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The 2016 conNextions has wrapped, and what a 
great show we had in Orlando! Our total registration 
was an improvement over the last few shows; it appears 
that the industry is slowly returning to better days. I 
truly hope that continues.

One of the most exciting events was Celebrating Our 
Industry – Dedicated to You!, which was live streamed to 
the industry. This event took place in the middle of the 
show on Thursday morning, and was both a tribute to 
the great work of the industry in advancing life safety 
and security and an explanation of how DHI plans to 
evolve to support that great work in the future. 

The first 15 minutes was a montage of videos expressing 
a variety of opinions on the role you play every day. The 
first video by Mark Berger of Securitech talked about 
the impact of September 11 and how 98.6 percent of 
the occupants of the World Trade Center located below 
impact were able to escape safely.  

The next video was from Tim Taylor, AIA, FDHI, a prin-
cipal with Gensler, who spoke about the importance 
of relying on knowledgeable people. The final video 
featured Jason Gehrs, AHC, FDHI, FDAI, CFDI, who 
talked about how important your work is in protecting 
children in schools and who advised us to embrace our 
industry expertise.

The next segment reviewed DHI’s new education and 
credential program. It featured an animated video out-
lining the components; five short videos interviewing 
DHI leadership, who explained the logic and reasons for 
the decision; as well as our commitment. 

The final section celebrated our many volunteers, but 
also addressed numerous other changes to DHI pro-
grams and why we are a new DHI—not just in the name 
change from the Door and Hardware Institute, but to a 
new organization representing door security and safety 
professionals!

At the end of the presentation, I had the pleasure of 
addressing three major audiences. The first included 
future leaders of our industry, whom I asked to take 

a look at DHI’s changes, as they will impact their lives 
more than anyone else in the industry. The next audi-
ence was those who are in the middle of their careers 
who might have been disconnected or saw DHI as 
irrelevant.  I asked them to give us a second chance to 
re-engage. Many changes were made to attract them to 
DHI’s new education and credential programs.  The final 
audience was those in the final chapters of their careers. 
I thanked them for their service and contributions in 
advancing life safety and security and asked them to 
spread the word to those whom they mentor and the 
future leaders in their companies.

All in all, it was a great day and a wonderful celebration! 
If you were not able to attend, the live stream video 
of the event, as well as the animated video, brochure 
and poster on the new credentials, are available on 
www.dhi.org. Please take a few moments of your time 
to watch this event. It was created for you to clearly 
explain our new programs and to celebrate the good 
work of the industry. Better yet, if you can show the 
video (or segments of it) during a staff meeting, you will 
help to advance the industry by communicating what 
a wonderful industry we have—a reason to celebrate! 
Send us a picture of your staff meeting and we will fea-
ture it in a future DHI communication.  

Finally, this June, I will reach a milestone—29 years 
working in this industry. I want to say thank you for 
your amazing support. It’s very rewarding to work for 
people who perform great work and are so passionate 
about their role. I could not imagine a better career and 
a better industry.

I am excited about the new DHI! As we came out of this 
recession, we needed to evolve quickly, and we have. 
The leadership of your organization is committed to 
continuous improvement and evolution. Thank you for 
the chance to be part of this change! 

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

A Call to Action
By Jerry Heppes Sr., CAE
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Wayne Ryan
BOSTON ARCHITECTURAL  

HINGE COMPANY, INC.

Faces

DHI MEMBER SINCE: BAHCO Hinge Co., Inc. has been a 
member since its conception in 2005.

OCCUPATION: Owner/General Manager

CHILDHOOD AMBITION: I have always had an entre-
preneurial spirit and dreamed of owning my own 
business.

FIRST JOB: Central maintenance mechanic for T J 
Flatley Co.

WHAT LED YOU TO OUR INDUSTRY? To fulfill my 
dream of owning my own company, I was researching 
for a product to sell. I discovered the opportunities in 
the door hardware industry through my nephew, who 
works in this field. This led to the birth of BAHCO HINGE 
Co. Inc. 

PROUDEST PROFESSIONAL MOMENT: My proudest 
moments have been assisting and guiding students at 
MIT, where I was a Research Specialist for 29 years. There 
is no better feeling than when you help a struggling 
student meet their thesis project deadline and graduate!

BIGGEST CHALLENGE: Raising my family has, and con-
tinues to be, my biggest and most rewarding challenge.

GUILTY PLEASURE: Chocolate

FAVORITE BOOK/MOVIE: Vacation, the original. It's the 
only movie I can remember watching back to back!

MENTOR/HERO: My father-in-law, Larry Bennett. "Dad" 
taught me the true value of family.

BEST ADVICE YOU EVER RECEIVED: Treat people the 
way you wish to be treated.

BEST ADVICE YOU NEVER RECEIVED: Keep your eye 
on the prize.

HOW HAS YOUR INVOLVEMENT WITH DHI SUP-
PORTED YOUR CAREER GOALS? DHI is well respected 
and is a great source to help anyone understand and 
learn about the door hardware industry. 

6      JUNE 2016      DOORS + HARDWARE



For more product information, visit go.dorma.com/9000Exits or call 800-523-8483.

Premium Access Solutions & Services

QUIET, RELIABLE,
AND SECURE
—

DORMA has been a market leader of premium access solutions for more than 100 years, with a full 
range of products providing safety, comfort, and convenience. DORMA’s portfolio includes 
architectural hardware, specialty glass door and wall hardware, door automation systems, operable 
wall systems, and electronic access control.

DORMA 9000 Series with Motorized Latch Retraction

www.dorma.com

The 9000 Series high impact exit device is available equipped with a quiet motor for electronic 
latch bolt retraction. Designed for use in quiet environments such as museums, childcare facilities, 
and hospitals, DORMA’s 9000 MLR delivers quiet reliability with the security of access control. 
The 9000 Series is certifi ed to ANSI/BHMA A156.3 Standard, Grade 1.

Loma Linda University Medical Center
Murrieta, CA
Architect: Davis Stokes Collaborative, PC
DORMA 9000 Series Exit Devices

QUIET, RELIABLE,

DORMA 9000 Series with Motorized Latch Retraction

DORMA_DH_June16.indd   1 4/19/16   2:32 PM



Specialized Egress Applications    in Healthcare Facilities
By Ann Timme

Maintaining the delicate balance between 
life safety and security is always diffi-
cult; nowhere more so than in healthcare 
facilities. Unlike many buildings where the 
security challenges are straightforward—
keep unauthorized individuals out and 
allow free egress—healthcare facilities are 
frequently open 24/7 to the general public. 
They must maintain an open and welcom-
ing atmosphere in some areas while at the 
same time restricting unauthorized access 
and egress in others. 

In addition to the wide-ranging security 
needs of patients, there are considerations 
to be made for visitors and staff that must 
have varying degrees of access to the facil-
ity, but also, be effectively deterred from 
stealing any of the supplies, equipment or 
controlled substances located within. Add 
to that a whole host of stringent regulations 
and building codes that must be complied 
with, and it’s clear why the requirements 
for any healthcare facility’s access control 
solution are incredibly complex. 

Photo courtesy of Allegion
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Specialized Egress Applications    in Healthcare Facilities
This article will be focusing on delayed and controlled 
egress locks and the many roles they can play within these 
facilities to reduce theft, prevent patient elopement and 
abduction, and enhance security without jeopardizing life 
safety. 

Delayed vs. Controlled Egress
These two terms are frequently confused, largely because 
of inaccurate language used several years ago by the 
International Building Code (IBC). In the 2009 edition of the 
IBC, a section was added called Special Locking Arrangements 
in Group I-2 (1008.1.9.6). The new requirements used the 
term delayed egress lock to describe a fail-safe lock that 
would only be released in an emergency to allow egress. 
Once the mistake was recognized, the term was changed in 
the 2012 edition to special egress lock and then changed yet 
again in the 2015 edition to controlled egress lock.
While it’s hoped that this most recent change will be the 
IBC’s final word on the subject, there is a great deal of 
residual confusion regarding the use of delayed egress vs. 
controlled egress and it’s vital that those specifying and 
installing hardware within these facilities understand the 
difference. Delayed egress locks must automatically unlock 
15 seconds after a building occupant actuates the device (or 
up to 30 seconds with Authority Having Jurisdiction (AHJ) 
approval). Controlled egress locks allow the egress doors 
to remain locked until staff unlocks them. Depending on 
the occupancy type and specific application, they may also 
be unlocked by the automatic fire protection system or a 
power failure. 
The use of either type of lock is heavily code driven, but the 
IBC and NFPA have slightly different requirements, so it’s 
important to determine not only which code applies, but 
also which version of the code has been adopted in the area 
where the facility is located. 

Applications
Although there are some life safety and security needs that 
are common to all healthcare facilities, many are unique to 
specific facilities and patient populations. Perhaps the most 
universal issue is the prevention of criminal activities, par-
ticularly theft. Medical supplies are a major expenditure for 
any healthcare organization, comprising roughly 40 per-
cent of the average hospital operating budget 1. Inventory 
loss due to theft is estimated to cost hospitals an average of 
$52 million per year2. 

As a result, many healthcare facilities are implementing 
asset management systems that use RFID tags, similar to 
those used by retailers to prevent merchandise from being 
stolen. Delayed egress solutions can be configured to arm 
when an RFID tag is detected in the area. If an attempt is 
made to exit with the item, an alarm will sound, and egress 
will be delayed for 15 seconds, giving security personnel 
time to respond.
A similar application involving RFID tags and egress is in 
the prevention of infant abduction. The perpetrators are 
frequently strangers, but it is not uncommon for abductions 
to be committed by family members or even hospital staff. 
Many hospitals have reacted by installing an infant abduc-
tion system that will sound an alarm when it detects the 
RFID tag embedded in the wrist or ankle bracelet placed on 
all newborns. 
By incorporating delayed or controlled egress locks into 
this system, it becomes possible to delay or prevent the 
abductor’s escape, and alert trained staff and security team 
members. Delaying or restricting egress can make the dif-
ference between a scare and a tragedy.
Sometimes, however, it’s not criminals whose egress needs 
to be prevented, but rather the patients themselves. In the 
past, mentally ill patients were primarily treated at special-
ty facilities that were prepared to handle their needs. But 
state funding of these facilities has dramatically declined 
over the years; at the same time, passage of the Affordable 
Care Act has led to a growing number of patients being 
diagnosed and seeking treatment in emergency rooms and 
hospitals. 
When patients with serious mental illness elope, they are 
more likely to engage in suicidal and homicidal behavior. 
As a result, the focus must be on not only protecting the 
patient but also the people in the immediate areas who 
might be at risk if a patient flees from their designated area. 
The use of controlled egress locks as well as other special-
ty hardware like ligature-resistant locks can give patients 
more freedom while protecting them from elopement and 
self-harm in behavioral health departments or other areas 
such as the emergency room. 
Unlike delayed egress locks, when the controlled egress 
device is actuated, it remains secure and can be customized 
to send a signal to designated parties, giving staff and secu-
rity guards the opportunity to respond quickly if a patient 
attempts to leave. However, training staff on emergency 
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evacuation is critical because the de-
vice may not disarm in the event of a 
fire alarm or loss of power.
Another common application for 
controlled egress locks is in long-term 
or memory care facilities. While most 
know that the percentage of the pop-
ulation over the age of 65 is steadily 
increasing, far fewer are aware that 
approximately 50 percent will develop 
dementia or Alzheimer’s. Studies have 
shown that 11-24 percent of institution-
alized dementia patients will wander 
if left unmonitored3. Also, facilities 
of this kind are experiencing a short-
age of staff to manage this growing 
population. 
While memory care patients usually 
don’t intend to cause harm to others, 
they pose an extremely high risk to 
themselves. Fortunately, there are 
many solutions available, from re-
al-time location service systems (RTLS) 
that track residents’ movements, to 
sophisticated medical alert and health 
monitoring systems that can provide 
residents with both greater indepen-
dence and security. Delayed egress 
devices can be used in conjunction 
with elopement prevention processes 
and patient wandering systems to 
impede a resident’s attempt to elope 
by sounding an alarm and sending an 
alert to the nurse call system. These 
solutions allow healthcare facilities 
to not only protect their patients, but 
also themselves as, in addition to civil 
liability, care providers can be fined by 
the state regulatory agency for failure 
to prevent elopement.

