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The Affordable Care Act continues to be 
the major topic of discussion on Capitol Hill and in 
Washington. Should it also be in your company? Not 
from the legislative perspective, but from the opportuni-
ties that arise for our industry in the healthcare market.

A few trends are taking place in healthcare. First, there is 
quite a bit of consolidation among hospitals and health-
care systems because the smaller hospitals struggle with 
the administration of the Affordable Care Act. Second, 
because of the Center for Medicare & Medicaid Services 
(CMS) adoption of the 2012 edition of NFPA 101 – The Life 
Safety Code®, requiring inspections of fire door assem-
blies, the larger firms are aggressively trying to prepare 
for the inspection requirement.  

We know this is true, as the Door Security & Safety 
Foundation provides education to explain the require-
ment and to teach some basics, with more education 
sessions booked for the first quarter of 2017 than we 
conducted in 2016 in total. (See related article on page 
43.) We also receive this feedback from numerous trade 
shows in which the Foundation participates, and also 
from general conversations. 

What does this mean for distribution professionals? I 
would recommend a specific strategy for the healthcare 
market, to address the following:

• new construction

• maintenance agreements for annual inspections

• annual inspections

• retrofit opportunities

• upgrades in products with new technology  

Healthcare market starts are steady for healthcare. This 
type of business involves complicated and more expen-
sive openings, providing a greater need for our exper-
tise. Typically this business is substantial in size.

Healthcare is perfect for maintaining an ongoing 
relationship due to the high usage of the facility.  In 
addition, the periodic inspections conducted by 

organizations such as The Joint Commission will identify 
repairs and the need for corrective action.

With the new inspection requirements, the opportunity 
for maintenance agreements upon completion of a new 
construction project is also ripe. These agreements can 
cover periodic inspections, maintenance, staff training 
and software management of their requirements.  

This type of business is quite different than new con-
struction, and the expectations must be different. 
End-user business models can complement your new 
construction business, but it is different and requires dif-
ferent strategies and benchmarks. The volume is smaller 
but typically less competitive. Labor is a critical compo-
nent and must be properly managed.  

This issue of Doors + Hardware addresses many of the 
nuances within this opportunity and how healthcare is a 
great building sector to consider growing your business. 

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

By Jerry Heppes Sr., CAE

Why the Healthcare Market?

For more DSSF news:
Demand for Foundation Education 
Continues to Grow    Page 43

Opening the Door to School Safety 
Campaign    Page 46

Impact    Page 54
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8 STEPS
to Properly 
Undercut a 
Wood Door

By Scott Foley
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These steps are basic 
carpentry passed 
down to me from 
some of the very 
best door mechanics 
ever to strap on tool 
belts, way back when 
Acme, Atlantic and 
Director were Kings of 
New York and I was 
just an apprentice. 

When undercutting a wood door in 
the field, it’s important to set up out-
side or in a location where dust isn’t 
going to be a problem. If you’re lucky 
enough to be able to do this in a shop, 
make sure to have an air filtration 
system set up or at least have a large 
industrial fan behind you blowing the 
dust out an open door. Here are eight 
steps that will help:

1. Place the door on the sawhorses 
with the critical side downside, 

if there is one side that is seen more 
than the other. You should keep this 
in mind because the way the circular 
saw turns the downside will cut more 
cleanly every time.

2. After step one, you need to 
prepare the top side of the door 

before cutting, or your door will end 
up with torn, shredded, and chipped 
veneer because the saw blade pushes 
up from the bottom and any veneer 
not wanting to cut will tear off.
Mark the door with a pencil clearly for 
the amount you plan on cutting. The 
better you see the line, the better your 
pass of the blade will be. Make sure 
to wear safety glasses. If you’re doing 
a stack of doors, you will need a dust 
mask as well.

3. Make another mark approximate-
ly 1/16” above the pencil mark, 

then, with your utility knife, score 
the second line all the way across the 
door and make sure to cut through the 
veneer clean. Use a straight edge.

4. I go a step further and take paint-
ers tape and run it along the edge 

of the scored veneer cut. This step will 
keep chips at a minimum; anything 
being pushed up from the blade that’s 
not cutting clean will break off at the 
scored veneer line you just made.

5. Set up your straight edge and 
clamp it to the door at the proper 

location. You can free- hand it; howev-
er, it pays to take your time and do it 
by the numbers. This way, all of your 
doors will have a factory look.

6. Protect both veneer faces of the 
door where the circular saw will 

come in contact by using cardboard. 
Over time, if your saw is like mine, 
it gets dinged up and may scar the 
face of your door if it’s not protected. 
Same goes for underneath side. The 
sawhorses can also scar the door, so 
make sure to protect that side with 
cardboard as well.

7. Cut the door and sand the edge 
slightly with light grit to break the 

edge. Clean up any chips with filler.

8. The last step is the most import-
ant step—clean up! A good job is 

not a good job until you have cleaned 
up the work site well. If you skip this 
step, it doesn’t matter that you just cut 
the door perfectly—you will not have 
a happy customer! 

SCOTT “BIG DOOR” 
FOLEY is a Project 
Manager with Sunrise 
Door Solutions. He can 
be reached at SFoley@
sunrisedoorny.com.

© iStock | lucentius
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As a United States Marine Corps 
Corporal, a Journeyman vested union 
carpenter, and later a door mechanic, 
I was taught that attention to detail 
counted a lot. Hanging the door and 
walking away was not an option; 
the margin around the door had to 
be even, the lock and closer had to 
function as intended, and the finished 
product needed to be cleaned and 
personally inspected. Just ok is never 
good enough.
Though the years have passed, as a 
project manager that mentality has not 
only stayed with me but deepened. In 
my current role, I am constantly exam-
ining the details, and as always, I reap 
the benefit of that attention. When I 
am responsible for selling or speci-
fying a project, I always gravitate to-
wards the best materials, or the “good 
wood,” as my fourth-year apprentice 
teacher instilled upon us. Simply put, I 
want to provide materials that I would 
be proud of in my facility or home. 
Below are some tips that I’ve gathered 
throughout my varied career that I 
know will immediately help your 
business. 

Savvy Tip #1
Sell the best possible door and hard-
ware set, and do so while maintaining 
open and direct communication with 
the customer. Though this may sound 
obvious, being upfront with custom-
ers about the quality of the products 
that they’re interested in is the key to 
repeat business.

Savvy Tip #2
Your customer might not be sav-
vy enough to know the details of 

different materials and how they’ll 
display in the building. For instance, 
you should tell your customer that rib 
core (steel-stiffened) doors may show 
spot welds through the skin, and ref-
erence the professional material: “Spot 
weld marking is difficult or imprac-
tical for complete removal and is not 
considered a manufacturing defect.”
Make the recommendation that they 
substitute the initial door for a hollow 
core hollow metal (HM) door to elim-
inate the telegraphing concern. This 

Savvy Tips and Tricks: 
Project Managing
Through the Eyes of 
an Installer
By Scott Foley

© iStock | Sigefride
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When 18-gauge hollow metal doors are specified and are listed with 
a continuous full weld, this can be a good opportunity to “sell up,” 
again by educating the customer. 

tip works because you’re saving your 
customer money and providing them 
with the information, so they’re not 
following blindly. By opening this line 
of communication, the customer will 
feel more ownership of the project be-
cause you gave them the opportunity 
to make a fiscally responsible choice. 

Savvy Tip #3
When 18-gauge hollow metal doors 
are specified and are listed with a 
continuous full weld, this can be a 
good opportunity to “sell up,” again 
by educating the customer. The fact 
is, most, if not all, HM door manufac-
turers have trouble with full welds on 
18-gauge doors because the skin is so 
thin that it buckles, burns, and distorts 
from the heat of a machine performing 
the continuous weld. 
Take time to explain these intricacies 
to the customer and put forward 
the idea of upgrading the doors to 
16-gauge if a full weld is something 
they are set on. At the very least, offer 
doors with intermittent welds instead 
of the full weld. Either outcome, you 
have once again saved the customer 
money and positively impacted your 
project and relationship.
 From a broader perspective, this base 
knowledge of production materials is 
advantageous for all parties, as some-
times to win a bid, you must be able to 
substitute doors, frames and hardware 
with vendors regardless of spec and 
client-customer favor. It may not al-
ways be possible to do so, but by being 
open and honest with the project's ar-
chitect and having a deep knowledge 
base of comparable materials, money 
saving tweaks are possible.

Savvy Tip #4
When you come across a scenario 
such as mentioned above, a good line 
to use when communicating with the 
architect is, “...to keep the continuity 
of product lines, we have substituted 
some of the hardware (and/or doors) 
to be of the same supplier. Hence, 
some materials in your submittals 
will now no longer include the exact 
brands documented.” 
This line to most is simply something 
that just makes sense. Very rarely do 
I ever encounter push back from the 
customer, allowing me often to win 
the bid, make money, and save them 
money all in one sentence.

Savvy Tip #5
My final tip does not come up as 
much, but when it does, it can yield 
big savings on larger projects. Let’s 
say that a particular set of HM frame 
specifications are calling for adjustable 
floor anchors, with no details noted as 
to why. I’ve found that often they need 
fixed-type anchors but don’t know 
better. That said, you can’t just switch 
them out and not explain. 
When communicating with the client, 
use the following line in correspon-
dence, “Adjustable anchors are typ-
ically only used on plank-type jobs. 
We have come across some projects in 
which adjustable floor anchors were 
used, and because they were misap-
plied, the tops of the frames did not 
line up. We strongly recommend using 
fixed floor shoes/anchors instead to 
avoid this issue. This is how we have 
detailed the project. Please confirm 
this change is acceptable before we 
move forward.” 

Once again, by providing your cus-
tomer with accurate information, you 
have saved them possible headaches 
later. Not to mention, you have put 
back a few dollars in your project on 
every single detailed frame.
To be certain, I do not take credit for 
these tips and tricks; I have had the 
great fortune of working around much 
smarter and savvier people than my-
self. I was just smart enough to take 
many notes. I will never be as good as 
an engineer as the Dauths and Dinos 
of our industry. However, that’s what 
I aim for every single day because just 
ok is never good enough.
Our industry is always changing, 
and new techniques and tricks are 
popping up constantly. My hopes in 
writing this article are that some of 
the tips I have shared are accessible 
enough to immediately aid you and 
your company. 
This is the first time I am writing 
through the lens of project manage-
ment, and though it is incredibly 
rewarding, I still remember hanging 
door after door as a young carpenter 
just trying to put food on the table. My 
old friends still know me by another 
name—Big Door. 

SCOTT “BIG DOOR” 
FOLEY is a Project 
Manager with Sunrise 
Door Solutions. He can 
be reached at SFoley@
sunrisedoorny.com.
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Often, when a new commercial or res-
idential building is being constructed, 
materials and hardware are ordered 
at varying times and from different 
suppliers. With the many different 
types and sizes of materials that are 
being specified for a new construction 
project, oversights can easily happen. 
The complexity associated with the 
variety of materials available, com-
bined with multiple parties handling 
the orders and installations at differ-
ent times during the project, make 
for a common issue: one material is 
not always compatible with another. 
Specifically, doors and their door 
frame counterparts do not always 
turn out to be the perfect fit when an 
installer begins his or her work. 
Hollow metal door frames are gener-
ally ordered to be installed after walls 
go up in a structure. The wood doors, 
however, have longer lead times in 
most cases and are not installed until 
very close to the end of the project. 
This time lapse can produce compat-
ibility issues. For example, a door is 
specified for 5-inch hinges. However, 
at a different time, someone may have 
ordered door frames that are manu-
factured with a 4½-inch hinge prep. 
Both materials have been delivered to 
the job site, and now it is the job of the 
installer to find a solution. Neither a 
standard 4½ nor a 5-inch hinge will do 
the job in this situation. 

Additionally, it will cost the company 
a significant amount of money and 
time to re-order either the doors or the 
door frames so that they are com-
patible with one another. This is one 
example of when a miscommunication 
or an oversight regarding doors and 
door frames can require a cost-effi-
cient solution. In this kind of situation 
and others that are similar, a specialty 
hinge is the answer.
Mark Carmody, who has been with 
Hager Companies for 37 years, says, 
“For years, specialty hinges were 
something that hardware manufactur-
ers could supply but did not necessar-
ily keep in stock. More recently, due 
to fast-track construction schedules 
and the number of individuals and 
sub-contractors involved in the order-
ing process, the kinds of situations 
where specialty hinges are needed are 
becoming more prevalent.”  
There are four main types of specialty 
hinges available:  

• unequal leaf
• short leaf
• drop leaf
• store front

All of these different specialty hing-
es were engineered for very specific 
situations. It is important to under-
stand what these situations are so the 
correct hinge can be purchased to act 
as an optimal solution. 

