AHC 



Contributors Committed to Making a Difference

Thank You for Your Continued Support

www.doorsecuritysafety.org

Contributors

DIAMOND LEVEL

MANUFACTURER ($25,000+)

DISTRIBUTOR ($10,000+)

Contributors Listing as of December 9, 2015

PLATINUM LEVEL
DISTRIBUTOR ($5,000)
Akron Hardware
Contract Hardware, Inc.
The Hallgren Company
Midwest Wholesale Hardware

GOLD LEVEL
MANUFACTURER ($10,000)
VT Industries, Inc.

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

SALES AGENCIES ($1,000)
D.L. Neuner Company, Inc.

INDIVIDUAL ($1,000)
Hallgren, Mark S., AHC, FDHI
Heppes, Gerald S., Sr., CAE
Maas, Bob
Petersen, Tim, LEED AP 

SILVER LEVEL
MANUFACTURER ($5,000)
National Guard Products, Inc.

DISTRIBUTOR ($1,000)
Bunting Door and Hardware Co., Inc. 
Cleveland Vicon Company, Inc. 
Door + Hardware Consultants 
Mulhaupt’s, Inc.
Weinstein and Holtzman, Inc.
William S. Trimble Co., Inc.

SALES AGENCIES ($500)
D.A. Loss Associates
R. E. Edwards and Associates, Inc.

INDIVIDUAL ($500)
Boatman, Jody Warden, AHC/EHC

BRONZE LEVEL
DISTRIBUTOR ($500)
Allmar International 
Architectural Sales, Division of Lensing 

Wholesale, Inc.
Builders Hardware and Specialty Company
Central Indiana Hardware – Indianapolis
S.A. Mormon & Co.
Walsh Door & Hardware Co.

INDIVIDUAL ($250)
Baylor, Brian K., AHC, FDAI 
Hildebrand, Stephen R., FDHI

AFFILIATED ORGANIZATIONS
($5,000)
Steel Door Institute

(up to $2,000)
DHI Blue Grass Chapter
DHI Buckeye Chapter
DHI Canada
DHI China Chapter
DHI Iowa Chapter 
DHI Ontario Chapter
DHI Puget Sound Chapter
DHI Tri-State Chapter

SUPPORTER LEVEL
MANUFACTURER (up to $2,500)
ABH Manufacturing, Inc. 
Accurate Lock and Hardware Co., LLC
Anemostat Door Products
Concept Frames, Inc.
Eggers Industries 
Fleming Door and Hardware, Inc.
HMF Express
Karpen Steel Custom Doors & Frames 
Rocky Mountain Metals
Securitech Group, Inc.
Security Door Controls
Steward Steel

DISTRIBUTOR (up to $500)
Baylor Commercial Door and Hardware 
Beacon Metals and Hardware
Botzum Bros. Hardware, LLC
Butler Doors, Inc.
Deutscher & Daughter, Inc.
EHC Group, Inc. 

kdh Doors & Hardware, Inc. 
OKEE Industries, Inc.
Opening Technologies, Inc.
Security Lock Distributors 
Valley Doors & Hardware, Inc. 
Washington Architectural Hardware Co.

SALES AGENCIES (up to $250)
Architectural Resources, Inc.
Leon Specialty, Inc.
New England Building Components 
Perlman Associates 
Prima Ferragens Ltd.
Smoot Associates, Inc.

INDIVIDUAL (up to $250)
Allred, Milton G., AHC
Barnhard, Richard J., DAHC/CDC, FDHI
Boatman, Anthony A., DAHC
Boardman, Raymond K., AHC
Calvillo, Joseph
Clancy, Michael B.
Cusick, William R. 
Cusick-Rindone, Kendall L., CSI, CCPR
De La Fontaine, Richard, AHC/CDC, FDAI 
Dial, Randy S. 
Emmerich, Mark A. 
Hansen, Steven G., AHC
Heineken, Leslie H., AHC 
Hilkert, Al
Hornyak, Stephen T., DAHC, FDAI,  

FDHI, CDT
Langtry, Alfred L., AHC
Lecours, Roger, AHC/CDC
Li, JinLing
Lineberger, Mark E., AHC/EHC, FDAI, FDHI
Martin, Michael H.
Molina, Chuck J. 
Mullins, Charles W., DAHC
Pekoc, Thomas A., AHC, CDT, CSI 
Poe, Gregory S., AHC
Pratt, Edward
Saltmarsh, David, FDAI 
Sargent, David C., AHC 
Spargo, John F.  
Sylvester, David M.  
Vasquez, Justin
Wacik, Laura A., AHC, FDAI
Windfeldt, John M. 
Wood, Ronald E., AHC 



It’s hard to believe that my monthly 
Decoded column has been ongoing 
for five years! One of my most fre-
quently-referenced articles was on the 
smoke door requirements of the 2009 
International Building Code (IBC).  
The IBC has been revised twice since 
then and I continue to receive ques-
tions about smoke doors, so it’s time 
for an update.
As with previous editions of the code, 
the reason it’s difficult to determine 
the requirements for smoke doors is 
because there are several different 
sets of provisions that may apply 
depending on the use group and 
the wall type where the assemblies 
will be installed. I used the 2015 
edition of the IBC to answer basic 
questions about each type of smoke 
door—where they are typically found, 
and whether the doors require a fire 
rating, a closer, a latch, and gasketing. 
The types of smoke doors I identified 
are:
 Î Type 1 – Doors required to provide 

an effective barrier to limit the 
transfer of smoke

 Î Type 2 – Doors in smoke partitions
 Î Type 3 – Doors in smoke barriers
 Î Type 4 – Fire door assemblies in 

corridors and smoke barriers
 Î Type 5 – Doors in exit enclosures 

and exit passageways

To read about the requirements for a 
particular smoke door, first determine 
which of the five types applies to the 
door in question and refer to that sec-
tion below.  Keep in mind that other 
codes may have different require-
ments for these doors, so refer to the 
code and edition that applies to your 
project’s jurisdiction.

