
HOSPITALITY/  
ENTERTAINMENT/ 
MIXED-USE FACILITIES

OCTOBER 2016

Build a Better Building: Sound Attenuation

Best Practices for Security in Mixed-Use  
or Hospitality Environments

What Else is Your Entrance Letting  
into the Building?

Mobile Ticketing Set to Revolutionize  
User Experience 



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

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

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

OUR YEARS OF TECHNICAL EXPERIENCE COME STANDARD.



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

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

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

OUR YEARS OF TECHNICAL EXPERIENCE COME STANDARD.

© 2016 Hager Companies
www.hagerco.com

One Family.  One Brand.  One Vision.
TM

  Principals of   
 Business

We value our customers’ expertise, 

industry knowledge and independence 

in business management. Our mission 

at Hager is to collaborate with our 

customers by offering a full package of 

quality products at a competitive price in 

conjunction with excellent service. Hager 

believes this is the best way to enhance 

our customers’ profitability and build a 

strong foundation for the future.



Chief Executive Officer 
Jerry Heppes Sr., CAE 
jheppes@dhi.org   |   703.766.7010 

Executive Vice President 
Stephen R. Hildebrand, FDHI 
shildebrand@dhi.org   |   717.368.6359 

Director of Operations 
Sharon Newport 
snewport@dhi.org   |   703.766.7009

Communications Manager/Managing Editor 
Denise Gable 
dgable@dhi.org   |   703.766.7018 

Advertising Manager 
Molly S. Long 
mlong@dhi.org   |   703.766.7014 

Media & Editorial Board
Jason P. Gehrs, AHC, 

FDAI, FDHI
Jeffrey Hochstrate
Don Lopatka, AHC
David Neuner Jr., CSI, CDT

Ginny Powell
Diana San Diego
C. Foster Smith III
Amanda Wilson 

©  Copyright 2016 Door and Hardware Institute.  
All rights reserved. Nothing may be reprinted 
without permission from the publisher.

Doors + Hardware 

14150 Newbrook Drive
Suite 200
Chantilly, VA 20151-2232

703.222.2010
publications@dhi.org

www.dhi.org

Volume 80, Number 10

Doors + Hardware (ISSN 0361-5294) is published monthly by DHI, 14150 Newbrook Drive, 
Suite 200, Chantilly, VA 20151-2232; 703.222.2010; Fax: 703.222.2410. Periodicals postage 
paid at Fairfax, VA, and other additional mailing offices. Postmaster: Send address changes 
to Doors + Hardware, 14150 Newbrook Drive, Suite 200, Chantilly, VA 20151-2232. Email: 
publications@dhi.org; Website: www.dhi.org.

Editorial Policy: DHI is an international not-for-profit association of individuals and 
companies in the door and architectural hardware profession. Authors’ opinions do not 
necessarily reflect the official views of the Door and Hardware Institute.

The magazine cannot guarantee the validity or accuracy of any data, claim or opinion 
appearing in any article or advertisement. However, the magazine is designed to provide 
accurate and authoritative information on the subject matter covered. The information is 
presented with the understanding that the publisher is not engaged in rendering legal or 
other expert professional services. If such assistance is required, the service of a competent 
professional should be sought.

Advertisements and product information do not constitute an endorsement, nor a DHI position 
concerning their suitability. The publisher reserves the right to reject any advertising. Advertisers 
and their agencies assume liability for all advertising content and assume responsibility for any 
claims that may arise from their advertisements. The publisher makes every effort to ensure 
suitable placement of advertising but assumes no responsibility in this regard.

Send subscriptions, advertising, business and editorial matter to Doors + Hardware, 14150 
Newbrook Drive, Suite 200, Chantilly, VA 20151-2232. Letters to the editor are welcome and 
will be considered for publication in whole or in part in “Letters to the Editor.” All editorial sent 
to the magazine will be treated as unconditionally assigned for publication and copyright 
purposes and is subject to the editor’s unrestricted right to edit and comment editorially.

For current subscriptions, enclose an address label or facsimile from a recent copy when 
writing to DHI. For new subscription information, call DHI at 703.222.2010.

Work that room
Put every square inch of fl oorspace to use, with 
WoodFold accordion doors. Subdivide a too-large 
space for multiple functions, or reduce noise from 
area to area in schools, daycares, churches, and 
group homes. 

ADA compatible, WoodFold doors feature ease-of-
use, custom materials and fi nishes, and durable 
hardware options like locks and curvable tracks. 
For more ideas on how to work that room, go to 
www.woodfold-doors.com .

©2016 WoodFold Manufacturing, Inc. Forest Grove, OR 97116  1-503-357-7181

Flexible. 
Modern. 
Smart.

2    OCTOBER 2016      DOORS + HARDWARE



Contents
October 2016  | Hospitality, Entertainment, Mixed-Use Facilities

Case Studies
12 Integrated Access Control 

Toughens UFC Security
James Duff

How UFC ensured staff security 
with a control system designed to 
eliminate unauthorized access to and 
throughout its offices and facilities.

20 Law Firm Simplifies 
Access Control Across 
Multiple Properties
Rajeev Dubey

The firm’s multiple properties, ten-
ants and locations could not be man-
aged collectively from one vantage 
point prior to the project. Each of 
the 10 locations had separate access 
control, surveillance and intrusion 
systems installed and those were 
operated and maintained separately 
from the other buildings’ systems.

Columns
4  InTouch
 Jerry Heppes Sr., CAE 

42 Decoded 
 Lori Greene, DAHC/CDC, FDAI,  
 FDHI, CCPR

50 The Revenue Growth Habit
 Alex Goldfayn

52 Shelf Life
 Jason Bader 

56 Closing Thoughts
 Elias Wexler

Departments
6 Faces 
 Tabish Khan, AHC, DipGAI, FDAI,  
 LEED Green Associate

38  Profit Improvement Report

46 Real Openings 
 Mark J. Berger

In Every Issue
54 Impact 

55 Ad Index 

8 Build a Better Building: Sound 
Attenuation
Trent Turner
Today’s super efficient buildings are designed 
for the safety, security, health and comfort 
of the occupants within. Discover how door 
openings are essential in the quest to build a 
better building.

16 Best Practices for Security When 
Building Mixed-Use or Hospitality 
Environments
Ann Matheis
No matter where they are, building occupants 
want security to be as
invisible as it is impenetrable. It is up to 
architects, specifiers, integrators
and security professionals to strike a 
reasonable balance between life safety, 
security and convenience.

24 What Else is Your Entrance Letting 
into the Building?
Tracie Thomas
How many of us consider what we might be 
letting into our building? Unwanted guests 
include hot and cold air, dust, fumes, dirt, 
snow, water from the rain, and anything else 
that can make it through. The type of door 
you have can make all the difference.

30 Mobile Ticketing Set to 
Revolutionize User Experience at 
Sporting Venues
Julian Lovelock
The rapid growth in smartphone usage is set 
to help fuel the advent of electronic ticketing 
for sporting and entertainment events. This 
change is set for increased adoption across 
the sporting and live entertainment industry, 
as well, as event providers increasingly look to 
improve their attendees’ ticketing experience 
while increasing safety and security. 

34   How to Win Defective Documents 
Every Time
Anwar Hafeez
Why do subcontractors get paid for 
incomplete or non-buildable defective plans 
and specifications? The answer goes back to a 
famous Supreme Court construction case.

DOORS + HARDWARE      OCTOBER 2016      3



This article is being written on Sept. 13, fifteen  
years and two days after one of the worst days in the 
history of our country—Sept. 11, 2001. Like many of you, 
I spent many hours over the weekend watching old 
and new documentaries of that terrorist attack and was 
moved to tears on several occasions.  

In advocating for our industry in front of various audi-
ences, I have shared the fact that many lives were saved 
that day because of the way our products were properly 
specified and performed. We should all be proud of that 
fact, and to put it in perspective, at conNextions 2016, we 
played a video (you can find it at www.dhiconnextions.
org) featuring Mark Berger of Securitech, a New York res-
ident who spoke about that very day and the critical role 
that our products played in saving lives.  

According to Mark, on Sept. 11, 2001, 99 percent of 
the occupants below impact exited those buildings in 
approximately one hour. Furthermore, he contrasted that 
statistic to what happened during the 1993 bombing, 
when it took eight hours to evacuate one building. The 
difference, he said, was a change in philosophy to respect 
life safety and codes. I encourage you to watch Mark’s 
brief clip, which is approximately four minutes into the 
Annual Meeting video.

I recently learned of an organization, the National Center 
for Spectator Sports, Safety and Security (www.ncs4.
com), which is dedicated to protecting sports facilities, 
since they have been listed as “soft targets.”     

From their website: “Following the Sept. 11, 2001, terrorist 
attacks, the Department of Homeland Security identified 
sports venues as soft targets of terrorism. The University of 
Southern Mississippi took the academic initiative to respond 
to the nation’s emerging security needs by establishing the 
National Center for Spectator Sports Safety and Security 
(NCS4) in 2006. The NCS4 is the nation’s only research center 
focused on spectator sports safety and security. NCS4 serves 
as a cornerstone in representing The University of Southern 
Mississippi’s innovative approach to research, training, and 
development.

The goal of NCS4 is to address the evolving security chal-
lenges of the ever-growing $60 billion U.S. sports industry. 
New challenges emerge every day that increase the com-
plexity of protecting people, property, and information. 
Through quality training, research, technology assessments, 
certifications, and professional development, NCS4 pro-
vides the knowledge and expertise needed for professional 
leagues, intercollegiate and interscholastic athletics, mara-
thons/endurance events, private sector firms, and govern-
mental agencies to protect spectators and other key assets. 
Their mission: To conduct innovative research, deliver quality 
training, and enhance professional development.” 

NCS4 is also the home of the 9/11 Sports Safety and 
Security Memorial, signifying the University’s commit-
ment to the Center to provide training, professional 
development, academic programs and research to 
address safety and security issues at sporting events 
nationwide. A video explaining the story behind the 
memorial can also be found at www.ncs4.com.

I recently spoke with the Center’s Director, Lou Marciani, 
Ed.D, about how NCS4 and the Door Security & Safety 
Foundation (DSSF) can work together to education their 
members on the critical role of doors and hardware. I 
want to thank Dave Sylvester for making the introduction 
as we are now making plans to conduct several educa-
tional programs together. I encourage you to learn more 
about the great work they are doing.

DHI and DSSF are now involved with the Security 
Industry Association, the Secure School Alliance, and the 
Electronic Security Association in advancing federal leg-
islation to conduct school audits and to provide funding 
for upgrades, as schools are also now appearing on the 
“soft targets” list. You can help us in this effort by sup-
porting the Foundation at www.doorsecuritysafety.org. 

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

By Jerry Heppes Sr., CAE

How Our Industry Saves Lives 
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DHI MEMBER SINCE: March 2008

OCCUPATION: Regional Manager, ANSI Division, 
Almoajil Co (distributors of ASSA ABLOY brands in the 
Middle East)

CHILDHOOD AMBITION: Engineer, then a detective, 
then a doctor, and back again to be a civil engineer 
building dams.

FIRST JOB: Worked part time as sales advisor in Marks 
& Spencer while pursuing M.Sc Management from 
University of Surrey in UK. My first full-time job was 
working with ANS Brass supplying to DIY shops and 
builder merchants in London.

WHAT LED YOU TO OUR INDUSTRY? I always had an 
affinity toward door hardware. After finishing my post 
graduation in 2004, my uncle motivated me to make 
a career in architectural ironmongery and I joined his 
20-year-old wholesale hardware business in London. In 
2006, I moved to Dubai and joined Almoajil Co, which 
helped me associate with the global brand of ASSA 
ABLOY and encouraged me to grow professionally with 
continuing education from DHI.  

PROUDEST PROFESSIONAL MOMENT: I have ben-
efited from DHI education immensely and am proud 
to be the first in our industry to achieve both global 
professional door hardware certifications—the  AHC 
from DHI and the DipGAI certification from the Guild of 
Architectural Ironmongers in the UK.

BIGGEST CHALLENGE: Continuing education for last 
nine years while being employed full time and being 
successful in both. 

GUILTY PLEASURE: Quarter Pounder with cheese. 
Dark movies (American History X, American Psycho, 
Schindler’s List, Requiem for a Dream, etc.) 

FAVORITE BOOK/MOVIE: Most movies starring 
Leonard DiCaprio—The Departed, Blood Diamond, The 
Wolf of Wall Street, Gangs of New York.

MENTOR/HERO: My uncle Nishat who introduced and 
motivated me to make a career in the door hardware 
industry. My current boss, Muzaffar Khan, who allowed 
me to grow in the company and supported me with 
training and education over the past 10 years. 

BEST ADVICE YOU EVER RECEIVED:  Be the change 
that you wish to see in the world, Gandhi; Never stop 
learning, from my father; and Time is money, from my 
brother. 

BEST ADVICE YOU NEVER RECEIVED: Never tell a lie 
but never tell the whole truth. Also, everything matters, 
but nothing matters that much.

HOW HAS YOUR INVOLVEMENT WITH DHI SUP-
PORTED YOUR CAREER GOALS? I have to thank ASSA 
ABLOY Americas for emphasizing the importance of 
DHI’s education and certification program. The many 
conventions I attended provided for many educational 
and networking opportunities and also helped me 
achieve my credentials. 