By Brian Clarke, AHC, CDT, CSI
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Specialty Hinges 
and the Solutions 
They Provide   

Hollow metal door 
frames are generally 
ordered to be 
installed after walls 
go up in a structure. 
The wood doors, 
however, have longer 
lead times in most 
cases and are not 
installed until very 
close to the end of 
the project. This time 
lapse can produce 
compatibility issues.
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Illustrations courtesy of Hager Companies

Unequal Leaf
The unequal leaf can be an effective 
solution in a situation where an over-
sight has occurred between the man-
ufacture of the frame and door. Much 
like the situation described above, an 
unequal leaf specialty hinge is the ideal 
solution for doors and door frames that 
have different hinge prep cut-outs. 
In a situation where the door and 
frame have a 4½ and 5-inch cutouts, 
respectively, an unequal leaf hinge can 
solve the problem by having an equal 
amount of material trimmed from the 
top and bottom of one leaf to create the 
4½-inch leaf hinge. Instead of reorder-
ing the door, a specialty unequal leaf 
hinge will ensure the construction 
schedule sees minimal disruption.

Short Leaf
In a different kind of situation, a short 
leaf specialty hinge could provide a 
helpful and cost-saving solution if the 
hinge backset is incorrect between the 
door and frame. The hinge backset is 
the distance between the edge of the 
hinge and the face of the un-notched 
door. For a standard 1-3/4-inch door, 
the typical hinge backset is a quarter 
of an inch. This means that if a manu-
facturer has machined the backset of 
the door prep to 3/8-inch, for example, 
the door is going to protrude too close 
to the frame stop and create what is 
known as hinge bind. 

Installing a short leaf specialty hinge 
will line the door up exactly where it 
is supposed to be, as it will move the 
door 1/8-inch further away from the 
stop. Additionally, the reverse move-
ment is accomplished by applying the 
short leaf specialty hinge to the frame 
which would move the door 1/8-inch 
closer to the stop.

Drop Leaf
A drop leaf specialty hinge is a good 
solution when both the door and the 
door frame have the same hinge size 
but the door needs to be lowered. 
There are instances where the door’s 
height will reach the top of the frame, 
and to avoid any door and frame con-
flict, the door needs to be lowered by 
1/8 of an inch. It can be costly to re-or-
der the frame or the door so that the 
hinge cutouts are placed at the appro-
priate locations. Thus, by installing a 
drop leaf specialty hinge, the door can 
be lowered by the required distance to 
easily clear the top of the frame. 
This situation is one that is not always 
caused by a miscommunication or an 
oversight. Often, after a building has 
been constructed and in use for more 
than 15 years, there can be a notice-
able amount of settling. This settling 
can prohibit doors closing properly in 
the frames they were set in years ago. 
Instead of reinstalling doors or frames, 
it can be a wise economic choice to 
simply replace the hinges with a 

specialty drop leaf hinge to lower the 
door by 1/8 inch.  

Storefront Hinges
Finally, storefront hinges are typical-
ly either steel or stainless, standard 
weight, ball bearing, 4.5 x 4 with 
5/32-inch radius corners. Depending 
on the storefront manufacturer, these 
will either have the industry standard 
1/16-inch swage, or the non-standard, 
zero swage (or clearance). If zero 
clearance or swage is called for, use 
of the 1/16-inch swage will cause the 
door to hit on the lock side. A second 
type, but not often used, is the slip-in 
hinge, where the hinge leaves slip into 
the pockets in the door and frame. 
Standard swage on this type of hinge 
is 5/16 inch, and the standard sizes are 
typically 4.5 x 4 or 4.5 x 3¼ inch. 
Knowledge of the various types of 
specialty hinges available has great 
benefits regarding both cost of mate-
rials and time management. If there 
are specific challenges associated with 
properly installing doors and door 
frames that are not immediately com-
patible with one another, for various 
reasons, specialty hinges can be a 
perfect solution. 

BRIAN CLARKE, AHC, CDT, CSI, is Director 
of Architectural Specifications and Technical 
Support for Hager Companies. He can be 
reached at bclarke@hagerco.com.

Unequal Leaf Short Leaf Drop Leaf
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Why it takes collaboration and 
a willingness to understand our 
industry to drive innovation By Adam Midles

High Octane

DESIGN MEETS
High Octane

SAFETY

Photo courtesy of Contact Industries

NASCAR Hall of Fame  
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Our challenge? We had to find a way to make  
Steamed European Beech structurally stable,  
fire-resistant and uniform to the other interior 
millwork, retaining the look of a strong and 
sophisticated building.

In my position, I see a wide range of building designs, and 
not just in the variety of blueprints; I see the unique styles 
that come across from the designers themselves. Their 
styles can range from looking for the lowest costs possible 
to limiting their expectations only to the grandeur of their 
imagination. This wide range is great for architecture but 
can make it a challenge for us, the door and hardware com-
munity, to find predictable, repeat business. However, with 
the right collaboration, it’s possible for manufacturers and 
installers to accommodate even the most elaborate projects 
without breaking the bank.    
Contact Industries takes pride in our ability to wrap sub-
strates made of any material and constructed in any shape 
to serve a myriad of purposes. With every project we try 
to achieve a delicate balance of meeting building code, 
creating a uniform aesthetic, and using practical, affordable 
materials. We have to think this way because, in our busi-
ness, our role is often to answer the call of the project, not 
shape the project. This also means we can’t rely on boxed 
solutions and standardized products, so we have to search 
for answers in gray areas. It’s what makes this business 
so challenging yet so satisfying when we find a unique 
solution. 
One marquee project illustrates how complex and detailed 
things can get with door frames in today’s modern build-
ing designs—the NASCAR Hall of Fame. 
The Hall of Fame, in Charlotte, N.C., was constructed in 
2010 to pay homage to the history of America’s most pop-
ular racing sport. The interior included banquet rooms, a 
restaurant, open space for artifacts, interactive exhibits, and 
a 278-person state-of-the-art theater, all of which totaled 
150,000 square feet. The museum expected to receive thou-
sands of visitors every month, so for its 19 doorways, the 
building code called for 45-minute fire-rated door systems. 
However, the architects also took great pride in construct-
ing an exhibit that delivered a sleek and modern aesthetic. 

Our challenge? We had to find a way to make Steamed 
European Beech structurally stable, fire-resistant and uni-
form to the other interior millwork, retaining the look of a 
strong and sophisticated building. 
For many, this is when problems begin to arise, because 
while a strong market awareness exists for door panels, this 
is less so for door frames, which are all too often an after-
thought of the project. Our solution was to look in-house, 
where after decades of experience and product innovation, 
we found the ideal solution. 
We teamed with Florida-based Walker Brothers Millwork 
to install our patented door frame system—a design 
that incorporates intumescent material into the frame’s 
structure as a method of guarding against fire and high 
temperatures. Vulcanus, as our frame system is branded, 
is made not only to meet fire codes but fit just about any 
interior or exterior installation through an adjustable metal 
clip attachment system on the frame. This allows for rough 
opening variations simplifying installation for single- or 
double-rabbet openings, as well as communicator frames. 
Once we manufactured the appropriate molds, we then 
used our sophisticated veneer press to wrap the desired 
hardwood onto the door frame to match the doors.
The result was a happy customer and a cost-efficient instal-
lation. While an ideal outcome, it doesn’t minimize the chal-
lenge that existed from the beginning with this project. The 
specifications were settled in the RFQ, which can be tough 
on businesses in our position because it essentially means 
we have little room to negotiate better ideas than what is 
laid out in the specs, leaving us in a “bottleneck” of sorts. 
But we chose to look at these restrictions as an opportunity 
to innovate. For projects like the NASCAR Hall of Fame, 
these restrictions inspired a creative outcome where we 
were able to showcase our flexibility to make a project look 
great and perform well. Projects like this show the impor-
tance of knowing some vital prerequisites to any project: 
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• With codes becoming commonplace, ensuring your 
customer base will meet requirements is just as im-
portant as communicating the aesthetic. For veneer 
(or laminate) wrapped door frames like what we pro-
vided to the NASCAR Hall of Fame, it’s important to 
work closely with the manufacturer of the frames and 
make sure there is an open dialogue of exactly what 
the end user needs and desires.

That last point is especially important when negotiating 
new ideas for the project. The only time an architect or 
builder needs to compromise is if substantial consultation 
with the manufacturer has already taken place. There is a 
tremendous amount of innovation happening with door 
frames due to advancements in adhesive technology, so 
if by some chance you’re able to inspire a change in the 
specs—which can and does happen—be sure to have 
extensive conversations with the manufacturer about what 
potential performance substrates may be available before 
conversing with the architect/builder.
Also keep in mind that understanding all of the variables 
that create total cost are very important: job site finishing 
is extremely tedious, skilled labor is increasingly harder 
to find, and working with a frame manufacturer that can 
deliver a ready-to-install product will allow us all to service 
our customers with exactly what they are looking for while 
staying within their budget.
The primary concern of every architect is to deliver a 
building that achieves their client’s vision. However, we 
can’t expect those in the design community to stay privy 
to every new product innovation, and it’s imperative that 
all of us in the door and hardware community stay up-to-
date on what is available on the market, to not only support 
each other, but also raise the perceived and tangible value 
of our business. 
As long as we strive to understand the issues of building 
designers, and stay apprised of the wide array of solutions 
available in our marketplace, we can all continue to inno-
vate and support each other on the way to more opportuni-
ties for bigger business and more creative work. 

ADAM MIDLES is the Vice President of Sales and 
Marketing at Contact Industries. He previously held 
positions at Timber Products Company and 
Olympic Panel Products. During the last decade 
spent in the wood products industry, he has seen a 
dramatic change in the landscape of the building 
materials sector due to influences such as evolving 
building code, environmental regulations, global 
market development, and a more challenging 

natural resource. He can be reached at amidles@contactind.com.

There is a tremendous 
amount of innovation 
happening with 
door frames due to 
advancements in adhesive 
technology, so if by 
some chance you’re able 
to inspire a change in 
the specs—which can 
and does happen—be 
sure to have extensive 
conversations with the 
manufacturer about what 
potential performance 
substrates may be 
available before conversing 
with the architect/builder.

• Make sure you understand the needs and require-
ments of your customer.

• Fit, form, and function are very important to un-
derstand. Achieving certification at the front end of 
market development is critical to ensure the products 
provided will allow your customers to meet code. 

• Understand the benefits and limitations of each 
substrate so that you can communicate those to the 
end customer. This is especially important if you offer 
softwood, hardwood, fire-rated MDF, and fire-rated 
metal frames.
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Trust the door hardware products from SARGENT 
that help protect and maintain a high level of 

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

products in strength and durability.

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

of speed and availability.  We ship your orders the 
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By Scott T. Wesley Like most of you, I sell doorknobs for a living. We are not normally 
well versed in management of what is essentially a “market pull” 
manufacturing process. Most of us have a long history with our 
hollow metal or wood door shops. We have familiarity with effective 
flow of stock or special order material into and out of our metal shop. 
Your understanding and management of the process to get correct 
door jamb parts into your shop to be assembled into a new single 
finished frame assembly is a valuable skill that you already possess. 
Leverage those skills that you already have in place to start a lean Pre-
Hardware installation (PI) assembly process. 
I am often asked about improvements in efficiency, return on invest-
ment (ROI), and other manufacturing-related questions about our PI 

A Second Look at  

PRE-INSTALLED 
HARDWARE

An undressed door at the beginning of the 
line, using mechanical lifting assists.
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process. These are questions your CPA 
or banker might ask of you. When we 
started doing PI, we didn’t bring in an 
accounting firm or focus group con-
tractors, commission a study or any of 
those due diligence items that the local 
business school would expect us to do. 
No, we went with our gut. 