Code Requirements
Because the goal of delayed and con-
trolled egress locks is to inhibit egress, 
the codes surrounding their use are 
understandably complex and restric-
tive. As a result, mistakes are 

not uncommon and are often cited by 
The Joint Commission. What follows 
are merely a few potential pitfalls to 
be aware of when implementing these 
solutions.

1. Which code applies to your use 
group and occupancy? The IBC 
and NFPA 101 include criteria for 
which types of occupancies may 
be equipped with these devices, 
and restrictions specific to certain 
occupancy types. There may also 
be state or local code modifica-
tions that affect these locking 
arrangements.

2. How do these locks integrate 
with other components of the 
system? To balance life safety 
with security, delayed egress 
locks, and most controlled egress 
locks must release automatically 
upon activation of the fire alarm 
system, sprinkler system, a 
remote signal, and loss of pow-
er. These wiring requirements 
should be coordinated before 
installation.

3. What signage is necessary? 
Doors with delayed egress locks 
are typically required to have 
signage so building occupants 
can understand the function of 
the door. However, in some oc-
cupancy types, the model codes 
allow the signage to be omitted.

4. Is the product UL Listed? The 
requirement for electrical com-
ponents to be listed UL 294 is 
fairly new to the model codes. Be 
aware that not all products have 
been certified to this standard.

5. How many egress devices will 
be installed? For most facilities, 
there is a limit of one delay per 
egress path, but there are some 
exceptions depending on the 
occupancy type.

6. Is AHJ approval needed? A 
15-second delay is mandated 
for delayed egress locks, but a 
30-second delay is allowable 
if approved by the AHJ. This 
approval should be provided in 
writing to avoid future problems.

Conclusion
Regardless of which solution is 
chosen, it’s vital to understand the 
limitations and potential risks in-
volved before installing delayed or 
controlled egress devices. Particularly 
in applications involving fail secure 
controlled egress locks, thorough 
training programs must be conducted 
at regular intervals to ensure all staff 
are adequately prepared to respond in 
the event of an emergency.
In a facility where lives hang in the 
balance, it is particularly important 
that every door and every piece of 
hardware be compliant with all the 
relevant codes. If the requirements are 
carefully followed, and the appro-
priate system is installed as allowed 
by the code adopted in the project’s 
jurisdiction, patient security will be 
enhanced without jeopardizing life 
safety. 
 

REFERENCES

1 http://www.ncbi.nlm.nih.gov/pmc/articles/
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ANN TIMME is Vertical 
Marketing Manager for 
Healthcare at Allegion. 
For more information, 
visit us.allegion.com/
delayedegress.

Because the goal of delayed and controlled egress  
locks is to inhibit egress, the codes surrounding their  

use are understandably complex and restrictive.
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Securing Residential Comfort in 
Long-Term Care Facility Doors
By Mike Devlin

The right door will not only provide durability, but 
also be aesthetically pleasing. 

Photos courtesy of Construction Specialties
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By Mike Devlin

Long-term care facilities should be built to last, 
with their doors and door frame systems provid-
ing comfort and enforcing both durability and 
safety.
Architects and construction specialists know 
both public and private care facilities need to be 
designed and built to withstand high levels of 
abuse. Believe it or not, choosing the right door 
frames for the building’s entryways is perhaps 
one of the most important factors to consider.
After all, the potential for damage lurks around 
every corner. Harm to door frames can take a 
variety of forms—rogue gurneys, misguided 
wheelchairs, and errant walkers are just a few. 
Damage to these structures is not only unsightly; 
it can also be expensive to repair, depending on 
how much abuse they’ve taken.
Residents who require the use of gurneys and 
other portable medical equipment can wear 
out door frames in remarkably short time. This 
means that the facilities housing them need to 
contain doors and door frame systems that can 
absorb high impacts while remaining intact. 

Knowing Loved Ones Are Safe
When it comes to choosing the right long-term 
care facility, family members need to feel confi-
dent that their loved ones are not only properly 
cared for, they need to know their loved ones are 
in a safe environment. And yet, the setting can’t 
appear overly clinical or sterile, since these fa-
cilities aren’t just for medical care—they double 
as a home for the residents who live there. This 
means durability, comfort, and style are the most 
important factors in the structure and envi-
ronment of a long-term care facility. In today’s 
world, these facilities can provide all three.
The quality of a facility matters to its residents 
and their loved ones, just as it should matter to 
facility owners, managers and builders. Settling 
for anything less than top quality craftsmanship 
and functionality can negatively impact every-
one involved, financially and physically.
Damage to a door frame can prevent the door 
from closing properly, so durable door frames 
are just as crucial to residents’ safety as the doors 
themselves. Moving furniture, medical equip-
ment, or people from room to room can severely 

S E C U R I N G 
R E S I D E N T I A L 
C O M F O R T  I N 
L O N G -T E R M  C A R E 
FA C I L I T Y  D O O R S

Photos courtesy of Construction Specialties
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damage the average traditional door 
frame, causing scratching, paint chip-
ping, dents, and worse. Door frames 
specially designed to withstand high 
abuse can help preserve the cleanli-
ness and functionality of a facility, 
which helps families feel better about 
their loved ones’ surroundings and 
more trusting of the people and struc-
tures tasked with safeguarding their 
family members’ comfort and care. 

The Doorway to a Good 
Reputation
Without the custom features of 
specially designed door and framing 
systems defending against high abuse, 
constant repairs may become neces-
sary. This means harsh, everyday use 
can result in a loss of reputation and 
profits. Construction companies that 
use flimsy or second-rate door or door 
frame products can also suffer a loss 
of reputation due to the misconcep-
tion that their craftsmanship is poor. 

High-quality materials help keep the 
facilities in high demand from the 
public and strengthen the brand of 
the construction companies in the 
bargain. It’s a win for the residents, a 
win for families, a win for business 
owners, and a win for the construction 
team.
Buildings that experience high abuse 
are often designed around function-
ality with a disregard for comfort or 
style. But if residents are expected to 
receive treatments in a long-term care 
facility, this type of design can make 
them feel they are serving more of a 
prison sentence rather than experienc-
ing services provided by caregivers 
who are genuinely concerned about 
their well-being. Construction com-
panies have the power to change the 
whole atmosphere of long-term care 
facilities while building their reputa-
tions just by installing different doors 
and door frames.

Creating a Warm Environment
Long-term care facilities are not 
for temporary overnight stays and, 
therefore, should not resemble hospi-
tals. People associate hospitals with 
life-changing experiences—broken 
bones, heart attacks, losing loved 
ones…the list goes on. Creating a new 
life in a facility that reminds a resident 
of a hospital can be stressful. Some 
people use resistance as a coping 
mechanism to deal with high levels of 
stress, making caregivers’ jobs much 
more difficult.
From there, unhappy caregivers can 
create an unpleasant environment and 
may even disregard patient needs, 
destroying the positive reputation of a 
facility. It’s a snowball effect, and it can 
all start with something so seemingly 
minuscule as the quality of a build-
ing’s structure.

Choosing the right door can take your building from sterile to warm and inviting. 
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Style and Durability Aren’t 
Mutually Exclusive
As technology improves, so does the 
quality and aesthetics of durable doors. 
Today’s contractors have the ability 
to offer facility owners a wide array 
of high-abuse doors that are not only 
durable but also pleasing to the eye. 
Residents of long-term care facilities 
can finally feel at home with durable 
doors that come in all types of colors, 
textures and patterns. Many resemble 
common household doors—minus 
the chips and dings. Stylish doors 
designed to withstand high impact 
environments are surprisingly easy 
to clean. If a resident or staff member 
should have an accident, the design of 
these doors makes cleanup a breeze. 
This is good news for long-term care 
facilities since they need to stay as 
clean as possible. Equally important—
durable, easy-to-clean doors prevent 
residents from contracting the poten-
tially life-threatening illnesses that 
can come from mold and bacteria. 
Doors designed to withstand high 
levels of abuse don’t have to appear 
hospital-like or clinical, but all too 
often, they do. For long-term care 
facilities, particularly, such doorways 
can evoke flashbacks of personal 
trauma. Thus, doors and door frame 
systems should be designed with 
the patients’ interests in mind. They 
should be durable, secure and warmly 
appealing, reminding residents and 
their families that their chosen facility 
is safe, comfortable and secure. 

MIKE DEVLIN is Senior Manager of Product 
Marketing for Acrovyn Door Systems. He can be 
reached at mdelin@c-sgroup.com.

D U R A B L E ,  E A S Y-T O - C L E A N  D O O R S  P R E V E N T  R E S I D E N T S 
F R O M  CO N T R AC T I N G  T H E  P O T E N T I A L LY  L I F E -T H R E AT E N I N G 
I L L N E S S E S  T H AT  C A N  CO M E  F R O M  M O L D  A N D  B AC T E R I A .

Save lives.
Save money.

SELECT’s TIPIT® ligature-resistant hospital tip  
increases safety, salvages hinges and door frames 

Make doorways safer, meet legal requirements and save money with the 
patented SELECT TIPIT® ligature-resistant hospital tip. TIPIT deters people 
from hanging objects from the hinge – perfect for new construction 
applications or retrofitting existing hinges in hospitals, correctional facilities, 
schools and other institutions.

