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A great way to differentiate your company is through 
promoting the talent of your employees.  Are certification 
programs necessary to conduct business today? No, but 
they can provide a clear advantage. So much of our business 
involves interpreting codes and standards and applying our 
knowledge to the design and supply of openings to ensure the 
balance of security and life safety.  The codes often require a 
“knowledgeable” person to interpret a standard; what better way 
to determine knowledge than through earning a credential?

Last year DHI announced a new, three-tier program comprising 
five new recognition programs, for the relatively new person to 
our industry all the way up to the expert. Of course, the legacy 
credentials of the AHC, CDC, EHC, and AOC will continue to be 
offered until the demand dictates otherwise, but they will always 
be promoted by DHI and the Door Security & Safety Foundation. 
Also, the Fire Door and Egress Assembly Inspector (FDAI) program 
continues to grow, with more than 400 industry professionals 
earning the credentials as of early 2017, an average of more than 
50 people per year earning this designation.

We have experienced a similar growing interest in the new 
certifications. The first one released at the end of the year—the 
Door and Hardware Industry Associate (DHIA)—has been awarded 
to more than 800 industry members. This certificate program is 
for an employee who is relatively new to the industry. With only 
two online courses required to pass to earn this certificate, this is 
a great way to encourage someone new to the industry to earn 
recognition early in their career!  Better yet, what an excellent 
way to motivate a new employee and to see how committed to 
growing they may be!

The Level Two program is the Door + Hardware Technician (DHT) 
credential for someone who has been in the industry for a few 
years and has a good working knowledge of our products. We 
just released the exam in April, as well as a new practice test to 
evaluate your readiness for the real exam. As of early July, over 
400 industry folks have signed up for the practice test and more 
than 50 to take the DHT exam. What a great start!

Since the only requirement to earning this credential is passing 
the DHT exam, we believe many industry members who have 

been in the business for years and have learned their knowledge 
in the field will pursue this new credential.

The third level of certifications will be released later this year:

• The Door + Hardware Consultant (DHC) is a certification for 
the person who has advanced product and code application 
knowledge and expertise, and skills proficient to detail, 
estimate, and project manage large and complex projects 
and existing facility renovations.

• The Door + Hardware Specification Consultant (DHSC) is 
awarded to an individual who has advanced product and 
code application knowledge and expertise, but differs from 
the DHC certification in that the focus skills are proficiency to 
write or edit CSI/DHI format specifications.

• The Access Control System Consultant (ACSC) also requires 
the applicant to have advanced product and code application 
knowledge and expertise, but has specialized skill proficient 
to design, specify and oversee the installation of small 
electronic access control systems, as well as supply doors and 
hardware, and provide trade coordination of EAC on larger 
projects. 

These new certifications can be earned by passing the appropriate 
exam (no classes required) and, in the case of the ACSC, have a 
certification by software and locking system vendor. The relevancy 
of these new certifications and the time-tested value of our legacy 
credentials are excellent options for your employees to illustrate 
the expertise of your company. Set your company apart from the 
competition by having your employees earn these new credentials 
and certifications.  

JERRY HEPPES SR., CAE, is the CEO of DHI and 
the Door Security & Safety Foundation. If you’d 
like to comment on this article or any others in 
the August issue, email dgable@dhi.org.

Recognition Programs  
are Valuable
By Jerry Heppes Sr., CAE
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Faces

DHI MEMBER SINCE: 2001 

OCCUPATION: Director, Architectural Specifications 
and Technical Support

CHILDHOOD AMBITION: Race car driver

FIRST JOB: Mowing neighborhood yards and then 
Wendy’s, flipping hamburgers. 

WHAT LED YOU TO OUR INDUSTRY? My grandfather 
was a master locksmith and my dad, Wes Britton, was 
an AHC and locksmith.

PROUDEST PROFESSIONAL MOMENT: When I 
received my AHC in 2006.

BIGGEST CHALLENGE: Becoming an effective 
manager.

GUILTY PLEASURE: Caring for my two horses when I 
get home from work.

FAVORITE BOOK/MOVIE: Deadpool—It’s a funny 
movie!

MENTOR/HERO: My dad. He taught me how to 
respect people. 

BEST ADVICE YOU EVER RECEIVED: Not to allow 
other people’s action or attitudes affect your day or 
how you respond. 

BEST ADVICE YOU NEVER RECEIVED: Make it a point 
to uplift someone’s life every day. 

HOW HAS YOUR INVOLVEMENT WITH DHI 
SUPPORTED YOUR CAREER GOALS? DHI created 
a community where I was able to learn from a vast 
knowledge base and develop mentors. I’ve been 
privileged to be able to give back by being a DHI 
instructor. 

Brian Clarke, AHC, CDT, CSI
HAGER COMPANIES

BE A FACE OF DHI    
We’d Like to Get to Know You! 
Volunteering to be a “Face” of DHI is a great way to 
expand your professional network. It allows Doors 
+ Hardware readers to get to know you better and 
also gives you a chance to brag a little about your 
career and your accomplishments in our industry. Not 
ready to be a “Face” but know someone who is? Email 
Page Horton at phorton@dhi.org with your nominee. 
We’ll take care of the rest!
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The Fight to Improve 
K–12 School Security

In May, DHI and 11 other organizations joined 
the Secure Schools Alliance (the Alliance) in 
petitioning President Trump to include K-12 
public school security infrastructure, security 
technology and life safety systems in his infra-
structure proposals. The rationale for request-
ing federal support for security and life safety 
improvements is simple: As identified in the 
National Infrastructure Protection Plan, K-12 
public schools are a part of U.S. national critical 
infrastructure. Despite this fact, federal resources 
have not been provided to protect the security 
infrastructure of such schools—and they’re  
needed now more than ever.
Every school day, America’s public schools house 
nearly 50 million students and 6 million adults, 
in 100,000 buildings, encompassing 7.5 billion 
gross square feet of space, on 2 million acres of 
public land. It’s very concerning, then, that the 
2017 Infrastructure Report Card gave schools a 
D+. Beyond the failing grade, the report card is 
notable because it does not address what up-
grades are needed to the security infrastructure, 
security technology and life safety systems of 
those schools. 
While the report did mention the secondary use 
of public school facilities as “emergency shelters 
during man-made or natural disasters,” it failed 
to speak at all to the primary use of school facili-
ties. Per the Education Commission on the States, 
the average school year is 180 days or 49 percent 
of the calendar year. According to the 2016 State 
of our Schools report, state and local governments 
invest more in K-12 public schools (24 percent) 
than any other infrastructure sector outside of 
highways (32 percent). In fact, that report states 
annual capital investment, maintenance and 

operations spending from state and local govern-
ments on K-12 facilities is $99 billion per year. 
On the other hand, the report card notes, “…
the federal government contributes little to no 
funding for the nation’s K-12 educational facili-
ties.” Given the “staggering scale” of investment, 
spending and use of schools by so much of the 
American population (17 percent), it can certainly 
be argued that the federal government should 
share more in the investment of protecting our 
children and those who care for them daily for 
half of the year.
Since the tragedy of 9/11, the federal government 
has done an excellent job of protecting high-val-
ue targets—like federal office buildings, power 
plants and dams—from attack. Today, with the 
rise of both global and homegrown terrorism, 
the domestic homeland security emphasis has 
shifted to soft targets like schools. According to 
Brenda Heck, deputy assistant director of the FBI 
Counterterrorism Division, “…soft targets are 
now a priority for terrorists determined to inflict 
damage in the United States… This is a world 
where soft targets are the name of the game.” 
Unfortunately, terrorism is not the only threat 
of violence that schools face. One study, Violence 
in K-12 Schools 1974-2013, found almost all mass 
incidents of violence in elementary schools were 
committed by individual intruders who aren’t 
connected to terrorist groups. The common 
denominator in the threat to public schools, then, 
is not generally the attacker, but the security 
readiness of the facility. Well, security readiness 
can be fixed and intruders can be stopped. 
The Sandy Hook Advisory Commission made 
specific recommendations for improving school 

By Robert Boyd    and How You Can Help

© iStock | piovesempre    
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facility security, and the State of New Jersey has 
gone so far as mandating security improvements 
for new and existing schools. With appropriate 
attention and funding, public schools can con-
duct the security steps needed to stop intruders 
before they have an opportunity to commit 
violence. In fact, most security improvements to 
school facilities may also aid in the reduction of 
school-based violence and assist authorities in 
the identification and containment of violence 
when it occurs. 
Additionally, improving school security infra-
structure means creating local jobs. While there 
are no hard estimates for improvements, security 
industry representatives and others have estimat-
ed an approximate $100,000 price tag for bring-
ing an average school to a basic security level. 
A school security infrastructure program could 
impact up to 500,000 small businesses and could 
create work for up to 1.5 million workers national-
ly—a substantial benefit for local communities.
Still, the Plan to Rebuild America’s 
Infrastructure does not currently address the 
needs of America’s K-12 public schools that could 
not only ensure better protection for our chil-
dren but also create substantial jobs and spend-
ing benefits for our local communities. As the 
Alliance and its partners continue to address this 
funding issue, there are new tools and guide-
lines being created to outline best practices.    
To help schools identify their security and safety 
needs, the Alliance has released a list of safety 
and security facility assessments for K-12 public 
schools. The Alliance partnered with the Police 
Foundation and Dr. Erroll Southers of TAL 
Global to develop the list, which is based on a 
review of existing open-source federal and state 
information. As a result, school officials, working 
with local law enforcement professionals, can  
access and use the most comprehensive assess-
ment tools available, at no cost. 
To create effective security plans, the Partner 
Alliance for Safer Schools (PASS) offers free 
guidelines for creating plans once assessments 
have been completed. As they point out, fund-
ing is a key to making schools safe. PASS offers 
planning guidelines with tiered suggestions for 
making the difficult budgetary decisions that 
school administrators are often faced with.
The Alliance, working with the Police 
Foundation, reviewed available state level infor-
mation on school security and safety programs 
and resources. Despite notable exceptions, state 
and local resources for school security have been 
limited or are completely unavailable. (For a 
breakdown of state-by-state school security re-
sources, visit https://secureschoolresources.org/.)

As you know, not all security enhancements are 
good or appropriate solutions. All improvements 
to the security infrastructure of schools should 
meet applicable codes and laws. Unfortunately, 
uninformed parent groups, seeking simple 
solutions to classroom security issues, have 
been drawn to “barricade” devices. They are 
supported and encouraged by companies selling 
cheap devices that purport to secure classrooms. 
In some situations, lawmakers have had ties to 
these companies. The use of these devices must 
not be allowed.
The recent defeat of attempts to modify NFPA 
101 to allow two releasing operations for egress 
was a key victory for those who champion life 
safety issues, but it was only one step. Appeals 
have been filed and we will continue to oppose 
any changes. Efforts are also underway to allow 
the use of “barricade” type devices in America’s 
classrooms, despite their likely violation of the 
Americans with Disabilities Act of 1990 (ADA), the 
Rehabilitation Act of 1973, the International Fire 
Codes and the International Building Codes. 
The Alliance is working with disability rights 
advocates, such as the National Disabilities 
Rights Network, to explore ways, including legal 
recourse, to block the use of non-conforming 
locking devices in classrooms. Communities 
don't have to sacrifice life safety for security. Fire 
codes have kept people safe for many years and 
laws, such as the ADA, aim to protect vulnerable 
populations. We must continue to abide by these 
statutes and codes. We must show parents and 
policymakers that there are affordable solutions 
that meet codes and can be used to secure our 
nation’s schools. 
What can you do to help the Alliance and its part-
ners fight to improve K-12 public school security? 
Contact your elected representatives at all levels to 
support our efforts. Contact your federal legisla-
tors and ask for support of infrastructure funding.  
Contact your state legislators and local education 
agencies to spread awareness of the safe, affordable 
solutions available from the door and hardware 
industry. Please help us keep this conversation 
going—it’s more important than ever before.  

ROBERT BOYD is the Executive 
Director of the Secure Schools 
Alliance and Secure Schools 
Alliance Research and Education. 
He was formerly an executive at 
several education nonprofits. He 
holds degrees from Brown, 
Harvard and Southern Methodist 
Universities, and can be reached at 

rboyd@secureschoolsalliance.org.
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MIGRATING  
COMFORTABLY  
FROM  

DEADBOLT  
LOCKS  
TO  

MORE SECURE  
ELECTRONIC  
ACCESS 
CONTROL By Scott Lindley

© iStock | pixinoo    
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There is no doubt about it—
mechanical locks will continue to 
be part of a security solution for 
many years. Nonetheless, more and 
more customers are wanting—and 
needing—electronic access control 
(EAC). Door providers will need 
to get into EAC in the future to be 
competitive and successful versus 
the myriad of EAC providers in the 
market. Some might say that door 
professionals are being dragged, 
kicking and screaming, into the EAC 
market. If you are leery of EAC, don't 
be. It's just different, that's all. 
Groups who have taken the leap have 
found the secret to being successful 
with EAC are those who have 
operated in their comfort zones. They 
started out by creating elementary 
EAC systems and, as they have 
done more and more EAC projects, 
the systems have become more 
sophisticated. In other words, if your 
first opportunity is to do a 128-door, 
three building campus needing a 
wireless system, find an access control 
integrator, "sell" them the deal, and 
watch and learn. But, if your first EAC 
is going to be four standalone doors, 
why not just go for it on your own?

What Type of  
Customer Needs EAC?
Why would a customer need 
controlled access on a specific opening 
in the first place? There are a score 
of reasons, from protecting HIPPA 
files at a doctor's office, to securing 
valuable inventory on a factory 
floor, to providing an extra level of 
assurance to public housing tenants. 
Perhaps there is a safety issue, such as 
providing ingress/egress to and from 
the electrical room. Are there theft 
issues in the warehouse or vandalism 
problems at the front door to the store? 
Oftentimes, there are local codes that 

must be met, such as those from the 
National Fire Protection Association.
Remember, access control is simply 
controlling who can go where and 
when. But, that alone raises questions. 
How many people will be using 
the system? Do they all come at 
once? What kind of doors are there? 
Regular? Powered? Sliding? Glass? 
Will there be varying times when 
your customer wants different people 
entering? Do some areas call for 
increased levels of security, compared 
to others?  Would it make sense to 
provide audits of who has been where 
and when?
Let's remember the basics for answers 
to questions like these. To control 
people, the user first needs to be 
identified. Even with a key, you are 
saying the bearer is authorized to 
enter the door with the matching lock.  
Instead of keys and their management 
costs, you might consider numerical 
codes that work with electronic 
keypad locks. Codes, commonly 
referred to as PINs—personal ID 
number—are easily added and deleted 
from these locks, eliminating the 
high costs associated with re-keying. 
Selling and installing these systems 
is really not that different than selling 
and installing their purely mechanical 
cousins. However, for greater security, 
you may wish to propose that access 
be limited to something the user holds 
that is difficult to duplicate, such as 
proximity cards and fobs. A quick 
presentation to the reader and the 
cardholder successfully gains access.
Now that you have determined how 
to identify "who," you need to control 
"who." You might provide momentary 
access to individuals or keep doors 
unlocked at some times and locked at 
other times for all. Perhaps you want 
a pass-through mode for the bosses, 

Photos courtesy of Farpointe Data

A combination proximity card/keyboard 
reader provides high security to the 
entrance of this Hawaii gated community.
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allowing them to come and go as 
pleased. For temporary personnel, you 
may want to set up a one-time use.
Simply stated, different people need 
access at different times to different 
locations.  Perhaps regular employees 
can be admitted between 7 a.m. and 
6 p.m. but nighttime maintenance 
workers gain access only between 8 
p.m. and 6 a.m. However, managers 
can come and go as they please 
through all doors except on Sundays 
and holidays. Don’t lose site of the 
need for exit devices or panic bars. 
Egress control is equally important as 
access control. Whatever you select, be 
sure your system provides an override 
period and is code compliant.  

