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I recently read an article in the Harvard 
Business Review (HBR) that discussed the 
benefits to one’s career of a positive and appre-
ciative attitude—not an article I expected to 
find in a business publication, but as I read the 
article, some good points seemed to stick.
Gratitude is a powerful emotion and can have 
a lasting impact on both your personal and 
professional life. You have probably heard the 
phrase “attitude of gratitude,” believed to have 
first been created by motivational guru Zig 
Ziglar. But what does that really mean, and 
how can being grateful for what you have help 
your career?
Peter Bregman, CEO of Bregman Partners, 
Inc., a company that strengthens leadership in 
people and in organizations, wrote in HBR that 
the path to improvement may not be effortless, 
but it should be familiar. Consider the ways 
you want to improve, Bregman said, and ask 
how they relate to the things for which you 
feel grateful. In many instances, the things 
for which you are grateful mirror the things 
you want to improve—and are most likely old 
behaviors and habits that you are already prac-
ticing but you just need a renewed focus.
Bregman explains that your path to improve-
ment is often hidden in your pleasure, not your 
discontent. Reminding yourself of what you 
have already done in the past is a much more 
reliable way of shifting your behavior, than 
starting a whole new behavior in the future 
resulting in improvement.  

Staying positive is good for your team's pro-
ductivity and your reputation at the office; 
and according to some studies, is good for 
everything from your sleep patterns to your 
physical and mental health. Being thankful 
makes people happier and more resilient; it can 
strengthen relationships and reduce stress.
So the lesson: gratitude helps improve your 
professional relationships and increases your 
chances for success at work. Think about those 
people in your office who often express a 
grateful and positive attitude, even when times 
get tough. Next, think about someone else you 
know who might handle tough times the oppo-
site way, with negativity and complaints.  It's 
easy to understand why being a member of the 
first group would enhance your professional 
relationships and produce a happier and more 
productive workplace.
No, I am not Zig Ziglar, and can’t begin to 
communicate as eloquently as Zig, but I do 
believe it is always about attitude. If it is easier 
to improve my attitude by being grateful, then 
I am all in— sounds simple, right?
Once you've embraced a more grateful attitude, 
you'll start to express your thankfulness and 
appreciation to others, and lift up others along 
the way. So let me close by saying thank you,  
door and hardware industry, for allowing me 
to serve you—I am grateful! Now that wasn’t 
so hard! 

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

The Benefits of Gratitude  
to Your Career 
By Jerry Heppes Sr., CAE
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By Isac Habib

….And Herein Lies 
the Opportunity: 

THE CASE 
FOR ACCESS 
CONTROL
Let’s face it—times are changing—
and rapidly. We now have cars that 
drive and park themselves; pilotless 
aircraft that take off, fly and even land 
on a moving aircraft carrier; smart-
phones with countless apps that can 
do practically anything with little 
effort on our part; and so much more. 
Technological advances have allowed 
online retailers to commoditize nearly 
everything, thus reducing the classic 
retailer’s profits. Door hardware is not 
exempt from this revolutionary for-
mula. For most business owners, lock-
smiths included, these changes have 
been evolving while they are focused 
on running their businesses in the 
same way they have in the past. The 
question becomes: is this sustainable?
Having been in the electronic security 
integration business for many years, 
I have had the fortunate opportunity 
to be the security integrator for many 
small and large projects. From de-
signing and installing access control 
and CCTV systems in a small medi-
cal center with six reader doors and 
four cameras; to having hundreds or 

even thousands of reader doors and 
cameras in locations such as JetBlue 
Terminal 5 at JFK International 
Airport, Westchester County Jail, the 
New York Times headquarters, Hearst 
Publishing Headquarters, and count-
less other locations. 
For all of these projects, we contract-
ed with many locksmith companies, 
since, after all, each of those clever 
readers and their associated software 
needed an electrified lock to do the 
job. Historically, regardless of how 
much time we spent on engineer-
ing and delivering an access control 
project, the customer’s perception of 
its ‘functionality’ boiled down to a 
simple question: did the door unlock 
properly?  
When thinking about that question, I 
first realized that, despite their good 
knowledge of locking hardware and 
life safety compliance, most lock-
smiths do not take advantage of the 
huge market opportunity they have—
installing access control. Think about 
it: every electrified lock needs an 
access control system.

All photos courtesy of DeltrexUSA

8      MARCH 2016      DOORS + HARDWARE



There are likely more than a dozen reasons why this is the 
case, which we will cover in different article. I will briefly 
focus on a few:
• The need for basic electronics knowledge.
• The need to have basic IT knowledge and skills.
• A lack of access control products that are resilient, sim-

ple to install and maintain.
You may just want to take a mental note of the opportuni-
ties and needed steps so that you can provide your cus-
tomers with a complete, simple access control and CCTV 
system. These will improve your bottom line.
One of the most accessible opportunities for the average 
locksmith to capitalize on is the ‘existing system’ market. 
Electromechanical locks, by definition, fail. There are 
moving mechanical parts within the locks, and for various 
reasons—many unpredictable—they break. When they do, 
it is naturally the locksmith that gets called for the repair—
and herein lies an opportunity. Providing solid security 
system design, excellent installation and ongoing service, 
are the antidotes to being commoditized. 

A Case Study
Recently I was called upon to work with a locksmith to fix 
a troubled access control system in one of the buildings of a 
large, multi-site customer. The customer was complaining 
about a plethora of issues: access doors that didn’t un-
lock, to doors that would not lock; random ‘access denied’ 
messages; unauthorized persons “tailgating” authorized 
personnel to gain entry into the facility; frequent ‘system  
is not working’ complaints that were taking many resourc-
es, including multiple days and costly additional dollars,  
to rectify. We spent time at the facility to evaluate the 
conditions, come up with an action plan and provide an 
upgrade solution.

Basic Electronics Knowledge: Wiring
When thinking about an upgrade of an existing system,  
we always try to preserve as much of the present infra-
structure as possible, adding and upgrading as needed. 
One of the largest labor investments (and costs) is the 
existing wiring. 
At the card access door, it is relatively simple to identify 
and repair wiring issues. However, at the access control 
system’s “head end” (the “hardware controllers” of the 
system), wires are normally already terminated inside  
the system controller enclosure. These wires are typically 
too short to make it to a new controller destination for a 
system upgrade. 
For this reason, very often installers use telco type “chick-
lets” to splice the old wires to the new controllers. Doing so 
only exacerbates the situation. The end result is a cabinet 
loaded with many intermingled wires (aka “spaghetti”) 
that are not only difficult to identify, but worse yet, even 
harder to service in the future. In this building, the original 
installer also added a local power supply in the ceilings 
near each door (see below), making the system upgrade 
even more involved and complex as we had to find each, 
examine and determine what was going on.
Instead of using an inferior and unsupportable “chicklet” 
approach, we typically use DIN rail mounted Phoenix  
connectors. (You’ll see the results later on.) With the use  
of Phoenix connectors, wires from the new controller  
are terminated in an orderly form on one side of the con-
nector. At the time of the cutover from the original system 
to the new access control system, existing field wires are 
terminated on the other side of the connector. This allows 
for a neat and orderly installation, easily serviceable at  
any time (by any technician), as each of the wires are iden-
tifiable and accessible for testing, troubleshooting  
and repair. 
Tip: I also take time to fully document the job. We memori-
alize device locations, wire types/runs, controller locations, 
assigning color-codes, IP addresses, details and the like. 
The more detail, the better for our future in servicing the 
system and keeping the customer happy. 
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In my case, I am AutoCAD proficient, as is my organiza-
tion. Documenting the system is easy using CAD, not to 
mention easy to store, update and maintain. If you are not 
using CAD, then at a minimum, take a piece of paper and 
create a ‘stick figure’ of the building, show door locations 
and anything else you did, as this will make much easier 
for you and your technicians to service the system into  
the future. 

Basic IT Knowledge: The Use of Network 
Controllers and Software
In this case, we actually had an easy choice to make. Since 
the customer was a large multi-site type with an existing, 
high quality integrated access control (Software House 
Ccure-9000) and CCTV platform (American Dynamics 
Victor), we simply used the customer’s platform hardware 
and controller requirements. 
The benefits to the customer were many. There was no need 
to purchase, manage or maintain another piece of software. 
This saved the customer a minimum six months of time 
and numerous “committee” resource hours; the headache 
of another construction-like project that would impact 
much of the building; not to mention carrying a high cost. 
Based on our knowledge of the system and IT infrastructure, 
we were able to immediately offer relief by bringing this 
building online with the others in the customer’s networked 

access control system. The building became a part of the cus-
tomer’s existing “enterprise” access control system, allowing 
for use of a single system-wide access card. 
Employees and contractors of this facility can now travel 
between this and other buildings throughout the enter-
prise, carrying just one master proximity card containing 
their authorized user credentials. System administrators 
have control across the enterprise. The impact of cost sav-
ings and control to the customer are huge. The “user list” 
integrity was immediately enhanced, as system adminis-
trators were able to add/delete users and even automate 
credentials for new or terminated employees, from a singu-
lar centralized database. 
It is worth noting here—it does not make a difference 
whether an access system is comprised of two doors  
or two hundred doors—the same rules of proper product 
selection, design, installation and documentation apply. 

Electrified Locks
Most locksmiths are very familiar with proper locking 
hardware selection and the associated life safety code 
requirements. Security integrators typically are not as fa-
miliar with available electrified door locking hardware and 
tend to use magnetic locks everywhere. Magnetic locks, or 
“maglocks,” are easy to install and require no prior instal-
lation planning. 

The conversion: work in progress on the left. New splice panels with Phoenix connectors (right) staged nearby existing equipment.

10      MARCH 2016      DOORS + HARDWARE



PDQ’s Exclusive 
Classroom Intruder 

Cylindrical Lock 
with LED IndicatorCylindrical Lock 
with LED IndicatorCylindrical Lock 

Now Patented

Press the button fro
m inside the 

classroom. Red LED will light up 

indicating the outside l
ever is locked. classroom. Red LED will light up 

indicating the outside l
ever is locked. classroom. Red LED will light up 

This  eliminates the need to open indicating the outside l
ever is locked. 

This  eliminates the need to open indicating the outside l
ever is locked. 

the classroom door to check the 

security of the outs
ide lever.

OUTSIDE LEVER  
UNLOCKED

“PRESS THE BUTTON”  
RED LIGHT INDICATES 
TO THE TEACHER THAT 
THE OUTSIDE LEVER IS 
LOCKED AND SECURE.

For more information, call us at 800-441-9692  
or visit us at www.pdqlocks.com

PDQ’s Exclusive 

THE ULTIMATE  
IN CLASSROOM SECURITY 

I get called to evaluate many instal-
lations and am not surprised to see 
maglocks installed on hollow metal or 
wood doors that have been prepped 
for an electrified mortise or cylindrical 
lock. I often see maglocks installed on 
doors that are in the path of egress, 
despite the fact that emergency egress 
hardware has already been installed 
prior. There are many reasons and 
sound opportunities for the local 
locksmith to both correct and profit 
from the use of proper electrified 
locking hardware for customers; not to 
mention save lives. 

Door Devices
As you know, correct access control 
door installation also requires a door 
contact (DC), aka Door Status Monitor 
(DSM). The reasons are many and 
include benefiting from “Door Forced 
Open” and “Door Help Open” alarm 
notifications, to “Normal/Unused” 
transactions, and “Door Relock” 
features. 
The relock is an important feature. 
Most default timers for valid card 
reading in controllers are an average 
of eight seconds. Most people take 
roughly three to four seconds go 
through the door. That leaves a period 
of four seconds in which the door 

remains unlocked, allowing a person 
to tailgate and enter the premise with-
out presenting a valid access card. 
The use of the DC/DSM is what sig-
nals to the processor (system control-
ler) that a door remains ajar, thus caus-
ing an alarm, based on programming. 
Remember the complaint our custom-
er indicated regarding unauthorized 
facility access; a door contact paired 
with a REX device is a simple way to 
dramatically reduce the “tailgating” 
problem. Please remember: when us-
ing a DC/DSM, it is mandatory to also 
use a Request to Exit (REX) sensor, for 
which many types are available. 
As for the REX, especially when per-
taining to maglock doors, we are all 
familiar with the single gang plate and 
green button marked “Exit.” Users 
have to push the “Exit” button for the 
door or gate to unlock and allow them 
through. Other than the button’s color 
and text, for life safety and code com-
pliance, one must consider the type of 
switch behind the green button. 
The use of a momentary SPST (Single 
Pole Single Throw) switch connected 
to the system processor ‘REX input’ 
is prohibited. At this site, we replaced 
all SPST switches with an all metallic, 
pneumatic REX device, the S106 series 

Aluminum pneumatic REX buttons

DOORS + HARDWARE      MARCH 2016      11



Final conversion configuration, making it 
simple to service

with DPST (N/O and N/C) pneumatic time delayed switch-
es, made by DeltrexUSA. As required, we wired the N/C 
set in series with the maglock power wires and the N/O 
contacts to the processor REX input. This assured positive 
fail-safe door unlocking as well as enhancing the relock 
feature.

Power and Fire Alarm Interface
When dealing with a ‘home run’ cabling installation, it is 
important to use centralized, battery backed-up lock power 
supplies mounted next to the controllers. This is an imper-
ative solution that offers an efficient alternative to those 
supplies installed at random locations in the ceiling and by 
the door. 
Imagine the labor time required to find and service these lo-
cations, not to mention the time needed to figure out which 
goes to each door location. Ceiling mounted power supplies 
are costly, hard to maintain and typically do not include 
battery backup power. In this case, many doors, some of 
which were perimeter type, were outfitted (incorrectly) with 
a maglock, ceiling located power supply and no back-up 
batteries. A simple power failure caused card access doors 
to unlock, compromising the building’s security. 