How We Started
As a test, we set up a pair of saw hors-
es in our shop and had at it. I grabbed 
a couple of my field installers, and we 
installed a panic device, door closer, 
and a kick plate while I observed. It 
took longer than normal for our field 
installers because they were not used 
to installing things on a horizontal 
plane rather than standing up verti-
cally. Though they initially balked at 
the idea, I could immediately see the 
bigger picture. Less time in the field 
and more time in the shop would yield 
greater productivity. My gut told me 
that this was the way we needed to go. 
There are too many distractions in the 
field that make things cumbersome. In 
your shop, you can refine your pro-
cess; you can make it lean. Everything 
we do is intended to take time and 
effort out of the assembly process. 
We cut down on footsteps by running 
a parallel roller conveyor line to our 
rolling PI work tables. Doors roll down 
the production line from one roller 
table to the next while the hardware 
tub rolls down the parallel roller 
conveyor with it. This line carries the 
plastic tubs in which we place all the 
hardware for the specific door being 

dressed. Hopefully, by the end of 
the line, there are no hardware items 
left in the tubs. There should only be 
loose items like a wall stop, screws or 
weather strip. 
Each door leaf moving down the 
line has a printed hardware set from 
the opening schedule to confirm the 
product being installed. These are our 
“Kanban” style visual cues that we 
currently use to make sure we get the 
opening right the first time.  
As you would find on an assembly 
line, our process will have more than 
one person attaching a different hard-
ware item to the door. One installer 
does not follow the door down the line 
but stays on one table to attach, for 
example, the hinges and the flat goods 
before moving it down the line for 
the next installer to attach the closer, 
and finally, a table where the lock is 
attached. This allows for each of those 
installers to become an expert and 
efficient in the install of the various 
closers or locks that he will see the rest 
of the way as the entire project moves 
through the line. 
Your least senior installer would be 
at the hinge or flat goods table; your 
most senior installer should get the 
most difficult item. 

For Us, PI is Not a Gimmick
So from that first attempt at PI, we 
have now grown to PI being an in-
tegral part of the way we go to mar-
ket. For us it is not a gimmick. Our 
top customers prefer receiving their 
projects with the hardware already at-
tached. It works on so many levels for 
them, too. We become a much more 
important partner for them. We are 
not just a material supplier who ships 
them cardboard boxes of “stuff” that, 
in many cases, they are not qualified 
to install correctly. 
In the age of the internet, Amazon and 
BIM, I fear that anyone will ultimately 
be able to download a material list and 
beat you on a quote of “stuff.” We are 
not striving to be the low-cost provid-
er. We do not want to fight based on 
price alone. Delivering fully dressed 
doors helps you become more valuable 
than just your delivery truck that pulls 
up on their project with boxes of ma-
terials. PI diffuses so many problems 
for the general contractor. You become 
a solution rather than a problem for 
them.
As our organization became sold on 
making PI integral to our mission, it 
allowed us to grow from those saw 
horses into where we are today. From 
the beginning of our line to the pallet 

Parallel lines; hardware 
rolls in tubs on the left 

as the doors move up the 
line on the right.

Photos courtesy of Schiller Architectural Hardware
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at the end of the line, there is no need 
for human lifting. Everything requir-
ing a lift or a spin or a move to another 
area can be accomplished by the push 
of a button or a roll from table to table. 
I cannot tell you how many people we 
churned through as our door count 
climbed but our use of technology did 
not. New hires quit at lunch on their 
first day, “this is not for me.” You will 
wear out your installers if they must 
do all the lifting of fully dressed-out 
doors. 
We recently completed a PI of 500 
doors in five days. You could imagine 
how tired your staff would be at the 
end of those days if they had to do all 
the lifting themselves. We have had 
mechanical lifting in our PI shop for 
over a year now. Our guys go home 
with a smile on their face rather than 
with heating pads on their backs. 
It took several years before we 
committed to the nearly six-figure 

financial commitment to automate our 
production line. I wish I could tell you 
that once again we did a time study 
and a financial analysis of the cost 
benefits associated with a manual line 
versus a fully automated line. Again, 
I sell doorknobs. It was much less 
scientific than that. In fact, we initially 
believed that incorporating mechani-
cal means to lift and flip doors might 
slow us down a bit. That happily has 
not been the case. 
My son, on summer break from the 
University of Kentucky, was working 
in our Lexington, Ky., PI operation. 
He’s a strong kid who is very ath-
letic. After the first week on the job, 
he returned home to Louisville for 
the weekend. His first words to me 
were, “Dad, you’re killing these guys…
and my back is killing me right now. I 
hate it.” Out of the mouths of babes! 
The equipment purchase order was 
placed the next week.

Having our people less physical-
ly stressed certainly cuts down on 
injuries and mental mistakes. A tired 
installer is one who opens you up to 
installation errors. The nagging men-
tal errors such as reading the template 
incorrectly are minimized. It’s very 
hard to measure the errors that don’t 
happen due to an installer’s fatigue. 
We can state that our turnover in that 
department has waned. I can say that 
we have fewer recordable injuries, and 
fewer dinged-up doors attributable to 
a human lifting “oops.” We do appear 
to be making fewer silly errors, but 
that could be a function of the abili-
ty to hang on to installers, and with 
greater experience they just do less 
dumb stuff.
We normally use four inside and six 
outside field installers, who hang the 
dressed out doors on projects. We can 
throw everyone in the shop at a proj-
ect by reallocating our human resourc-
es from inside to outside. So obviously, 
I am a big fan of automation. We could 
operate the PI shop with just one in-
staller remaining inside, because there 
is no need to have lifting assistance 
from beginning to end. We handle the 
same volume of doors with three or 
four on our line today that took six to 
accomplish without the mechanical 
assistance in place. 

Space Commitment
Another big issue to consider as you 
venture into PI is the space commit-
ment you will have to make. You be-
come the contractor’s hardware room. 
You will exponentially grow the space 
required for the skids of doors for a 
PI project. You will have to purchase 
and store styrene foam spacer blocks, 
which we prefer—3" x 4" and 5" x 
6"—or devise some other palletizing 
method.  
You will need to figure out the best 
way to move them around your ware-
house, in your truck, and around the 
job site. Much thought must go into 

A fully dressed door makes its 
way to an awaiting skid, with 
assistance from mechanical lifter.
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the logistics of getting the doors and hardware into your 
facility and out to the door opening. It is complicated, but 
it does help you figure out just how much grief you have 
caused your customers over the years.  
Your project managers and those who add detail to your 
hardware schedules are critical and must do a solid job 
getting that correct level of detail to your PI shop. If you 
don’t have the correct degree of opening on a door closer or 
the correct mounting application, you will have messed up 
an expensive door. It is not good enough to simply attach 
every hardware item to the door if you place the hinges on 
upside down, the kick plate on the wrong side or set the 
wrong degree of opening on the closer. Your shop foreman 
should be very detail oriented. If you do not have a special 
person to organize, then you may want to rethink how 
aggressively you venture into the PI process. 

Video Marketing
I hope by now that I have convinced you to spend a lot of 
money on warehouse space and automation. Allow me to 
suggest a less costly sales tool that we found to be effec-
tive to promote PI—the creation of a sales video or sales 
literature to help put to the words into pictures. In doing re-
search for this article, I visited as many distributor websites 
as I could find to see how many of you are actively offering 
the service and how you promote it. Frankly, there are not 
as many of you bragging about it as I had expected. Maybe 
some do not wish to make it public for competitive reasons 
in your area.
I stumbled across an animated sales video created by 
one of our Canadian neighbors to the north. They use it 
to explain why they offer PI as an option. It is very well 
done and frankly, I wish I’d thought of something like that 
myself. I’m not sure if they would want me to name them 
directly here, but with Google, you can certainly find them 
if you look hard enough. The point is that this is a great 
way to explain to the contractor and the architect the value 
of the service you can provide them with PI. It opens the 
conversation for you. The animated sales videos like one 
you would embed in your website could likely run as little 
as $2,500. 
Our sales video was produced by a local advertising agen-
cy. It was professionally done, and we use it in conjunction 
with ‘lunch and learn’ events held at the contractor’s office. 
We spent nearly $12,000 of our advertising budget to create 
the video; an unusually high advertising expense for us, 
but the first time we presented it to a general contractor, 
we walked out the door with a nursing home project. The 
video paid for itself several times over.  
Our website (schillerhardware.com/about/) includes a link 
to part one of our three-part sales video. We produced it 

many years ago, back when we had to lift doors manually. 
Though it needs updating, it still works today as a valuable 
sales tool. 
You cannot expect the contractor without previous expe-
rience receiving your pre-installed pricing to understand 
what you are providing him. He has a carpentry price; very 
difficult to compare when you are doing much more for 
him than carpentry service. The carpenter bid and your bid 
offer the same outcome, a door that swings in the opening. 
You need to show him that your way offers him so much 
more at the end of the project. Your way is greener. Your 
way cuts down on errors. There are many intangibles that 
add value. Take the opportunity to explain how and why 
that it is. Put those dollars in your pocket. 
For those who are experiencing the boom in the use of elec-
trified hardware, PI of electrified locks, panic devices, and 
all the rest are made easier by bench testing or commission-
ing them in-house. Our normal installers are carpenters and 
not electricians. Having an in-house access control depart-
ment helps smooth out the install and knowing that when 
the lock leaves your shop, the wires and lock all work.
These items will take more time and effort to install, so we 
have another area equipped with power supplies and the 
tools needed to deal with electrified hardware. It’s also a 
fantastic training ground for estimators or project manag-
ers to get a firsthand view of what it takes to install elec-
tro-mechanical product. It is good for them to appreciate 
options such as quick connect cables that may cost you a 
bit more on the product cost side, but the labor savings on 
the install can be significant. That extends to the correct 
screws and several other issues where saving a buck on the 
product cost side while costing your installers two bucks in 
labor on the other end.
It was an honor for this doorknob salesman to write in the 
January 2015 Doors + Hardware about our challenges asso-
ciated with pre-installation of hardware.  Based on emails 
and phone calls that I received, there were quite a few of 
you who share this journey. Most were new to preinstall 
(PI) or were just curious if PI could work in their markets. 
So as not to retrace too much old ground with this latest 
article, I encourage you to dust off your January 2015 issue. 
There may be something in it that I did not touch on here. 

SCOTT T. WESLEY is Executive Vice President of Schiller Architectural 
Hardware. He can be reached at scott.wesley@schillerhardware.com.
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By Emily Schutte and Matt Zimmerman

Installing Ripon College’s

NEW SECURITY 
MANAGEMENT SYSTEM
LaForce programmed, installed, integrated, and tested a new 
campus security management system for Ripon College and 
now provides ongoing support for the school’s security needs.
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Violence at American schools is a growing concern, and 
campus leaders must take a proactive approach to manag-
ing physical and electronic security systems. Even his-
torically safe higher education institutions such as Ripon 
College in Ripon, Wisc., need to pay attention to their 
physical and electronic security processes. 
Founded in 1851, Ripon College is a private, non-profit 
liberal arts school with approximately 1,000 undergrad-
uate students and very few reported criminal incidents. 
Still, administrators desired the ability to quickly respond 
to threats and lockdown campus buildings in drastic 
circumstances. 
When LaForce joined the project in late 2014, Ripon’s access 
control software was outdated and unsupported. Campus 
administration did not have an adequate lockdown proce-
dure, and simple updates to the ID card system could take 
a day or two to execute. 
To add to the challenge, ten out of the 26 campus buildings 
are listed on the National Register of Historic Places, so 
new door hardware needed to complement historic aesthet-
ics. In addition, installation professionals needed to work 
around old building designs that did not easily allow for 
cable installation. Finally, replacement doors had to match 
building colors and style and integrate seamlessly with the 
new security system. 
Ripon’s staff recognized the shortfalls of the security sys-
tem and needed a security partner with an in-depth knowl-
edge of door openings that could integrate several software 
systems, install in challenging conditions while working 
around class schedules, test vital security processes, and 
provide ongoing support for the new system. 

Designing, Installing and Testing a Complete 
Security Solution
During the spring of 2015, LaForce’s Matt Zimmerman, a 
Ripon College alumnus, worked closely with Vanderbilt 
Industries to design an electronic security system that 
would meet Ripon College’s specifications. The Vanderbilt 
Industries Security Management System (SMS) is fully inte-
grated with the college’s student management software and 
allows students to use their ID cards for door access, dining, 
vending, and laundry services. This user-friendly platform 

allows college staff to efficiently restrict access, monitor 
alarms, manage visitors and lock the campus down in crit-
ical situations. The access control system allows “grouped” 
solutions, so different levels of access can be granted to vari-
ous students and staff. The new “one card” solution automat-
ically synchronizes every few minutes, a vast improvement 
over the manual 24-48 hour updates of the past. 
Throughout installation during the summer and fall of 
2016, LaForce coordinated with Housing and Student 
Services to minimize disruption. Though classes were not 
in session initially, installers needed to accommodate cam-
pus events and early move-ins by Resident Assistants and 
student athletes. Jesse Dorsch, LaForce Security Integration 
Field Technician, coordinated the access control installation 
in 24 of the 26 campus buildings. He approached the histor-
ical buildings carefully, since extensive surface wiring was 
not possible. By the time most of the students returned to 
campus for the fall semester, the dormitories were electron-
ically secured, and the college IT staff was fully trained.
Still, cutting edge electronic security technology does little 
good when the physical openings are not sufficient. Clay 
Hoerauf of LaForce Contract Sales coordinated the retrofit 
doors for Ripon, replacing 22 openings with problematic 
closing or latching abilities. LaForce supplied eight alumi-
num doors, five Special-Lite doors, five fiberglass (FRP) doors, 
and four hollow metal doors. The Special-Lite doors maintain 
the historic look of the oldest campus buildings, which date 
back to the Civil War era, including Ripon’s Carnegie Library. 
LaForce also matched a special color request—“Ripon Red”—
on the main entrance door to Smith Hall.
During a campus hiatus in early 2016, LaForce personnel 
and campus staff conducted a meticulous test of the lock-
down procedure. They tested for responsiveness and veri-
fied that every door reacted appropriately to the emergency 
notification. Moving forward, Ripon College conducts this 
test every several months. 