Tabish Khan,  
AHC, DipGAI, FDAI,  

LEED Green Associate
ABDULAZIZ & SA'AD ALMOAJIL CO

Do you know a DHI member  
you would like to nominate  
to be spotlighted in Faces?
Submit your nominations to Paige 
Horton at phorton@dhi.org, and 
we’ll take care of the rest!
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The noisy neighbors next door. The loud laugh-
ter from the kindergarten class down the hall. 
The chatty coworker just outside your office. The 
clanging carts in the hospital corridor. The late 
night revelers in the adjoining hotel room. 
Whether you are in an apartment, a school, an 
office, a hospital or hotel, wouldn’t it be nice if 
you could just close the door and escape into 
serenity? 
Building component technology, including door 
openings, have evolved in recent years to make 
sound attenuation a practicality—both in af-
fordability and ease of installation—in any type 
of application. The latest generation of Sound 
Transmission Class (STC) openings are designed 
and tested to pacify the noisiest environs. 
These sound control innovations go hand-in-
hand with the latest sustainable construction 
guidelines that seek to create more healthful 
buildings by enhancing the acoustical perfor-
mance of the indoor environment. Sustainable 
construction guidelines, such as LEED, award 

credits for workspaces and classrooms that 
promote occupants’ well-being, productivity, 
and communications through effective acoustic 
design that meets the STC requirements of ANSI 
Standard S12.60-2002.

The Science of Sound
Before designing with sound in mind, it’s helpful 
to understand the basic scientific principles of 
acoustics. When sound is generated, it creates a 
wave of pressure that travels 
through the air to a recep-
tor—the human ear—where 
the brain perceives it. The 
decibel (dB) is the measure-
ment of sound pressure 
levels. The accompanying 
chart provides a spectrum 
of dB levels from a variety of 
sources. 
Sound attenuation is the 
practice of using physi-
cal barriers to lessen the 

BUILD A BETTER 
BUILDING: SOUND 

ATTENUATION
By Trent Turner

SOURCE dB LEVEL

Saturn Rocket 200 dB

Jet Engine 160 dB

Threshold of Pain 140 dB

Elevated Train 120 dB

OSHA Limitation 100 dB

Industrial Noise 80 dB

Normal Speech 60 dB

Quiet Office 40 dB

Whisper 20 dB

© iStock | lasagnaforone

Stringent construction standards and innovations in building technology are creating a new 
breed of structures that enhance the atmosphere of the modern indoor space. Today’s super 
efficient buildings are designed for the safety, security, health and comfort of the occupants 

within. Discover how door openings are essential in the quest to build a better building.
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pressure waves before they reach a receptor. 
Sound proofing materials in the barrier will 
block some of the sound waves and absorb 
others. A certain amount of the sound waves, 
depending on the sound proofing material used, 
will continue to transmit through the barrier. 
The sound blocking properties of a barrier is 
measured by its STC number. This number is 
based on a simple calculation that takes the dB 
level of the source sound and subtracts the dB 
level after it crosses the barrier into the receiv-
ing room. The average noise reduction created 
by the barrier is its STC number. Say the high 
school band is practicing in the music room. The 
noise level inside the room is 100 dB. The noise 
perceived in the hallway, or receiving room, is 
measured at 55 dB. This means the sound barrier 
reduced the noise by 45 dB. The STC number for 
that barrier is 45.
Building components with an STC rating receive 
this designation after undergoing testing ac-
cording to ASTM E413-04 Classification for Rating 
Sound Insulation or ASTM E90-09 Standard Test 
Method for Laboratory Measurement of Airborne 
Sound Transmission Loss of Building Partitions 
and Elements. There is also an Apparent Sound 
Transmission Class (ASTC) test that is conducted 
in the field to determine the exact STC level for 
the intended application. 
Of course, not all sound is created equally. STC 
tests 16 predetermined frequencies in a range 
between 125 Hz and 4000 Hz. Amplified music, 
mechanical and industrial equipment, along 
with traffic noise (trains, planes, automobiles) 
usually fall below 125 Hz. The Outdoor-Indoor 
Transmission Class (OITC) tests down to 80 Hz. 
The higher Hz frequencies carry more weight in 
the calculations. The STC measurement is most 
accurate for speech.
Even a small reduction in dB levels makes a no-
ticeable difference. A reduction of 5 dB produces 
a 25 percent change in loudness; a 10 dB reduc-
tion generates a 50 percent change; while a 20 
dB reduction creates a 75 percent change. If the 

intent is to block out slight noises, such as nor-
mal speech, a lower STC rating will be effective, 
while very loud noises will need an STC rating 
of 50. (See chart)
Sound waves travel through the path of least 
resistance, which makes it imperative to consider 
all elements including the wall, door opening 
and floor, when designing a sound control 
system, commonly referred to as a partition. If 
the wall has an STC rating of 55 but the doorway 
has an STC rating of 35, the superior rating of the 
wall will not compensate for the lesser rating of 
the door. 
The material used in wall construction greatly 
impacts the STC performance of a partition. 
The typical interior wall, consisting of half-inch 
drywall and wood studs, has an STC rating of 33. 
Fiberglass insulation can increase the STC level 
to 36. Concrete and concrete block walls feature 
STC values of 40 for a four-inch thick wall and 
50 for an eight-inch thick wall. The STC rating of 
a partition can be negatively affected by inade-
quate wall or ceiling construction and the posi-
tioning of outlets, electrical boxes and conduits. 
This leaking of sound is referred to as flanking.
The door opening itself is a complex sound trans-
mission control system. Its ability to block noise 
depends in part on the material from which it is 
constructed. Most importantly, though, is how 
well the individual parts of a doorway work 
together. A door opening is actually an assem-
bly of several different components—the door, 
frame, gasketing and hardware. So the sound 
blocking abilities of a door opening depends on 
how these components perform as a complete 
opening assembly.

Door Openings Deconstructed
Doors are the most obvious component of the 
opening and have the most variations. An STC 
opening can have a wood door or hollow metal 
door, a single door or pair of doors, glazing or no 
glazing. 
In the recent past, highly-rated STC doors were 
constructed with materials such as lead that 
resulted in a single door that tipped the scales 
at more than 300 pounds. This meant not only a 
very heavy door to operate, but also significant 
load for the overall opening, requiring heavy-du-
ty hinges (typically the costly cam-lift type) as 
well as a more laborious installation process.
Innovations in door construction have led to 
lighter-weight doors that can carry the same 
STC ratings of their heavier counterparts. These 
doors are typically 30 percent lighter and can be 
hung with standard weight hinges with no more 

STC RATING IMPACT ON ACOUSTICS
STC 25 Normal speech can be understood easily and distinctly through wall

STC 30 Loud speech can be understood fairly well;  
Normal speech heard but not understood

STC 35 Loud speech audible but not intelligible

STC 40 Onset of privacy

STC 42 Loud speech audible as a murmur

STC 45 Loud speech not audible; 90% of statistical population not annoyed

STC 50 Very loud sounds (musical instruments, stereo) faintly heard;  
99% of population not annoyed
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installation effort than that of a regular door. 
Still, these doors have operable STC ratings that 
range from the mid-40s through the mid-50s.
Lightweight acoustical doors provide a huge ad-
vantage and convenience for contractors during 
shipping and handling of doors at the jobsites. 
Further, these doors also eliminate the need and 
cost for heavy-duty hinges during installation. 
When installing multiple openings on a job, the 
use of lightweight acoustical doors will amount 
to large savings just on hinges alone. On top of 
this, the new generation of doors is typically 10 
percent cheaper regarding first costs compared 
to their more traditional counterparts. 
From a long-term perspective, the lighter doors 
have greater durability and create less wear and 
tear on the opening. Even when using heavy-du-
ty hinges, a large-weight door places more stress 
on the door frame. Over time, the added stress 
can cause the frame to bend ever so slightly, 
requiring replacement of the entire opening.  
The new construction methods do not limit the 
scope of applications where the doors can be 
used. The doors still attain all appropriate fire 
ratings and can be used on any opening that 
requires a fire-rated door. 
Flanking issues—the areas of a partition that can 
allow sound intrusion—were mentioned earlier. 
Door frames and seals present potential flank-
ing weaknesses on door openings. A standard 
hollow metal frame can be used in an STC-rated 
opening. Applications that require an STC rating 
greater than 40 will necessitate door frames that 
are filled with a flank-proof material.

Assembly Rating
When selecting an STC door, it is important to 
review the rating for each product and deter-
mine how it was achieved. Was the product 
tested to ASTM standards? Were the most recent 
testing methods used? Is the rating based on the 
more realistic operable testing procedures or 
less accurate calculated values? Are the prod-
ucts manufactured in compliance with Steel 

Door Institute (SDI) 128, Acoustical Performance 
of Standard Steel Doors and Frames, and Hollow 
Metal Manufacturers Association (HMMA) 
865-03, Guide Specifications for Swinging Sound 
Control Hollow Metal Doors and Frames? These 
are important questions that must be asked to 
accurately conclude which door will deliver the 
best performance.
Look for complete door opening assemblies with 
ratings based on the ASTM E 90-09, Standard Test 
Method for Laboratory Measurement of Airborne 
Sound Transmission Loss of Building Partitions and 
Elements. Products tested at an independent lab 
are subjected to the most recent ASTM testing 
methods. This process changes every few years. 
Consequently, STC results posted before 1999 
may not produce the same results today; this 
difference becomes wider as one goes further 
back in time. The science of sound transmission 
control has increased since earlier standards 
were drafted, along with the methods of testing 
product performance and the software used to 
gather testing results. This all-around boost in 
knowledge has raised the bar for any product 
attempting to attain an STC rating.

Performance Elements 
Innovations in sound attenuation technology 
and its application in door openings are making 
a noticeable difference in the built environment. 
Schools can enhance learning conditions with 
quieter classrooms. Healthcare facilities can pro-
mote patient healing with a more restful envi-
ronment. Offices can offer a productive atmo-
sphere. Hotels and multifamily residences can 
provide greater privacy between living spaces.
Door openings contribute to better sound con-
trol, all while maintaining the safety and securi-
ty of building occupants. Today’s door openings 
are an essential element in the quest to build a 
better building.

TRENT TURNER is Director of Hollow Metal Marketing for 
the ASSA ABLOY Door Group.

WHEN SELECTING AN STC DOOR, 
IT IS IMPORTANT TO REVIEW THE 

RATING FOR EACH PRODUCT AND 
DETERMINE HOW IT WAS ACHIEVED.

10    OCTOBER 2016      DOORS + HARDWARE



Powerful Solutions 
from the names 

you trust.

10 and 7 Line Cylindrical Locks

Trust the door hardware products from SARGENT 
that help protect and maintain a high level of 

security. As for abusive force, SARGENT 
cylindrical locks surpass all competitive 

products in strength and durability.

Trust Akron Hardware to deliver SARGENT’s 
cylindrical locksets with a powerful combination 

of speed and availability.  We ship your orders the 
same day you call.  We’re trained to answer all of 
your SARGENT questions quickly and accurately.   
And, visit us online at www.akronhardware.com 
for more information and special offers on other 

products from ASSA ABLOY.

Powerful Solutions
800-321-9602

www.akronhardware.com

Akron Hardware proudly distributes these
quality products from ASSA ABLOY:

CORBIN RUSSWIN • YALE • NORTON
RIXSON • HES • SECURITRON 

ADAMS RITE • ARROW • MEDECO
MCKINNEY • ALARM CONTROLS

YALE RESIDENTIAL



Originating from the Brazilian full-contact sport of Vale 
tudo (anything goes), the Ultimate Fighting Championship 
(UFC) debuted in the United States in 1993. Today it has 
grown into one of the most valuable and most recognized 
sports franchises in the world, promoting competition of 
the most effective and skilled mixed martial arts. UFC 
brings us legendary battles, shocking finishes, and his-
toric debuts with high-profile events hosted in the U.S. 
and around the world, in countries including Brazil, 
Philippines, United Kingdom, Ireland, Australia, Canada, 
and Mexico, and more.
UFC remains one of the fastest growing sports organiza-
tions in the world with an ever expanding fan following 
that includes people of all ages, backgrounds, educational 
levels, and professions. While this tremendous rise in pop-
ularity presented incredible opportunities for UFC, it also 
exposed the need for a greater focus on security.
A key challenge UFC faced was to ensure staff security 
with a control system designed to eliminate unauthorized 
access to and throughout its offices and facilities. 