There are even card readers that will withstand bullets.

Regarding Software
It is most likely that your access 
control system will be governed by 
management software. The features 
and benefits of the particular software 
are equally as important as the 
hardware.
The first thing to check is if the 
software is secure. You want to assure 
that unauthorized operators cannot 
get their fingers on the keyboard to 
alter it. At the very least, it must be 
password protected. It must also be 
flexible enough to manage the various 
user groups within your customer’s 
organization. As such, it must be user-
friendly and easy to learn because 
several people must use it. And, in 
today’s world, what type of operating 
system does the software require, 

Access control systems 
can be deployed in almost 
any type of facility and 

with a varying range of system and product benefits. Depending on what is expected 
and needed from the system, traditional access control locking solutions can be a 
significant investment.

The HS4 platform is a robust and dynamic solution that can provide tailored benefits  
to nearly every type of installation at a fraction of the upfront and ongoing costs.

For more information, please visit hageraccesscontrol.com.

www.hagerco.com

ACCESS CONTROL
SOPHISTICATED SECURITY SOLUTIONS

DHI August 2017 - Half Page Horizontal.indd   1 6/23/2017   9:48:41 AM
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ABA TRACK II INTERFACE 
Holdover from magnetic stripe card 
technology. You don't need to know 
what this protocol does or how it 
works. You just need to use this 
interface if the rest of the system 
uses it.

ACTIVE CARDS  
Commonly powered by an internal 
lithium battery. As a result, they can 
produce a much longer read range, 
measured in feet and yards, than 
passive cards. 

AUDIT 
The system keeps track of who 
was at what door at what time.

FOB 
Keyfobs are available in both 
proximity and smartcard 
technologies. They are often used 
in place of cards, being designed to 
be carried on a key ring. The most 
durable typically includes a brass 
reinforcing eyelet. 

HARDWIRED 
Wire is used to carry data to/from the 
reader and the computer on which 
the management software resides. 
As a result, access privilege changes 
and audit records are available at the 
central control terminal, all from a 
common database, which simplifies 
data entry and management. This 
also eliminates the need to go door 
to door to upload changes and 
download records as with offline 

systems. Hardwired systems are said 
to be networked or online.

LONG RANGE READING 
Also known as 433 MHz Transmitters 
and Receivers. The receivers 
support either 2-button or 4-button 
transmitters with ranges up to 200 
feet. Each button outputs transmitter 
data, the user's ID number or other 
data, over separate Wiegand outputs 
yet the receiver installs just like a 
standard proximity reader for easy 
integration with popular access 
control systems.

MIFARE 
The contactless digital RFID 
technology benchmark for smart 
cards. MIFARE is the gateway to a 
series of security levels.

MULTI-FACTOR VERIFICATION 
A system that adds more than just 
a card (what you have) to activate 
the door lock. The most popular is 
the card/keypad reader. This makes 
anyone requesting entrance to show 
the system what they have: a card, 
and what they know: a PIN.

NETWORKED/ONLINE SYSTEM 
The access control reader is directly 
connected to the computer system 
on which the management software 
resides. Reactions can be immediate.

PASSIVE/PROXIMITY CARDS 
Powered by radio frequency (RF) 
signals from the reader. They do 

not have a battery of their own. 
They have a limited range typically 
measured in inches and must be held 
closely to the reader (hence, the term 
"proximity").

PROXIMITY CARD 
The standard light proximity card 
is a clamshell design, meaning that 
there are two connected sides sealed 
together to hold the electronics. An 
image technology card is a slightly 
thicker card appropriate for dye 
sublimation printing. Lastly, the 
multi-tech card is a proximity card the 
same size as a credit card that may or 
may not have a magnetic stripe on it. 
It is commonly referred to as an ISO 
standard size.  Check for a lifetime 
warranty.

SMARTCARD 
At often a cost comparable to 
proximity card systems, smart card 
systems may be more secure and 
can be used for applications beyond 
access control, such as tool checkouts, 
company cafeteria, dormitory 
laundry room, etc. Be aware; there 
are proprietary, non-standard-
based smart card technologies that 
could bind you to a single-supplier 
dependency and potentially restrictive 
pricing and delivery structures.

The clamshell contactless smartcard 
is an ISO14443-compliant card with 
a 1K-byte memory. More memory 
may be added. The ISO contactless 

TERMS YOU  
NEED TO LEARN

Oftentimes, a major problem in learning new technology is understanding the jargon. 
Here are some terms that you will encounter in working with EAC.
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smartcard is an ISO14443-compliant 
card with a 1K-byte memory. It, too, 
can be ordered with more memory. 
Manufactured from glossy PVC, it 
is appropriate for dye sublimation 
imaging.

STANDALONE/OFFLINE 
All access control functions are 
managed at the door. Standalone/
offline systems provide most of the 
benefits of a networked system with 
less cost. Since all programming and 
control is done at each individual 
door, doors cannot react to changes 
until they are made at the door and 
all doors cannot react at the same 
time.

TIME FEATURE 
For each individual, the system sets 
times for when that person can or 
cannot enter a specific door.

All access control functions are managed 
at the door. Standalone/offline systems 
provide most of the benefits of a networked 
system with less cost.

WIEGAND 
De facto EAC wiring standard 
which arose from the popularity of 
Wiegand effect card readers in the 
1980s. You don't need to know what 
this protocol does or how it works. 
You just need to use the interface if 
the rest of the system uses it.

WIRELESS 
Instead of wire as used in hardwire 
systems, RF signals are used to 
carry data to/from the reader 
and the computer on which the 
management software resides. 
Wireless transmissions are typically 
encoded and may use AES128-bit 
private keys (what the government 
uses) for heightened security. They 
reap the benefits of a networked/
online system without the cost of a 
hardwired system.

Patented 36”(914 mm) tall 
x 6”(152 mm) wide switch 
with 2.5” (64 mm) center 
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such as Windows or iOS?  
Perhaps the solution is cloud 
based. 
Lastly, your software must 
provide a management hierarchy, 
allowing others besides the main 
security administrator to manage 
certain elements, such as Human 
Resources adding or eliminating 
an employee’s access.  

Offline, Online,  
Hardwired and Wireless
There’s the question of an 
online system versus offline or 
standalone systems. Do you have 
the budget or does the facility’s 
construction allow for online, 
hardwired systems?  Original 
construction is when such 
investments are at their lowest. 
If not, software managed offline 
locking systems provide most of 
the benefits of an online system 
at a fraction of the material and 
install cost. 
You might want a mixed system, 
one where perimeters are 
managed by online systems and 
internal openings are managed 
by offline systems. If the door 
has high frequency use, you 
will need to review high quality 
magnetic locking systems that 
can handle constant locking and 
unlocking. 

Getting Down to the 
Specifics
Here are other considerations: 

 Are other access control 
systems already installed? 
Will these systems work 
with the proximity cards 
you are planning for this 
project? 

 It is rare that a system 
without UL listing of the 
components would be 
allowed.

 Are the components backed 
by a lifetime warranty?  

 What's the supplier's track 
record on delivery and 
customer service?

 Electronic hardware must 
meet ANSI/BHMA Grade 1 
requirements.

 Will any of the hardware 
be installed out-of-doors 
or in vandal prone 
environments?  Can the 
hardware selected handle 
the install environment?

 Products must adhere to 
FCC regulations where 
applicable.

 Knowing the number of 
users is imperative. Flow is 
critical. (You will find that 
out if the boss waits too 
long to enter the building.

 In many cases, you will want 
to audit or monitor events that 
occur at the controlled openings. 
Can your system provide 
information on who was there 
and when?

 Are additional add-on 
components easily obtainable?  
Leading providers often measure 
their lead times in hours.

 If standalone battery-powered 
products are to be used, what are 
the number of cycles you expect 
at each opening? Will frequent 
battery changing be required?

 If you select a networked access 
control system, can users still get 
out in an emergency when there 
is no power?

Going through all these questions 
will alert you whether or not you are 
comfortable in taking on this specific 
project. Can you make a profit on it 
or are you going to get all tied up in 
a technology that you don't quite yet 
understand? Successful organizations 
learning EAC have started out with 
simple systems and then tried to 
incrementally increase technological 
sophistication with successive jobs. 
Within a relatively short amount of 
time, they are ready to take on the 
systems that include networking, 
smart cards and the other many facets 
of EAC. 

SCOTT LINDLEY is a 
25+ year veteran of the 
contactless card access 
control provider 
industry. He has been 
president of Farpointe 
Data since 2003.

Reading up to 200 feet, long-range readers are 
popular for authorized cars to get into facilities 
without having to stop.
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Tornado and Hurricane Doors

www.KriegerProducts.com

ICC 500-2015 CertifiedFEMA P-361 Compliant ADA Compliant

Krieger’s tornado and hurricane doors have passed Impact and Cycling Testing in facilities  
using UL standards ASTM and ANSI which are compliant with the latest FEMA P-361 criteria and  
ICC 500-2015. Plus, Krieger offers an endless amount of finishes to ensure the door blends 
seamlessly into the building’s decor.

Krieger’s self-latching multi-point locksets ensure a secure door is easily accessible and complies with NFPA 101 Life Safety 
Code, while also closing and latching on its own to provide real security within the shelter.

Safe Room Door Hardware



Have you ever been asked to provide 180-degree 
hinges for a project? What is the architect or 
general contractor really asking for? As door 
opening professionals, we understand that any 
standard hinge will allow the door to swing 
180-degrees (trim permitting), so we know this 
must have very little to do with the hinges.
With this request, the architect (or general con-
tractor) is asking us to allow certain out-swing-
ing corridor doors to swing nearly 180-degrees 
with no dead-stop at the 90- to 110-degree range, 
in other words, no overhead stop. If the door 
projects more than halfway into the “required” 
egress corridor width, then building codes and 
life safety codes require the door to continue to 
swing so that when fully open, will not reduce 
the required width by more than seven inches.
Most of the specifications that we follow as a 
guideline instruct us to provide a floor or wall 
stop and where not appropriate, an overhead 
stop. If we provide the overhead stop per the 
specification, we could be creating a hazardous 
condition referred to in building codes as Door 
Encroachment: when a door is dead-stopped at 
the 90- to 110-degree open position and could, 
effectively, block more than one-half of the re-
quired egress corridor width.

When  
to Let It 

Swing
By Greg DeGirolamo, AOC, CDT 
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What is the difference between “required” means of egress 
width and “actual” egress corridor width?  The required 
width is a minimum requirement to satisfy the code, 
whereas the actual width would be equal to or greater than 
the code-mandated width. Architects will often over-design 
corridors where increased traffic is expected or for over-
sized equipment that may need to be replaced in the future. 
In buildings such as schools and hospitals, the minimum 
corridor width (per code) allows for higher occupant loads 
and bed/stretcher traffic. Door encroachment can become 
more of an issue in office buildings, multi-family or mixed 
use where narrower corridors are allowed.

We need to be concerned with the “required” means of 
egress width. If the code dictates that the corridor width 
must be 44”, then we would not be allowed to install an 
overhead stop on a three foot wide door that swings into 
the egress corridor (44” corridor—36” door = 8” of corridor 
remaining with the door open 90 degrees). The door would 
encroach upon the required width by more than one-half; 
in this case, we would have to permit the door swing until 
fully open. If the architect designed that same corridor 
with a 60” width, we could then provide an overhead stop 
without violating the code (60” corridor—36” door = 24” of 
corridor width remaining with the door open 90 degrees). 
This would leave more than one half of the required width 
unencumbered. (Refer to the partial plan at left to help clear 
any confusion.)
Life safety and code analysis documents prepared by the 
architect’s engineer/code consultant will usually include 
data on the required width of corridors, aisles and passage-
ways. These documents will include other data relevant to 
our industry including, but not limited to, fire and smoke 
separations, dead-end corridors, occupant load calculations 
and accessibility. Whether specifying, detailing or inspect-
ing a project, you should always ask for these documents as 
you will most likely be responsible for complying with or 
enforcing them.

Must be at least ½ the required corridor width.

ROOM

7" max
180o 90o EGRESS CORRIDOR

Otherwise, allow door swing to fully open position.

Need Bullet-Resistant 
Wood Doors?

Phone: 1-800-979-7300  • Fax: 724-830-2871
E-mail: overly@overly.com  • Web: www.overly.com

Doors tested and UL Listed in accordance with UL Standard for Safety 752
for weapons levels 1-3.  Non-UL Listed levels of protection 4-8 available.

Fully bonded multi-layer ballistic core that can be laminated with assorted
wood veneers or supplied unfinished, primed, or finished with clear,
standard or custom stains.

Available in single swing or pairs with overlapping astragal configurations 
in leaf sizes up to 4' x 10'.

20 minute UL Fire labels available for single swing leafs up to 4' x 8'.

Custom sized vision lights can be provided for non-fire rated doors.
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Hardware detailers should note in their hard-
ware submittal, the maximum degree of opening 
allowed by the conditions. This is helpful to your 
in-house purchasing department (for proper 
templating of certain products), as well as the 
installers in the field.
Installers should note that when doors are 
required to swing 180 degrees, closers need to 
be installed per the manufacturer’s “alternate” 
mounting method, normally parallel-arm style 
(for out-swinging doors) and two inches closer to 
the pivot point.
What is the best way to stop a door that needs to 
swing nearly 180-degrees and not reduce the re-
quired egress corridor width by more than seven 
inches?  A wall stop could work where adequate 
mounting area exists; a floor stop in the case of 
an adjacent glass sidelight; or a roller stop, in the 
case of an adjacent door (though not the most 
aesthetically pleasing option). There are also sit-
uations where the best solution is to not provide 
a stop at all, in cases where doors are accessed by 
staff only and have a closer to control the door 
through its opening cycle.
Surface mounted hardware is not included in the 
seven inch maximum projection when installed 
between 34 and 48 inches above finished floor. 

This allows for lever trim or an exit device to be 
installed on the “push” side of the door.
If you should happen to be challenged by a local 
Authority Having Jurisdiction (AHJ), repairs 
could be quite costly. Regardless of whether 
you are removing an overhead stop or replacing 
a stop-arm on the door closer with a standard 
parallel arm, the closer would need to be relocat-
ed and unused holes patched/filled. This could 
result in door replacement if the architect does 
not approve of puttied holes in wood veneer 
doors and frames.
For additional information, reference the follow-
ing code sections: 2015 Edition of IBC, Chapter 10, 
Section 1005 Encroachment; 2015 Edition of NFPA 
101, Chapter 7 (7.2.1.4.3) Door Leaf Encroachment; 
2015 edition of IBC, Table 1020 Minimum Corridor 
Width. Always check which codes are applicable 
to your project location. 

GREG DEGIROLAMO, AOC, CDT, is 
a Specification Consultant  
for ASSA ABLOY Door Security 
Solutions. He can be reached at  
gregory.degirolamo@assaabloy.com. 