Additionally, and from what I have seen so far, most in-
stalled “over the door” power supplies lack the required fire 
alarm release interface from the building fire alarm panel.

End Results: The Final Configuration
The described case has detailed only some of the various 
items we had to consider to upgrade the access control 
system at our customer’s facility. Our goals were to make 
it a functional and compliant system, while reducing high 
maintenance costs for our customer and ourselves. 
Our onsite service, coupled with remote support via the net-
work, allowed for us to react within minutes to most issues. 
This results in a highly functional system delivering the val-
ue the customer had envisioned, and ultimately making for a 
happy and well satisfied customer. For us, a happy customer 
is a guaranteed repeat customer, who also willingly recom-
mends us to other opportunities. 

ISAC TABIB is acting Vice President of Technology 
at DeltrexUSA. Isac has extensive experience is the 
design and construction of Integrated Security 
Systems and was a partner at Antar-Com Inc. Isac 
can be reached atisac@ifly51.com.  
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Having a school lockdown plan in and of itself doesn’t mean that  
a lockdown, if called, would be successful. Consider these tips for  
ensuring an effective lockdown. By Ann Timme

KEY THINGS TO KNOW FOR AN 
EFFECTIVE SCHOOL LOCKDOWN8
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Having a school lockdown plan in and of itself doesn’t mean that  
a lockdown, if called, would be successful. Consider these tips for  
ensuring an effective lockdown.

What do we know to be true about 
violent events in schools? It is that, no 
matter how secure the building and 
well prepared the staff, if an intruder 
wants in, he will get in. It’s up to a 
school's safety and security team, as 
well as first responders, to success-
fully employ a lockdown procedure 
that reduces the threat of violence and 
increases the safety of everyone in the 
building. To that end, here are eight 
key things to know for an effective 
school lockdown.

1. Understand that there is  
no one-size-fits-all plan.

Because lockdown procedures must 
be developed around each school’s 
design—as well as first responders’ 
response capabilities—there is no 
one-size-fits-all lockdown plan. When 
school administrators are ready to 
develop a plan, be sure to work with 
first responders and members of both 
administration and staff, staying fo-
cused on proven and reliable practices. 
Develop the plan, keeping in mind 
that the intent is to be maximally 
effective in the event of a lockdown 
by minimizing the spread of violence 
and increasing the safety of students, 
employees and visitors.

2. Use clear emergency 
language.

School officials may know what “Code 
Red” in their emergency language 
means, but a substitute teacher who 
works two days a week may not. A 
third-grader may not. A new student 
may not. Therefore, to be effective 
in the event of a lockdown, use clear 
emergency language that leaves no 
room for ambiguities. Instead, an-
nounce the situation as it is. For exam-
ple, instead of saying, "Code Red," say, 
"Lockdown with intruder."

3. Develop levels of lockdowns, 
based on the nature of the 
threat.

If you have situational procedures for 
different types of threats in place and 
conduct drills for each scenario, there 
is a greater likelihood of success in 

the event of a lockdown, as opposed 
to if you prepared for one type of 
emergency situation.
While there are a number of lockdown 
protocols from which to choose, a 
three-level plan might look like this:
 Level 1: Danger off campus, but 

in the neighborhood. This means 
increased student supervision, lim-
ited student movement and locking 
all doors. 

 Level 2: Danger on campus. This 
means locking all doors, turning 
off lights and pulling blinds or 
curtains closed. 

 Level 3: Danger in the building. 
This means using the public 
address system to announce the 
lockdown, escorting everyone out 
of the halls into locked classrooms, 
and implementing the additional 
steps outlined below in tip eight.

For even greater effectiveness, admin-
istrators should consider developing 
lockdown procedures for special 
situations, such as before school starts, 
in between periods and at after-school 
activities.

4. Install high-quality safety 
and security products.

Replace standard door knobs with 
security locks on classroom doors to 
improve overall safety.
Available in both mechanical and elec-
tronic options, a key cylinder on the 
inside is used to lock the outside lever 
only. Because a key is required to lock 
the door, it prevents those who don’t 
have access to the key from locking 
the door. The inside lever is always 
free for immediate egress by simply 
turning the lever, even when the door 
is locked. 
Many classroom security locks include 
visual indicators, which provide at-a-
glance verification – from a distance 
– of the locked/unlocked status of the 
door from inside of the classroom. The 
convenience of visual indicators to 
assess a lock saves time and alleviates 
confusion in the event of a lockdown.

Looking at the larger picture, there are 
three types of lockdown hardware.
 Manual lockdown: Keys manually 

lock down a room or space. This 
is the most economical lockdown 
solution.

 Remote lockdown: This is a 
localized solution for administra-
tors who want to upgrade without 
the cost of a networked system. It 
activates lockdown by remote fob 
within proximity of the door.

 Centralized lockdown: This is 
integrated with access control soft-
ware, allowing doors throughout a 
building to be locked from a central 
location. Industry standards place 
high priority on access control 
systems that enable classrooms to 
be locked down from a remote lo-
cation in the event of an emergency.

5. Keep doors locked as 
a standard operating 
procedure.

Once security locks are installed, 
doors should be required to be locked 
during learning time as a standard 
operating procedure. This offensive 
approach to safety and security may 
take a bit of getting used to on the part 
of teachers, but if a lockdown should 
be ordered, it effectively ensures that 
teachers are already one step ahead.

6. Know in advance what to 
expect from first responders.

In building a lockdown plan, it’s vital to 
establish strong working relationships 
with first responders, such as fire/
EMTs/paramedics, local police and the 
sheriff’s office, using a holistic ap-
proach to keep students and staff safe. 
A large part of the relationship build-
ing includes knowing what each first 
responder is and isn’t able to do.
For instance, what is the fire depart-
ment’s response time to each school 
in a district? If additional assistance 
is needed, which neighboring fire 
departments can the local fire depart-
ment call upon? Does the local police 
department have a Special Weapons 

Photos courtesy of Allegion
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and Tactics (SWAT) unit? If not, do 
they have a relationship with a neigh-
boring police department that does? 
Who can offer the services of trained 
dogs, if necessary? Knowing what to 
expect builds a much-needed sense of 
trust in first responders.

7. Perform all-staff training 
sessions.

The ability to safely and efficiently  
address a hazardous situation—
whether a fire, an intruder or a natural 
disaster—helps save lives. But its 
success relies on the people and pro-
tocols in place. Therefore, regardless 
of which recommended lockdown 
system a school uses, training should 
be provided on a regular basis. All 
staff—even substitutes and support 
personnel—must be trained on proce-
dures to ensure that everyone knows 
exactly what do and where to go in the 
case of an emergency.
Remember that training should be 
consistent and repetitive. Consistent 
means that sessions should be reg-
ularly scheduled, once a month, for 
example. Repetitive means the same 
message is given every time. Both 
consistency and repetitiveness serve 
to reinforce the message and its 
importance.

8. Clearly delineate the steps to 
take in a lockdown.

When a lockdown has been initiat-
ed, the following steps can make a 
difference in the safety and well-being 
of students, staff and visitors. These 
steps should be included in personnel 
training and may also be performed in 
a lockdown drill.
 Stay in the classroom unless an all 

clear has been sounded or is au-
thorized by a designated security 
official.

 Leave the area, or the campus, if it 
is possible to do so safely. If unable 
to leave, direct everyone to proceed 
to an area that can be secured.

 Call 911, if able to do so safely. If 
you are near an emergency call 
box, open it, and follow the instruc-
tions for use. Do not pull the fire 
alarm.

 Lock all doors into the area. If it is 
not possible to lock the doors, use 
whatever means possible to restrict 
entry to the room.

 Move to the point in the room that 
is most distant from a door enter-
ing the room from the outside or 
from a corridor/hallway.

 Close blinds and window treat-
ments for concealment.

 Turn off lights.
 Put cell phones on vibrate and, if 

communication is needed, use text 
messaging only.

 Remain in lockdown status until 
advised by public safety officers or 
administrators that the crisis has 
been resolved.

All administrators hope that there 
will not be violence in their schools. 
But the reality is that violence does 
happen and, therefore, preparations 
must be made to keep all building 
occupants safe and secure in the event 
of an emergency. A school lockdown 
plan is a great place to start, and 
maximizing its effectiveness adds an 
extra layer of confidence in its ability 
to produce a successful outcome. 

ANN TIMME is 
Marketing Manager  
of Vertical Marketing  
for Allegion. She can  
be reached at  
Ann.Timme@allegion.com.
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California State University, Fullerton 
(commonly referred to as Cal State 
Fullerton) is a public university in 
Fullerton, Calif., with a total enroll-
ment of more than 38,000. This large 
student body—the second largest in 
the state behind UCLA—has a thriv-
ing athletics program that requires 
high-quality facilities able to with-
stand constant wear and tear from 
student use. During a recent renova-
tion, Cal State Fullerton’s facility plan-
ning staff trusted Spec-Rite Designs, 
a global distributor, manufacturer 
and designer of phenolic furnishings 
based in St. Louis, to supply custom-
ized solid phenolic athletic lockers for 
its men’s and women’s basketball and 
volleyball programs. 
Titan Gym on the campus of Cal State 
Fullerton has been the primary facility 
serving the needs of the Titans’ men’s 
and women’s basketball and volleyball 
programs since the 1964-1965 season. 
Many upgrades have been made to 
the facility within the past decade, 
including new seats to replace out-
dated bleachers, a complete redesign 
and resurfacing of the court floor and 
new video and scoreboards. A recent 
addition to the building also increased 
the capacity of the facility to approx-
imately 4,000 people and provided 
extra practice space for the teams. 

During these renovations, Spec-Rite 
Designs provided custom lockers that 
would meet the unique needs of the 
students in the university’s basketball 
and volleyball programs. The facility 
planning staff, recognizing that bas-
ketball and volleyball players are on 
average six feet tall or more, requested 
lockers that could accommodate the 
height of the athletes. Accessibility 
and storage space were also con-
cerns, and versatile storage solutions 
were needed to provide an adequate 
amount of storage space for multiple 
teams. 
Cal State Fullerton requested that the 
lockers be customized to represent the 
university and provide a high-quality, 
aesthetically appealing look. Spec-Rite 
Designs worked with API Consultants 
of Costa Mesa, Calif., and New Age 
Development of Yorba Linda, Calif., to 
design the locker room refresh.

Fully Customized Lockers  
and Storage Units
Although the project’s original spec-
ification was for standard 72-inch tall 
lockers, Cal State Fullerton’s need 
for larger lockers was incorporat-
ed into the design, and the lockers 
were increased to 96 inches. Spec-
Rite Designs’ emphasis on extensive 
customization and their ability to 

fabricate practically any panel size 
made it possible to accommodate the 
request for custom locker heights. 
The end result was 80 custom 96-inch 
athletic lockers that provided a consid-
erable amount of extra storage space 
while allowing the athletes to easily 
access every compartment. 
In addition to the taller lockers, Spec-
Rite Designs fabricated 94 standard 
72-inch 2-tier lockers, four custom-de-
signed storage units and a series of 
vented, pneumatic-hinged storage 
benches with stainless steel hardware. 
These extra lockers and storage units 
were added to provide flexible storage 
space to accommodate all possible 
users of the facility beyond its regu-
lar use by basketball and volleyball 
teams.
The high-quality stainless steel 
hardware and pneumatic hinge 
mechanisms used on the lockers and 
storage units in this facility were 
selected specifically for their ability to 
withstand long periods of active use 
from thousands of student athletes. 
Cal State Fullerton’s facility manage-
ment team is now able to rely on the 
quality provided by this hardware to 
deliver years of service with minimum 
routine maintenance. The high-quality 
components also guarantee that the 
athletes using the facilities will be able 

Custom Phenolic Lockers 
Enhance Student Athletic 
Facilities at Cal State 
Fullerton By Jennifer Clark

Continued on page 20

18      MARCH 2016      DOORS + HARDWARE

Case Study



Thank You to Our Sponsors

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

Opening General Session – DHI Live! 
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

Hotel Room Key Cards
Pocket Guide



to focus on their sport rather than be-
ing inconvenienced by faulty or diffi-
cult hardware or locking mechanisms. 
For an appealing finish that represents 
Cal State Fullerton’s prestigious legacy 
of academic and athletic excellence, 
each of the 80 custom-designed lock-
ers were accented with Trespa Athlon 
solid phenolic panels in Wild Cherry 
wood grain color with excellent 
durability and appearance-retention 
qualities. To complete the look, the Cal 
State Fullerton logo was custom-rout-
ered into the door of each locker using 
precise computer-controlled CNC 
technology to achieve consistency on 
every locker. 

Superior Materials: Solid 
Phenolic
The extremely dense compact lami-
nate panels used to fabricate the cus-
tom lockers are GreenGuard certified, 
emit very low VOCs, are non-microbi-
al and non-porous, resistant to mold 
and moisture and helped the univer-
sity earn LEED® credits. Spec-Rite 
Designs’ solid phenolic lockers are 
guaranteed not to warp or delaminate. 