Johnson power board
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Ongoing Support
In addition to testing, LaForce pro-
vides ongoing system support for 
Ripon College. Card readers and other 
security features can be easily added 
to new or remodeled buildings, thanks 
to the flexibility of the SMS and acces-
sibility of LaForce staff. LaForce can 
also provide remote software updates 
and troubleshooting as needed. 
Gary Rodman, Director of Enterprise 
Applications at Ripon College, is very 
satisfied with the school’s new secu-
rity management system. “The team 
from LaForce provided exceptional 
service when installing and config-
uring our access control hardware 
and software,” he said. “They met 
an aggressive project timeframe, and 
were able to work fairly unobtrusively 
around our students and staff during 
the project. The access control system 
works reliably, and we have good 
granular control over who can enter 
our campus buildings.”

Conclusion
Security is a growing concern for 
everyone in the higher education 
sector. To address safety concerns, an 
effective electronic security system is 
imperative. LaForce is an integrator 

with extensive experience on projects 
of varying levels of size and complex-
ity, and partners with institutions na-
tionwide to provide superior solutions. 
The company has a strong, long-term 
relationship with Ripon College, and 
LaForce’s partnership with Vanderbilt 
Industries was key to the success of 
the college’s new “one card” electronic 
security solution.  

EMILY SCHUTTE is 
Public Relations and 
Events Coordinator at 
LaForce. She can be 
reached at eschutte@
laforceinc.com. 

MATT ZIMMERMAN is 
Security Integration 
Project Manager at 
LaForce. 

Other contributors were Jesse Dorsch, Security 
Integration Field Technician, and Clay Hoerauf, 
Contract Sales, both at LaForce; and Gary 
Rodman, Director of Enterprise Applications at 
Ripon College.

Smith Hall

Main entrance to Smith Hall

Doors to Todd Wehr Hall

Photos courtesy of LaForce, Inc.
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Achievements

Congratulations on  
Receiving Your DHIA Certificate!
Congratulations to the following individuals who have completed the requirements 
to receive the Door + Hardware Industry Associate (DHIA) certificate:

We are proud to congratulate the first door + hardware industry associates to earn this 
certificate in our industry! We hope you display it proudly.

By passing these courses, you will have built a solid foundation on which to plan your 
future in this industry; whether by gaining a broader understanding of our industry’s 
products, or by continuing your technical education, and hopefully achieving DHI cre-
dentials and certifications as a door security + safety professional. 

Please make note that the DHIA is a certificate of completion only, and is not to be 
used as a credential after your name. It is considered the first step for an individual to 
pursue a career in our industry.

List accurate as of Jan. 6, 2017
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The Door + Hardware Industry Associate (DHIA) 
certi�cate, the �rst step of DHI’s new credential 
and certi�cation program update announced 
earlier this year, is now available.
 
The DHIA recognizes individuals who have achieved a basic 
technical understanding of product and code applications. To obtain 
the DHIA, recipients only need to complete two online, self-paced 
classes and pass the exams:

   • COR101—Fundamentals of Architectural Doors and Hardware
   • COR102—Introduction to Codes and Standards

For more information visit www.dhi.org or contact education@dhi.org.

New DHIA Certif  icate 
Now Available

Your Name Here!

List accurate as of Jan. 6, 2017
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Best Practices, Troubleshooting  
and Servicing Tips for  
Door Hardware Installation

Installing door hardware doesn’t have 
to be hard; it can be simple if the manu-
facturer’s installation instruction sheets 
are followed. Instruction sheets come 
standard in the original packaging and 
are usually discarded after installation. 
When that happens, the step-by-step 
instruction process is lost.
In my book, Installing Door Hardware 
Simplified, the graphics and illustrations 
are enhanced to show specific steps 
and detailed explanations of each step 
necessary to install all the necessary 
components of each piece of door hard-
ware. This article focuses on important 
best practices, troubleshooting tech-
niques, and servicing tips.
This article has not been written to 
replace the original lock, exit device or 

door closer installation instructions, or 
information as to how to install or main-
tain their products; rather it has been 
written to provide a guide to the critical 
steps necessary to install and maintain 
this type of commercial door hardware.
The best practices to follow when 
installing any product is to follow the 
manufacturer’s step-by-step installation 
instructions and to always use the man-
ufacturer’s original fasteners to avoid 
conflicts with labeling authorities.
All too often door hardware malfunc-
tions as the result of improper instal-
lation, giving the manufacturer an 
opportunity to void the warranty.
For the lock, exit device, door closer 
and most other latching type of door 

hardware to function as intended, all 
of the components within an opening 
have to be properly installed and in 
good working order: Other compo-
nents include the frame, door, and their 
alignment; frequency or daily number 
of cycles; and of course, the environ-
ment which they must endure.
If one of the other related opening 
components fails or is compromised, 
the locking device will be most likely 
affected and blamed.
Troubleshooting the opening is as 
important as troubleshooting the door 
hardware—a simple process of con-
firming if the door frame has been 
installed true and plumb; if it isn’t, the 
door and the hardware will most likely 
malfunction.

By Lee Garver, DAHC, FDHI, CAI

@ iStock | mokee81 
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INSTALLING, SERVICING AND TROUBLESHOOTING HEAVY DUTY 
COMMERCIAL MORTISE LOCKS

Knowing the function of the lock being installed is critical, 
as various trim accessories and components will be used, 
and will have to be known to ensure that the door is pre-
pared properly.  
Confirming the proper hand of the lock and how to change 
it in the field according to the manufacturer’s instruction is 
critical during the installation process. Knowing how the 
trim is connected and the spindle(s) engages the locks hubs 
will help to eliminate binding and prevent malfunctions.  
Mortise type cylinders or cylinder housings will have 
threads that allow them to be thread into the lock’s case. 
Caution should be taken to ensure that the cam is either 
from the original lock manufacturer or one that has been 
engineered especially for the specific lock. Cylinder rings 
and rosettes are furnished to ensure the cylinder is thread-
ed in the locks case properly, so the cam can properly 
function as intended.
Although some marketing material may communicate 
a maintenance-free product, there will always be times 
where problems will occur and need correcting.  
Here are some of the most common troubleshooting tips 
with proven solutions for mortise locks:
Caution! Over tightened fasteners during installation 
can cause trim binding, reduced latchbolt projection, and 
levers not returning to horizontal or sagging.

Troubleshooting Mortise Locks
Here a few common problematic conditions affecting mor-
tise locks with simple correcting solutions:
Problem: Latchbolt does not engage into the strike.

 Confirm door and frame alignment
Problem: Spindle breakage (for through spindles).

 Ensure a ½ turn gap between the inside and outside 
spindle assembly.

Problem: Binding
 Are the trim handles operating freely and smoothly?

Problem: Cylinder not operating smoothly.
 First, verify if the key is cut properly.
 Second, verify if the cam is correct.
 Third, ensure that the cylinder is positioned and 

threaded-in properly.

Servicing and preventative maintenance tips
• Confirm that trim screws for mortise locks are not 

overtightened.
• Keep levers operating freely and smoothly.
• Check for a full extension of the latchbolt.
• Keep the cylinder operating smoothly.

CYLINDER RINGS AND ROSETTES ARE FURNISHED TO ENSURE  
THE CYLINDER IS THREADED IN THE LOCKS CASE PROPERLY,  

SO THE CAM CAN PROPERLY FUNCTION AS INTENDED.

COMMON COMPONENTS

Illustrations courtesy of Lee Garver
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INSTALLING, SERVICING AND TROUBLESHOOTING HEAVY DUTY 
COMMERCIAL CYLINDRICAL LOCKS

A cylindrical lock is perceived to be easy to install, basical-
ly because of the bore of the door (a 2-1/8-inch hole bored 
through the face of the door) vs. a mortise cavity, which is 
required by a mortise lock. Another feature of this type of 
lock is the ease of connecting the inside trim assembly to 
the outside assembly, and the ease of changing the hand of 
the lock. Each type of lock will most likely have mounting 
plates to provide stability to the locks case once installed on 
the door. 
One crucial step during the installation is the proper en-
gagement between the lock body assembly and the latch-
bolt. Follow the manufacturer’s installation instructions 
carefully to ensure a correct engagement.

Another step that will need attention during the installa-
tion process is when there is a cylinder required. Different 
from the mortise lock, a cylindrical lock cylinder is encased 
within the lever or knob and is sometimes referred to as a 
component type cylinder or key-in lever/knob.
The cylinder will have a tailpiece, and depending on sever-
al factors such as trim type (knob vs. lever), manufacturer, 
and even function, that will determine the type of tailpiece 
furnished. The tailpiece interconnects with the chassis to 
provide the locking function; that engagement needs to 
be per the manufacturer’s instructions. Depending on the 
function, that tailpiece may rotate a certain way.

Troubleshooting Cylindrical Locks
Problem: Latchbolt doesn’t retract or extend properly.

 Check for proper engagement between the lock body 
assembly and the latchbolt.

Problem: Latchbolt does not engage into the strike.
 If not, check door and frame alignment and confirm 

that it is square and plumb.
Problem: Cylinder not operating smoothly.

 First, verify if the key is cut properly or if it’s the cor-
rect one.

 Verify that the tailpiece is properly engaged and func-
tions as intended.

COMMON COMPONENTS
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© 2017 Hager Companies • www.hagerco.com

One Family.  One Brand.  One Vision.
TM

Get Programmed
Secure your building with Hager’s new 34K Series battery-

powered cylindrical locks available in a keypad only or 

keypad plus prox, granting access via an HID card. These 

ADA-compliant pushbutton keypad locks can store up to 

500 total access codes which are keypad programmable. 

With additional software, the programming can be 

transferred to the locks via PC or at the door via laptop. 

To learn more, visit www.hagerco.com.

Servicing 
To extend the life and serviceability of a commercial 
cylindrical lock, it’s recommended to adopt preventative 
maintenance measures. Lubricate only as directed by the 
manufacturer and use only original manufacturer's fasten-
ers, making sure that they are not overtightened.

Preventative maintenance tips
• Ensure a full extension of the latchbolt.
• Ensure that the cylinder is operating smoothly.
• Ensure levers return to the horizontal position.

INSTALLING, SERVICING AND 
TROUBLESHOOTING SURFACE-
MOUNTED EXIT DEVICES
Depending on the type of exit device, there are a few com-
mon components such as the rail, mounting plates, end-cap, 
locking mechanism, strike plate and covers. Devices could 
have one locking point or multi-locking points. Having 
an understanding of the various types is a must before 
installation begins. The function of the device typically will 
be determined by the outside trim being used, and it too is 
important to know before installation.
All doors receiving exit devices are generally indicated as 
reverse swinging doors RHR (right hand reverse) or LHR 
(left hand reverse) as the cross bar or push rail is located on 
the inside of the door, and the outside operating trim is on 
the outside or the security side of the door.
With exit devices, it’s imperative that the installation 
of the device be checked and verified to ensure that it 
was carried out in accordance with the manufacturer’s 
recommendations.
Knowing the difference between a panic hardware device 
and a fire exit hardware device is critical! Any field modi-
fication to a fire exit hardware device will void the label. 
Improper installation will affect the serviceability of any 
exit device!
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Fasteners
Always use the manufacturer’s original fasteners to avoid 
conflicts with labeling authorities.
Here are some of the most common troubleshooting tips for 
troubleshooting exit devices:

Rim Exit Device  

Troubleshooting
Problem: Device is not latching.

 Check for full extension of the latchbolt.
 Check for a complete retraction of the latchbolt when 

the rail is fully depressed.
 Ensure that the door frame is square, and plumb.
 Confirm that the rail or cross-bar is level.
 Verify that the latchbolt and strike are aligned.