Installers should note that when doors 
are required to swing 180 degrees, closers 

need to be installed per the manufacturer’s 
“alternate” mounting method, normally 

parallel-arm style (for out-swinging doors) 
and two inches closer to the pivot point.
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The SELECT few don’t build cheap door hardware. We never 
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and craftsmanship produce American-made geared continuous 
hinges that perform better and last longer. We confidently back 
these hinges with our Continuous Warranty™ — because 
hinges that never quit earn 
a warranty that never ends.  
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DEMYSTIFYING  
ADA-COMPLIANT 

ENTRANCES
By Joe Schiavone

According to the Americans with Disabilities 2010 report, 
approximately 30.6 million Americans have difficulty walking and 

need either a wheelchair, cane, crutches, or walker to get around. This 
is a significant portion of the population, which is why accessibility is 

a critical component to every new construction project.
The Americans with Disabilities Act (ADA) was established  

by the U.S. Department of Justice to ensure equal opportunity 
for individuals with disabilities in areas that include commercial 

facilities, transportation, and public accommodations. When it  
comes to commercial facilities, the 2010 ADA Standards for Accessible 

Design sets forth accessibility requirements for new commercial 
construction. If these requirements are not met, the outcome  
can limit or exclude someone with disabilities and even put  

them in harm’s way.
It’s very important for contract glaziers to familiarize themselves with  
the fundamental components of an ADA-compliant entrance system. 

Doing so will allow companies to prevent inaccessible doorways, 
possible injury, and costly redesigns. 

This article can act as a guide to help glaziers avoid common 
accessibility errors that include: door hardware that is placed too 

high or is too difficult to operate; inadequate maneuvering clearances; 
and threshold obstructions that can hinder passage. Companies 
also should be sure to work with an experienced door systems 

manufacturer that understands ADA Standards.. 
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For more detailed information, see section 404 of 2010 ADA 
Standards for Accessible Design, which can be viewed and 
downloaded at www.ada.gov.

Clear Width
The ADA mandates that at least 60 percent of all commercial 
building entrances be accessible to the disabled. Access 
should be provided at the structure’s primary entrance for 
greater convenience. Regardless of the door type, the clear 
width of the opening must be 32 inches minimum and 48 
inches maximum. This is measured from the face of the 
door, opened at a 90-degree angle, to the stop of the frame. 
Keep in mind that standard door hardware may extend up 
to four inches off the door. This hardware cannot protrude 
into the clear width opening within the required 90-degree 
angle in some jurisdictions. In these instances, the door 
may be allowed to open to a minimum of 105 degrees to 
accommodate the hardware. If an opening is more than 24 
inches deep, it will require a minimum clear width of 36 
inches. 

Thresholds
Entrance thresholds must be ADA compliant. If newly 
installed, they cannot exceed ½ inch in height. For existing 
thresholds, their height must not exceed ¾ inch. Above a 
height of ¼ inch, all threshold edges must be beveled at 
a slope no steeper than 1:2. Observing these conditions 
will prevent canes or crutches from getting caught on 
the threshold, and will offer unhindered passage for 
individuals in wheelchairs. 

Maneuvering Clearance
Sufficient maneuvering clearance must be provided at all 
doorways. Without a clear level area adjacent to a door, 
it would be very difficult for someone in a wheelchair or 
other mobility device to open the door pass through. 
Maneuvering clearances are calculated according to the path 
of approach and the direction to which the door swings. For 
doors that pull open from the front approach, an 18-inch 
maneuvering clearance is required parallel to the doorway 
beyond the latch side. Both sides of the door must have a 
clear level area unless the door is only used in one direction. 
For more detailed information, see section 404.2.4 of the 2010 
ADA Standards for Accessible Design manual.

Door Hardware
About 19.9 million people in the United States have 
difficulty grasping and/or lifting objects, according 
to the Americans with Disabilities 2010 report. This is 
why selecting the right door hardware is imperative to 
achieving an ADA-compliant doorway.
Door handles, pulls and levers must have a shape that is 
easy to grasp with one hand and does not require twisting 
of the wrist or more than five pounds of force to operate. 
Acceptable designs include ladder pulls, U-shaped handles, 
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and lever-operated mechanisms. Traditional round 
doorknobs are not accessible because they involve tight 
grasping and twisting to operate. All door hardware must 
be mounted between 34 inches and 48 inches from the 
floor. Also, door hardware cannot protrude more than four 
inches from the surface of the door. 

Push Force and Closing Speed
Accessible doors should be easy to push open and give 
disabled individuals sufficient time to pass through. ADA 
Standards specify that the continuous force required 
to push or pull open an interior door (hinged, sliding 
or folding) cannot exceed five pounds. This does not 
apply to the initial force needed to overcome latchbolts 
or disengage other devices that hold the door in a closed 
position. Opening force for exterior doors is not specified 
in the ADA standards, but exterior doors that need to be 
accessible should have the minimum force possible. Typical 
maximum opening force for exterior doors ranges from 8.5 
to 10 pounds. Also, state or local government codes may 
have specific accessibility requirements for exterior doors. 
In California, for example, the maximum is five pounds. 
The ADA requires that doors with closers take a minimum 
of five seconds to close from an open position of 90 degrees 
to 12 degrees. This range is commonly known as the 
closing sweep of the door. Doors with spring hinges should 
take at least 1.5 seconds to fully close from an open position 
of 70 degrees. These mandates help ensure that those with 
disabilities have ample time to safely proceed through an 
entryway.

Door Surfaces
As set forth by the ADA, swinging door surfaces within 
10 vertical inches of the floor must be smooth on the 
push side for the full width of the door. This prevents 
canes, wheelchairs, and walkers from getting caught on 
projections found on the door’s surface. Kick plates can 
be installed, but any gaps or cavities they create must be 
capped. Sliding doors are exempt from this rule, as are 
tempered glass doors without stiles whose bottom rail is 
tapered to 60 degrees. 

Things to Consider for Exterior Doors
• Aluminum storefront doors. All aluminum storefront 

doors must have a 10-inch bottom rail. As previously 
described, the goal is to prevent wheelchairs or canes 
from getting caught on the bottom of the door.

• Balanced doors. When balanced doors are pushed 
open, pivoting arms cause approximately two-thirds 
of the door to swing outward and one-third to swing 
inward. This permits wind and stack pressures to 
assist, rather than hinder, door operation. Also, spring 
tensions and closing speeds can both be adjusted. 
This, along with power operator options, makes 
balanced doors ideal for ADA applications.

• Terrace doors. Terrace doors may not be available 
standardly with low-profile thresholds; however, ADA 
requires that door thresholds not exceed ½-inch in 
height. They must also have a 10-inch smooth bottom 
rail. If installed on balconies, the doors must open 
outward. 

Things to Consider for Interior Doors 
• Framed doors. A 10-inch bottom rail is needed on 

interior framed doors to comply with ADA.   
• All-glass entrances. Type A patch-fitted doors meet all 

ADA requirements as the door retains the mandated 
clear, uninterrupted surface. Type BP patch and rail 
doors only require a four-inch bottom rail with top 
edges that are tapered to a 60-degree slope. The same 
applies to Type P rails. 

• Sliding doors. Sliding doors do not require a smooth 
bottom surface to be ADA compliant; however, they 
still need to adhere to the maximum push force 
specification of five pounds.  

Automatic Doors and ADA Compliance 
• Auto assist doors. Auto assist doors are opened using 

a button clearly marked with the handicap symbol. 
The button must be placed outside of the door swing 
area to avoid injury. If adjacent walls are present, a 
handrail is required to negate the pinch zone. Once 
the button is pushed, the door must stay open at a 
90-degree angle for five seconds. After that, it must 
take five seconds for it to fully close.

• Fully automatic doors. These types of doors come in 
sliding and swinging configurations. Unlike auto 
assist doors, fully automatic doors feature infrared 
sensors that detect obstructions. The doors thus stay 
open until an individual with a disability has passed 
through. They are the most accessible and ADA-
compliant doors available. If the automatic door is the 
swinging type, and is adjacent to a wall, a handrail is 
needed to provide protection from the pinch zone.

Door automation is not required by the ADA, but is 
recommended because it solves several compliance issues. 
For example, installers can bypass having to meet ADA 
standards for door hardware type, maneuvering clearance, 
and push force. It’s also important to note that automatic 
doors can be used in conjunction with non-ADA exterior 
doors, though each state has unique requirements. Auto 
assist and fully automatic doors are ideal for exterior 
applications because a common access complaint is that 
exterior entrance doors are difficult to open. This is often 
due to wind force and the resting weight of the door. 
This article originally ran in the December 2016 issue of Glass Magazine,  

glassmagazine.com, a publication of the National Glass Association, glass.org. 

JOE SCHIAVONE is Director of Sales for C.R. Laurence Co. Inc.
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D U C K D U C K H I N G E

Never used NGP? Try us because you like our ad. Keep coming 
back because you like our friendly and conscientious service.  
We promise no surprises — unless you’re a duck. 

I T ’ S  A  T O T A L  G A M E  C H A N G E R .

4985 East Raines Road, Memphis, TN 38118  |  800-NGP-RUSH  |  www.ngp.com ©2017 National Guard Products, Inc. All rights reserved.

NGP-0007 2016-2017 Duck Duck Hinge Ad Campaign-v2.indd   1 12/19/16   3:18 PM



By Merle E. Visser

A Guide to A Guide to 
Veneers
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At its core, a wood door exerts strength and  
stability. The properties and function of the door 
determine just how solid and sturdy it is built.
Not to be overshadowed by the staying power, 
however, is an alluring beauty that can radiate 
from the face of a door in all manner of shape, 
color and style. The name for this unique aspect 
of wood doors is veneer, a centuries-old wood-
working technique that commands attention 
and respect.
First impressions can make all the difference 
when a visitor approaches a door to an office, 
a school classroom, a hospital room, a restau-
rant, or a lodge or hotel room. This can set the 
stage for the visitor’s total experience of a space. 
Veneers have the capacity to make the desired 
first impression.

Photos courtesy of Oshkosh Door Company

Above: Strips of veneer are loaded, then glued to the vertical edges of doors after being cut to final size. Between the choice of wood species, cuts, 
matching methods and grades, the options are almost endless for selecting veneer on a door. Below:  Veneer is the thinly sliced layer of wood that is 
usually glued to a layer of fiberboard and then adhered to each side of a structural wood core, creating a five-layer “sandwich” that is cured with 
time, pressure, temperature, or a combination of all.



Veneers Appeal to Different Tastes
The aesthetic look of a door is typically what 
people see first, so showcasing the sturdy prod-
uct with an extra layer of craftsmanship in fine 
and, every so often, unusual detail is important. 
Veneer is natural wood, a thinly sliced byprod-
uct from the trunk of a tree. When veneer is care-
fully cut, matched and applied to a door, natural 
characteristics come to the forefront, apparent 
even to the untrained eye.
One person might say, “Oh, maple veneer 
is beautiful,” and the next person will say, 
“Personally, I like more wood grain to show.”  
So, there’s a built-in challenge to selecting just 
the right veneer to satisfy an architectural or 
consumer palate. Beauty is in the eyes of the 
beholder, right?

In nature, many factors affect the appearance of 
veneer, such as minerals in the soil, damage to 
the tree, extremely wet or dry years, and other 
occurrences that cause color and grain-pattern 
variation.
Because most projects require veneer from 
multiple trees, the potential of grain and color 
variations across all doors on a given project can 
be very dramatic. To limit this, specifications can 
be written for the veneer to be hand sorted and 
selected for grain and color. This is an added 
expense, however, and usually requested only 
for high-end projects.
Still, the variation in the veneer for most projects 
is appealing because that is what nature created.

Sliced red oak veneer is laid on the core of a door.When thinly sliced veneer (pictured) is carefully cut, matched and 
applied to a wood door, natural characteristics come to the forefront 
and give the door the aesthetic look that people typically see first.

Because most projects require veneer from 
multiple trees, the potential of grain and color 
variations across all doors on a given project 
can be very dramatic at possibly a greater cost.
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Sliced red oak veneer is laid on the core of a door.

The Right Cut Is a Tone Setter
The basic process of turning logs into 
veneer has changed little over the 
decades, even as advances in technol-
ogy impact the course of operations 
in other aspects of the wood-door 
industry.
The veneer is typically cut from the 
log in one of two ways: on a rotary 
lathe or a slicing machine. The cut-
ting method is the determining factor 
in the overall grain pattern on the 
face of the door beyond what nature 
provides. It is the means by which the 
appearance of the natural grain pat-
tern can be altered, even from within 
the same log.
Having the right cut with face style 
and color sets the tone for what awaits 
beyond the door.
The widely used types of cut or slice 
include:

• Rotary cut: produces the highest 
veneer yield, making it the most 
economical. In the architectural 
door market, this is typically 
used only for birch veneer. The 
log is placed on a large lathe and 
turned against a fixed blade. This 
cutting method can produce a 
varied and, often, wild grain 
pattern.

• Plain sliced or flat cut: the most 
common veneer cut used for 
architectural-grade doors. It pro-
vides a good yield, still making it 
cost effective, and forms aestheti-
cally-pleasing cathedral patterns.

• Quarter sliced: a uniformly, 
vertically straight grain pattern 
results in lower veneer yield, 
resulting in a higher cost due to 
the added waste. In oaks, due 
to the medullary rays that only 
oak has, quarter slicing causes 
highlighting called flake, which 
appears as horizontal bars across 
the grain. This appearance was 
highly sought after in furniture 
manufacturing for many years. 
This flake only appears in oaks. 
All other species have a nice, 
straight vertical grain pattern 
when quarter sliced.

1/3 Page 
4.75”  x  4.75”  4/C

Doors&Hard_6A  (InDesign doc.)

Runs in:
Feb, Apr, Jun, Aug, Oct, Dec
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Face veneer is pulled from a stack of veneer as part of the manufacturing process. Having the right cut of veneer with face style and color sets the 
tone for what awaits beyond the door.
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• Rift cut: produced on a half-round slicing machine 
and is typically only used for oaks for minimizing or 
eliminating the flake in a straight grain pattern. This 
cut provides the lowest yield from a log.

Playing Matchmaker
Once the veneer has been cut into sheets, bundled as a 
flitch and dried, it has to be joined back together to make a 
door face. How individual sheets are laid next to one anoth-
er changes a door’s appearance.
Veneer matches run the stylistic gamut:

• Book match: the most common pairing in the indus-
try, whereby every other veneer piece is turned over 
so adjacent pieces open like two pages in a book and 
create a mirrored image pattern at the joint line. This 
provides maximum continuity of grain.

 Note: This match may create a condition called the “barber 
pole” effect, which is a noticeable color variation between the 
individual pieces of veneer causing one piece to be light and 
the adjacent piece to be dark across the whole door face. It is 
caused by the knife as it slices the veneer, causing one piece 
to have a closed grain and the next to have an open grain. 
This is not considered a defect under industry standards 
and cannot be seen until finish is applied.

• Slip match: often used for quarter-cut, rift-cut and 
comb-grain veneers. The joints don’t show a mirrored 
effect as the veneer components are connected in 
sequence without turning over every other piece.

• Random match: a “board-like” appearance forms with 
a random selection of veneer components from one or 
more logs.