They are impact, scratch and graffiti 
resistant and are backed by a 20-year 
performance warranty.
Solid phenolic panels are created by 
immersing kraft paper in thermoset-
ting resins, homogenously reinforc-
ing it with cellulose fibers and then 
subjecting the product to extreme 
high pressure and heat. The result is 
a durable, solid material that is able 
to withstand harsh treatment while 
providing an exceptional solution for 
many interior and exterior building 
applications. Solid phenolic excels 
when used for athletic facilities due 
to its durability and non-microbial 
characteristics, which minimizes re-
placement and maintenance costs for 
facility personnel over time.
In tests conducted to American Society 
for Testing and Materials (ASTM) stan-
dards, solid phenolic has been verified 
to be among the most durable and 
abuse-resistant commercially available 
materials. Compared to metal, wood, 
laminate and plastics, solid phenolic 
material meets or exceeds the perfor-
mance of other industry standard sol-
id surface materials in the categories 

of graffiti, scratch and impact resis-
tance. One test demonstrated that 
solid phenolic panels have 10 times the 
impact resistance of metal, stainless 
steel, plastic laminate, Hihg-Density 
Polyethylene (HDPE), and hardwoods. 
Solid phenolic was also shown to out-
perform plastic laminate, HDPE and 
hardwoods in tests for flame spread 
and smoke development.
With the benefits provided by the cus-
tomization of the lockers and storage 
units and the superior quality and 
durability of the stainless steel hard-
ware and solid phenolic material, the 
student athletes at Cal State Fullerton 
will be able to take full advantage of 
these functional and attractive lockers 
for years to come.  

JENNIFER CLARK is the Director of Operations 
at Spec-Rite Designs, LLC, and has more than 18 
years of multi-faceted engineering experience, 
including value engineering, cost estimating, 
project management and architectural planning 
and design. She holds a degree in Mechanical 
Engineering from The Ohio State University 
and recently became the recipient of the Lean 
Six Sigma Master Black Belt Certification. Clark 
is also a LEED® Accredited Professional with a 
focus on sustainable design and construction.

Compared to metal, wood, laminate and plastics, solid  
phenolic material meets or exceeds the performance  
of other industry standard solid surface materials  
in the categories of graffiti, scratch and impact resistance.

Continued from page 18
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TRENDS  
IN FIRE-RATED  

GLASS FOR DOORS
By Rob Botman
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Sandy Hook Elementary School and incidents like it have 
shown that there is room to improve the glass used in 
school doors. Intruders gain access to the building or 
classroom by shattering the tempered glass used in the 
doors. Parents, school officials and police forces are looking 
to find ways to improve on this and regain access control 
while maintaining occupant safety. 
Complicating the problem is that many school doors are 
fire-rated, and one has to be careful not to pick a solution 
to one problem (access control) that creates another prob-
lem (using flammable materials in a fire door). Fortunately 
there are excellent new glass options available that can 
provide both security and fire safety.
Tempered glass is commonly used in doors because it  
passes impact safety standards such as ANSI Z97.1 
(American National Standards Institute) and CPSC 
16CFR1201 (Consumer Product Safety Commission)  
as required under the building codes. While tempered 
glass is not generally a fire-rated glass, there ware versions 
of tempered glass that can be used in 20-minute smoke 
control doors. 
Tempered glass is a durable glass, but its key feature as 
identified in the impact safety standards is that it breaks 
safely into small pebbles when shattered. These small 
pebbles serve to minimize cutting or piercing injuries. The 
downside of this is that once the glass breaks, it voids the 
opening, making it easy for intruders to pass through the 
opening or reach in to unlock the door. 
This is what has happened in Sandy Hook and other 
incidents; when confronted by a locked door, the intruder 
simply shot through the tempered glass, causing it to fall 
out of the opening and allow the intruder to gain entry. 
The families of some Sandy Hook victims sued the town of 
Newton and the School Board over their inadequate choice 
to use tempered glass. Tempered glass simply is not a secu-
rity glass because it is easily voids the opening.

TEMPERED GLASS  
IS A DURABLE GLASS,  

BUT ITS KEY FEATURE AS 
IDENTIFIED IN THE IMPACT 

SAFETY STANDARDS IS 
THAT IT BREAKS SAFELY 
INTO SMALL PEBBLES 

WHEN SHATTERED. 

Photos courtesy of Glassopolis
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The same issue has come to play on 
balcony glass, known as ‘guards’ in 
the building code. Tempered glass 
has been used in the past and there 
have been several accidents where 
the glass has shattered and fallen out. 
This is bad for two reasons: first, no 
one below the balcony wants to have 
a shower of broken glass falling on 
their heads; and second, this leaves 
the balcony without a guard. If my 
children are playing on the balcony 
and the tempered glass fails and falls 
out, I won’t care so much that they 
won’t get cut by the shards if they fall 
off the balcony! So tempered glass is 
now considered unsuitable for these 
applications. 
The fire safety sections of the building 
codes have been continuously updated 
over the years to codify the hard les-
sons learned. Test standards also have 
evolved in response to problems that 
have occurred. The trend has always 

been to improve safety and security of 
building occupants. A hundred years 
ago it was common for fires to sweep 
through whole sections of our cities. 
Today, this does not happen and often 
you can look at a building after a fire 
and see exactly where the required fire 
separations have done their job to halt 
the spread of a fire in a building. Fire 
doors and the fire-rated glass used in 
them have been very effective in safe-
guarding our big buildings against the 
threat of fire.

Increasing Use of  
Laminated Glass
The trend in the glass industry is to-
ward increasing the use of laminated 
glass because it offers enhanced safety 
and security features over tempered 
glass. Laminated glass may crack 
when impacted, but unlike tempered 
glass, it generally stays in place. The 
trend toward laminated glass will 

THE TREND IN THE 
GLASS INDUSTRY  

IS TOWARD  
INCREASING THE 

USE OF LAMINATED 
GLASS BECAUSE IT 

OFFERS ENHANCED 
SAFETY AND  

SECURITY FEATURES 
OVER TEMPERED 

GLASS.

Laminated glass comes in many levels of protection.
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apply to glass used in doors. Sandy 
Hook would have turned out dif-
ferently if the school had laminated 
security glass instead of tempered. 
For fire doors, we have to be careful 
about how the trend towards laminat-
ed glass is implemented because tradi-
tional laminated glass uses flammable 
materials. You cannot have a fire door 
with flammable glass!
Fortunately there are laminated 
fire-rated glazing materials. Some 
common fire-rated glass brands are 
glass ceramics that are available 
laminated. Glass ceramics survive 
fires indefinitely, but allow the heat of 
the fire to pass through. These glasses 
are frequently used in standard 45- to 
90-minute fire doors. 
For 20-minute smoke control doors, 
specialty tempered fire-rated glass is 
still permitted. For schools, this can 
be a security concern as tempered 
glass can easily be broken out, allow-
ing intruders to easily gain access. 
There’s no point in having a lockdown 
protocol if the doors can be opened 
by breaking the tempered glass. 
Fortunately, there are new, affordable 
laminated fire-rated glass options 
available for 20-minute doors that 
can pass the impact-safety tests at the 
highest Category II levels. 
For fire-rated applications that require 
high levels of protection (e.g. bul-
let, blast, bomb, etc.) it is possible to 
make specialty laminations that can 
resist any kind of threat. Glass can 
be enhanced by laminating it with 
polycarbonate or other materials, but 
these are usually flammable. The trick 
is how to do this while maintaining 
the fire rating. This is done by using 
a thick fire-rated intumescent glass 
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which insulates against the heat of a fire and makes it pos-
sible in certain conditions to laminate security layers to it 
and not create a fire hazard. 
Several manufacturers use intumescent fire-rated glass as a 
base to produce very high protection fire door lites. There are 
many unique applications that can be done in this way. Here 
are some examples my company has worked on recently.

A door company in Florida asked us to produce a fire-rated 
and hurricane-rated glass. In this case, intumescent glass 
could be laminated with additional hurricane protection 
materials to pass Miami-Dade hurricane tests. These doors 
are used when developers want to build very close to the 
property line in Miami and need to have both fire-rated 
and hurricane-rated doors. 
Another customer needed to make special fire-rated doors 
for doors in a mental health institution. Their client wanted 
North American fire-code compliant glass that also passed 
a unique British standard for impact safety in mental 
hospitals. This one-of-a-kind solution is possible to do with 
modern fire-rated glass.
Intumescent fire-rated products can even be laminated to 
provide full bomb blast protection under standards such 
as UL 752 Level 8 for high security applications like doors 
in overseas embassies. Related fire-rated detention prod-
ucts are also now available for applications in prisons and 
institutions. 
The trend is toward ever increasing levels of fire and se-
curity protection. Many different combinations of fire and 
security glazing are available for use in doors. Talk to your 
supplier about your needs. Just make sure that your suppli-
er is offering you properly UL- tested and certified products. 
It’s imperative that the fire certification covers the finished 
lamination. Do your homework and get ready to offer your 
customers state-of-the-art and unique door solutions as new 
requirements, standards and building codes emerge. 

ROB BOTMAN is General Manager of Glassopolis, 
a Toronto-based company that distributes fire-
rated and specialty glass to the door industry. He 
can be reached at Rob.Botman@Glassopolis.com.
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School office door and sidelites with laminated fire-rated glass. This school replaced tempered 
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Fire-rated Glazing Plays  
a Key Role in Schools
INSIDE AND OUT

A recent renovation at Ridgewood High School, Norridge, Ill., provided an opportunity to use fire-rated glass to meet code requirements, 
maximize vision and create a feeling of openness in a relatively tight space.

By Diana San Diego

Photos courtesy of SAFTIFIRST
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Interior Applications – Ridgewood High School
About 80 percent of fire-rated glaz-
ing applications can be found in the 
interior. This includes openings, walls 
and door assemblies in exit corridors, 
stairwell enclosures and occupancy 
separations. For interior applica-
tions, fire-rated glazing functions 
to provide occupants with a path of 
safe egress or a haven where they can 
safely await rescue without feeling 
the devastating effects of flames, 
smoke and radiant heat.  
The level of fire protection needed 
for each application are laid out in 
Chapter 7 of the International Building 
Code (IBC), particularly in Tables 
716.5 and 716.6 in the 2012 and 2015 
IBC. These tables are not new code 
requirements, but a clarification of the 
existing code requirements of Tables 
715.4 and 715.5 in the 2009 IBC.
In the case of Ridgewood High School 
in Norridge, Ill., a recent renovation 
of the stairwell and its connecting 
exit corridors was an opportunity 
to use fire-rated glass to meet code 
requirements, maximize vision and 
create a feeling of openness in a 
relatively tight space. In the one-hour 
exit corridors, the fire-rated glass 
specified exceeded 25 percent of the 
wall area, which meant the glazed 
assembly must now meet ASTM E-119 
(American Society for Testing and 
Materials-Standard Test Methods for 
Fire Tests of Building Construction 

and Materials) wall requirements and 
be rated equal to the wall.  To meet 
the design and code requirements, the 
architect specified SuperLite II-XL 60 
in GPX Architectural Series Framing 
by SAFTI FIRST.  
Sound attenuation was also a  
concern, given Ridgewood High 
School’s close proximity to O’Hare 
airport. In the 2009 LEED-NC for 
Schools guideline, acoustic design  
is an area where designers can 
specify materials that can contrib-
ute towards earning IEQc9 (Indoor 
Environmental Quality) credits.
To earn this credit, windows in a 
building’s shell, classroom partitions 
and other core learning space par-
titions must meet an STC rating of 
at least 35. SuperLite II-XL 60, with 
an inherently high STC rating of 42, 
helped toward earning this credit 
while fulfilling the desire to minimize 
outside noise from one of Chicago’s 
busiest airports.
The renovation also included a private 
office for security personnel, and 
Ridgewood wanted increased privacy 
for this location while maintaining 
the natural daylighting aspects and 
maximum fire protection featured 
throughout the school. To meet these 
requirements, SAFTI FIRST supplied 
SuperLite II-XL 60 with a Satin Etch in 
GPX Architectural Series Framing.  

Ridgewood High School

Architects have always incorpo-
rated glazing in their designs for a 
number of aesthetic and functional 
reasons—vision, transparency, safety 
and daylighting, to name a few. This 
is especially important to schools and 
universities, with several studies con-
firming that when school spaces are 
brighter, students learn faster, teacher 
morale improves, and districts can 
dramatically cut energy costs. 
As a result, school districts and their 
architects are working hard to find 
new ways to maximize the amount 
of light reaching into windowless 
spaces previously designed to control 
temperatures and prevent student 
distraction.  To capture, pass on 
and share both daylight and new, 
environmentally-friendly artificial 
lighting, glazing has become the ma-
terial of choice because it allows light 
to filter from one space to the next. 
Glazing also has the added benefit 
of providing clear vision between 
spaces offering a sense of openness, 
connectivity and security.
With the advent of fire-rated glass, 
architects can add fire protection  
to glazing’s many desirable features  
and benefits by effectively compart-
mentalizing smoke, flames and in 
more advanced products, danger-
ous radiant heat. It performs this 
life saving function 24 hours a day, 
seven days a week without the need 
for mechanical triggers the way that 
sprinklers do.  While fire-rated glass 
performs the same function every 
time, its purpose differs depending on 
whether it is installed in the interior  
or exterior of a building.  
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Exterior Applications – Kromrey Middle School 
When fire-rated glazing is used in the 
building envelope, the IBC works to 
protect the spread of fire from build-
ing to building by defining horizontal 
separation distances and requiring fire 
resistance ratings for building exte-
riors that are in close proximity. The 
IBC measures the building face to the 
closest interior lot line or to the center-
line of a street, alley or public way. 
If there is more than one building on 
the same property and exposure pro-
tection is necessary, the IBC refers to 
an imaginary property line. The fire 
resistance ratings for exterior walls 
are based on construction type, occu-
pancy and fire separation distance as 
defined in Section 6 of the IBC, with 
durations ranging from no rating to 
three hours.  
Table 705.8 in the 2009, 2012 and 2015 
IBC lays out the percentage of pro-
tected and unprotected openings and 
size limits allowed in exterior walls. 
Fire protective glass, such as ceramics, 
wired glass and specialty tempered 
glass, is either limited in size or 