Made from a durable, high-tech polymer (available in black or gray), TIPIT 
attaches securely to the frame header above most models of concealed or 
full-surface geared continuous hinges.  
Contact SELECT today to see all the  
options for your doors.

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

Gray TIPIT®  on 
SL24 clear anodized 
concealed hinge

Black TIPIT®  on SL57 
dark bronze anodized full 
surface hinge
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Founder’s Award 

Thomas Rubright, DAHC, FDAI
Vice President, Openings Division 
William S. Trimble Co., Inc.

• 51 years of experience in openings industry

• DHI member since 1965; AHC since 1970

• Served on numerous committees, including 
Technical Literature Review; Codes Technical 
Advisory Committee

• Past DHI regional director; past chapter 
president

• DHI instructor for more than 30 years;  
recipient of six ROSI Awards

• Recipient of DHI Award of Merit 

This is DHI’s highest award, recognizing significant and outstanding 
technical expertise and service to DHI or to the architectural openings 
industry over an extended period of time. This award is reserved for 
truly exceptional individuals who are considered role models and 
who have unquestionably demonstrated outstanding service and/or 
technical expertise. To qualify, nominees must be one of the following: a 
distinguished consultant (DAHC or DCDC), a Fellow (FDHI), a recipient of the 
former Merrill Award, or a recipient of the former Leeser Award.

2016 DHI Award Winners
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Like many, Tom Rubright says he "stumbled" into 
our industry, fueled by his mechanical aptitude 
and a fascination with the intricacies of the 
hardware business. Fifty-plus years later, he is still 
writing hardware specifications and advocating 
for DHI's educational offerings and certification 
programs.

"Thomas Rubright epitomizes the ideals set forth 
by the Founder’s Award. His service, promotion 
and technical knowledge of our industry is second 
to none. He is highly respected by local and state 
officials and architects, and they call on him for 
advice on a regular basis. He has served this industry 
with honesty and integrity for half a century."

"If you think you're at the 
point where you know 
it all and don't need 
continuing education, 
you're missing the boat. 
This industry can provide 
a great career path. It's 
certainly been good to me."



Fellow Awards
This is DHI’s second highest honor, based on service, and awarded to a member who has contributed significant and 
outstanding service to DHI and the architectural openings industry. Recipients must be a contributing member for 
at least 10 years and demonstrate significant and outstanding service to DHI or the industry.

Mary Roth Award
Given to a DHI Chapter for presenting 
an outstanding chapter education 
program or series of programs.

New England Chapter
This chapter was recognized for conducting 
numerous classes on a wide variety of topics 
in 2015, as well as a regional trade show that 
drew 31 exhibitor booths and more than 140 
attendees. 

Chapter officers are Bert Sullivan, President; Jeff 
Batick, FDAI, President-Elect; Jim White, AOC, 
FDAI, Secretary; Rachael York, Treasurer; and 
Brendan Daley, FDAI, Immediate Past President.

Lawrence Beatty,  
AHC, FDHI
Sales Representative
Shanahan’s Limited Partnership

• DHI Board of Governors and Chapter 
President

• President, DHI Canada
• DHI member since 1997
A leader and champion within his chapter.

Works hard to promote life safety and 
security within the industry.

Worked for positive change while 
spearheading very successful schools.

Barry Shovlin, FDHI
Vice President, U.S. Distributor Sales
Masonite Architectural

• DHI member since 1996
• Former DHI President, Door Security 

& Safety Foundation President and 
member of the Board of Governors

• Served on numerous committees, 
including Strategic Planning, Awards, 
Finance, Nominating 

As DHI President in 2015, he helped to lay the 
groundwork for investments in education 
and the launch of new credentials and 
certifications.

Timothy T. Taylor,  
AIA, FDHI
Director of Specifications, Principal
Gensler

• DHI member since 2013
• Served on Education Foundation Dev
• Member, Door Security & Safety 

Foundation Board of Trustees
A much sought-after thought leader, Tim 
has lectured at the University of Maryland, 
presented papers at ASTM symposia and 
co-authored Time Saver Standards for 
Architectural Design Data, among other 
publications. He is also the recipient of 
numerous awards from the Construction 
Specifications Institute.
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Award of Merit
Presented to any individual (member or non-member) who has rendered outstanding contributions to the 
advancement of the aims and objectives of DHI or the industry in any capacity. The service or contribution 
may have been rendered at the local, regional, national or international level.

Milt Allred, AHC 
Business Consultant 
Comsense, Inc.

• DHI member since 1984
• Former Member, DHI Board  

of Governors
• Former President, DHI Canada
• Served on Audit, Finance and 

Chapter Leadership Committees

Milt has a strong commitment to 
volunteering for DHI; he works tirelessly and 
leads by example. He's a person you can 
count on to get a job done and done well. 
He epitomizes what all DHI members should 
emulate.

Steve Bettge,  
DAHC, FDAI

Recognition of Outstanding 
Service and Involvement (ROSI)

35-Year Instructor Award

Recognizes the contributions of industry members who lend their expertise to DHI’s technical programs. 

Eric Klein, AHC 
Hager Companies 
(posthumously) 

• Joined DHI in 1983
• Achieved his AHC certification  

in 1992. 
• Former member of the Editorial 

Board, Technical Literature Review 
Committee and served on the Lone 
Star South Committee.

On June 22 (2015), the Klein family, Hager 
family, Door and Hardware Institute, Lone 
Star South Chapter and the Salzar family 
lost a father, coworker and good friend. Eric 
has always been there for so many, for so 
long. He was always smiling and happy. Eric 
Klein always made you feel as if you were his 
best and most important customer, without 
patronizing you. He was an encouraging and 
caring person and a good friend. He was one 
of the good guys. If ever there was a man 
that exemplified the very best of DHI, it was 
Eric Klein, AHC. He will truly be missed.

"More instructors like  
these: smart, funny,  
and truly caring."

"Steve has a passion for learning the codes and standards 
that affect swinging doors, which is equally matched by 
his passion to share his vast knowledge, expertise, and 
experiences with students and colleagues alike."
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10-Year Instructor Awards

Lori Greene, DAHC/CDC, 
FDAI, FDHI, CCPR
Manager, Codes and Resources
Allegion

• DHI member since 1996
• Speakers Committee, Editorial Board,  

Tech Lit Review Committee, Awards 
Committee

• Recipient of DHI Fellow Award, Award of 
Merit and two Ryan Awards.

A leader and professional in everything 
she does. She is the leading expert on 
codes related to doors and hardware, and 
demonstrates the highest degree of technical 
excellence and standards performance of a 
door and hardware consultant.

Michael R. Harris, 
DAHC/CDC, FDAI
President
Detention Equipment Service

• DHI member since 1971 (age 18)
• Received his AHC at age 25, one of the 

youngest to receive the credential
His professionalism, knowledge and expertise 
not only helped our students but helped 
me become a better instructor. Harris 
has a relentless dedication, passion and 
commitment to teaching.

J. Paul Wraith,  
DAHC/EHC
President
jpw systems inc.

• DHI member since 2002
• Certification Council
A true consultant in every sense of the word. 
A pioneer in transforming a door hardware 
company into a systems integration company.

One of the most knowledgeable consultants in  
our industry.

Distinguished Consultant Awards
Based on technical expertise, this award can be given to any DHI consultant member (AOC, AHC, EHC or CDC) 
with a minimum of 10 years as a contributing member of DHI.  Nominees demonstrate a high degree of technical 
excellence and standards of performance; contribute to the improvement and promotion of the body of knowledge 
of the door and hardware industry, and/or aid in the technological advancement of the industry. 

Steve Bettge,  
DAHC, FDAI

Paul Baillargeon, 
AHC, FDAI

Jason Gehrs,  
AHC, FDAI, FDHI

David Pedreira,  
AOC, CSI, CDT, CSPM, FDAI, 
LEED Green Associate 

Bob Schnarr, 
DAHC, FDAI

5-Year Instructor Award

"The educational training that DHI offers is so valuable 
to me as a 'door geek'. The instructors are helpful and 
knowledgeable and really want everyone to succeed. 
There is so much support that you can step back and take a 
breath and ask for help where needed."

"The fact that the instructors took time at the beginning 
of each day to ask the entire class for feedback on how 
they could improve their teaching gave me confidence 
and support that comprehension was the main priority."

DOORS + HARDWARE      JUNE 2016      19



David Borgmeier, FDAI
Vice President,  
Schiller Architectural Hardware and Door Systems

Each year, BHMA presents its award of excellence to a non-
BHMA member who is a distributor or hardware professional 
demonstrating excellence in promoting specifications to 
architects; accurately taking-off and scheduling projects; 
promoting high quality products; and delivering service to 
contractors and end users by understanding the product’s 
attainability, function, and intended usage.

This year’s recipient, David Borgmeier, has been with Schiller 
Architectural Hardware and Door Systems since 1989. He 
manages all aspects of the Lexington Division, including 
identifying and securing contract and estimating opportunities 
and managing relationships with clients and suppliers.

2016 BHMA Award of Excellence

Robert G. Ryan Awards 
The articles that appear in Doors + Hardware are written by volunteer authors within our industry. Each year, the 
Ryan Awards are presented to the authors of the best feature/business and technical articles as selected by DHI's 
Media and Editorial Board.

FIRST 
Mark Berger, 
How to Solve the Most 
Difficult Locking Scenarios, 
August 2015 

FIRST 
Dave Sylvester, PSP
EAC and the Contract 
Hardware Distributor, 
April 2015

Feature and Business Articles

Technical Articles
SECOND (Tie)
Steve Farley, CSI, CDT, LEED GA and Tim Petersen, LEED AP  

The Transition to LEED v4, July 2015
Scott Wesley

The Benefits of Pre-Installed Hardware, January 2015
Lori Greene, DAHC/CDC, FDAI, FDHI, CCPR

Barricade Device? Think Twice!, May 2015

SECOND
Kerby Lecka

Opportunities in the Convergence of Mechanical Hardware and 
Low Power PoE/IP Security  Solutions, April 2015 
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By Jeff Graveline

New York City’s network of hospitals is com-
prised of several healthcare centers that serve 
city residents. One of the country’s oldest public 
hospitals—Metropolitan Hospital Center in East 
Harlem—is currently undergoing renovation. This 
hospital is the primary healthcare provider for 
East Harlem and surrounding residents and treats 
patients without regard to their ability to pay.  Photos courtesy of Accurate Lock and Hardware

M E T R O P O L I T A N  

H O S P I T A L  C E N T E R

Old Doors, 
New Purpose: 
Hardware that 
Meets Today’s

SAFETY
REGULATIONS
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Patented 36”(914 mm) tall 
x 6”(152 mm) wide switch 
with 2.5” (64 mm) center 

activating column

Hard-wire or wireless option

Can be wall- or 
bollard-mounted

CUSTOM 
BOLLARD POSTS
Finishes: Stainless Steel, 
Anodized Aluminum, and 

Mill Aluminum to be 
painted or powder coated

Design flexibility allows 
for mounting of intercoms, 

card readers, and more

STANDARD
Standard 6”(152 mm) 

square and round; 
other sizes available 

AUTOMATIC DOOR ACTIVATION SOLUTIONS

Part #
I36-3 Clear 

Anodized 
Aluminum

(628) 

Part #
BPS SM-INGR DB

with I36-5
Dark Bronze Anodized 

Aluminum (710)
Shown on Bollard

877.421.9490
sales@wikk.com
www.wikk.com

The
INGRESS’R®

EXCLUSIVE

CREATE

RELIABLE SWITCHES,
MOUNTS 

& ACCESSORIES

The contoured profile of the
INGRESS’R® allows activation from 

any approach and height level.