• End match: typically used with doors that have 
transoms. The match features a single piece of veneer 
that runs from the bottom to the top of the door and 
creates a mirror image by turning the veneer at the 
joint to form the transom.

• Continuous match: when a single piece of veneer is 
used for both the face of the door and the transom.

Once the veneer has 
been cut into sheets, 
bundled as a flitch 
and dried, it has to be 
joined back together 
to make a door face.

SIMPLY SECURE
TownSteel has been manufacturing commercial hardware for over 
25 years. We take pride in our ability to maintain a product that 
keeps people safe. We’ve grown into an international enterprise 
with major category-leading security products sold in over 20 
countries.  Townsteel is a member of BHMA and a manufacturer of 
Architectural Builders Hardware. A full line manufacturer offering 
ANSI Grade 1 mortise locks, cylindrical locks, door closers, and exit 
devices. Specializing in ligature-resistant locks, designer locks and 
electronic locks. Additionally, Townsteel also offers a complete line 
of accessory hardware, hinges, and custom pulls, all designed to 
meet your budget!

Townsteel, Inc.
17901 Railroad Street • City of Industry, CA 91748
www.townsteel.com

ADVERTISER PROFILE
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Birch, Oak Stand Out  
Among the Tree Species
Veneer has long been a standard bearer in 
woodworking, stretching back thousands of 
years to its ornate use on the tombs of Egyptian 
pharaohs, including that of King Tutankhamun. 
The evolution of veneers has evolved into a di-
verse market that includes hundreds of different 
species of wood. One tandem tends to stand out 
from all of the other wood types.
Rotary cut birch and sliced red oak are two of the 
more popular species. They have been for years, 
and they will probably continue because of the 
economics involved. They’re both very durable 
veneers, and aesthetically, they satisfy the needs 
 for most project work.

Rolls of veneer edge banding from a few of the hundreds of different species of wood that can be 
used in the construction of wood doors. Two of the more popular species are birch and red oak.

The evolution of 
veneers has evolved 
into a diverse market 
that includes hundreds 
of different species of 
wood.
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a member of the
 Group

Grade 2 mechanical locksets feature EasyPass™. 
They open with less lever rotation and are ADA 
compliant. Stylized roses and levers available in 
six fi nishes. They’re the handles that work for 
most any interior application. And every hand.

FIND A DISTRIBUTOR AT 
STANLEYHARDWAREFORDOORS.COM
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Preferences in veneer selection also can usually  
be predicted using the Mason-Dixon line—the 
historic line of demarcation on the borders of 
Pennsylvania to the north, Maryland to the 
south, Delaware to the east and West Virginia to 
the west. North of that line, most projects for a 
school or a public building are going to specify 
oak doors. And, as you move south, projects are 
going to specify birch doors. It’s just the way it 
works out.

Making the Grade
Some words of caution can be helpful to archi-
tects and contractors when submitting design 
orders for the specialized doors. For years, the 

Rotary-cut natural birch veneer is inspected and sorted.

Preferences in veneer 
selection can usually 
be predicted using the 
Mason-Dixon line.
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ORDER ONLINE AT
MIDWESTWHOLESALE.COM
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From medium- to heavy-duty applications, Falcon closers are easy 
to install for small office buildings, restaurants, schools, apartment 
complexes and more. The single-piece cast aluminum bodies are 
protected by a 10-year warranty.  
 

For the best selection of storefront 
and glass door hardware, visit 
midwestwholesale.com  

SC71SC61 SC81
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industry has referred to 
door grades as premi-
um, custom and good 
grade. A few years ago, 
the grade of the veneer 
required for premium 
grade changed from 
“A” grade to a new level 
called “AA” grade. This 
may add cost to a project 
that does not need the 
aesthetics that “AA” grade 
veneer provides.
The Hardwood Plywood 
& Veneer Association 
(HPVA) develops and 
publishes voluntary 
product standards for 
the commercial industry, 
factoring in quality of 
material and aesthetic 
value. For example, the 
three grades for hard-
wood veneer faces such as 
ash, birch, maple, cherry, 
mahogany or walnut are 
AA, A and B.
Specifications are set for 
each grade, ranging from 
color and matching to 

natural characteristics (including presence and 
size of pin knots). The AA-grade veneer would 
be for spaces such as a corporate office, board-
room or any place that you are willing to spend 
the extra money to have the most perfect-looking 
veneers you can get. It wouldn’t be very practical 
to put those in an elementary school, where doors 
experience more wear and tear, and the need for 
greater durability tends to supersede any desire to 
invest in a costlier door face. 
An A-grade veneer would typically be used for 
doors going into schools, hospitals, hotels or 
similar buildings. A B-grade veneer might be for 

office space in the back of a warehouse, where 
a solid door is needed, but it doesn’t have to be 
aesthetically pleasing and may be painted.

Specialty Doors in Vogue
To be sure, custom-made veneers aren’t purely 
for offices, schools and other entities that want 
to spruce up their interior environments. Safety 
and security may be top of mind when look-
ing into bullet-resistant wood doors, such as at 
banks, schools, pharmacies and residential safe 
rooms. Lead-lined doors have appeal to hospi-
tals, medical clinics and laboratories as a way to 
provide protection from exposure to radiation 
from X-rays. Schools and businesses are invest-
ing in specially designed acoustical doors that 
silence the distracting noise outside classrooms 
and office buildings.
For those on the cutting edge when desiring a 
chic veneer, the faces of doors can be covered 
from top to bottom with ink-printed patterns—
from your photograph to any kind of design. 
That’s new technology that has been developed 
in the last few years, adding to the allure of 
veneers.

Choices to be Made
Between veneer species, cuts, matching meth-
ods and grades, the options are almost endless 
and can be very confusing. For this reason, it is 
strongly recommended that an industry profes-
sional be consulted for assistance when there is a 
need to specify veneer. 

MERLE E. VISSER is Vice President  
of Business Development for  
Oshkosh Door Company in Oshkosh, 
Wisc. He can be reached at  
MVisser@oshkoshdoor.com.

Specifications are set for each grade, 
ranging from color and matching to 
natural characteristics.

The aesthetics of a 
wood door is set in 
motion by the choice 
of veneer. The art 
of veneer selection 
and application is 
what creates the 
alluring beauty that 
can radiate from the 
face of a door, such 
as these office doors 
with a walnut finish.
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DHI CANADA SPRING 
TECHNICAL SCHOOL 
Exceeds Expectations

By Carolyne Vigon

It was another great Spring Technical 
School with a total of 72 students 
enrolling in 290 training days. The 
Montreal venue continues to attract 
a record number of students, and 
the final tally always exceeds our 
expectations.
Our Student Appreciation Night is 
always a highlight at the Canadian 
schools. It gives students an oppor-
tunity to meet their colleagues and 
their instructors in a very casual 
atmosphere. This year, students were 
treated to a jam session, with Mark 
Sorrenti and Jason Landon provid-
ing the instruments, and Malcolm 
Eyre providing the vocals. Mark did 
attempt to take on vocals as well, but 
he was quickly sidelined.
As always, the pizza, wine, and beer 
were provided by DHI Canada.
Back to the most important part of our 
schools—the education. There were 
many highlights, including:

First time offerings: 
• COR117–Door, Frame & 

Hardware Applications, which 
combines the best of COR113 and 
COR120 into a four-day program

• AHC215–Writing Hardware 
Specifications, which was previ-
ously only available online

New instructors:
• Mike Plett, AHC
• Jason Landon, EHC

We received great support from 
Director of Certification, Laura Frye, 
AHC, FDAI, CSI, CCS; and Rodney 
Weaver, AHC, FDAI, CAI, CFDI, 
Director of Technical Services; who 
joined us from DHI International 
and lent a valuable hand throughout 
the school. We couldn't do it without 
a great deal of support from a great 
number of our members.

Special thanks to:
• Our outstanding Co-directors of 

Education: Malcolm Eyre, FDHI, 
CSC, and Paul Jackson, DAHC

• K.M. Thomas, for providing 
storage for our eastern school 
samples 

• The following companies that 
generously donated product: 
Baillargeon Door by Masonite 
Architectural, Daybar Industries, 
RCI, Southwest Door, and Wilson 
Architectural.

• Our students—without you, 
there wouldn't be a school.

MAY 29 – JUNE 2
MONTREAL
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YOUR FIRST STEP TO 
A SECURED LIVING
XtremeDoor™ is a company of Tamlyn® which opened its doors 
in 1971. Family-owned as of to date, Tamlyn® fosters QUALITY, 
INNOVATION and PROVEN PERFORMANCE. We believe in traditions 
and incorporate them within our innovations. We will help build 
the dream of better homes and buildings, continually innovating, 
while honoring our heritage as a family business that values all 
employees, making Tamlyn® a rewarding place to work. We will 
promote positive, lasting relationships with customers, providing 
excellent products at fair prices with superior service.

XtremeDoor™

13623 Pike Road • Stafford, TX 77477 
www.xtremedoor.com

ADVERTISER PROFILE

XTREME    DOOR

Lawrence Beatty, DHT, AHC, FDHI

Richard Bradbury, EHC

Tim Ettinger, AHC, FDAI

Laura Frye, AHC, FDAI, CSI, CCS

Jason Gehrs, DHT, AHC, FDAI, FDHI

Paul Jackson, DAHC

Jason Landon, EHC

Jill McCreary, AHC, FDAI

Joe Meijer, AHC 

Dan Molineaux, AHC, FDAI

Katherine Panousos, AHC

Michael Plett, AHC

Robert Rowarth, AHC

Mark Sorrenti, EHC

Scott Suppes, AHC

Rodney Weaver, AHC, FDAI, CAI, CFDI

THANKS TO OUR  
DEDICATED INSTRUCTORS! 

Instructor Joe Meijer, AHC
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EDUCATION 
• Technical Schools
• Online
• Local and In-House

• Webinars
• FDAI Program
• Technical Literature

• Career Center
• Magazine Archives
• Door Security & 

Safety Foundation 
Publications

• Business Resources, including: 
–Profit Report 
–Employee Compensation 
–National Association of  
  Wholesale Distributors 
–Small Business Legislative Council

BUSINESS + TECHNICAL  
RESOURCES

CERTIFICATION/ 
CREDENTIALS

• New credentials to meet the needs of today’s market.
• Legacy Certifications
• Continuing Education Program

FOR MORE INFORMATION,  GO TO WWW.DHI.ORG

VOLUNTEERING
• Board of Governors
• National Committees
• Local Chapters
• Instructing DHI Education
• Contributing to Door Security & Safety Foundation

EVENTS
• DHI conNextions, our must-attend event for door 

security + safety professionals
• Local education and events
• Door Security & Safety Foundation events

SOCIAL MEDIA
• Like us on Facebook:  

DHI and Door Security & Safety Foundation
• Follow us on Twitter:  

@DHIorg, @DandHmagazine and @DSSFoundation
• Join our Linkedin groups:  

DHI and DHI’s Fire Door Assembly Inspection Group
• Subscribe to our YouTube channels:  

DHIorg and Door Security & Safety Foundation

ARE YOU GETTING THE MOST  
OUT OF YOUR DHI MEMBERSHIP?
Exclusive access, discounts and unparalleled opportunity!

WEAR YOUR DHI!
• Custom apparel and business accessories
• Free shipping!
• store.dhi.org

+

has satisfactorily completed the required examination and has met the quali�cations 

set forth by DHI. Therefore the Board of Governors and Certi�cation Council 

award the Door + Hardware Technician credential on

Be it known that

Chair, Certification Council

President, DHI

Your Name Here

PUBLICATIONS
• Doors + Hardware Magazine
• IndustryWatch enewsletter
• Advertise in our publications
• Submit an article
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A FALCON SC61 IS STOCKED AT MIDWEST
This popular Falcon SC61 Closer is stocked at Midwest Wholesale Hardware and 
ready to ship ‘same day.’ Designed for light- to medium-duty applications, it is 
intended for interior use with aluminum storefronts and mixed-use com-
plexes. Ideal for a variety of retrofit needs, this Grade 1 closer is backed by a 
10-year warranty. 
 www.midwestwholesale.com 

B YOUR FIRST STEP TO SECURE LIVING
Our new line of high-security armored doors was developed for safer environ-
ments and protection against any attempt of tampering or forced entry. The 
strength and durability is the result of great technology and exclusive security 
system. Let us provide the best solution for your next design or upcoming new 
venture. 
www. xtremedoor.com

C THE SUPA COLLECTION FROM VT
Create the right door for every design with the SUPA Collection from VT. 
Available in a variety of standard and customizable styles and finishes, the 
SUPA collection has the ability to meet every aesthetic and specification. Plus, 
ordering with VTonline® gives you quick and accurate delivery. 
www.vtdoors.com

D INOX™ PRIVACY BARN DOOR LOCK
You CAN lock in privacy and solitude with a barn door! INOX™ offers a privacy 
lock for residential or commercial barn doors, without building out extra 
frames.  Patent-pending lock is installed inside the jamb, with the strike in the 
door. A variety of trim (including ADA) and finishes are available.
www.inoxproducts.com

E STANLEY DECORATIVE TUBULAR LOCKSETS 
STANLEY®’s new line of access and security solutions are ideal for mixed use 
properties. With unique industry-leading innovations like EasyPass™, a smart 
feature allowing the door to open with less lever rotation, to stylized roses and 
levers in six finishes, these products are sure to satisfy virtually every. STANLEY 
door hardware products are a licensed brand of dormakaba.
www.stanleyhardwarefordoors.com

Product Showcase

Special  
Advertising 
Section
To be included in the next Product 
Showcase, contact Molly Long at 
mlong@dhi.org for more information.

