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As you may have heard, the Department of Labor (DOL) has 
issued its final rule modifying the exemptions to the Fair 
Labor Standards Act (FLSA) overtime rules for white-collar 
employees (executive, administrative, professional, com-
puting and outside sales positions) and highly compensated 
employees.   

The final rule, which goes into effect Dec. 1, 2016, significantly 
increases the minimum salary that employees must be paid 
to qualify for the white collar or highly compensated exemp-
tions. The new regulations are sure to touch our industry and 
members in a profound way, and there is much to learn and 
ways to prepare your company to ensure compliance.  

There are current legislative attempts to overturn the regula-
tions; however, most experts do not expect those efforts to 
be successful. Accordingly, it is recommended that companies 
prepare for the new rules.

A brief history: In March 2014, the President issued a 
Memorandum to the Secretary of Labor directing an update 
to the overtime rules motivated by his view of a low salary 
threshold.  The first draft proposed rules were issued on June 
30, 2015, and were published to solicit public comment.  The 
Small Business Legislative Council (SBLC), of which I was Chair 
at the time, submitted numerous comments, along with many 
other industries. After some updates based upon public com-
ment, the final regulations were issued May 18.

Under the FLSA, employees must be paid overtime at a rate 
of one and a half times their regular rate for any hours worked 
over 40 in a given workweek. There are a number of exemp-
tions to the FLSA overtime requirements; the most commonly 
used is the exemption for “white collar” employees.  This 
exemption refers to employees whose primary duties are 
executive, administrative, professional, computing and out-
side sales. In addition to regularly and customarily performing 
the listed duties, the employee must also be paid a minimum 
salary (except for computer employees).  The previous salary 
threshold was $450 per week or $23,660 annually, which had 
not changed since 2004.  

The new regulations initiate the following major changes:

• Increases the salary threshold to $913 per week or 
$47,476 annually; more than a 100 percent increase

• Implements a system for automatic increases to the 
threshold every three years starting Jan. 1, 2020.

• Allows a non-discretionary bonuses and incentive com-
pensation to count up to 10 percent of the white collar 
salary threshold

• Increases the highly compensated salary threshold from 
$100,000 to $134,000; a 34 percent increase

The good news is that there were no changes to the duties 
test for either white collar or highly-compensated employees.

What are the steps employers should consider before Dec. 1, 
2016? 

1. Take time to learn about the new rules to ensure you 
are in compliance, as penalties can be quite severe. A 
recording of the webinar is now available on the SBLC’s 
website at www.dhi.org/SBLC_Webinar; use the pass-
word SBLC40th. In addition, a Department of Labor Fact 
Sheet can be found at www.dol.gov.

2. Employers should audit exempt employees’ salaries and 
duties to ensure proper classification.

3. Decide how to handle exempt employees whose sala-
ries no longer meet the threshold.

4. Communicate changes effectively.

5. Ensure FLSA compliance by newly non-exempt 
employees and their supervisors.

6. Identify any impact on benefits and manage.

7. Update job descriptions and materials.

This article is not exhaustive but a starting point to put this on 
your radar and to assist you in understanding and communi-
cating the new laws. There are many further details that will 
need to be reviewed by your HR folks.

JERRY HEPPES SR., CAE, is the CEO of DHI. If you’d like to  
comment on this article or any others within the July issue, email 
dgable@dhi.org.

The New Overtime Regulations
By Jerry Heppes Sr., CAE

4      JULY 2016      DOORS + HARDWARE

InTouch





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!

David R. Beckham, AHC
HOLLOW METAL SPECIALISTS

Faces

DHI MEMBER SINCE: 2001

OCCUPATION: Sales Manager for Hollow Metal 
Specialists, a division of Cook and Boardman

CHILDHOOD AMBITION: To join the police force and/
or be like Indiana Jones

FIRST JOB: Cutting lawns at 13 for cash, but my first real 
paycheck was working for the local lumber yard at 16. I 
worked the millwork department selling pre-hung doors 
in high school, and 20 years later I’m still selling doors.

WHAT LED YOU TO OUR INDUSTRY? When I was 
19 I started cleaning the toilets, sweeping the floors, 
and making deliveries for a hollow metal shop outside 
Chicago. Next came a couple years of welding frames 
and prepping doors, then working the hardware room 
receiving and marking hardware. With the help of some 
DHI schooling and my mentors, I transitioned into sales 
and project management. Later came purchasing and 
management.

PROUDEST PROFESSIONAL MOMENT: Getting that 
first letter from DHI in the mail with “AHC” after my 
name. I knew without even opening the letter that I had 
passed the exam!

BIGGEST CHALLENGE: Passing the AHC exam and 
learning to be a manager are neck and neck as far 
as challenges. Both require much commitment and 
patience. 

GUILTY PLEASURE: Mountain biking and competition 
pistol shooting.

FAVORITE BOOK/MOVIE: I’m a sucker for the 
Dan Brown novels and my all-time favorite movie, 
Caddyshack.

MENTOR/HERO: First I have to thank Jim Domzal, AHC. 
Jim was my first boss in the industry and he treated me 
as part of his family. I remember one of my first days on 
the job, he took me into the hardware room, opened 
a box of hinges, and explained to me just how many 
variations of hinges there could be; it didn’t scare me 
at all. There were several more “bang-zoom” training 
moments and positive encouragement to seek my AHC. 
Thanks Jim! Second, I have to thank John Steffen, who 
has been my boss and friend for the past five years. 

John has been mentoring me in management, the hard 
practice of patience, and in leadership. Thanks John!

BEST ADVICE YOU EVER RECEIVED: From my grand-
father, a cabinet maker, two phrases come to mind: “Cut 
once, measure twice” and “Do it right the first time.”

BEST ADVICE YOU NEVER RECEIVED: “Get into access 
control before the door people get to you.”

HOW HAS YOUR INVOLVEMENT WITH DHI SUP-
PORTED YOUR CAREER GOALS? DHI has given me the 
tools to do my job as a professional person. Experience 
is good, but the training received by DHI helped me to 
provide my services in a professional manner. Serving 
as an instructor for DHI has made me a better manager 
and mentor to others. 
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By Jean-Francois Couturier

INTEGRATED LOUVERS  
 in Doors and Openings FOR
VISION AND DAYLIGHT CONTROL

No longer the domain of interior de-
signers, shading and privacy are now 
key architectural design consider-
ations. From commercial to residential 
to institutional design, architects are 
increasingly looking beyond tradition-
al shading and privacy solutions—like 
venetian blinds, curtains and retract-
able shades—to incorporate vision 
and daylight control as part of a build-
ing’s interior and exterior openings. 
Integrated louvers (also known as 
louvered glazing and louvers-be-
tween-glass) can deliver measurable 
benefits for vision, daylight, heat, and 
sound control when included as an 
overall design strategy for doors and 
other openings. They lend themselves 
well to multi-purpose applications 
and effectively eliminate the need 
for curtains, shades or any blinds for 
swing doors, sliding doors, sidelites, 
windows and interior partitions.
Every building has very specific 
requirements for doors and openings 
depending on its function and pur-
pose. Integrated louvers in doors and 
openings can deliver real benefits as 
follows:

Integrated louvers can be 
used in classroom doors for 
adjustable visibility and 
sound attenuation.

Photos courtesy of Unicel Architectural
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Healthcare Facilities
Research firm Revista reports that 
there are currently $97 billion worth 
of hospital construction projects 
underway. Healthcare Finance News 
has reported some 1,340 projects in 
progress or planning. Healthcare con-
struction has been booming for several 
years due to an aging U.S. population 
and an influx of money from the 
Affordable Care Act. 
Privacy and hygiene rank at the top 
of requirements for healthcare build-
ing products. These needs are key to 
patient well-being and healing. Doors 
and openings frequently need to per-
mit visibility for medical profession-
als, while at the same time ensuring 
privacy for patients. Integrated louvers 
are a popular choice for interior 
healthcare glazing applications. 
Louvered glazing technology typically 
eliminates strings, ensures alignment, 
requires no maintenance and provides 
the ideal privacy solution for sliding 

and other doors in ICUs, operating 
rooms, nurseries and more. 
Privacy is optimal as the completely 
adjustable louvers can be angled to en-
sure patient privacy while still permit-
ting discreet visibility by staff. As the 
louvers are hermetically sealed within 
glass, they do not accumulate dust 
and dirt and further ensure maximum 
levels of hygiene and a reduced risk 
of infection and allergies. Hospitals 
typically operate on strict budgets, so 
the reduced need for maintenance, 
cleaning and replacement further 
makes integrated louvers in doors and 
windows a preferred solution for these 
facilities. 
Windows and doors also present an 
important consideration in psychiatric 
facilities. Architects and designers 
must take into account not only a psy-
chiatric patient’s privacy but also their 
safety. The ability to angle the louvers 
such that vision is permitted by staff 
into the patient room, but not the other 

Integrated louvers in hospital doors adjust for privacy and noise control.

DOORS + HARDWARE      JULY 2016      9



way around, is of particular impor-
tance as it means that the patient will 
not feel observed.  In cases where 
conditions of paranoia, anxiety and 
schizophrenia are an issue, it is critical 
to preserve a feeling of privacy and 
security for the patient to effectively 
mitigate the escalation or exacerbation 
of these disorders. 
In addition to allowing staff supervi-
sion, integrated louvers also address 
critical safety issues in three ways. 
First, they typically feature cordless 
operation which means that there are 
no cords or strings that can pose a 
strangulation hazard. This is crucial as 
hanging is the most common meth-
od of suicide in psychiatric hospi-
tals. Second, most integrated louver 
solutions come with anti-ligature 
knobs. These smooth operating knobs 
ensure that there are no corners or 
edges that can pose safety risks. And 
third, doors with integrated louvers 
can include high-impact glazing or 
polycarbonates. This glazing alterna-
tive is impact and shatter resistant and 
eliminates the risk of dangerous glass 
shards while maintaining the louvers 
in a sealed and protected hermetical-
ly-sealed airspace.

Commercial/Retail Construction
For both office and retail design, day-
light is a critical element for occupant 
comfort. Natural lighting is proven 
to have positive impacts on moods, 
productivity and general feelings of 
well-being. Therefore, commercial 
design needs to maximize natural 
lighting in doors and other openings, 
while mitigating the impacts of heat 
and glare. 
Integrated louvers can be an ideal 
solution for exterior doors and open-
ings in commercial buildings as they 
ensure the highest levels of daylight 
and shading control. Daylight can 
be maximized to create positive 
mood-enhancing spaces by filter-
ing natural light deep into interiors. 
The louvers can further be angled to 
mitigate glare and optimize thermal 
efficiencies to reduce heating, cooling 
and lighting costs. Integrated louvers 

IN ADDITION TO ALLOWING 
STAFF SUPERVISION, INTEGRATED 
LOUVERS ALSO ADDRESS CRITICAL 
SAFETY ISSUES IN THREE WAYS.

Integrated louvers in office doors allow for adjustable privacy. 
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in exterior openings are additionally proven to contribute 
to LEED® certification for green building. 
For interior doors and openings, integrated louvers will 
reduce ambient noise for more tranquil working envi-
ronments. They can further ensure adjustable privacy for 
doors in executive offices and boardrooms, eliminating the 
need for curtains and blinds.

Educational Facilities
In schools, vision control and sound attenuation are im-
portant considerations when considering doors and other 
openings. For interior applications, integrated louvers in 
doors provide the highest levels of adjustable vision and 
sound control – ideal for classrooms, music rooms, study 
halls, libraries, labs and more. Blinds and shades can flap 
and cause disturbances with constant use. Fixed lou-
vers within glass deliver the required adjustable privacy 
without any ambient noise. Additionally, the depth of the 
airspace in an insulating glass unit with integrated lou-
vers also increases the acoustical performance of the unit. 
Typically, the 2" – 2.5" airspaces, coupled with two glass 
lites of varying thicknesses, generate sound dampening 
characteristics far superior to any standard dual-pane unit.
In school building design, exterior doors most frequently 
lead into corridors and other common areas. In some set-
tings this may result in unwanted glare and heat. By using 
integrated louvers in exterior doors and openings, design-
ers can ensure a balanced reflective and diffused daylight-
ing environment with sunlight blocking as required. 

Correctional Facilities
Safety-centered design is fundamental in correctional 
facilities where it can make the difference between life and 
death. Therefore, correctional facilities need to look at how 

Integrated louvers in educational facilities provide vision and 
sound control.

Correctional facilities can use integrated louvers for privacy control 
and optimal safety.

BY USING INTEGRATED LOUVERS IN EXTERIOR DOORS 
AND OPENINGS, DESIGNERS CAN ENSURE A BALANCED, 
REFLECTIVE AND DIFFUSED DAYLIGHTING ENVIRONMENT 
WITH SUNLIGHT BLOCKING AS REQUIRED.
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■ STC ratings from 41 to 49■ Flush or glazed sealing options; single or pair configurations

■ Tested to both UL 10B (neutral pressure) and UL 10C (positive pressure)

■ Up to 45 minute fire rating in accordance with UL 10C (positive pressure)
■ Full range of wood veneers, designer or custom colors, and plastic laminates

■  Available with LEED certification

Overly Architectural Acoustic 
Wood and Plastic Laminate Door Systems include:

Tel: 1-800-979-7300
Fax: 1-724-830-2871
Email: overly@overly.com
Web: www.overly.com

■ Acoustic Metal Swinging Doors
■ Acoustic Wood and Plastic Laminate Swinging Doors
■ Acoustic Metal Fixed Window Systems
■ Blast Resistant Doors and Windows

■ High Security Vault Doors
■ Bullet-Resistant Doors and Windows
■ Watertight and Airtight Doors
■ Radiation Shielding Doors

PUZZLED BY SPECIALTY DOOR AND FIXED WINDOW SYSTEMS?

OVERLY PUTS IT  ALL TOGETHER

odc-16-combined-puzzle-D&H-ad-v04_Layout 1  3/7/16  12:54 PM  Page 1

their door and window design can enhance how they 
function, ensure safety and privacy, and operate more 
effectively.
Keeping correctional staff and officers safe is the 
number one priority for any correctional facility. 
Interior doors and windows are required to monitor 
activities into inmate areas, gathering spaces, meet-
ings rooms, clinics and more. Visibility is important, 
but these openings must include privacy options and 
have shatter and bullet-resistant glass. Additionally, 
any privacy solutions must be adjustable – permitting 
both open views and fully blocked visibility – and 
strong enough to withstand violent impacts. Louvers 
encased in high-impact glazing or polycarbonates will 
withstand impact and shattering, and eliminate the 
risks associated with glass fragments. 
Integrated louvers in doors and openings are prefer-
able for prisons as they permit correctional staff to 
monitor inmates for safety purposes while ensuring 
levels of privacy for inmates. As integrated louvers do 

not include cords or sharp operational mechanisms, 
they further ensure safe operation that mitigates the 
risk of self-harm or harm to others. 

Conclusion
Shading and privacy solutions are no longer a design 
afterthought, but a strategic consideration for the over-
all control of daylight, vision, heat and sound. With 
integrated louvers, doors and other openings can con-
tribute to overall comfort, efficiencies and privacy. 