Servicing and preventative maintenance tips
• Keep fasteners tight
• Use only original manufacturer’s fasteners
• Lubricate only as directed by the manufacturer
• Keep hinge screws tight
• Make sure the door closer is adjusted properly

Surface-Mounted Vertical Rod Exit Device

There are applications for pairs of doors where the bottom 
rod is omitted; this will void the rating for the opening 
unless the door manufacturer has tested the device for this 
particular application.  

Troubleshooting
Problem: Device is not latching.

 Check for full extension of the latchbolts
 Check for a complete retraction of the latchbolts when 

the rail is fully depressed.
 Ensure that the door frame is square, and plumb.
 Confirm that the rail or cross-bar is level.
 Verify that the latchbolt and strike are aligned.

Servicing and preventative maintenance tips
 Keep fasteners tight
 Use only original manufacturer’s fasteners
 Lubricate only as directed by the manufacturer
 Keep hinge screws tight
 Make sure the door closer is adjusted properly

Cylinder Types for Exit Device Trims  

Troubleshooting: Key-in Lever Outside Trim
Problem: Cylinder not operating smoothly.

 First, verify if the key is cut properly or if it’s the cor-
rect one.

 Verify if tailpiece is correct and aligned as intended.
Problem: Lever handle is not operating smoothly. 

 Verify proper alignment with the exit devices chassis.
 Is the door in a bind?
 Is the device level?
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Troubleshooting: Escutcheon Lever Handle Trim
Problem: Cylinder not operating smoothly.

 First, verify if the key is cut properly or if it’s the cor-
rect one.

 Verify type of cylinder: rim or mortise.
 Is the tailpiece or cam the correct one?

Problem: Lever handle is not operating smoothly. 
 Is it handed properly?
 Verify proper alignment with the exit devices chassis.
 Is the door in a bind?
 Is the device level?

Troubleshooting: Other Outside Trim Types
 Similar troubleshooting tips apply to all other trim 

types.
 Proper alignment of components
 Door binding
 Levelness of the device

Surface Mounted Heavy Duty Door Closer
A door closer’s performance and effectiveness will be de-
termined at installation. It’s important to know the model 
of closer used and what options are included before instal-
lation and before servicing begins.
Most common types of door closers consist of four com-
ponents: housing (body), spring, hydraulic fluid and arm 
mechanism. There will be additional accessories required 
to meet various applications conditions.
Do not attempt to disassemble the closer!
It will be essential to understand the available valves and 
their location before installation, and especially while 
maintaining and servicing it. 
 The closer’s performance and effectiveness will be deter-
mined at installation.  

Troubleshooting
Check the following if the door closer is not operating 
properly.

 Is the frame square and plumb?
 Are antifriction or ball bearing hinges being used?
 Do not attempt to disassemble door closers!  
 Not set to the correct size!
 Improper valve adjustment!
 Valves are not to be removed!
 Were the installation instructions followed?
 Going out of adjustment!

Going Out of Adjustment – How Can that Happen?
One day it’s closing and latching, and the next day it’s not? 
It could be due to the variances with the stack-air pressure 
within the building. Temperature changes associated with 
outside weather conditions will have an effect inside of 
the building and the door’s ability to close against it will 
be drastically affected.  Continually adjusting the closer’s 
power and operating speeds may be necessary to ensure 
closing and latching, especially on fire-rated openings. 

Preventative Maintenance
To extend the life and serviceability of a surface-mounted 
door closer, periodic tightening of all fasteners is recom-
mended, including arm screws, arm bracket screws, closer 
fasteners and closer bracket screws. Make sure that all 
fasteners are the manufacturer's original screws and that 
all holes have fasteners in them! 

LEE A. GARVER, DAHC, FDHI, CAI, is a 
Distinguished Architectural Hardware Consultant 
with 40-plus years of service to DHI and related 
trades. He is the author of two books, Door 
Hardware Simplified and Installing Door Hardware 
Simplified. Lee currently holds the Certified ALOA 
Instructor recognition and continues to be an 
active contributor to DHI’s Educational 
Committee’s initiatives and staff. He can be 

reached at his website, www.doorhardwaresimplified.com.  

Copyright © 2016 Lee A. Garver 
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A INTELLIGENT LOCAL DOOR ALARM BY DELTREXUSA
Our iLDA allows integrators to use single or multiple door alarms for a variety of 
applications remotely. An adjustable, constant or pulsing alarm with program-
mable delays for access and reset via blue-tooth or with manual bypass ibutton. 
Lighted display reader shows status and delay countdown with copy and logos 
optional.
 www.deltrexusa.com

B DIGITAL INTERCONNECT LOCK 
TownSteel is pleased to announce the new patented Digital Interconnect Lock. 
Easy installation and easy programming. For more information, please call 
1-877-858-0888.
www.townsteel.com

C   PREMIUM PRODUCT MIX
Security Lock Distributors is pleased to announce the addition of BEST Access 
Systems, Precision Hardware and Stanley Door Closers to our premium product 
mix. Our core stocking principles have been applied to these brands as we 
maintain all finishes, functions, designs, lengths, voltages and electronic 
options in stock and in depth. 
www.seclock.com

D INTRODUCING: SELECT ACCESSIBLE THROUGH-WIRE 
HINGE
 Electrified doors are notorious for failing. When they do, they’re difficult to 
repair. Until now. In five minutes, you can remove the cover plate on SELECT’s 
breakthrough Accessible Through-Wire (ATW) concealed geared continuous 
hinge and fix the problem. But because of their robust design, SELECT’s ATWs 
will rarely need repairing. Call 1-800-423-1174. 
www.select-hinges.com

E 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

Product Showcase

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

J 34K
Hager Companies' new 34K battery-powered lock 
offers an ADA-compliant pushbutton keypad with 
mechanical key override. The 34K is available in a 
keypad-only version or keypad plus prox granting 
access via an HID card. It is a perfect choice for 
retrofit applications where hardwiring is not 
practical.
www.hagerco.com

F PROTECTION NOW COMES IN FRAMES
Just like Acrovyn Doors, the new Acrovyn Frame System was designed with high-traffic ar-
eas in mind. Featuring durable PVC-free Acrovyn material, this system withstands the daily 
impact and wear facilities dish out, eliminating the need for constant painting and repair. 
Now door frames no longer have to be facility eyesores.
www.c-sgroup.com/doors

G 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

H SDC UNIVERSAL STANDALONE DOOR KIT
SDC’s Universal Standalone Door Kit combines the UniFLEX™ 55 Series Universal Application 
electric strike and 923 Indoor/Outdoor Standalone Narrow Keypad. The kit is designed for 
12/24 VDC installation in hollow metal frames for keypad programmable access control of 
cylindrical & mortise locksets and mortise exit devices. 
http://sdcsecurity.com/UniFLEX-55-Series-Universal-Application-Strike.htm 
http://sdcsecurity.com/EntryCheck-923-Narrow-series-Digital-Keypads.htm

I  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 and click “Shop Online” today.

F
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J
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CREATING LONG-LASTING 
RELATIONSHIPS THROUGH 
SOCIAL MEDIA

It’s been five years since I last 
wrote an article about social media 
for DHI. Over those years my 
involvement in the use of differ-
ent social media platforms has 
changed greatly, and many more 
DHI readers have jumped onto 
those platforms. 
Back in 2011, it was the hunt to 
find out which DHI members were 
actually on social media, and even 
then, only a small portion used it 
on a daily basis. Jumping to today, 
it is more of a hunt to see who is 
not using Facebook, LinkedIn, 
Instagram, or Twitter. Over the 
past five years, I have worked as 
a Marketing Manager, Assistant 
Manager of Sales, National 

Account Manager, and now an End 
User Consultant. In each of those 
roles, I was part of teams using 
social media in different ways to 
meet an ultimate goal—create last-
ing relationships. I’d like to review 
now some of the ways social media 
affected my teams.
At my start in the industry, our 
team was in charge of projecting 
our brand to the market.  Whether 
it was targeting end users, ar-
chitects, spec writers, security 
consultants, or integrators; it was 
our duty to make sure the brand 
was clear and consistent. At 
times it felt very repetitive trying 
to have a continuous stream of 
content. There was a struggle in 

the beginning—how do you make 
door hardware cool? The answer 
ended up being the people. Door 
nerds are pretty cool people and 
ultimately part of a larger fami-
ly. All of us in the industry were 
working together to complete 
a puzzle with our own brand’s 
unique offerings. It was making 
sure our brand reached those who 
fit into our section of the puzzle. 
At first we thought making those 
online relationships as a company 
was different than making those 
connections as a person. In the 
end, it turned out to be the same. 
Customers and partners grew to 
have an attachment to our iden-
tity, and that was what made our 

Commentary

By Grant Heppes
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social media successful. Messages 
to our team voicing enjoyment from 
our feeds would enter our inbox on a 
monthly basis. We took that feedback 
and kept implementing those ideas to 
create successful campaigns.
My next jump was to the sales team as 
the Assistant Manager of Sales, and at 
that time we were creating a team of 
independent sales reps to help grow 
our presence throughout the coun-
try.  We started focusing on creating 
marketing material to support this 
new salesforce and used social media 
as a way to target end users for our 
salesforce. This was a period where we 
used Facebook’s advertising features 
to target specific demographics. The 
results ended up surprising us; we at-
tracted more partners than end users. 
During this time, we saw a big growth 
of activity on our Facebook page, and 
it truly helped us to become a leader 
within new emerging markets. This 
led us to new partners and distribu-
tors in each of those markets. We be-
gan to realize we weren’t working on 
social media to directly speak to end 
users, but to attract those who already 
have the relationships with end users.  
We were able to be easily identified 
as the high-security locking experts 
who were able to solve specific door 
hardware issues within special mar-
kets. It allowed us to piggyback on the 
Facebook pages and be acknowledged 
as a group to be working with. 

By early 2016, my role changed once 
again, and I became the National 
Account Manager for one of our more 
mature product lines. We had to focus 
on increasing awareness with our 
partnered salesforce. While traveling 
with outside sales representatives 
throughout the country, we quickly 
began to learn (although my industry 
veteran superiors already knew this) 
that we were doing more than teach-
ing others how to sell this specific 
product. Our real job was building 
trust and friendships throughout the 
industry with these partners. We had 
to find a way to work with those who 
were in different time zones and didn’t 
talk to on a daily or even monthly 
basis. It was all about keeping those 
bonds made from traveling just a day 
or two in their state. This is where 
social media came into play.
For the first time, LinkedIn became a 
major focus. It wasn’t always appropri-
ate to become Facebook or Instagram 
friends right away with these business 
partners because both those platforms 
always leaned toward connections 
that were more than acquaintances. 
At that time, LinkedIn made its way 
to the home screen of my phone. You 
can add anyone on LinkedIn—even 
after just one meeting—and then be 
able to follow their career path. We 
were able to identify better with those 
whom we met, see who else they have 
also worked with in the industry, and 
begin making a social media relation-
ship with them. 
As time went on, we began to work 
with certain individuals more. 
Eventually, the time was right to 
become Facebook or Instagram friends 
and move beyond the business only 
LinkedIn relationship. This was the 
moment where it hit us—our job 
wasn’t to increase sales but to break 
down the barrier of acquaintances and 
become actual friends. 
Friends create opportunities for other 
friends, and this is vital in our busi-
ness. Social media creates the ability 
to develop friendships with those in 
other parts of the country without 
doing anything but seeing what has 

happened in their life since the last 
time we spoke.
Making another change in employ-
ment, I had one of those moments that 
social media platforms always talk 
about actually happen. A colleague I 
had casually worked with and who 
became LinkedIn friends with had 
also made a similar change. Both of us 
were tasked with covering our back 
yards instead of the entire country 
and working for a new organization. 
One day a message came into my 
inbox, “I am in a new role, and I think 
we can help each other.” This was a 
perfect example of how a LinkedIn 
friend request from years before cut 
out the formality and resulted in in-
stant action. The focus of the first few 
days of hire was reviewing other con-
nections in this territory; interactions 
from years before sparked a few phone 
calls to old acquaintances.  Over and 
over unnecessary formalities could 
be skipped, and we could jump into 
action. It felt great. 
Ultimately, social media is an extreme-
ly powerful tool in many different 
ways and should not be ignored. 
Even the smallest items like making 
a new connection or a happy birth-
day to colleagues can go a long way 
without even realizing a connection is 
occurring. 
If you haven’t joined us Millennials on 
social media, today is the time to start. 
Break down those barriers and turn 
colleagues into lifelong friends. Post, 
share, like, and comment on those sta-
tuses from that distributor you met one 
time at a trade show. Endorse those 
on LinkedIn when they do a good job; 
they will appreciate it and you will 
start to build your brand when they 
endorse you back.  See you online! 