FEATURING

868 
Mhz
Transmitter
and Receiver 

View our website to design a custom bollard using our bollard
checklist for square, round, rectangular and triangular bollards.

M E T R O P O L I T A N  

H O S P I T A L  C E N T E R

Its legacy goes back to 1875, having 
the oldest affiliation with a medical 
college in the United States. It moved 
to its current location in 1965, and  
one year later, a 14-story behavior-
al health hospital was added to the 
campus. The hospital has five inpa-
tient psychiatric units in addition 
to outpatient areas with access to a 
gymnasium, outdoor patio, volunteer 
run beauty salon, classrooms for ad-
olescent patients and activity therapy 
rooms.  It is an older facility with 
office suites built within the inpatient 
areas, giving caregivers immediate 
access to patients.
Behavioral health is one of the hos-
pital’s clinical areas selected for 
focused development and expansion 
of services. In addition, ever-evolving 
patient safety guidelines mandated 
improvement to the inpatient facility 
physical environment, with specific 
attention to doors and hardware. Both 
mortise and cylindrical knob locks 
were in service at the time of initial 
audit.  The older mortise knob locks 
were installed back in the 1960s and 
are still in service (heavy duty iron 
lock cases).  Recent additions and 
function changes were key in knob/
lever cylindrical locks, sometimes 
installed above original mortise locks.

Construction in an Active  
Care Facility
This is a functioning hospital, housing 
122 inpatient beds and actively caring 
for patients.  Providing new hardware 
in this active environment provided 
many challenges and was a secondary 
priority to the immediate needs of pa-
tients. The goal was to keep disruption 

to a minimum while achieving a com-
pletion deadline in advance of inspec-
tion by state and federal agencies.
Because this is an older facility, other 
challenges presented themselves upon 
audit. The facility made it clear that 
mostly hollow metal versus wood 
doors, hanging since the 1960s, were 
to remain in place. Thus, new hard-
ware had to meet new patient safety 
guidelines and work with existing 
doors and integrate with the existing 
key system.

Selection
Accurate Lock was chosen by facility 
executives based on its ability to pro-
vide Grade 1 mortise and cylindrical 
patient safety hardware approved by 
NYS-OMH; maintain the master key 
system, and provide onsite training 
and technical support, including initial 
audit of more than 370 doors.
Before selection, Accurate Lock field 
sales consultants were onsite advising 
hospital facility staff of various options 
to retrofit each door with compliance to 
NYS-OMH guidelines. A door schedule 
was developed and used to develop 
budget and project scope. Mortise 
and cylindrical lock job samples were 
installed by Paul Johnson, facility 
locksmith, with assistance by Accurate 
Lock.  The doors were in an active inpa-
tient ward so that care staff and facility 
executives could evaluate performance.
Accurate was solely specified and 
sent out to bid.  After the project was 
awarded to a distributor and installer, 
Accurate was back onsite to train the 
contractor on installation and mainte-
nance, and to review the door schedule.  
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Retrofit Challenges
Working alongside caregivers and patients is a delicate pro-
cess and requires constant collaboration. Noise, dangerous 
tools, and disruption to patient routines were managed door 
by door. Mortise lock retrofits were a bit more routine, but 
many cylindrical lock retrofits proved to be a challenge as 
their installation was sometimes unconventional. 

Cylindrical Fix
Flush hollow metal doors with oversized windows were 
perhaps the biggest challenge to the no-new-door-mandate. 
Originally equipped with mortise locks, cylindrical locks 
were installed above the original, thanks to some handy met-
al shop work. The new lock height was above ADA guide-
lines and left little room for newer hardware with special 
ligature-resistant lever trim.  These locks were moved back to 
original height, with filler plates covering up old location.  
There were similar doors with lever style cylindrical locks 
that once housed mortise locks.  Again, metal shop fabricat-
ed cover plates which allowed the retrofit. The contractor had 
to modify the existing window frame slightly but was able to 
fit the new hardware.

Retrofit Complete 
A classroom function ligature-resistant lever set is shown 
installed back to proper height and with minimal door 
modification. Paint crews put the final touches on the doors 
(not shown).  James Pendergrast, who heads up the facilities 
team at Metropolitan Hospital Center, commented, “It was 
important for us to partner with Accurate to solve problems. 
Together, we were able to develop the project scope that in-
cluded a solution for every door. This cooperation extended 
to the installer and distributor as the project moved along.  In 
the end, we were able to improve our facility within budget 
and on schedule.”

New Purpose
About 20 percent of the doors required cylindrical locks 
versus mortise. The installer was able to retrofit 250 doors on 
schedule. This allowed the hospital to reuse and provide new 
purpose to old doors, meeting today's safety regulations. 

JEFF GRAVELINE is a Field Sales Consultant with 
Accurate Lock and Hardware. He can be reached at 
jeff@accuratelockandhardware.com.

Old doors successfully retrofit with new ligature-resistant 
hardware throughout the hospital.

CALL FOR  
FEATURE ARTICLES 
AND CASE STUDIES
Doors + Hardware welcomes informative, 
educational feature articles and case 
studies that discuss new technology, new 
products and problem solving. 

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

To submit a case study, or if you have an 
article suggestion, email Managing Editor 
Denise Gable at dgable@dhi.org.

24      JUNE 2016      DOORS + HARDWARE



The new partnership between Top Notch and Boyle & Chase.

WE ARE PROUD DISTRIBUTORS OF ALLEGION BRANDS.

As a couple of seasoned pros, 
we make a great pair ...

Providing you the perfect combination of  
product ... Delivery ... And customer service.

Our two companies complement each other perfectly — so by joining together, we’re able to bolster the 
selection of quality products and maintain the superior level of service that you’ve come to expect as 

either a Top Notch customer or a Boyle & Chase customer. A broader product offering to choose from … 
more points of delivery for enhanced fill rates and faster turn around times … and customer service that 

has all the answers — that’s what we’ll serve up when you give us a call.

PENNSYLVANIA | MISSOURI | NEVADA | MASSACHUSETTS
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either a Top Notch customer or a Boyle & Chase customer. A broader product offering to choose from … 
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ConNEXTions 
Sponsor Thank You?

Thank You to Our Sponsors

Photography Station and Convention Technology Package – 
conNextions app, Wi-Fi Lounge, Charging Station and Stylus Pen

Celebrating Our Industry – Dedicated to You! 
and Program WrapOpening Reception on the Tradeshow Floor

Convention Tote Bags 

Water Bottles E-Wallet

DHIconNextions.org

May 4–6, 2016
Orlando, FL

Badge Lanyards
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YOUR #1
SOURCE
Integrated 
solutions for all 
your security needs.

800.821.8527
midwestwholesale.com

LCN 4040XP SERIES CLOSER

VON DUPRIN 99 SERIES
EXIT DEVICE

ORDER ONLINE AT THE NEW
midwestwholesale.com
Powerful search options to fi nd what you need, FAST!
Extensive resources at your fi ngertips, NOW!
Comprehensive account management to make your job EASY!



By Jill Gile, CSI, CDT

An example of a sliding door being used in a hospital.

KEEPING
PATIENTS

SAFE THROUGH
LIFE SAFETY

HARDWARE 
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Humans are a reactive species. We 
tend to carry on with a standard mode 
of operation until an emergency tells 
us that we might have to change our 
ways. This holds true for many aspects 
of our lives, personal and professional. 
It might be as simple as changing eat-
ing habits to as big as the Titanic creat-
ing laws about lifeboat requirements.
For the construction industry, unfortu-
nately, we are faced with Titanic-level 
issues of life safety. Rules regarding 
fire codes and ADA accessibility issues 
are some of the main examples of 
changes the industry has had to face.
A current issue in the industry is a spe-
cific type of life safety. Life safety gen-
erally refers to fire codes and emergen-
cy egress—protecting individuals from 
emergencies that might arise in the 
building—but now we have to focus on 
the harm that people might be able to 
do themselves within the building.  
Hospitals and clinics are leaders in 
this life safety issue through the sheer 
necessity that their jobs are to care 
for individuals at risk. A sad statistic 
is that 1,800 suicides occur in hos-
pitals every year¹. Despite the effort 
that hospitals make to be a safe place 
to receive treatment and get on the 
pathway to better health, patients can-
not be monitored 24/7. Preventative 
measures will certainly go a long way 
toward keeping sick people safe.  

One step to making patients safer is 
through life safety hardware within 
the room and facility as a whole. This 
is not a new challenge for the hard-
ware market; the use of levers, fire- 
rated hardware, and ADA signage are 

all ways that the industry has risen to 
the challenge before. The main chal-
lenge facing hardware manufacturers’ 
in this issue is creating products that 
are anti-ligature.  

One step to making patients safer is through 
life safety hardware within the room and facility 
as a whole. This is not a new challenge for the 
hardware market; the use of levers, fire-rated 
hardware, and ADA signage are all ways that the 
industry has risen to the challenge before.

An example of a sliding door being used in a hospital.
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Sadly, hanging deaths are all too common in a 
hospital setting. Anti-ligature hardware must be 
smooth and sloped so that it will not hold any sort 
of material or weight and does not provide any 
fastening points. There are a number of factors that 
make hardware ligature-resistant:

• Recessed trim: trim on hardware is recessed 
and nesting into each other to reduce gaps so 
nothing can be tied to the trim.

• Sloped surfaces: all surfaces— 
especially non-vertical surfaces like the tops of 
trim and escutcheons—are sloped so nothing 
can be braced on top of them.

• Concealed mounting: the hard- 
ware required for mounting,  
such a screws and pins, are concealed within 
the body of the hardware so that they cannot 
be accessed and used.