 JEAN-FRANCOIS COUTURIER, MBA, is 
President and CEO of Unicel Architectural. 
Under his leadership, Unicel has successfully 
built a global brand for high-end building 
envelope solutions that help control sun-
light, heat, sound and visibility. Couturier 
and Unicel have been the recipients of key 
industry awards for innovation and leader-

ship. His articles have been published in industry magazines such as 
Healthcare Building Ideas magazine and Architectural Products 
magazine. He can be reached at jfc@unicelarchitectural.com.
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Over the past 60 years, VT Industries has experienced rapid 
and constant change. 
“More than six decades in the industry have taught us that 
we need to be constantly moving forward and innovating 
to meet customers’ needs for safe, secure and visually 
appealing architectural wood doors,” says Doug Clausen, 
CEO of VT Industries. “As we celebrate 60 years in busi-
ness, it’s the perfect time to reflect on where the industry 
has been and how it continues to evolve as advances in 
technology and materials drive product expectation and 
performance.” 
VT Industries has continued to stay in motion, evolving 
products to not only meet, but also exceed industry re-
quirements in fire safety, acoustics, security and sustain-
ability. Ongoing manufacturing improvements have also 
helped VT achieve the fastest, most consistent lead times in 
the market. 
“Automation and technological advances have been a part 
of our overarching goal to increase capacity and consisten-
cy, and to shorten lead times,” says Clausen. “Providing 
short, consistent, reliable lead times with a quality product 
is something we excel at today.”
“As you can see innovation over the past six decades has 
been instrumental to VT Industries, and companies like 

ours, enabling us to not only be a product partner to our 
customers, but one with a clear vision for the future, offer-
ing the technologies and products they need to stay ahead 
of the curve,” Clausen said.

The next 60 years will bring a continued need for innova-
tion and growth, more rapidly than ever. VT Industries 
looks forward to helping its customers stay on the cutting 
edge when it comes to architectural wood doors. 

As VT Industries looks to the future, the company explores 
a few upcoming industry trends it foresees impacting busi-
ness for years to come.

A Look into the Future
The industry will continue to see doors becoming more of 
a true project “feature” rather than an afterthought. With 
the increase in mass customization efforts, more archi-
tects, designers, homeowners and developers are realizing 
choosing a door can be like choosing your cell phone cover 
case; a diverse range of options now lets you be as creative 
as you want to be.
The World Health Organization reports a 54 percent in-
crease in urban population growth over the past 60 years 
and projects a continuation of this demographic trend. That 
means more people living in close proximity, so innova-
tions and acoustic performance will continue to advance to 
help mitigate and alleviate the effects of noise pollution. 
Aesthetically speaking, mixed materials and taller doors 
will gain momentum in the marketplace. Doors will blend 
wood, metal and glass, and perhaps other creative materi-
als, to create striking, one-of-a-kind doors. VT Industries 
foresees 8-ft.-tall doors becoming the new 7-ft. door stan-
dard, and expects to see more 8'6-, 9'0- and perhaps even 
10-ft.-tall doors in the future.
Fire ratings and life safety are both top-of-mind topics, so 
fire safety codes will continue to evolve, and we’ll likely see 
additional security codes and mandates developing and 
becoming more mainstream and prevalent in the industry.
As technology continues to grow and change, so will the 
integration of technology into architectural openings. 
This integration will improve safety and creature comfort. 
Face-recognizing doors, self-opening doors, and doors that 
promote wireless connectivity throughout a building or 
home are just a few of the advances the industry can look 
forward to seeing in the near future. 

V T  IN D US T R IE S  C ELEB R AT E S  
6 0 T H A N N I V E R S A R Y  
WITH AN E YE TO THE FUTURE
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1956: Van-Top, Inc., Holstein, Iowa, is founded 
by Roger Clausen

1958: Architectural door business is started in 
a rented chicken coop in Holstein, Iowa

Roger Clausen starts making customer 
calls in his Piper Comanche 250

19 62

Company moves into a new 55,000 
square-foot plant north of Holstein19 6 4

 “We could press 28 doors a day, or 
about 100 doors a week if we were 
lucky.”   — Roger Clausen19 63

1969:  Shifts to hot pressing doors

1977: Doug Clausen enters 
leadership role at VT as general 
manager

60 YEARS OF  
VT INDUSTRIES

Images courtesy of VT Industries
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Door operation in Holstein 
is revamped with trimmers, 
edge-cutting and edge-
bending machines, hot 
presses and material handling 
equipment imported from 
Germany and Italy 

1982

1983-1984: Wood veneer doors added to the product mix, allowing VT to provide more consistency in the product 
being installed

1987: A door core composer is installed in the Holstein manufacturing plant

Doug Clausen becomes 
company president

1989

U.V. cured flat finishing line 
is installed in Holstein, Iowa19 9 0
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Stile & Rail door 
products are 
added to VT’s 
AWD lineup  

20 01
2007: VT acquires 
IDEAL Doors and 
opens the New Albany, 
Indiana, facility

2009: VT starts its fixed 
lead time program for 
standard doors

2015
VT acquires SUPA Doors 
in Universal City, Texas

VT CELEBRATES  
60TH  
ANNIVERSARY

2016

1990: VT switches to more refined, furniture style of door manufacturing. The edge-before-face method helps provide a 
seamless look and improves the durability of the door. 

1992: VT Industries is named Woodworking Machinery Importer Association’s Innovator of the Year

1995: VT of Iowa countertop division relocates from Holstein to Sac City, Iowa to expand production of architectural wood doors 
in the Holstein facility

1997: The company makes its first AIA/CES presentation under a joint venture hosted by Georgia CSI and Georgia AIA

VT acquires Creative Composites, Ltd.

VT offers 
exterior 
doors

2013

DOORS + HARDWARE      JULY 2016      17



One thing we have all learned about the environmental 
direction in the construction industry; it is a moving target. 
The end goal is noble and good for all of us but the bureau-
cracy and detailed expectations are somewhat mind numb-
ing. The architectural wood door industry is prepared for 
the transition to LEED v4. In this article, we’ve laid out basic 
information and actions that are being taken in the wood 
door industry to allow you, the distributor, to know what to 
watch for in October when LEED v3 transitions to LEED v4.
The first step in meeting the requirements for LEED v4 
was for our industry to create our Product Category Rules 
(PCR). This document defines what an architectural wood 
is. A group of representatives from some of the major door 
manufacturers worked as a committee with NSTM and the 
Window and Door Manufacturers Association (WDMA) 
to develop this standard, which has been approved and is 
available on the WDMA website, www.wdma.com. With 

this document set as the standard, the door manufacturers 
now have an industrywide baseline to work from.

Timing
Project registration under LEED v3 was to end in June 2015 
when LEED v4 formally became active, but an extension 
has allowed it to be used until October 2016. This tran-
sition period allowed architects to specify jobs in either 
LEED rating system and is largely the result of several new 
credits which require the establishment of new standards 
before manufacturers can work toward compliance. This 
transition period has caused some confusion if the specific 
LEED version was not clearly defined in the specification. 
Additionally, across all industries, manufacturers are in 
various stages of conformity to the new LEED v4 require-
ments as they face the technical and financial challenges of 
compliance to evolving new and more rigorous standards. 

The Transition to LEED v4:  
By Steve Farley, LEED GA and 
Tim Petersen, LEED APAN UPDATE

Illustration © iStock | KOHb
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Format
LEED v4 is a major departure in for-
mat from LEED v3. For wood doors, 
while LEED v3 focused on specific 
material and resource credits like 
certified wood, recycled content and 
low-emitting materials (the no add-
ed urea-formaldehyde credit), LEED 
v4 is focused on building product 
disclosure and product performance 
optimization. At the core of the new 
materials and resource credits are 
requirements for product Life Cycle 
Assessment (LCA), product trans-
parency and product performance 
enhancements targets. 
The new credits require 
Environmental Product Declarations 
(EPDs) and disclosure regarding mate-
rial sourcing and material ingredients. 
The credit for low-emitting materials 
also has new performance require-
ments and the regional manufactur-
ing credit has changed to promote 
sourcing of products and materials 
within 100 miles of the project instead 
of 500 miles.   

Credit: Building Product 
Disclosure and Optimization 
– Environmental Product 
Declarations
A lot happens before a product arrives 
at a jobsite. Raw materials must be 
produced, extracted from the ground 
or harvested, transported to compo-
nent manufacturers and made into 
components to be shipped to the 
primary manufacturer of the product 
where the product is fabricated and 
packaged for final shipment. 
Along this pathway a lot of material, 
energy and resources are consumed 
and waste is generated and disposed 

of, or recycled. A product Life Cycle 
Assessment (LCA) measures all of 
this activity and evaluates a product’s 
overall environmental impact across 
all stages of its “life.” 
ISO standards provide the guidelines 
for how an LCA is conducted.  There 
are three scopes for LCA evaluations:

• Cradle to Gate – A LCA inclusive 
of material sourcing and the 
manufacturing process through 
to the factory gate, i.e., before it is 
transported to the consumer. The 
use and disposal phases of the 
product are usually omitted.

• Cradle to Grave – A LCA of mate-
rial sourcing and the manufactur-
ing process that tracks the life of a 
product from the point of creation 
until the disposal of the product 
at the end of its usable life.

• Cradle to Cradle – A design 
protocol that advocates the elim-
ination of waste by recycling a 
material or product into a new or 
similar product at the end of its 
intended life, rather than dispos-
ing of it.

LCAs come in many different formats 
based on the product type, the service 
assisting the manufacturer in generat-
ing the LCA and the software pro-
gram used to compile and calculate 
the data. For this reason, LEED v4 only 
gives 25 percent credit to products for 
which the manufacturer has per-
formed an LCA; 50 percent credit for 
products that have an industry generic 
LCA (a LCA generated by industry 
associations to reflect and average 
environmental impact for a common 
product type produced by multiple 
manufacturers); and 100 percent credit 
for products with a product-specific 

third-party certified Environmental 
Product Declaration (EPD).  An EPD is 
a commonly formatted summation of 
LCA data that allows for easier review 
of a specific product’s impact data.
By giving full credit for a product 
specific EPD, it is clear that LEED 
v4 is driving manufacturers toward 
certifying products to this more 
comprehensive level of disclosure in a 
user-friendly format. LCA/EPDs are 
time consuming and costly to pro-
duce, so you will likely find manu-
facturers are at different degrees of 
compliance.   
LEED v4 also offers an addition-
al credit option to the project if 50 
percent of the products (by cost) are 
third-party certified indicating they 
have optimized performance to a level 
better than industry average in at least 
three impact categories. Some of these 
categories, measured by the LCA are 
acidification, global warming, energy 
consumption and ozone depletion. 

Credit: Building Product 
Disclosure and Optimization – 
Sourcing of Raw Materials
Building on the above LCA data 
requirements, this credit encourages 
project teams to use materials that 
have been extracted/harvested and 
sourced in a responsible manner and 
that have more favorable and verifi-
able environmental, economic and 
social impacts.
Products can contribute to this credit 
if the manufacturer has either a 
self-declared corporate sustainabil-
ity report (50 percent credit), or a 
third-party certified corporate sustain-
ability report (100 percent  credit). 
For disclosure, this credit requires 

LEED V4 IS A MAJOR DEPARTURE IN FORMAT FROM LEED 
V3. FOR WOOD DOORS, FOCUSED ON BUILDING PRODUCT 
DISCLOSURE AND PRODUCT PERFORMANCE OPTIMIZATION.
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Credit:  Building Product 
Disclosure and Optimization – 
Material Ingredients
The Material Ingredients credit also 
promotes LCA product documen-
tation while rewarding the use of 
products whose chemical ingredients 
minimize the use and production of 
harmful chemicals.
Credit options for transparency and 
disclosure of product contents are: 

• Manufacturer Inventory – a 
published, publically available 
content inventory for the prod-
uct that inventories all ingre-
dients by name and Chemical 
Abstract Service registration 
number(CASRN)

• May withhold trade secret or 
intellectual property ingredi-
ents provide the role, amount 
and  GreenScreen benchmark as 
defined in GreenScreen v1.2 is 
disclosed

• Product has a published Health 
Product Declaration (HPD) 
with full disclosure of known 
hazards in compliance with the 
Health Product Declaration open 
Standard

• Product has been certified at the 
Cradle to Cradle v2 Basic Level or 
Cradle to Cradle v3 Bronze level

Projects also have the ability to 
achieve an additional credit if they are 
able to provide documentation that 
products are optimized for material 
ingredients by using one of the follow-
ing pathways: 

• Products have been assessed to 
GreenScreen v1.2 Benchmark 
with fully inventoried chemical 
ingredients to 100 ppm and no 
Benchmark 1 hazards. Based on 
assessment level products may 
qualify for 100-150 percent contri-
bution to credit by cost. 

• Cradle-to-Cradle certified prod-
ucts contributing 100-150 percent 
to credit by cost based on Cradle-
to-Cradle assessment level.  

• International Alternative 
Compliance Path – Reach 

Optimizations. Products and 
materials that do not contain 
substances that meat REACH cri-
teria for substances of very high 
concern.  Product contributes 100 
percent of its cost to the credit 
qualification.  

The Material Ingredient credit has 
an additional compliance path which 
gives credit for supply chain optimiza-
tion. Products must be: 

• Sourced from manufactures with 
robust safety, health, hazard 
and risk programs which at 
minimum document 99 percent 
(by weight) of the ingredients to 
make the product, and

• Are sourced from manufacturers 
with third-party certification 
that verifies their supply chain 
and have multiple communica-
tion, identification, stewardship 
and reporting mechanisms in 
place for health, safety, exposure 
information regarding product 
chemical ingredients

There are many new terms, potential 
certification and compliance pathways 
for material ingredients that manu-
facturers will be becoming familiar 
with and working toward product 
certifications. It will be up to each 
manufacturer to determine the best 
pathway for their product, but HPDs 
are a primary reporting tool that 
architects are already asking for on 
their projects. Version 2 of the HPD 
has been released so the wood door 
industry is now able to move forward 
with gathering the required documen-
tation needed to meet this stringent 
standard. 

Credit: Low Emitting Materials
The need for composite wood and 
agrifiber products to be manufactured 
with no added urea-formaldehyde 
(NAUF) has long been a requirement 
of LEED v3, prior LEED versions and 
other green building rating systems. 
This is a prescriptive requirement 
limiting the type of resin that can be 
used in these products in an effort to 
minimize formaldehyde off-gassing 
and improve indoor air quality. 