GRANT HEPPES is an 
End User Consultant  
in New York City for 
STANLEY Security.  
He can be reached at 
Grant.Heppes@sbdinc.
com or on LinkedIn at 
www.linkedin.com/in/
grantheppes. 
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May 29–June 2: DHI Technical School
Holiday Inn Airport | Montreal, PQ

October 23–28: DHI Technical School
Embassy Suites | Scottsdale, AZ

November 6–10: DHI Technical School
Sheraton Cavalier Hotel | Calgary, AB

 Your place or mine for classes?
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   • In combination with COR101, this course helps you to achieve your DHIA certificate.

*CE1401: Codes and Standards Update  
   • Walks you through the changes in the NFPA 80 (2013) and NFPA 101 (2012)
       that apply to our industry as compared to prior versions.

*CE1501: 2015 IBC Code Update for Swinging Door Openings
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CE1603: Basic Master Keying
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CONVENIENT: 2 to 4-Hour Classes | AFFORDABLE | VALUABLE: CEP Points Awarded

Sign Up Today and Take Advantage of These Great Opportunities!
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By John Woestman

Ad hoc door barricades introduce unintended risks that far outweigh 
their intended benefit. New codes will require that classroom locks 

must be able to be unlocked from outside the room.

A variety of specialized locks are designed for traditional 
use in schools on classroom doors. The classroom lock’s 
function type is unique in that the lock can only be locked 
or unlocked from outside the classroom by using a key 
(usually held by the teacher, administrators and custodi-
ans). Since this type of lock must be locked from outside 
the room, it is intended to make it difficult for mischievous 
students to lock the teacher—or other authority figures—
out of the classroom from the inside.
Following the tragic events of Columbine High School in 
1999, the classroom intruder lock was designed to allow 
a teacher to lock the classroom door with a key from the 
outside or the inside of a classroom. As this type of lock 
allows the teacher to use a key from inside the classroom to 

lock the outside lever (with the door closed), it can prevent 
unauthorized ingress through the classroom door—a 
functionality which can be important in the event of an 
emergency.
As the number of shootings has increased over the past two 
decades, some schools have decided to use entrance locks 
for classroom doors. Entrance locks allow any occupant—
not just the teacher—to lock the door from inside the class-
room using a button or thumb turn. Like the classroom 
intruder lock, these locks can be unlocked from the outside 
using a key or credential. 
Since entrance locks allow any person within the classroom 
to lock the door at any time, however, there is a greater 
risk of them being misused—by a troublesome student, 

WHEN SIMPLE IS SAFER: 
THE DANGERS OF DOOR 

BARRICADES IN SCHOOLS 

© iStock | Ben Harding 
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perhaps—to potentially lock out au-
thorized personnel.
Needless to say, parents, teachers 
and school personnel have struggled 
to figure out the best way to protect 
students and staff in the event of an 
active shooter. In some cases, these 
parties feel that classroom intrud-
er locks and entrance locks aren’t 
adequate when it comes to keeping 
their students safe. As a result, ad hoc 
devices such as door barricade devices 
have emerged over the last few years. 
These ad hoc devices are typically 
designed to be deployed on classroom 
doors (in addition to the existing lock-
ing hardware) in the event of a lock-
down or active shooter situation. 
Door barricade devices are current-
ly being made available to—and 
installed by—some school districts 
despite the fact that they may vio-
late building codes, fire codes, life 
safety codes and accessibility laws. 
Consequently, building code and fire 
code officials across the country are 
being challenged with the task of 
determining an appropriate compro-
mise between life safety and security 
when it comes to schools.

The Controversy
Commercial locksets, like classroom, 
intruder, and entrance locks, are 
designed to meet building, fire and 
life safety code requirements for free 
egress, which means they always al-
low occupants to exit a room without 
impediment. These commercial lock-
sets also meet accessibility require-
ments set forth by the Americans 
with Disabilities Act (ADA). These 
types of locksets have been proven 
to effectively secure classrooms 
against active shooters; in fact, testi-
mony presented to the Sandy Hook 
Advisory Commission—a 16-mem-
ber panel of experts established as a 
result of the 2012 mass shooting at 
Sandy Hook Elementary in Newton, 
Conn.,—indicated that an active 
shooter has never breached a locked 
classroom door.
Building codes, fire codes, life safety 
codes and the ADA ensure safe egress 
and easy access for all by requiring 

door hardware in public and commer-
cial buildings to have single-operation 
release for easy egress. This means that 
locks must not require any keys, tools, 
special knowledge or effort to unlock. 
Door hardware also must not require 
tight grasping, pinching or twisting of 
the wrist.
Door barricade devices and other 
gadgets often violate these codes and 
regulations, life safety codes and the 
ADA because they tend to require 
multiple steps and/or “special knowl-
edge” for operation, delaying egress. 
These inconsistencies may compro-
mise fire safety and have the poten-
tial to create an environment where 
disabled employees and students are 
discriminated against because of their 
inability to operate the barricade de-
vice. Yet, some argue that, since door 
barricades are only intended to be 
used in a shooter situation, the ability 
to secure the door takes precedence 
over building code, fire code and life 
safety code requirements.

Types of Ad Hoc Devices
Some door barricade devices attach 
to the door just above floor, using 
the strength of the floor to withstand 
extreme force in an attempted entry. 
Other barricade devices are bar-
shaped and are fastened in one of two 
ways: against the bottom of the door 
using the door frames, or against the 
middle of the door using the door 
handle and door frame. Another type 
of barricade device—known as a 
“sleeve”—is a triangle-shaped, met-
al wedge that fits around the door's 
closer arm, preventing the arms of the 
closer from spreading and thereby 
securing the door from the inside.
While these devices may seem to pro-
vide better security by preventing or 
delaying ingress to classrooms, door 
barricade devices facilitate unautho-
rized use in rooms where they are 
readily available. If a door barricade 
device is used by someone intending 
to harm others, these devices can 
especially be hazardous to life safety. 
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Many ad hoc door barricade devices are difficult for autho-
rized personnel outside of the room to remove or disen-
gage, and may require significant physical force to breach 
the door. When installed, door barricade devices can also 
make it harder for people to leave a room in life-threaten-
ing situations; should there be a fire or an intruder already 
in the classroom, for example. 
Furthermore, these devices are also more difficult for 
smaller children, the elderly or those with disabilities to 
operate than conventional locksets. So, while ad hoc door 
barricade devices may help people feel safer by allowing 
them to barricade themselves inside a classroom during 
an emergency, most of these devices introduce unintended 
risks that far outweigh their intended benefit.

Recommendations
When it comes to school security—and security in gener-
al—it is always recommended to use locking systems that 
comply with building codes, fire codes, life safety codes and 
accessibility laws. Classroom locking hardware certified by 
the Builders Hardware Manufacturers Association (BHMA) 
offers safe and reliable solutions, as they comply with all 
codes and follow the requirements set forth by the ADA.
In addition to typical mechanical classroom and intruder 
locks, electric locking designs are available and are also 
recommended, since they can be controlled from a distance 
by teachers, administrators or other authorized personnel 
to secure classrooms in the event of a lockdown. As previ-
ously mentioned, another possible alternative is the en-
trance lock, though this function is not highly recommend-
ed for classroom applications since they are much easier for 
unauthorized persons to misuse.
Building codes do not specify which of these hardware 
options should be used within schools; instead, it is up to 
local decision makers to decide on a case-by-case basis. 
Why? Because the kind of lock function desired can vary 
by school type (elementary school, middle school,  high 
school or college) and room type (classroom, office, library, 
etc.), in addition to other considerations. 

Next Steps
To help address these life safety issues, BHMA is working 
with other stakeholders to provide information about the 
risks of some ad hoc door barricade devices and to review 
and revise building codes, fire codes and life safety codes. 

In fact, language has already been approved to be added to 
the 2018 International Building Code (IBC), as follows:
1010.1.4.4 – Locking arrangements in educational occu-
pancies. In Group E and Group B educational occupancies, 
egress doors from classrooms, offices and other occupied 
rooms shall be permitted to be provided with locking 
arrangements designed to keep intruders from entering the 
room where all of the following conditions are met:

• The door shall be capable of being unlocked from 
outside the room with a key or other approved means.

• The door shall be openable from within the room in 
accordance with Section 1010.1.9.

• Modifications shall not be made to listed panic hard-
ware, fire door hardware or door closers.

1010.1.4.4.1 – Remote operation of locks. Remote oper-
ation of locks complying with Section 1010.1.4.4 shall be 
permitted.
This language will apply to all K-12, college and university 
classrooms, as well as offices and other occupied rooms. 
The codes will now clearly state that, if these types of 
rooms are lockable, they must be able to be unlocked from 
outside the room, and must comply with all the existing 
requirements of the IBC.
Similar language will also receive final approval this year 
for the 2018 International Fire Code (IFC):
1031.2.2 Locking arrangements in educational occupan-
cies. In Group E occupancies, Group B educational occu-
pancies and Group I-4 child day care occupancies, egress 
doors from classrooms, offices and other occupied rooms 
shall be permitted to be provided with locking arrange-
ments designed to keep intruders from entering the room 
where all of the following conditions are met:

• The door shall be capable of being unlocked from 
outside the room with a key or other approved means.

• The door shall be openable from within the room in 
accordance with Section 1010.1.9.

• Modifications shall not be made to existing listed 
panic hardware, fire door hardware or door closers.

• Modifications to fire door assemblies shall be in accor-
dance with NFPA 80.

Additionally, new language for NFPA 101: Life Safety Code® 
is expected to be approved by the end of summer 2017. 

This article was published with permission of Locksmith Ledger.

JOHN WOESTMAN is Director of Codes and 
Government Affairs for the Builders Hardware 
Manufacturers Association. For more information, 
visit www.buildershardware.com. 

When it comes to school security— 
and security in general—it is always 
recommended to use locking systems that 
comply with building codes, fire codes, life 
safety codes and accessibility laws.
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DEMAND FOR FOUNDATION 
EDUCATION CONTINUES TO GROW

Continuing Foundation 
Awareness and Education 
Resources
• Fire door inspection awareness 

training sessions for AHJs, building 
engineers and maintenance 
personnel 

• Inspection Guides: Guide to Annual 
Inspections of Swinging Fire Doors 
and Field Reference Digest for 
Inspecting Swinging Fire Doors

For more information on any 
of the above resources, go to 
doorsecuritysafety.org. If you would 
like to learn more about bringing the 
Foundation’s education and training to 
your customer’s facility or staff, contact 
Paul Baillargeon at pbaillargeon@
doorsecuritysafety.org.

Demand for the Door Security & 
Safety Foundation’s (DSSF) education 
continues to grow, as does its partner-
ship with the National Fire Protection 
Association (NFPA).
Following a one-day course on fire 
door inspection regulations held Dec. 
2 at NFPA headquarters in Quincy, 
Mass., DSSF and NFPA have re-
ceived so many additional requests 
for the course that they have sched-
uled six more dates this year, says 
Paul Baillargeon, AHC, FDAI, Vice 
President, Technical Consultant for the 
Foundation.
The new course is aimed at facility 
managers to ensure that their facility’s 
fire doors are in compliance with the 
new Centers for Medicaid & Medicare 
Services (CMS) mandates. “The class 
had a great mixture of professionals 
involved in life safety and fire en-
forcement,” Baillargeon said. “The 
attendees were very pleased with the 
delivery of the training and many 
suggested a two-day class with videos 
to compliment the lessons and inspec-
tion processes reviewed. The use of 
the half-size door assembly samples 
was very useful, and we will develop 
additional samples for future training 
sessions.”  
Baillargeon said the increased activity 
is an offshoot of CMS’s adoption of 
the 2012 edition of NFPA 101 – The 
Life Safety Code®, requiring health 
care facility operators to conduct year-
ly inspections of fire door assemblies.
“The momentum is building, and I 
think there will continue to be an in-
creased demand for the Foundation’s 
services from the healthcare com-
munity, particularly facility manag-
ers who are already familiar with 
NFPA but are just learning what the 
Foundation offers,” Baillargeon said.
NFPA will produce a joint educa-
tion session with the Foundation at 
DHI conNextions 2017 May 10-12 
in Phoenix, and the Foundation 

continues to work with NFPA to devel-
op new training modules. Most recent-
ly, DSSF created an NFPA 80 Standard 
for Fire Doors and Other Opening 
Protectives online module which will 
be incorporated into NFPA’s new 
self-paced online training program for 
facility managers. 
Baillargeon will also present an educa-
tion session at the NFPA conference in 
June on NFPA 80 fire door inspection 
and maintenance training. 
The Foundation has received re-
quests from several DHI distributors 
to provide the Facility Maintenance 
Personnel full-day training session on 
NFPA 80’s revised care, maintenance 
and inspection requirements. These 
education sessions are scheduled for 
February and March.
Baillargeon says the Foundation 
will continue to participate in 
Barrier Management Symposiums 
(BMS) produced jointly by The Joint 
Commission, UL, American Society 
for Healthcare Engineering and the 
Firestop Contractors International 
Association, and DSSF’s portion of 
the BMS on NFPA 80 will be video-
taped and offered to ASHE members 
nationally. 