• Internal clutch in lever: levers can have inter-
nal clutches that allow for free rotation in cases 
of excessive force. These are already in place 
as an anti-vandalism feature, so that too much 
force simply allows lever to swing without 
damaging internal working and becoming a 
security issue.  These features also keep them 
from being used as a ligature point.

These factors are being applied to standard door 
hardware already on the market. For example, hinges 
have “hospital tips” applied. These tips are sloped so 
that they will not hold material.  This is in contrast 
to the flat tip “standard” hinges have, which have a 
clear attachment point. All hinges on the door should 
have hospital tips applied in this situation.
Levers are smooth and sloped with no return so 
that they cannot be used as a ligature point.  They 
also should have recessed trim to reduce gaps and 
concealed mounting to hide any screws or other 
mounting hardware. They are, of course, the main 
place where internal clutching will come into play.Hospital tip hinge

Continuous hinges are also gaining traction 
in the hospital/clinic market. They run the 
full length of the hinge-side of the door, 
eliminating the gap between the frame and 
door and ensuring patient privacy.

30      JUNE 2016      DOORS + HARDWARE



CH-CYL Series

HD Ligature Resistant
Cylindrical Lock

+ ADA Compliant and ligature resistant
   crescent handles with paperclip 
   protection

+ Meets the highest safety standards
   in the industry

+ Grade 1 Cylindrical Lockset

Contact Us.
203.348.8865

accuratelockandhardware.com
sales@accuratelockandhardware.com

MADE IN THE USA

Thumb turns are already sloped to comply with ADA 
issues of twisting and grasping. These are smoothed and 
sloped even more so that they cannot be used as a ligature 
point with recessed trim. The trim should also be sloped. 
Thumb turns do not have internal clutching per se, but 
should have stops so that they cannot be over-rotated to act 
as an attachment point.
Knobs will not have the traditional shape, but will be very 
rounded with sloped, recessed trim so that it will not grip 
material. The stem or shank portion will be completely 
gone, recessed into the trim so that there are no ligature 
points. These are probably the most drastically difference 
pieces of hardware regarding looks.
According to Mark McRae, Director of Engineering at 
Hager Companies, in an effort to assist the hardware 
community with defining requirements and test meth-
ods for ligature-resistant trim on bored locks and mortise 
locks, the Builders Hardware Manufacturers Association 
(BHMA) has taken it upon itself to develop a standard that 
will specify performance tests and, where necessary, mate-
rial and dimensional requirements to promote safety and 
product stability.
Continuous hinges are also gaining traction in the hospi-
tal/clinic market. They run the full length of the hinge-side 
of the door, eliminating the gap between the frame and 
door and ensuring patient privacy. They also present one 
smooth surface instead of the possible ligature points of in-
dividual hinges. Hospital tips are also available to remove 
the possible ligature point at the top of the hinge.  
Besides ligature-resistant concerns, there are other door 
hardware options that can ensure life safety and act as 
patient security measures in hospitals and clinic. This 
hardware must walk a fine line between ensuring patient 
privacy, but also allow hospital staff quick access to pa-
tients in case of an emergency.  
Bathrooms are an obvious matter of concern, as a patient 
could lock themselves in for self-harm purposes or simply 
suffer a slip-and-fall accident. Rescue strikes are a solution 
to this problem.  The bathroom door is hung on a center 
hung pivot so that it can swing both ways. A rescue strike 
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in this situation provides a lip for the door to rest against 
when in use, and function is the same as with a standard 
door/hinge/strike set-up. However, should access to the 
patient in the bathroom be necessary, the rescue strike can 
be depressed, allowing the door to swing out of the frame 
the opposite direction.
Sliding door or barn door hardware is also becoming more 
prominent in hospitals and clinics.  Since 2000, NFPA 101 
7.2.1.4.1 allows sliding doors in fire-rated openings, and 
hospitals quickly took advantage of this ruling for patient 
rooms. Sliding doors save a lot of space in already cramped 
hospital rooms, are quick and easy to use, and are usually 
quite easy to operate for ill or handicapped patients. Doors 
hung on sliding hardware completely removes the ligature 
points of hinges, frames, and the edges of swinging doors.
Life safety must be one of the main pillars in decision mak-
ing for all construction projects—from job site safety all the 
way through operation and maintenance. Patient security 
issues add extra layers of concern for hospitals and clinic 

projects. It can be difficult to specify all the different levels 
of safety required, and a special challenge during bidding 
and installation.  
However, life-safety issues are something that we all have 
to work together to accomplish to protect other members of 
society. Right now, even the best care is not able to com-
pletely prevent tragic deaths, so it is up to all of us to ask 
ourselves, “What can we do to help?” 

¹WWW.PSYCHIATRICTIMES.COM/SUICIDE/
INPATIENT-SUICIDE-IDENTIFYING-VULNERABILITY-HOSPITAL-SETTING

JILL GILE, CSI, CDT, is Architectural Specifications 
Representative for Commencement Bay 
Architecture Group. She can be reached at jill@
cbagroupnw.com.

Standard tip hinge
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Special Locking Arrangements:

ACHIEVING
CODE COMPLIANCE

By Bruce Johnson 
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The International Building Code (IBC) 
and the NFPA 101 Life Safety Code both 
include requirements for a means of 
egress system to be provided that in-
cludes a continuous and unobstructed 
way of egress travel from any acces-
sible point in a building, structure 
or facility to a public way. However, 
there are specific situations in the 
codes where locking arrangements 
are allowed that limit immediate, 
unobstructed egress travel. This article 
provides an overview of some of these 
applications, and identifies products 
that UL certifies for use in these 
applications.
In the context of this article, special 
locking arrangements include special-
ized locking hardware and systems 
used for controlled egress doors, 
delayed egress doors and electrical-
ly locked egress doors. The IBC and 
NFPA 101 allow these locking devices 
under specific circumstances where 
there are special safety or security 
needs.
Controlled egress doors are most often 
found in assisted living facilities, nurs-
ing homes, hospitals, day-care facili-
ties, detention or correctional facilities 
and prisons. Delayed egress doors 
may also be used in these facilities and 
other buildings with internal securi-
ty concerns such as high value retail 
stores. The IBC and NFPA 101 require 
all special locking arrangements to be 
listed in accordance with the Standard 

for Access Control System Units, UL 294 
and/or the Standard for Panic Hardware, 
UL 305.
These model code requirements strike 
a balance between permitting a secure 
environment while providing for 
egress during emergencies. To achieve 
this desired added level of occupant 

safety or security without compromis-
ing fire safety, buildings fitted with 
special locking arrangements will 
typically be required to have addition-
al safety features, such as:

• Fire detection and suppression 
systems that release locked doors 
upon their activation
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The IBC and NFPA 101 require all special 
locking arrangements to be listed in 

accordance with the Standard for Access 
Control System Units, UL 294 and/or the 

Standard for Panic Hardware, UL 305.
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• Failsafe features to release locks in the event of a loss 
of power

• Emergency planning and preparedness with staff 
training and required drills

• Limitations on the delay time for delayed egress doors
• Special signage requirements

Some of the code applications that allow special locking 
arrangements are as follows:

Access Controlled Egress Doors 
Access controlled egress doors used in institutional type 
occupancies such as assisted living facilities, hospitals and 
nursing homes are used to provide patients with spe-
cialized protective measures where their egress ability is 
controlled by the facility staff.

In these applications the locking means must release upon 
activation of the automatic fire sprinkler system, smoke 
detection system or fire heat detection system, upon loss 
of power, and following activation of a manual unlocking 
device, if provided. Procedures for unlocking these doors 
must be included in the emergency planning and prepared-
ness plan and staff training as required by the International 
Fire Code (IFC) and NFPA 1.
In special cases such as psychiatric treatment areas or 
infant nurseries, the doors do not need to automatical-
ly release because of the need for special supervision or 
security of these patients. In these occupancies, the codes 
impose additional requirements, such as the ability for staff 
to unlock these doors and supervised smoke detection and 
fire suppression systems.

Delayed Egress Locking Systems 
Delayed egress doors are allowed in buildings—with the 
exception of certain occupancies, such as assembly, edu-
cation and high hazard. Delayed egress locking systems 
are used where there is a special need for internal security, 
such as institutional and health care occupancies or retail 
stores with high-value merchandise. The limited delay in 
occupant egress is evidently not considered detrimental 
to occupant safety when the requirements of the code are 
followed.
Facilities with a delayed egress system must have an ap-
proved automatic fire sprinkler system or an approved 
smoke or heat detection system where the door locks release 
upon activation of the system. These locking systems must 
be listed and the door locks must release during a power 
failure and be installed with a release switch at the fire com-
mand center or other approved location, such as a security 
office. 
The door may have an audible alarm that sounds when an 
occupant pushes on the exit (panic or fire exit) hardware. 
The time delay for egress is limited to 15 seconds or 30 
seconds when approved by the code official, and specific 
signage must be placed on the door to let occupants know 

In special cases such as psychiatric  
treatment areas or infant nurseries,  
the doors do not need to automatically 
release because of the need for special 
supervision or security of these patients.

SOME OF THE CODE 
APPLICATIONS THAT 
ALLOW SPECIAL LOCKING 
ARRANGEMENTS ARE AS 
FOLLOWS:

 Access Controlled Egress Doors 

 Delayed Egress Locking Systems 

 Electrically and Electromagnetically  
Locked Egress Doors

 Product Certifications
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the door will open in 15 or 30 seconds. 
With an exception for certain insti-
tutional occupancies, egress must be 
designed so that occupants only need 
to pass through one controlled egress 
door to exit the building.

Electrically and 
Electromagnetically Locked 
Egress Doors
Electrically or electromagnetical-
ly locked egress doors have safety 
requirements, such as motion sensor 
activation (release), automatic release 
with operation of the panic or fire exit 
hardware, failsafe operation and/or a 
manual release and must be listed to 
UL 294 to ensure code compliance and 
safe operation.