For more information on  
green references and 
definitions,  please see the  
2016 Glossary of Green 
Standards, Codes, Regulations 
and References at dhi.org/
INDUSTRY/index.php

manufacturers to publically release a 
report from their raw material suppli-
ers that includes:

• Raw material supplier extraction 
locations, and commitments to

• Long-term ecologically responsi-
ble land use

• Reducing harm from extraction 
and/or manufacturing processes

• Voluntarily meeting responsible 
sourcing standards or programs

Additional project credit is available 
for products that meet at least one of 
the following responsible extraction 
criteria, provided 25 percent of the 
total materials and resources on the 
project meet one or more of these 
requirements:

• Extended producer responsibili-
ty – manufacturer accept its own, 
or like product, as postconsumer 
waste at the end of the products’ 
useful life to be recycled for use 
in new products of the same type 
– 50 percent credit

• Bio-based materials meeting 
the Sustainable Agricultural 
Network’s Sustainable 
Agricultural Standard (e.g., agri-
fiber) – 100 percent credit 

• Wood products certified by the 
Forest Stewardship Council – 100 
percent credit

• Material reuse – salvaged, refur-
bished or reused products – 100 
percent credit

• Recycled Content – 100 percent 
credit
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• Health Product Declaration (HPD): A vol-
untary standard that specifies how product 
ingredients should be listed

• Product Category Rule (PCR): Defines 
which data is used in a life cycle analysis 
(LCA) and how the data is collected and 
reported.  There can only be one PCR for 
any product category.

• Life Cycle Assessment (LCA): Analyzes 
data specified in the PCR, measures inputs, 
outputs and environmental impacts across 
product lifespan from cradle to grave.

• Environmental Product Declaration 
(EPD):Summarizes data collected by the 
LCA as specified by the PCR, enabling  
comparison of environmental impacts 
across product category

Every day we see more evidence of significant 
environmental issues. The built environment is 
one of the largest contributors to the negative 
environmental impacts that we must work to 
correct. LEED is making significant progress in 
reversing these negative impacts and to continue 
doing so, LEED must continue to evolve. 
The changes in LEED v4 require a paradigm 
shift in how we look at the products and materi-
als we use in our buildings and how we docu-
ment the products we manufacture and sell. This 
being said, it will also not be easy and at times 
will be very confusing. The evolution of LEED 
is a moving target and just when you think you 
have a handle on it, it takes a big leap in a new 
direction. There is a lot to learn with LEED v4, so 
take it in stride. There is always opportunity in 
the confusion. 

STEVE FARLEY, LEED GA, is Vice 
President of Commercial Sales for 
TruStile Doors, LLC, He has more than 
25 years of experience in the door 
and hardware industry, including 
with major hardware, hollow metal 
and wood door manufacturers. He 
can be reached at steve.farley@
trustile.com.

TIM PETERSON, LEED AP, is Vice 
President of Sales, AWD Division of 
VT Industries and a past president of 
DHI. He has 35 years of experience in 
the openings industry and a keen 
interest in the environmental direc-
tion of the construction industry. He 
can be reached at tpetersen@vtin-
dustries.com. 

THE CHANGES IN LEED V4 REQUIRE A 
PARADIGM SHIFT IN HOW WE LOOK 
AT THE PRODUCTS AND MATERIALS 
WE USE IN OUR BUILDINGS AND HOW 
WE DOCUMENT THE PRODUCTS WE 
MANUFACTURE AND SELL.
In LEED v4 this requirement is 
changing and requires prod-
ucts to meet the requirements 
defined by the California Air 
Resources Board (CARB), 
Airborne Toxic Measure to 
Reduce Formaldehyde Emissions 
from Composite Wood Products 
Regulation. CARB has a maxi-
mum allowable formaldehyde 
emissions level for composite 
wood products called CARB 
Phase 2. 
CARB also has more stringent 
qualification levels with lower 
formaldehyde emission levels 
called ultra-low-emitting form-
aldehyde (ULEF) and no added 
formaldehyde (NAF, not to be 
confused with NAUF – no added 
urea-formaldehyde). LEED v4 has 
adopted ULEF and NAF require-
ments. Composite wood prod-
ucts documented to meet CARB 
requirements for ULEF or NAF 
levels will qualify for the Low 
Emitting Materials credit. 
It is important to note that some 
projects or specifications will still 
call for NAUF. Other sustain-
able building standards such as 
The Living Building Challenge 
call for NAF.  It is important to 
check with your manufacturer 
when you come across specific 
resin requirements to ensure 
their products are compliant. 
Some resins may contain added 
urea-formaldehyde, but also 
meet the CARB ULEF perfor-
mance level adopted by LEED 

v4. These resins, however, would 
not meet a NAUF specification 
requirement.      

Regional Priority 
Some LEED v4 credits, such as 
EPDs, Sourcing of Raw Materials 
and Material ingredients offer 
additional credit of up to 200 
percent of the product contri-
bution (by cost) if the product is 
sourced within 100 miles of the 
project site. Prior LEED credits 
for regional materials were hard 
for wood doors to contribute to, 
even though they allowed prod-
uct to be sourced from within 
500 miles.  The regional priority 
credit is no different. Projects 
often look to earn this credit 
from material commonly sourced 
locally, such as cement.

Summary 
A number of manufacturers in 
our industry are ready to assist 
you with your LEED v4 needs 
and some manufacturers are 
well on their way to having their 
documentation completed. As a 
distributor, it would be in your 
best interest to check with your 
vendor of choice to be sure they 
meet the requirements for your 
project.
To assist the distributor here is a 
list of key acronyms and terms to 
watch for when reviewing spec-
ifications. If you see these terms, 
the architect is requesting LEED 
v4 for the project:
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Anticipating Field Challenges  
for Efficient Installation and 
Door Performance By Jerry Heid, AHC

THINKING AHEAD: 

© iStock | fotostorm
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Installation is literally the last consideration in specifying 
and sourcing door gasketing and other door hardware, and 
too often it is not considered at all. Commonly delegated to 
whatever trades happen to be nearby, haphazard installa-
tion inevitably leads to problems that can compromise door 
operation and are costly to all building team members. 
We have all seen binding hinges or gasketing that prevent 
doors from operating properly, and mistakes like these 
become immediate punch list items. Other problems, such 
as gaps, cause performance deficiencies that defeat the pur-
pose of specialized doors and can invalidate required door 
and assembly labels. 
While using unskilled or poorly-trained labor is a sure 
route to immediate problems, challenging site conditions 
can test the limits of even the most expert installers. And 
even properly installed doors can degrade in performance 
due to normal settling of buildings as well as demands of 
specific openings. However, specifications that anticipate 
field and operating challenges go a long way toward ensur-
ing both successful installation and expected door function 
over time.
In this article, we’ll look at some of those challenges and 
ways to minimize, correct or avoid installation and perfor-
mance problems by application of appropriate gasketing 
and door hardware. 

Some Guiding Principles
We look first at gasketing because it should be installed 
last to ensure a continuous perimeter sealing system, 
uninterrupted by any gaps. If closers and other rim exit 
devices must be installed with gasketing already in place, 
it is essential to use door closer brackets or other appro-
priate mounting brackets to avoid cutting the gasketing. 
Successful installation and door function both depend on 
carefully coordinating gasketing and hardware at both 
specification and installation. 
It is important to understand how gasketing works with 
other hardware and to specify together as a system. 
Precision is necessary because most gasketing is specified 
for specific purposes, and must be installed and function as 
a system. Components in engineered systems are designed 
to work together to create an efficient seal around the entire 
perimeter of the door. For example, properly installing the 
right gasket accomplishes little if the door bottom is wrong 
or installed incorrectly.
Life safety systems designed to block smoke and fire are 
highly specialized gasketing that can fail with disastrous 
results if not properly installed. (See Figure 1) There is no 

Figure 1: Successful field tests for rated gasketing, such 
as this high-end acoustical control system, depend on a 
continuous, uninterrupted seal around door perimeters. 
Gaps in clearances caused by door alignment problems or 
installation mistakes can be prevented or easily corrected 
by specifying adjustable gasketing. The adjusting screws 
in this system can be tightened to close any gaps in 
clearances and restore sound-tight seals. (Drawing courtesy 
of Allegion)
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margin for error for preserving sound ratings when install-
ing high-end acoustical sealing systems. For example, a gap 
as small as 1/16-inch anywhere in the perimeter seals virtu-
ally guarantees failure for Sound Transmission Class (STC) 
field tests. Life safety codes subject fire and smoke assem-
blies to similarly stringent limitations. Even conventional 
climate-control systems will not achieve their purpose if 
gaps in the seals allow water or air infiltration. 
A couple of tales from the front might help to underscore 
what happens in real life when site crews, and their super-
visors, neglect the basics: 

• One high school experienced unwelcome sound 
pouring into its halls from its band practice room in 
spite of an insert used to patch a one-inch gap in the 
gasketing – loud proof that gaps matter, along with 
measuring and cutting precisely to avoid breaks in the 
first place. (Remember the adage: measure twice, cut 
once!)

• Failure of an exterior saddle for a New York City pent-
house apartment door resulted in a very expensive 
claim for refinishing wood floors – all because caulk-
ing was omitted!   

Door and hardware professionals can greatly enhance 
the value of their services to the entire building team by 
helping to forestall these kinds of mistakes, along with 
their costs and annoyances. Because proper installation is 
essential for delivering promised performance for rated 
doors assemblies, specifiers should be advised to include in 
their specs requirements for installation per manufacturer 
guidelines for all gasketing and door hardware, and for 
hiring expert installers. Installation instructions should—
as a rule—be included with hardware submittal packages. 
Above all, look for opportunities to help designers assess 
likely installation challenges and specify accordingly. 

Solid Footing for Heavy Traffic
Even perfectly installed door saddles will soon start to 
wobble or collapse if they are not heavy enough to stand 
up to high-volume or other high-abuse traffic in places 
such as schools and sports arenas. Consider the case of a 
thin-walled saddle installed in an area hospital to ease a 
transition to quarry tile that was crushed under the weight 
of heavy food carts, creating a serious tripping hazard at its 
upturned ends.
Lighter-gauge saddles can also buckle when secured to 
the floor and often become loose because screws cannot 
be tightened fully. Specifying heavy-duty, thick-gauge 
door saddles for these openings, together with installation 
using appropriate flat-head screws with metal or plastic 
expansion anchors, usually eliminates these problems. 
Heavy-duty saddles will also be needed to accommodate 
the strikes for automatic flush bolts. 

Under similar conditions, mortised automatic door bottoms 
offer better protection from heavy traffic and abuse than 
surface-mounted models. For hospitals concerned about 
access to mortised door bottoms for routine cleanliness 
inspections, the answer is specifying easy-access end plates 
that allow the door bottom to be removed from either end 
while the door remains on its frame.
Installation of automatic door bottoms is straightforward 
for most available products, but many installers are unfa-
miliar with the procedures. When automatic door bottoms 
are not installed correctly, the rubber seal does not retract 
sufficiently when the door is opened. When the door is 
closed, the rubber activates too soon and drags, which 
causes abrasion and premature wear and weakens the 
door. Carefully following manufacturer instructions is 
advised to prevent these problems. 
ADA compliance adds a different challenge for door-closer 
hardware used in high-traffic openings. Electromechanical 
automatic operators meet ADA opening requirements and 
are well suited for hospitals, senior residences, and other 
facilities. However, manually opening doors equipped with 
these operators back-drives and wears out their motors. 
Motor box replacements were necessary within months 
of installing automatic operators at a New Jersey college 
where traffic through main entrances averaged 40 students 
per hour. The higher force required for manual opening is 
an additional problem for automatic operators installed in 
elementary schools. 

Figure 2: Designed for automatic door operation when 
actuators are touched, electrohydraulic door operators 
function as full-featured door closers for primary manual 
use, preventing premature failure from back-driving motors. 
Using wireless radio-frequency actuators and receivers 
powered by the operator also simplifies installation. 
(Drawing courtesy of Allegion)
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Electrohydraulic operators are the bet-
ter solution for environments where 
primary use is manual. (See Figure 2) 
When activated, a motor/clutch system 
drives a manual closer to automatical-
ly open the door. The optimal design 
allows the clutch to slip when abused 
to reduce damage to the operator. And 
user-friendly digital programming 
interfaces are available with simple 
installation similar to mechanical door 
closers.

Site Conditions –  
The Big Unknown
Experienced gasketing installers know 
to expect the unexpected. Uneven 
concrete pours, adjacent floor surfaces 
of varying thickness, twisted frames, 
warped doors, openings that are not 
square, high humidity and tempera-
ture extremes – this list goes on.
Good installers survey the site ahead 
of time, extend cautions and advice to 
other installers, order supplemental 
supplies in advance, and know how 
to deal with whatever site conditions 
they find. 
However, we also know access to that 
kind of installer is far from a sure 
thing. In the real world, it largely falls 
to specifiers to anticipate and plan for 
both possible and likely contingencies. 
Selecting an appropriate design can 
often simplify installation with more 
certain results. 

Of course, some site challenges 
are easier than others to address. 
Thresholds should be specified to 
bridge transitions between varying 
floor surfaces—such as carpet, tile 
and concrete—where flat saddles will 
not work. Thresholds with neoprene 
compression seals are designed to help 
compensate for other field conditions 
such as concrete floors and doors that 
are out of tolerance at the bottom. 
Some models are available with an ex-
tra flap of neoprene acting as a second 
seal for better results.
Uneven floor conditions can also 
impede the operation of automatic 
door bottoms with rubber that slides 
into place, resulting in gaps. Models 
that drop the seal in a scissor-like 
motion—adjusting to the floor from 
a center pivoting point—generally 
perform best and have the longest ser-
vice life. Holding the strike end of the 
door bottom in upward position until 
released by an activating plunger, an 
integral magnet is an additional useful 
feature for ensuring an efficient drop 
that eliminates all drag.
Light-duty, surface-mounted gaskets 
applied with pressure-sensitive adhe-
sive are sometimes used for economy 
and, mistakenly, for ease of installa-
tion. In practice, field conditions must 
be closely controlled as these gaskets 
require application to dirt-free surfac-
es within specific temperature ranges 
for proper adhesion. While specifying 

top-quality self-adhesive tape can 
improve performance, extra time and 
effort are often needed to obtain the 
desired results, and the consequences 
of anything less include seals that peel 
off, rip or tear. 
Damages were claimed for a substan-
tial amount of inventory when tem-
perature controls for a private home’s 
wine cellar failed due to partial de-
lamination of a self-adhesive head and 
jamb gasket. The probable direct cause 
was applying the gasket at out-of-spec 
temperatures. More fundamentally, a 
stick-on seal was most likely the wrong 
choice for this temperature-sensitive 
application. As a rule, mechanically 
fastened gaskets are preferred when 
field conditions are less than perfect, 
and especially when the application 
dictates a better seal.
The ultimate challenge for install-
ers—and for specifiers charged 
with designing door assemblies that 
perform to expectations—is alignment 
problems. Gaps from imperfect align-
ment are a very common problem in 
newly installed gasketing and can also 
surface as buildings settle and doors 
cycle through changes in temperature 
and humidity.
It bears repeating that gaps matter. 
The tiniest of gaps can make the 
difference between pass and fail for 
doors designed to block fire, smoke, 
sound, weather, or even light. Light 

Experienced gasketing installers know to expect the 
unexpected. Uneven concrete pours, adjacent floor 
surfaces of varying thickness, twisted frames, warped 
doors, openings that are not square, high humidity and 
temperature extremes – the list goes on.
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leaks that persist even after fine-tun-
ing screw tension are usually an in-
dication of door alignment problems. 
Also, the dollar-bill test is a tried-and-
true installer trick to check gasket-
ing in its final position for gaps that 
require further adjustment. After the 
door is operated several times to check 
for smooth opening and latching, a 
bill or credit card inserted between the 
door and seals should not fall out un-
der its own weight at any point along 
the perimeter.