UL 1784 – Air Leakage Tests of 
Door Assemblies
First, a few words on gasketing. Some 
smoke doors are required to limit air/
smoke infiltration to a certain level 
when tested in accordance with UL 
1784 – Air Leakage Tests of Door 
Assemblies. The maximum amount 
of air flow allowed by the IBC is 3.0 
cubic feet per minute per square foot 
[0.015424 m3/(s m2)] of door opening 
at 0.10 inch (24.9 Pa) of water for both 
the ambient temperature test and the 
elevated temperature exposure test.

When door assemblies are required  
to meet this limit, it is difficult or 
impossible to achieve these values 
without gasketing at the head, jambs, 
and meeting stiles. For most doors,  
a seal at the bottom is not mandated, 
unless the door is required to meet 
the stated limits without the artificial 
bottom seal installed during the test. 
If the door must be tested without the 
artificial bottom seal it would typical-
ly require a sweep or automatic door 
bottom – both during the test and  
on the final assembly installed in  
the field.
For the purpose of this analysis, doors 
that have to meet these limits are not-
ed with a requirement for gasketing. 
These doors will typically have an “S 
Label” which states that the assembly 
meets the requirement when classified 
gasketing is installed. Gasketing man-
ufacturers’ catalogs indicate which 
products are listed for this purpose. 
The requirement for testing in accor-
dance with UL 1784 (and the same 
allowable maximum) is also included 
in NFPA 105 – Standard for Smoke 
Door Assemblies and Other Opening 
Protectives.

Type 1:  Doors Required to 
Provide an Effective Barrier to 
Limit the Transfer of Smoke

Typical Location
These requirements apply to smoke 
partition corridor doors in Use Group 
I-2 (foster care facilities, detoxification 
facilities, hospitals, nursing homes, 
psychiatric hospitals).  The IBC 2015 
Commentary states:  “this provision 

Decoded: Smoke Door Requirements of 
the 2015 International Building Code

By Lori Greene, AHC/CDC, CCPR, FDAI, FDHI

Photo courtesy of Lori Greene

Gasketing is typically required when a 
door assembly must limit air infiltration 

to a maximum value stated in the code 
when tested in accordance withUL 1784 
– Air Leakage Testsof Door Assemblies.
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is primarily intended to apply to 
care recipient sleeping room corridor 
doors,” but it could also apply to other 
corridor doors that are not part of a 
vertical opening/exit (stair or shaft), 
and which do not require a fire rating 
per Section 509.4 – Separation and 
Protection for Incidental Uses.
Some typical examples of doors in 
health care facilities which are re-
quired by Section 509.4 to be fire rated 
are Group I-2 laboratories, patient 
rooms equipped with padded surfac-
es, physical plant maintenance shops, 
waste and linen collection rooms with 
large containers, laundry rooms and 
storage rooms over 100 square feet, 
and boiler and furnace rooms which 
meet certain criteria. These doors 
which require a fire rating must meet 
a different set of requirements than 
those addressed in this section – they 
would typically be either Type 4 or 
Type 5 below.
For corridor doors required to provide 
an effective barrier to limit the transfer 
of smoke:
Fire Rating Required? No. Section 
407.3.1 states that corridor doors that 
are not in a wall that is required to 
be rated (per Section 509.4 or for the 
enclosure of a vertical opening or exit) 
are not required to have a fire protec-
tion rating.
Closer Required? No. Section 407.3.1 
states that these non-fire-rated corridor 
doors are not required to be equipped 
with self-closing or automatic-closing 
devices.
Latch Required? Yes. Section 407.3.1 
states that these  
doors must have positive latching and 
that roller latches  
are not permitted.
Gasketing Required? No. There is 
no requirement in the IBC for these 
doors to be tested in accordance with 
UL 1784 or to limit smoke infiltration 
to a specific limit. In past editions 

of the IBC Commentary there was a 
reference that created some confusion 
about whether these doors were re-
quired to be tested in accordance with 
UL 1784, but that reference has been 
removed from the 2015 Commentary.

Type 2:  Doors in Smoke 
Partitions

Typical Location
Section 710 outlines the requirements 
for smoke partitions including the 
door openings therein, but there are 
limited locations within the IBC that 
currently refer to this section:
Section 404.6 addresses atrium enclo-
sures, and allows a glass wall forming 
a smoke partition with automatic 
sprinklers on both sides of the glass in 
lieu of a 1-hour fire barrier if certain 
criteria are met. This section does not 
refer to section 710; instead it includes 
the requirements for openings within 
section 404.6. There is no reference to 
a requirement for smoke resistance 
for these doors, even though they are 
located in a smoke partition.
Section 407.3 permits corridor walls 
in Group I-2 to have no fire-resistance 
rating, but it does require that they 
be constructed as smoke partitions.  
The door openings in these walls are 
covered above, as “Type 1 – Doors re-
quired to provide an effective barrier 
to limit the transfer of smoke,” and 
will not be addressed again in this 
section.
Section 407.4.4.2 requires I-2 care suites 
to be separated from other portions 
of the building by smoke partitions 
complying with section 710.
Section 3006.3 (2) allows the use of 

smoke partitions to  
form the elevator lobby in a sprin-
klered building, and requires compli-
ance with Section 710. This elevator 
lobby requirement was found in 
Chapter 7 in previous editions  
of the IBC.
Fire Rating Required?  No. Section 
710.3 states that unless required else-
where in the code, smoke partitions 
are not required to have a fire-re-
sistance rating.  The sections that 
currently refer to Section 710 do not 
mandate a fire-resistance rating.
Closer Required?  Yes and No. Section 
710.5.2.3 states that, “Where required 
elsewhere in the code, doors in smoke 
partitions shall be self- or automat-
ic-closing by smoke detection in accor-
dance with Section 716.5.9.3.”
Although Section 404.6 for atrium en-
closures does not reference section 710, 
Section 404.6 does require glass doors 
within the atrium enclosure wall to be 
self-closing or automatic-closing.
Section 407.4.4.2 for I-2 care suites does 
not include a requirement for self-clos-
ing or automatic-closing doors, but 
additional conditions may apply if the 
doors are part of a smoke barrier (refer 
to Type 3).
Section 710.5.2.3 is specifically refer-
enced in Section 3006.3 (2) for eleva-
tor lobbies, therefore, it is “required 
elsewhere in the code” and elevator 
lobby doors must be self-closing or 
automatic-closing.
Latch Required?  Yes and No.
Section 404.6 for atrium enclosures 
does not reference a requirement for 
positive latching, although latching 
hardware may be required to prevent 