prohibited altogether, depending on 
the fire separation distance. However, 
the size and area limitations on fire 
protective glazing do not apply to 
fire resistive glazing that is tested to 
ASTM E-119 as they are considered to 
be walls instead of openings.  
In instances where code does not 
allow openings or restricts its size, 
designers can use fire-resistive glazing 
that is rated equal to the wall to incor-
porate and maximize vision, trans-
parency and safety while still meeting 
code requirements. 
Fire-rated glazing systems used in the 
building envelope are also expected  
to contribute to the indoor comfort 
and safety of the occupants. When 
used as an infill in exterior curtain 
wall systems, fire-rated glazing must 
consider air infiltration, water resis-
tance, thermal properties, condensa-
tion resistance and structural perfor-
mance, among others. Sometimes, 
it must also protect against attack, 
bullets, blast or hurricanes.  
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The additions and remodel at Kromrey Middle School, Middleton, Wisc., included a dramatic 
glass entrance that combined transparent high performance low-e glass panels and opaque 
decorative panels in a clear anodized aluminum curtain wall frame.
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In the case of Kromrey Middle School 
in Middleton, Wisc., part of the addi-
tions and remodel included a dramat-
ic, light-filled glass entrance almost 30 
feet high that combined transparent 
high performance low-e glass panels 
and opaque decorative panels in a 
clear anodized aluminum curtain wall 
frame. Because of the glazing struc-
ture’s proximity to the surrounding 
building, it was determined that the 
assembly had to meet ASTM E-119 for 
60 minutes to comply with fire-rat-
ed code requirements. Aesthetics 
were also important, so the fire-rated 
systems had to seamlessly match the 
non-rated systems on campus. 
The challenge on this project was 
taking the profiles of a deeper, fire 
resistive aluminum curtain wall sys-
tem and blending them seamlessly to 
a traditional aluminum curtain wall. 
As the specified fire-rated curtain 
wall manufacturer for this project, 
SAFTI FIRST worked with the design 
team to provide a fire-resistive system 
that incorporated the approved low-e 
insulated units as well as the decora-
tive wood veneer panels used in the 
surrounding non-rated curtain wall.  It 
would take a well trained eye to even 
tell what was fire-rated and what was 
not, which was the ultimate goal of 
this portion of the project. 
To meet the code and design require-
ments, SAFTI FIRST provided a clear 
anodized GPX Curtain Wall system 
with SuperLite II-XL 60 with PPG 
Starphire Ultra-Clear insulated with 
Guardian SNX62-27 clear tempered 
for the transparent panels.  For the 
opaque panels, SAFTI FIRST provided 
a custom fire-resistive wood veneer 
panel insulated with a clear, anodized 
panel on the interior side.
For the 60-minute pair doors with vi-
sion lites exceeding 100 square inches, 
SAFTI FIRST provided SuperLite II-XL 
60 with PPG Starphire Ultra-Clear 
insulated with Guardian SNX62-27 
clear tempered in GPX Builders Series 
Temperature Rise Door Framing.  The 
entire fire resistive system was manu-
factured in the USA in SAFTI FIRST’s 
factory in Merced, Calif.

Advances in fire-rated glazing tech-
nology over the years have allowed 
architects to incorporate these prod-
ucts more and more into their projects. 
Often times, fire-rated glazing systems 
are required to perform multiple 
functions and meet aesthetic require-
ments that are expected of non-rated 
systems. This is where working with 
a knowledgeable manufacturer in 
this specialized field becomes key to 

meeting the performance and design 
requirements of the project, whatever 
they may be. 

DIANA SAN DIEGO is 
Vice President of 
Marketing for SAFTIFIRST. 
She can be reached at 
dianas@safti.com.
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New Day. New DHI.     New Opportunities.

SEE EVOLVEMEETLEARN

Schedule subject to change.

Register today! DHIconNextions.org

SCHEDULE AT-A-GLANCE 

SUNDAY, MAY 1 – TUESDAY, MAY 3
8:00 am – 5:30 pm  Technical Education: Fire Door Assembly  

and Egress Inspection (DAI600) 

WEDNESDAY, MAY 4
8:00 am – 5:30 pm  Technical Education: Fire Door Assembly  

and Egress Inspection (DAI600) 
8:00 am – 5:00 pm  ChannelExChange in Exhibitor Suites
12:00 pm – 8:00 pm  Convention Registration
2:00 pm – 4:30 pm Education Sessions (2:00 pm – 2:45 pm, 2:55 pm – 3:40 pm and 3:50 pm – 4:35 pm)
5:00 pm – 8:00 pm Exclusive Exhibit Hours with Opening Reception
5:00 pm – 8:00 pm ChannelExChange on the Tradeshow Floor

THURSDAY, MAY 5
7:30 am – 6:30 pm  Convention Registration
8:00 am – 12:00 pm  ChannelExChange in Exhibitor Suites
8:00 am – 8:30 am  Celebrating Our People — New Opportunities
8:30 am – 9:30 am Celebrating Our Industry — Dedicated to You!
9:45 am – 12:20 pm Education Sessions (9:45 am – 10:30 am, 10:40 am – 11:25 am and 11:35 am – 12:20 pm)
12:30 pm – 6:30 pm  Exclusive Exhibit Hours
12:30 pm – 6:30 pm ChannelExChange on the Tradeshow Floor
1:00 pm – 6:00 pm  SolutionSessions on the Tradeshow Floor

FRIDAY, MAY 6
8:00 am – 6:30 pm LEAD Academy 
8:30 am – 1:00 pm  Convention Registration
9:00 am – 11:35 am  Innovation Sessions (9:00 am – 9:45 am, 9:55 am – 10:40 am and 10:50 am – 11:35 am)
11:45 am – 1:30 pm  Foundation Keynote Lunch

It’s a brand new day and your new DHI offers many new exciting opportunities at your annual 
convention. You’ll want to kick off your experience at the new opening general session,  
Celebrating Our Industry — Dedicated to You!, for an inspiring presentation of DHI’s newest 
initiatives designed to help your company prosper and you succeed professionally. You’ll learn 
about everything from our education evolution and certification transformation to advocacy 
advancement, membership matters and an improved member experience, all delivered straight  
from the source — DHI’s volunteer leadership — in a unique presentation unlike any you’ve  
ever seen at a DHI convention.

The schedule allows for 9 hours of uninterrupted exhibit time, networking events and 15 different 
education sessions that will keep you moving at the speed of change. Turn the page for event 
details or visit DHIconNextions.org for more information.

Join us to celebrate the evolution of DHI this May in Orlando and prepare to experience the next 
level of energy for you — door security and safety professionals.
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Celebrating Our Industry — Dedicated to You!
The best way to prove we are no longer your dad’s DHI is to 
deliver a completely new and completely unexpected opening 
general session: Celebrating Our Industry — Dedicated to You! 
Powerful, promising, reinvented and reimagined, this is your 
chance to hear first-hand how your industry association is 
evolving to better meet your needs. This presentation is about 
you — door security and safety professionals — celebrating the 
important role you play in the construction process and how 
DHI is focused on supporting you with the tools you’ve told 
us you need.

Sponsored by: 

SolutionSessions
Only have 15 minutes to spare? Be sure to participate in our 
quick-fire SolutionSessions showcasing overviews of the latest 
products and solutions, which will leave you wanting to know 
more. Located on the tradeshow floor — learn cutting-edge 
solutions to application issues surrounding new products, 
technologies and potential new suppliers. Participating 
Manufacturers currently include: ABH Manufacturing, Allegion, 
AMBICO Limited, ASSA ABLOY, Detex Corporation, Eggers 
Industries, National Guard Products, PDQ Manufacturing, 
STANLEY Security. 

ConNextions Education and Innovation Sessions
The education program covers a wide range of topics designed 
to help you grow your business and learn the finer details 
of technical issues affecting the industry. The tracks on 
Wednesday and Thursday are rich in information and detailed 
takeaways. On the technical side, expert presenters will guide 
you through topics ranging from new green requirements to 
BIM information you need to know. The Codes Update is back 
as well. In the managerial track, learn the finer points of surety 
bonds, retainage, and ConsensusDocs, as well negotiating  
pay-if-paid clauses and tips to make you more productive. Don’t 
miss the Friday manufacturer-led Innovation Sessions where 
you’ll get valuable training information and learn the latest and 
greatest directly from the manufacturers themselves.

LEARN
Code Jeopardy 
Let’s play Code Jeopardy! Get a refresher on 
the code requirements for door openings and 
find out what’s new in a fun and engaging 
format. Teams will test their knowledge of 
the International Building Code, NFPA 80 — 
Standard for Fire Doors and Other Opening 
Protectives, NFPA 101 — Life Safety Code, and 
the accessibility standards. Basic and advanced 
sessions will be offered. 

The Green Horizon — What’s Next in 
Sustainability
The next version of LEED will soon bring a 
whole new set of environmental requirements 
demanding more in-depth environmental 
information about the products you sell. 
Language is already changing in project 
specifications, requiring documentation to 
standards that have yet to be completed. 
Covering LEED and other green building 
programs, this long-term DHI program series 
updates you on the latest green requirements.

BIM for Construction & Facilities… 
Show Me the Information! 
What do your customers, the General Contractor 
and Facility Managers, really want out of BIM? 
You’ve heard all about lower construction costs, 
reduced jobsite waste, improved scheduling 
and flow of information, but how are these 
benefits actually being realized? Learn how 
the “I” in BIM — Information — has become 
the driving force for increased demand for BIM 
content in contract documents. 

Facilitating Project Success with 
ConsensusDocs
This session will explore how and why 
contracts impact efficiency in the A/E/C 
industry. A coalition effort of 40-plus groups, 
including DHI, have created ConsensusDocs, 
which publishes 100-plus standard contracts 
that take a different approach to facilitate 
project success on a range of issues.  
Learn drafting strategies and alternative 
approaches and get a sneak peek at 2016 
ConsensusDocs offerings.

Getting More “Pay” and Less “If” from 
Pay-if-Paid Clauses
Pay-if-paid clauses are almost everywhere and 
they have the potential to kill your business. 
Learn the difference between “pay-if-paid” 
and “pay-when-paid” clauses, how to modify 
them to reduce your risk of nonpayment, 
and negotiating tips to help you win that 
modification. 

Improving Cash Flow
All the good intentions in the world won’t get 
cash into your account. During this program, 
you’ll learn how to establish a good foundation 
for your cash management program, heed the 
lessons of your customer’s track record, use 
your time and employees to their maximum 
advantage, and use the leverage you have to 
get paid.

Eliminating Unnecessary Retainage
Attend this workshop to learn how to change 
contract language to avoid retainage, and get 
paid when you finish your work rather than 
languish through the end of the project. Industry 
standards, the federal government’s position on 
retainage and how to increase your negotiating 
skills by clarifying your customer’s and your 
own perspective will be covered.

Increasing Sales Without Pushing 
Products
A discussion on how people like to be —  
and don’t like to be — sold to, with a focus  
on developing great interview questions to 
uncover needs. This session will use Integrity 
Selling resources.

The Players Can’t Play If the Coaches 
Don’t Coach
Learn about mentoring, advising and coaching. 
Also, why don’t managers typically spend 
more time coaching their people? This session 
will focus on what coaching really is, and the 
benefits of coaching. Resources include Gallup 
polls and research, and Integrity Coaching. 

How Increase Revenues Through 
Excellent Customer Service
Join this lively discussion on customer service 
and its importance on client retention, and the 
cost of losing a client/customer. The Service 
Profit Chain and customer service gaps will 
be explored with resources that include the 
Harvard Business Review and Integrity Service.

Opening the Door to Surety Credit: 
Understanding Bond Types and Surety 
Relationships
An accomplished surety bond producer and a 
senior corporate surety underwriter will guide 
you in a fast-paced journey through the world 
of surety bonding, explaining what surety bonds 
are and what they are not; how they differ from 
traditional insurance products; their importance 
in ensuring the integrity of commercial 
transactions and the protection of contracting 
parties; the common types of bonds used by the 
door and hardware industry; the pathway for a 
firm to achieve surety credit; and much more. If 
you’ve ever had a question about surety bonds, 
get it answered in this session!

MEET

ChannelExChange
As an attendee or exhibitor at conNextions, you are eligible to 
participate in this facilitated networking event comprised of 
pre-scheduled private meetings. ChannelExChange meetings 
can take place on the tradeshow floor or in private suites 
allowing for the most in-depth conversations possible. This  
is your chance to meet one on one with current and new 
channel partners to have meaningful, strategic exchanges 
with the right people at the right time. Beginning in April, take 
advantage of the conNextions app or Attendee Website to 
schedule your appointments.

Foundation Keynote Lunch

US VS. THEM 
Jeff Havens
Friday, May 6 • 11:45 am – 1:30 pm

If you’ve ever been frustrated 
by how impossible it seems 
to manage generational 
issues at work, and if you’ve 
ever felt like you’re the only 
one who’s being asked to 
make any changes, then  
“Us vs. Them” is exactly  
what you need.  

In this fun presentation you’ll also learn how to understand, 
recognize, and resolve every generational issue facing today’s 
workforce. That’s no exaggeration; by the end of “Us vs. Them,” 
you will walk away with all of the knowledge you’ll need to 
address 100% of the generational issues you’ll face for the  
rest of your career. 

Sponsored by: 

New Day. New DHI.    New Opportunities.

EDUCATION SESSIONS 
Wednesday, May 4 and Thursday, May 5

INNOVATION SESSIONS
Friday, May 6 

Manufacturer-led sessions with in-depth  
solutions to today’s application issues. Visit www.DHIconNextions.org  

for session details. Register today!
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of surety bonding, explaining what surety bonds 
are and what they are not; how they differ from 
traditional insurance products; their importance 
in ensuring the integrity of commercial 
transactions and the protection of contracting 
parties; the common types of bonds used by the 
door and hardware industry; the pathway for a 
firm to achieve surety credit; and much more. If 
you’ve ever had a question about surety bonds, 
get it answered in this session!