F HAGER COMPANIES RELEASES NEW ON-BOARD 
DELAYED EGRESS
The Hager Companies On-Board Delayed Egress is a fire and life safety code 
compliant device. It is ideal for retail stores, healthcare, assisted-living 
facilities, childcare, sports arenas and other locations where a special locking 
delayed exit is required to prevent theft or protect those trying to exit.
www.hagerco.com/products/electrified-products/
exit-devices-and-trim/4501-4601OBDE 
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44    AUGUST 2017      DOORS + HARDWARE



G SPECIAL PURPOSE DOORS AND WINDOWS
Krieger Specialty Products is a custom door and window manufacturer utilized 
by leading architects throughout the world. Our products include doors and 
windows for acoustical, blast and bullet resistance, radio frequency, tornado, 
and hurricane applications. Every door is manufactured to your size, style and 
finish. 
www.kriegerproducts.com

H SELECT HINGES WITHSTAND BRUTAL ATTACKS AND 
DECADES OF DAILY USE 
Help keep your school secure today—and for decades– with SELECT geared 
continuous hinges. Our SL27LL passed the brutal U.S. Department of State 
60-Minute Ballistic Resistance and Forced Entry tests. SELECT hinges stand 
up to daily use, too, and are proven to last more than 25,000,000 cycles in 
independent testing. 
select-hinges.com

I SUPERCHARGE YOUR SAVINGS—JOIN UPG FOR FREE!
UPG provides exclusive discounts on popular business brands to eligible com-
panies in the door security and safety industry. Our members enjoy volume 
pricing negotiated based on UPG’s 40,000 membership base. Join for free and 
save on Verizon, ADP, Best Buy, Staples and other business services.
www.UPG.org

J DISCOVER THE ALL-NEW SECLOCK.COM
Our completely revamped website makes it quicker and easier than ever to 
find exactly what you need for all of your door hardware and security needs. A 
mobile-friendly design, powerful search engine and enhanced search features 
let you quickly access our vast inventory of electrical and mechanical door 
hardware anywhere, any time. 
www.seclock.com

K NGP CONTINUOUS HINGE
Meet the next generation continuous hinge. NGP’s new line of aluminum 
continuous hinges feature state-of-the-art load bearing design, proprietary 
teflon infused bearings, customized lifetime lubrication process, and lifetime 
of the opening warranty. All adding up to a product that cycles with quiet 
operation and ANSI grade 1 performance.
www.ngp.com

H I

L BULLET-RESISTANT WOOD DOORS
Overly Bullet-Resistant Wood Doors are tested in accordance with UL Standard for Safety 
752 for weapons levels 1-3; non-UL listed levels 4-8 available. Doors feature a fully bonded 
multi-layer ballistic core that can be laminated with wood veneers or supplied unfinished, 
primed, or stained. Single swing or pairs available.
www.overly.com

G

K

J

L
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O IN STOCK AND READY
Top Notch Distributors is an authorized national distributor of Stanley’s BEST 
Access Systems. We have product in stock and ready for immediate delivery! 
www.topnotchinc.com

P INCLUDE DOORS IN YOUR DESIGN
Virtually indestructible Acrovyn Doors can now include signage, messaging, 
photographs and graphic images, and can even act as part of a full wall mural. 
Acrovyn Doors by Design are manufactured by embedding images behind our 
rugged PVC-free Acrovyn Rigid sheet. With Acrovyn by Design, you no longer 
have to sacrifice durability for aesthetics.
www.c-sgroup.com/acrovyn-doors

Q VARIANT ADJUSTABLE CONCEALED HINGE SYSTEMS
The VARIANT series by SIMONSWERK offers three-way adjustable hinges for 
high frequency institutional, commercial and industrial applications such as 
office buildings, schools, hospitals and airports. This European proven concept 
of door adjustability has been tailored specifically to fit the needs of the North 
American marketplace. 
www.simonswerk-usa.com

R DIGITAL INTERCONNECT LOCK 
TownSteel is pleased to announce the new patented Digital Interconnect Lock. 
Easy installation and easy programming. 
www.townsteel.com

Product Showcase

PRODUCT SHOWCASE
Do you have a product, service or 
catalog to showcase? Would you like to 
reach nearly 12,000 readers involved in 
non-residential doors, frames, hardware, 
security and access control products? This 
special section may just be what you are looking for.
To learn more and to reserve your space today, contact Molly Long at  
mlong@dhi.org. 
www.dhi.org/dhi/magazine
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M AKRONLINE—A MORE PROFITABLE TOOL
Akron Hardware is focused on making Akronline the best online tool to locate 
product, check price, and purchase door hardware. The updates we’ve made to 
Akronline make it a more useful and profitable resource for our customers. 
www.akronhardware.com

N SOFT-TEC DOOR DAMPENER
Our patented soft-tec door dampener smoothly closes slammed barn doors. 
Developed in response to how well our trolleys roll across the track, this 
dampener is the perfect product for barn door hardware. Standard with our 
solid track kits and optional with our hollow track kits. 
www.beyerle-us.com
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2017 DHI SECURITY SURVEY 
RESULTS REFLECT GROWTH IN WORLDWIDE DEMAND
DHI recently conducted its annual  
survey of distributors, independent 
consultants and sales agents to deter-
mine to what degree electrified hard-
ware is a core part of their business. 
The anticipated strong growth in secu-
rity products and systems is reflected 
in the results of the survey, with 93 
percent of respondents being distribu-
tors. Only four percent of respondents 
are sales agents and three percent are 
independent consultants.
The number of respondents involved 
with electrified hardware/access 
control as an important and/or 
growing part of their business re-
mained strong at 91 percent. Here’s 
a breakdown of their offerings:

 92% supply access control 
hardware

 73% supply and install access 
control hardware

 54% provide after-sale 
services for access control 
systems

 52% supply and install access 
control systems

 27% supply and install video 
monitoring

 13% supply and install securi-
ty intrusion systems

Sixty percent of companies 
responding install small access 
control systems (1-10 doors); 49 
percent identified as installing me-
dium systems (11-25 doors) and 49 
percent install large systems (over 
25 doors).

Increased Sales Expected
When asked the reasons why 
respondents expected to increase 
sales in 2016, 63 percent cited 
growing market demand, while 
only three percent felt market 
demand has declined. Twenty-nine 
percent of respondents said that 
they had made a strategic decision 

to increase their involvement in these 
products. Just over one-half of respon-
dents have the service staff to support 
this growing business.

Core Businesses
46 percent of respondents have at least 
one-quarter (25 percent) of business in 
access control hardware and systems.
One-half of all respondents have at 
least 25 percent of their business in 
electrified hardware/access control 
new construction and aftermarket.

Staffing
 69% have an AHC on their per-

manent staff
 31% have EHC or equivalent on 

their permanent staff
The consistency of DHI’s survey 
responses shows that DHI members 
are continuing to incorporate these 
products into their lines and add cre-
dentialed personnel to their staff, and 
they should be well-prepared for the 
predicted growth in demand. 

Which of the following is your company involved in?

0 10 20 30 40 50 60 70 80 90 100

Supply access  
control hardware

Supply and install 
access control 

hardware

Supply and install 
access control 

systems

Supply and install 
video monitoring

Supply and  
install security 

intrusion systems 
(burglar alarms)

Provide after-sale 
services for access 

control systems

 Yes

 No
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Global Electronic Locks Market to Surpass $3 Billion 
by 2025
The world is gradually moving 
toward complete digitization, so can 
locks be far behind? In a new report 
titled Electronic Locks Market: Global 
Industry Trend Analysis 2012 to 2016 and 
Forecast 2017-2025, Persistence Market 
Research has studied the global elec-
tronic locks market over an eight-year 
period ending in 2025. The electronic 
locks market report has been prepared 
with the help of critical metrics such 
as Compound Annual Growth Rate 
(CAGR), absolute and incremental 
dollar opportunity, and Year-over-Year 
(Y-o-Y) growth rate. 
The report projects the global elec-
tronic locks market to register a 13.9 
percent CAGR through 2025. Global 
revenue generated from sales of 
electronic locks was worth $1 bil-
lion in 2016; by 2025, this number is 
projected to surpass $3 billion. Robust 
expansion of IT and banking, financial 
services and insurance sectors will 
create opportunities for digital door 
lock security solution providers across 
the globe, the report says.
With advancements in technology, 
companies offering electronic lock 
solutions are focusing on innovation 
in North America. Adoption of elec-
tronic locks in this region has surged 
among public and private places such 
as shopping malls, metro platforms, 
gyms, and parking lots. These factors 
are driving growth of the market in 
North America. Electronic locks are 
gaining traction in Latin America 
with increasing application of access 
control systems in furniture locks, and 
residential and commercial buildings. 
Key market strategies adopted by ven-
dors including new product launches, 
acquisition of local manufacturers and 
strengthening their footprint in the 
market are further expected to propel 
growth.

North America to be the Largest 
Market for Electronic Locks by 
2025
North America is projected to be the 
largest market for electronic locks 
by the end of 2025. In terms of value, 
the electronic locks market in North 
America was evaluated at nearly $300 
million in 2016, and is estimated to 
reach $859 million by 2025. 
Electronic strikes will remain the pre-
ferred product in the global electronic 
locks market. Revenue from sales 
of electronic strikes is expected to 
reach $1.2 billion by 2025. Demand for 
electromagnetic locks is expected to 
exhibit the highest CAGR during the 
forecast period. In contrast, demand 
for electronic deadbolts and latches is 
expected to register a comparatively 
low CAGR during the forecast period.

Wired Electronic Locks will 
Remain Preferred
By interconnectivity type, although 
wired electronic locks will account for 
the largest revenues in the global mar-
ket, demand for wireless electronic 
locks is projected to exhibit a relatively 
faster growth during the forecast. On 
the basis of authentication method, 
fingerprint scanning is expected to be 
the largest as well as fastest growing 
segment in the global electronic locks 
market by 2025. 
In terms of value, the commercial sec-
tor is expected to be the most lucrative 
end-use sector by the end of 2025. 
Demand for electronic locks from this 
sector is projected to expand at 14.5 
percent CAGR during the forecast 
period.
For information on Persistence  
Market Research Reports, go to  
www.persistencemarketresearch.com.  

Are you
ready for
the Age
of 8/28?
Partner with the 
national leader in 
totally integrated 
security solutions.

innovate8-28.com
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How a pair of acoustical doors withstood 
an unexpected blast

By Bob McCluney

Performance 
Beyond Engineering 

as manufacturing plants and music 
studios. In this case, the doors were 
being installed in a highly specialized 
research and testing facility. 

Door Specifications
The pair of hybrid doors, each leaf of 
which measured 8 feet wide (16 feet 
total width of both doors) by 20 feet 
high by 3 inches thick, had a Sound 
Transmission Class (STC) rating of 
50. The STC rating signifies a prod-
uct’s ability to block sound at a given 
frequency, or the number of decibels 
that sound of a given frequency is re-
duced in passing through. The higher 
the STC rating, the better the product 
performance. The single STC rating 
system allows a designer to ensure 
that all architectural elements (doors, 
walls, windows, etc.) match up regard-
ing acoustical properties. 
In addition to the acoustical properties, 
the oversized hybrid doors also offered 
a certain level of pressure resistance of 
41.39 PSI (pounds per square inch) peak 
reflective pressure and 98.49 PSI MSEC 
(duration of the incident) added to the 
oversized STC-50 construction. The hy-
brid steel-stiffened doors were fabricat-
ed with continuously welded, seamless 
edges, steel top and bottom closure 
channels, steel stiffeners, and custom 
acoustical core of non-combustible U.L.-
approved insulating materials. They 
were constructed around a custom-en-
gineered, steel rib core as is customary 
for pressure- and blast-resistant doors. 
The full assembly included the doors, 
frame for jamb, oversized cam lift 
hinges (three per door) and multipoint 
latching devices, Krieger’s oversized 
seal system and embed sill. The 
adjacent man-size hybrid doors with 
the same specifications used builder 
hardware of a multi-point exit device 
with outside trim, surface heavy-duty 
closers, seal system with head and 
jamb gasketing and integral door bot-
tom, and aluminum threshold. 

Blast Door Ratings
Pressure- or blast-resistant doors 
are designed to protect people and 
property in the event of an explosion. 

Precision design is a hallmark of any high-quality specialized door 
product. But what happens when a product designed primarily for 
one particular purpose is unintentionally put to the test of another? 
Here’s the story of how an unexpected mishap led to an illuminating 
discovery. 
It begins when a California aerospace manufacturer (who asked to 
remain anonymous) requested a set of extremely large acoustical 
doors for a research facility. Acoustical doors, of course, are engi-
neered to prevent a specific amount of sound from passing through 
the door. They are commonly used in high-noise environments such 

Photos courtesy of Krieger Specialty Products
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Blast doors are used in a variety of 
environments such as government 
buildings, laboratories, refineries, 
chemical storage, and more. Pressure 
or blast ratings are specified by 
certified engineers expertly trained 
in calculating trajectories, distanc-
es, and blast forces expected from 
various types of hazards. Typically, a 
dynamic blast pressure is given in PSI 
or PSF (pounds per square foot) with 
an impulse and or duration of the inci-
dent. This pressure rating determines 
the construction and design of a blast 
assembly. 

An Accidental Discovery
After the door assembly was installed 
and the customer began using their 
new facility for research and testing, 
an incident occurred. A large stainless 
steel capped tube projectile measur-
ing 10 inches in diameter by 10 feet 
in length exploded and hit the doors 
with tremendous force. The adiabatic 
condition was more representative of 
an instantaneous burst event in which 
tube fragments rapidly achieved ter-
minal velocity. 
Table 1 reports fragment momentum 
rather than velocity to best capture 
worst-case fragment strike velocity 
and force for fragments that are 25 
percent, 50 percent, and 75 percent 
of the total vessel mass. The analysis 
results conservatively assumed no 
reduction in projectile momentum 
across its trajectory. 
What’s remarkable about the doors in 
this case is that although the acousti-
cal properties were also designed to 
withstand an overall pressure blast, 
they were not engineered to with-
stand a spot fragmentation such as 
what occurred. Despite the massive 
force of the tube projectile, the doors 
remained completely intact and opera-
ble. The fact that the doors did not get 
blown off their hinges and become fly-
ing projectiles themselves is nothing 
short of amazing.

Pressure/Blast Doors and Testing
The blast door, frame, and hard-
ware all work together to achieve a 

TABLE 1: Summary of High-Energy Projectile Impact Loading Due to Vessel Rupture

Mass Fragment
Fragment Weight 

(lb)
Fragment Velocity 

(ft/s)

Projectile 
Momentum  
(ft-lb/sec)

25% 2.50 577 1441

50% 5.00 414 2068

75% 7.50 255 1910

Damage created 
by 10-inch capped 

tube projectile.

designated PSI rating. To ensure a 
solid working unit, the exterior of 
a blast door is manufactured out of 
cold-rolled steel sheets, while the in-
terior support systems are comprised 
of either “hat sections” or “structural 
tubing,” constructed out of carbon 
steel. “Hat sections” are in the shape 
of a hat and “structural tubing” is in 
the shape of a square or a rectangle. 
Determining which interior structural 
shape to use depends on the size of 
the door, the PSI required, and the 
blast engineer’s specifications. 
When it comes to blast door testing and 
certification, several industry and gov-
ernment bodies are working towards 
standardization, but nothing concrete 
currently exists. “Shock tube testing,” a 
process that uses airbursts at controlled 
levels, can be used to test low and me-
dium PSI ratings without the negative 
phase of a typical real-life explosion. 
High-range blast assemblies can un-
dergo “destructive testing,” but these 

tests are typically costly 
and produce the same 
results as mathematically 
expected. Hiring a “blast 
consultant” with exper-
tise in structural dynam-
ics and experience with 
the governing criteria 
documents is another 
way to test and can be a 
valuable resource for any 
blast or pressure door 
application.  

Conclusion
It remains a testament 
to the integrity and 

quality of the Krieger acoustical door 
assembly that a pair of doors on this 
scale, which were not engineered to 
withstand the magnitude of force they 
were subjected to, remained intact and 
fully operable. The customer did not 
experience any additional losses due 
to the unanticipated event. 
Of course, it is standard in the in-
dustry to perform testing to ensure 
a product performs according to its 
specifications as intended—but here’s 
a case where a custom product got 
tested in the field to reveal results 
that exceeded specifications and 
expectations. 
Continued operations without any 
business disruption were the real 
performance of these doors. 

BOB MCCLUNEY is the President of Krieger 
Specialty Products. His expertise includes 
numerous years in special purpose door  
and window installation, engineering,  
design, and testing. He can be reached at  
bmccluney@kriegerproducts.com.
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Do you have questions about DHI education and which  
classes might be the best option for your career goals? 

Contact education@dhi.org or call 703.222.2010 for your customized plan.

Whether you’re just getting started as a door 
security + safety professional, or an experienced 
veteran looking to enhance your skills,  
DHI Education offers something for everyone!