The requirement for positive-latching hardware 
is dependent upon the location of the smoke 
door. Some types of smoke doors require an 

active latchbolt; some types do not.
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the doors from being pulled open by a 
smoke evacuation system.
Section 407.4.4.2 for I-2 care suites 
does not mention positive latching, 
although it’s likely that a code official 
would require these doors to latch 
because of section 407.3.1 which man-
dates latches on corridor doors (refer 
to Type 1).
Section 3006.3 (2) for elevator lobbies 
requires compliance with section 
716.5.9, which mandates latching 
hardware.
Gasketing Required?  Yes and No. 
There is no stated requirement for air 
infiltration limits for atrium enclo-
sures or I-2 care suites.
For elevator lobby doors, Section 
3006.3 (2) requires compliance with 
section 710.5.2.2. This section referenc-
es UL 1784 and states the limitation 
on air infiltration which prompts the 
need for gasketing. This section also 
requires the installation of smoke 
doors to be in accordance with NFPA 
105 – Standard for the Installation of 
Smoke Door Assemblies and Other 
Opening Protectives and states that 
louvers are not allowed in doors in 
smoke partitions.

Type 3:  Doors in Smoke Barriers
There are five locations addressed 
in the 2015 IBC that require smoke 
barriers:
 Î Section 405.4.2 for Underground 

Buildings
 Î Section 407.5 for I-2 occupancies
 Î Section 408.6 for I-3 occupancies
 Î Section 420.4 for Group I-1, 

Condition 2
 Î Section 422.3 for Ambulatory Care 

Facilities
All of these sections require compli-
ance with the provisions of Section 
709.  Section 709.5 requires openings 
in smoke barriers to be protected in 
accordance with Section 716, which 
includes requirements typical for a fire 
door assembly.
There is an exception for cross-corri-
dor double egress pairs in some health 
care facilities, and the requirements 
for these doors are shown in section 
709.5.  There are essentially two sets of 
requirements for doors in smoke barri-
ers because of the extensive exception 
for health care facilities, so I will sum-
marize the requirements separately.

Type 3a:  Doors in Smoke 
Barriers – Underground 
Buildings and I-3 Occupancies

Typical Location 
These requirements apply to 
Underground Buildings and Use 
Group I-3 (detention/correctional cen-
ters).  The requirements for cross-corri-
dor double-egress pairs in health care 
facilities are summarized in the next 
section.
Fire Rating Required?  Yes. 
According to Section 709.5, “openings 
in a smoke barrier shall be protected 
in accordance with Section 716,” which 
includes a fire protection rating as 
indicated in Table 716.5.
Closer Required? Yes. Section 716.5.9 
states that the doors must be self-clos-
ing or automatic-closing.

Latch Required?  Yes. Sections 716.5.9 
and 716.5.9.1 require an active latch 
bolt that will secure the door when it 
is closed.
Gasketing Required?  Yes. Section 
716.5.3.1 states that fire door assem-
blies in corridors and smoke barriers 
shall meet the requirements for a 
smoke and draft control assembly 
tested in accordance with UL 1784, 
with the maximum air leakage stated 
above.  This section also requires the 
installation of smoke doors to be in 
accordance with NFPA 105 – Standard 
for the Installation of Smoke Door 
Assemblies and Other Opening 
Protectives, and states that louvers are 
prohibited.

Type 3b:  Doors in Smoke 
Barriers – Group I-1 Condition 2, 
Group I-2, and Ambulatory Care 
Facilities

Typical Location
Cross-corridor double-egress pairs in 
health care facilities that are classified 
as one of these use groups.
Fire Rating Required?  No. The 
2015 edition of the IBC includes new 
language which clarifies that these 
doors are not required to be fire rated. 
Section 709.5.1 does require doors in 
I-2 occupancies and ambulatory care 
facilities to have vision panels with 
fire-protection-rated glazing materials 
in fire-protection-rated frames, al-
though a complete fire door assembly 
is not required.
Closer Required?  Yes. Section 709.5.1 
requires doors in I-2 occupancies 
and ambulatory care facilities to be 

Some smoke doors 
may be either 
self-closing or 
automatic-closing, 
while some locations 
require automatic-
closing doors and 
others do not 
require closers at all.
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automatic-closing by smoke detec-
tion. Note that this exception does not 
allow self-closing doors to be used in 
this application. The section does not 
reference Use Group I-1 Condition 2, 
so doors in those occupancies may be 
either self-closing or automatic-closing 
per Section 716.5.9.
Latch Required?  No. In the 2006 
and prior editions of the IBC, positive 
latches were not required for these 
doors because the exception includ-
ed the specific language: “Positive-
latching devices are not required.”  
This sentence was removed in the 2009 
edition of the IBC, and replaced with, 
“Where permitted by the door man-
ufacturer’s listing, positive-latching 
devices are not required.”   This lan-
guage is also included in the 2012 and 
2015 editions, but now that the IBC 
has clarified that these doors are not 
fire-rated, there are no manufacturers’ 
listings to comply with that would 
mandate positive-latching hardware.
Gasketing Required?  No. There is no 
reference in Section 709.5 to UL 1784, 
but Exception 1 requires astragals or 
rabbets at the meeting edges, and the 
doors must be close-fitting within 
operational tolerances.  The maximum 
allowable undercut is ¾”, and the 
doors must not have louvers or grilles. 
Frame stops are required at the head 
and jambs.