Adjustability – Saving Grace for 
Installer and Specifier
Adjusting screws where available are 
invaluable for enabling this critical 
process at installation, and also for 
restoring a sound-tight seal when 
clearances increase for any reason. 
Forethought in specifying adjustable 
hardware can make an enormous 
difference here. Recommended head 
and jamb gasketing provides com-
pression seals that can be tightened 
variably along the length of the gasket 
using adjusting screws to compensate 
for gaps. It can also provide elongated 
holes for useful east/west latitude and 
simple in-place adjustment using a 
screwdriver for improving alignment. 
Where compatible with aesthetics 
and door function, continuous hinges 
can also help support proper door 

alignment. Evenly distributing stress 
along the full length of the door and 
frame, these hinges provide smooth, 
effortless door swing while keeping 
the door in constant alignment and 
eliminating door sag. However, out-of-
square door frames or doors also com-
plicate hinge installation. To counter 
alignment difficulties, look for contin-
uous hinges that also provide adjusta-
bility using elongated holes positioned 
for separate X/Y axis adjustment. (See 
Figure 3A) Backing out the screws 
incrementally allows installers to shift 
easily hanging doors back in square.
Another desirable feature for easy 
adjustment of continuous hinges is 
a centralized bearing system. Where 
bearings typically run the full length 
of conventional bearing systems, 
centering them at the mid-height of 
the door enables easy on-site trim-
ming without cutting bearings off and 
compromising load-carrying capacity. 
(See Figure 3B) As additional benefits, 
this design eliminates the internal 
flexing and grinding that can occur in 
high-abuse applications and delivers 
maximum lateral strength at the top 
and bottom of the door where it is 
most needed.
Specifying a concealed vertical cable 
(CVC) latching system provides easy 
maintenance, as well as efficient in-
stallation. The difficulties of adjusting 

traditional vertical rods are legend 
among installers, and the drudgery of 
removing doors repeatedly for itera-
tive adjustments is compounded for 
openings subject to heavy traffic or 
abuse. 
Such was the case with two openings 
at a university in Indiana—a pair 
of aluminum and glass doors and a 
single hollow metal door. Daily traffic 
exceeded 150 uses through each of 
those openings in separate science 
facilities housing both classrooms and 
research facilities. Ongoing complaints 
by installers charged with constant 
latch adjustments led to a decision 
by the university's project manager 
to replace the old rods with CVC 
systems because of greatly improved 
adjustability. 
Flexible CVC systems that install as 
one assembly (see Figure 4) allow ad-
justment of the exit device centerline 
even if it is not aligned with top and 
bottom latches. Attachment of the cen-
ter slide to the exit device at a single 
point with a set screw eliminates the 
micro-adjustments required to thread 
rods into the device and latches, along 
with tedious and time-consuming 
door hangings at each pass. 
Bottom latch adjustability with the 
door hanging is a particularly useful 
feature where available. In addition 

Figure 3:  Continuous hinges with 
elongated screw holes for horizontal 
and vertical adjustment (A) make 
life easier for installers dealing with 
misaligned doors or frames. A centered 
bearing system (B) where available 
better accommodates a wide variety of 
door applications and simplifies on-site 
trimming without cutting off bearings. 
(Photos courtesy of Allegion)   

B
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When it comes to public buildings, it’s easy 
to take the doors and entryways for granted. 
A major challenge is that often door security 
measures can undermine human safety. It is 
critical that door assemblies provide the 
correct balance of life safety and security 
while meeting building and fi re codes.

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

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

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

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

To fi nd a DHI-Certifi ed Consultant near you, visit 
www.dhi.org/FindAProfessional or call 703/222-2010.
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Figure 4: Concealed vertical cable latching systems offer 
substantial installation and adjustment advantages over 
traditional vertical rods, including center slide attachment 
to the exit device at a single point (A), easily accomplished 
with the door in place. Some systems also provide easy 
side bottom-latch access (B) with the door hanging when 
maintenance and latch bolt adjustments are needed. 
(Photo courtesy of Allegion)

to initial adjustments at installation, maintenance is often 
needed when latch bolts begin dragging on the floor as a 
result of door sag and settling over many cycles of op-
eration. To avoid repeated door removals and imprecise 
adjustments, look for side-access spring pins to lock latches 
in place after adjusting up or down to restore proper clear-
ances while the door remains hanging.

High-Performance Demands
Service life is always an important consideration for specify-
ing gasketing and door hardware that will reduce costs by 
meeting the tests of time. Specifying neoprene or silicone, for 
example, will typically yield better long-term performance 
than can be expected from vinyl seals. 
Gasketing systems and door assemblies rated for smoke, fire, 
acoustical control and/or, most recently, energy efficiency 
demand and deserve full attention across the spectrum from 
designers and specifiers to installers and their supervisors. 
When faulty installation compromises tested ratings, re-
pairing or replacing gasketing and other door hardware to 
restore ratings after installation can be very expensive for all 
parties. Specifying proactively to minimize possibilities for 
costly installation mistakes is the smart thing to do.
As building industry professionals, we should also recognize 
the benefits to applying the same "standard of care" to every 
door opening we specify and supply, rated or not. Delivering 
on-site what we promise on paper, and getting it right the 
first time, saves everyone time and money, and helps keep 
our customers happy. It is the professional thing to do.  

JERRY HEID, AHC, is Allegion's national sales man-
ager for the Zero International brand. Heid has 
served as an instructor for both local chapters and 
national schools of DHI and is currently serving a 
three-year term on the organization's Board of 
Governors. He is a frequent speaker on acoustical 
control and building code solutions at DHI and AIA 
regional meetings. 

Service life is always an 
important consideration for 
specifying gasketing and door 
hardware that will reduce costs 
by meeting the tests of time.
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Credential and Certifi cation 
Program Update
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L E V E L  T H R E E
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Technical 
Competence

L E V E L  O N E
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Other Experience 
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What has precipitated this most significant change to DHI’s certification program in 
decades, if not ever? It is unquestionably the changing dynamics of our industry and the 
evolving needs of our members who work in this market, combined with certain shifting 
roles within the distribution channel. We learned this from our members during our recent 
research activities, formal surveys, informal communications, and personal meetings. 
There was consistent, critical commentary as to why we need to improve our program:

 § It takes entirely too long to earn recognition;  
it’s an AHC/CDC/EHC credential or nothing

 § It is far too expensive; the prerequisite education 
requirements are just a money grab

 § The system does not recognize experience or 
education learned from other than DHI classes

 § It is not relevant to today’s distribution channel roles; 
i.e., specification writing

 § The testing methods are antiquated; i.e., hand written 
schedules and specifications

 § Education to earn credentials needs to be more 
available remotely (online) and locally (chapters)

This member feedback made it clear several fundamental 
changes to our education and certification programs were 
necessary. They included: 

 § Advanced certifications that focused curriculum in three 
specific areas of knowledge:

• complete openings expertise

• specification writing expertise

• access control systems expertise

 § New certifications that recognize basic, intermediate and 
advanced levels of knowledge

 § Computer-based testing to enhance the user experience

 § Make all of these changes without damaging the 
strong reputation and trust associated with DHI’s legacy 
credentials (AHC, CDC, EHC) in the marketplace. 

Members also wanted to see several changes in how DHI 
delivered education. These included:

 § A more integrated curriculum where doors, frames, 
hardware and building codes are applied in the classroom 
to better simulate real world activities

 § A more flexible delivery of training through the use 
of video and internet technologies to supplement 
classroom activities

 § A simpler, enrollment-based road map for gaining 
the knowledge necessary to pass the appropriate 
certification exams

To better understand where we are going with our new 
program, we need to recognize how we got to where we are 
today, as well as how our legacy certifications—AHC, CDC 
and EHC—will evolve along with this updated and enhanced 
certification program.

Credential and 
Certification 
Program Update
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First let us confirm, in no uncertain terms, that the legacy 
certifications will remain in full effect and we will continue to 
advocate their corresponding marks of technical expertise to our 
industry stakeholders, the design community, end users, and the 
Authorities Having Jurisdiction, alongside of the new credentials 
and certifications we are introducing. The funding to increase our 
advocacy efforts is also now in place.

The first step in the process of developing these new credentials 
and certifications was the creation by the DHI Certification 
Council, and approved by the DHI Board of Governors, of a set 
of “Guiding Principles” that drove the efforts of the Certification 
Council. The very first guiding principle is “we will do nothing to 
damage the extensive brand equity of the existing credentials or to 
the members who have already earned them.”

The legacy certifications are long standing and well recognized 
not just within our industry but by our industry stakeholders as 
well. This brand equity has evolved over a considerable period of 
time; 75 years for the AHC, 35 years for the CDC, and 10 years for 
the EHC certifications. These legacy credentials will continue to 
be offered until the new certification program is fully rolled out 
to the industry. We will then determine a reasonable sunsetting 
period, perhaps two to three years, to provide plenty of time 
for students in the pipeline to complete their AHC testing. More 
importantly, we will continue to advocate the expertise of these 
legacy certification holders until the very last one has retired!

In 1940, the American Society of Architectural Hardware 
Consultants (ASAHC) was formed to establish definitive standards 
of experience and knowledge of the relationship between 
architecture and hardware. The AHC credential was born, and 
for nearly 40 years the education and testing to receive this 
certification focused primarily on just hardware, as doors were 
generally supplied through a separate distribution channel and 
electrified hardware and electronic access control was still a 
vision of the future. Since 1940, thousands of individuals in our 
industry were awarded this certification, and today there are 
approximately 1,200 holders of the AHC certification.

In the late 70s and early 80s, the “total opening concept” was 
gaining traction and the distribution of wood and steel doors 
began to shift, meaning most AHCs also were specifying and/
or selling doors in addition to hardware. The CDC certification 
was created in 1980 and candidates were educated and 
tested on advanced product applications of swinging doors, 
including various specialty doors. The initial response to this 
new certification showed great promise, however, the majority 
of CDC certifications have been awarded to AHC holders. Today, 
the number of CDCs is less than 10 percent of the total certified 
membership. There are less than two dozen individuals who 
hold only the CDC certification, meaning more than 80 percent 
of CDCs also hold another certification, most being AHCs.

As electrified hardware evolved and our industry became more 
involved with those products and electronic access control 
(EAC) systems, DHI’s educational program expanded to fill this 
need and the Electrified Hardware Consultant (EHC) certification 
was launched in 2005. Again, initial interest was promising, 
but unfortunately the rapidly changing pace of the technology 
of these products meant maintaining currency and relevancy 
of our curriculum and the corresponding consultant exam 
a nearly impossible task. DHI fell behind this curve and the 
program stagnated. Currently only a couple dozen individuals 
hold this certification, with only a handful holding just the 
EHC credential; as again, most also hold the AHC credential. 
This program was intended to recognize an individual as 
a “specialist” in electrified hardware and interfacing with 
electronic access control products and systems. That specialty is 
still important today and we feel it is still worthy of a specialist 
certification. 

We will do nothing to damage the extensive  
brand equity of our existing credentials.  
We are committed to preserving their value to  
our members who have already earned them.
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The primary impetus behind updating our certification 
program was the realization that these legacy credentials 
were not truly meeting the needs of today’s market. One 
particular point was that the AHC credential represents not 
just the ability to detail and schedule advanced product 
applications, and manage complex building projects, but to 
also write the CSI three-part hardware specification for the 
project as well. The reality of today’s market is that there is 
a greater need for individuals in our industry with product 
application and code knowledge, along with detailing and 
scheduling skills, than there is for those with the ability to 
write a specification. Therefore one of the most significant 
differences between the legacy and new certifications is the 
separation of the project management/technical knowledge 
and skills and the specification writing skills into two 
separate credentials.

Next, the separation of the knowledge base between hardware 
and doors required to operate in today’s world is very narrow, 
if at all. Likewise, the day to day of doors and hardware now 
includes significant exposure to more electrified hardware 
and EAC systems. The new credentials address this issue by 
including all of these products in the new curriculum and 
exams. Therefore, the eventual holder of these new credentials 
will have been tested to a more well-rounded level of technical 
expertise than any of the individual legacy credentials. To 
demonstrate the same level of knowledge under the new 
program, current certification holders will need to have earned 
all three of the legacy credentials. 

The last significant driver of the certification program  
change is that our legacy program was an “all or nothing” 
recognition of technical expertise. It was an AHC, CDC, EHC, or 
no credential. A fitting analogy is that we offered only a Ph.D.-
level degree in our school. Our new program is multi-tiered with 
opportunities to earn credentials and certifications at various 
stages of your education path and career, similar to an Associate, 
Bachelor, and Master degrees.

It is important to note that the Certification Council recently 
changed the award criteria for all credentials and certifications 
to be only the successful completion of the corresponding 
exam. While we believe most certification candidates will take 
most of the recommended DHI courses to adequately prepare 
for the credential exam, we must also recognize a student’s 
knowledge may be gained by other than DHI sources, including 
manufacturer classes, the student’s employer, from mentors, and 
on-the-job training.

Lastly, a most important initiative we are undertaking is to 
modernize our certification testing process so it better reflects an 
individual’s technical competency and not a physical endurance 
test. Along the way we will enhance the entire certification testing 
experience while realizing efficiencies and improving response time 
in grading these exams to provide the student more rapid results. We 
will also address the issue of the subjective nature of some technical 
details we test; not everything is black and white and there can be 
considerable gray in the area of product applications, which can 
lead to inconsistency in examination grading as well. And we will 
begin this modernization process with the legacy credential exams 
highlighting our commitment to continued investment in them.

To summarize how we have addressed the significant concerns of our members:
 § It takes entirely too long to earn recognition; it’s an 

AHC/CDC/EHC credential or nothing…new three-
tiered credential and certification program geared 
to earn recognition at several mileposts, from the 
beginning of and throughout your career

 § It is far too expensive; the prerequisite education 
requirements are just a money grab…prerequisites 
have been removed so you can take any or all of the 
classes you feel you are prepared to pass, or if you have 
extensive experience, simply take an exam to earn a 
credential or certification

 § The system does not recognize experience or 
education learned from other than DHI classes…while 
we believe DHI is your best source for the most relevant 
education, other opportunities do exist, so you can just 
take an exam to earn a credential or certification

 § It is not relevant to today’s distribution channel 
roles; i.e., specification writing…the new credentials 
recognize these changing roles with specialist 
certifications

 § The testing methods are antiquated; i.e., hand 
written schedules and specifications…examinations 
for both the legacy and the new credentials and 
certifications are evolving to real world tests of technical 
expertise and will be conducted and administered in a 
technologically advanced fashion with quicker results 
available

 § Education to earn credentials needs to be more 
available remotely (online) and locally…curriculum 
development to support the credentials and 
certifications will be driven to be available both online 
and locally whenever possible
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By Jill Gile, CSI, CDT

Following is an overview of the 
three tiers of the new program; 
the various new credentials and 
certifications and the level of 
technical competence they represent; 
their respective award criteria; and 
the recommended DHI educational 
courses to prepare for the exam.