By James Duff

INTEGRATED  
ACCESS 
CONTROL  
TOUGHENS  
UFC SECURITY

© iStock | NeilLockhart
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“We continued to have tremendous 
company growth and wanted to be 
proactive in terms of keeping our peo-
ple safe,” said Jim Singleton, Executive 
Director of Security and Protective 
Operations. “Our goal was to find an 
access control system that met our 
immediate needs but allowed consol-
idation with other security solutions 
into one system. At the same time, a 
system that was flexible enough to ac-
commodate our needs in the future.”
While UFC’s office facility had an ac-
cess control system in place, it simply 
was inadequate and did not offer the 
extensive functionality and versatility 
of a premium access control system. 
There were considerable reliability 
concerns. “The support for the sys-
tem was limited, and it didn’t instill 
much confidence,” said Joe Williams, 
Director of Security.
A search commenced to find and 
select an access control system flexible 
enough to meet UFC’s stringent re-
quirements now and for future expan-
sions. UFC approached A&B Security 
Group, a renowned Las Vegas security 
and lock expert, to discuss its needs. It 
wasn’t long before UFC learned what 
Keyscan Access Control Systems had 
to offer.
“Keyscan has always been our go-to 
product because it always has and 
always will work,” said Jay Keller of 
A&B Security Group. “We recom-
mended the Keyscan system because 
of its integration flexibility with other 
systems. It has full access control ca-
pability; it works with existing readers 
and integrates well with IP camera 
platforms and intrusion panels. Plus, 
additional software modules for cre-
ating custom ID badges for events as 
well as remote web client access, and 
visitor management was there and 
ready to go,” he said. “UFC wanted a 
reliable system designed to simplify 
everything and to consolidate the 
work to one platform, and Keyscan 
was the solution it needed.”
The initial project was installed by 
A&B Security Group, a company with 
years of experience and a number of 
similar and successful installations in 
the past. 

"At first, the plan was to integrate 
the Keyscan system with some of the 
existing hardware already in place,” 
Keller recalled. “Then, because of 

the reliability of the Keyscan system 
and the host of features it offered, a 
decision was later made to go with 
Keyscan across the board.”
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“With the concerns UFC experienced 
with the previous access control sys-
tem, we wanted to be absolutely sure 
we had everything covered,” Keller 
said. “The Keyscan system instilled 
confidence.”
This installation began at UFC’s home 
office in Las Vegas. It consisted of a 
combination of Keyscan’s single-door 
and multi-door control panels. At the 
time, it controlled a total of 50 doors, 
in six separate buildings, all regulated 
by Keyscan’s access control manage-
ment software.
Since this installation, UFC has put 
the entire Keyscan system to the 
test. It serves multiple buildings; it 
integrates well with other existing 
systems, and it keeps up with expan-
sion objectives. The system has solved 
UFC’s challenge.
“It was also important to find a system 
that will expand without having to 
constantly incur added cost with each 
expansion,” Keller added.
Keyscan’s ability to integrate with 
other security products also proved 
successful. With Keyscan software’s 
optional intrusion panel software 
module, arming and disarming the 
intrusion alarm was easily performed 
at any reader by any authorized 
person entering or leaving the office. 
According to Williams, "It was defi-
nitely a convenient and time-saving 
feature.” 

Keyscan’s web client software module 
provides additional convenience and 
flexibility. A true and secure mobile 
solution, the module allows UFC to 
perform system maintenance and 
tasks from any remote location using a 
web-enabled PC or mobile device. 
The Keyscan system has also elimi-
nated any concerns associated with 
potentially lost or stolen keys. “The 
system gave me the ability to control 
access easily,” explained Williams. “If 
a card credential was lost, I simply 
canceled it and issued a new card cre-
dential, rather than issue new keys.” 
As the Director of Security, Williams 
knows that access to buildings must 
remain secure while at the same time 
be flexible enough to welcome and 
host visitors to their facilities with no 
interruption. The visitor management 
software simplified accomplishing 
that important requirement.
It gave Williams full oversight on 
all visitor activity and allowed a full 
range of automated features to register 
and monitor visitors to any of UFC’s 
buildings or facilities. But, it didn’t 
end there.
Keyscan’s photo badging software 
module has also played a strong role. 
The dual-purpose module has been 
used to produce custom ID badges for 
both staff and visitors. Photographs 
of staff and visitors are captured by 
a USB camera and imported into a 

custom designed ID badge template 
and printed on cards to further 
identify staff and visitors. This is all 
performed within Keyscan’s access 
control management software.
The Keyscan installation at UFC’s 
existing buildings and the fact that 
Keyscan will be the access control 
partner at the new mega-facility 
under construction in Las Vegas serve 
as strong testimonials of integrated 
access control technology’s value. 
Integrated access control systems pro-
vide a versatile, convenient solution 
for applications demanding security 
that won’t tap out.

JAMES DUFF is Product Marketing Manager, 
Electronic Access & Data at Keyscan Inc. James 
is an action-oriented marketing guru with a 
wake of accomplishments and measurable ini-
tiatives that have driven growth and awareness 
in multiple sectors. In 2011, he joined Keyscan 
access control systems where he helped the 
company achieve record-high performance, 
despite a series of high-caliber mergers and 
acquisitions. Today, he represents dormakaba’s 
Electronic Access & Data product cluster.

8-Reader Access Control Unit
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Hospitality 
means trust.

As a trusted source of premium access solutions to the lodging 
industry, dormakaba offers a full range of architectural hardware 
and electronic access controls providing security, safety, comfort 
and convenience. Delivering innovation, reliability and efficiency 
makes enhancing the overall guest experience smart. 

For more information, visit go.dorma.com/hospitality 
or call 800-523-8483
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BEST PRACTICES FOR SECURITY  
When Building Mixed-Use or 

Hospitality Environments
By Ann Matheis

Photos courtesy of Allegion
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No matter where they are, building 
occupants want security to be as 
invisible as it is impenetrable. It is up 
to architects, specifiers, integrators 
and security professionals to strike a 
reasonable balance between life safety, 
security and convenience. 
Among the most challenging environ-
ments in which to achieve this goal are 
mixed-use and hospitality facilities. 
Unlike traditional office space, these 
buildings have a mix of retail and 
dining spaces on the ground level and 
living space above, either in the form 
of apartments and condominiums or 
hotel rooms. Without the right security 
solutions in place, it can be difficult to 
achieve the proper balance of function-
ality and aesthetics that will feel wel-
coming to customers and guests while 
maintaining the safety and privacy of 
residents. What follows are some best 
practices that can be incorporated to 
ensure the proper balance of safety, 
functionality, and visual appeal.

Start Early
Although access control systems have 
become standard on new construction, 
they are still frequently overlooked 
during the design process. The later 
in the process access control is ad-
dressed, the more likely it is to create 
problems as it directly impacts door 
specifications, which ultimately deter-
mine how an opening must be con-
structed to comply with the relevant 
fire and life safety codes. Waiting until 
after the design has been finalized to 
address access control often results in 
change orders for additional circuits, 
extra raceways, and power and con-
duit layout changes—and, of course, 
more time and money. 
Access control should be planned for 
after the initial architectural plans and 
building layout is complete; ideally in 
conjunction with the hardware design. 
The planning process should include 
the hardware consultant, the security 
consultant, the integrator and possibly 
an electrical engineer. Consulting with 
relevant experts early on will help 
eliminate many of the frustrations 
that are common during the building 

process and typically lead to delays 
and dissatisfaction with the end result. 

Maintain Flexibility
Planning for access control early on 
also ensures the access control system 
will not only be appropriate for the 
current needs of that facility, but flexi-
ble enough to adapt to future changes. 
A common concern among clients is 
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that the solution 
they select today 
will need to be 
upgraded and 
expanded over 
time as their 
needs change. 
They want a 
system that can 
meet current safe-
ty and security 
issues, as well 
as accommodate 
emerging tech-
nologies that will 
allow the system 
to expand and 
adapt as needed 
in future.
The best way 
to address this 
concern is with 
open architecture 
electronic lock-
ing systems. By 
design, this type 
of system easily 
accepts additions, 
upgrades and 

replacement of components to the 
security system, or the system itself. 
The structure eliminates proprietary 
constraints and employs open stan-
dards to provide access to critical data 

and information within the system. It 
also helps to protect an access control 
investment for years to come. As secu-
rity needs change, the access control 
system can be changed, by adding 
new credential technologies, a variety 
of network protocols, increased se-
curity levels, and system expansions. 
Upgrades do not require replacing 
all the locks or even taking locks off 
doors to retrofit.

Communication is Key
In these facilities, there are multiple 
openings to secure, and multiple peo-
ple who need varying levels of access: 
building residents, employees, guests, 
owners and facility managers. Helping 
your client understand their options 
for providing access will be a crucial 
part of the selection process. The best 
place to start this process is by finding 
out more about their specific needs. 
There are multiple solutions available 
to address any specific needs, but it’s 
important to have a strong under-
standing of their long-term needs and 
goals as well as any special consider-
ations or limitations. Be prepared to 
point out discrepancies between what 
the client wants versus what is need-
ed. Understanding how they plan to 
use the respective openings in a build-
ing is the best guide in the selection 

Issues to review and consider include:
  Will they be integrating 

time and attendance 
for employees into their 
access control system?

  Are the locks being 
accessed in an interior 
or exterior location 
where weather may be 
a concern?

  How deeply will they 
want to monitor each 
user's access and 
movement within the 
facility?

  How important are 
aesthetics?

  Are there cost 
limitations?

  What are the top 
priorities?

  What types of openings 
(doorways) will be 
in use? (i.e.: resident 
doors, high traffic 
public doors, private 
amenity spaces, 
emergency exits, etc.)
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of solutions to deliver the targeted 
customer experience. And as always, 
make sure those solutions are backed 
by a reputable manufacturer who can 
provide the necessary support and 
service after installation.

Ensure Accessibility
Electronic access control systems are 
renowned for being convenient, easy 
to maintain, increasingly affordable 
and highly effective at restricting 
unauthorized access. However, it’s 
important to be aware of some of the 
ways in which these systems can also 
impair the authorized access.
For instance, there are several types 
of readers and credentials that can 
be difficult for people with certain 
disabilities to operate. A keypad that 
requires a degree of manual dexter-
ity to enter a code can prove more 
challenging than a credential reader. 
Be sure to consider whether the use of 
potential products will be appropriate 
for creating a space that balances the 
safety, security and convenience of all 
occupants. 

Automate to Maximize Efficiency
With a traditional access control sys-
tem, your experience begins and ends 
at the door—you enter a PIN or swipe 
a card, and the door unlocks. But 
with building automation, the door is 
just a starting point for a completely 
customized experience throughout 
the entire facility. After an occupant 
presents their credentials, the system 
can turn on the lights and adjust the 
temperature while simultaneously 
alerting security that someone has 
accessed the building. During the day 
the network monitors water use, send-
ing an alert to facilities if a restroom 
faucet is left running or if a normally 
locked door is left ajar. At the end of 
the day, the access credential is used 
to exit the building, triggering the 
reverse actions of the morning—lights 
are dimmed, temperatures are low-
ered, and doors are locked. 
While access control may be the “trig-
ger” for all of these functions, the en-
tire system is based on a sophisticated 

network. Every aspect of a building’s 
operation ties into a network, from 
lighting to intercoms, access control, 
video, fire safety and climate controls. 
By linking these previously disparate 
systems, building owners can realize 
significant cost savings through ener-
gy conservation while still maintain-
ing a safe environment. 

Check Code Compliance
Once a tentative solution has been 
reached, be sure that it will not conflict 
with any of the relevant codes. When 
considering which code requirements 
to follow, first identify which category 
the hardware falls into, and refer to 
the applicable code section. Keep in 
mind that state or local requirements 
could differ from those of the IBC 
or NFPA 101. Refer to the published 
codes for the detailed code require-
ments, and consult the Authority 
Having Jurisdiction for more informa-
tion about the local requirements.

Think Long Term
The selection process will be guided 
by a number of factors, including 
facility type, credential management 
platform and protocols, budget and 
long-term security strategy. Your role 
is to help consumers navigate the 
dizzying array of new products to find 
the right solution for today’s challeng-
es and tomorrow’s opportunities. 
But throughout the process, it’s im-
portant to remember that each client 
is more than just a potential sale. They 
represent an opportunity to build a 
lasting relationship that will lead to 
repeat business for your company. By 
focusing on the long term, the result 
will be an access control solution for 
the present and future, as well as a 
satisfied customer willing to refer you 
to others. 

ANN MATHEIS is the 
Marketing Director, 
Multi-Family, for 
Allegion. For more  
information, visit  
us.allegion.com.  
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ID Solutions is an information technol-
ogy company based in downtown San 
Diego, Calif., that provides software 
and hardware to a variety of clients. 
Founded in 2006, ID Solutions special-
izes in providing web-based solutions 
and technology strategies for small- to 
medium-sized businesses using a 
number of platforms, network tech-
nologies, and its staff’s programming 

expertise to meet its clients’ needs. 
Among ID Solutions’ customers is a 
multi-state law firm that specializes 
in representing financial institutions 
in banking law matters, including 
mortgages in default. The firm pro-
vides services in California, Nevada, 
Arizona, Washington, Oregon, New 
Mexico and Colorado and owns 10 

LAW FIRM SIMPLIFIES 
ACCESS CONTROL 

ACROSS MULTIPLE PROPERTIES
By Rajeev Dubey
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different office buildings across these 
states. ID Solutions provides informa-
tion technology support and manage-
ment for the entire firm and all of its 
locations. 

Introduction
The ten buildings owned by the law 
firm house not only their satellite 
partner law offices, but are also home 
to a variety of businesses that rent 
space from the firm. Tenants include 
commercial real estate and property 
management businesses, retailers and 
restaurants. 
With several office buildings across 
seven states and with multiple tenants, 
the law firm sought to simplify its 
control of access points to and within 
its properties. Prior to the project, each 
building had its own access control 
system and badging, with no way to 
monitor all building activity in one 
place. It also was onerous to add new 
users and badges to the system, which 
the firm hoped would change with a 
new system.
As the technology strategist and the 
provider of property management 
services for the law firm, ID Solutions 
was responsible for the firm’s new 
system, which would be centralized 
and able to monitor doors in the firm’s 
properties. ID Solutions also needed 
to be able to issue and revoke access 
remotely and as needed, according 
to business needs and changes in 
tenancy. The centralized management 
of the properties’ doors and access 
would also make everyday problem 
resolution, maintenance, and report-
ing much easier. 