Type 4:  Fire Door Assemblies in 
Corridors and Smoke Barriers

Typical Location
Corridors and smoke barriers with 
a fire-resistance rating, that require 
fire-rated doors.
Fire Rating Required? Yes. Section 
716 references the fire protection 
ratings indicated in Table 716.5. Fire 

door frames with transom lights, 
sidelights or both shall be permitted in 
accordance with Section 716.5.6.  Fire 
door assemblies and shutters shall be 
installed in accordance with the provi-
sions of this section and NFPA 80.
Closer Required? Yes. Section 716.5.9 
states that fire doors must be self-clos-
ing or automatic-closing, with the 
exception of communicating doors 
between hotel rooms as well as certain 
elevator hoistway doors with regard to 
elevator recall operations.
Latch Required? Yes. Sections 716.5.9 
and 716.5.9.1 require an active latch 
bolt that will secure the door when it 
is closed.
Gasketing Required? Yes. Section 
716.5.3.1 states that fire door assem-
blies in corridors and smoke barriers 
shall meet the requirements for a 
smoke and draft control assembly 
tested in accordance with UL 1784, 
with the maximum air leakage stated 
above.  This section also requires the 
installation of smoke doors to be in 
accordance with NFPA 105 – Standard 
for the Installation of Smoke Door 
Assemblies and Other Opening 
Protectives, and states that louvers are 
prohibited.

Type 5:  Doors in Exit Enclosures 
and Exit Passageways

Typical Location
Stair doors required to be fire-rated, 
and doors within the exit passage-
way connecting the stair to the exit 
discharge.
Fire Rating Required? Yes. Section 
716 references the fire protection 
ratings indicated in Table 716.5.  Fire 
door frames with transom lights, 
sidelights or both shall be permitted 

in accordance with Section 716.5.6. Fire 
door assemblies and shutters shall be 
installed in accordance with the pro-
visions of this section and NFPA 80.  
Section 716.5.5 includes a requirement 
for temperature rise doors, but the 
exception exempts buildings that are 
equipped throughout with an auto-
matic sprinkler system.
Closer Required? Yes. Section 716.5.9 
states that fire doors must be self-clos-
ing or automatic-closing.
Latch Required? Yes. Sections 716.5.9 
and 716.5.9.1 require an active latch 
bolt that will secure the door when it 
is closed.
Gasketing Required? No (but…). 
Section 716.5.5 does not include a 
reference to UL 1784, but gasketing 
and a door bottom/sweep may be 
necessary in order to maintain stair 
pressurization.
I hope this summary helps clear up 
some of the questions about smoke 
door requirements, and explains the 
intent of the grey areas. The summa-
ry included above is a result of my 
research on the 2015 International 
Building Code; the actual code pub-
lications should be consulted when 
comprehensive data is required and 
to ensure compliance with the appli-
cable codes. The Authority Having 
Jurisdiction is responsible for interpre-
tation of the codes and always has the 
final say.

LORI GREENE, AHC/
CDC, FDAI, FDHI, CCPR, 
is the Manager of Codes 
and Resources for 
Allegion. She can be 
reached at Lori.Greene@
allegion.com or  
iDigHardware.com.

There are several different types of doors that could be 
described as “smoke doors,” such as doors in smoke partitions 

and smoke barriers, corridor doors in health care facilities, 
smoke and draft control doors, and doors in exit enclosures. 
Some of these doors are required to be fire door assemblies, 

others do not require a fire door label.
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INTRODUCING … 
DHI’s Microlearning Classes

CONVENIENT: Two to Four-Hour Classes  |  AFFORDABLE  |  VALUABLE: CEP Points Awarded

MICROLEARNING: Learning in short, digestible, bite-sized units. 

15-0526:  Intermediate Electrifi ed Access Control

• Three hours; 9 Technical CEP Points

• Introduces Electronic Access Control at an intermediate level.

• Furthers your knowledge by use of Basic Terminology, system design and electrical drawings.

15-0730: ICC Code Update Roundtable

• Two parts; can be taught separately in two-hour classes or both parts together as a four-hour 
class

• 2-Hour Class: 6 Technical CEP points; 4-Hour Class: 12 Technical CEP points

• ICC 2015 Update, with reference information on previous versions

• Understand the requirements of Section 716 addressing opening protections and Section 1010 
addressing egress

15-0529:  Managing Projects, Time, Money & Materials

• Four-hour class: 12 Technical CEP points

• Understand contract requirements

• Identify and effectively manage people involved in all aspects of project management

• Manage multiple activities including time, money and materials

INTERESTED? Contact education@dhi.org for more details.

Bite-Sized 

Education Delivered by 

Your Chapter or Your Company

SPRING TECHNICAL SCHOOL

Classes/schedule are subject to change.

APRIL 10–17, 2016
National Conference Center  |  Landsdowne, VA

COURSE CURRICULUM

SUN, APR 10 MON, APR 11 TUE, APR 12 WED, APR 13 THU, APR 14 FRI, APR 15 SAT, APR 16 SUN, APR 17

COR113   Architectural Hdw & Applications    COR120 Door & Frame Applns     COR125 Take-Off & Estimating       

 COR103  
Understanding 
& Using Constr 

Doc      

COR133 Elect Arch Hdw
EHC400 Electrifi ed Hardware Applications & 

Documentation  

  AHC205 Detailing Hardware                COR147 Introduction to Specifi cation Writing               

AHC200   
Masterkeying 

COR160  Mat 
Purch Concepts           

COR153 Installation Coord & Proj 
Mgmt   

COR140 Using Codes & Standards                     

CDC300 Using 
Dr & Fr Stds

CDC305 Detailing Doors & Frames     CDC310  Writing Door & Frame Specifi cations                                CDC315  CDC Exam Prep 

EHC405  Access Control & Electrifi ed Hdw Systems  EHC410  EAC & EH Installation & Troubleshooting                 

AHC220  AHC Exam Prep

For more details, email education@dhi.org. For more details, email education@dhi.org.