MEET

ChannelExChange
As an attendee or exhibitor at conNextions, you are eligible to 
participate in this facilitated networking event comprised of 
pre-scheduled private meetings. ChannelExChange meetings 
can take place on the tradeshow floor or in private suites 
allowing for the most in-depth conversations possible. This  
is your chance to meet one on one with current and new 
channel partners to have meaningful, strategic exchanges 
with the right people at the right time. Beginning in April, take 
advantage of the conNextions app or Attendee Website to 
schedule your appointments.

Foundation Keynote Lunch

US VS. THEM 
Jeff Havens
Friday, May 6 • 11:45 am – 1:30 pm

If you’ve ever been frustrated 
by how impossible it seems 
to manage generational 
issues at work, and if you’ve 
ever felt like you’re the only 
one who’s being asked to 
make any changes, then  
“Us vs. Them” is exactly  
what you need.  

In this fun presentation you’ll also learn how to understand, 
recognize, and resolve every generational issue facing today’s 
workforce. That’s no exaggeration; by the end of “Us vs. Them,” 
you will walk away with all of the knowledge you’ll need to 
address 100% of the generational issues you’ll face for the  
rest of your career. 

Sponsored by: 

New Day. New DHI.    New Opportunities.

EDUCATION SESSIONS 
Wednesday, May 4 and Thursday, May 5

INNOVATION SESSIONS
Friday, May 6 

Manufacturer-led sessions with in-depth  
solutions to today’s application issues. Visit www.DHIconNextions.org  

for session details. Register today!
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New Day. New DHI.    New Opportunities.

Housing 
The Orlando World Center Marriott is your DHI conNextions 
home away from home. With its well-appointed rooms, 
numerous restaurants and countless amenities, the Marriott 
has been awarded AAA’s Four Diamond Award and Trip 
Advisor’s 2015 Hall of Fame. Great convention rates are 
available before and after the show, so bring your family and 
friends to enjoy Orlando. Don’t delay, book your reservations  
by April 4 for special DHI rates.

Tradeshow
More than 100 forward-focused exhibitors showcasing top products and solutions 
on a reimagined, dynamic playing field. An inviting exhibit hall will deliver a powerful 
and productive experience for buyers and attendees researching solutions for future 
purchases and partnerships. A must-see, the Showcase of New Products will feature 
dozens of the most advanced products developed over the past two years. 

SEE EVOLVE

A&L Shielding, Inc.
ABH Manufacturing, Inc.
Accurate Lock and  

Hardware Co., LLC
Activar Construction  

Products Group
Alarm Lock Systems, Inc.
Allegion
AMBICO Limited
AMPCO By AJW
Anemostat Door Products
Architectural Control  

Systems, Inc.
ASIS International
ASSA ABLOY Americas
AVAware Technologies
BEA, Inc.
Beyerle US, LLC
Bommer Industries, Inc.
Borg Locks (HK), Ltd.
Builders Hardware 

Manufacturers Association

Bulldog Fasteners, LLC
Burns Manufacturing, Inc.
C. R. Laurence Company, Inc.
Cal Royal Products, Inc.
Commercial Door Systems
Comsense, Inc.
Concept Frames, Inc.
Construction Specialties, Inc.
Contact Industries
contractERP
CORRIM Company
Custom Metal Products
DAYBAR Commercial Steel  

Doors and Frames
Dayton Industries, Inc.
De La Fontaine, Inc.
Detex Corporation
Dictator U.S., Inc.
Door Controls International
Doormerica
Eggers Industries
emullion Corporation

Entrematic
Ferche Millwork
Five Lakes Manufacturing, Inc.
FMS, Inc. Frame Material  

Supply, Inc.
Full House Machinery
Gensteel Doors
Guardian Fire Testing 

Laboratories, Inc.
Hager Companies
Hawa Group Americas Inc.
HMF Express
IDP Inc.
Intertek
Just Door Toolz
Karona, Inc.
Krieger Specialty Products 

Company
KVAL, Inc.
L. E. Johnson Products, Inc.
Lorient North America
MARKS USA
Marshall Best Security Corp.
Masonite Architectural
Mesker Openings Group
Metpar Corp.
Midwest Wholesale Hardware
Multiax America, Inc.
National Custom Hollow Metal
National Fire Protection 

Association
National Guard Products, Inc.
NGFL Incorporated

Overly Door Company
PDQ Manufacturing
Petersen Custom Software, Inc.
Philadelphia Hardware  

Group, Inc.
Premier Products, Inc.
QAI Laboratories
Reese Enterprises, Inc.
Republic Doors and Frames
Securitech Group, Inc.
Security Door Controls
Stanley Security Solutions, Inc.
Stier Steel Corp.
Sugatsune America, Inc.
Supa Doors
Surelock McGill
Timely Industries, Inc.
TOAD, LLC
Top Notch Distributors, Inc.
Townsteel, Inc.
TP Doors
TRIMCO
UL, Inc.
Unified Purchasing Group
VT Industries, Inc.
Washington Hardwoods & 

Architectural Products 
Waterson Corp
Window and Door 

Manufacturers Association 
Woodfold Mfg., Inc.
Zhongshan Keyman Locks 

Products Inc.

Registration
Registration package and pass offerings are design to fit every 
budget and schedule. Pick the option that best suits your and 
your team’s needs!

All Access: $135

Participate in all DHI conNextions activities. Pass includes: 

• Nine hours of exclusive exhibit time in the Expo Hall Opening 
Reception on the tradeshow floor (Wednesday)

• ChannelExChange program of pre-scheduled one-on-one 
meetings

• SolutionSessions (exhibitor-presented education on the 
tradeshow floor)

• Thursday's morning networking reception and  
opening general session

• Education Sessions (Wednesday and Thursday)

• Innovation Sessions and the Foundation Keynote Lunch 
(Friday)

Basic: $50 

Complimentary to all Distributors through April 18

Tradeshow Floor Pass with access to:

• Nine hours of exclusive exhibit time in the Expo Hall

• Opening Reception on the tradeshow floor (Wednesday)

• ChannelExChange program of pre-scheduled one-on-one 
meetings

• SolutionSessions (exhibitor-presented education on the 
tradeshow floor)

À la carte Events

• Celebrating Our People — New Opportunities .............. $20

• Foundation Keynote Lunch........................................... $75

• Education and Innovation Sessions  
(Wednesday, Thursday and Friday) ............................... $85 

All prices reflect advance registration member rates.

Exhibitors include:

Register today! DHIconNextions.org

List as of February 6, 2016
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By Bret Holbrook

As a result of mass tragedies at school and 
college campuses across the nation over the 
past two decades, student and staff security has 
become an increasingly high priority for admin-
istrators, parents and the general public alike. 
With such disastrous events as the Columbine 
High School shooting in 1999 that left 12 dead 
and 21 others injured; to the Virginia Tech 
massacre in 2007 fatally wounding 32; to the 
deadliest mass shooting at a high school or grade 
school in U.S. history at Sandy Hook Elementary 
School, where 20 children and six adult staff 

were killed in 2012, the intense focus on school 
security and safety has never been greater.  
Improving security and safety measures on 
school campuses, while continuing to maintain 
open and non-restrictive learning environments, 
continues to be a topmost challenge for school 
administrations and security professionals.  
School managers are looking to the security 
industry for simple cost-effective answers to se-
curity solutions that reduce security risks while 
providing critical security tools when a security 
breach does occur.   

Increasing School Security
without Interfering with  

the Learning Process

© iStock | Christopher Futcher
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www.ambico.com    888•423•2224  

In Stock ProductS ShIPPed 3-5 dayS

Fire Labeled • Wide Selection of Veneers
Factory Pre-Installed Acoustic Glazing

acouStIc Wood doorS & Steel FrameS
to STC 54

acouStIc Steel doorS & FrameS
to STC 59

acouStIc Steel WIndoWS
to STC 56

Only the SOundS
You Want to hear

Getting students and personnel easily behind locked doors 
as quickly as possible can simultaneously make the school 
safer and minimize the need for staff to worry about 
lockdown situations while teaching.

According to a recent Federal Bureau of Investigation (FBI) 
report, 86 percent of school shootings have occurred inside 
school perimeters: in classrooms, administrative offices, 
meeting rooms, libraries, the cafeteria and large assembly 
areas, and the incidents are over in two to five minutes.
This would suggest, then, that the threat could be alleviat-
ed by locking a classroom door, for example, from within. 
With that, most schools today have instilled policies where 
doors remain locked and teachers now have to physical-
ly open the door every time an administrator, student or 
faculty member enters or exits the classroom. This causes 
inevitable distractions and hinders the learning process. 
Because we want our students to be engaged in the class-
room with their teaches, classmates and assignments, any 
small distractions take away from the experience, at hand, 
and the central reason students are in school. 
Today, school administrators are increasingly charged with 
seeking out solutions that are cost-effective, easily installed 
and simple to operate.  With the number of public and pri-
vate K-12 schools across the country totaling about 129,000, 
representing about 55 million students, (National Center for 
Educational Statistics, 2011-12 census), there is no one-size-
fits-all answer.  
Because each school has a different need and budget pa-
rameters, when searching for a security solution, the first 
step is to define the school’s assets and threats and char-
acterize a school’s environment. School administrators are 
looking at all of these elements in order to enhance their 
school’s security and get back to the most important reason 
children are in school: to learn. 

K- 12 School Security: Taking  
out the Human Element
Today, school administrators must address certain criteria 
when deliberating security measures, which commonly 
include considering solutions that are too expensive or 
complicated to use; not compliant with fire and safety reg-
ulations and, most importantly, difficult or unsafe to use in 
high-stress, emergency situations.

The good news is that today’s precautionary culture has 
resulted in the advancement in security solutions for 
schools which takes away the human element—thus po-
tential human error—in protecting school environments. 
The solution, new to the marketplace and now available 
to schools, are doors that lock from the inside using fob 
devices or panic buttons which can lock and unlock one 
door, multiple doors, and an entire building, as well as 
be programmed to immediately communicate with first 
responders.
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According to the Final Report of the Sandy Hook 
Advisory Commission that was presented to 
Governor Dannel P. Malloy of Connecticut on 
March 6, 2015, the safest place to be is behind 
a locked door. “There has never been an event 
where the active shooter breached a locked class-
room door,” states the report.
By enabling teachers to discretely take action to 
secure a classroom, lunchroom or gymnasium 
from the inside, the individual will draw little 
attention to any impending event, while, simul-
taneously and immediately, increasing the safety 
for persons inside. When lessening distractions 
and increasing security, students can continue to 
stay on task in school.

Quick Connection with First Responders
Ensuring first responders arrive at the scene as 
quickly as possible is a key element some school 
administrators miss. New security measures are 
being released into the market where, as soon as 
the door is locked from the panic or fob button, 
first responders can be alerted and will report to 
the school. Having a positive relationship with 
the local fire and police departments is imper-
ative for school administrators. By including 
local fire and police officers to be a part of school 
safety procedures, they can become familiar 
with the building and will be more valuable if an 
emergency does take place. 
Not only is communication to external respond-
ers’ important in regard to school safety, but 
internal communication to the main office or 
principal is essential, as well. New security 
systems can show a map of the area in which a 
set of doors was locked by a fob or panic button, 
allowing a school administrator to pinpoint 
where the incident might have taken place and 
can control the rest of the building.
Fob devices can be worn around the neck or a 
panic button adhered to a desk that can be easily 
pressed if an intruder were to be near or try to 
enter a classroom or even the front door of a 
building. The fob device replaces keys that could 
easily be misplaced or lost, allowing for quick 
and efficient use from across the room. Most 
significant, the fob can be programmed to fit an 
individual school’s needs and can close one door, 
a set of doors or an entire building with a click of 
a button.
“Schools have told us they want to get back to 
leaving doors unlocked to reduce daily dis-
tractions, but have the capability to lock down 
quickly when needed,” says Mike McCoy, Product 
Manager – Exits & Closers, STANLEY Mechanical 
Solutions. “By giving school administrators a con-
figurable solution to lock down their facility, they 
can confidently establish lockdown policies that 
begin to eliminate the human element of requir-
ing teachers to be at the door to lock it down.”

By giving school administrators a configurable solution  
to lock down their facility, they can confidently establish  

lockdown policies that begin to eliminate the human element 
of requiring teachers to be at the door to lock it down.

1. Designed specifically for schools

2. Easy to use

3. Compliant with building codes

4. Incorporated with leading security practices

5. Connected to current access control systems

6. Able to notify third-party responders

7. Configured to respond as a customized solution 

8. Intuitive and easy to operate, requiring minimal 
effort in a stressful emergency situation

9. Adds to security with minimal change to  
existing door hardware installation

I T E M S  T O  C O N S I D E R 
F O R  A  TOTAL  LO C K D OW N 
S O LU T I O N  O R  D E V I C E9 
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New lockdown systems are designed to use a fob device to 
lockdown doors. These systems can lock up to 10 devices 
that are within range of the fob. Both solutions are cost 
effective and can be custom tailored to respond to different 
tasks based on the school’s needs. These affordable solu-
tions ensure appropriate lockdown—and protection of a 
school’s most valuable asset—so a school can focus on its 
main purpose: teaching and learning.  

Getting Back to Learning in the Classroom
“It is important to have lockdown devices that secure the 
classroom doors with as little distractions as possible. 
Students are in school to receive an education and minor 
distractions throughout the day take away from learning,” 
says McCoy. “Getting students and personnel easily behind 
locked doors as quickly as possible can simultaneously 
make the school safer and minimize the need for staff to 
worry about lockdown situations while teaching.” 

BRET HOLBROOK is Product Manager for STANLEY Mechanical Solutions.

RAP iD 
WIRING 
SOLUTIONS, LLC 
 
 

RAP iD
WIRING
SOLUTIONS, LLC

RAP D

w i r i n g w i z a r d . n e t  

Intuitive & Instant Custom Wiring Diagrams 
       Riser Diagrams 
       Point-to-Point Diagrams 
       plus… Hardware Compatibility Review System 

A trol  
pr j ving  
you in knots?   
 