ID Solutions turned to security sys-
tems integrator California Commercial 
Security (CCS) when it came to choos-
ing a solution that would meet the 
needs presented by the firm’s multiple 
properties and 600 cardholders. CCS, 
also based in San Diego, specializes 
in security systems for commercial 
clients and offers managed and hosted 
access control solutions, in addition to 
fire, alarm, intrusion detection, video 
surveillance and other physical securi-
ty solutions. 

Challenges
The firm’s multiple properties, tenants 
and locations could not be managed 
collectively from one vantage point 
prior to the project. Each of the 10 
locations had separate access control, 
surveillance and intrusion systems 
installed and those were operated and 
maintained separately from the other 
buildings’ systems. ID Solutions spe-
cifically sought a solution that could 
continue to grow—a scalable access 
system capable of integrating with 
other security systems—and based 
upon the recommendation of CSS, 
planned to eventually integrate all 
security systems together in a single 
user interface. 
As an initial first step in a broad-
er, long-term project, ID Solutions 
wanted to focus on improving the 
access control system and addressing 
operational challenges. The disparate 
access systems made simple tasks 
such as granting and revoking ac-
cess challenging, particularly with 
multiple tenants in some buildings 
who needed access not only to certain 
perimeter and common area doors, 

but also to certain doors within their 
specific businesses. ID Solutions and 
CCS identified the need for reporting 
on employee card activity, the ability 
to audit badges and an interface that 
could be used by the company’s hu-
man resources department.
ID Solutions also wanted to be able to 
grant and revoke card access remotely 
using a mobile phone application or 
web browser. This would reduce staff-
ing needs and would mean a security 
staff member’s physical presence 
would not be required at any specific 
location to resolve issues.
“Because each building’s security was 
installed and managed separately, ID 
Solutions’ staff at times needed to be 
physically present at each of the build-
ings, which was a significant prob-
lem,” said Ken Robison of California 
Commercial Security (CCS). “A 
comprehensive and centralized system 
seemed like the best and most efficient 
solution for ID Solutions—one that 
would allow them to manage all their 
properties using one unified platform, 
remotely from any internet connected 
PC or mobile device.”

The Solution
With the help of integrator CCS, ID 
Solutions identified Tyco Security 
Products’ cloud-based Kantech hattrix 
security service as the best fit for 
the properties. ID Solutions opted 
for CCS’ hosted service in which all 
access control data resides in secure 
cloud-based servers managed by CSS. 
With this approach, CSS hosts the 
system’s database, server applications 
and hardware infrastructure, and also 

The disparate access systems made simple tasks such as 
granting and revoking access challenging, particularly with 
multiple tenants in some buildings who needed access not 
only to certain perimeter and common area doors, but also  
to certain doors within their specific businesses.

DOORS + HARDWARE      OCTOBER 2016      21



provides the initial configuration of 
the system and its components, up-
dates and advanced software changes. 
ID Solutions staff members perform 
day-to-day tasks such as adding users, 
changing access and creating access 
levels and schedules as needed.
“The hattrix system is awesome,” said 
John Lopez, IT Operations Manager 
for ID Solutions. “It simplifies our 
security operations tremendously by 
moving the system’s infrastructure 
and management offsite and allows 
us to manage daily operations across 
seven different states from a single, 
centralized interface.”
The Kantech hattrix solution allows 
ID Solutions to monitor and maintain 
all of the properties simultaneously, 
including their 76 doors. Lopez said 
security staff members can maintain 
and monitor the access control system 
using EntraPass Web and and/or via 
a mobile device using the EntraPass 
Go mobile application. The company’s 
human resources department can add 
access cards for new employees or 
delete cardholders who are no longer 
with the company, also using the mo-
bile/web-based portal. 
The new access solution moves some 
of the system support responsibility to 
CSS, thus easing the support burden 
on ID Solutions as well, an important 
benefit to Lopez. With fewer staff 
needed, increased support, and the 

outsourcing of infrastructure 
and its hardware purchase and 
maintenance costs, ID Solutions 
has reduced the costs associ-
ated with its security systems, 
one of the project’s initial goals. 

A significant benefit of the new access 
control solution is its ability to inte-
grate with ID Solutions’ DSC intrusion 
system. The DSC/Kantech integration 
is currently being used with six of the 
10 properties and is the first time ID 
Solutions has been able to integrate its 
access and intrusion security systems 
together. 

The Future
Due to the success of the first 10 instal-
lations, ID Solutions is in the process 
of implementing the same Kantech /
DSC integration for the firm’s eleventh 
property, which is located in Texas, 
with plans to do the same in a twelfth 
building shortly thereafter. The 
convenience of remote, centralized 
management afforded by the project 
has provided ID Solutions with the 
consistency and reliability that the 
company had been seeking. 
With the hosted solution, the com-
pany has moved the systems’ in-
frastructure, hardware and some 
support offsite, saving valuable time 
and money for security staff and the 
company at large. 
“The new integrated access control 
and intrusion system prepares the 
company well for continued growth 
and enables us to adapt quickly to 
any unforeseen changes in the office 
spaces and tenants that we support,” 
says Lopez. 

RAJEEV DUBEY is 
Senior Product Manager 
for Tyco Security 
Products. He can be 
reached at 
rdubey@tycoint.com.

Case Summary
LOCATION: San Diego, Calif.

SYSTEM INSTALLED: Kantech Hattrix 
Hosted Access Control

DSC Power Series Alarm and  
Control Panels

THE CUSTOMER: ID SOLUTIONS
ID Solutions is a software devel-
opment and solutions consulting 
company that specializes in providing 
a wide range of web-based solutions 
and internet-related strategies for 
small to medium-sized businesses. 

THE INTEGRATOR: CALIFORNIA 
COMMERCIAL SECURITY
For more than 15 years, California 
Commercial Security (CCS) has pro-
vided comprehensive, quality security 
products and services to clients in 
Southern California. CCS offers clients 
personalized services and unique 
physical security solutions that are 
customized to the specific require-
ments of their commercial space. 

THE SOLUTIONS PROVIDER:  
TYCO SECURITY PRODUCTS
Tyco Security Products is a unified 
group of the most comprehensive 
world-leading premium access 
control, video, location-based 
tracking and intrusion solutions in 
the security industry. Tyco Security 
Products conducts business in over 
177 countries around the world, in 
multiple languages and employs over 
2,800 employees globally, including 
research and development, market-
ing, manufacturing, sales, 
service and logistics 
teams in the Americas, 
Europe, the Middle 
East, Africa, and Asia 
Pacific. 

The hattrix system simplifies our security 
operations tremendously by moving the system’s 

infrastructure and management offsite and 
allows us to manage daily operations across seven 

different states from a single centralized interface. 

– John Lopez, ID Solutions
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DOOR SECURIT Y & SAFET Y FOUNDATION DIAMOND -LEVEL CONTRIBUTOR ADVERTORIAL

T he popularity of barn door style sliding door applications has never been greater for both
 residential and commercial projects. Used for room dividers, hotel bathrooms, closets, 
o�  ce meeting rooms and more. Almost any interior design style can incorporate this type of door 
feature. Modern and contemporary, craftsman and traditional architectural designs all � nd favor 
in the versatility and visual impact that a barn door sliding unit can achieve.

Millennium Door can provide hundreds of design options in the oversize dimensions required 
for most sliding door applications. Door heights in 7 foot and 8 foot are common with widths 
up to 4 feet are used regularly and are available from Millennium Door.

Millennium Door can � ll the need for sliding door applications with rustic traditional plank style 
barn door designs to modern white opaque glass doors to smooth groove pattern doors and more.

See more about Millennium Door at  www.doormerica.com

B� n Style and
Sliding D� rs
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Is your 
building 
entrance 

admitting  
too many 

unwanted 
guests?

Recently, the city of New York passed 
a law stating all city businesses are 
now required to keep their doors 
closed during business hours. We’ve 
all seen this, businesses on a crowd-
ed thoroughfare with their doors 
propped open to make it easier for 
passerby to be enticed in to spend 
some money. The problem was the city 
recognized how much energy was be-
ing wasted by conditioned air leaking 
out of these establishments, and they 
moved to put a stop to it.
Energy freely escaping any building 
is clearly not good, and it is likely that 
other cities will follow New York’s 
example, but how many of us consider 
what we may be letting into our build-
ings? Unwanted guests include hot 
and cold air, dust, fumes, dirt, snow, 
water from the rain, and anything else 
that can make it through. The type of 
door you have can make all the differ-
ence. What’s surprising is that most 

buildings’ management don’t consider 
the impact of these undesirables when 
they specify a door—but they certain-
ly should.  
In this article, we’ll talk about the 
many unwanted guests that come 
through swinging and sliding doors 
by identifying them with a number 
of our senses. In some cases, we’ll 
share examples of actual problems 
that managers have confronted at their 
buildings.

Can you Feel Me Now?
Touch or feeling is a very strong sense. 
If we’re constantly cold or hot, nothing 
else matters. Unwelcome temperature 
and humidity differentials can make a 
lobby downright unhospitable, which 
is the last thing a business in retail 
or hospitality needs, but no build-
ing is ever intentionally planned to 
have a frigid 50-degree or sweltering 
85-degree lobby. Yet, with sliding or 

WHAT ELSE IS  
YOUR ENTRANCE

By Tracie Thomas
© iStock |  funnybank

LETTING INTO  
THE BUILDING?
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swinging doors, it happens and the 
fine décor and seating areas are ig-
nored as people flee the lobby area.
Aside from people feeling downright 
uncomfortable and distracted, there 
is a costly load impact to the build-
ing’s HVAC system, which must work 
to replenish the lost conditioned air. 
A study conducted at MIT in 2006 
on a particular building found that 
its two revolving doors reduced air 
infiltration by as much as eight times 
compared to the swinging doors in the 
same building. If the students could 
be convinced to use only the revolving 
doors, 15 tons of CO2 or $7500 in natu-
ral gas could be saved annually. 
Another unwelcome guest is wind. 
Dublin City College in Ireland expe-
rienced such discomfort first hand in 
their Student Union building, a place 
where hundreds of students would 
gather inside for events and the doors 
were often constantly open. Initially, 
the building had a single pair of 
sliding doors, which during the colder 
months would allow so much wind 
into the lobby atrium, a “wind tunnel” 
was created and papers on bulletin 
boards would fly off and displays and 
stands for events would blow over. 
Not to mention patrons huddling 
away from the “fresh” breezes coming 
through. The sliding doors were re-
placed with a revolving door and the 
entire space was reclaimed for year-
round comfort and happier attendees! 
When it comes to restaurants and re-
tail, the unwelcome guests of outdoor 
air and wind can have a truly negative 
impact on revenue. Have you ever 
been to a small restaurant and were 
seated at a table near the door? You 
probably asked to move because it 
was so drafty and uncomfortable. No 

waiter wants that section of 
tables near the front door 
either! Larger restaurants 
tend to create “waiting 
areas” as a foyer that sep-
arates the entrance from 
the dining room—a kind 
of “dead, sensory-deprived, 
holding tank” for unseated 
customers. 
But, is it necessary for the 
restaurant to pay for all that 
extra space and get nothing 
in return, or keep custom-
ers waiting for refreshment? 
Bonefish Grill started 
installing revolving doors 
back in 2006 around the 
country, introducing a new 
concept:  customers enter 
directly into a comfortable, 
lively bar area via a revolv-
ing door. They sign in with 
the hostess for a seat in the 
dining room and can have a 
drink and appetizer in the 
bar area right away—thus 
ringing up sales within 
minutes. Every square foot 
of the floorplan is now 
productive, energized and 
revenue driven. Ca-ching!

The Sounds of  
(Not) Silence
No one ever expects to hear 
outside sounds once they 
have crossed a threshold 
to the interior of a build-
ing. The idea is to leave the 
world “out there” behind 
you and enter a new environment. 
That was the plan all along when the 
building was designed. But rarely do 
things go as planned, particularly in 
urban areas, airports, near stadiums, 

or even at the town square in a small 
town. Noise infiltration is especially 
unwelcome for libraries, hospitals, 
schools and hotels, all of which seek 
to create a peaceful atmosphere for 
learning, healing or escape. 

Hot air, cold air, wind and debris are 
all unwelcome guests in a building.

Photos courtesy of Boon Edam Inc.
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These examples are obvious but really, 
no lobby in any building wants to have 
noise from the outside. Haven’t we all 
experienced entering a nice hotel in a 
busy downtown area and a jackham-
mer was within a hundred feet? Every 
time that sliding door stayed open 
due to guests constantly coming in 
and out, didn’t it sound like you were 
outside waiting to hail a cab from the 
street? The interior may appear to be 
fit for a king, but none of that mat-
ters, right? On university campuses, 
consider the sound of a student pep 
rally or cultural event right outside a 
library on the quad and the impact an 
open swing door would have on those 
trying to crack the books. 