2016 EDUCATION SCHEDULE
Technical Schools
April 10-17, 2016
National Conference Center
Lansdowne, VA
See course schedule above 

May 30 – June 4, 2016
Montreal, Quebec
Details TBD

October 23-29, 2016
Chaparral Suites (soon to be 
Embassy Suites)
Scottsdale, AZ

Self-Paced Online Courses
Online on your own time.

• COR101: Fundamentals of Doors and Hardware

• COR103: Understanding & Using Construction Documents
• CE1401: Codes and Standards Update
• CE600: 2012 Update: Fire & Egress Door Assembly Inspections Online Class

Instructor-Led, Face-to-Face Courses

DAI 600 Fire and Egress Door Assembly Inspection 
May 1-4, 2016
Orlando World Center Marriott. Orlando, FL

Instructor-Led, Online Courses

AHC207: Advanced Detailing Hardware
Dates to be announced soon!



INTRODUCING … 
DHI’s Microlearning Classes

CONVENIENT: Two to Four-Hour Classes  |  AFFORDABLE  |  VALUABLE: CEP Points Awarded

MICROLEARNING: Learning in short, digestible, bite-sized units. 

15-0526:  Intermediate Electrifi ed Access Control

• Three hours; 9 Technical CEP Points

• Introduces Electronic Access Control at an intermediate level.

• Furthers your knowledge by use of Basic Terminology, system design and electrical drawings.

15-0730: ICC Code Update Roundtable

• Two parts; can be taught separately in two-hour classes or both parts together as a four-hour 
class

• 2-Hour Class: 6 Technical CEP points; 4-Hour Class: 12 Technical CEP points

• ICC 2015 Update, with reference information on previous versions

• Understand the requirements of Section 716 addressing opening protections and Section 1010 
addressing egress

15-0529:  Managing Projects, Time, Money & Materials

• Four-hour class: 12 Technical CEP points

• Understand contract requirements

• Identify and effectively manage people involved in all aspects of project management

• Manage multiple activities including time, money and materials

INTERESTED? Contact education@dhi.org for more details.

Bite-Sized 

Education Delivered by 

Your Chapter or Your Company

SPRING TECHNICAL SCHOOL

Classes/schedule are subject to change.

APRIL 10–17, 2016
National Conference Center  |  Landsdowne, VA

COURSE CURRICULUM

SUN, APR 10 MON, APR 11 TUE, APR 12 WED, APR 13 THU, APR 14 FRI, APR 15 SAT, APR 16 SUN, APR 17

COR113   Architectural Hdw & Applications    COR120 Door & Frame Applns     COR125 Take-Off & Estimating       

 COR103  
Understanding 
& Using Constr 

Doc      

COR133 Elect Arch Hdw
EHC400 Electrifi ed Hardware Applications & 

Documentation  

  AHC205 Detailing Hardware                COR147 Introduction to Specifi cation Writing               

AHC200   
Masterkeying 

COR160  Mat 
Purch Concepts           

COR153 Installation Coord & Proj 
Mgmt   

COR140 Using Codes & Standards                     

CDC300 Using 
Dr & Fr Stds

CDC305 Detailing Doors & Frames     CDC310  Writing Door & Frame Specifi cations                                CDC315  CDC Exam Prep 

EHC405  Access Control & Electrifi ed Hdw Systems  EHC410  EAC & EH Installation & Troubleshooting                 

AHC220  AHC Exam Prep

For more details, email education@dhi.org. For more details, email education@dhi.org.

2016 EDUCATION SCHEDULE
Technical Schools
April 10-17, 2016
National Conference Center
Lansdowne, VA
See course schedule above 

May 30 – June 4, 2016
Montreal, Quebec
Details TBD

October 23-29, 2016
Chaparral Suites (soon to be 
Embassy Suites)
Scottsdale, AZ

Self-Paced Online Courses
Online on your own time.

• COR101: Fundamentals of Doors and Hardware

• COR103: Understanding & Using Construction Documents
• CE1401: Codes and Standards Update
• CE600: 2012 Update: Fire & Egress Door Assembly Inspections Online Class

Instructor-Led, Face-to-Face Courses

DAI 600 Fire and Egress Door Assembly Inspection 
May 1-4, 2016
Orlando World Center Marriott. Orlando, FL

Instructor-Led, Online Courses

AHC207: Advanced Detailing Hardware
Dates to be announced soon!



JIM PHILIPS
The facility man-
ager of the school 
where Jim found 
this exit door is 
insistent that his 
efforts to place an 
illegal deadbolt 
over the classic exit 
device should not 
be in vain, which is 
why he placed the 

signs on the 
door. 

Real Openings

Readers' Photos
By Mark J. Berger

My cousin Jeff is the family photography maven and photo archivist. 
Want photos of me with a full head of hair and every step down 
to my current tonsorial-challenged appearance? Jeff’s the man. He 
even has a collection from some early Securitech trade shows. My 
degree of researching cameras involves calling Jeff and following 
his advice. 

I bring this up because Jeff will tell you the quality of images taken 
by the latest generation of smartphones rivals that of most digital 
cameras. So if you think you don’t have the equipment necessary 
to take photographs worthy of this fine magazine, think again! I’m 
willing to bet your images of unique door situations, illegal, quirky 
or humorous, are perfect for us. Please send them in.  

Here’s another request: I’d like to do a column on unusual door 
pulls. I have a few shots, but could use some more. Please send 
some in. And here are some more photos from our great readers.

COLBY DUNHAM
Colby is on my top ten list, as he frequently sends photos 
in. My bet is we’ll have a Colby column before the year 
is through. Here’s another example of why exit doors 
should be inspected as frequently as fire extinguishers.