LEVEL ONE EDUCATION: BASIC TECHNICAL UNDERSTANDING
Door + Hardware Industry Associate (DHIA) Certificate
The Door + Hardware Industry Associate (DHIA) certificate is the first step of DHI’s new credential and certification program. To achieve 
this, you must successfully complete COR101 - Fundamentals of Architectural Doors and Hardware, and COR102 - Introduction to Codes 
and Standards, and pass the exams. Note: This is a certificate of completion and is not used as a credential after your name.
Get started on your path as a door security + safety professional today!

LEVEL TWO: INTERMEDIATE TECHNICAL COMPETENCE
Door + Hardware Technician (DHT) Credential
Available through our new partnership with Kryterion Global Testing Solutions. Take the 4-hour computerized exam at one of the  
900 testing centers around the world, or from the convenience of your office or home computer. 
Not sure if you’re ready for the DHT exam? Take the complimentary DHT practice test to help you determine your readiness. You will  
be able to see the questions you answered incorrectly, so you can be confident that you have a sufficient understanding of the  
material covered in the actual exam. You may take the practice test multiple times, if necessary, to help you prepare for the exam.

TAKE ADVANTAGE OF ONLINE LEARNING
Whether it’s self-paced or instructor-led, online learning is a convenient and cost-effective option.
COR101: Fundamentals of Architectural Doors and Hardware
COR102: Introduction to Codes and Standards
COR103: Understanding and Using Construction Documents*
CE1401: Codes and Standards Update*
CE1501: 2015 IBC Code Update for Swinging Door Openings*
CE1601: NFPA 101 2015 Edition - The Life Safety Code*
*Students who hold one or more of DHI’s professional certifications (e.g., AHC, CDC, EHC, or AOC) and who are participating in the DHI Continuing Education Program (CEP)  
will receive technical CEP points upon successful completion of COR103, CE1401, CE1501 and CE1601.

For more information on these classes, refer to the Education Resource Guide at www.dhi.org/ERG

LOCAL AND IN-HOUSE EDUCATION
Our local education allows chapters and individuals to provide DHI classes conveniently and locally. Chapters or individuals can  
purchase the instructor and student materials for DHI training classes. 

 Employers can purchase instructor and training materials to offer DHI classes on-site, reducing time out of the office by employees.  
This translates into greater cost savings for your company!  For a list of local and in-house courses, go to www.dhi.org.

MICROLEARNING: 
Bite-sized education delivered by your chapter or your company
CONVENIENT: Two to four-hour classes

AFFORDABLE: Priced to fit your budget

VALUABLE: CEP Points awarded

TARGETED: Focused on specific learning outcomes

Ask about our Microlearning options! Email education@dhi.org.

2017 DHI TECHNICAL SCHOOLS
Our instructors have years of relevant, real-world experience and first-hand industry knowledge. Bring your questions to the experts, 
network with your peers and return to your office armed with the knowledge you need to succeed!

2017 Fall School
October 23–28
Embassy Suites • Scottsdale, AZ
 

2017 Canada Fall School
November 6–10
Sheraton Cavalier Hotel • Calgary, Canada
www.dhicanada.ca

Education
Your Career, Our Commitment
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Jones County Junior College (JCJC), an accredited 
two-year college located in Ellisville, Miss., hous-
es about 850 students per year in seven different 
residence halls.
With new students enrolling each semester at 
JCJC, key management can become a security 
issue and costly expense. Students are issued 
keys at the beginning of the semester, but natu-
rally, there are several misplaced or stolen keys 
throughout the course of the year.
A misplaced or stolen key on a 5,000-plus stu-
dent campus is a sure-fire way to compromise 
security because it’s easy to duplicate keys, 
which increases the likelihood of thefts and 
break-ins. In addition, it cost JCJC $150 in materi-
al and labor to replace a lost key.
This became a recurring issue for the 15-20 stu-
dents every year that are housed in Smith Hall 
on JCJC’s campus. Rather than spending thou-
sands of dollars regularly replacing the entire 
lock on 108 doors, Joseph Van Tuggle, Director 
of Men’s Housing at JCJC, explored dedicating 
those funds toward electronic access control.
“Just because you lose a key, doesn’t really mean 
it’s lost. You can lose it, someone can put two-
and-two together, and now security is compro-
mised,” Tuggle said. “Changing out an entire 
lock can be very, very costly. Looking to avoid 
that, while still heightening our security, we 
came across the Schlage® NDE Series electron-
ic lock from Allegion. Seeing what electronic 
access control, key fobs and credentials can do 
appealed to me because if a student loses his or 
her credential, all our team has to do is go in, 

JONES COUNTY JUNIOR COLLEGE
Engaging Door Hardware to 
Deliver Safety and Savings

Submitted by Allegion
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shut off that card’s access and issue him or her 
another one.”

Desired outcome
In addition to making its campus key system 
management process more efficient, JCJC aimed 
to reduce its theft numbers and increase overall 
security in Smith Hall.

Solutions

Wireless access control
In July 2015, JCJC selected a system that included 
the Schlage AD-400 wireless electronic locks and 
NDE Series electronic locks with ENGAGE™ 
technology. NDE Series locks were installed on 
82 individual bedroom doors, and 26 AD-400 
locks were added onto the outside suite doors 
throughout Smith Hall.
In previous years, Tuggle faced issues related to 
theft and break-ins on a regular basis. Before im-
plementing the new security measures, he would 
typically tell students to keep their doors closed 
and locked, but learned thefts were continuing 
to occur. For Tuggle, the electronic solutions were 
a welcomed edition.

“Before the NDE Series, we didn’t know if 
students were keeping their doors shut or not 
because we didn’t have any other way to go back 
and see; it was reliant on their word,” Tuggle 
said. “After installing the NDE Series to indi-
vidual bedroom doors, we were able to use the 
ENGAGE cloud-based mobile application to 
view who last had access to specific doors. That 
enabled me to go back and question students 
about the incident.”
The NDE Series was developed for facilities—
like campus residence and tenant unit entry 
doors—that want to upgrade to electronic 
credentials for improved security and efficiency, 
including built-in Bluetooth and WiFi.
“The convenience factor has been night and day,” 
Tuggle said. “During orientation, I sit right at my 
desk, kids come in, and I easily enroll them into 
our system or switch their access to a different 
room. When they come back a week later and 
move in, they’re already ready to go.”
To add layers of security throughout Smith Hall, 
Tuggle secured suite doors with AD-400 locks. 
These locks provide online, real-time access 

WHAT YOU NEED, WHEN YOU NEED IT
Established in 1987, Midwest Wholesale Hardware is your premier wholesaler of commercial, residential and electronic access control door  
hardware and security products. With 7 locations nationwide, Midwest can provide next-day delivery to over 75% of the U.S. population. 

Our extensive inventory of over 50 brands of products means you get “what you need, when you need it.” With world-class customer  
service and technical expertise, Midwest Wholesale Hardware is your partner in developing solutions for all your door hardware needs,  
for all projects, large and small.

Brands include: Allegion, ASSA ABLOY, Hager, Detex, dormaKaba, 
CRLaurence, NGP, RCI, Seco-Larm, Select Hinges, Trimco 
Midwest Wholesale Hardware
1000 N. Century Avenue • Kansas City, MO 64120
www.midwestwholesale.com

ADVERTISER PROFILE
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control and are uniquely designed with easily 
changeable reader modules—ideal for future 
upgrades since they don’t require changing the 
entire lock. All required hardware components 
are combined into a single integrated design that 
incorporates the electrified lock, credential read-
er, request-to-exit switch, door position switch, 
tamper guard and more.
AD Series locks are made for openings that sep-
arate public areas from restricted areas, making 
it the ideal solution for suite doors at JCJC. With 
the addition of this solution, Tuggle and his 
staff are now able to see in real time if a door is 
propped open, receive alerts if necessary, and 
capture history of events if needed for future 
reference.
“We were serious about keeping doors shut, 
locked and adhering to all safety measures,” 
Tuggle said. “By installing AD series locks, we’ve 
certainly upgraded. We now provide the securi-
ty, efficiency and convenience of electronic access 
control without the cost or complexity of a fully 
wired system.”

Results
In the two years before installing the NDE and 
AD series locks to suite and individual bed-
room doors, JCJC had five thefts reported in 
Smith Hall; one in 2013-2014 and four in 2014-15. 
JCJC estimates an average of eight labor hours 
to investigate a reported theft, equating to an 
estimated cost of anywhere from $500-$1,000 
per incident to the college. Since then, no thefts 
have been reported, resulting in higher security 
for students and facility as well as thousands of 
dollars in savings.
“It has been wonderful partnering with Allegion 
on our electronic security trial run here at JCJC,” 
Tuggle said. “They’re easy to talk with, have 
been helpful throughout the process and we’re 
looking forward to working with them again 
soon.”
JCJC now plans to incorporate Schlage mortise 
locks with ENGAGE on 120 doors in Clark and 
Covington Halls following its most recent suc-
cesses with the brand. 

For more information, visit www.allegion.com.

Jones County Junior College, 
Ellisville, Miss.

“We now provide the security, efficiency and convenience of 
electronic access control without the cost or complexity of a 
fully wired system.”

—Joseph Van Tuggle, Director of Men’s Housing
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VanAir Design started as a university project 
at the University of British Columbia. James 
Higgins and I participated in a year-long 
multidisciplinary program called New Venture 
Design, where the goal was to design a product 
that could be commercialized. 
James specialized in mechanical engineering, 
and I specialized in general business 
management; both of us had an interest in 
sustainability and architectural wood products. 
During our time in the program, we discovered 
a need for better ventilation solutions. We 
conducted a number of pilot installations, and by 
the time we graduated, orders were coming in 
for the product.
The VanAir Vented Door is an advanced interior 
door that provides ventilation without sacrificing 
visual and acoustic privacy. It was designed 
to promote indoor environmental quality: air 
flow, driven by pressure differential, flows from 
one side, through the door core, and out the 
opposing side. The vented door also features 
acoustical baffles and Helmholtz resonator 

constructions tuned to attenuate specific 
frequencies, providing sound privacy similar to 
that of a solid core door.
James and I continued developing the product 
after graduation, but we didn’t have any 
previous woodworking experience. We rented 
space in a co-op wood shop and began making 
our doors with the help of fellow woodworkers. 
It was very rewarding to create these special 
doors by hand and install them. The inspiration 
continued to grow when we entered our product 
into the IDS West Prototype design contest, 
where we took first place, beating out 15 other 
finalists.
To reach a bigger audience, James and I knew we 
needed help. We partnered with Lynden Door in 
Washington to help take what we created in the 
classroom and transform it into a product that 
would be scalable and commercially viable. After 
two years of further development with Lynden 
Door, the VanAir Vented Door is now a patented, 
award-winning product.

FROM UNIVERSITY PROJECT  
to AWARD-WINNING DOORS

By Vick Yau

Photos courtesy of VanAir Design

Vented doors 
provide ventilation 
without sacrificing 
visual and acoustic 
privacy.
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University Office
One of the first installations was an office building on the 
University of British Columbia campus that had ventilation 
issues. The facilities manager reached out to us about the 
project they were working on.
It was discovered the doors in the building originally had 
grilles but were covered up during a recent renovation 
for sound privacy complaints. The building’s ventilation 
system operated by drawing fresh air through the 
windows, into the office and then into the corridor where 
a central return exhausted the air to the outside. By 
covering up the door grille, the building’s ventilation was 
compromised, and many of the occupants complained 
during the summer months that their offices were too hot 
and stuffy.
The building was older, and the method of construction 
was concrete. This meant their only other option was to 
start cutting into the concrete walls and install transfer 
ducts into each of the offices. That would have been very 
costly to do, so a trial of VanAir Doors was installed. The 
trial was a success and James and I were hired back after 
graduation to install a total of 10 doors in the building.

Old doors removed and 
replaced by the first 
VanAir prototype. Notice 
the door that was removed 
had a very large stainless 
steel kickplate. This was 
because there was a 
ventilation grill in the door 
originally, but was covered 
up due to sound privacy 
issues.

DORMAKABA GROUP EXPANDS BUSINESS WITH NEW BRANDS
dormakaba Group is one of the top three companies in the global market for access and security solutions.  dormakaba has been associated 
with trust for more than 150 years, earned through sustainable performance and reliability in over 130 countries. 

With newly added product lines from BEST, PRECISION and STANLEY, dormakaba is a single source for high-quality solutions and services 
for doors and secure access to buildings and interiors.  As with all dormakaba brands, they excel at setting the highest industry standards 
and set the bar for security and performance.

Brands Include: BEST, PRECISION and STANLEY 
dormakaba
6161 E. 75th Street • Indianapolis, IN 46250
www.dormakaba.com

ADVERTISER PROFILE

ADVERTISER PROFILE
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Multi-family Residential
Ventilation in multi-family condos has been getting more 
attention lately. Laundry dryers require ventilation per 
manufacturer specification and building code. As such, 
transfer vents and door grilles have become a popular 
solution. In many cases, they are not aesthetically pleasing 
to look at and do not provide much sound privacy. In 
modern developments, the aesthetics of a grilled or louver 
door makes it hard to match surrounding design elements. 
The VanAir Door has been a great solution for developers 
and architects creating modern multi-family condos.
Bathroom fans are on continuous or timer-cycles to help 
exhaust stale air from the dwelling unit. However, if doors 
are closed, the exhaust fan in the bathroom will struggle to 
pull air from the door undercut, cracks and gaps, and more 
stale air will linger. Additionally, bathrooms can take a 
considerable amount of time to dry out after high moisture 
events. By increasing the amount of air that can enter and 
exhaust out, drying time can be cut down significantly and 
help prevent condensation build-up and mold growth.
Bedrooms in multi-family units are notorious for carbon 
dioxide (CO2) buildup when doors are closed. The typical 
multi-family condo pressurizes the corridors and air enters 
the unit through the undercut on the suite entry door. From 
there bathroom and kitchen fans exhaust the air. Bedrooms 
don’t see much air circulation, and when an occupant is 
sleeping, CO2 builds up even though the exhaust fans are 
on, due to closed doors. 
On average, normal background CO2 levels range from 
300-600 ppm range. When an occupant is sleeping at night 
with the door closed, it can rise to 2000 ppm. At 2000 ppm, 
occupants can experience drowsiness, poor concentration, 
and air quality. By allowing more air to circulate out of the 
bedrooms, occupants can expect to see better air quality in 
their homes.

For one particular multi-family residential project in 
Burnaby, British Columbia, we installed 400 doors over a 
four-month period in laundry closets. The installation of 
our door made it easier to ventilate the closet, which was 
required. In some of the layouts, there wasn't room for 
above-door transfer ducting, so the only option was to use 
doors with hole cutouts and cover them up with a grille. 
This option was not aesthetically pleasing, so they opted 
for the VanAir door instead.
The client plans to install an additional 800 doors in two 
additional towers slated for development. 

Passive House and Future Sustainable Buildings
There are an increasing number of homes being 
constructed to passive house or sustainable standards. 
This means air-tight building envelopes and the use of 
an HRV (heat recovery ventilators) system. It is not just 
limited to single-family detached homes; newer multi-
family developments will also implement HRVs for each 
dwelling unit as building envelopes continue to strive for 
air tightness. 
HRVs supply air into the bedrooms and living spaces, 
and exhaust from the bathrooms and kitchens. Bigger 
undercuts and transfer vents are becoming more 
commonplace to ensure adequate flow between the air 
supplies and air returns. This creates sound privacy, light 
penetration, and aesthetic issues. The VanAir Door avoids 
all that in an effective solution. 