Somebody Needs to 
Clean Up this Mess
Because each of us only comes 
through an entrance only once, we 
probably don’t think of all the dirt, de-
bris, water and whatnot that enters a 
building lobby from hundreds or even 
thousands entering each day. Well, 
the facility manager certainly does. A 
chain of hospitals in Wisconsin made 

a simple, yet highly effective, change 
from entrances with a single sliding 
door, to a sliding door followed 20 feet 
farther on with a revolving door. 
This single design change had enor-
mous effects on these medical build-
ings. Not only did the new set-up 
stop a terrible “wind tunnel” effect 
employees working in the lobby had 
to suffer through, but the facility 
manager noticed almost immediate-
ly another unexpected benefit. The 
distance between the sliding door and 
the revolving door created a vestibule 
and combined with the right kind of 
flooring, nearly everything coming 
from the outside stayed outside (in the 
vestibule), and the lobby remained 
much cleaner and more appealing. 
These buildings went from gusty, 
often dirty or wet (danger!) lobbies to 
temperature-controlled, clean environ-
ments. And there was one more bonus: 
by stopping nearly all the dirt, debris, 
snow, and rain short of the revolving 
door, costly maintenance on that door 
was cut substantially, not to mention a 
real positive change in energy bills too.

Whew, What’s that Smell?
This is another unwanted guest that 
most building designers do not con-
sider when they specify a door, and 
this one attacks our sense of smell. 
Admittedly, there are plenty of build-
ings that aren’t around bad odors, for 
example, out in the suburbs or on nice 
campuses. But there are a staggering 
number of urban buildings, subject to 

fumes from cars and diesel trucks and 
sewage systems and rotting garbage. 
There are entire towns with commer-
cial buildings, government buildings, 
hospitals, hotels and universities that 
are downwind from poultry process-
ing plants, livestock or paper mills. It’s 
amazing too, that these buildings use 
swinging or sliding doors that would 
allow the lobby area to smell terrible 
too much of the time, because peo-
ple…use the doors. 

Do Your Entrance Doors  
Truly Fit Your Needs?
The fact is the vast majority of build-
ings have many unwanted guests 
coming through their doors and how 
much pain or expense organizations 
are incurring is often unknown, un-
less there is some crisis or emergency. 
Choosing the right entrance can make 
all the difference in solving problems 
of environment, cleanliness, excessive 
noise, or noxious smells. Often, the 
solution is to significantly reduce air 
infiltration by installing a revolving 
door, or in places with more challeng-
ing climates, a combination of a slid-
ing and revolving door. But without a 
sufficient pain point, decision makers 
are often hesitant to make the jump 
to the entrance they really need. Are 
you grinning and bearing it with the 
wrong entrance for your building?   

TRACIE THOMAS is Marketing Manager  
for Boon Edam Inc. She can be reached at  
tracie.thomas@boonedam.com.

Because each of us only comes through 
an entrance only once, we probably 
don’t think of all the dirt, debris, 
water and whatnot that enters a 
building lobby from hundreds or even 
thousands entering each day. Well, the 
facility manager certainly does.
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Mobile Ticketing  
Set to Revolutionize  

User Experience at 
Sporting Venues

Technology evolution to increase  
convenience and safety at sporting events

By Julian Lovelock
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The rapid growth in smartphone usage is set 
to help fuel the advent of electronic ticketing 
for sporting and entertainment events. Mobile 
ticketing is nothing new, especially in the trans-
port industry where users are choosing to travel 
with electronic tickets (e-tickets) and shunning 
traditional paper tickets. This change is set for 
increased adoption across the sporting and live 
entertainment industry, as well, as event provid-
ers increasingly look to improve their attendees’ 
ticketing experience while increasing safety and 
security. 
Mobile access control technology that supports 
Bluetooth Smart and NFC is behind this evo-
lution. It will allow fans to securely and conve-
niently enter stadiums with their smartphones, 
while also using the devices for a range of other 
applications such as purchasing food and drinks 
at vending machines.  
Several major U.S. football stadiums, their teams 
and organizations have already implemented 
mobile ticketing and, with fans entering stadi-
ums via mobile access provisions, this trend is 
set to carry over into Europe. According to a re-
cent report from Juniper Research, mobile tickets 
are expected to account for more than one in two 
ticket transactions on digital platforms by 2019. 

Why Mobile Tickets?
With stadium owners looking to increasingly use 
the latest technology to improve their grounds 
and enhance the user experience, mobile tick-
eting looks set to take off. By understanding 
some of the key advantages of adopting mobile 
e-tickets for safer and more efficient stadiums 
and a better fan experience, venue managers can 
begin planning ahead to realize the benefits of 
this technology.
While the first and foremost use of a mobile 
ticket is so fans can use their smartphones to 
enter and exit stadium grounds, users also can 
have a whole host of additional functions inside 
the venue that can enhance their experience 
throughout the day. No longer could the phone 
just be another object in a fan’s pocket.  It can 
also be a gateway device to stadium parking 
facilities, the grounds, and food and drink 
services, and also serve as a security pass while 
providing all the other capabilities that an inter-
active device delivers throughout the day. 
Mobile tickets can be issued directly to the user’s 
phone or other mobile device, such as a smart 
watch, using a mobile app, where the ticket will 
appear automatically within the app--

without requiring the user to accept or acknowl-
edge receipt. It can look like a traditional ticket 
in the app, rather than a QR code, with the 
team’s branding and all relevant date and venue 
information. If an event is cancelled, it will be 
possible for the ticket to be centrally revoked and 
re-issued for a different date.   
After users purchase their mobile tickets and 
arrival at the venue, their tickets can be read at a 
convenient distance by the event staff, eliminat-
ing the slow lines and privacy issues associated 
with any solutions that require phones to be 
handed to event staff for checking. The smart 
ticket knows that it has been validated, and can 
also use a social network to notify the user’s 
friends that he or she just entered the grounds.  
If users are late to the game, they can receive a 
score update. Because the ticket cannot be easily 
copied, the mobile device used to validate it does 
not need to be connected to a network at the time 
of validation.  Tickets also can be read by turn-
stiles and automated gates.

Interactive Features
After using the mobile ticket to access the 
grounds, users could be able to make purchases 
within the stadium directly from their phone, 
find their seats more easily with interactive 
maps, avoid long half-time lines by ordering 
food to be delivered directly to their seats, locate 
the nearest bathroom and emergency exit, and 
interact with additional features within the stadi-
um. The technology that underpins mobile tick-
eting is also applicable to a wide range of other 
use cases that may be relevant at live events. 
For instance, the mobile ticket could store and 
present a parking pass, or be used as an access 
credential to open a lock on a door of a VIP box 
or to gain access to restricted areas within the 
venue.
Mobile ticketing technology can improve the 
user experience in other ways. Fans inside the 
venue can redeem loyalty program benefits that 
are managed by the stadium or the event’s sports 
teams. Loyalty rewards can be sent directly to a 
user’s mobile app, including points they can use 
for in-stadium purchases. The stadium man-
agement can incorporate a host of additional 
extras like a round of drinks for the next game, 
or premium offers such as last-minute ticket 
discounts, VIP experiences, and more, to ensure 
brand loyalty is constantly incentivized among 
fans. Specific push notifications can be enabled 
to keep fans up-to-date with the latest team in-
formation, further boosting team loyalty. 
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Enhanced Security
Mobile ticketing can also protect users from 
fraudulent and overpriced tickets. By ensuring 
that e-tickets are stored as secure objects that 
are managed on a mobile device through the 
authentic team app, ticket scalpers will no longer 
be able to resell tickets, which might not even be 
genuine, at highly inflated prices. Instead, each 
ticket issuer could have the opportunity to de-
fine a policy in regards to what users can do with 
their tickets.  This policy might include prevent-
ing the ticket from being placed on open resale 
sites, thus ensuring that any resales are only 
through the original issuer, and only available to 
genuine fans at fair prices. 
With mobile ticketing, users are also guaranteed 
to have their ticket with them, on their smart-
phone, at all times. There is no longer the con-
cern that tickets may fall out of coat pockets or 
be left at the bar before the game. Those buying 
and/or holding multiple tickets for a family or 
group will be able to transfer them to each group 
member via the app, either immediately or any 
time between then and game day, simplifying 
their custodial responsibility and making it 
much more stress-free.
For fans who like to retain physical tickets as 
a keepsake to remember the game, stadium 
organizers can issue memorabilia tickets that can 
be stored within the app. Alternatively, tickets 
could be sent out post-event to e-ticket users who 
request a printed version, complete with the final 
score.
In addition to the user advantages associated 
with mobile ticketing, stadium organizers also 
reap a number of benefits from the technology. 
For instance, they would have the ability to 
always know who has purchased their tickets 
through the app, similar to airlines, so that they 
can identify anyone who has previously exhib-
ited disruptive or violent behavior and take ap-
propriate action. Conversely, knowing who has 
purchased and then used the tickets through the 
app also makes it possible use loyalty programs 
for rewarding previous good behavior.

Rich Data Stream
Another benefit for stadium organizers is the 
rich data stream that mobile tickets provide, 
giving them a better understanding of attendees’ 
activities and preferences during an event. The 
ticket is “aware” that it has been read, enabling 
it to connect back to a server with a notifica-
tion at the time of verification. Once inside the 
venue, the ticket can be read at a distance over 
Bluetooth as attendees move around the venue. 
This data can be valuable for a range of appli-
cations from safety to positioning of concession 
stands.
By reducing the need to print and mail tickets, 
organizers also can reap significant savings 
that can, in turn, be funnelled back into the 
facilities to further enhance the user experience. 
Additionally, the reduction in paper consump-
tion has environmental benefits. As consumers 
and organizers become more conscious of their 
overall environmental impact, this is likely to be 
a big factor in the shift from paper to electronic 
tickets. 
Stadium managers are always looking to sim-
plify their fans’ experience while providing 
new and improved services. Mobile ticketing 
has the potential to make this possible. It can 
simplify loyalty reward programs that create 
new ways to engage with fans and make them 
feel more valued and part of the overall team 
experience. It will also enable mobile app users 
to protect themselves from scalpers and the risk 
of purchasing fraudulent tickets that are so often 
circulated at events. 
The increasing use of access control technology 
in stadiums, including mobile ticketing solutions 
that take advantage of the ubiquitous smart-
phone, is set to enrich the sports fan’s overall ex-
perience and keep them coming back for more. 

JULIAN LOVELOCK is Vice President 
of Innovation and Platform Strategy at 
HID Global.

With mobile ticketing, users are also 
guaranteed to have their ticket with them, 

on their smartphone, at all times.
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HOW TO WIN 
DEFECTIVE 
DOCUMENTS 
EVERY TIME By Anwar Hafeez

© iStock | dolgachov
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Why do subcontractors get paid for incomplete 
or non-buildable defective plans and speci-
fications? This goes back to the most famous 
Supreme Court construction case of U.S. v. 
Spearin, 248 U.S. 132 (1918); also known as the 
Spearin Doctrine, which applies to public work 
and private contracts.
The Supreme Court said in this case that when 
the owner provides an Implied Warranty, the 
plans and specs are not defective; and that the 
plans and specs are complete and suitable for 
building a project.
Justice Brandeis stated in this court case that:

• If the contractor is bound to build according 
to plans and specifications prepared by the 
owner, the contractor will not be responsi-
ble for the consequences of defects in the 
plans and specifications.

• This implied warranty is not overcome by 
the general clauses requiring the contractor 
to examine the site, to check up the plans, 
and to assume responsibility for the work 
until completion and acceptance.

What does this all mean? How do subcontractors 
apply it to everyday work when they encounter 
defective contract documents?

Example 1 
Scenario: Subcontractor wrote an RFI, to which 
the response comes back with an added sketch 
or drawing or revision to the specification. Why 
did the designers issue another sketch or draw-
ing or revise the specifications?
Solution: The contract documents were defective 
since they were incomplete or not buildable or a 
combination of both; otherwise why would the 
designer issue another sketch? Now, if this costs 
the subcontractor to make this revision, he will 
get paid for it since the contract documents were 
defective.

Example 2 
Scenario: Subcontractor completely finishes his 
work on the project in accordance with the plans 
and specifications; at the end, the designers and/
or inspector comes to you and states the system 
is not functioning the way according to our de-
sign intent, or in three places your work does not 
meet the code requirements.
Solution: As long as the subcontractor has built 
his work in accordance with the contract docu-
ments, this is all it is required to do. Meeting the 
design intent or meeting the code requirements 
is outside the scope of the contract.

Example 3 
Scenario: Subcontractor agreement states that it 
has to:

1. Meet all the applicable codes in building 
this project.

2. Owner wants a complete, operable and 
functional system.

3. Subcontractor warrants that it has thor-
oughly examined all the contract docu-
ments prior to bid.

Solution: All this language is not legally en-
forceable since this tries to overturn the Implied 
Warranty guaranteed by the Spearin Doctrine.

Solution:
1. Ask the owner, what did you pay your de-

signers to do? You paid them to design this 
structure in accordance with the applicable 
code requirements. Since you have a code 
violation, this proves that the design did 
not meet the applicable code—thus the 
contract documents were not complete or 
buildable. Now we have defective contract 
documents. Now we have a breach of the 
Implied Warranty, and now we get paid for 
this.