Real Openings

RON GENTNER 
We show way too many photos of blocked exits. This one takes 
the cake. While the door is in great shape, this is a classic, horrible 
example of exit areas used for storage. Looks like there’s a dolly 
with a handle to push the garbage pail. I’m trying to figure out how 
that is close to the door—how was it pushed in place?
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 MIKE ECKLES
What’s the most 
dangerous hazard 
in this photo? Could 
it be the air hose 
on the way to the 
exit? The obstacles 
blocking the fire 
extinguisher? The 
deadbolt on the 
exit door?

CARLOS 
ALCANTAR Î
The winner of hinge 
of the year. The only 
thing harder than 
installing this hinge 
is finding a replace-
ment with the same 
hole pattern.

STEPHEN THOMPSON
Speaking of reading instruc-

tions, I’m still scratching 
my head to figure 

out how someone 
thought installing a 
latch protector on the 
inactive leaf of a pair 
of outswing doors was 

a good idea. At least he 
figured out it shouldn’t 

overlap the active door.

ROB 
SLAYBAUGH
I’d love to see the 
person who read 
the instructions 
for this door closer 
and thought this 
was what was 
depicted for a 
proper installation.

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.
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By Alex L. Goldfayn

SELLING TO EXECUTIVE BUYERS
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There are different kinds of buyers for distrib-
utors and manufacturers, from purchasing 
people to general managers. But one kind of 
customer can buy more than any other—exec-
utive buyers. I’m talking about the CEOs, pres-
idents and principals. These folks are different 
than all the rest, and selling to them is the focus 
of this column. 
First, how are they different?
They don’t have a lot of time because they’re 
babysitting—er, managing—large teams. So 
we have to make our case and demonstrate our 
value quickly, impressively and memorably. 
Although they are in high-level positions, they 
hate risk. This is ironic, but most executives 
spend their days trying not to rock the boat. 
The less attention they bring to themselves, the 
better. As such, we must demonstrate to them 
definitively that we are a safe option. 
They’re being sold to constantly. And because 
of their position, they are surrounded by “yes 
people” who tell them what they want to hear 
all day. Because of this, we must enter the 
conversation with them as peers. We must walk 
into the room as equals. 
With these kinds of problems, why should we 
sell to executives, then? It’s quite simple really: 
these kinds of buyers can buy more than any-
one else by a wide margin. You’ll generate a lot 
more revenue focusing your efforts on execu-
tive buyers. 
That’s them; now let’s talk about you. How do 
you react to these characteristics? How do you 
sell to executive buyers? 
Above all else, demonstrate safety. In the sales 
process, we must show the executive buyer that 
many people just like them have done busi-
ness with us, and were much improved in the 
process. That is, show your executive buyers 
testimonials and case studies from people in 
similar positions. 
“We’ve found that we bring a huge amount of value 
to CFOs; just look at these testimonials from our  
customers in your position.” 
“Here are three testimonials from people like  
you who have benefitted a great deal from work-  
ing with us.” 
Remember, they didn’t get to their current 
position by screwing up or taking unneces-
sary risks. Show them how safe it is to work 
with you by showing them all those who came 
before them. 

Be a peer, be an equal. If you walk into the 
executive buyer’s office thinking about the sale, 
you’ve already lost the business. It’s gone. Why? 
Because the executives can sense that. You 
know how you can tell when somebody really 
needs the business when they sell to us? It’s not 
an advantageous position to sell from ever, and 
especially not when you’re dealing with some-
body in this position. 
Instead, your main goal for your meeting with 
the executive buyer should be to help him or her 
as hard and as impressively as you can. As soon 
as you can get them to say, “I’ve never thought 
of it that way before,” there’s a great chance this 
business will be yours. 
What can help like this? War stories. Examples. 
Compelling case studies you recount. 
Interesting customers of yours. Quick thinking 
that offers a powerful solution to the buyer 
that you come up with on the spot. Be in the 
moment. Listen to what they’re saying. Then 
react with value. Forget that you’re in a sales 
situation. Think of it as if you’re having a drink 
with a friend. 
The approach for selling to executive buyers, 
now let’s look at finding them. How do you get 
to executive buyers in the first place? 
Build a good list. These people are not kept 
secret. Their names and titles are on websites, 
LinkedIn, and other online databases. Hire 
somebody to build good lists for you. 
Send executive value to the list. Periodically, 
send an article they’ll find helpful. Or a video. 
Include testimonials from their peers. Feature 
a case study. Executive value is immediately 
practical and helpful content wrapped in the 
safety of examples and endorsements. 
Aggressively gather referrals from existing 
executive buyers. Nothing will get you in 
through the executive’s door faster than a refer-
ral from a fellow executive. Ask executives who 
else they know in a similar position.
In general, be bold, be confident, be helpful, be 
memorable. And have fun, because that’s conta-
gious. These executives need you. 

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

YOUR MAIN 
GOAL FOR 

YOUR MEETING 
WITH THE 

EXECUTIVE 
BUYER SHOULD 

BE TO HELP 
HIM OR HER AS 
HARD AND AS 
IMPRESSIVELY 
AS YOU CAN. 
AS SOON AS 

YOU CAN GET 
THEM TO SAY, 

“I’VE NEVER 
THOUGHT OF  
IT THAT WAY 

BEFORE,” 
THERE’S A 

GREAT CHANCE 
THIS BUSINESS 

WILL BE 
YOURS.
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Imagine this scenario: you walk into your 
warehouse; your financial vault. As you stand 
there, you have no idea of the actual location of 
anything or that the value of your entire work-
force and their families depends on it. You are 
just an innocent person, standing in awe at the 
towering magnificence. The whole time you are 
there enjoying the view, you are not envisioning 
current dollar value, future value, dead or dying 
in stock. No one’s paycheck depends on the sales 
of it all—this is just cool stuff all over the place. 
Maybe you would be staring at tiles, or gaskets, 
or in today’s economy, an unimaginable panthe-
on of steel coil. In any event, the feeling would 
be so neat just to stand there blankly and enjoy 
every breathtaking moment of every box, stack, 
and bin of materials. All the workers are there 
around you bustling about, whistling some 
friendly tune in unison. You can even imagine 
going back to your desk and coloring the day 
away with a brand new box of crayons and get-
ting paid for it. Sigh.
That was fun. 
Unfortunately, that is not reality for anyone with 
any experience in the supply chain universe. 