Paul Baillargeon, AHC, FDAI, Vice President, Technical Consultant for the Door 
Security & Safety Foundation, teaches a fire door inspection regulations class 
with NFPA staff.
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Sargent, David C., AHC
Shiers, Richard G.
Spargo, John F.
Sylvester, David M., PSP

AFFILIATED ORGANIZATIONS 
($5,000)
Steel Door Institute

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

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

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
Karpen Steel Custom Doors & Frames
Rocky Mountain Metals
Steward Steel, Inc., Door Division
TOAD, LLC
Total Door Systems
Western Integrated Materials

DISTRIBUTOR (up to $500)
3SECorp
Allegheny Millwork-Commercial Door Division
Deutscher & Daughter, Inc.
EHC Group, Inc.
Norwood Hardware and Supply Company

SALES AGENCIES (up to $250)
K.B.O. Sales
Leon Specialty, Inc.
New England Building Components

INDIVIDUAL (<$100)
Callahan, Stacey M.
Charette, Brian J., AHC
Cusick, William R.
Cusick-Rindone, Kendall L., CSI, CCPR
Dial, Randy S.
Hilkert, Albert A.
Kalar, Rob, AHC
Lineberger, Mark E., AHC/EHC, FDAI, FDHI
Molina, Chuck J., CCD
Pekoc, �omas A., AHC, CDT, CSI
Pratt, Edward
Saltmarsh, David, FDAI
Seigfreid, Jean
Weaver, Rodney W., AHC, FDAI, CAI, CFDI
Windfeldt, John M.
Wood, Ronald E., AHC



Video and Public Relations Campaign Stress Importance 
of Securing Classrooms without Compromising Life Safety

Opening the Door to School Safety

In December, the Door Security & Safety Foundation created a short educational video as the centerpiece of our new 
public relations campaign, Opening the Door to School Safety, designed to highlight the dangers of door barricade devices in 
schools and to provide assistance in better understanding secure and safe classroom door openings.
We asked you to watch the video and share it on your website and social media, and email it to your school customers, 
family and friends, and you have responded. Stats as of Jan. 9, 2017:

WATCH, SHARE, GIVE 
Please watch the video, share it on your website, social media, email signature, and email messages to your 
school customers, family and friends. Use our hashtag #LockDontBlock. Share the resources and messages on our 
website, including the fact sheet, white paper and stats. Contact us if you’d like to help. Your financial support 
helps to spread this message and supports our other important programs.  doorsecuritysafety.org/advocacy

    

    

67THOUSAND
NUMBER OF IMPRESSIONS FROM TWEETS 
POINTING TO DSSF VIDEO/ADVOCACY PAGE, 
TWEETED BY OVER A DOZEN GROUPS.

3.5THOUSAND
NUMBER OF IMPRESSIONS GENERATED BY DSSF'S TWITTER 
POSTS ABOUT THE VIDEO/ADVOCACY PAGE.

31.6% IS THE INCREASE IN DSSF'S TWITTER 
FOLLOWING SINCE THE CAMPAIGN LAUNCHED. 

3.7 
THOUSAND THE 
VIDEO IS NEARING  
3,700 VIEWS AND GROWING. 

THE VIDEO’S RETENTION RATE IS 
WELL ABOVE AVERAGE …  

OVER  

50%
RESULTING IN OVER 

20 THOUSAND  
POST ENGAGEMENTS.

MORE THAN

140
THOUSAND 

THE NUMBER OF PEOPLE 
CONTENT ON THE 

FACEBOOK PAGE HAS 
REACHED—

OUR FACEBOOK ADS HAVE REACHED OVER 

50 THOUSAND  
SCHOOL ADMINISTRATORS.

192.5
THOUSAND THE 
NUMBER OF TIMES THE 
MOBILE ADS HAVE 
BEEN PRESENTED 
(IMPRESSIONS) 
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WATCH our video
SHARE the video
GIVE to the Foundation

HELP US TELL
SCHOOLS

& PARENTS!

Several temporary door locking devices, or barricade 
devices, have been made available with the intention of 
providing protection for students while in the classroom.

Unfortunately, these products fall short of the code 
requirements and often lead to unintended consequences. 
There are already solutions in place in most schools and 
experts who can help you confirm if your school is safe 
and secure. 

To watch the video and view 
additional resources, visit the 

Door Security & Safety Foundation at 
www.doorsecuritysafety.org/advocacy.

Twitter:
@DSSFoundation

Facebook:
Door Security & Safety Foundation

YouTube:
Door Security & Safety Foundation

DOOR SECURITY + SAFETY 
PROFESSIONALS KNOW 
THIS ALL TOO WELL!

OPENING THE DOOR
TO SCHOOL SAFETY

SAFETY ISN’T JUST ABOUT CLOSING THE DOOR.
IT’S ALSO ABOUT OPENING THE DOOR.



Requirements for  
Door-Related Signage
There are several codes and standards which affect 
signage related to door openings. Some of the most 
common requirements are addressed in this article, 
but the codes and standards include additional 
requirements which are not covered here.

Fire Door Assemblies
When attaching signs to fire door assemblies, there 
are several requirements to keep in mind.  These are 
found in Chapter 4 of NFPA 80 – Standard for Fire Doors 
and Other Opening Protectives. Unless the published 
listings for the fire door manufacturer allow some-
thing beyond what is mandated by NFPA 80—or the 

listings impose stricter limitations—signage on fire 
door assemblies must comply with the requirements 
described here.
The total area of all signs attached to a fire door 
assembly must not exceed five percent of the area of the 
face of the fire door to which they are attached.
Adhesive must be used to attach signage to a fire door; 
screws and nails are not permitted unless allowed by 
the door manufacturer’s listings. This ensures that 
the door will remain in the condition in which it was 
tested, without damage to the door or voiding of the 
label.
When signs are installed on fire doors, they must not 
impair or interfere with the proper operation of the 
fire door.
Prior to the 2016 edition of NFPA 80, signs were not 
allowed to be installed on glazing in a fire door vision 
light, sidelight, or transom. The 2016 edition addresses 
two different types of glazing—fire protection-rated 
and fire resistance-rated.  The 2016 edition specifies 
that signs must not be attached to fire protection-rated 
glazing, which is the glazing most commonly found 
in fire door assemblies.  This indicates that it is accept-
able to attach signs to fire resistance-rated glazing, 
but the glazing manufacturer should be consulted for 
confirmation of what their listings will allow.
One situation where fire resistance-rated glazing may 
be needed because of signage requirements is when 
the fire door is equipped with a delayed egress lock.  
NFPA 101 – The Life Safety Code® requires delayed 
egress signage to be mounted on the door leaf adjacent 

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

* It’s hard to tell whether all of the visual character requirements are met by this 
signage, but the obvious issue is that the distance from the floor to the baseline of 
the lowest line of text is not a minimum of 40 inches as required by the accessibility 
standards.  Mounting the sign above the hardware as required by the IBC, would 
have resulted in the signage being mounted on the glass.  Since the opening shown 
in the photo is a fire door assembly, the glass would have to be fire-resistance-rated 
glazing in order for the signage to be mounted on the glass. 

What’s wrong with the 
signage on this pair with a 
delayed egress lock?*

Photo courtesy of Lori Greene
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Requirements for  
Door-Related Signage
By Lori Greene, DAHC/CDC, FDAI, FDHI, CCPR

to the release device on the egress 
side of the door.  But the International 
Building Code (IBC) specifies that the 
signage must be located on the door 
and within 12 inches of the egress 
hardware.  With proper planning, the 
vision lights could be located so there 
is sufficient space to mount the sign 
above the hardware, but if the sign 
must be mounted on the glazing, the 
glazing is required to be fire resis-
tance-rated which is evaluated for 
temperature rise on the unexposed 
surface.

Delayed Egress Locks
In addition to the required text for 
delayed egress signage (for most appli-
cations, “Push until alarm sounds.  
Door can be opened in 15 seconds.”), 
NFPA 101 describes the letters and 
background that must be used on the 
sign. The sign must be readily visible 
and durable, and the letters must be 
at least one-inch high with a stroke 
width of at least 1/8 inch. The colors 
of the letters and the sign are not 
mandated by NFPA 101, but the back-
ground color must contrast with the 
letters.
Prior to the 2015 edition of the IBC, 
only the mounting location and 
required text were specified for 
delayed egress signage, but a change 
was made which clarifies the sig-
nage requirements.  The sign must 
comply with the visual character 
requirements of ICC A117.1 – Standard 
for Accessible and Usable Buildings and 
Facilities.  These requirements apply to 
other signage required by the IBC and 
ICC A117.1, and are found in Section 
703 of both A117.1 and the 2010 ADA 
Standards for Accessible Design.

Visual Character Requirements
The accessibility standards include 
requirements for visual signs, tactile 
signs that include both raised letters 
and braille, pictograms, and variable 
message signs. Most signs addressing 
egress path information require visual 
information only. If a sign includes 
visual characters that also serve as 
raised characters, the most stringent 

of these two sets of requirements must 
be met.  When signs are only required 
to have visual information (like sig-
nage for delayed egress locks), charac-
ters must meet the following criteria:
Case: Characters may be upper case, 
lower case, or a combination of the 
two, but must not be italic, oblique, 
script, highly decorative, or otherwise 
non-conventional.
Character Height: The uppercase letter 
“I” is used to measure the character 
height, and must have the minimum 
height shown in the table included in 
the standards. This table takes into 
account the mounting height of the 
letters above the floor and the hori-
zontal viewing distance— the distance 
between the character and an obstruc-
tion preventing a building occupant 
from further approaching the sign. 
Signage on a door would typically fall 
into the 40-inch to 70-inch AFF range. 
For this mounting location, the min-
imum character height is 5/8-inch if 
the horizontal viewing distance is less 
than six feet. Most door signage would 
have a horizontal viewing distance of 
less than six feet because there would 
not typically be an obstruction between 
the building occupant and the door. For 
a horizontal viewing distance of more 
than six feet, the minimum character 
height is 5/8-inch plus 1/8-inch per foot 
of viewing distance over six feet.
Character Width: The uppercase letter 
“O” is used to measure the character 
width, and must be 55 percent min-
imum and 110 percent maximum of 
the height of the uppercase “I”.
Stroke Width: The uppercase letter 
“I” is used to measure the stroke 
width, and the stroke width must be 
10 percent minimum and 30 percent 
maximum of the height of the upper-
case “I”.
Character Spacing: Spacing is mea-
sured between the two closest points 
of adjacent characters, and must be 
10 percent minimum and 35 percent 
maximum of the character height.
Line Spacing: From the baseline of 
one line of characters to the baseline 

of the next, the distance must be 135 
percent minimum and 170 percent 
maximum of the character height (the 
accessibility standards include an 
exception related to assembly seating). 
Text is most legible when line spacing 
is equal, but if a sign contains unre-
lated information, the line spacing 
may be larger between the two pieces 
of information.
Height above Floor: The baseline of 
the lowest line of visual characters 
must be a minimum of 40 inches 
above the floor of the viewing posi-
tion—the location a person would 
stand to view the sign. The table 
addressing character height includes 
several mounting height ranges, so the 
location and the character height must 
be coordinated properly.
Finish and Contrast: Signage, 
including the characters and the 
background, must have a non-glare 
finish; typically matte or eggshell, and 
consideration must be given to light 
sources and ambient light to prevent 
glare. Characters must contrast with 
the background; light characters on a 
dark background are usually consid-
ered easier to read, but dark characters 
on a light background are also accept-
able. A contrast of at least 70 percent is 
recommended.
Refer to the applicable accessibility 
standard and the building code for 
additional requirements pertaining 
to signage. Requirements for signage 
on automatic doors is addressed in 
ANSI/BHMA A156.10 – Power Operated 
Pedestrian Doors and ANSI/BHMA 
A156.19 – Power Assist and Low Energy 
Power Operated Doors. For more informa-
tion, the Authority Having Jurisdiction 
(AHJ) should be consulted.  