Product Certifications
There are several UL product catego-
ries covering special locking ar-
rangements, locks, and access control 
systems that can be used in the above 
referenced applications. Certifications 
for these products and systems can be 
found in the UL Online Certifications 
Directory at ul.com/database.
More than 20 companies have prod-
ucts listed under the Special Locking 

Electrically or electromagnetically 
locked egress doors have safety 
requirements, such as motion sensor 
activation (release), automatic release 
with operation of the panic or fire exit 
hardware, failsafe operation and/or a 
manual release and must be listed to 
UL 294 to ensure code compliance and 
safe operation.

allow immediate egress in case of 
power failure or upon activation of an 
automatic fire-alarm system.
Products listed under this product cat-
egory include releasing devices, such 
as panic hardware, fire exit hardware 
and exit locks, that are actuated by an 
actuating bar (crossbar or push pad) or 
actuating paddle for outward-opening 
doors, designed to facilitate the egress 
of persons from buildings in the event 
of an emergency.
The basic standard used to investi-
gate products in this category is the 
Standard for Panic Hardware, UL 305 
and applicable IBC and/or NFPA 101 
requirements. Products are intended 
for installation in accordance with the 
manufacturer’s installation instruc-
tions. UL-certified products under this 
category include a UL Mark that in-
cludes “CERTIFIED” and “SAFETY,” 
and “Panic Hardware.”
Also, products and systems that 
provide a means of regulating or 
controlling physical entry (ingress) 
into a building or area by electrical, 
electronic and/or mechanical means 
are Certified (Listed) under the Access 
Control System Units (ALVY) product 
category in accordance with UL 294 
requirements.
Finally, doors controlled by UL 294 
access control systems units or special 
locking arrangements are typically 
provided with listed burglary-re-
sistant electric dead bolts (CVXS), 
burglary-resistant electric door strikes 
(CVXY), or burglary-resistant electro-
magnetic locks (CVYT). These locking 
devices are listed in accordance with 
UL 1034, the Standard for Burglary-
Resistant Electric Locking Mechanisms.
For more information on special 
locking arrangements, please contact 
Bruce Johnson at Bruce.Johnson@
ul.com or 631.680.5174. 

BRUCE JOHNSON is Senior Regulatory 
Engineer at UL. This article was reprinted from 
The Code Authority, 2015 Issue 3, with permission 
from UL.

Arrangement 
(FWAX) product 
category. This 
category covers 
assemblies intend-
ed to be mounted on door frames of 
outward-swinging exit doors for the 
purpose of locking such doors against 
unauthorized egress.
Products listed under this product cat-
egory are investigated in accordance 
with the Standard for Access Control 
System Units, UL 294 and applicable 
IBC and/or NFPA 101 requirements. 
Products are intended for installation 
in accordance with the manufacturer’s 
installation instructions. UL-certified 
products under this category include 
a UL Mark that includes “SECURITY,” 
“LISTED” or “CERTIFIED,” and 
“Special Locking Arrangement.”
The Controlled Exit Panic Devices 
(FULA) product category covers 
devices intended for mounting on out-
ward-swinging exit doors to facilitate 
the egress of persons. When the sys-
tem is activated, it is intended to pro-
tect against immediate unauthorized 
egress and allow exiting within 15 sec-
onds, or 30 seconds when approved by 
the local code authority. These devices 
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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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I often field questions on products that are not specifically 
covered in the codes and standards, and it’s not always 
possible to point to evidence in the model codes or refer-
enced standards to “prove” that these products are accept-
able. But the absence of a specific reference in these publica-
tions does not mean that these materials are prohibited.
For example, NFPA 80 – Standard for Fire Doors and Other 
Opening Protectives does not specifically mention whether 
terminated stops (AKA hospital stops) or delayed action 
closers are allowed to be used on fire door assemblies. 
Code change proposals can be submitted so these products 
are eventually addressed, but with a code-development 
cycle of three years, this is a long-term strategy.
Even if a code change is approved on the first try, it can be 
many years before the new language is officially adopted 
in any given jurisdiction. The 2016 edition of NFPA 80 
includes paragraphs which address new products that have 
been listed to fill holes in fire doors, and others which are 
listed to bring a fire door with an oversized undercut back 
into compliance. However, this standard is not likely to be 
adopted by reference in any state until at least 2018.

Alternative 
Methods and 
Equivalency
By Lori Greene, DAHC/CDC, FDAI, FDHI, CCPR

Photo: Shutterstock.com/Anatoli Styf
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So what happens between the time when a new product 
is developed (or someone notices that a material or meth-
od is not addressed) and a code change goes into effect? 
The National Fire Protection Association (NFPA) codes 
and standards cover this situation in a section called 
“Equivalency.”
In NFPA 80 and NFPA 101 – The Life Safety Code, the 
Equivalency section states that the NFPA codes and stan-
dards are not intended to prevent the use of new/improved 
devices, systems, or methods that are superior to the 
prescriptive requirements of these publications.  It is the 
manufacturer’s responsibility to provide information to the 
Authority Having Jurisdiction (AHJ), which demonstrates 
equivalency.
This technical documentation could include testing labo-
ratory results based on fire tests and engineering studies, 
descriptive information about the products, installation 
methods, required maintenance, and any limitations on the 
use of the material or method. The equivalency process en-
sures that the continuous process of product development 
does not conflict with the current standards.
If the information provided is in order and demonstrates 
equivalency, the system, method, or device is typically 
approved. The term “approved” is defined by NFPA as 
“acceptable to the authority having jurisdiction.” When 
the material or method is approved as equivalent—meet-
ing the intent of the code or standard—it is recognized as 
being code-compliant. An equivalent protection method is 
intended to provide a level of safety that is greater than or 
equal to the requirements of the code or standard.
The International Building Code (IBC) addresses this 
situation in a section called Alternative Materials, Design, 
and Methods of Construction and Equipment. Again, the code 
is not intended to prohibit new materials and methods for 
which the code does not include prescriptive information, 
as long as it has been approved. The IBC defines the term 
“approved” as “acceptable to the building official.”
The IBC lists research reports and test results as potential 
evidence that the proposed design complies with the intent 
of the code with regard to quality, strength, effectiveness, 
fire resistance, durability, and safety. If the building official 
does not approve a submitted design, the IBC requires the 
building official to state the reasons why the alternative 
was not approved.
The term “building official” used in the IBC is defined as 
“The officer or other designated authority charged with 
the administration and enforcement of this code, or a duly 
authorized representative.” Because the NFPA codes and 
standards are enforced by a wide range of jurisdictions and 
approval agencies the term “Authority Having Jurisdiction 
(AHJ)” is defined by NFPA as “An organization, office, or 
individual responsible for enforcing the requirements of a 
code or standard, or for approving equipment, materials, 
an installation, or a procedure.”

An AHJ may be a federal, state, local, or regional depart-
ment or others having statutory authority, including a fire 
chief, fire marshal, or other fire prevention personnel, a 
building official, a labor or health department, or other 
inspector. An AHJ could also be an insurance inspector, ac-
creditation or certification agency personnel, commanding 
officers or departmental officials for government facilities, 
or even a property owner or the owner’s agent.
The committees responsible for the model codes and 
referenced standards attempt to address the most current 
industry standards, practices, and technology. However, 
this is an ever-evolving industry, and it’s impossible to 
ensure that every product, assembly, or practice is ad-
dressed. To manage this potential time lapse, the codes and 
standards give the power to the AHJ or building official to 
evaluate and approve the alternate arrangements. Although 
a proposed installation may not meet the exact criteria in 
a code or standard, it will often be approved if the proper 
documentation of equivalency is provided. 

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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DHI’s Microlearning Classes
Bite-Sized Education Delivered by Your Chapter or Your Company

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

CE1501: 2015 IBC Code Update for Swinging Door Openings
• One hour; 10 Technical CEP Points

• Students who hold one or more of DHI’s professional certi� cations (e.g., AHC, CDC, EHC, or AOC) and 

who are participating in the DHI Continuing Education Program (CEP) will receive 10 technical CEP points 
upon successful completion of this course.

CE1503:  Intermediate Electrifi ed Access Control
• Three hours; 9 Technical CEP Points

CE1504: ICC Code Update Roundtable
• Two parts; can be taught separately in two-hour classes or both parts together 

as a four-hour class

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

CE1505:  Managing Projects, Time, Money & Materials
• Four-hour class: 12 Technical CEP points

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

DHI is changing, and our education and certifi cations are evolving with it. But no 
education is ever wasted, and what you take now will always count later. 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

Begins October 24-26; continues with 3 sessions online

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 apply 
to our industry. 

CE600: 2012 Update: Fire & Egress Door Assembly Inspections Online Class
Covers changes in: NFPA 80, Fire Door and Other Opening Protectives – 2010 edition; NFPA 101, Life Safety 
Code® – 2009 edition; and NFPA 101, Life Safety Code® – 2012 edition.

NEW! CE1501: 2015 IBC Code Update for Swinging Door Openings

2016 Education Schedule

May 30–June 3, 2016
Montreal, Quebec
Holiday Inn
Montreal Airport Hotel

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

November 6–10, 2016
Calgary
Details TBD

Sign Up Today and Take Advantage of These Great Opportunities!
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Readers’ Photos
By Mark J. Berger

Real Openings

My birthday isn’t until November, but our readers have given me an early present. This represents our third Readers Photo column for the 
year. That’s absolutely terrific.

Please keep sending interesting photos in; we appreciate them as well as your comments. As you can see from this month’s collection, viola-
tions are almost everywhere. Please send in your high resolution photos when you are out on job surveys, out with the family, on vacation, 
etc. A special thank you to Colby Dunham, whose ever-present smartphone camera is responsible for some great images, which he regularly 
shares with us.

ADAM MATUSZ - GOLF CLUBHOUSE
Adam used a rain delay while playing golf at an 
industry conference to explore the clubhouse. 
While it is nice to provide comfort for weary 
golfers, I’m sure there was a better place for this 
couch.

 COLBY DUNHAM - CREW ROOM
Good instructions on the door reminding the truck drivers of their 
responsibility to lock their trucks. I wonder who is responsible for 
throwing the deadbolt and requiring two motions to exit. Actually 
three motions, because you have to release the electromagnetic 
lock. We need to continue our outreach and education so that elec-
tromagnetic locks are installed in a code compliant manner, with 
releasing exit devices or lever trim mounted on the door.
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 COLBY DUNHAM - 
BREWERY 

You’ve heard me say before that 
desktop printing has made this a better looking world. 
Anyone can print good looking authoritative signage. 
Unfortunately, that includes signage which violates fire 
codes. You can see the fire labels, not painted over, in 
the frame (look for the red). While door stops have not 
been installed, the signage mandates violating the fire 
code. Perhaps we should consider requiring signage 
indicating that fire-rated doors cannot be chocked 
open. Magnetic hold opens, tied into a fire alarm 
system, are the code compliant way to accomplish this 
goal, not a heavy bucket holding the door open. 

COLBY DUNHAM - HOSPITAL 
There are two interesting homemade signs on 
this door. One requests not to remove chairs 
from the waiting room. No problem with 
that. The other sign asks that the door not be 
locked. How about a sign that says this is a 
fire-rated door and shouldn’t be edged open? 
The fire-rated label is clearly visible in the frame. 
The professional sign on the door instructs how to 
provide feedback. I wonder if anyone has asked how 
to reach the safety manager at this hospital to report fire 
code violations.