Sometimes, when you walk in your warehouse, 
you immediately step into unbridled fear, uncer-
tainty, and trepidation. Maybe when you walk 
out there, you are disappointed and saddened 
because no one seems to care as deeply as you 
do about the stacks and bins and boxes of your 
company’s inventory/money. This is not just a 
job for you—this is your life; your bread and 
butter; your reason for getting out of your bunny 
slippers and leaving half a cup coffee on the 
bathroom sink every day, fighting traffic, and 
paying off mountains of student debt. That, my 
friend, is passion.

Value
Most anyone reading this article will probably 
never get the joy of walking into a warehouse 
blind as I previously described. However many 
of the people working in the warehouse, around 
the warehouse, and selling your inventory on a 
golf course somewhere, do. Every day, they get 
out of their bunny slippers full of a different mo-
tivation—money, family, obligation, habit—who 
knows? The idea is to align their motivation with 
your company’s to protect your inventory from 
unnecessary loss. 

Shelf Life

By Danah Head

JUST ADD  
VA LU E
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Change
As I grew in my career and 

education, I found myself 
standing in a big grown-up 

corporate inventory-filled ware-
house. I also found that not every-

one around me shared my deep pas-
sion of keeping the inventory safe. Not 
everyone thought it was completely 
amazing when a cycle count came out 
100 percent on target. 
I was stunned to find that properly 
storing, packing, counting, and ship-
ping our product was an irritation to 
most of the warehouse employees. So I 
went on a mission. My mission was to 
instill the idea of value into the people 
who are responsible for my company’s 
inventory. My goal was to begin by 
proving to the warehouse team the 
real value of our inventory. We could 
come together and be even more suc-
cessful than I possibly become  
on my own. 
When this all began, most of the 
people who were bunny slipper-less 
and working the warehouse were 
mad, angry, disappointed, or just 
overwhelmed and unmotivated. I kept 
asking myself why this was hap-
pening. Why are the people who are 
touching, counting, shipping, moving, 
and displaying this beautiful thing—
this inventory, this money  
that funds all of our paychecks— 
so grumpy? 
The answer was a little difficult to find 
because everyone before me had got-
ten muddled in the symptoms of the 
issue, not the actual issue. I bet even 
you reading this now said the word in 
your head reading this, and said it in 
a very Jerry Seinfeld to Newman way: 
management. 

Education
The answer was not necessarily 
management; it was an utter lack of 
understanding by the people who 
were hired to protect the inventory. 

They did not understand their roles. 
The worst part is, these were the 
people behind the big semi-truck size 
doors, toiling in the heat, the dust, the 
grime, the boxes, shipping tape, and 
time crunches. They were tasked with 
daily goals but did not even realize the 
reason. When asked, they would say 
that their role was to fill their personal 
bank accounts and a hole in the com-
pany roster.
What boggled me was that these 
people cycle-counted like expert 
mathematicians, whizzed up ladders, 
had a virtual 3D map in their brains 
of every bolt, plug, gasket, and insert 
we owned, and recalled each one with 
amazing precision. However, they still 
didn’t get the point. Most people faced 
with this problem would be back to 
pointing the finger at management 
and say, “If only the employees were 
paid more,” or, “If only the employees 
were treated better.” Easy band-aid 
answer, yes; issue solver, no. 

Moving Forward 
Change came from investment; not in 
more inventory, but by investment in 
the people who worked out there in 
the concrete and steel forklift-driven 
sweaty world that is a warehouse. I 
started by making sure each person 
was told about their role. The question 
to answer for them was: how was their 
“job” one of the most important in the 
company? Each person was a face of 
the company. Every time a package 
goes out with our dollars/inventory 
safely tucked inside and contents cor-
rectly counted, represents their per-
sonal value. As time progressed, the 
warehouse employees bought what 
I was selling, which was the truth. 
Leading from a non-management role 
by example and banging the drum 
of individual value, each one became 
more than a manual laborer. 
These workers grew individually 
into key players in the grand cycle of 
inventory life. Positive, even tactile 

change, simply happened. The dust 
lessened, loss lessened, accountability 
set in naturally, and problem-solving 
and solution finding became the norm. 
None of that happened because man-
agement changed, and not because I 
told them to, or because a paycheck 
was consistently cut. This happened 
because each person was given the 
chance to understand fully how im-
portant their role was to the inventory, 
and thus the company as a whole. 
At the end of the day, these employ-
ees know that they are the protectors 
of the bottom line. They are not just 
forklift drivers; they are salesmen 
and saleswomen by making sure the 
customer has a good experience when 
they open their boxes or pallets, thus 
leading to return business. They are 
protectors of the cycle count, and they 
can and will want to dig deeper for 
answers to why the cycle count is off. 
They watch the engineers sign out 
their requisitions. 
My advice: Find out what your ware-
house staff really thinks. Ask your 
people what they think they do every 
day. Question them about why they 
drive to work every day. Then ask 
yourself what you wish they thought 
and figure out how you can instill 
your passion into them. I am happy to 
answer any questions you may have 
concerning your inventory dreams 
and how to help them come true! 
(Disclaimer: singing employees not a 
guarantee but we can try!)

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

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

60-SECOND SURVEY RESULTS
JANUARY'S

DHI conNextions 2016 will be  
held at the Orlando World Center 
Marriott on May 4-6. Here are 
some things to look forward to 
during your time in Orlando:

DAYS U N T I L D H I 
conNextions 2016
ORLANDO, FLORIDA

Average high  
temperature 
in May

87.8o 

Average low  
temperature 
in May

65.9o 

100+ 
E X H I B I TO R S
EXPECTED TO
SHOW THEIR
PRODUCTS exhibit time  

for attendees

10
H O U R S

30+

Number of valuable Forum Education Sessions

1.5 
miles 
between the 
Orlando World 
Center Marriott 
and Disney World 

HOTEL ROOMS
in Orlando,  
second only  
to Las Vegas.