2. Since the owner did not design a com-
plete, operable and functional system, they 
are not entitled to it. They get what they 
designed.

3. This is an intent to overturn the Implied 
Warranty. The Spearin Doctrine will make 
statements two and three not enforceable.

Example 4
Scenario: Electrical subcontractor discovers 
on-site that there are 78 duct detectors shown 
on four different floors, but there is no power 
designed to be provided. The designer states that 
any competent electrical subcontractor should 
have known that power needs to be provided to 
the duct detectors for them to function, and this 
is part of the life safety system. Therefore, the 
subcontractor should have bid to provide power 
to the duct detectors or he should have written 
a pre-bid RFI and clarify what was needed if he 
had a question. Don’t you love these backhanded 
compliments?
Solution: Instead of saying you only had two 
weeks to bid this and the designers had eight 
months to design this, state the following: I did 
not see that the duct detectors had no power 
designed for it at bid time. Therefore, I did not 
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write a pre-bid RFI. You are only 
required to write a pre-bid or post-
bid RFI if you find that part of the 
work that you have to perform is not 
complete or not buildable. If you never 
saw the problem in the first place, how 
can you write a pre-bid RFI? At bid 
time, subcontractors are not looking 
for constructability; they are taking off 
material quantities as fast as they can.
It is easy to not take-off a quantity of 
materials that are now shown. After 
all, whose problem is this? This is the 
designer’s problem in that their design 
was incomplete and not buildable.
One word of caution: if you saw this 
problem and decided not to write a 
pre-bid RFI and you blurted out that 
you did not write the RFI so you will 
get a change order at post-bid stage, 
you will not get paid this design error 
since you tried to trick the designers 
and tried to take advantage of this 
situation.

Example 5 
Scenario: What is a subcontractor re-
quired to do to examine the site? Two 
scenarios:

1. Electrical subcontractor walks 
into the existing electrical room 
at an airport where the airport 
is installing a new control tower. 
Many months later when the 
two transformers arrived, they 
would not fit side by side in the 
electrical room. The FAA blamed 
the subcontractor for not catching 
this problem in the pre-job walk.

2. Excavation subcontractor walks 
the site and discovers that 
there is a pond of water that 
is not shown on the contract 
documents.

Solution: Regarding both scenarios, the 
subcontractors are only required to 
do a visual examination of the site for 
obvious things that are not shown on 

the contract documents, which means 
no destructive testing, no tape mea-
surements, no potholing, no borings, 
etc. The solution to the two scenarios 
is the following:

1. In an actual case, I informed 
the FAA that my client bought 
the two transformers that you 
specified and the fact that they 
do not fit in the electrical room 
is not our problem, as they are 
not buildable as they would not 
fit in the room as required by 
the Spearin Doctrine. The FAA 
agreed with me and issued a 
change order to stack the trans-
formers on top of each other 
using a designed steel structure.

2. The excavation subcontractor de-
cides that he is not going to write 
a pre-bid RFI as he is bringing 
out pumps anyway and he will 
drain the pond of water at his 
expense in two hours. This is fine 
but don’t ask for a change order 
later as everyone who walked the 
site saw that the pond of water 
was not shown on the plans. If 
the excavation subcontractor 
wanted a change order, he should 
have written a pre-bid RFI about 
this pond of water that was not 
shown on the plans.

Finally, consider scenarios where there 
are conflicts:

1. Between drawings and drawings.
2. Between specifications and 

specifications.
The “Order of Precedence of 
Documents” section won’t help here or 
maybe there is no Order of Precedence 
in the contract. Courts have ruled that 
the more stringent of the two re-
quirements is what the subcontractor 
should have bid.
For example, reflected ceiling plans 
showed 12 lights and electrical 
drawings showed eight lights. How 

many lights would the subcontrac-
tor need to install? The answer is 12, 
but how many of the 12 lights are 
constructible? 
According to the Spearin Doctrine, 
when an owner issues a set of contract 
documents for bid, the owners pro-
vides an implied warranty that these 
contract documents are not defective 
and are complete and suitable for 
building a project. In this case, four 
of the 12 lights are not constructible, 
since the subcontractor does not know 
what the conduit and wiring require-
ments are; what panel board these 
lights are connected to; and whether 
any of these lights are to be on the 
emergency system. 
In fact, he does not know what type 
these lights are. If the subcontractor 
argues this correctly, it can get paid 
for wiring the four lights and get 
paid the difference between provid-
ing the cheapest light fixture versus 
the more expensive fixtures that the 
owner wants in a change order. This is 
a clever way of applying the Spearin 
Doctrine to the most stringent legal 
rule. Armed with this knowledge, 
subcontractors can win defective doc-
ument problems every time!

ANWAR HAFEEZ is president of SDC & 
Associates, Inc., a construction claims consulting 
firm that prepares and negotiates change 
orders/claims with 99.999 percent success rate; 
CPM scheduling; and teaching seminars on 
project management and change orders/claims. 
He can be reached at 800.732.3996 or  
ah@sdcassociates.com.

Reprinted with permission from the American 
Subcontractors Association, www.asaonline.
com, and the Foundation of the American 
Subcontractors Association, www.fasaonline.com. 
This article originally appeared in the September 
edition of The Contractor’s Compass, a monthly 
educational journal for construction subcontrac-
tors, specialty trade contractors, and suppliers. 
https://www.asaonline.com/eweb/tcc/TCCSep2016/
tcc_2016_Sep.pdf
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By Dr. Albert D. Bates

One of the major profitability chal-
lenges facing distributors over the 
course of the last decade has been the 
inability to lower payroll costs as a 
percent of sales. This challenge has 
continued despite the application of 
new technology focused specifically 
on the payroll issue, such as automat-
ed order picking, online ordering, and 
enhanced fleet scheduling.
There are a number of issues behind 
the inability to lower payroll costs. 
They range from escalating health care 
costs to a shift in the employee mix to-
ward higher-compensated employees, 
especially in the IT area. 
One overlooked factor in the payroll 
cost challenge is the inability to get 
control of operating economics. That 
is, many distributors continue to 
process too many orders and a large 
portion of those orders are of too little 
value. It is a challenge that distributors 
need to face directly.
This report will examine the nature 
of order economics. It will do so from 
two distinct perspectives:

• The Nature of Order 
Economics—An analysis of how 
even small improvements in the 
average order size can yield large 
profit gains.

• Order Size Strategies and 
Tactics—A discussion of the 

opportunities to improve the 
economics of a typical order.

The Nature of Order Economics
Exhibit 1 examines the nature of op-
erating economics for the typical DHI 
member based upon the latest PROFIT 
Report. As indicated in that report, 
the typical firm generates $20 million 
in revenue. Of key importance to this 
discussion, the firm processes 9,524 or-
ders per year. While the orders vary in 
size, the average order value is $2,100. 
This is with an average of 7.0 lines 
per order. Each line has an individual 
value of $300.
The results indicate that the typical 
firm is extremely productive, in its 
warehouse trucking and office opera-
tions. The fact that this large workload 
can be handled profitably is a credit to 
DHI members.
However, firms have the potential 
become more profitable if they could 
maintain their high level of productiv-
ity while generating additional sales 
volume. The key to this involves fo-
cusing on both the number of lines per 
order and the average order value. The 
result should be higher sales without 
additional activity or cost.
The reality is that when most firms 
think about enhancing sales, they 
inevitably look to increasing the 
customer base. While this is certainly 

a desirable activity over time, it does 
nothing to change the economic struc-
ture of a typical order. 
All things being equal, with additional 
customers the firm will increase the 
number of orders averaging the same 
number of lines per order and the 
same order line value. Sales and pay-
roll costs will tend to move upward 
together.
In sharp contrast, if firms changed 
the nature of the orders received from 
existing customers, it could enhance 
sales with only a modest increase in 
payroll costs. The assumption is that 
the same set of customer would be 
placing the same number of orders, 
but with some minor tweaks to the 
order size.
This is shown in the Potential Results 
column in Exhibit 1. At the top, the 
number of orders remains the same. 
The first change is that the number 
of lines per order increases from 7.0 
to 7.2, a very modest change. The net 
result, though, is that the number of 
order lines processed increases by 
1,905. This does represent slightly 
more work. However, since the num-
ber of orders being processed is the 
same, the increase is modest.
From a strategic perspective, the 1,905 
more lines processed means that 
competitors collectively are process-
ing 1,905 fewer lines. It is not only an 

Profit Improvement Report

AN ORDER
 IS NOT AN ORDER
   IS NOT AN ORDER
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operational change, but a competitive 
one as well.
Finally, the average line value is 
increased by one percent, which 
takes the figure from $300 to $303. 
Once again, it is a small, but proba-
bly challenging, change to the firm’s 
operations.
The net result is that sales increase 
from $20,000,000 to $20,777,143, an 
increase of 3.9 percent. It is not an 
earth-shattering number, but it is 
important. It represents organic sales 
growth that is not dependent upon the 
market. It also is achieved with only a 
modest increase in payroll costs.

Order Size Strategies and Tactics
They two keys to changing order 
economics in a significant way require 
developing both a sophisticated infor-
mation reporting system and a more 
action-oriented mindset. In short, the 
proper information must be available 
and it must actually be used in deci-
sion making.
Information Reporting System: If the 
firm does not know its average lines 
per order or its average line value, 
then it has no chance of improving 
them. It is not just enough to have the 

information at the total firm level. The 
information must be accumulated and 
available for reviewing individual cus-
tomers and individual salespeople—
both inside and outside sales. This is 
yet another example of where “big 
data” comes into play in management. 
With existing technology, having such 
information readily available is no 
longer a major challenge.
Action-Oriented Mindset: Collecting 
the information is an essential first 
step. Relatively speaking, it is not 
particularly difficult. Developing 
improvement programs based on that 
information is a much more challeng-
ing and time-intensive effort. It neces-
sitates specific approaches to improve 
the two order economics pressure 
points identified in Exhibit 1.

• Lines per Order—Superficially, 
this would seem to be nothing 
more than a “would you like 
fries with that” effort. This is 
important and where information 
on performance by salesperson 
comes into play. Overtime sales 
people get tired, develop bad hab-
its and fall into low-performance 
ruts. Continual follow-up and 
reinforcement is required.

EXHIBIT 1: The Impact of Improved Order Economics for a 
Typical DHI Member

Factor
Current  
Results

Potential  
Results

1.  Number of Orders 9,524 9,524

2.  Lines per Order 7.0 7.2

3.  Order Lines Processed [ 1 x 2 ] 66,667 68,571

4.  Average Line Value $300.00 $303.00

5.  Net Sales [ 3 x 4 ] $20,000,000 $20,777,143

6. Sales Increase % 3.9%

However, there is also a strategic 
component at the total firm level. It is 
essential to fully understand the range 
of products that customers would like 
to purchase. Items not in the product 
line can’t add to the lines per order. It 
is also necessary to have the items in 
stock on a systematic basis. Ultimately, 
being out of stock causes the lines per 
order to fall to zero. 

• Average Line Value—This is by 
far the more challenging of the 
two improvements shown in 
Exhibit 1. It is also more profit-
able by far. 

Customers have the unpleasant habit 
of ordering only the quantity they 
need right now. Getting them to buy 
more is an uphill battle. However, by 
working with customers to under-
stand that placing a lot of small orders 
costs them more money, it is possible 
to help them plan ahead and buy less 
often, but more each time. The impact 
is small, but important.
A much more impactful course of 
action is to raise prices where there is 
the opportunity to do so. This can-
not be an across-the-board activity. 
However, in every business there is 
the potential for modest price increas-
es on slower-selling items. Eventually 
these small changes add up.

Moving Forward
Technology is important in help-
ing control payroll costs. However, 
technology by itself will never pro-
duce meaningful changes. The key 
to controlling costs is to review order 
economics on an on-going basis. 

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

©2016 Profit Planning Group and the Distribution 
Performance Project. DHI has unlimited duplication 
rights for this manuscript. Further, members may 
duplicate this report for their internal use in any 
way desired. Duplication by any other organization 
in any manner is strictly prohibited. 
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Balconies, Terraces and Courtyards

Many of today’s architectural designs 
incorporate outdoor spaces such as 
balconies, terraces, and courtyards 
allow building occupants access to 
natural light and fresh air. Because 
these areas often have an egress path 
which leads through the building 
to the public way, it can be difficult 
to balance security needs with the 
egress requirements. The require-
ments discussed in this article apply 
to courtyards that are fully enclosed—
often by the building on all four sides, 
and to balconies and terraces without 
stairs leading directly to grade.
Exterior spaces that don’t have direct 
access to the public way are typical-
ly required to meet the same egress 
requirements as an interior room. 
This ensures that a building occupant 
within a courtyard or on a terrace or 
balcony has a code-compliant means 
of egress—or more than one means of 
egress if required by the adopted code.
Some of the code considerations 
include:

• Operable Hardware – Egress 
doors are required by the mod-
el codes to be equipped with 
hardware that can be operated to 
release the latch(es) with no key, 
tool, special knowledge, or effort. 
This applies to egress doors 
serving an enclosed exterior 
space as well; a building occu-
pant must be allowed free egress 
from the courtyard, terrace, or 
balcony directly to the public 

way or through the building 
and out to the public way. While 
it is often acceptable to lock the 
doors to prevent access to the 
exterior space, egress must not be 
obstructed.