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

Real Openings

We’ll take a month off from violations and spend this month as observers of society, human nature and 
the need for instruction. The photos will tell the story.

 4 STRIKES YOU ARE OUT
Sometimes a little filler is needed to 
bring the strike plate out to engage 
the latch. Sometimes it is more than 
a little.

 WHICH WAY TO LOCK?
Tired of unlocked doors? Help everyone out with clear instructions… 
written on the door.

 WHICH WAY TO LOCK, PART 2?
Some people take great pride in how they present themselves. Here is 
signage written by someone who I assure you aced Arts & Crafts each year. 
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YOU WOULDN’T BELIEVE WHAT 
THEY ARE LOCKING NOW–PART 1
I’m not ashamed to say that I’ll pull out 
my camera in public spaces, but will do 
so carefully so as not to offend anyone 
or end up in an altercation.

I couldn’t let this one pass. There’s a 
first for everything. We’ve all seen the 
giant rolls protected by locked covers. 
This is the first time I saw a custom lock 
created to protect normal-sized rolls. 
Just wanted to make sure you all knew 
nothing gets by my eagle eyes.

 COMING AND GOING
Wind conditions can make it tough 
to operate the door. So signage 
lets the customers know the 
establishment is open and they 
shouldn’t let a rough door stop 
them from coming in. 
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The images shown here are 
not intended to reflect upon 
any specific manufacturer or 
products but are intended to 
help build awareness around 
the everyday code violations 
that occur in buildings over 
time, despite our members’ best 
efforts to provide solutions to 
secure the life safety and security 
of the building occupants.

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

 YOU WOULDN’T BELIEVE WHAT THEY ARE 
LOCKING NOW, PART 2
Yup, my hometown locks its garbage. And not only the top 
flaps, but the bottom doors as well.

 I GUESS A DOOR CLOSER WAS OUT OF THE 
QUESTION
There are well-known products which prevent slamming.  
A sign on the door is not one of them.
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We all know the issues with installing 
door hardware: Did they install it per 
manufacturer’s instructions? Were the 
correct fasteners used? Are the door 
and frame prepped correctly? Is the 
frame plumb and square? The list goes 
on, and most of these issues can be 
solved with a well-trained installer. 
What about the access control system?  
I know you’re saying, “I don’t install,” 
or, “It’s wireless.” I have news for 
you—nothing is completely wireless 
when it comes to a system.
It’s important as consultants, suppli-
ers, and sub-contractors that we un-
derstand a good and bad installation 
and the problems that can occur. If we 
ignore this detail and the system is 
installed poorly, you will spend count-
less hours proving it is the wiring and 
not your equipment that is causing the 
problem, and most likely there will be 
an issue.
As with all mechanical hardware, the 
proper application and installation on 
the door and frame is mandatory. Let’s 
assume you hired that well-trained 
installer. Now let’s look at how to 
avoid system installation problems. 
Use these steps to plan and supervise 
the installation:

Step 1: The Design Phase
 Verify that the system meets all 

operational descriptions and 
owner needs.

 Verify that the system meets 
all fire, life safety, and building 
codes (don’t assume the items 
specified meet this).

 Are the system drawings com-
plete? i.e., elevation, riser, and 
point-to-point drawings

 Has the correct wire been doc-
umented on the elevation and 
riser drawings? Here you want to 
verify the correct type, wire size, 
and number of conductors each 
item requires.

 Most manufacturers will sup-
ply their unique needs in their 
instructions, i.e., the number of 
conductors and if twisted pair 
or shielding is required. Data 
transmission will follow the cable 
need and distance of each differ-
ent type as designed, i.e., RS232, 
RS485, Cat5e, etc.

Step 2: The Pre-installation 
Meeting

 Request a meeting with all con-
tractors, end-user personnel and 
design members involved with 
the system to meet and review 
the system, its drawings, and all 
relative system requirements. 
Make sure each party under-
stands their responsibility in the 
successful installation process. 

 If you are not installing the sys-
tem yourself, be sure the installer 
understands your drawings and 
cabling needs. Do not assume he 
can read and understand them!

Step 3: The Job Site Inspections
 Do not assume others will follow 

your drawings and instructions 
as you requested; actually, as-
sume the opposite.

 Visit the site several times during 
the installation process to verify 
compliance with your drawings. 
Catching any issues early will 
reduce conflicts at the end of the 
project when it could be too late 
to correct.

Step 4: The Acceptance Phase
 If the first three phases were 

completed, this should go 
smoothly.

 During this phase the installer 
should have completed their 
work, and you should be check-
ing for neat and organized wire 
and cables. Everything should 
be terminated and tied off. There 
should be no loose or untermina-
ted conductors. All components 
(relays, etc.) should be perma-
nently mounted and not loose.

 A copy of the system drawings 
should be kept permanently on-
site. The point-to-point drawings 
of each panel should be provided 
within each panel. This step will 
make future service calls easier.

Needless to say, there are many steps 
to a good system design, but with some 
planning and supervision, whether you 
do the installation or not, it can reduce 
your problems at the end. 

DANIEL J. HEINZ, DAOC, FDHI, is President  
of Nelson Holland. He can be reached at 
dheinz@nelsonholland.com.

By Daniel J. Heinz, DAOC, FDHI

4 Steps to Proper Installation  
of ACCESS CONTROL SYSTEMS   
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Impact

classes will be jointly taught with 
DSSF and NFPA in 2017 to train 
facility personnel about NFPA 
101 and 80 requirements for annual 
fire door inspections.

OPENING THE DOOR TO 
SCHOOL SAFETY CAMPAIGN

20%  
of students in grades 

9–12 
reported being bullied  
on school property in

2011
CDC Violence Fact Sheethttps://nces.ed.gov/fastfacts/display.asp?id=49

9% 
OF SCHOOL TEACHERS
reported being threatened with 
injury by a student in their school 
during the 2011-12 school year

Although widely publicized, school shootings are very rare. 
Nonfatal victimizations such as bullying and physical attacks by students 
are much more likely to occur. Students ages 12–18 were victims of 
more than 1.37 million nonfatal victimizations at school, including 
615,600 thefts and 749,200 violent victimizations; 89,000 of 
which were serious violent victimizations. 
National Center for Education, 2012

The campaign launched in 2016 to spread the word 
about the unintended consequences of door barricade 
devices. This is why our campaign is important:

Use the hashtag #LockDontBlock

After a very successful 2016, the  Door Security & Safety Foundation   
is gearing up for even more awareness, education and advocacy in 2017!

DOOR  
SECURITY 
& SAFETY 
FOUNDATION 
2016 STATS

260 
MECHANICS  
TRAINED

1400
WEBINAR 
PARTICIPANTS 

3955
MAJOR CONFERENCE 
PARTICIPANTS

385
LUNCH & LEARN 
PARTICIPANTS

12
DIAMOND LEVEL 
CONTRIBUTORS
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DHI Education 38–39
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PartnerShip 2

Ad Index
February 2017 |   Installation/Troubleshooting

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:
June 2017: 
Doors & Green Trends
Deadline: April 10, 2017

MAY 2017: 
Schools
Deadline: March 10, 2017 

APRIL 2017: 
Hardware Trends/Technologies
Deadline: February 10, 2017 

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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SPREADING THE MESSAGE  
BEYOND OUR INDUSTRY
Ginny Powell

Many of us in the door and hardware 
industry have an affliction. Everywhere we 
travel, we look at doors and hardware. We 
check exit doors and take photos when 
the pathway is blocked. Oftentimes we 
send them into Mark Berger for the Real 
Openings column. When we see hardware 
incorrectly installed, we take photos. If we 
see code violations, we take photos. We 
make our family and friends wait while 
we stop and take “just a quick pic” that 
sometimes turns into a discussion on why 
the photo is being taken. How many of you 
have received the ‘eye roll’ from your kids or 
spouse when this happens?

Social media gives us a vehicle to share 
these photos beyond our family, friends 
and industry peers. Many people that 
walk through a door opening don’t give 
it a second thought. Posting a photo on a 
social media platform, with an explanation 
as to what the issue is, allows us to share 
and educate the general populace on door 
openings and their importance in life safety. 
It can also give the building owners and 
maintenance managers an opportunity to 
correct those issues. 

The LaForce, Inc. team does a great job 
at catching potential door and hardware 
issues and writing about them on their blog, 
which you can find at laforceinc.com. They 
then promote the blog post on their social 
media platforms. Here is an example from 
their Twitter feed (middle right). By using 
the hashtag in front of codes, design and 
maintenance their tweet will be included in 
any search with those specific words. 

Social media is the one of the most cost 
effective ways to reach a large audience. 
It can amplify any message. It can start a 
conversation. 

GINNY POWELL is 
Digital Marketing 
Specialist for Hager 
Companies. She can be 
reached at gipowell@
hagerco.com or @
GinnyPowell on Twitter. 

ANATOMY OF A SUCCESSFUL TWEET
Amanda Wilson

While my account shows that I follow over 
1,600 Twitter accounts, I do not have the 
time to keep up with that much activity. To 
focus on our industry, I created a Twitter list 
of 427 (and growing) door and hardware 
professionals. These professionals cover a 
range of users, including manufacturers, 
distributors, installers, etc. 

But even with that narrowing of focus, it is 
impossible to read every tweet. Most get 
scrolled by without more than a second 
glance. It takes something special and 
organic to catch my eye. 

Special-Lite’s video tweet from mid-
December (top right) definitely did that. The 
video shows the testing of security glass 
by an eager sledge hammer. In the short 
12-second clip, the glass gets pummeled 10 
times without failing.  

It’s catchy at first glance, and you keep 
watching to see if the glass eventually 
explodes. When it doesn’t, you are 
interested in finding out more about the 
products. 

Author of the post, Shelby Watkins, 
Marketing & Graphic Technician at 
Special-Lite, encourages that by including 
a mention of Covestro Group, (@
CovestroGroup) the manufacturer of the 
glazing. This helps to support their efforts 
while providing the opportunity for deeper 
engagement from the reader. 

Shelby also makes good use of hashtags. 
The addition of a “hashtag” (the pound 
symbol) placed in front of a word or phrase, 
makes that content easily searchable. 

In this case, the additions of #schoolsafety 
and #schoolsecurity make this video visible 
to anyone searching for content regarding 
those phrases. Think teachers, school 
administrators, and parents all seeing this 
video and saying, “we want that!” 

Thanks to Shelby and the Special-Lite 
team for representing our industry well on 
Twitter!

AMANDA WILSON is 
President, A.G Wilson 
Building Solutions, an 
independent manufac-
turers’ sales agency. She 
can be reached at 
amanda@wilsonbuild-
ingsolutions.com or @
AGWilsonBS on Twitter. 

LaForce Inc. @Laforce • Jan 3

#CYMI: Improve your door functionality  
with the useful information found in this blog!  
wp.me/p2lj25-Ok #codes #design 
#maintenance

Rigid overlapping 
astragal means this leaf 
must open before the 
other leaf can open

Coordinator is 
malfunctioning 
by keeping this 
leaf propped 
open

Social Enter/Action

Looking for a Place to 
Connect with Industry 
Professionals? LinkedIn is 
Your Platform

DHI sponsors two LinkedIn 
groups—DHI and DHI's Fire 
Door Assembly Inspection 
Group. Together the two groups 
have more than 8,000 members!

If you are already a member of 
LinkedIn, join the conversation. 
If you aren't, why not?

Grow your network.
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WELCOME TO SOCIAL ENTERACTION, a new column on how you can grow your business and your professional 
relationships by leveraging the power of social media. This column will alternate in this space with the Closing 
Thoughts column. We would love to hear from readers about your social media experiences, successes and tips. 
Email Managing Editor Denise Gable at dgable@dhi.org.
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INFORMED. IN STOCK. IN DEPTH.seclock.com  |  800-847-5625

DID  YOU 
KNOW?

Our field-tested technical 
sales team has the expertise 
to assist you in identifying the 
correct products you need to 
get the job done.

EXTENSIVE INVENTORY      |       INNOVATION       |       TECHNICAL EXPERTISE      |      IMMEDIATE SHIPPING

We can drop-ship your order to 
your customers with only your logo 
and company info on the box and 
paperwork. Use our warehouse like 
it’s your own!

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.

NOW YOU KNOW.

We are the go-to distributor  
of Allegion electrical & 
mechanical products featuring 
Von Duprin’s 98/99 series 
with all 18 trim options, in all 
available finishes. 