Over the past year much work has taken place to build the new 
certification and supportive educational programs to address the 
concerns and meet the long-term needs of our members. In 2017, we 
will begin this new age at DHI as version 1.0 of the new program, and 
the supporting education will be launched. Your input was the impetus 
for launching this new vision and your participation and feedback will 
be instrumental to refining and improving our results after the initial 
launch with versions 2.0 and beyond. Together we will build a best-in-
class educational environment with credentials and certifications that 
recognize growing expertise at every level of achievement. In doing so 
we will be better positioned to attract and retain the next generation 
of knowledge workers within our industry and develop them into Door 
Security and Safety Professionals.

We are making these efforts our highest 
priority and committing the necessary 
resources to complete each stage as 
quickly as possible. We will release 
segments as completed to enable you  
to embrace this new direction soon. 

DHIA Diploma Program Q3-2016

DHT Credential Exam Q4-2016

DHT New Integrated Curriculum Q2-2017

DHC & DHSC Certification Exams Q2-2017

DHC & DHSC New Integrated Curriculum Q4-2017

ACSC Certification Exam Q4-2017

ACSC New Curriculum Q2-2018

AHC to DHC or DHSC Bridge Exam Q2-2017

So there you have it…our commitment to evolve into a relevant, cutting-edge credential program designed to meet the 
needs of our industry. The challenge is the amount of work necessary, by both staff and numerous volunteers, to reach 
the finish line in a timely manner. An estimated timeline of launch dates is:
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Question & Answer Summary
New Credential and Certification Program

What is happening to the AHC Certificate  
under the new program? 
The AHC certification was born in 1940 and over the years 
has come to represent the highest level of expertise and 
professionalism in the door industry. In fact, many architects  
and general contractors refer to their AHC as their “door guy.” 
DHI is fully committed to protecting this reputation even as we 
launch an exciting new educational and certification program  
for our members. DHI will continue to offer the AHC exam 
until the new Certification Program is in place and the new 
certifications are available. After this date, we will continue to 
promote the AHC credential as the legacy credential to the 
new DHC and DHSC credentials, thereby preserving its strong 
marketplace reputation.

What are the new top level certifications  
that will be offered? 
The Door Hardware Consultant (DHC) is the certification DHI will 
market as the total opening expert with a concentration in the 
integration of doors, frames and hardware. The Door Hardware 
Specifications Consultant (DHSC) is the certification DHI will 
market as a total openings professional with a concentration 
in specification writing. The Access Control Systems Consultant 
(ACSC) is the certification DHI will market as the total openings 
professional with a concentration in access control systems.  

If I am an existing AHC can I keep my credential? 
Yes. If you are an existing AHC you can keep using your existing 
credential forever on the same basis you currently do. DHI will 
also continue to promote the AHC credential forever in the 
marketplace to preserve its long-standing reputation. 

If I am an AHC  
can I transition my  
credential to the DHC?
Yes, by passing a bridge exam, 
you can transition your credential 
to the DHC. This bridge exam will be solely a test of the 
difference in the knowledge or skills required for the DHC 
and the current AHC certification. It will not to be a re-test of 
previously demonstrated knowledge or skill to obtain your AHC. 
All new DHC certifications going forward are subject to CEP 
requirements. This is a voluntary decision because you can also 
choose to keep your existing AHC credential. 

If I am currently studying for my AHC exam,  
can I continue to do so? 
Yes, the current AHC certification will continue to be offered until 
the new certification program is fully rolled out to the industry. 
At that time a sunsetting period of two to three years will be 
established to provide plenty of time to complete AHC testing if 
you choose not to transition to DHC certification.      

Why is DHI re-branding the AHC credential  
with the DHC, DHSC and ACSC credentials? 
Survey results indicated that DHI’s educational offerings and 
certifications needed to focus on three areas: (1) total opening 
expertise, (2) specification writing expertise, and (3) access 
control system expertise. In doing so, the decision was made 
to re-brand the credentials so that the credential name better 
reflected the services provided by our certified members. For 
example, Architectural Hardware Consultant is less descriptive 
of the service provided by our AHC members than is Door and 
Hardware Consultant.

Q&A
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We have developed an animated video that provides a fun but thorough explanation of the five new 
credentials, including the technical competence they represent, what applicants need to learn to qualify, 
recommended DHI courses to qualify, award criteria, and estimated time for completion. There's also a 
brochure and poster available for download that provides more details on the changes.

Still Need More Information on  
Our Certification Changes?

Check out 
www.dhi.org/certificationupdate  

to view the video, or download  
the brochure and poster.  

If you have questions,  
email education@dhi.org.
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The best way to prove we are no longer 
your dad’s DHI is to deliver a completely 
new and completely unexpected DHI 
main event at conNextions 2016. The 
reviews are in, and we did just that! 
The Thursday morning main event—
Celebrating Our Industry – Dedicated to 
You! provided a chance for conNextions 
attendees to hear first-hand how DHI is 
evolving to better meet your needs. 

With DHI CEO Jerry Heppes Sr., CAE, and 
Emmy-winning TV personality Lauren 
Rowe leading the way, the presentation 
mixed testimonials, videos, animation 
and taped interviews that combined to 
explain and highlight the important role 
of door security and safety professionals 
in the protection of life safety, as well as 
DHI’s new education and certification 
initiatives. 

Video interviews were included from 
Mark Berger, President of Securitech 
Group, Inc. and a member of DHI’s Board 
of Governors; Tim Taylor, Director of 
Specifications at Gensler; Jason Gehrs, 
AHC, FDHI, FDAI, CFDI, Branch Manager 
for Walsh Doors and Hardware; and Kristi 

Scott, AHC, of McGregor & Thompson 
Hardware, Ltd., and a member of DHI’s 
Board of Governors.

Berger, a resident of New York, discussed 
Sept. 11, 2001, and how the door and 
hardware industry can be credited for 
saving thousands of lives. He pointed 
out that 98.6 percent of the World Trade 
Center tower occupants below the point 
of impact were evacuated safely in little 
more than an hour.

“That’s why what we do is so important. 
Every piece of hardware we specify, 
every door we install, can be the portal 
between life and death,” he said.

Taylor said that the expertise of DHI 
members is essential in protecting public 
health and safety.

“The expertise in the door and hardware 
industry is like no other in the world,” he 
said.

Gehrs emphasized that door security 
and safety professionals should be proud 
of their industry and always strive to 
raise the level of professionalism in the 

industry. “We add value with our knowl-
edge and ability by helping to educate 
contractors and building inspectors,” he 
said. “We should be proud of ourselves 
and what we do – it takes knowledge, 
training and time.”

Heppes outlined how the new DHI ini-
tiatives came about after major research 
projects conducted in 2013 and 2014 
demanded that the organization evolve 
to meet member needs.

“We needed to evolve and you demand-
ed that we evolve,” Heppes said. “Change 
can be difficult but it’s the right thing to 
do. We had to make our education more 
available, affordable, and user- friendly.”

Heppes said that members of DHI’s 
Education and Certification Councils did 
the “heavy lifting” in beginning to devel-
op new programs.

To explain the changes to the credential 
and certification program, DHI put to-
gether an animated video to explain the 
five new certifications, while emphasiz-
ing that the legacy certifications—AHC, 
CDC, EHC and AOC—will remain in effect.

THE MAIN EVENT: CELEBRATING OUR INDUSTRY – 

DHI members can view a  

video of the conNextions main 

event and get more information 

on the changes to the credential 

and certification program at  

www.dhi.org/certificationupdate.

2016
Dedicated to You!
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As part of the presentation, Education 
Council Chair Mark Lineberger 
and Certification Council Chair Rex 
Newcomer explained more details about 
the changes.

Newcomer said the new three-tiered cer-
tification program is geared to everyone 
who works in the industry, from begin-
ners with a basic technical understand-
ing; to those with intermediate level tech-
nical competence; to industry veterans 
with advanced technical expertise.

“We don’t want to forget about those 
of us who have been in the industry 
for decades,” Newcomer said. “This is a 
thoughtful approach to transition from 
the existing program to the new creden-
tials that in no way degrades what they 
have accomplished or their recognition 
throughout the industry.”

“For those with a degree of expertise, it’s 
comforting to know they can enter the 

new educational pipeline at whatever 
level they are prepared with, since we 
have separated education from certifica-
tion. For those who feel they have all of 
the knowledge to quality for certification, 
we will offer a prep class to get you ready 
for the test – appropriate to your level of 
knowledge,” he said.

“When we roll out the new education 
program, people will recognize that it’s 
not just geared to achieve a certification, 
but materials are structured in such a way 
can be used as a refresher or ongoing 
reference library.”

Heppes added, “We really needed to 
address the lack of flexibility in the 
old program; we heard loud and clear; 
experienced people felt disenfranchised; 
they couldn’t take education because we 
forced them to  go thru a certain journey 
to become certified. People need lifelong 
learning throughout their full career, but 

we hadn’t built the courses and delivered 
them in a variety of ways so that we can 
be part of their full career. I think we’ve 
done it right this time.”

Another area that was addressed was the 
affordability of education program. “We 
recognized that the learning curve in this 
industry can be pretty intimidating and 
very expensive,” Lineberger said. “We 
worked hard in early stages to make the 
orientation and DHIA (level one) program 
engage people in the heart and realize 
why they should be passionate about this 
industry and work their way through the 
learning curve.”

“One of the tenants of all of the decisions 
is that we never wanted to do anything 
that was going to hurt our existing 
credentials – at no point was there a 
thought to eliminate legacy credentials. 
This is a layered approach that serves all 
industry members.” 

Lauren Rowe DHI President Bob Maas (left) speaks with members.

Jerry Heid, AHC, a member of DHI’s Board of Governors, center,  
and DHI President-Elect Mike Gibson, CPL, right.DHI CEO Jerry Heppes Sr., CAE
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ATTENDEES & EXHIBITORS
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DHI conNextions 2016 provided something for everyone—young, old and in-between, industry newbies, veterans and those in 
mid-career; top-flight, engaging speakers; an update on all things DHI; and much more! If you weren’t able to join us in Orlando, 
the next few pages will provide a glimpse of what you missed. If you did join us in Orlando, enjoy these photos from the show.

We want to thank our exhibitors, sponsors and attendees for their participation and support. Don’t forget to save the date for 
conNextions 2017, May 10-12, 2017, in Phoenix!
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EDUCATION &  
INNOVATION SESSIONS

Carrie Ciliberto, Esq., ConsensusDocs LLC

Tom Dill, Masonite Architectural
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Michael Brunner, Brunner & Associates, Inc.

Mark Berger, Securitech Group

Kristin Bigda, P.E., NFPAJeff Havens

Covering a wide range of topics, the Education and Innovation Sessions sessions were designed to help attendees both grow their 
business and learn the finer details of technical issues affecting the industry. Expert presenters guided attendees through topics 
ranging from new green requirements to the increasing use of BIM in the industry. On the managerial side, there were presenta-
tions on surety bonds and improving cash flow, as well as negotiating pay-if-paid clauses and trends in workforce management. 
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NEXT 
GENERATION 
INDUSTRY 
LEADERS

New to DHI conNextions this year was the introduction of DHI LEAD Academy. This training and development is designed for our 
members’ frontline supervisors, managers and young leaders as a way to create a more engaged workforce and improve overall 
business performance. 

Using hands-on activities resulting in highly extensive and 
in-depth training, DHI LEAD Academy delivers the fundamen-
tals to improve upon managers’ Leadership, Engagement, 
Accountability and Development.  Two of the training’s 10 
modules—From Peer, to Manager, to Leader and Leading People 
Differently—were presented at conNextions. For more infor-
mation on DHI LEAD Academy, contact jwalter@dhi.org.

The Steering Committee of next generation industry 
leaders met face-to-face for the first time in Orlando. 
This group was created to assist DHI in building an 
online community for succeeding generations of 
door security and safety professionals, as well as a 
resource for future projects.

DHI LEAD ACADEMY
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DOOR SECURITY & SAFETY FOUNDATION 
KEYNOTE LUNCH OUTLINES  
NEW ADVOCACY CAMPAIGN

DHI CEO Jerry Heppes Sr., CAE, and 
Foundation President John Manes, DAHC/
EHC, FDAI

conNextions 2016 wrapped things 
up on May 6 with the Door Security 
& Safety Foundation (DSSF) Keynote 
Lunch. Foundation President John 
Manes, DAHC/EHC, FDHI, and CEO Jerry 
Heppes Sr., CAE, outlined a public rela-
tions campaign to be launched by DSSF 
this year, “Opening the Door to Student 
Safety,” designed to position DSSF as an 
authority and a leading resource on the 
subject of temporary door locking or 
“barricade” devices in schools. The cam-
paign will combine video, white papers, 
social media, email and press releases.

Heppes said the campaign will be creat-
ed as an “umbrella” for communications 

to respond to this highly emotional 
issue. The campaign will outline the 
unintended consequences and dangers 
of unproven devices, and how they do 
not meet proven life safety codes and 
standards and security best practices. 
The primary target audience will be 
K-12 school administrators and board 
officials, as well as national PTO/PTA 
organizations.

“We know the unintended consequenc-
es of the use of these devices,” Heppes 
said. “It’s a difficult story to explain, but 
it’s a battle that has to be launched and 
we’re the right industry to launch it.”

Heppes said the Foundation has ap-
proved $85,000 in seed money to launch 
the campaign.

“It will take more than that going for-
ward; we will need support at the local 
level,” he said.

The Foundation has ramped up its 
education, awareness and advocacy ef-
forts this year to continue its mission to 
promote secure and safe openings that 
enhance life safety. For more informa-
tion on the Foundation’s work, go to  
doorsecuritysafety.org or email  
info@doorsecuritysafety.org.
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Meet Us in Phoenix
Be a part of DHI conNextions in 2017.
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By Lori Greene, DAHC/CDC, FDAI, FDHI, CCPR

The Centers for Medicare and 
Medicaid Services (CMS) is a federal 
agency responsible for the administra-
tion of Medicare, Medicaid, and other 
programs for health care facilities.  
The Joint Commission and other CMS-
approved accrediting organizations 
accredit and certify these facilities 
to ensure compliance with required 
codes and standards.  When evalu-
ating the life safety of a health care 
facility, NFPA 101 – The Life Safety Code 
is used.
In 2003, CMS adopted the 2000 edition 
of NFPA 101, and this edition has been 
used for surveying health care facili-
ties in the years since its adoption.  In 
April of 2014, CMS proposed the adop-
tion of an updated version of NFPA 
101 – the 2012 edition.  There were 
many important changes between the 
2000 and 2012 editions, so the adop-
tion of the more current edition has 
been anxiously awaited.
On May 3, 2016, CMS published a final 
rule in the Federal Register, adopting 
the 2012 edition of NFPA 101.  The 
adoption of the 2012 edition goes into 

effect on July 5, 2016.  While I can’t 
begin to cover all of the important 
changes here, including those affect-
ing sprinklers, suites, travel distances, 
smoke control and many other topics, 
I wanted to point out a few of the 
door-related changes between the two 
editions.