 

!

Intuitive 

!

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

w i r i n g w i z a r d . n e t

Intuitive 
              
              

    

trol
r j ving
ou in knots? Log iLog i

software, plug in your project psoftware, plug in your project p
and presto… 
your fingertips!

This drawing is not to be used for equipment mounting purposes, just for proper wiring information.

Set: 4 Doors: 120A

Special Notes:
{none} DSS Tri-State

274 Susquehanna Ave.
Wyoming, PA  18644

(570) 693-3323

Project:
Univ Scranton - Rehab

12-12-14Riser01 RR
Dwg #: Drawn by: Date:

ASSA ABLOY

To Reader
Controller 

Wall Button
(Inside)

56=Latch Retraction
55=Touchbar Monitor
24vdc, 600ma Inrush

BPS
24v 2a
Power

120V

56 55 Device

EL-CEPT Elec
Transfer

120V

6030 Opener

5#18
15' Provided

Card Reader

To Reader
Controller

4#18

Door Cable

2#18

Wall Button
(Outside)

EL-CEPT Elec
Transfer

5#18
15' Provided

Door Cable

2#18

56 55 Device

56=Latch Retraction
55=Touchbar Monitor
24vdc, 600ma Inrush

DPS

2#18

Special Notes:
{none} DSS Tri-State

274 Susquehanna Avenue
Wyoming, PA  18644

(570) 693-3323

Project:
Coebourn Elem School

9-29-14Point04 RR
Dwg #: Drawn by: Date:

ASSA ABLOY

Securitron
Keyswitch

MKA

C
NC

NO

Red
Wht
Blu
Red
Blk
Grn

Wht
Grn

Blu

-
+

TM9
Timer

Yel

Fire 
Alarm

BPS24-1 
Power Supply

AC

DC
out

120V

H N G

+- F

Make sure to verify voltage output
within BPS power supply after
everything is hooked up and turned
on. Set to no higher than 25vdc.

Blk

Red

EL-CEPT Elec
Transfer

Door Cable
888888

Blk

Red
Elec Trim
Fail Secure

Electrolynx Connectors. 
Just plug together.

Blk

Red

Door Cable
888888

Blk

Red
Elec Trim
Fail Secure

EL-CEPT Elec
Transfer

Remote
Unlock

Shown Locked

Enter Coupon Code:  1stPROJECT  
for 50% off your first project 

Multipurpose fob 
allows for quick 
and easy lock down 
of a classroom 
door, hallway 
or building on a 
secure network.

BHMA Grade 1 cylindrical lock 
functions on a 900 MHz secure 
wireless network.

Photos courtesy of STANLEY

DOORS + HARDWARE      MARCH 2016      41



Periodically, a news media contact 
will ask me if schools are more secure 
today than they were several years 
ago. My answer is a resounding yes! In 
general, things are getting better. One 
may certainly encounter examples to 
the contrary, but those examples also 
stand out in a way that illustrates how 
much progress other schools have 
made. Consider some obvious rea-
sons schools are trending in the right 
direction. 
1. Fear is a motivator. Tragic school 

incidents and violence in public 
places drive improvement.

2. Funding availability. High-profile 
incidents often lead to grant 
programs that assist with the 
acquisition of security products or 
personnel. 

3. Compliance. State mandates 
require schools to develop and test 
emergency plans. 

Unfortunately, progress varies greatly. 
Not all security efforts and measures 
have the same value. In fact, some do 
not have any value at all. What is the 
best way to improve school security? 
Which initiatives produce the best 
returns? This article will focus on two 
important categories that go a long 
way to determining the effectiveness 
of your school security program: 
access control and administrative 
commitment.

Access Control
Consider the multitude of physical 
security products and systems. From 
the latest video surveillance features 
to an intrusion detection system that 
has functioned properly for years, it 

can be difficult to determine the value 
of these measures. Where should 
investments be made? Which physical 
security measures best protect stu-
dents and staff?
Access control is probably the number 
one place that schools can improve 
and leverage large returns for low 
costs. Controlling access is ultimately 
about how people are permitted to 
interact with entries and exits. This 
should characterize not only the way 
we treat exterior doors, but also the in-
terior doors that open into classrooms, 
offices and utility rooms. 
The main entrance of the school 
building should be a focal point when 
considering upgrades. Installing a 
secured vestibule complete with an 
intercom or a pass-through window 
to the main office can instantly make 
your school safer. Good visitor man-
agement practices are vital. 
Implement a credential exchange 
procedure that requires all visitors to 
produce photograph ID. A designated 
staff member should verify identity, 
record that information in a registry, 
and ensure the visitor is approved be-
fore building access is permitted. The 
staff member should give the visitor a 
badge that hangs on a colored, break-
away lanyard around the neck and 
hold the photograph ID until another 
exchange can be made upon signing 
out at the conclusion of the visit. 
All visitors should wear one color 
lanyard, and all staff members should 
wear a very different color lanyard. 
Schools that use visitor management 
software should leave the backing on 
the sticker the system produces and 

place the ID in a clear badge holder 
that hangs on a visitor lanyard. 
As electronic access credentials move 
from fobs and cards to Bluetooth and 
Near Field Communication (NFC) 
solutions, it is important to remember 
that the people operating it determine 
the value of the system. Be careful not 
to neglect staff training and routine 
system testing/auditing.
Schools that have classroom doors that 
open into hallways and lock only from 
the outside should consider upgrad-
ing. Classroom security locks afford 
teachers the ability to lock doors with 
a key from the inside. Avoid the use of 
after-market devices. These products 
can violate numerous National Fire 
Protection Association and Americans 
with Disabilities Act codes, such as 
one motion egress, no prior knowl-
edge operation, and self-closing/
self-latching requirements. Approval 
for the use of after-market devices 
should only be considered when re-
ceived in writing by a fire marshal on 
official letterhead. 
Good access control often involves 
principles of Crime Prevention 
Through Environmental Design. 
Define property borders and use fenc-
ing in specific playground and athletic 
areas. Designate pedestrian areas and 
drop-off zones. Vehicle barriers, such 
as bollards, can ensure that accidents 
on your campus do not involve more 
cost than the replacement of a car. 
Collaboratively pursue options to dis-
courage roof access. These measures 
can help reinforce principles of order, 
heighten safety awareness and work 
toward making the learning environ-
ment safer for everyone.

THE TREND IN SCHOOL SECURITY: 
By Paul Timm, PSP, and David TimmGETTING BETTER
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Administrative Commitment 
The commitment to provide a safe 
learning environment must come from 
the top. Administrators unify and 
motivate school stakeholders to em-
brace school security. Make security 
a responsibility upon which adminis-
trators are evaluated and recognized. 
Without this accountability, school 
security will always run the risk of be-
ing relegated to a second-tier priority, 
if not an outright afterthought. 
Taking stock of a security program 
is the next important step in estab-
lishing administrative commitment. 
Determining what resources are 
available to the school currently as 
well as the state of technology in and 
out of use can help save money and 
may narrow the field of improvements 
a school will seek as it determines its 
areas of weakness. 

Vulnerability Assessment
Foremost in this process is a vulner-
ability assessment. A vulnerability 
assessment is a critical on-site exam-
ination used to observe security that 
is currently in place; identify security 
deficiencies or strengths; determine 
what level of security is needed; and 
finally, to make recommendations for 
improvement to effectively reduce 
identified risks. 
Typically, an outside party conducts 
such an assessment to maintain 
objectivity and critically look at the 
respective places where a school is 
meeting, exceeding, or falling short of 
industry standards. Schedule annual 
or periodic follow-up assessments to 
review implementation of initiatives 
from previous assessments, take into 
account improvements or changes to 
the physical structure of the school, 
and inform new administrators and 
key stakeholders.

Decide on a Plan of Action
After the assessment, the next logical 
step involves working with key stake-
holders (e.g. facility manager, business 
manager, local emergency responders) 
to decide on a plan of action. This plan 

should include a cost-benefit analysis 
to look at the affordability and effec-
tiveness of various solutions that were 
identified as part of the vulnerability 
assessment. Do not neglect the many 
valuable resources that institutions 
may be able to offer. Schools that work 
closely with local responders benefit 
from statistics on crime, emergency 
planning assistance, and mutual aid 
agreements. 
Integral to all of these considerations 
is the continuous need for the training 
of teachers, staff members, adminis-
trators, and students. While determin-
ing the type and amount of training 
is a highly individualized process, 
do not underestimate the importance 
of raising the collective awareness of 
internal stakeholders. Strive to pro-
vide routine instruction and deliver 
targeted briefings when new practic-
es, policies, technologies or physical 
improvements take place.  

Document Policies and Practices
Security program management pro-
vides three opportunities to improve 
school security. The first is documen-
tation. Often neglected, documenta-
tion proves invaluable to preserving 
policies and practices on paper so 
that they can later be improved or 
adjusted according to the needs of 
new employees and administrators. 
Documentation of policies and proce-
dures that identify and propose solu-
tions to security problems is one of the 
most vital aspects of security program 
management. 

Include Stakeholders
Second, include stakeholders. Healthy 
collaboration gathers valuable input 
and produces advocacy in the school 
community. Involving parents and 
students can be very helpful in garner-
ing support and resources. Too often, 
students have been marginalized in 
the security planning process. This 
mistake results in a severe waste of per-
haps the most valuable resource: eyes 
and ears in the classrooms, hallways, 
and social media circles where adults 
are generally persona non grata. 

Communicate
Finally, communicate. Good commu-
nication through the security program 
management process is critical. There 
should be a lot of thought put into the 
way that stakeholders are brought into 
the discussion and how they are kept 
up to date. Effective communication 
must be intentional and inclusive. 
Look for opportunities to reach and 
involve stakeholders through new 
communications techniques and 
technology, including social media 
platforms. Clearly plan for and find 
ways to keep stakeholders informed 
and updated on continuous improve-
ment efforts and new initiatives.  

PAUL TIMM, PSP,  
is President of Reta 
Security, an independent 
school security con-
sulting services. He is a 
board-certified Physical 
Security Professional 
(PSP) by ASIS Inter-
national and has 16 

years of security consulting experience. He is 
the author of School Security: How to Build and 
Strengthen a School Safety Program. He can be 
reached at paul@retasecurity.com.

DAVID TIMM is a Project 
Manager with RETA 
Security. He is a graduate 
of Olivet Nazarene 
University and has pub-
lished four articles on 
School Security. 

Security program management 

provides three opportunities 

to improve school security: 

documentation, including 

stakeholders and establishing 

good communication.
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The 2013 edition of NFPA 80 – Standard for Fire 
Doors and Other Opening Protectives included 
several changes related to fire-resistance ratings, 
with new requirements for fire-resistance-rated 
glazing in fire doors and fire windows. There 
are now two types of glazing for fire doors 
addressed by this standard—glazing with a 
fire-protection rating and glazing with a fire-re-
sistance rating.
According to NFPA 80-2013 Chapter 3 – 
Definitions, these ratings are defined as:
• 3.3.57 Fire Protection Rating. For the pur-

poses of this standard, the designation indicating 
the duration of the fire test exposure to which a 
fire door assembly or fire window assembly was 
exposed and for which it successfully met all 
acceptance criteria as determined in accordance 
with NFPA 252, Standard Methods of Fire Tests 
of Door Assemblies, or NFPA 257, Standard on 
Fire Test for Window and Glass Block Assemblies, 
respectively.

• 3.3.60 Fire Resistance Rating. The time, in 
minutes or hours, that materials or assemblies have 
withstood a fire exposure as established in accor-
dance with the test procedures of ASTM E119, 
Standard Test Methods for Fire Tests of Building 
Construction and Materials.

Openings which carry a fire-protection rating 
are the common fire door assemblies that have 
been around for decades—tested in accordance 
with NFPA 252 or one of the UL test standards 
listed in Annex D of NFPA 80—typically UL10C. 
Openings with a fire-resistance rating must 
comply with a different test – ASTM E119, or UL 
263. UL 263 is not mentioned in NFPA 80-2013 
but is referenced in NFPA 101 – The Life Safety 
Code, as well as the International Building Code 

(IBC). UL 263 was added to the 2016 edition of 
NFPA 80 as a test comparable to ASTM E119.
ASTM E119 – Standard Test Methods for Fire  
Tests of Building Construction and Materials, is 
typically used for testing assemblies used in 
construction, such as walls, floors, ceilings and 
structural components. One of the basic dif-
ferences between the tests for a fire-protection 
rating (NFPA 252 or UL10C) and a fire-resistance 
rating (ASTM E119 or UL 263) is that the latter 
limits the temperature rise on the unexposed 
surface to 250 degrees. In some cases, fire- 
resistance-rated products must also withstand 
the hose-stream test.
So where can we continue to install fire-protec-
tion-rated assemblies and where do we need to 
install fire-resistance-rated openings? One clue 
can be found in NFPA 80. In the 2013 edition, 
Paragraph 6.3.3.3 states that transom frames and 
sidelight frames are permitted when a fire- 
protection rating of 3/4-hour or less is required. 
Paragraph 6.3.3.4 addresses transom frames and 
sidelight frames with a rating exceeding 3/4-
hour, stating that fire-resistance-rated glazing 
tested as an assembly in accordance with ASTM 
E119 may be used in those locations. Installing 
fire-resistance-rated glazing in a fire-protec-
tion-rated frame is not sufficient when a fire-re-
sistance-rated assembly is required – the materi-
als must be successfully tested as an assembly.
Additional information about fire resistance and 
ASTM E119 testing can be found in the IBC. The 
term ‘fire-resistance rating” is defined in the 2015 
edition as “The period of time a building element, 
component or assembly maintains the ability to 
confine a fire, continues to perform a given structural 
function, or both, as determined by the tests, or the 
methods based on tests, prescribed in Section 703.” 