 • Panic Hardware – For Assembly 
and Educational occupancies, 
panic hardware is required by 
the International Building Code 
(IBC) for doors which lock or 
latch serving an area with an 
occupant load of 50 people or 
more. NFPA 101 – The Life Safety 

Code requires panic hardware 
for these doors when the occu-
pant load is 100 people or more. 
No other security device which 
would prevent egress may be 
installed on doors equipped with 
panic hardware.

• Door Swing – When an egress 
door is serving an occupant load 
of 50 people or more, it is typ-
ically required to swing in the 
direction of egress. For a large 
enclosed courtyard or terrace, 
the doors would swing from 

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

This small balcony is completely visible from the interior, and the door is equipped with a  
double-cylinder deadbolt. Approval from the code official was required. Photos courtesy of Lori Greene
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the enclosed exterior space into 
the building. The occupant load 
is based upon the area of the 
occupiable space divided by an 
occupant load factor which varies 
depending on how the space is 
used. These factors can be found 
in the model codes.

• Number of Exits – If the occu-
pant load of an area is 49 people 
or less, the model codes require 
only one exit from the space for 
most occupancy types. But some 
occupancies require a second 
exit even when the occupant 
load is less than 50 people. Large 
enclosed areas may require three 
or more exits—the IBC requires 
three exits when the occupant 
load is 501-1,000 people, and 
four exits when the occupant 
load is greater than 1,000. Travel 
distance and common path of 
travel limitations can also affect 
the required number of exits and 
their locations.

• Opening Width – For most 
locations, the minimum clear 
opening width for an egress door 
(and at least one leaf of a pair) is 
32 inches. This width is mea-
sured from the face of the door 
open to 90 degrees, to the stop on 
the strike jamb of the frame, or 
to the vertical mullion, or to the 
other leaf of a pair in the closed 
position. The minimum clear 
width can also be affected by the 

required egress width, which is 
the amount of opening width 
needed in order to accommodate 
the number of occupants within 
the space.

• Accessibility – Doors serving 
occupiable exterior spaces must 
typically meet the accessibility 
standards, including the use of 
operable hardware to release the 
latch without tight grasping, tight 
pinching, or twisting of the wrist. 
The requirements for maximum 
threshold height, maximum force 
to operate the door, and a 10-inch 
flush surface on the 
bottom push-side 
face of manual doors 
also apply in most 
locations.

• Special Locking 
Arrangements – The 
model codes include 
requirements for 
delayed egress locks 
and other types 
of electrically or 
electromagnetically 
locked doors. These 
applications may be 
used on doors serv-
ing enclosed exterior 
spaces if all of the 
criteria are met. It’s 
important to note 
any limitations that 
are dependent on 
the occupancy type.

This is a larger terrace in the same building. 
One set of doors leads from the building onto 
the terrace, and is locked on the terrace side. 
The exit is at the other end of the terrace.

This is the exit from the terrace, which leads into a stair-
well and to the exit discharge without allowing access to 
the rest of the building.

If the occupant load of an area is 
49 people or less, the model codes 

require only one exit from the 
space for most occupancy types.
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The exit that passes through the building was designed with 
doors on each side preventing access to the interior corridors and 
only allowing egress through a small portion of the building and 
out to the parking lot.

This enclosed courtyard in an elementary school has an exit at 
each end. One of the exits goes directly to the public way; the 
other exit passes through the building.

Given all of the 
requirements for free 
egress from enclosed 
exterior spaces with 
an egress path leading 
through the interior of 
the building, there are 
obvious security conflicts.
is not occupied. This type of system could automatically 
unlock when the fire alarm is actuated, and a means of 
communication could be provided in the exterior space, to 
allow a building occupant to call for assistance. 
Because these alternate methods are not specifically ad-
dressed in the model codes, each situation would have to 
be reviewed and approved by the AHJ. Occupiable rooftop 
areas have similar requirements, and were covered in a 
previous Decoded article. 

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

Given all of the requirements for free egress from enclosed 
exterior spaces with an egress path leading through the 
interior of the building, there are obvious security conflicts. 
If it’s possible to access the exterior space by climbing over 
a low roof or gaining access to an exterior terrace, unautho-
rized entry to the building could be made through doors 
designed to provide a safe path of egress. If these concerns 
are raised early in the design process, there may be ways to 
limit access from the egress path to the balance of the build-
ing so that an unauthorized person entering through the 
exterior space would not have free access to the majority of 
the building.
In some cases, an Authority Having Jurisdiction (AHJ) 
may allow these requirements to be modified to address 
security concerns. Alternate methods may include fail 
safe electrified hardware which could be used to lock the 
exterior space in the direction of egress when the building 
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2.  EXCLUSIVE COMMUNICATIONS VEHICLE into the 
distribution channel of our industry

3.  READERS TAKE ACTION—49% contact the 
advertiser or visit their website; 45% purchase, 
specify or recommend an advertised product

*2016 Readership Survey

“Doors + Hardware is one of the few 
publications that addresses our specific 
segment of the industry so comprehensively. 
The editorial content covers a wide range of 
topics and is a great resource for professionals 
to stay current on the latest developments 
impacting our industry.”

— ASSA ABLOY Architectural 
 Hardware Shared Services



I See Things
By Mark J. Berger

Real Openings

I can’t help it. I walk into a public space and I immediately start 
eyeing the exits. Sometimes other doors are also subject to 
manipulation in ways that are interesting as well.

Do you see things? If so, please try your best to take a photograph 
or two and send it in.

Here’s a collection of doors with either too much hardware, foreign 
matter or malfunctioning components preventing them from 
performing their roles.

 BIG SIGN LITTLE ARROW
Sometimes you come upon a door with an enormous sign and 
you think they are paying close attention to life safety. But then 
you look closer and you see “security” has been added. In this 
case an electromagnetic lock which is not released by the exit 
device. They must have realized the “Push to Exit” signage on the 
electromagnetic lock release button was not instantly identifiable, 
so notice the little red arrow on the sign to the side. Sort of pales in 
comparison to the other sign on the door.

 LOOKS OK
From a distance I thought everything was fine.  
But the shadow on the door closer looked a little pronounced. 
Looks like this one is on its way to free floating.

IT'S ONLY A DOOR 
Where’s the best place to store fold-up strollers? Why by the door, of 
course. Makes it so much easier to grab in the event of an emergency. 
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NOTHING FLAMMABLE
A store with flooring and carpeting couldn’t pos-
sibly be at risk. So this little alcove is the perfect 
place to store an old display.

POINT ME IN THE RIGHT 
DIRECTION 
I thought the arrow was very useful. 
Otherwise you would follow the 
arrow right into the restroom. 
Regrettably the arrow is pointing to 
a door that not only doesn’t have an 
exit device, it has a double cylinder 
vertical dropbolt lock, as well as a 
second double cylinder lock on the 
lower section of the door. And a pull 
handle on the push side of the door. 
All in all, I think you’d have a better 
shot at survival in the restroom.

OPEN PAIR 
What would a column on common 
occurrences be without the famous 
wedged door? And just in case you 
are wondering if the opening is rated, 
here’s the tag to prove it.
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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.

VACATION EXIT 
One of the joys of being a tourist is discovering new and interesting things in far off lands. Sadly, this discovery showed me that while there 
are global life safety improvements, we still have a ways to go. I find the fluorescent markings on the two slide bolts a novel way of calling 
attention to the hazards they present. I was impressed by the sign above the outside of the door calling on people not to block the exit. I 
was less impressed by the table and chairs blocking the exit from the inside.

 FREE FLOATING CLOSER
You’ve undoubtedly heard the 
term “screw loose.” Here’s what 
happens when you have four 
loose screws.
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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.



Current Trends 
Affecting Your  
Sales Growth

By Alex Goldfayn

The Revenue 
Growth Habit

We live in good and interesting times. The United States is 
the most entrepreneurial country on the planet, where the 
amount of money we make is determined entirely by our 
effort and our perseverance. 
Effort means we must do the work—which is the opposite 
of avoiding, procrastinating and perfecting. Perfection 
kills revenue. My most successful revenue growth clients 
under-perfect and over-execute. That’s because, in revenue 
growth, quantity trumps quality. The more our customers 
and prospects hear from us, the more they buy from us. We 
must do the work. To (briefly) plan our sales action for the 
week, and then execute it. 
Perseverance means trying again when it doesn’t work the 
first time. In sales, no never means no forever. It simply 
means not at this moment. I can trace millions of dollars of 
my revenue to clients who first told me no. If I had stopped 
at the first no, where would I be?  Not here, that’s for sure. 
Here are eight more trends I see taking shape in our cur-
rent environment, along with my advice and experience 
about how to sell and market into these trends. 

© iStock |  LoveTheWind© iStock | ikryannikovgmailcom
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The U.S. economy is strong, and getting stronger. 
Operate as though your customers and prospects are 
expanding. And if they aren’t expanding, operate as 

though you will HELP them do so, in our growing 
economy. Many of you help your customers grow, whether 
you realize it or not. When you free up their times, or 
remove a concern, or fix something for them, you are 
helping them grow. 

The media and political environment will continue to 
be negative. They get rewarded to make you feel ter-
rible. Your customers will be more attracted to posi-

tivity than ever. Give people hope. Focus on how you can 
help them, not what you sell and do. People flock to sellers 
who make them feel hope and possibility. Make people feel 
like they can do it. 

In this negative environment, be an island in the 
storm for customers and prospects. Be the safe choice. 
Be the reliable choice. Do what you say, and the cus-

tomers will follow. (I’m constantly amazed that people find 
it a great surprise when we do what we say we’re going to 
do. Apparently, this has become rare in business.)

There has been a parting in the social media seas. In 
sales, LinkedIn is becoming more relevant. It is the 
only social media that can help you prospect and 

open opportunities in business-to-business sales. Equally 
importantly, I have clients who sell to consumers who use it 
for prospecting also. Most consumers have jobs; that’s why 
it works. Meanwhile, Facebook and Twitter are moving in 
the opposite direction, becoming less useful, especially for 
business-to-business sales, by the week. 

In a world where everyone can shout anything at 
anyone, always, it’s easier than ever to stand out.  
He or she who communicates personally the most, 

wins. Let your customers and prospects hear from you. 
Call. Email. Write. Fedex. Meet. Let them see you and  
hear you. 

Along these lines, amazingly, the personal phone call 
is going the way of the dinosaur and Blackberry. The 
average salesperson spends four hours per week on 

the phone. Think about that! If you want to grow your 
sales, call customers and prospects. What do you think will 
happen if your phone time goes up from four hours to, say, 
10 hours a week? That still leaves 75 percent of the work 
week for non-telephone activities. 

With advance apologies to our young readers: There 
is a laziness seeping into sales. People—especially 
the younger working generation—would rather tweet 

than have conversations. Professional sales people would 
rather email than call. Why? Fear. Telephone rejection is far 
more personal than email rejection. A little personal effort, 
in the customer’s best interests, will help you close more 
sales, and easily. 

Customers are no longer asked what’s working well. 
Customers are rarely asked for referrals. Customers 
are rarely told what else they can buy from us. 

Quotes are rarely followed upon. Why? Because of fear. 
Handle the fear, do the simple work that others aren’t 
doing, and you’ll instantly stand out and close  
more business. 

ALEX GOLDFAYN runs The Revenue Growth 
Consultancy, which helps companies and sales 
departments grow revenue quickly and easily by 
implementing a system of simple communications 
techniques. To discuss growing your business in 
this way, email alex@evangelistmktg.com or call 
him at 847.459.6322. His latest book, The Revenue 
Growth Habit, was named the 2015 Sales Book of 
The Year by 800-CEO-Read.
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GROSS  
MARGIN  
ENHANCEMENT:  
IT’S WORTH THE EFFORT By Jason Bader

As a distributor, you meet competitive 
pressures on a daily basis. Some of 
this margin decline comes from the 
market you serve. As I travel, I have 
heard many distributors complain that 
I don’t understand that they are in a 
“really competitive” market. Let’s face 
it—everywhere you work, there will 
be a tough market. Unfortunately, it is 
self-defeating statements like this that 
contribute to that majority of margin 
stagnation or decline. Yes, I said it—
you are doing it to yourself
A renewed focus on gross margin 
enhancement is the very best thing 
you can do for your bottom line. Many 
of you know me as the inventory guy. 
There are some great things you can 
do to optimize the inventory asset 
and these will drive bottom-line 
performance. There are operational 
efficiencies that will improve net profit 
dollars. But if I want to kick that net 
into high gear, I need to create a wider 
gap between what I bought it for and 
what I sell it for. Here is the two by 
four to the back of the head: A 1 per-
cent improvement in gross margin will 
often translate to a 40 percent improve-
ment in net profit. This is the kind of 
ratio I can get excited about. 