Fire Door Inspections
One of the major changes is in regard 
to fire door inspections. The 2000 edi-
tion of NFPA 101 does not specifically 
mention annual inspections of fire 
door assemblies, and it references the 
1999 edition of NFPA 80 – Standard for 
Fire Doors and Fire Windows, which did 
not include inspection requirements.  
The annual inspection requirements 
were introduced in the 2007 edition 
of NFPA 80 – Standard for Fire Doors 
and Other Opening Protectives.  The 
2012 edition of NFPA 101 references 
the 2010 edition of NFPA 80, which 
requires fire door assemblies to be 
inspected annually, and includes a list 
of inspection criteria:

• Labels are present and legible.

• No holes or breaks in door or 
frame.

• Glazing and glass kit/glass beads 
are intact and securely fastened.

• Door, frame, and hardware are in 
proper working order.

• No missing or broken parts.
• Door clearances are within allow-

able limits.
• Door closer/spring hinges are op-

erational and door is self-closing.
• Coordinator ensures that door 

leaves close in proper sequence 
(pairs only).

• Door is self-latching in the closed 
position.

• Opening is not equipped with 
auxiliary hardware items which 
interfere with operation.

• No field modifications have been 
performed that void the label.

• Gasketing and edge seals, where 
required, are present, continuous, 
and of the proper type for a fire 
door.

Illustration © iStock | tarras79

CHANGES TO THE  
LIFE SAFETY CODE  
FOR HEALTH CARE OCCUPANCIES
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• Signage on door covers less 
than 5% of door face and is 
not attached with mechanical 
fasteners.

Many health care facilities have 
already begun the process of having 
their fire door assemblies inspected, to 
ensure that they are code-compliant.  
If any deficiencies are found during 
these inspections, NFPA 80 states 
that they must be repaired “without 
delay.” The 2012 edition of NFPA 101 
also addresses inspections of egress 
doors in certain occupancy types – 
Assembly, Educational, Day Care, 
and Residential Board and Care.  If a 
health care campus includes any of 
these occupancy types, certain egress 
doors must be inspected annually in 
addition to fire door inspections.

Electrified Hardware
There are several changes between 
the two editions which are related to 
electrified hardware.  The 2000 edition 
of NFPA 101 includes two sections 
addressing electrified hardware – 
7.2.1.6.1 – Delayed Egress Locks, and 
7.2.1.6.2 – Access Controlled Egress Doors.  
These sections have not undergone 
major changes, but both now include a 
requirement for emergency lighting.
In addition to these two existing 
sections, Chapter 7 of the 2012 edition 
of NFPA 101 includes sections 7.2.1.5.6 
– Electrically Controlled Egress Door 
Assemblies and 7.2.1.6.3 – Elevator Lobby 
Exit Access Door Assemblies Locking.  
New sections specific to health care 
facilities have been added to Chapters 
18 (new) and 19 (existing) – sections 
18.2.2.2.5 and 19.2.2.2.5.  These sections 
allow egress doors in certain types of 
health care units to be locked in the 
direction of egress using an appli-
cation that is now commonly called 
“controlled egress.”
Here’s a quick run-down of these 
added sections:

7.2.1.5.6 – Electrically Controlled 
Egress Door Assemblies:  
There are now two sections in the 
model codes that are typically used 
to address doors equipped with 
electromagnetic locks.  The original 
section was Access Controlled Egress 
Doors, which requires the doors to be 
unlocked by a motion sensor detect-
ing an approaching occupant and a 
marked push-button which unlocks 
the door for 30 seconds, independent 
of the access control system.  The locks 
must also be released automatically 
for free egress during a fire alarm or 
power failure.
The new section, Electrically Controlled 
Egress Door Assemblies, was introduced 
in the 2009 edition of NFPA 101, and 
is typically applied to doors with elec-
tromagnetic locks that are released by 

door-mounted hardware.  The section 
does not limit the type of lock to an 
electromagnetic lock, but that is the 
most common application.  The lock is 
released by hardware mounted on the 
door – for example, panic hardware or 
a lever handle with a request-to-exit 
(RX or REX) switch or a bar with an 
electronic touch sensor.  Operation 
of the door-mounted hardware must 
directly interrupt power to the lock 
and unlock the door in the direction 
of egress.  The lock must also release 
upon loss of power to the door-mount-
ed releasing hardware, but unlike an 
electromagnetic lock released by a sen-
sor, this section does not require the 
lock to unlock upon actuation of the 
fire alarm system.  The 2012 edition of 
NFPA 101 requires new installations 
of these systems to be listed in accor-
dance with ANSI/UL 294, Standard 
for Access Control System Units.

7.2.1.6.3 – Elevator Lobby Exit 
Access Door Assemblies Locking:  
This section gives facilities the option 
of locking the door between an eleva-
tor lobby and a tenant space, if certain 
criteria are met.  These doors would 
prevent egress from the elevator 
lobby through the tenant space under 
normal conditions, but would allow 
building occupants to exit the elevator 
lobby through the tenant space during 
an emergency.  This application is 
allowed by Chapters 18 and 19 of the 
2012 edition of NFPA 101.
When this type of locking system is 
allowed by the applicable occupancy 
chapter and the building is protected 
throughout by fire alarm and sprinkler 
systems as well as a smoke detection 
system in the elevator lobby, the door 
is equipped with a fail-safe lockset that 
unlocks upon initiation of these sys-
tems (by other than manual fire alarm 
boxes).  The door must also unlock 
upon loss of power to the electronic 
locking system, and once unlocked, 

Images courtesy of Lori Greene
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18.2.2.2.5 / 19.2.2.2.5 – Controlled 
Egress Locks:
The addition of requirements for 
controlled egress locks, first intro-
duced in the 2009 edition of NFPA 101, 
give health care facilities the ability to 
secure certain types of units within 
their facilities to help prevent “elope-
ment” and abduction of patients.  This 
application is allowed by NFPA 101 
where the clinical needs of patients 
require specialized security or pro-
tective measures. Annex A lists the 
following as examples of areas where 
this type of locking may be justified:  
psychiatric units, Alzheimer units, 
dementia units, forensic and detention 
units, pediatric and maternity units, 
and emergency departments.
When controlled egress locks are used, 
staff must have the ability to readily 
unlock doors at all times.  The locked 
unit must be equipped throughout 
with a smoke detection system, or 
there must be a constantly-attend-
ed location within the locked space 
from which the doors can be remote-
ly unlocked.  The building must be 
protected throughout by an automatic 
sprinkler system.

Fail-safe electrified locks must be 
used, so loss of power to the lock will 
unlock the door. The locks are also 
released upon activation of the smoke 
detection system, and by waterflow 
in the sprinkler system.  Locks must 

be able to be unlocked remotely from 
within the locked smoke compart-
ment, and staff must carry keys or 
other credentials needed to unlock the 
doors. Only one controlled egress lock 
is permitted on each door. Certain 

the door must remain unlocked until 
the fire alarm system has been manu-
ally reset.  If the door remains latched 
after unlocking, the door must be 
equipped with code-compliant hard-
ware to release the latch.
In addition, a two-way communi-
cation system must be provided in 
the elevator lobby, to allow commu-
nication between the elevator lobby 
and a constantly-staffed location.  
Staff members at the central control 
location must be capable, trained, and 
authorized to provide emergency as-
sistance to building occupants in the 
elevator lobby.  The locking system for 
the elevator lobby door must also be 
listed in accordance with UL 294.

© Shutterstock.com | Photographee.eu
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types of secure facilities may not be re-
quired to automatically unlock under 
all circumstances.

Other Changes
• Paragraph 7.2.1.5.2 was added in 

the 2012 edition, and allows the 
use of fire pins for less bottom rod 
(LBR) fire exit hardware or other 
hardware on fire door assemblies 
that becomes inoperable when 
exposed to elevated temperatures 
during a fire. Door hardware 
used on fire doors often con-
tains fusible links which render 
the hardware inoperable when 
exposed to heat, but this occurs 
when conditions in the vicinity of 
the door are untenable for human 
occupancy and the door opening 
is no longer required to provide a 
viable egress path.

• Paragraph 7.2.1.5.10.6 is also new 
to the 2012 edition, and allows 
two releasing operations for 
existing hardware if the oc-
cupant load is three people or 
less and the hardware does not 
require the two operations to 
be performed simultaneously.  
Most egress doors require one 
operation to release the latch(es) 
with the exception of residential 
dwelling units, but this change 
addresses existing locations in 
other occupancy types with a low 
occupant load where two opera-
tions are acceptable.

• Paragraphs 18.2.2.2.10.2 and 
19.2.2.2.10.2, specific to new and 
existing health care occupancies, 
allow the use of horizontal-sliding 
doors (without the breakaway 
feature) when there is an occupant 
load of less than 10. The sliding 
doors must serve an area with no 
high hazard contents and must 
be readily operable from either 
side with no special knowledge or 
effort. The force to open the door 
is limited to 30 lbf to set the door 
in motion, and 15 lbf to close the 
door or open the door to the min-
imum required width. If the door 
requires a fire rating, it must be 
self-closing or automatic-closing 

by smoke detection, and installed 
in accordance with NFPA 80. If 
installed in a location where cor-
ridor doors are required to latch, 
the sliding door must be equipped 
with a latch or other device that 
prevents it from rebounding into 
a partially-open position if closed 
forcefully.

• Paragraphs 18.3.6.3.12 and 
19.3.6.3.12 allow protection plates 
of any height on corridor doors in 
a health care occupancy.  In the 
2000 edition of NFPA 101, these 
plates were limited to 48 inches 
in height.  This section of NFPA 
101 addresses corridor doors that 
are not required to comply with 
NFPA 80 – typically patient-room 
doors.  The protection plates are 
not required to be labeled, and 
may be factory- or field-applied.  
For corridor doors that do require 
a fire rating, protection plates 
would be subject to the limitations 
of NFPA 80.  Paragraphs 18.3.7.6.1 

and 19.3.7.6.1 allow protection 
plates unlimited in height for 
smoke barrier doors; in the 2000 
edition of NFPA 101, these were 
limited to 48 inches high.

Conclusion
The adoption of the 2012 edition of 
NFPA 101 gives health care facilities 
more specific directives regarding 
the inspection and upkeep of fire 
door assemblies, as well as increased 
options for electrified locks. Because 
of the complex requirements of these 
applications, NFPA 101 and NFPA 
80 should be referenced for detailed 
information. The Authority Having 
Jurisdiction (AHJ) may also be consult-
ed for assistance. 

LORI GREENE, DAHC/
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.
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Summer Getaway Edition
By Mark J. Berger

Real Openings

I think just about everyone loves summer. From a 
manufacturer’s point of view, it’s always a little tricky 
scheduling production, as on any given week from 
the 4th of July until Labor Day we’ll invariably have 
some absences. The European practice of shutting 
down during August hasn’t quite made it across the 
Atlantic, so we have to always be creative to keep things 
humming.

Speaking of being creative, the solutions in the fol-
lowing photos seem to be at odds with the getaway 
concept. They’re just bad.

 BAD PARCEL AREA
The back of this relatively large store is a staging area. 
The garbage is visible inside a shelf unit (must be on 
wheels), and there are empty totes and boxes and 
boxes of new merchandise stacked up in front of an 
emergency exit clearly labeled with multiple signs on 
the door. If only one of the signs was an effective admo-
nition not to block the exit doors.

 BAD TOOL RENTAL AREA 
The yellow marked off area is not code for “Store rental 
tools here.” Yet one can barely make it to either of the 
doors without having to bypass a compressor or floor 
finisher. 

 BAD PLACE FOR A DOLLY
Think the dolly is the worst 

thing here? It pales in compar-
ison to the slide bolt into the 

floor. Shameful.
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BAD COUNTER LOCATION
I’ve sympathized with the difficulties 
inherent in urban locations, where each and 
every square inch rents for a small fortune. 
I’ve seen some very creative efforts to maxi-
mize the amount of product on display. But 
the exit doors should not be obstructed by 
counters. And making matters worse – the 
doors swing.

  BAD COAT RACK 
STORAGE
Can you imagine a crowd 
trying to navigate their way 
through these obstacles in 
the event of an emergency? 
And they roll, which makes 
them even more dangerous. 
There are two signs on the 
door. I can make out the top 
one which, says “Fire Door 
Keep Closed.” The lower sign 
seems to say “Fire Exit Keep 
Clear.” But I can’t be sure, as 
the word “Clear” is blocked by 
the coat rack.

  BAD LIGHT
Hundreds of light fixtures. 
Exposed wires. Blocked exits. 
That sure sounds like a recipe 
for disaster. If you somehow 
managed to make it to the 
exit doors, you’d discover the 
absence of an exit device and 
doors locked with a cylinder 
from the interior.

 BADLY STACKED PROVISIONS
Believe it or not, the boxes say “Carefree” on them. But 
this blocked exit is actually the same doors as the ones 
shown in “Bad Counter Location.” As if being blocked 
by the counters and swinging in wasn’t bad enough, 
the boxes with plastic cutlery, ketchup and other items 
pretty much make exiting impossible.
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The images shown here are 
not intended to reflect upon 
any specific manufacturer or 
products but are intended to 
help build awareness around 
the everyday code violations 
that occur in buildings over 
time, despite our members’ best 
efforts to provide solutions to 
secure the life safety and security 
of the building occupants.

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

 BAD CHAIR DISPLAY
While reasonable minds may 
differ whether the chair is 
worth $1,299 (and that’s about 
50 percent off retail), everyone 
can agree this was the worst 
location on the sales floor for 
this chair.

 BAD ABANDONED CART
Judging by the piece of paper taped to the side of the 
wicker basket, a customer has placed this item on hold. 
Smart retailers will offer to take items off your hands 
and return them to you when you are ready to check 
out. This frees the shopper to accumulate more bric-
a-brac to purchase.  Smarter retailers use closets or 
designated areas to store them, instead of blocking the 
emergency exit. 

 BAD NEWS
It’s never good news to discover a blocked exit door. I saw this one on a pilgrimage to 

my hometown. This used to be called a stationery store, with newspapers, toys, greeting 
cards, candy and of course the big money maker, cigarettes. The one thing I never saw 

anyone buy there was stationery. It has become very run down and here we see an exit 
door blocked by a newspaper stand, an ATM and umbrellas stored on the door closer arm. 

Zalkow Discount Souring is an international 
sales agency.  We provide American 
distributors with introductions to Asian 
factories. Customers buy directly from Asian 
factories at substantial savings.  We help with 
container cubing and less than container 
shipments, ocean freight, insurance and  
customs duties. We are unable to respond to 
Canadian inquiries until January 1, 2018.

u��Cylindrical locksets

u��Door closers

u��Panic/exit hardware

u��Grab bars

u��Commercial washroom accessories

Buying directly from Asia has never been easier.