VICK YAU is the Co-founder of VanAir Design. He 
can be reached at vick@vanairdesign.com.

Vick Yau and James Higgins
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More Readers' Photos
By Mark J. Berger

Real Openings

Here’s another column featuring great submissions by our loyal readers. I’m writing this on the July 4th weekend, so to quote the great 
George M. Cohan, “Ladies and gentlemen, my mother thanks you, my father thanks you, my sister thanks you, and I thank you!”

And if you have no idea why I chose that quote, please visit Wikipedia or see Yankee Doodle Dandy (one of my favorite films, directed by 
Michael Curtiz, who also directed Casablanca, which tops my list). 

 DAVID 
KENYON, RA, CSI
David sent in this 
very complete 
description: I was at 
a SpArc Conference 
(Spec Writers) in 
New Orleans in early 
March. The door 
was an egress stair 
from the fourth-floor 
conference area. 
Please note that the 
surface mounted 
panic device with the 
upper rod does not 
engage into a strike 
plate. The latch bolt 
has been removed 
from the door lock; 
looks like it was a 
cylinder lock at one 
point. The door label 
has been painted 
over. There is a door 
closer; however, this 
door swings open 
easily because there 
is no positive latch—
clearly a fire hazard! 

 HAL KELTON, 
AHC/CDC, FDAI, 
CDT
Hal is one of the 
premier door 
inspectors. Step one 
in inspecting a door is 
getting to it. The good 
news is that these 
doors appear to be 
operable, judging by 
the open door on the 
right.

 DAVID KLEIN
Here’s another vacation photo. Kudos for a dramatic 
photograph, courtesy of the mirror hung on the exit door. The 
first thing that caught Dave’s eye was the stool in front of the 
exit door. But it didn’t take long before he realized that was the 
least of this exit’s problems. Besides the keyed mortise lock, 
the two slide bolts make this door unpassable.
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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 DHI 
President-Elect and 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.

 MARANDA THOMPSON
Passing a job site, Maranda snapped this image. Protecting the thin doors commonly supplied on job 
site trailers requires some ingenuity. But it shouldn’t involve locking someone in the trailer with no way 
to escape.

 ROB SLAYBAUGH
Here’s another story with a happy ending. According to Rob: Emergency exit from a store. Only the top 
deadbolt functioned; the bottom one was busted, so it was removed—but the barrel bolt still worked 
fine. Good news is we are replacing it—less the deadbolts and barrel bolt (new rim exit device only)

 DAVID KLEIN
David has a keen eye for unusual solutions. Here’s 
a unique method of covering an armature to 
prevent an electromagnetic lock from operating.
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This issue continues to arise on a regular basis, so I’m hoping 
to clarify it once and for all. The sections entitled Access-
Controlled Egress Door—present in both NFPA 101—Life Safety 
Code and past editions of the International Building Code (IBC), 
have led some to believe that all doors equipped with access 
control readers must comply with these sections of the mod-
el codes. Although the Authority Having Jurisdiction (AHJ) 
has the final say on matters of code-compliance, it’s not the 
intent of the model codes for these sections to apply to all ac-
cess-control doors or to all doors with electrified hardware. 
The requirements of the model codes specific to access-con-
trolled egress doors are essentially the same, but in the 2015 
edition of the IBC, the section title was changed to Sensor 
Release of Electromagnetically Locked Egress Doors. The rea-
son for the change was to help avoid confusion about when 
this section should be applied. The corresponding section 
in NFPA 101 is still called Access-Controlled Egress Doors, 
but the two sets of requirements are very similar despite 
the differing section titles. 

What’s an access-controlled egress door?
These two sections apply to electrically/electromagnetically 
locked doors, where the lock is released by a sensor detecting 

Access-Controlled 
Egress Doors By Lori Greene, DAHC/CDC, FDAI, FDHI, CCPR

Mag-Lock: An electromagnetic lock is essentially an electromagnet 
in a housing that is mounted on the door frame, with a steel armature 
mounted on the door. When the magnet is energized, it bonds to the 
armature and locks the door. To allow access or egress, a switch must 
be provided to de-energize the magnet.

an approaching occupant. The most common type of lock 
that is used in this application is an electromagnetic lock 
(aka mag-lock), but the section could also be used for other 
types of locks that are released by a sensor; for example, a 
power bolt. The key is that the section only applies to locks 
that are released by a sensor which detects an approach-
ing occupant and unlocks the door. Most other types of 
electrified hardware—electromechanical locks, electrified 
panic hardware, electric strikes—are released by “normal” 
means, like turning a lever or pushing on the touchpad of 
the panic hardware. These are not access-controlled egress 
doors.

What about mag-locks released by other means?
Not all doors with electromagnetic locks are released by 
a sensor or required to comply with these sections of the 
model codes. Both the IBC and NFPA 101 also include 
separate sections that apply to electrically/electromagneti-
cally locked doors that are released by door-mounted hardware 
incorporating a switch to release the electrified lock. Many 
locks used for access control are released without the use of 
a switch, but because mag-locks require a separate release 
device—a sensor or a switch in the door-mounted hard-
ware—mag-lock applications are typically released by one 
of these two types of switches. 
In NFPA 101, the section for mag-locks released by a 
switch in the door-mounted hardware is called Electrically 
Controlled Egress Door Assemblies. In the IBC, this section is 
currently called Electromagnetically Locked Egress Doors, but 
beginning with the 2018 edition of the IBC, this section will 
be called Door Hardware Release of Electrically Locked Egress 
Doors.

What are the requirements for each of these 
applications?
To re-cap, applications with electromagnetic locks used for 
access control typically fall into one of these two categories 
(not both)*:

Photos courtesy of Lori Greene
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ELECTRIFIED/ELECTROMAGNETIC LOCK RELEASED BY A 
SENSOR that detects an occupant approaching the door 
and unlocks the door for egress

NFPA 101 Section: Access-Controlled Egress Doors

IBC Section: Sensor Release of Electromagnetically Locked 
Egress Doors (prior to the 2015 edition: Access-Controlled 
Egress Doors) 

In addition to unlocking when the sensor detects an ap-
proaching occupant, the door must unlock upon:

•	 Loss of power to the sensor

•	 Loss of power to the lock or locking system

•	 Activation of the building fire alarm or automatic 
sprinkler system, where provided, and the door must 
remain unlocked until the fire protection system has 
been reset

•	 A manual unlocking device (typically a push button) 
that is located 40 to 48 inches above the floor and 
within 5 feet of the door; ready access must be provid-
ed to the push button, and the button must be marked 
“Push to Exit.”  Pushing the button must directly 
interrupt power to the lock, independent of the other 
electronics, and the door must remain unlocked for at 
least 30 seconds.

Electromagnetic lock–Sensor release: The code requirements for 
access-controlled egress doors apply to locks that are unlocked by 
a sensor which detects an approaching occupant.  There are many 
doors with access control that are not required to comply with this 
section because the hardware allows free egress without the use of 
a sensor.

ELECTRIFIED/ELECTROMAGNETIC LOCK RELEASED BY 
DOOR-MOUNTED HARDWARE that incorporates a switch to 
immediately release the lock for egress

NFPA 101 Section: Electrically-Controlled Egress Door 
Assemblies

IBC Section: Electromagnetically Locked Egress Doors (be-
ginning with the 2018 edition: Door Hardware Release of 
Electrically Locked Egress Doors)

These sections require the following:

•	 The hardware mounted on the door must have an 
obvious method of operation and must be readily op-
erated with one hand and under all lighting conditions.

•	 Operation of the hardware must directly interrupt the 
power to the lock, and the door must unlock immedi-
ately.

•	 The door must also unlock upon loss of power to the 
locking system.

•	 If panic hardware is required, operation of the panic 
hardware or fire exit hardware must release the lock.

•	 Note that this section does not require the door to 
unlock upon activation of the fire protection system.

Electromagnetic lock–Door-mounted release: Electromagnetic 
locks may be released by door-mounted hardware like a lever 
handle, panic hardware, or other device equipped with a request-
to-exit (REX or RX) switch or an electronic touch sensor.
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Both of these types of electrified 
locks—those released by a sensor 
and those released by door-mounted 
hardware—must be allowed by the 
use group or occupancy classification; 
they are not allowed in every type of 
building. Refer to the applicable code 
for the list of occupancy types where 
these locks are acceptable, along with 
specific requirements regarding emer-
gency lighting and the activation of 
manual fire alarm boxes. Some editions 
of the model codes also require the 
door locking system units to be listed 
in accordance with UL 294 —Standard 
for Access Control System Units.

What about other types of locks 
used for access control?
If an electrified lock in an access 
control system allows free egress 

without the use of a sensor or a switch 
in the door-mounted hardware, it is 
not required to comply with either of 
these model code sections. Because 
the electrified hardware allows free 
egress by turning a lever or pushing 
the touchpad of a panic device, it 
would be considered a “normal” door 
as long as it complies with the model 
code requirements for egress—one 
operation to release the latch, releas-
ing hardware mounted between 34 
inches and 48 inches above the floor, 
and which requires no tight grasping, 
pinching, or twisting of the wrist and 
no key, tool, special knowledge, or 
effort to operate.
The 2015 IBC Commentary supports 
this interpretation, stating: “The func-
tions of an ingress control locking system 
are not addressed in the codes and are 

Many types of electrified hardware used for 
access control allow free egress without the 
use of a sensor, so they are not required to 
comply with the requirements for access-
controlled egress doors.

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.

unrelated as long as egress is provided as 
required or permitted by this section and 
other applicable provisions of the code.”
State and local codes may vary 
from what is required by the model 
codes, so it’s important to check the 
code requirements for your project’s 
jurisdiction. Refer to the model codes 
for additional information; the IBC 
Commentary and NFPA 101 Handbook 
offer explanations to clarify the intent 
of the codes. The AHJ may be con-
sulted for assistance with the require-
ments for a particular location.
*  Note that mag-locks may also be used in 

delayed egress locking systems, con-
trolled egress systems in health care facil-
ities, and fail-safe systems for elevator 
lobby doors (NFPA 101 and some state/
local codes only). Each of these applica-
tions has a separate set of code require-
ments that would apply instead of the 
sections discussed in this article. 

Electromagnetic locks may also be 
used on stair doors that must meet 
the stairwell reentry requirements. 
Typically, these doors would comply 
with either the section for sensor-re-
lease or door-hardware release on the 
egress side of the door (or the delayed 
egress or controlled egress sections if 
applicable), and would comply with 
the stairwell reentry requirements on 
the stair side. 
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Chin, �omas
De La Fontaine, Richard, AHC/CDC, FDAI, CCPR
Frye, Laura Jean, AHC,FDAI, CSI, CCS
Jackson, Paul W., DAHC
Lecours, Roger, AHC/CDC
Reilly, Timothy A., AHC
Rivas, Frank L., AHC, FDAI
Tock, Je�ery M., AHC

SUPPORTER LEVEL
MANUFACTURER (up to $2,500)
Accurate Lock and Hardware Co., LLC
Architectural Control Systems, Inc.
Concept Frames, Inc.
Door Controls International
Eggers Industries
HMF Express
Rocky Mountain Metals
SAFTI FIRST
Steward Steel, Inc., Door Division
Western Integrated Materials

DISTRIBUTOR (up to $500)
3SECorp
Allegheny Millwork-Commercial Door Division
GJ Builders Hardware, Inc.
JJAS Door Installations, Inc.
Norwood Hardware and Supply Company

SALES AGENCIES (up to $250)
Leon Specialty, Inc.

INDIVIDUAL (<$100)
Callahan, Stacey M.
Charette, Brian J., AHC
Cusick, William R.
Cusick-Rindone, Kendall L., CSI, CCPR
Dial, Randy S.
Molina, Chuck J., CCD
Pekoc, �omas A., AHC, CDT, CSI
Pratt, Edward
Seigfreid, Jean
Weaver, Rodney W., AHC, FDAI, CAI, CFDI
Windfeldt, John M.

AFFILIATED ORGANIZATIONS 
($5,000)
Steel Door Institute

(up to $2,000)
DHI Arizona Chapter
DHI Blue Grass Chapter
DHI Buckeye Chapter
DHI Canada
DHI Hoosier Chapter
DHI Iowa Chapter
DHI New York Chapter
DHI Ontario Chapter
DHI Rocky Mountain Chapter
DHI Tri State Chapter 

(up to $500)
Downs Safe and Lock Co., Inc.

Twin City Hardware



By Alex Goldfayn Although they realize how important it is, most 
salespeople don’t enjoy or appreciate being on 
the receiving end of accountability. But, here’s 
the unexpected thing: most owners, executives 
and managers don’t enjoy accountability either. 
Of course, they are on the implementation end of 
accountability. 
This fact hit me like a ton of bricks recently, 
when I had three speeches on three consecutive 
days. The first two sessions were delivered to 
company owners and top executives, many of 
which were larger than $50 million in revenue. 
The third speech was a sales peer group of about 
100 salespeople. Not managers, not executives, 
but frontline salespeople. When the discussion 
turned to accountability, I could see and feel 
the discomfort in both groups. Why? Why the 
discomfort? 
For owners, and executives, I think it’s because 
most change projects fail, especially when they 
are in the sales organization. 

The Power of 
Accountability in Sales
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Salespeople are far better at 
resisting and avoiding change than 
management is at implementing it. 
This too shall pass. 
It’s probably just another flavor of the 
month for the boss. 
Sound familiar? They’re right though, 
aren’t they? If they avoid it long 
enough, it does indeed pass. 
Also, you’re pretty busy right? 
There’s not a lot of time to roll out 
and implement and assess and edit 
accountability programs. So, most 
management exceutives have had a 
career’s worth of unsuccessful change 
initiatives, which is one of the big 
reasons we are uncomfortable with 
accountability. We kind of expect 
failure: they probably won’t do this either. 
Why do salespeople dislike 
accountability? 
In part, because it’s an independent 
profession; if they are generating 
results, many salespeople often 
operate without much structure or 
oversight. 
In part, also, because they’ve seen 
this movie before. They know most 
new things go away, if only they are 
avoided for a long enough period of 
time. So, that’s what they do. 
What can we do about it? 
Implementing change with your 
salespeople requires the following 
steps. To emphasize, if you want to 
grow your sales, you must implement the 
following steps. 

First, it must be clear from the 
outset this change is different. This 
is a permanent initiative. It’s not 
temporary; it’s a lifestyle change, not 
a diet. Say this (or some version of it). 
Make it clear you understand how 
things are, and that this thing will be 
different. 
Second, you must teach your 
people, very specifically, what you 
want them to do: 
• This is how to ask for a referral the 

right way. 
• Here is how to use silence to close 

more business. 
• This is how we ask for the business. 

With these words. 
• Here is how I want you to follow 

up on quotes and proposals. 
Third, you must ask your people to 
make a plan. I like weekly plans, on 
one sheet if possible. How many total 
proactive actions will they take this 
week? On what day will they take 
them? For example, on Monday, I’ll ask 
for a referral, follow up on a proposal, 
and send a handwritten note. 
Fourth, they need to track their 
results. Did they ask for the referral? If 
so, what happened? Did they get one? 
(It’s okay to not get a referral, but it’s 
not okay to not ask for one.)