Fire-Protection-Rated Versus  
Fire-Resistant-Rated Assemblies
By Lori Greene, AHC/CDC, CCPR, FDAI, FDHI
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When large expanses of glazing are desired in a wall that requires a fire rating, assemblies 
tested in accordance with ASTM E119 or UL 263 may be required.

One important requirement to note 
is that where fire-resistance-rated 
assemblies are shown in Table 716.5, 
the required rating of the assembly is 
the same as the rating of the wall. For 
example, a fire-resistance-rated side-
light frame installed in a 2-hour exit 
enclosure wall is required by Table 
716.5 to have a 2-hour rating. Typically, 
fire-protection-rated assemblies have 
a lower rating than the rating of the 
wall (for example, a 90-minute fire 
door assembly in a 2-hour wall). 
Refer to Table 716.5 for specifics on 
the required ratings for each type of 
assembly.
Another location in the 2015 IBC 
where fire-protection-rated openings 
are addressed is Paragraph 707.6 – 
Openings. This paragraph limits 
openings in a fire barrier to a maxi-
mum aggregate width of 25 percent of 
the length of the wall, and states that 
the maximum area of any single open-
ing must not exceed 156 square feet. 
However, Exception 3 allows more/
larger openings when they are fire- 
resistance rated: “Openings shall not be 
limited to 156 square feet or an aggregate 

width of 25 percent of the length of the 
wall where the opening protective has been 
tested in accordance with ASTM E119 or 
UL 263 and has a minimum fire-resistance 
rating not less than the fire-resistance 
rating of the wall.”
Fire-resistance-rated assemblies and 
glazing are often exempt from the 
limitations that apply to fire-protec-
tion-rated assemblies and glazing, so 
assemblies tested to ASTM E119 or UL 
263 can often help to provide larger 
expanses of glazing and openings 
than would be allowed if the assem-
blies were tested to NFPA 252 or UL 
10C. For clarification on which type of 
glazing or opening protectives are re-
quired, consult the code that has been 
adopted in the project location, or the 
Authority Having Jurisdiction. 

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

© Shutterstock.com | Gilmanshin

The period of time used in the test is 
not intended to correlate to the time 
the assembly will perform in an actual 
fire (because of the wide range of 
potential fire conditions), but it does 
provide a relative comparison be-
tween products and assemblies.
Both fire-protection-rated glazing and 
fire-resistance-rated glazing are re-
quired to be permanently identified to 
indicate the type of assembly the glaz-
ing has been tested for as well as the 
number of minutes of fire resistance or 
fire protection achieved. According to 
Table 716.3 in the 2015 IBC:
• A “W” marking indicates glazing 

that has been tested to ASTM E119 
or UL 263, which meets the wall 
assembly criteria.

• A marking of “OH” is used for fire 
window assemblies tested to NFPA 
257 or UL9, including the hose 
stream test.

• For fire-protection-rated glazing 
(NFPA 252 or UL 10C), “D” indi-
cates glazing that meets fire door 
assembly criteria, “H” indicates the 
hose stream test, and “T” is used 
for products that limit the tempera-
ture rise to 450 degrees maximum 
over a 30-minute period

In the 2015 edition of the IBC, Table 
716.5 includes a wealth of information 
about opening-protective require-
ments, including the required fire 
door assembly rating for each of the 
different types of wall assemblies. 
Limitations on size of door vision pan-
els are noted in this table, as well as 
the marking required for the glazing 
in those panels. Table 716.5 also in-
cludes columns pertaining to sidelight 
and transom assemblies, noting that 
fire-protection-rated assemblies are 
not permitted for locations requir-
ing ratings of more than 3/4-hour. 
Consistent with NFPA 80, the IBC 
allows fire-resistance-rated assemblies 
for sidelight or transom frames with a 
rating of more than 3/4-hour.
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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

15-0526:  Intermediate Electrifi ed Access Control

• Three hours; 9 Technical CEP Points

15-0730: ICC Code Update Roundtable

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

as a four-hour class

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

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

• Four-hour class: 12 Technical CEP points

Spring Technical School

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

Classes/schedule are subject to change.

COURSE CURRICULUM

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

COR113   Architectural Hdw & Applications    COR120 Door & Frame Applns     COR125 Take-Off & Estimating       
 COR103  

Understanding & 
Using Constr Doc      

COR133 Elect Arch Hdw EHC400 Electri� ed Hardware Applications & Documentation  

  AHC205 Detailing Hardware                COR147 Introduction to Speci� cation Writing               

AHC200   
Masterkeying 

COR160  Mat 
Purch Concepts           

COR153 Installation Coord & Proj Mgmt   COR140 Using Codes & Standards                     

CDC300 Using Dr 
& Fr Stds

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

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

AHC220  AHC Exam Prep

AHC207 Advanced Detailing Hdw
(begins face-to-face followed by 4 online 

sessions)

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

Self-Paced Online Courses
Online on your own time.

• COR101: Fundamentals of Doors and Hardware

• COR103: Understanding & Using Construction Documents

• CE1401: Codes and Standards Update

• CE600: 2012 Update: Fire & Egress Door Assembly Inspections Online Class

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

2016 Education Schedule
Technical Schools

April 10-17, 2016

National Conference Center

Lansdowne, VA

See course schedule above 

May 30 – June 4, 2016

Montreal, Quebec

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

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.

Instructor-Led, Face-to-Face Courses
DAI 600 Fire and Egress Door Assembly Inspection 

May 1-4, 2016

Orlando World Center Marriott. Orlando, FL

Instructor-Led, Combination Online and 
Face-to-Face
AHC207: Advanced Detailing Hardware

Begins April 15-16 in Lansdowne, VA; 

continues 4 sessions online

Don’t Stop Learning...
Your Future Hinges On It
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  BAR
Mr. Berger can be social and publicly 
imbibe. Prior to my first scotch, I do what I 
normally do when entering a public space, 
check out the exits. There’s usually a good 
photo or two, as evidenced here.

  FURNITURE STORE
Second floors are lovely. However in retail 
spaces in major metropolitan cities (who 
am I kidding, it’s NYC) inner stairwells can 
present fire partition issues. The architect 

for this recently opened store specified 
and the contractor installed the 

frame and doors, with the label 
clearly visible. The exit device 

was even installed. Somehow 
the closers were missed, the 
strike plate was interestingly 
applied and floor stops magi-

cally appeared. Magnetic hold 
opens and a connection to the 

fire alarm system would appear to 
be in order, too. 

A Month's Worth of Photos
By Mark J. Berger

Real Openings

Strangers approach me on the street and they always seem to have the same question on 
their lips; “Mark, it must be really hard to write the Real Openings column. How much time 
does it take?”

I’ll explain the process to you so that you can understand fully, just in case you are stopped 
and asked the same question. In the pre-smartphone days I used to carry a digital camera 
on my belt. My kids said I looked like Batman with his utility belt. They rarely saw me 
without it. While I have thousands of images documenting their lives, I also used the camera 
to collect images for presentations I would make on life safety and exit doors. I then started 
capturing images of other hardware that either amused or bewildered me.

Collect a few hundred of these and you’ll have enough to choose from to create a few inter-
esting columns. With the introduction of the smartphone and their high quality cameras, 
my belts have gone back to their main purposed of supporting my pants and preventing 
public embarrassment. Every photo this month was taken with my smartphone.

To give you an idea of what I capture in a defined time frame, here are a set of photos I took 
during one month last year. I’m guessing by the last photo you’ll figure out when.

  DHI NY PARTY
What would a gathering of hardware professionals be without 
the requisite improperly applied hardware. I’ve never under-
stood why installers find it so difficult to remove cylindrical 
locks when adding an exit device.
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LOOK CAREFULLY
Generally an exit device is the first sign of a door 
which is an exit door. However, things aren’t 
always what they seem. There are two signs 
above the exit device which clearly tell folks that 
it is not an exit door. But the placement of the illu-
minated sign brings you to the door. I had to look 
at it three times before I focused on the arrow 
directing people to the right. I’d submit that a 
nice lever handle would be more appropriate for 
the door.

  FOOD STORE
I’m not embarrassed to follow exit signs. After all, in the event of an 
emergency, that’s what anyone else would have to do. As I follow 
the path, rarely am I asked a question what I’m doing, even if I walk 
into the back. In this case, I didn’t go too far into the back, as I draw 
the line when I see employee’s clothing. I mentioned the blockage 
to the manager and haven’t been back since.

  OFFICE BUILDING
In the “How Irresponsible Can People Be” department comes this 

door in an office building. Notice the fire hose behind the door. 
Notice the “Keep Closed” sign on the door. Sadly, this building’s 

men’s restrooms are located in the stairwell landing (I think I 
could have worded that better), so this door was probably an 
annoyance to those utilizing the facilities. Looks like they first 
destroyed the lockset and then found pushing and pulling the 

door too difficult to master. So the paper jammed at the top of 
the door removes any safety from this opening. Ironically, a key 

is required to access the men’s room.
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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.

Real Openings

  ‘TIS THE SEASON
And the pizza-de-resistance, a Christmas tree in my local 
pizzeria. They are quite proud of their magnificently dec-
orated tree, but should be less proud of its placement 
and even less proud of the exit device-less exit doors.

  SAFE STAIRWELL
Great to see changes for 

the better. Space is 
always a premium, 

so this factory 
thought the best 
choice years ago 
was to place a 
coat rack under 

the stairs. While 
the hooks did not 

impede the egress 
path, storing flam-

mable items in a stairwell 
is a no-no. While removing the 
hooks and shelf would make it 
difficult to hand any coats, the 
nice signage also covers any of 
the other items we typically find 
improperly placed in stairwells.

  SHOPPING
Another retail location, more 
exit door issues. If you have an 
exit sign above the door, if you 
have large signage on the door 
indicating it is an emergency 
exit, large signage indicating 
the door is alarmed, why would 
you think a sign telling cus-
tomers to use the front door is 
necessary? At least they didn’t 
add slide bolts.

Up on the second floor, poor 
placement of merchandise cre-
ates another unsafe condition. 
Fortunately, no slide bolts on 
the door, so let’s hope this was 
only temporary.
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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.



The Power of 
Perseverance
By Alex L. Goldfayn

Many of life’s failures are people who did 
not realize how close they were to success 
when they gave up.

Thomas Edison said that. And he’s a man who knew a thing or two about failure. 

This is one of my favorite quotes in the world. Because all of us can think of 
times in our lives when we’d had enough; when we were ready to quit, but we 
didn’t. We tried again, just one more time. And it was enough. As Edison said, 
that one extra effort is often the difference between success and failure. 

© iStock | Hong Li
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Recently, my new book, The Revenue 
Growth Habit, was selected as the 
sales book of the year for 2015 by the 
business retailer 800-CEO-Read. Also, 
Forbes selected it as one of the top 
business books of the year. This makes 
me particularly happy because the 
publishing industry rejected my book 
more than 50 times, over years, before 
I found it a home with the excellent 
publisher John Wiley & Sons. 
In fact, Wiley itself rejected my book 
twice before it finally bought it. Even 
the editor who eventually bought it 
had said no before I called him again, 
against my own agent’s advice, and 
sold him the book. 
Here’s the thing for those of us work-
ing on revenue growth: no never really 
means no. It simply means not at this 
moment. So we must give people another 
moment to say yes. 
If the buyer isn’t buying, don’t quit 
on him. Try again. Then again. And 
again. The beauty of our work is that 
we only really need one yes! The 
number of rejections doesn’t matter 
because we only need one yes. 
In fact, one of the revenue growth 
techniques I’ve been teaching a lot 
lately focuses on going back to every-
one who told you “no” in the last year, 
and restarting the conversation. 
“Listen, Tom, I know we tried to 
connect on this last year, but here we 
are in 2016—should we revisit that 
conversation?”
Another powerful revenue growth 
technique is to follow up on quotes 
and proposals. The customer asked 
you to write up a quote. You dropped 
what you were doing and did it. The 
customer doesn’t respond. (Silence!) 
I teach a simple three-email follow-up 
technique that closes 20 percent of 
these quotes and proposals that you 
don’t hear back about. What are we 
talking about here? 
We’re systematizing and formalizing 
perseverance. 
I’m teaching clients’ staffs to simply 
try again. This is how complicated 
revenue growth is!

Last April I was speaking at a conven-
tion, and one of the other speakers 
was the legendary psychologist and 
author, Martin Seligman. He is one 
of early researchers in behavioral 
psychology, and universally credited 
as the founder of the field of positive 
psychology. 
I studied him in college, and I was 
amazed that he was standing here, on 
the same stage I was also presenting 
on. During his speech, he said some-
thing I will always remember: his 
research has found that perseverance 
and resilience are twice as important 
to success as talent is. That is, perse-
verance and resilience are two-thirds 
of the equation to success, and talent is 
just one-third. Think about the power 
of this. 
Last year, we moved homes. In the 
backyard of the old house were two 
maple trees my wife and I planted 
when my children were born. These 
were important trees to us, deeply 
meaningful, and we wanted to bring 
them with us to the new house. 
Turns out, when you’re moving 
established trees, you can’t just have 
people dig it up with some shovels. 
You need what they call a hydraulic 
tree spade to do the work. This is a 
huge piece of machinery, mounted on 
a flatbed truck the size and weight of a 
cement mixer. 
In the Chicago area, where I live, there 
are maybe a dozen of these companies. 
I called them all, and they all told me 
no. They didn’t want to do a little back 
yard project. These people do golf 
courses and parking lots and office 
complexes. 
One guy agreed, but emailed me the 
night before the work was to be done 
and canceled. The closing on the old 
house was now days away, and I had 
spent six weeks looking for a company 
to help us with the trees with no luck. 
My wife told me to give it up and buy 
a couple of new trees (we could have 
planted a forest for what this service 
costs!). My parents told me to give it 
up, and even these tree people told me 
to just buy some new trees. 