Contact us at
Andy Zalkow
zalkowdiscountsourcing@outlook.com
602-540-6058 (cell)
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THE INVENTORY 
REDUCTION TRAP
During the Great Recession many 
distributors faced severely low cash 
positions. Seemingly, an implied 
consensus emerged among firms in 
the industry that running short of 
cash was not going to happen again. 
One result of this cash focus was 
a decade-long movement to lower 
inventory levels to free up cash. It is a 
movement that continues even now.
Programs that eliminated dead or 
redundant items to generate cash were 
highly successful initially. However, 
there has been an almost endless effort 
to keep reducing the inventory invest-
ment further. In too many instances 
the reductions have crimped service 
levels and probably resulted in lost 
sales.
This report will examine the nature of 
inventory reduction programs. It will 
do so from two distinct perspectives:

1. The Inventory/Sales Trade-off 
- An analysis of the break-even 
point for an inventory reduction 
that also results in a reduction in 
sales.

2. Inventory Reduction Guidelines - 
A discussion of the opportunities 
to reduce inventory without hav-
ing a negative impact on sales.

The Inventory/Sales Trade-off
Most inventory reduction programs 
are predicated on the assumption that 
reducing inventory will have a two-
pronged financial impact. First, the 
inventory reduction will be converted 
to cash to provide financial stability 
for the firm. Second, lowering inven-
tory will increase profits because the 

cost of carrying the inventory will be 
reduced. There is seldom any consid-
eration that the reduction in inventory 
could negatively impact sales.
Exhibit 1 examines the nature of the 
tradeoff between inventory and sales 
for the typical DHI member based 
upon the latest PROFIT Report. As can 
be seen in the first column of numbers, 
the firm generates $15.0 million in 
revenue, operates on a gross margin 
percentage of 30 percent of sales and 
produces a pre-tax profit of $300,000 or 
2 percent of revenue.
There is also a memo item for the total 
investment in inventory. In the case 
of the typical firm, this is $1.4 million. 
It is a substantial figure. The idea of 
reducing inventory is enticing.
To understand the impact on both 
inventory and sales it is necessary 
to break the firm’s expenses into 
three categories. These are Inventory 
Carrying Costs, variable expenses and 
fixed expenses.
The most important of these for ana-
lyzing inventory is the inventory car-
rying cost. The ICC is the cost of car-
rying inventory for a year. It includes 
interest, obsolescence, shrinkage and 
the like. It is typically estimated by in-
ventory specialists to be around 15.0% 
of the inventory investment each year. 
Using that figure, the ICC is $210,000.
Variable expenses are the costs that 
rise and fall right along with sales. The 
most important of these is commis-
sions. For purposes of the exhibit, vari-
able costs are assumed to be 5 percent 
of sales, or $750,000.

Fixed expenses are overhead expens-
es. They are the costs that must be 
covered each year regardless of sales 
volume. For ease of calculation, they 
represent all of the remaining expens-
es, or $3,240,000.
The second column of numbers 
examines the impact of a 10 percent 
reduction in inventory. That is a 
sizeable reduction and would require 
concerted effort on the part of the firm. 
Inventory is becomes $1,260,000 due to 
the 10 percent reduction. The ICC also 
falls by 10 percent and is now $189,000. 
Sales, gross margin and all of the 
other expense items remain the same. 
As a result, the entire reduction in the 
ICC goes to the bottom line.
The final column of numbers looks at 
how much sales would have to fall to 
offset the profit impact of the invento-
ry reduction. This simply means the 
sales decline necessary to return profit 
back to the original level of $300,000.
For the typical DHI member, the sales 
decline is only 0.6 percent. Sales, cost 
of goods sold, gross margin and vari-
able expenses all fall by this percent-
age, while fixed expenses stay con-
stant. As a result, profit falls back to 
its original level. The impact of even a 
modest decline in sales is pronounced.
The firm does continue to have its im-
proved cash position, of course, even 
if sales do fall. However, in the long 
term cash is produced by generating 
sales at a profit. The inventory reduc-
tion effort has somewhat stymied that 
effort. This suggests that inventory 
reduction programs should be ap-
proached with caution.

Profit Improvement Report

By Dr. Albert D. Bates
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Inventory Reduction Guidelines
Few analysts would argue with the idea that the inventory 
investment can be fine-tuned. Offsetting that is the almost 
universal desire of customers for distributors to actually 
increase their inventory investment.
The issue of what customers want from distributors has 
been researched extensively for more than four decades. 
Almost every research project reports the same top two 
desires of customers:

• Enhanced In-Stock Position—Customers continually 
argue that distributors are out of stock too often.

• Greater Depth of Assortment—Customers are also 
looking for the opportunity to engage in one-stop 
shopping.

Both of these approaches strongly suggest that distribu-
tors should carry more, not less, inventory. Reconciling 
this need with the desire to develop a strong cash position 
requires fine-tuning the inventory. Certainly, it cannot 
support the heavy-handed across the board cuts that are 
utilized too frequently. 
The real solution is two-fold. This involves eliminating 
redundancies and continual sales monitoring.
Redundancies—Most of the problems with dead invento-
ry can be attributed to redundant items. That is, there are 
slow-selling items that are basically duplicates of faster 
selling ones. In some industries the slow sellers are non 

sellers. There are large chunks of items that simply haven’t 
sold at all in the past six months or a year. These need to be 
eliminated, even if it means selling them below cost.
Sales Monitoring—In a fast-paced world items move 
through their life cycle with greater speed than ever before. 
Today’s great-selling item often becomes a good seller soon-
er all too quickly. Eventually it may be yet another problem 
item. Efforts need to be made to clear inventory as soon as 
the item is past its prime. If not, the entire excess inventory 
issue will arise again. Constant sales tracking is essential to 
this process.

Moving Forward
Firms face a continual challenge to maintain an adequate 
cash position, particularly as they increase their sales. 
However, efforts to increase cash by reducing inventory 
must be thought through carefully. Any inventory reduc-
tion program that reduces sales, or even diminishes sales 
growth, must be avoided. The trade-off is clearly in favor of 
sales over inventory. 

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

©2016 Profit Planning Group and the Distribution Performance Project. 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.

EXHIBIT 1: THE TRADE-OFF BETWEEN INVENTORY AND SALES FOR A TYPICAL DHI MEMBER

Income Statement Current Results 10.0%  Inventory 
Reduction

BEP  Sales Reduction

Net Sales $15,000,000 $15,000,000 $14,916,000
Cost of Goods Sold 10,500,000 10,500,000 10,441,200
Gross Margin 4,500,000 4,500,000 4,474,800
Expenses  

  Inventory Carrying Cost (15% of Inv.) 210,000 189,000 189,000
  Variable Expenses (5% of Sales) 750,000 750,000 745,800
  Fixed Expenses 3,240,000 3,240,000 3,240,000
Total Expenses 4,200,000 4,179,000 4,174,800
Profit Before Taxes $300,000 $321,000 $300,000

Inventory $1,400,000 $1,260,000

Sales Decrease to Break Even 0.6%

DOORS + HARDWARE      JULY 2016      57



Contributors Committed to Making a Difference

Thank You for Your Continued Support

www.doorsecuritysafety.org

Contributors

DIAMOND LEVEL
MANUFACTURER ($35,000+)

DISTRIBUTOR ($10,000+)

2015–2016 Contributors Listing as of March 24, 2016

PLATINUM LEVEL
DISTRIBUTOR ($5,000)
Akron Hardware
Allmar, Inc. 
Contract Hardware, Inc.
The Hallgren Company
Spalding Hardware Systems

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

DISTRIBUTOR ($2,500)
Boyle & Chase/Top Notch Distributors, Inc. 
Dallas Door and Supply Company
Door + Hardware Consultants, Inc.
H & G/Schultz Door
L.I.F. Industries, Long Island Fireproof Door 
Kelley Bros.
Negwer Materials, Inc.
RDL Supply
Security Lock Distributors 
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, Robert D.
Petersen, Tim, LEED AP 

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

DISTRIBUTOR ($1,000)
Architectural Door and Hardware of New York
Bunting Door and Hardware Co., Inc. 
Central Indiana Hardware 
Cleveland Vicon Company, Inc. 
Mills & Nebraska
Montgomery Hardware Company 
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
Dupuis, David R., AHC, FDAI, FDHI
Hummel, Chuck, FDHI

BRONZE LEVEL
MANUFACTURER ($2,500)
Comsense

DISTRIBUTOR ($500)
Architectural Sales, Division of Lensing  

Wholesale, Inc.
Builders Hardware and Specialty Company
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 Capital City Chapter 
DHI China Chapter
DHI Georgia 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
Architectural Control Systems, Inc. 
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
Butler Doors, Inc.
Deutscher & Daughter, Inc.
EHC Group, Inc. 
kdh Doors & Hardware, Inc. 
OKEE Industries, Inc.
Opening Solutions 

Opening Technologies, Inc.
TOAD, LLC 
Total Door Systems 
Valley Doors & Hardware, Inc. 
Washington Architectural Hardware Co.

SALES AGENCIES (up to $250)
Architectural Resources, Inc.
K.B.O. Sales 
Leon Specialty, Inc.
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. 
Frye, Laura, AHC, FDAI, CSI, CSS
Hansen, Steven G., AHC
Heineken, Leslie H., AHC 
Hilkert, Al
Hornyak, Stephen T., DAHC, FDAI,  

FDHI, CDT
Kalar, Robert, AHC
Langtry, Alfred L., AHC
Lecours, Roger, AHC/CDC
Li, JinLing
Liddell, Rick, FDHI 
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
Rivas, Frank, AHC, CT, CSI
Saltmarsh, David, FDAI
Sargent, David C., AHC 
Shiers, Richard 
Spargo, John F.  
Sylvester, David M., PSP
Vasquez, Justin
Wacik, Laura A., AHC, FDAI
Windfeldt, John M. 
Wood, Ronald E., AHC 

MANUFACTURER ($25,000+)



Contributors Committed to Making a Difference

Thank You for Your Continued Support

www.doorsecuritysafety.org

Contributors

DIAMOND LEVEL
MANUFACTURER ($35,000+)

DISTRIBUTOR ($10,000+)

2015–2016 Contributors Listing as of March 24, 2016

PLATINUM LEVEL
DISTRIBUTOR ($5,000)
Akron Hardware
Allmar, Inc. 
Contract Hardware, Inc.
The Hallgren Company
Spalding Hardware Systems

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

DISTRIBUTOR ($2,500)
Boyle & Chase/Top Notch Distributors, Inc. 
Dallas Door and Supply Company
Door + Hardware Consultants, Inc.
H & G/Schultz Door
L.I.F. Industries, Long Island Fireproof Door 
Kelley Bros.
Negwer Materials, Inc.
RDL Supply
Security Lock Distributors 
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, Robert D.
Petersen, Tim, LEED AP 

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

DISTRIBUTOR ($1,000)
Architectural Door and Hardware of New York
Bunting Door and Hardware Co., Inc. 
Central Indiana Hardware 
Cleveland Vicon Company, Inc. 
Mills & Nebraska
Montgomery Hardware Company 
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
Dupuis, David R., AHC, FDAI, FDHI
Hummel, Chuck, FDHI

BRONZE LEVEL
MANUFACTURER ($2,500)
Comsense

DISTRIBUTOR ($500)
Architectural Sales, Division of Lensing  

Wholesale, Inc.
Builders Hardware and Specialty Company
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 Capital City Chapter 
DHI China Chapter
DHI Georgia 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
Architectural Control Systems, Inc. 
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
Butler Doors, Inc.
Deutscher & Daughter, Inc.
EHC Group, Inc. 
kdh Doors & Hardware, Inc. 
OKEE Industries, Inc.
Opening Solutions 

Opening Technologies, Inc.
TOAD, LLC 
Total Door Systems 
Valley Doors & Hardware, Inc. 
Washington Architectural Hardware Co.

SALES AGENCIES (up to $250)
Architectural Resources, Inc.
K.B.O. Sales 
Leon Specialty, Inc.
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. 
Frye, Laura, AHC, FDAI, CSI, CSS
Hansen, Steven G., AHC
Heineken, Leslie H., AHC 
Hilkert, Al
Hornyak, Stephen T., DAHC, FDAI,  

FDHI, CDT
Kalar, Robert, AHC
Langtry, Alfred L., AHC
Lecours, Roger, AHC/CDC
Li, JinLing
Liddell, Rick, FDHI 
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
Rivas, Frank, AHC, CT, CSI
Saltmarsh, David, FDAI
Sargent, David C., AHC 
Shiers, Richard 
Spargo, John F.  
Sylvester, David M., PSP
Vasquez, Justin
Wacik, Laura A., AHC, FDAI
Windfeldt, John M. 
Wood, Ronald E., AHC 

MANUFACTURER ($25,000+)



How to Create Change in 
Your Company
By Alex Goldfayn

The Revenue 
Growth Habit

My work with clients creates dramatic revenue 
growth by making some basic organizational 
changes. But change can also be implementing 
new marketing, using a new CRM system, 
altering your hiring process or simply intro-
ducing new product lines. 
In all of these changes, we want managers and 
staff to do something new. The problem is most 
people don’t like doing new things. Change is 
uncomfortable. As a general rule, people are 
wired to resist change. 

In fact, you might hear the following resistance: 
“This is just another flavor of the month.” (Or, 
“This too shall pass!”)
“We don’t need to do this.”
“This won’t work for us.” 
“We’re good without this new stuff. Everything’s 
good.” 
In all of these, the main issue is fear: Fear of the 
unknown. Fear of having to learn something 
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new. Fear of working harder. Fear of working more. Fear of 
the implication that the status quo has not been enough. 
Fear of the discomfort this new work might cause. 
But the good news is we can overcome this resistance and 
implement organizational change effectively. This is how:
1. Change must come from the top. If it’s not important 

to the owner or the CEO, it’s not going to be important 
to the managers, or the frontline people. Change 
which starts in the middle levels of your company is 
nearly impossible to implement because it doesn’t have 
the energy of top leadership, nor the commitment of 
the staff. Staff must know that the important change is 
critical to leadership.

2. Accountability is required. In fact, there must be sys-
tems for accountability. Tools for planning and mea-
suring the new behaviors should be created and used. 
Further, managers’ feedback should be systematic 
and consistent. The new effort must be communicated 
and discussed actively—in meetings, on the phone, 
and also by e-mail. In fact, a regular flow of commu-
nication about the new imitative is one of the keys to 
implementing it successfully.

3. Long-term change must be focused on long-term. 
If you concentrate on it for two months, then your 
people will look away as soon as you do. Think of 
yourself as the personal trainer for this initiative, 
because corporate change is like a new exercise 
program. Many times, when people miss the first 
workout, the entire program ends. They simply don’t 
return. Diets are the same way. One bad meal, or 
weekend, often kills a diet. Don’t let one bad meal kill 
your company’s new initiative. Keep it in front of the 
staff, regularly and consistently, and for a long time.

4. Recognize the successes—publicly. Studies find 
that recognition among peers is a far more effective 
motivator than financial compensation. That is, one 
proactive company-wide compliment is more powerful 
encouragement than a $1,000 bonus or even a $10,000 
bonus. Why? 