Now that we recognize the impact, it’s 
time to prioritize our activities. The 
most successful companies under-
stand that data analysis is the key 
to profit improvement. Fortunately, 
modern distribution software pack-
ages are rivers of information. You just 
need to know how to dip your net. 
I recommend that you designate an 
individual to be this data guru. More 
and more companies have moved 
people away from the clerical function 
of purchasing and created more ana-
lytical job functions. 
This data analyst can help you dis-
cover holes in sales penetration, inven-
tory trends, and most importantly, 
gross margin opportunities. This 
requires a desire to get dirty with 
the data. Your ideal candidate must 
be one with the spreadsheet. They 
have to love the hunt and be able to 
communicate their findings in a way 
that provokes action. This may be the 
most difficult aspect of the job. I have 
met some brilliant analysts over the 
years that have struggled with sharing 
their findings. They expect others to 
see what they see in the reporting. 
While it may make perfect sense to the 
data driven, sometimes others have 
a difficult time arriving at the same 

conclusions. You may have to coach 
this person on how to share their con-
clusions in a way that others can take 
action. 
Over the last couple of years, more 
and more clients have been asking for 
assistance with margin enhancement. 
The approaches differed a bit, but 
there were some common themes. I 
thought it would be a good point of 
discussion to run through a few of 
them.

Sensitivity-Based Pricing
This particular approach requires that 
the analyst reviews a ranking of the 
most and least popular items in a loca-
tion. This is only counting the number 
of transactions against an item rather 
than the quantity sold. This report 
is commonly referred to as a hits 
ranking. Since this company was a 
single location entity, it was fairly 
straightforward. 
The first step was to rank the items 
on a spreadsheet. The basic premise 
here is that only the highest hit items 
are price sensitive. Everything else is 
an opportunity to raise prices. That 
is just how the company approached 
the exercise. In the first round, the 
company decided to raise the prices 
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by 2 percent on 
the bottom 80 
percent of the 
ranking. Relatively 
bold move here. 
When they received 
no dip in volume 
or customer com-
plaint, they bumped 
the same group by 

another 2 percent. By the final month 
of their selling season, they had 
achieved the highest gross margin 
percentage in company history – over 
2 points greater than the previous 
record. 

Vendor Price Increase
In another client, the company used 
the sensitivity approach to raise prices 
when the manufacturer presented 
the new price sheet. One of the most 
common mistakes is that distributors 
only raise their prices by the same per-
centage as the vendor price increase. 
Don’t overlook this golden opportu-
nity to raise prices and blame someone 
else. This company recognized that 
only a small percentage of the entire 
line, less than 5 percent, is highly com-
petitive in the marketspace. 
Using the hits ranking, they broke 
up the vendor line into sensitivity 
groups. With the first 5 percent, they 
matched the vendor price increase 
percentage. With the next 5 percent 
of the SKUs, they added 2 percent to 
the vendor price increase percentage. 
With the next 20 percent, they added 
4 percent to the vendor price increase 
percentage. With the remaining SKUs 
in the line, they added 7 percent to 
the vendor increase. Last month, this 
client stated that their average gross 
margin percentage was the highest it 
has been since 2008. 

Education
In one of my first margin-focused 
client relationships, the president of 
the company challenged me to help 
them raise gross margin percentage 
by 200 basis points. I must admit that 
I had to look that one up. It really just 
meant 2 percent, but I need to verify 
what he was asking for. To meet 
this goal, we had to start with the 
sales teams, both inside and outside. 

Although their system pricing matrix 
was very solid, the pricing concessions 
given by team members had driven 
the percentage down. In fact, one of 
the outcomes of our work is that the 
company tracks pricing deviations 
on a monthly basis. Branches are 
rewarded for having the fewest dollars 
of price deviation. 
With this company, I spent time 
teaching the team about the impact 
of gross margin on the bottom line. 
We worked on finding ways to raise 
prices and how to overcome pricing 
challenges. Ultimately, we analyzed 
customer profitability by contribution 
to net. This last one can be a very 
scary realization. Beyond my expo-
sure to the financial side of the dis-
tributorship, we started driving more 
product education by the manufac-
turers. Again, this was a data-driven 
approach. 
We recognized where most deviation 
had occurred and invited those ven-
dors in for training. The premise was 
that the pricing was being ignored 
because the sales teams did not truly 
understand how to sell the product. I 
am proud to say that we met the goal 
and they are continuing to raise those 
basis points. 

Loading the Cost
In this approach, we created a cost 
field that was slightly higher than the 
actual invoiced cost from the manufac-
turer. This is commonly referred to as 
a standard or loaded cost. It can often 
become known as a commissionable 
cost. In this company, the sales team 
was given access to all the costs in the 
system. They would often quote based 
on the lowest cost without regard for 
future replacement. The first step was 
to mask all the different cost fields 
and give the team visibility to one 
cost field. This new standard cost field 
was populated by taking the current 
replacement cost and adding a small 
percentage. Even without the small 
bump, the sales teams would at least 
start at a realistic cost. 
To help the sales teams drive prices 
up, a multiplier was added to the 
replacement cost. The percentage 
varied based on the product category. 

More sensitive categories were given 
a smaller multiplier, such as 1.005. 
Some less sensitive categories received 
multipliers as high as 1.055. Again, 
the difference in percentage between 
replacement and standard cost was 
designed to help quoting sales people 
raise prices. This company was very 
smart in the implementation phase. 
They were very transparent in what 
they were doing. 
After our gross margin training ses-
sion, the company explained how 
this program would actually help the 
sales people earn higher commission 
dollars. They also explained how this 
additional margin capture would 
allow the company to invest in better 
facilities, new lines and upgraded 
technology. By committing to trans-
parency, the salespeople became part-
ners in the program. 
This company has improved their 
actual gross margin, based on moving 
average cost, by more than 2.4 percent 
over the same period last year. They 
are considering going more granular 
within each product category and 
basing the multiplier on sensitivity 
within the category. 
In all of these examples, the clients 
realized that their gross margin suc-
cess has more to do with internal 
influences rather than external pres-
sures. This doesn’t mean that you can 
keep raising prices without respect to 
the market, but you have more control 
than you think. By using a combina-
tion of thoughtful data analysis and 
a healthy dose of financial education, 
you can find yourself breaking margin 
records just like these companies. 
Simply stated, gross margin enhance-
ment is the fastest way to improving 
net profit. And that, my friends, is 
what we are in business to do!

JASON BADER is managing partner of  The 
Distribution Team, a firm that specializes in 
helping distributors become more profitable 
through strategic planning and operating 
efficiencies. The first 20 years of his career were 
spent working as a distribution executive. Today, 
he is a regular speaker at industry events and 
spends much of his time coaching individual 
distribution companies. He can be reached at 
Jason@Distributionteam.com. 
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"Students consistently tell us that networking with others in the industry as well 
as having industry experts as instructors are two of the most positive aspects of 

attending a DHI Technical School."
- Ann McCrady, M.Ed., CPL, Director of Education

ENHANCE YOUR C AREER BY AT TENDIING DHI'S 

2017 FALL 
TECHNICAL SCHOOLS

Register online today!

 

Quotable

Impact

Although access control systems have become standard on new  
construction, they are still frequently overlooked during the  
design process. The later in the process access control is addressed, the  
more likely it is to create problems as it directly impacts door specifications, 
which ultimately determine how an opening must be constructed to comply 
with the relevant fire and life safety codes.”

ANN MATHEIS, ALLEGION  
see more in "Best Practices for Security When Building Mixed-Use or Hospitality Environments," page 16

COMING IN 
NOVEMBER
 How to Write a Case Study 

for Doors + Hardware

 Thermal Break Frames for  
Metal & Specialty Doors

 Case Study: Monterey Bay 
Aquarium

 How to Specify Specialty 
Doors

To submit an article or case 
study, email dgable@dhi.org.

To advertise, contact  
mlong@dhi.org.

NOVEMBER 
6–10, 2016
SHERATON CAVALIER HOTEL, CALGARY, AB
DHICANADA.CA
15 technical classes
Industry expert instructors
New, earlier schedule – make it  
home for Remembrance Day!
Multiple training day discount
Multiple registration discount  
AHC Exam prep 
DAI600 - Successful completion =  
FDAI designation

OCTOBER 
24–29, 2016

EMBASSY SUITES, SCOTTSDALE, AZ 
DHI.ORG

20 technical classes,  
from beginner to advanced
AHC215, Writing Hardware 

 Specifications – Wait List Only
Nationally-recognized,  

highly-credentialed instructors
Discounts on tuition for DHI members

Discounts for Learning Unit  
credits and company volume

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.

54    OCTOBER 2016      DOORS + HARDWARE



Akron Hardware 11

Doormerica 23

dormakaba 15

Hager Companies 1, 27

Salsbury Industries  13

Security Door Controls 17

Security Lock Distributors Inside Front Cover, 
 Back Cover

Townsteel 7

Top Notch Distributors/Boyle & Chase 5, 33

Woodfold Manufacturing, Inc. 2

Wikk Industries, Inc. 19

DHI Ads

Advertise in Doors + Hardware 45

Architects Advocacy 49

DHI Career Center 37

DHI ConNextions Save the Date Inside Back Cover

DHI Education 40–41

Door Security & Safety  28–29 
Foundation Donors

Ad Index
October 2016 |  Hospitality, Entertainment, Mixed-Use Facilities

Classified
PRODUCTION MANAGER/ SUPERVISOR
New Castle, DE
Are you an experienced specialist in sheet metal production management 
(steel door industry)? We are seeking a production manager/supervisor for 
the upcoming opening of our satellite factory location. 

Working in a highly stimulating environment and reporting to the main 
factory’s director of operations, you will have complete responsibility for 
your production site.

To excel in this role, you must:
• Always have customer satisfaction top of mind and be able to instill this 

value in your employees;

• Be able to perform the same tasks as your employees (operate production 
machines) and be able to train and guide them in their learning processes;

• Through your leadership, motivate your employees to follow your lead in 
ensuring customer satisfaction.

Job responsibilities:
• Supervise and oversee plant production, quality and safety requirements 

while maintaining a clean, orderly working environment and ensuring 
compliance with all company policies.

• Act as a key contact with our customers and establish strong business 
partnerships with them.

• Train, evaluate, supervise and assign employees in order to maintain 
an efficient, productive workforce to meet efficiency and productivity 
requirements.

• Oversee accurate shop floor reporting for production, scrap, and other 
company metrics.

• Evaluate work areas and make changes as necessary to ensure optimal use 
of manpower and equipment.

• Keep Manufacturing Director informed of general operations, work flow, 
and possible constraints to meeting production schedules, and maintain 
open communication channels to facilitate resolution to those constraints.

Job requirements:
• Associate degree or equivalent.

• Previous management or supervision experience in a door manufacturing 
facility strongly preferred (steel door/frame industry) .

• Considerable knowledge of management practices and policy 
interpretation to independently evaluate, select, and apply techniques 
and standards.

• Strong interpersonal and communication skills and the ability to function 
independently and as a part of a team.

• Capacity to develop close relationship with customers.

• Computer skills: word processing software, spreadsheet software, order 
processing software, manufacturing software.

Confidential Enterprise | humanresourcesmanag@gmail.com
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Where Are the Startups?

I have a simple question: Where are the 
startups in our door and hardware industry?

If you search the definition of "start-up,” which 
is widely debated, you’ll find it defined as the 
process of setting something in motion, or a 
newly-established venture with high growth 
potential and with a commitment to solve a 
harder or different type of problem than ordi-
nary businesses do.

The fact is, during the years from its inception in 
the dot-com bubble to today, the term “start-up” 
has had different meanings and has changed, 
based on the economic environment. The term 
was first used as an idea in the advanced techno-
logical field, such as the internet, robotics, com-
munications, etc., where innovative designs and 
implementation were proposed.  

In the past, if you have an idea, the first step was 
market research. If the research was positive, 
a search for funding would come next. With 
funds available, your new company could then 
design, develop, test, market and hopefully 
convert the idea into a business. The startup 
would then begin to function as a business, with 

the expectation that within a short period, the 
results of its development would generate a 
product that would be of interest to large com-
panies, investment bankers, hedge funds, etc. 

And it did not matter much if the startup com-
pany had sales from the newly-developed 
product or was just a great marketing strategy 
for the interest of the suitors to be sincere and 
abundant. The idea—and the possibility of 
implementing it—was all that was important.

In today business environment, the picture has 
changed. In addition to the requirements that I 
listed above, new demands have been created 
and a startup in today's environment must also 
be an active business. It needs to have cus-
tomers, sales, promotion, marketing and name 
recognition. It does not, however, require that it 
be profitable.

Our industry, the door and hardware industry, 
should, and in fact must benefit from innovation 
and development and be constantly recreating 
our market.

Please consider my simple question as a call to 
everyone. Maybe with DHI’s help, a new DHI 
foundation could be created to examine, review, 
and eventually support, great ideas.  The next 
step would be for DHI to become an active 
member of that new startup, which could in time 
provide additional funding and markets for the 
association.

What would you say? 

ELIAS WEXLER is CEO of 
DeltrexUSA. He can be reached 
at elias.wexler@deltrexusa.com.

By Elias Wexler

Your Opinions Wanted!
The Closing Thoughts column is designed to 
provide information on legal, business, marketing 
and technical issues that are important to door 
security + safety professionals. It also provides a 
forum for our readers to express their opinions on 
industry issues that are important to them. If you 
would like to contribute a column to an upcoming 
issue, email Managing Editor Denise Gable at 
dgable@dhi.org.
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Meet Us in Phoenix
Be a part of DHI conNextions in 2017.

May 10–12, 2017
SAVE THE DATE!



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 