 COLBY 
DUNHAM 
- EGRESS 
DOOR 
Looks like 
there’s a secu-
rity reason for 
keeping this door 
secured. But that 
doesn’t mean it has 
to be secured in a 
non-code compliant 
manner. This door 
certainly is in need 
of replacement and 
we hope they chose 
an exit device which 
provides safety and 
security, instead of 
reinstalling the slide 
bolts.

COLBY DUNHAM - FRAME 
Here’s a break from our usual 

door pictures. How often are we 
asked to review an opening for 

code compliance only to find 
that the elements have eaten 

away at the opening? Sadly, 
many building owners or tenants 

will ask us to save money and 
keep the frame and hang a new 
door in an opening that has less 

than 100 percent of the steel 
present.
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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.

ROB SLAYBAUGH - 
ELECTRIFYING 
Here’s this month’s 

award for creativity. 
Can you imagine 

calling the exit device 
manufacturer and 

trying to order a 
matching part for the 

other leaf? 

 BRUCE JOHNSON - WAREHOUSE DOOR
Doors + Hardware is designed for a wider readership than our 
industry’s distribution channels and manufacturers. We have archi-
tects, specifiers, facility managers and other end users among our 
subscribers. Bruce is a facility manager and we appreciate his taking 
the time to let us know what he discovered while looking at a 
potential building to lease. 

This is an all too common site; one which hopefully gets corrected 
as new tenants file for their Certificates of Occupancy. It also points 
out why we push so hard for annual inspections. Believe it or not, 
Bruce says this was one of the better exits in the space—another 
was completely covered from the inside. He could see the door and 
hinges from the outside, but nothing was visible on the interior.

 SEAN GREENHILL - GYMNASIUM
Where’s the right place to store portable goals when not in use? 
Certainly not in front of the exit doors. How would someone 
who is not familiar with exit codes know that? By reading the 
giant “Keep Clear” sign on the floor.
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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.



By Alex Goldfayn

FAMILY

The Revenue 
Growth Habit

BUSINESS
A father speaks to his grown son. There is 
coffee between them, or beer, or something 
stiffer. 
They are at dad’s house, in Florida or Arizona, 
where men and women who have led suc-
cessful lives go to enjoy three or four decades. 
In the 1950s, the father’s father started the 
family business, which has served its cus-
tomers loyally for about 60 years now. Some 
customers have been with the company for 30 
years or longer. Some staff members have been 
in the family’s employ for generations. 
Today, the son’s son, the fourth generation, has 
started working in the company. The father, 
taking a sip of coffee, or bourbon, speaks to his 
son: 
“I don’t understand all the email today. When I 
was running the place, we barely even used the 
phone. We’d just go and see people.” 
The son, who shall speak in italics, considers 
his father’s statement and replies: 
“I keep telling the salespeople to pick up the 
phone. Did you know our system tracks how 
much time everyone spends on the phone? 
So I took a look at the log. Guess the average 
number of hours they spend on the phone, per 
week.” 
There is a pause, and the dad swirls his drink, 
which is on the rocks. “The sales people? 
Twenty hours. At least half their working 
hours. More on the inside.” 
“Lower.” 
“Fifteen?” 
“Less.” 
“Come on! Not ten?” 

“Four hours! Our average inside and outside 
sales person spends four hours per day on the 
phone.” 
The father is incredulous. He looks down into 
his vodka drink. “Get out of here! They work 
45 hour weeks. What are you talking about?” 
“Isn’t it crazy that we’ve grown the company 
to this level with our people, whose job it is to 
talk to customers and prospects, spending less 
than 10 percent of their day on the phone?” 
“I’d say. I can’t believe it.” 
“I called some friends in the industry and it’s 
the same in their companies. The most suc-
cessful salespeople spend about eight hours a 
week on the phone, and the average is four to 
five hours.” 
“But surely they’re visiting customers the rest 
of the week, because in my day—.”
“Nope. We average maybe one or two customer 
visits per week, per outside person.” 
The father, protecting his Manhattan with one 
hand, slams his other hand on to the table. “So 
what the hell are they doing with the other 40 
hours of their week?” 
“Email. Web browsing. Checking the 
scores. Having some meetings. Preparing. 
Researching. Having lunch. But for their jobs, 
mostly email. Oh, and text messages now, too.” 
Silence.  Shaking heads.
“We’re working on it. We’re going to mandate 
more phone time. From me to the executives to 
the managers, every group’s phone time will 
go up.” 
“That’s a difficult change.” 
“For sure. Change isn’t easy; people will resist.” 
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“Son,” said the father, sipping his bloody Mary, 
“people always resist change.” 
“I know! It’s one of the hardest things I have to 
deal with running the place now. Some of them 
just do what they want, no matter what we ask. 
In fact, we’ll talk about it, they nod and agree, 
and then they go back to their desk and do 
exactly what they were doing before.”
“Welcome to running a multi-generational 
company. Don’t forget, some of these people 
were working here when you were a boy.” 
“Some of them still call me the kid! I’m the 
CEO of the company, and they call me kid! 
Did people resist like this when you were 
working?” 
“Oh yes. You have to remember, people don’t 
like change. They don’t like new work, espe-
cially if they’ve been doing the same thing—
like not talking on the phone—for a long time.” 
The father sips his single malt, getting louder 
now, more animated. 
“If you want to make change, you need a 
system, son. You need to make sure people 
know this isn’t a passing fad for you; a flavor 
of the month. You need to get every level of 
management involved, top to bottom. Everyone 
needs to know what you expect, and you must 
meet about it regularly and discuss it. 
“Too many companies simply launch a new ini-
tiative and that’s the end of it. The announce-
ment is the end. The announcement must be 
the beginning. It must be the first of many 
steps. People must have a way to report their 
progress. Managers need a way to give people 
feedback.
“The people must see that this new initiative of 
ours, say, increasing phone time, is being mea-
sured. And it must be done over time. Not for a 
week or two. 
“Son, if you want to make real change, you 
must build new habits in people. You need to 
change their behavior permanently. And you 
do so by changing the culture.” 
There is silence again. 
The father, wisdom shared, leans back and 
swirls his wine in the glass. 
“You’re right. You know, I’m reading this 
book called The Revenue Growth Habit, and the 
author, Alex Goldfayn, says that sales growth 
is a matter of simply communicating more with 
customers and prospects. He’s a consultant 
and specializes in growing multi-generational 

family businesses like ours. He systematizes 
fast, simple sales communications—with 
oversight and accountability—for all custom-
er-facing staff. He says his typical client grows 
by 10 to 20 percent in their first year of imple-
menting his approach.” 
The father considers this, downs what’s left of 
his coffee (black), and proclaims: 
“Hire him.” 

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 feedback 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.  

DOORS + HARDWARE      JUNE 2016      51



LOSS,  THEFT, 
DA M AGE… 
What is the Cost?
By Danah Head

Imagine that we are in a sales meeting. 
If we discuss loss in this meeting, what 
do we talk about? We could talk about 
theft, general shrinkage, and of course, 
the running over of product by forklifts. 
However, I wonder if we should instead 
discuss what to do when loss occurs, and 
how to cover that loss. 
If we were in this sales meeting, I would 
tell you about a loss of a $100 item. The 
cost to cover that $100 item—potentially 
$5,000 in additional sales. I would close 
the meeting by saying, “Get out there, 
you awesome sales professionals, and 
sell $5,000 more to make it up! You can 
do it!” 
I feel like this conversation with the sales 
team might go over like a lead balloon. 
If you have ever found yourself standing 
at the business end of an angry customer 
call because your inventory is “missing,” 
“lost,” or otherwise indisposed, then 
you need to keep reading. Loss is a very 
serious and very important issue in all of 
our companies. This subject of loss does 
not just cover physically lost items, but 
also covers misplaced items, miscounted 
items, item that leave as “samples” but 
aren’t logged, wrongly shipped items, 
misidentified items, items run over by a 
forklift, and of course, theft.  
So you might be asking how I came up 
with this giant number; isn’t the replace-
ment just another $100 item? The reason 
you will need to sell $5,000 in additional 

sales to make up that $100 takes into 
consideration that if your net profit as 
a percentage of gross sales is 2 percent, 
you can divide that times the $100 loss 
and get…$5,000. 
Do you think your warehouse “loses,” 
runs over, or damages $100 a month 
in your product/cash/inventory? What 
is your net profit percentage, and how 
much would you have to sell, in addi-
tional sales, to replace that item?
Here is an example of what it might cost 
your company, depending on your net 
profit percentage—the more net profit 
percentage from sales, the less the cost to 
cover your loss.
I have some quick thoughts on what you 
might want to do to start identifying and 
stopping loss.

1. Lock down your warehouse. 
What are you doing to help reduce these 
issues from happening in the first place? 
I don’t think you need to invest in a 
bunch of cameras or put listening devices 
in the breakroom. The first thing you 
need to do is open your office door and 
walk to the warehouse and start showing 
your smiling face. If you are wearing 
heels and reading this right now, there 
is no excuse for you not to be out there. 
I wore my heels out there just like they 
wear boots or tennis shoes, and I would 
do it again (at the very least have some 
flats under your desk).
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While you are making your presence known, ask your-
self—how easy it was for you to walk in there? Was there 
any security or questions as to why you are there? Are 
you being escorted or just blindly trusted? Can you snatch 
things off the shelf and then present them later as a dollar 
amount of lost product to your warehouse team?
There is no need to stay locked up in your office and hand 
down policy and obligatory emails. You need to check on 
your people by walking through the aisles. Do not keep a 
schedule—just show up. Do not treat people like they are 
criminals, but take loss seriously.
Do not just let anyone wander in and out of your ware-
house—not customers, freight employees, suppliers, or 
salespeople. No-one, including you, should be allowed 
without an escort and a purchase order. Put “do not cross” 
tape on the floor at the entrances of your warehouse. 
Make sure your warehouse staff are all wearing the same 
color shirts; bright orange, yellow, green, etc. work per-
fectly and stand out. Anyone not wearing a warehouse 
employee shirt should not be allowed to be alone in the 
warehouse. That includes the president, CEO, COO, CFO, 
etc.; they all need to be escorted to prove a point—rules 
are rules. Loss is loss; this is not a trust issue; make this is 
a protection issue. 

2.  Create an environment of responsibility  
and accountability. 

If you believe your inventory is cash, you cannot be the 
only person in your organization that feels like this. 
Everyone in your warehouse should buy into the idea that 
they are the protectors of your inventory and the protec-
tors of your net profit. Make sure you are encouraging, 
rewarding, and training people to be super sleuths.
If someone is constantly running over product on the 
forklift, then they might need to be retrained. When 
someone has issues putting away product correctly or pro-
cessing returns, they need to be retrained. If cycle count 
is always wrong on one item or area in your warehouse 
during cycle counts, fix it. Bottom line: if your ware-
house people are not on your team and not serious about 
reducing loss, you will lose more than $100 in product a 
week, I promise. 