 Because it’s public, and, it makes the recipient proud. 
It also allows peers to witness, and learn from, the 
person’s successes. And those same peers will now 
aspire to be recognized next. So we benefit from the 
psychology of people not wanting to miss out on the 
next opportunity for recognition. By publicly recog-
nizing one person’s success, you benefit from improved 
action throughout much of your organization.

 Finally, a steady stream of positivity flies around your 
company when you recognize success regularly. This 
is tremendously useful for behavior change. It makes 
people want to participate, which is far more effective 
than change which is demanded. 

5. Recognize those lagging behind—publicly. That’s 
right, along with complimenting proactively, don’t be 
afraid to call people out who are simply choosing not 
to participate. Of course, speak to them privately first, 
but if that doesn’t help, do it in a meeting or by email. 
The key is that this occurs in the same communica-
tion where you address the successful implementers. 
Usually being mentioned like this once is enough. 
People will do everything they can never to be in the 
“lagging” group again. 

Rolling out a new company-wide effort needs to come 
from the top; it must be accompanied by a system of 
accountability; it must be discussed long-term, and public 
recognition should be used to identify overachievers and 
underachievers. 

ALEX GOLDFAYN runs The Revenue Growth 
Consultancy, a consulting practice which grows 
companies and creates positive cultures by mari-
nating customer-facing staff in the glowing feed-
back of the customers. His latest book, The Revenue 
Growth Habit, was named the 2015 Sales Book of 
The Year by 800-CEO-Read. Email Alex directly at 
alex@evangelistmktg.com or visit  
www.alexgoldfayn.com for more information.  
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We’re here to help.

Don’t Stop Learning...
Your Future Hinges On It

INSTRUCTOR-LED, COMBINATION ONLINE AND FACE-TO-FACE

AHC215: Advanced Specifi cation Writing
Dates TBD.

Self-Paced Online Courses
Online – on your own time.

COR101: Fundamentals of Doors and Hardware
• The � rst step on the education path for those working in and with the door and hardware industry.

COR103: Understanding & Using Construction Documents
• Provides estimators, detailers, and project managers with the essential knowledge to sort through 

construction documents to � nd the information they need.

CE1401: Codes and Standards Update
• Walks you through the changes in the current editions of NFPA 80 (2013) and NFPA 101 (2012) that 
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By Danah Head

Imagine this: a beautiful Monday morning and you have 
come into work, a double hot extra shot mocha something 
fancy coffee in one hand, your cell phone in the other. 
Today will be awesome—new people have started, your 
company is growing, and there are puffy white clouds 
against a bright blue backdrop of sky for bonus points. As 
you say hello to the receptionist and explain that the big 
smile on your face is from a relaxing weekend, you round 
the corner to your office to see them.
Yes, them, the Millennials. Your HR department saw their 
bright shiny new resumes, their social-media-perfect hair, 
glamourous white smiles, and urban office chic clothes  
and thought: this is the ticket. Sigh. I know, I know. I have  
a few millennials in my household that I made myself, and 
I can tell you with certainty—I feel your pain. (P.S., no they 
won’t leave, but if you are hiring by the end of this article, 
email me).
The real reason you sighed and plunked your fancy coffee 
on the desk is that this is going to be hard work. These are 
actual new people. Fresh out of college; fresh with ideas 
and thoughts. These are the people who will ask questions 
you were never bold enough to ask. They will question all 
your decisions new and old, and then push the boundaries 
of your comfortable lines in the sand. They will want to 
work as teams, and have collaborations. These designer 
kids are here, in your office (or one near you), and they 
don’t understand what you have been through. 
So close your office door and learn a few things about 
Millennials. I have many friends with kids who are my 
children’s ages (early twenties). We all raised our kids 
differently, and after having five kids and staying home to 
raise them while I finished school on one tiny income; I can 
promise you my Millennials were not raised to be entitled, 
and I promise I never had time to hover-parent ever (there 
were five!), but for some reason they are still quite entitled. 
I am baffled by this fact as much as you are. So I have done 
some digging to try to help relieve your pain.

Who Are They?
A millennial is defined as someone aged 18-34. Yes, 34. This 
group of adults is the product of different social norms 
while growing up. Think 30-minute-and-fixed television. 
Think participation trophies. Think a graduation for every 

grade (that one drives me insane; I could write a whole 
litany of articles on that subject alone). I even recently 
discovered the “prom-proposal.” I told my girls that any 
boys who do that are to be dumped immediately for being 
too dumb to see that they and my girls deserve to leave 
something to the future like a real proposal. I digress, but I 
hope you see my point. 

Loyalty and Flexibility
Millennials grew up with choices and flexibility—3,000 
television channels, the internet, cell phones, instant grati-
fication. Which means they have no issue finding a new job 
on the millions of job sites on the internet if yours doesn’t 
“fit.” Loyalty means something entirely different to them 
than it does to you. This process will take some creativity, 
polls, and constant morphing to keep your Millennials 
from sucking you dry. No company can afford to train new 
people every year. However, don’t be discouraged.
The real issue is that you as a manager are going to have to 
deal with this generation just as the generation before dealt 
with you. Yes, you. You were of an earlier generation; you 
were new and fresh and ready. You had ideas and thoughts 
too. You may feel you were more respectful to the process 
of business than these Millennials are, but surprisingly you 
are not entirely right. 
CNN ran a story on the grittiness of Millennials and found 
in a study of Dutch college students that suggested that 
those entering university 30 years ago were, if anything, 
slightly less conscientious than those entering just a decade 
ago.¹ 
I will say nothing while you close your eyes and remember 
1986…heck 1976, 1966? What were the kids of that day do-
ing? Some were at Woodstock, some were worshiping punk 
rock and big hair, and some were wearing a great deal of 
polyester. But without these people (potentially even you) 
who ran in bold and bright and ready to change the world, 
where would we be today? 
Generation X was some scary innovative peeps. They all 
came up with the internet, cell phones, entrepreneurship, 
self-help, outside-of-the-box thinking, etc. I even saw an 
AARP commercial where they are urging older generations 
to change careers; not that Gen X is quite AARP-ready, but 
that is forward thinking!

M I L L E N N I A L S  AND YOUR S A N I T Y
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Perks
Millennials offer a breath of fresh air. Yes, structured, hov-
er-parent style breaths of air, but there are ways to help this 
process go smoother. Millennials will press you to make 
sure that you have expounded on what is expected. They 
will want rules, guidelines, and boundaries, with a smidge 
of flexibility. Flexibility can be masked as rewards, which 
they love. 
These are carrot finders. You put out a carrot; they will get 
it. Just don’t get in their way as they get it. If you propose a 
problem to be solved such as global warming, with a prize 
of an electric car, don’t be mad when you come in the office, 
and you are sitting on cardboard furniture and an average 
office temperature of 82oF. Make guidelines, narrow path-
ways, rules, and exclusions.
 Sure this is all more work for you, but it is also a grand op-
portunity to find new roads. Millennials offer fresh; they of-
fer innovation; they offer a wide range of ideas and thoughts 
in a minute. Those same ideas would have you at your desk 
for a year and still you might never have come up with even 
one. They will cite the obvious but blaze a new trail, proba-
bly just like you did once upon a time. They will want fancy 
coffee in the office because that is easier than waking up 20 
minutes early to drive for fancy coffee. They will want flex-
ibility in the form of, “If I take off today at 3 p.m. and stay 
two hours over the course of the week can that be ok? The 
answer to a hard and good worker: yes (some exclusions 
apply). Remember they grew up with fine print too!

How to Move Forward
First, you need to break out of your bubble and ask your-
self: What do I have to lose? Think about all the things you 
did as a youngling, and the things you wish you hadn’t. 
Worse, think of all the things you didn’t do that you wish 
you had done but didn’t because you were scared of the 
wrath of the generation above you. 
Second, relax. So things are going to change; maybe it will 
be better for everyone this way. Maybe a more relaxed envi-
ronment will usher in a better way of doing business today. 
The ugly simple fact is: if you stay the same, your company 
will die of irrelevance anyway. 
Third, pick up your fancy coffee, take a big gulp, do a little 
research, and see what happens. Oh and be sure to email, 
tweet me or call me—I am flexible! 

DANAH HEAD is an Executive Advisor for The 
Distribution Team, a firm that specializes in helping 
distributors become more profitable through stra-
tegic planning and operating efficiencies. She 
holds an MBA in technology management for 
supply chain and completed work for a master’s  
in adult education and corporate training. For  
more information, call 479.381.8495 or e-mail 
danah@distributionteam.com. 

REFERENCES:

1. Angela Duckworth. CNN.com http://www.cnn.com/2016/05/03/opinions/
grit-is-a-gift-of-age-duckworth/ 
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20 YEARS OF  
DHI.ORG

 

Impact As DHI prepares to launch an all-new website this summer,  
we thought it would be fun to take a look back at the origins of dhi.org.

1994  DHI.ORG DOMAIN NAME SECURED

1996 DHI.ORG 
LAUNCHES

1997 DHI.ORG  
WINS WORLD CLASS 
WEBSITE AWARD

2000 REDESIGN WINS  
DHI.ORG ASAE AWARD

 2001

2004 

 2008

Updates over the years  
keep DHI.org looking fresh

BRINGS BIG CHANGES TO DHI
2016

The new dhi.org, aside from being aesthetically pleasing, is more 
agile, interactive, and easier to scan, read and navigate, enabling 
our members to find what they need quickly. Just as importantly, 
our key messages and value propositions are evident and clear.
One of the main goals in designing the new site was to help 
our members and industry partners get to know us better 
and get a feel for who we are. We are now using a respon-
sive design, which means that you’ll see essentially the same 
design optimized for your smart phone, tablet and desktop.

We look forward to your feedback. 

New website launches —
STAY TUNED!
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July 2016 |  Green TrendsClassified

OPPORTUNITY KNOCKS!!!

Tri-State Door Distributor looking for young aggressive 
sales people who would like the opportunity to be 
an owner of a Door and Hardware Company. Must be 
experienced and aggressive – PA. DE. NJ. 

Please send inquiries to: Classifieds@dhi.org 
Attn: Box number 0516

Classified
PROJECT MANAGER

Trimtech Industries Inc is a distributor of doors and 
hardware of over 20 years in Edmonton, Alberta, 
Canada. Trimtech is looking for an AHC or someone 
with equivalent experience to add to our dynamic 
project management team.  If you are self-motivated, 
like working as part of a team and have a strong 
knowledge of hollow metal and door hardware, please 
apply. Experience with AVAware detailing software is 
an asset.

For the successful candidate, your job will be varied 
and will include detailing projects to a high level 
of accuracy, scheduling production, procurement, 
processing change orders, and handling customer 
inquiries.  You are a true team player and are willing to 
pitch in where ever you are needed.  You are eager to 
learn, adapt well to new technology, and are willing to 
try different methods to find improved efficiencies and 
customer service.

Salary is negotiable and will include medical benefits 
and profit sharing.

Please send resumes to:

Trimtech Industries, Inc. 
14715-114 Avenue NW 
Edmonton, AB T5M 2Y8 
Canada

Or Email: marvind@trimtechindustries.ca.
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What exactly is tribal knowledge? It means clan-
nish information, or information known within a group 
of people who share similar knowledge; it is the sum 
of that knowledge. With a corporate perspective, tribal 
knowledge or know-how is the collective wisdom of the 
organization.

Those of us in the door and hardware industry are well 
aware of tribal knowledge—facts, tips and tricks that we 
have learned from our teachers, leaders and co-workers in 
the industry. 

Having many rewards, tribal knowledge also has its 
battles. The younger workforce has had the benefit of 
the digital world most, if not, all of their lives. Being the 
last of the “boomers,” how do we teach our successors 
the information rooted in tribal knowledge? Most of our 
generation’s knowledge was attainable only by watching, 
listening and doing—from mentors, peers and teachers 
with lifelong experiences, not from information found 
on the internet. Experience is a proven teacher. We, as 
the leaders of the new workforce, need to be willing to 
share our knowledge and experiences in ways that can be 
understood and embraced. We also need to put some  
of our attitudes away and allow these future leaders to 
teach us.

This younger workforce has much to offer if we allow 
them. Each new employee has talents and skills using cur-
rent technology, which was non-existent when we were 
entering the workforce. They can find needed information 
in minutes, even seconds, using these skills. 

This new workforce, in general, is much better at time 
management than we will ever be because time man-
agement has been an integral part of their lives. They are 
superior in the work/life balance resulting from their work 
to live attitude as opposed to our live to work attitude.

Though some of these differences in perspective are diffi-
cult for every generation to understand, these differences 
must be accepted by all generations. After all, it is the 

responsibility of those leaving the workforce to ensure 
the new workforce can get the job done. The question 
remains, how do we do this? 

• The first step is, of course, acceptance. Accept the 
new workforce as they are and allow them to accept 
us. At this point, we can begin to teach and learn 
from them.

• Recognize that every company has knowledge that 
is stored only in individuals’ brains. Understand 
that this information is valuable and worth sharing. 
Acknowledge the people who have the experience 
and expertise and give them the tools and time to 
share it. The people with this knowledge will even-
tually (for whatever reason) stop working, and the 
information will be lost through interpretation if not 
written down, managed and easily obtained. 

• Excite your employees with this new way of 
thinking and encourage the mentors you have 
in-house—you know who they are. Spread the 
knowledge by creating a mentoring program. Make 
it fun, rewarding, and team oriented. Not everyone 
needs to have all the knowledge, but everyone 
needs to contribute their portion of it, and all 
need to be involved. Whether they are mentoring 
someone, gathering information or cataloging the 
information gathered, everyone in your company 
can contribute. Remember to also encourage this 
new workforce to share their knowledge by creating 
a reverse mentoring program as well.

There will be hurdles to overcome; most of us do not like 
change. You can accomplish this goal by combining and 
respecting the talents and skills of your entire workforce. 
This is when your company will have the opportunity to 
embrace an enlightened and successful future. 

CINDY PAYNE is Sales Manager for Concept Frames, Inc. Email 
her at cpayne@conceptframes.com.

Tribal Knowledge in a Digital World
By Cindy Payne
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ND and AL Cylindrical Locks

Powerful Solutions 
from the names

you trust.

When personal security and property are at
stake, trust the tough, durable ND and AL 

Series Cylindrical lever locks from Schlage. 

Trust Akron Hardware to deliver the ND and AL 
Series with the powerful combination of speed and 

availability.  We ship your orders the same day you 
call.  We’re trained to answer all of your Schlage 
questions quickly and accurately.   And, visit us 

online at www.akronhardware.com
for special o� ers on ND and AL Series 

Cylindrical  Levers for a limited time.

Powerful Solutions
800-321-9602

www.akronhardware.com
Akron Hardware also proudly distributes:

R E S I D E N T I A L



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

Your business is important to us. So you’ll always work 
with someone who knows what’s important to you. 
Before he became a Technical Sales Rep, Tom spent 
over 17 years in the locksmith and security industries. 

That’s just one more reason industry pros choose 
Security Lock Distributors. Again and again.

OUR YEARS OF TECHNICAL EXPERIENCE COME STANDARD.