Fifth, accountability, the most 
important step. These results must 
be turned in to somebody who is 
expecting them.  Without the fifth 
step, nothing happens. If the details 
are not turned in as planned, we must 
be comfortable asking for it. Where is 
it? What happened? This is important 
to our success; I thought we were on 
the same page. 
Sixth, we must recognize success 
publicly. Name names. Sally asked 
for a referral and got one; then she 
followed up with the prospect and 
closed a $30,000 order with a new 
customer. Congratulations Sally! 
Science tells us that recognition among 
peers is a more effective motivator 
than financial compensation. Keep 
your money, and pass out recognition. 
I repeat: the most important step here 
is accountability. It is the key to all 
good change.  

ALEX GOLDFAYN is 
CEO of the The Revenue 
Growth Consultancy. To 
implement the kind of 
systematic, plan-based, 
accountability-driven 
revenue growth that’s 
detailed here, call at 
847.459.6322, or write 

him at alex@evangelistmktg.com.
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A few months ago I was riding back to the  
airport with one of the participants in my 
inventory management seminar. This gentleman 
was a seasoned professional who had been 
tasked with creating a functional purchasing 
team full of millennials and Gen X employees. 
Being a boomer himself, he was working hard 
on the communication side of this endeavor. 
Managing a multi-generational task is no easy 
feat, but he shared one area he has been able 
to master—delegation. Above his door reads 
a sign: “Only do what only you can do.” I had 
to let the words sink in a bit and even asked 
him to repeat the phrase. Such a simple phrase, 
yet it transformed the way he approached his 
leadership responsibility. 
I have come across some pretty profound 
concepts in my coaching practice, but this 
one ranks pretty high. Even now, I have to 
repeat the phrase a few times to let it sink in. 
When researching the origin, I had visions of 
a philosopher with a bald head and flowing 
robe; alas, it was just another guy like me who is 
obsessed with using fancy words to get leaders 
to think differently. There is some argument 

as to who originated the phrase, but it is most 
commonly attributed to Paul Sloane, a well-
published innovator. 
Essentially, Sloane is pushing the concept 
of delegation. Over the last several years of 
teaching and coaching distribution professionals, 
I have found that delegation is one of the most 
difficult actions for managers to put into practice. 
The barrier seems to be multi-faceted and almost 
always self-imposed. In other words, it’s all in 
their head. 
One of the toughest hurdles to overcome, as 
stated by students I have worked with, is the 
transition from “bud to boss.” When a person 
is promoted from a member of a functional 
team to the leader of that same unit, there 
could be awkwardness after the change in 
role. New managers often find it difficult to 
ask their former peers to handle tasks they are 
fully capable of performing; they are afraid to 
upset the relationship with the employee. The 
manager must recognize two things to overcome 
this: they have limited bandwidth, and the 
relationship has changed.

  Clear  
Your     
  Plate: 
By Jason Bader

to Delegate
It’s Time 
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Another barrier comes from the leadership 
style the new manager wants to emulate. In 
classes, I often show students an image of 
Teddy Roosevelt to help them visualize types 
of leadership. The most common characteristic 
noted is that Roosevelt was someone who led 
by example. An admirable trait, when used in 
the right situations. Sometimes new managers 
confuse this leadership style with the need to 
show others they are not above the tasks they 
are delegating. If the leader continues to perform 
the task repeatedly, they have effectively put it 
back on their plate. Leadership is definitely a 
balancing act. 
I was recently having lunch with one of my 
clients, a young general manager and new father 
who is struggling with finding balance in his 
life. He was complaining that he was unable to 
get any exercise and it is impacting his mental 
outlook at work. I asked about his work hours: 
first in and generally the last to leave. A-ha!  
I asked him to consider going to the gym before 
work and showing up at 7:30 a.m. He struggled 
with this idea because he was afraid of not 
getting in his 50-60 hours a week, stuck on the 
“time-served” vs. “quality of time” work ethic. I 
explained the number of hours was less relevant 
than what he did with those hours; this is the 
kind of mental barrier that can lead to task 
hoarding. A mentally stressed manager is not an 
asset to the organization. The key to his success 
will be to give himself permission to come in 
a little later. Folks, it’s ok to work 40 hours per 
week. (Even less if you know how to delegate.)
One of my favorite leadership educators is Brian 
Tracy, author of, Eat That Frog! 21 Great Ways to 
Stop Procrastinating and Get More Done in Less 
Time. There are so many nuggets of wisdom 
packed into a short read. There were more than a 
few forehead slapping moments during my first 
read. One of those thought provoking moments 
was found in a very short section on delegation. 
I am paraphrasing, but he suggested “If you are 
paid $25 per hour, do $25 per hour work. Quit 
doing $10 per hour work.”  

Doing the lower compensated work is really like 
taking a mental holiday. You can do it without 
breaking a mental sweat. It is easy. Sure, this 
work needs to be done; but it should be done 
by the appropriate level of employee. By doing 
the mentally easy stuff, you are cheating your 
employer out of the money they are paying you. 
Get back to the big picture work; it’s what you 
are being paid to do. 
Delegation is often a byproduct of effective 
planning. Taking another cue from the Brian 
Tracy playbook, managers need to develop a 
regular day-end routine consisting of planning 
and prioritizing the tasks for the next day. One of 
my clients always says, “Take control of your day 
or it will take control of you.”
During this end of day analysis, review the 
tasks you have documented for the next day. 
What tasks can be performed by others?  If 
you are struggling with finding anything to 
delegate, you either work alone or you have 
potential control issues. Only you can answer 
that question. Handing off the task may be a leap 
of faith, but your people will often rise to the 
occasion if you give them the opportunity. They 
might even do something more efficiently than 
you did. 
Time management really boils down to making 
sure that you focus on those tasks you are 
best suited to handle. Leaders need to pull 
themselves back from the daily tasks and start 
thinking more strategically. Think critically 
about the team you have in place. What training 
or tools do they need to be more effective?  
Where are the new recruits coming from?  How 
do we find just one more percent on the bottom 
line?  This is what “$25 per hour” work really 
looks like. It’s time to clear your plate and get 
working. 

JASON BADER is the managing partner of The  
Distribution Team, a firm that specializes in helping 
distributors become more profitable through strategic 
planning and operating efficiencies. He can be reached  
at Jason@Distributionteam.com. Visit The Distribution  
Team’s website at www.thedistributionteam.com.
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Impact

EVERY DAY, DHI MEMBERS MAKE AN  

IMPACT ON OUR INDUSTRY

DOOR  
SECURITY + SAFETY  
PROFESSIONALS  

HAVE SUBMITTED ARTICLES TO  
DOORS + HARDWARE THIS YEAR. 
There’s still time for you to share your expertise! 
Email DGable@dhi.org.

58

2 BIG  

SPRING TECHNICAL SCHOOLS  
ALREADY HELD THIS YEAR IN 
VIRGINIA AND MONTREAL

320+  
STUDENTS

1395 
TRAINING DAYS

Missed our Spring schools? We’re holding  
Fall Schools in Arizona and Calgary! 
Email education@dhi.org for details.

NEXT GENERATION OF  
INDUSTRY LEADERS
This group of door security + safety professionals is made up of the generations 
that follow the Baby Boomers, who will become the future leaders of the industry. 
Contact Jackie Bessette at jbessette@dhi.org for more information.

7,000 +  
INDUSTRY SUBSCRIBERS
Are you the social media “guru” for your company? If 
so, we want to hear from you! Growing Social, our 
bi-weekly newsletter, is looking for contributors. 
Tell us how you have grown your business or your 
professional network by leveraging the value of social 
media. Email DGable@dhi.org to contribute. 

QUOTABLE
The recent defeat 
of attempts to 
modify NFPA 101 to 
allow two releasing 
operations for 
egress was a key 
victory for those 
who champion life 
safety issues, but it 
was only one step. 
Appeals have been 
filed and we will 
continue to oppose 
any changes.

Robert Boyd, 
Executive Director,  
Secure Schools Alliance

NEXT MONTH
 EAC Go-to-Market Changes

 12 Door Technologies  
to Consider

 Results of D+H Reader Survey

There’s still time to submit an article.  
Email DGable@dhi.org. To learn more about how you can 

help to improve school security, 
see the article on page 8.
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DHPace.com                   Follow us on LinkedIn

Building relationships,
careers and business!

Offer of employment contingent upon successful completion of pre-employment screening, 
background check and E-Verify. EOE M/F/Disability/Veteran AA VEVRAA Federal Contractor

SEND RESUME TO: CorpRecruiter@DHPace.com

We hire people with a purpose! If you are enthusiastic,motivated and 
committed to excellence then DH Pace Company, Inc., would like to 
hear from you!

As a rapidly growing organization with over 30 locations in 16 states, 
DH Pace is looking for Sales, Operations, Field Installation and Service 
professionals for all of our existing locations and for consideration in 
new markets. Training will be provided for quali�ed candidates.

DH Pace Products:
Commercial Overhead Doors, Industrial High Speed and Specialty 
Doors, Loading Dock Equipment, Entry Door Systems and Automatic 
Doors, Electronic Security Systems and Residential Garage Doors, 
Openers and Specialty Home Solutions lines

Over 30 Locations in 16 States:
• Arizona • Colorado • Florida • Georgia • Illinois • Iowa • Kansas
• Missouri • Nebraska • Nevada • New Mexico • North Carolina
• Oklahoma • South Carolina • Tennessee • Texas

• Privately Owned • 90 Years in Business
• Sales Over $300M • Steady Growth

DH PACE COMPANY, INC., OFFERS:

√   Competitive compensation
√   Comprehensive benefits package
√   Career growth opportunities
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Ad Index
August 2017   |   Security

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

THREE GREAT REASONS  to include Doors + Hardware 
in your marketing plan:

1. TARGETED READERSHIP
        all of whom are involved in the non-residential architectural openings industry

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

3. READERS TAKE ACTION
       94% of our readers respond to an advertisement *2016 Readership Survey

DON’T MISS OUT ON THESE UPCOMING ISSUES:
November 2017:
Libraries, Museums 
& Religious Buildings
Deadline: September 18

December 2017:
Decorative & 
Restoration Hardware
Deadline: October 17

October 2017:
Metal & Specialty Doors
Deadline: August 17
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Innovation in the Age of 8/28 
Channeling challenge into opportunity  

We are living in a time of unprecedented technological 
acceleration. This rapid change has introduced significant 
challenges for our industry, as well as immense opportunity 
for companies willing to embrace true innovation in the 
delivery of safety and security solutions.

In the contract hardware space, we’ve seen for several years 
the accelerated convergence of the mechanical, electrical, 
and electronic components of the door opening. This 
collision was prominently marked in 2016 when the CSI 
specification for electronic locks migrated from Division 8 
to Division 28.

In this new age of 8/28, a door is no longer just a door; 
it is a digital checkpoint in a rushing river of data: bil-
lions of devices connected to the Internet, collecting and 
exchanging data in real time. This ubiquitous interconnec-
tivity is often called the “Internet of Things.” However, the 
8/28 convergence goes well beyond “things” to encompass 
an ever-evolving digitized network that connects people, 
data, and processes. More accurately, it is the “Internet of 
Everything.”

This “Internet of Everything” presents amazing potential to 
use technology, devices, and data to simplify, improve, and 
secure human life. At the same time, this interconnectivity 
also opens the door to significant vulnerability—a vulnera-
bility that is heightened by the inherent complexity of the 
door opening, the necessity for intelligent data aggrega-
tion, and the dysfunction of existing sales channels.

Unfortunately, while product and “access control” inno-
vation is accelerating, traditional methods for delivering 
products and services are falling short. With increasingly 
complex and interconnected door openings, integration 
is more important than ever, yet existing Division 8 and 
Division 28 sales channels are extremely fragmented. Even 
the most advanced access control solutions are all too fre-
quently being driven by a “low-bidder” mentality, where 
the physical, electronic, software and digital solutions are 
provided by multiple purveyors (with varying levels of 
openings expertise) in a complex, inefficient interaction. 

This disintegration is costly, time-consuming, and stressful 
for every stakeholder in the process, especially for the end 
user left on the hook. Most concerning, this inefficiency 
often leads to failure at the door opening. And in a world of 

increasing hostility, where a door can mean the difference 
between life and death, failure is not an option.

Fortunately, there’s a better way.

The 8/28 Opportunity

In the age of 8/28, doors and hardware are inextricably 
linked with life safety and security, where even the smartest 
and most sophisticated “access control” solution is only as 
strong as the sum of its collective parts, including the many 
mechanical and electronic components of the actual door 
structure to the software and hardware that manages and 
uses the flow of data.

It’s this very complexity that presents the real innovation 
to be found in 8/28: totally integrated safety and security 
solutions. 

To achieve this innovation, we must go beyond the latest 
and greatest products, “added value,” and even “access 
control.” Ultimately, we must provide end users with abso-
lute confidence in the ongoing safety and security of their 
buildings, while finding a way to simplify daily use and 
ensure absolute lifetime value. 

This requires an unrelenting obsession with 100 percent 
total integration at the door opening, and casual ad hoc 
“collaboration” will not get the job done. Instead, we must 
forge deep, ongoing partnerships that align superior 
product, service, and expertise on every opening of every 
project. We must think of the door opening as an ever-
evolving ecosystem that requires in-depth attention in 
every phase—from the overall security strategy and design 
of a building to the specification, sourcing, and installa-
tion of the product to the training, monitoring, mainte-
nance, and ongoing support of data-driven hardware and 
software. 

At the end of the day, the innovation of total integration 
saves us all time, stress, and money. Most important, 
though, it empowers us to provide safer, more secure 
spaces for people to work, learn, and live. And that alone is 
why we must fearlessly embrace the challenge and oppor-
tunity of the age of 8/28.  

BYRON WHETSTONE is President and CEO of American Direct.  
He can be reached at byronw@americandirectco.com.

By Byron Whetstone

www.xtremedoor.com  |  844-365-9462

Looking for a beautiful, modern, high security 
door? Our new line of high-security armored doors 
was developed for safer environments and protection 
against any attempt of tampering or forced entry. 
The strength and durability is the result of great 
technology and exclusive security system. Whether 
it's for the fit's for the front door, a safe room, bedroom, or even 
a place of business, we want to provide the best 
solution for your design or upcoming new venture. 
We truly believe our steel structured doors have taken 
security to the next level.

YOUR FIRST STEP
T O  A  S E C U R E D  L I V I N G

Designed with 
multi-point deadbolts

Built in Door Guard

Wide View Peep Hole,
Available upon request

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

Our team of technical sales 
experts are ready to assist 
you 12 hours a day. Plus, 
you can order products on 
our website 24/7.

EXTENSIVE INVENTORY      |       INNOVATION       |       TECHNICAL EXPERTISE      |      IMMEDIATE SHIPPING

As the leading distributor, we 
stock all finishes, functions, 
designs, keyways, voltages, 
lengths and options—for all 
ASSA ABLOY brands.

Our Corbin Russwin inventory 
is second to none! We stock all 
58 mortise lock functions that 
Corbin Russwin offers, with all 
trim and lever combinations, in 
all available keyways & finishes. 

Our nationwide distribution 
centers means you get 
products fast.

DID YOU 
KNOW?

NOW YOU KNOW.
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