That wouldn’t work for me. I wanted 
these trees. 
So I started calling companies in 
Wisconsin. It took another dozen calls 
to find somebody to do it. We got 
the trees moved. They’re in the front 
yard now, closest to the sidewalk and 
the street, for everyone passing by to 
enjoy. 
After the trees were moved, my wife 
said to me, “I don’t know anybody else 
who would have persevered like this 
to get these trees here.” 
Revenue growth is the same way. 
Anything worth having is the same way. 
People will always tell us no. We must 
simply give them—or someone else—
another opportunity to say yes. 
Try again. Then again. We only need 
one yes. 
Keep trying until you get the yes. And 
you will get the yes. 

ALEX GOLDFAYN is the 
CEO of the revenue 
growth consulting firm 
The Evangelist Marketing 
Institute. These approach-
es are described in-depth 
in his new book, The 
Revenue Growth Habit: The 
Simple Art of Growing Your 

Business by 15% in 15 Minutes a Day. To learn more, 
go to wwww.evangelistmktg.com.
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Shelf Life

CUSTOMERS = PROFITABILITY 
… RIGHT?

Have you ever held a customer appreciation sale? You 
know the one where you put up flags in your parking 

lot, send out massive emails to your entire customer 
base, maybe invest in a mailer, and give out hot 

dogs (and hopefully sell off some dead stock)? 
These are great opportunities to let your cus-

tomers know just how much they mean to 
you. Also, I am an advocate for free hot  

dogs, any time, any day!
Customers are very exciting. However, 
new customers are even more exciting! 
Just like a brand new box of crayons, 
they smell so nice! New customers are 
teaming with potential; there’s no tell-
ing what they might buy or who they 
will tell how awesome your company 
is. New customers are what you as a 
business are always hoping for. You 
can gauge how well your brand is 
doing because new customers are sig-
naling continued or inspired growth!

These businesses are a great opportu-
nity for us to not only give away free 

hot dogs but also form new relationships. 
This is where your company can shine. 

Long after the smoke and grill smells are 
gone, and the dead stock clearance/custom-

er appreciation sale is over, you are ready to 
service your new customer. 

If your business has a walk-in counter, those guys 
and gals are always ready with a smile. They are 

trained to be filled with knowledge to help guide our 
glistening new customer to exactly what he or she needs. 
Every time they walk in, you are ready. Your sales team 
swarms their purchasing department with the appropriate 

By Danah Head

© iStock | venimo
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sprinkling of visits, lunches, and may-
be even a golf game. When the holi-
days approach—well we all know how 
that goes—baskets, candies, cocktail 
nights and more! Having been a pur-
chasing and supply chain professional 
in my past life, I always appreciated 
that time of year.
Pretty soon your new customer is 
wined and dined and holiday-bas-
keted all the way back to hot dogs in 
the parking lot again. Your inventory 
investment team drags out pallets of 
sale items and the warehouse fore-
man stokes the grill. Here comes Joe 
Customer again ready for a deal and 
shaking the hands of those who have 
kept him coming back for 12 awesome 
months.
Question number one: do you know 
what really happened over the course 
of the year? Do you feel like you got 
the most out of your new customers? 
In a distributorship, we teach our 
counter sales team members to treat 
everyone of your customers with 
the same courtesy and high level of 
service/labor dollars. After all, this 
is what keeps the customers coming 
back. This service is the face of your 
company. This is why your company 
is considered for big jobs and major 
contracts during the year.
Question number two: have you ever 
truly calculated what your customer is 
costing you? If you are shaking your 
head at me right now, just give me a 
few more lines to tell you why this is 
so important. After a year, your new 
customer falls into one of three cate-
gories. We can call it the good, the ok, 
and the not-so-amazing-at-all-ever.

The Good
This customer pays on time. They 
order many lines of merchandise  
on very few purchase orders. Most 
of the time their orders are way over 
your minimums. They rarely return 
or complain.

The Ok
This customer pays pretty well, 
and their orders are pretty good. 
Sometimes they order a lot of lines per 
purchase order and sometimes, not. 
They pay most of the time in regular 
agreed upon terms, but sometimes, 
not. They are fairly consistent with 
returns and issues and sometimes…
well you get my drift. 

The Not-So-Amazing-At-All-Ever
This is the squeaky wheel custom-
er. These are the customers all your 
departments know the first and last 
name of at least one, if not multiple 
people in their company. This is the 
customer that orders many times a 
day with one or two line items per 
purchase order, and usually way 
below the minimum order dollar 
amount. This is the customer that 
gets a triple count before their order is 
taped up. This is the customer that has 
a special place in the hearts of your 
accounting team who may call or send 
collection letters to multiple times a 
year. Check with your sales team, this 
may also be your most called on and 
gushed over customer.
You might be saying, “Danah, this 
is impossible; all my customers are 
amazing, money is money.” My 
questions back to you are: Really? 
Have you run a customer profitability 
report? Does your software even have 
this report? The answer is more than 
likely. 
Once you run this report you may, 
as my boss says, want to title it the 
“Antacid Report.” The reason is that 
the names at the bottom of the report 
may be the very customers you did 
not expect. After running this report 
three times, getting the same results, 
and using words that make you glad 
you have a door on your office, it will 
be time to take action.
First decide where your pain point 
is. You will need to draw a line in the 

sand. Regardless of your actions, not 
every customer will become a prof-
itable customer, but they have value 
by helping you purchase in volume. 
Maybe there is a way to make the 
customers on the middle of your list 
lose less of your money. The top tier 
customers need to be made to feel that 
they are fantabulous and made never 
to want to leave you—ever. 
The very bottom portion of the list 
needs to be considered for a few 
options. One of the best ways is firing 
(no, do not rip off the bottom portion 
of the list and light it on fire over a 
trashcan). The best way to do this is 
not to quit serving them, but to serve 
them less. One way to do this is to 
educate your employees by flagging 
certain accounts in your software. 
Another way? Don’t pay commissions 
on the bottom of this list. Make sure 
your sales force is spending your 
money wisely and sending all those 
holiday baskets to the right people. 
So I leave you with a question: what 
do you do to get the best out of your 
customers? Email me and let me know. 
I am very interested! If you have any 
questions on how, why, or when to run 
this report, just ask! Happy grilling! 

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

While pursuing her education she worked in 
different purchasing and supply chain roles within 
the manufacturing industry. She can be reached 
at danah@distributionteam.com. or visit The 
Distribution Team at www.thedistributionteam.
Now: @Distribution_Tm  on Twitter

com. 
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10% to 25% <10% >25%

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.

MARCH'S 60-SECOND SURVEY RESULTS

100+ 
E X H I B I TO R S

O F  Y O U R  
INDUSTRY  
PEERS 

1000+ 

4 DAYS  
OF TECHNICAL EDUCATION 

9 HOURS  
O F  E X C L U S I V E  
E X H I B I T  T I M E

DAYS U N T I L D H I 
conNextions 2016
ORLANDO, FLORIDA
H E R E'S W H AT YO U C A N E X P E C T...

15  

EDUCATION SESSIONS

12  
SOLUTION SESSIONS

9 
INNOVATION SESSIONS

Should DHI provide educational 
courses and informative articles 
on Division 10 Specialty Products?

YES 58% NO 42%

Temporary door locking devices or “barricade devices” are becoming  
more prevalent, with new designs coming to market frequently.

What is your awareness of these devices, and/or are they 
approved or in use in your local/regional market?

Does your company sell Division 
10 Specialty Products in addition 
to doors and hardware?

YES 75% NO 25%
If yes, what percentage of your  
business does it comprise?

17+43+38+2+A
2% I am not aware of them and 
but know they are approved or 
in use in my local/
regional market

17% I am aware of them 
and they are approved 

or in use in my local/
regional market

38% I am aware of 
them but they are not 
approved nor in use in my  
local/regional market

43% I am not aware of 
them and do not know if 

they are approved or in use 
in my local/regional market

65% 28% 7%
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In Memoriam: 
C.E. (Tom) Warren, FDHI
C. E. (Tom) Warren passed away suddenly on Friday, Jan. 8, 2016, at 
age 80. Tom had a successful business career starting first at Schlage, 
then launching his own sales agency, before co-founding Hadrian 
Manufacturing Inc. with his long-time friend, which grew to be a very 
successful North American-wide partition and locker manufacturers. 

As part of his dedicated service to the industry, Tom served as 
President of DHI in 1990-91. Both inside and outside of work, men-
torship was an important activity for Tom. In addition to influencing 
many people in our industry, he took an active and keen interest in 
youth, especially his children’s friends, providing advice and guidance 
along the way. 

In his retirement Tom enjoyed boating in Ontario on his 42-ft. Chris 
Craft, the “Flying Cloud,” and golfing at Dundas Valley Golf and 
Curling Club. On both the water and the links, Tom always sought to 
expand his circle of friends.

Tom is survived by the love of his life, Joyce, along with three children 
and eight grandchildren. Tom loved his family deeply and he and 
Joyce made every effort to ensure their grandchildren knew their love 
and support for them in tangible ways. Most of all, Tom was very 
devoted to his religion and served as a long-standing member and 
Elder at Brant Bible Church in Burlington, and in recent years at Knox 
Presbyterian Church in Waterdown. 

A memorial service was held Jan. 15. In lieu of flowers, please consider 
donating to Partners International, Syrian Refugee Work in Lebanon 
(www.partnersinternational.ca); CBM Canada - Orthopedic and Eye 
Treatment Africa & India (www.cbmcanada.org) or Samaritan’s Purse 
(www.samaritanspurse.ca).

Akron Hardware 21

Ambico 39

BEST 13

Boyle & Chase Inside Back Cover

Doormerica 25

Dorma 7

Guardian Fire Testing 23

PDQ Locks 11

Rapid Wiring Solutions 41

Salsbury Industries 26

Security Lock Distributors Inside Front Cover,  
 Back Cover

Select Products 31

Timely 1

Top Notch Distributors 5

Townsteel 17

United Purchasing Group 27

Wikk Industries, Inc.  30

DHI Ads

Architects Advocacy 53

DHI conNextions 32-37

DHI conNextions Sponsor Thank You 19

DHI Education 48-49

DHI Partnership 2

Door Security & Safety  44-45 
Foundation Donors

Ad Index
March 2016 | Schools

DOORS + HARDWARE      MARCH 2016      59



Joint Stakeholder Meeting Addresses Need for Better Guidance and Coordination

Foundation Participates in  
ASIS/NFPA Active Shooter Meeting 
By Denise Gable

DHI and Door Security & Safety Foundation CEO Jerry Heppes Sr. (seated at left) 
represented the Foundation at an active shooter stakeholder meeting hosted by 
ASIS and NFPA in January.

In January, Door Security & Safety Foundation 
(DSSF) CEO Jerry Heppes Sr., CAE, participated in a joint 
stakeholder meeting sponsored by ASIS International 
(ASIS) and the National Fire Protection Association 
(NFPA), to address active shooting incidents. 

More than 100 experts from the security, fire, law 
enforcement, EMS, life safety, professional and govern-
ment fields discussed existing resources, the crossover 
between security and fire disciplines, operational solu-
tions, management procedures, building design and 
construction issues, and cost considerations,  
with an emphasis on preparation and planning. The 
intent of the collaborative effort was to examine gaps 
and exchange knowledge as they relate to active 
shooter events; not to endorse a specific technology  
or training program.

“By bringing together members of the security and 
fire safety communities, ASIS and NFPA are taking 
steps to define strategies that will protect people as 
well as physical assets,” said Robert Solomon of NFPA. 
“Gathering the best practices from stakeholders and 
influencers will allow the necessary guidance so that 
individuals and organizations can mitigate, survive  
and recover from these incidents.”

After a full day of meetings, the group concluded  
that there is not a one-size-fits-all solution, and  
identified a need for guidance that can be tailored  
to the conditions and resource constraints of a wide 
range of organizations. 

“All of the organizations that participated feel a sense  
of responsibility and urgency to do something; we  
just don’t know what the clear solution is,” said Heppes. 
“The goal for us as door security and safety profes-
sionals is to provide building engineers and staff with 
the training and resources they need to protect the 
investments they have already made in their facilities 
and keep them maintained properly so they meet  
code requirements.” 

DSSF continues to increase its awareness activities as 
part of our mission to promote safe and secure open-
ings that enhance life safety. These activities include 
nationwide training and awareness presentations for 
door and hardware industry stakeholders, and exhib-
iting at  numerous American Society for Healthcare 
Engineering healthcare conferences.

Security practitioners and organizations interested in 
more information on the active shooter initiative should 
contact standards@asisonline.org. 

For more information on the work of the DSSF, go to 
www.doorsecuritysafety.org.  

DENISE GABLE is Communications Manager/Managing  
of Doors + Hardware. She can be reached at dgable@dhi.org.

Editor 
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Together, we’ll make things better for you.

The new partnership between Top Notch and Boyle & Chase.

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 line to choose from … 
more points of delivery for enhanced fill rates and faster turn around times … and customer service 
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PENNSYLVANIA | MISSOURI | NEVADA | MASSACHUSETTS

Together, we’ll make things better for you.Together, we’ll make things better for you.

The new partnership between Top Notch and Boyle & Chase.The new partnership between Top Notch and Boyle & Chase.

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 line 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



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

1.75 MILLION SKUS IN STOCK NOW. 
As the industry’s largest electrical and 
mechanical door hardware distributor, we also 
maintain the largest inventory. So no matter what 
you’re looking for, we’re sure to have exactly 
what you need, precisely when you need it. 

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