7
+53+28+11+1

11
+55+23+10+152.57%

28.4% 23.3%

55.15%
A LITTLE BETTER

NO CHANGE

MUCH BETTER

A LITTLE WORSE

7.25%
10.88% .91% .3% 10.61%

10.61%

MUCH WORSE

Q: In 2016, do you believe the              will be...

OVERALL 
ECONOMY

NON-RESIDENTIAL 
CONSTRUCTION ACTIVITY
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Classified
It takes hard work to survive the volatility of the housing industry, and 
Masonite is proud to have done so for more than 80 years. We are a knowl-
edgeable and highly motivated workforce, and hire strong performers 
who can make solid contributions to our positive, fast-paced team. We 
look for people who are customer-focused and ready to think, be heard, be 
challenged and be recognized for their commitment and contributions. The 
people who succeed share a passion to develop their skills, advance on their 
own efforts and help us continue our legacy of achievement. 

We have immediate openings in a variety of locations for:

 » Customer Service

 » Order Entry

 » Estimator

 » Inside & Outside Sales

 » Production Supervisors

 » And more!

For more information, check out our careers website at  
http://www.masonite.com/masonite_careers.php 

Ajustco 37

Akron Hardware 35

Boyle & Chase 27

Dorma 7

Hager Inside Back Cover

Rapid Wiring Solutions 39

Salsbury Industries 31

Security Door Controls 33

Security Lock Distributors Inside Front Cover,  
 Back Cover

Timely® Prefinished Steel Door Frames 1

Top Notch Distributors 5

DHI Ads

Door Security & Safety  40-41 
Foundation Donors

DHI  13, 15, 17, 19

DHI conNextions Save the Date 28-29

DHI Education 46-47

DHI Partnership 2

Ad Index
January 2016 | Economic Forecast 

Classified
PROJECT MANAGER

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

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

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

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

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

Please submit resume and salary requirements to:  
info@erlangerhardware.com.
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Seven Easy Resolutions for 2016
By Denise Gable

According to the Statistic Brain Research 
Institute (yes, there is such a thing!), about 45% 
of Americans usually make New Year’s  
resolutions, but only 8 percent are successful  
in achieving them.
So we ask, why set yourself up for failure by 
choosing resolutions that are almost impossible 
to keep? Here are seven easy resolutions guaran-
teed to make you smarter this year:
1. If you’re not already a member of DHI, 

join today. And if you are a member, find a 
friend or colleague who’s not a member and 
encourage them to join. In case you’ve been 
too busy to pay attention, there’s TONS of ex-
citing stuff going on at DHI. This is not your 
dad’s—or your grandfather’s—DHI; we’re 
making real changes in the areas of certifica-
tion, education and the member experience 
that will increase our value proposition to 
members.

2. Plan to attend DHI conNextions 2016, our 
annual convention and trade show. This year 
we’re in Orlando, at the amazing Orlando 
World Center Marriott. Not only will there 
be 100+ exhibitors with the latest products 
and technology in our industry; but also 
DHI education, top-flight speakers and 
networking opportunities that will connect 
you to the people you need to know in the 
architectural openings industry. Go to www.
DHIconNextions.org for details.

3. Sign up for DHI education. There are lots 
of options: Spring and Fall Schools, both in 
the U.S. and Canada; online classes; in-house 
training; and new local chapter classes. We 
are evolving our education to provide lifelong 
learning. Whether you just need to brush up 
on a subject or are new to the industry, email 
education@dhi.org to get started.

4. Take your career to the next level by becom-
ing a DHI-certified consultant. DHI is the 
focal point for a team of more than 2,200 
professional consultants. DHI certification 
validates to your customers your technical 
expertise in the industry. This year, DHI 
plans to offer new certifications in several 
new levels of certification and recognition, as 
well as modernized testing processes, greater 
efficiency and faster grading of exams. Email 
education@dhi.org for information and stay 
tuned for more details in the February issue.

5. Write an article for Doors & Hardware maga-
zine. More than 90 of you shared your exper-
tise with our readers last year. Publishing an 
article in the only magazine devoted exclu-
sively to the architectural openings industry 
establishes you and your company as subject 
matter experts. Authorship allows you to 
share best practices, gain peer recognition 
and enhance communication among indus-
try professionals. We try to be as flexible as 
possible with word counts, deadlines, and 
topics. Your knowledge and experience are 
what make our magazine go! Just email me at 
dgable@dhi.org to get started.

6. Volunteer with DHI. Opportunities exist at 
local events, chapters, and national commit-
tees. Help to advance your industry and be 
a part of the new DHI. Contact memberser-
vices@dhi.org if interested.

7. Contribute to the Door Security & Safety 
Foundation. We’re all busy, and volunteering 
right now might not be an option. But you can 
still join a movement and support the aware-
ness and advocacy work of the Foundation 
to promote DHI-certified consultants and 
industry professionals, along with their ex-
pertise, to industry stakeholders. Learn more 
at http://www.doorsecuritysafety.org.

DENISE GABLE is Managing Editor of Doors & Hardware. 
She can be reached at dgable@dhi.org.
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INFORMED. IN STOCK. IN DEPTH. seclock.com  |  800-847-5625

Our inventory of ASSA ABLOY electrical and mechanical door hardware 
products is unmatched in the industry. Trying to decide on the right solution? 
Talk to our highly experienced technical sales team for valuable advice 
and recommendations.

EVERY DAY, 
EVERY WAY.

ELECTRICAL AND MECHANICAL DOOR HARDWARE

SECLOC0043_DH_AUG-ASSA-C.indd   1 7/7/15   6:00 PM