3. Be smart. 
You may not want to believe it, but people who have 
opportunity, well, just remember—people are people. 
Check your dumpsters regularly; check bathrooms and 
breakrooms to make sure that nothing is leaving your 
company unauthorized. Even if you sell items that do not 
seem like something people might steal, such as tape, tape 
guns, bubble wrap, boxes, etc. These things still cost you 
money and hurt your bottom line.
In some cases, you might need cameras outside your 
warehouse entrances to see what is leaving, especially if 
you are having issues that you can’t solve. Do you stand 

at the exit and greet people as they leave? Do you tell 
everyone to have a nice day and shake a few hands? This 
relationship, done sporadically yet often, can prevent loss 
as well. 
Try not to ignore issues as just another “thing” that hap-
pened. Investigate; don’t waste a ton of time on it, but do 
keep track, follow trends and be aware. Allowing yourself 
to get tunnel vision could make you miss the opportuni-
ties that are in front of you to prevent loss. 
Training, information, allowing people to feel valuable 
and making sure the warehouse is on lockdown will help 
you reduce loss. If you feel like saving money is the key to 
good business, then practice making sure everyone in con-
tact with your inventory understands the value; and keep 
your money. As always, I look forward to your emails and 
am here to help. 

DANAH HEAD is an Executive Advisor for The 
Distribution Team. She holds an MBA in Technology 
Management for Supply Chain and a master’s 
degree in Adult Education and Corporate Training. 
While pursuing her education she worked in dif-
ferent purchasing and supply chain roles within the 
manufacturing industry. She can be reached at 
danah@distributionteam.com or visit The 
Distribution Team at www.thedistributionteam.

MISSING
FIRE DOOR LABELS?

WE RE-LABEL 
FIRE DOORS USING OUR ANALYSIS  

& EVALUATION FIELD LABELING PROGRAM

Steel Door Frames—90 min.
Steel Doors—90 min.

Wood Frames—20 minutes
Wood Core Doors—20 min.

Mineral Core Doors—45, 60 or 90 min.
We label the door & frame, and comment on the hardware.

GUARDIAN FIRE TESTING LABORATORIES, INC.
716.835.6880  |  Fax: 716.835.5682  |  gftli@earthlink.net

www.firetesting.com

GUARDIAN IS ACCREDITED BY ANAB TO: ISO 17025 AS A TEST LAB; AS A CERTIFICATION 
BODY TO ISO 17020 INSPECTIONS & TO ISO 17065, PRODUCT CERTIFICATION

GUARDIAN
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Impact DHI Impact includes quotes and interesting facts and figures about DHI 
and its impact on our industry and our members. If you have a great 
quote or a fun fact to share, send it to Denise Gable at dgable@dhi.org.

JUNE'S 60-SECOND  
SURVEY RESULTS

ANY TIME! Take these self-paced,  
online courses anytime to match your busy schedule:

  Doors & Hardware 101

  COR103: Understanding &  
Using Construction Documents

  CE1401: Codes & Standards Update

  CE600: 2012 Update: Fire & Egress  
Door Assembly Inspections

Email education@dhi.org for more information.

DHI Fall 
Technical  
Schools

OCTOBER 23-29
Scottsdale, Ariz.
education@dhi.org

NOVEMBER 6-10
Calgary, Alberta
education@dhi.org

events@dhi.org

MAY 10-12
2017PHOENIX 

A R I Z O N A

conNextions

JULY 10-13
Denver, Colo.
Visit the Door Security 
& Safety Foundation 
booth at ASHE's Annual 
Conference & Technical 
Exhibition
pbaillargeon@doorsecuritysafety.org
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On May 4, 2016 the U.S. Centers for Medicare & Medicaid Services issued their final rule which will amend the fire safety 
standards for Medicare and Medicaid participating hospitals and a variety of other health care institutions. This final 
rule will adopt the 2012 edition of NFPA 101, the Life Safety Code, which includes requirements for annual inspection of 
fire and egress door assemblies. It is expected that the demand for these inspections will increase exponentially over 
the next few years. With increased inspections will evidently come increased demands for remediation of defective 
openings with replacement products and repair services.  

24+68+8+A
How will you and/or your company respond to this 
increased opportunity in the healthcare market?

Will now consider undertaking 
aftermarket sales and/or service 

to the healthcare market  

24%

Already provide aftermarket sales and/or 
service to the healthcare market

68%

No interest in providing 
aftermarket sales and/or service to 
the healthcare market 

8%

36+22+24+18+A
How will you and/or your company respond to 
this new demand in the healthcare market?

 Will now consider undertaking fire door 
inspections as part of an aftermarket service 

36%

 Establish fire  
door inspections as part of an 

aftermarket service

22%

Already provide fire  
door inspections as part  
of an aftermarket service

24%

No interest in fire door 
inspections as part  
of an aftermarket  
service

18%

SAVE THESE DATES!
Although coNextions 2016 is over, there's still lots going on at DHI! 
Mark you calendar with these upcoming events:
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OCTOBER: Hospitality, Entertainment, Mixed-Use Facilities
Deadline: August 10

SEPTEMBER:  Hardware Trends/Emerging Technologies
Deadline: July 10

CONTACT MOLLY LONG:
mlong@dhi.org  : :  703.766.7014  : :  www.dhi.org/advertising

THREE GREAT REASONS 
to include Doors + Hardware in your 
marketing plan:
1. TARGETED READERSHIP—all of whom are involved in 

the commercial architectural openings industry

2. EXCLUSIVE COMMUNICATIONS VEHICLE into the 
distribution channel of our industry

3. READERS TAKE ACTION—52% purchase, specify, 
or recommend an advertised product and 51% 
contact the advertiser or visit their website

*2015 Readership Survey

Don’t miss out on these upcoming issues:
AUGUST:  Life Safety/ADA
Deadline: June 10

“Doors + Hardware is one of the few 

segment of the industry so comprehensively. 
The editorial content covers a wide range of 
topics and is a great resource for professionals 
to stay current on the latest developments 
impacting our industry.”
— ASSA ABLOY Architectural Hardware Shared Services
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It was wonderful seeing so many of you in Orlando for 
conNextions 2016 last month! Each year, DHI staff works to 
bring you the best possible industry event to reconnect and 
learn about new products and technologies; a show worthy 
of your financial and time investment; and substantial and 
productive enough to take you away from your busy work.

Our main objective is to create a meeting filled with valu-
able education and networking opportunities with leaders 
from all segments of the openings industry. If you joined 
us for conNextions 2016, we hope you’ll agree that we suc-
ceeded in doing just that!

While the official show began on May 4, many of you were 
engaging with fellow attendees and exhibitors through the 
DHI conNextions app and attendee website well in advance 
of your arrival. It was wonderful to see so many virtual con-
nections taking place, with attendees and companies fol-
lowing each other, setting face-to-face appointments  
and excitedly chatting about all that was to come.   

Once on-site, the Orlando World Center Marriott was the 
perfect backdrop for our industry to gather. In addition to 
the scheduled programs, it’s always nice to see one another 
in passing on the elevators, in the restaurants, on the 
greens and perhaps even at the pool!

The phrase New Day. New DHI. New Opportunities. had been 
used in several of the conNextions 2016 marketing pieces, 
and nowhere was this more evident than at Celebrating Our 
Industry – Dedicated to You! Hundreds experienced first-hand 
this unforgettable event highlighting the important role 
all door security and safety professionals play every day 
around the world.  

Hearing accolades from stakeholders was a vivid reminder 
that your hard work and dedication to this industry is felt by 
countless people. Also, the brand new DHI certification and 
credential updates were unveiled. If you weren’t able to join 
us in person or for the live stream, we invite you to see for 
yourself by viewing this event at www.DHI.org.

A keystone of the DHI convention—the tradeshow—kicked 
off with a bustling Opening Reception filled with productive 
conversations by nearly 2,000 industry professionals recon-
necting since our previous show. The show floor was a sea 
of impressive booths which were full of the latest technolo-
gies and products, along with friendly and helpful staff.  

Also on the tradeshow floor was the most jam-packed 
Showcase of New Products in recent memory, engaging 
and informative SolutionSessions presentations, and the  
all new Wi-Fi Lounge and professional headshot photog-
raphy station.

As promised, DHI conNextions 2016 offered more than 
30 educational programs. Attendees were treated to 
presentations from industry experts and professionals in 
the technical areas of BIM, sustainability, ConsensusDocs, 
code updates and the impact of NFPA 80 on the healthcare 
market; as well as managerial topics including eliminating 
retainage, how to increase revenues through excellent 
customer service, planning and goal setting for success, 
increasing sales without pushing products and much more. 
Many of these presentations can be found through the 
attendee website at dhiconnextions.zerista.com. 

Networking is the primary reason many attend DHI year 
after year, and this year did not disappoint. With the contin-
uation of the ChannelExChange program of private meet-
ings, the opening reception, attendee app and website, 
existing channel partnerships were strengthened, new alli-
ances were created, and unscripted connections were made 
throughout the week. No amount of e-mails, conference 
calls or social media engagement will ever measure up to 
face-to-face meetings and conversations, and at no time are 
these more prevalent than at DHI conNextions.

While these relationships are developed and strengthened 
at the show, you can nurture them through the attendee 
website dhiconnextions.zerista.com until we meet again. 
Mark your calendars now to join us in Phoenix May 10-12  
for DHI conNextions 2017.

Be sure to watch for next month’s issue which will include a 
full wrap-up of the show. If you have a personal story from 
the show that you are willing to share, pictures with fellow 
attendees and the new DHI brand or would like to supply 
any feedback, please contact me any time.

Thank you to all of our DHI exhibitors, sponsors and 
attendees for making DHI conNextions 2016 unforgettable! 

JULIE WALTER is Director of Events at DHI. She can be reached 
at jwalter@dhi.org.

conNextions 2016 – What a Show!
By Julie Walter
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Akron Hardware is your Powerful Solution when you need Corbin Russwin 
and other quality products from ASSA ABLOY.  We’ll make your experience 
effi cient - and ultimately, more profi table. We ship your orders the same day 
you call.  Place orders - anytime at Akronline, and we pay the FedEx Ground. 
Our staff has the answers to all your Corbin Russwin questions. And, visit our 
website for information and valuable offers that will keep you coming back.    

Classroom, corporate and healthcare 
openings demand a higher level of security. 

Corbin Russwin cylindrical locksets offer 
powerful solutions that get the job done. 

CL 3352 Classroom Intruder

Access 800 Series

CL 33903 Electrifi ed Lock

800-321-9602  •  www.akronhardware.com

Cylindrical 
Locksets



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.


